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When someone throws 
out a term like “six 
pack,” industry vets 

immediately know they are 
talking about six workstations, 
generally in a cluster, not the 
foaming alcoholic beverage held 
together with plastic rings or the 

rock-hard stomach of a workout 
fanatic.

Yet we assume that those new 
to our industry will get the lingo 
that is so common to the office 
furniture industry. And that is 
just one example of hundreds, if 
not thousands, of things that new 

hires wade through when com-
ing aboard. It is confusing and 
frustrating for them and could 
cause an otherwise great worker 
to leave the industry before they 
really even start.

For employers in the industry, 
especially dealers who count on 
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new hires to produce out of the 
gate, this lack of basic industry 
knowledge costs money. The 
result is an aging industry filled 
with experience and a dearth of 
young talent.

If the industry wants to survive 
and thrive, something needs to be 
done. Enter INDEAL, the indus-
try’s dominant dealer network, 
created INDEAL U, an immersive 
training program that will help 
dealers get new employees up 
to speed quickly at one end of 
the spectrum and help industry 
veterans do their jobs even better 
at the other. INDEAL U’s website 
and video library launched Nov. 
15.

The spark for INDEAL U came 
a couple years ago when founders 
Dave Gatherum and Dave Bloch 
started to have a dialog with 
dealers in the network. INDEAL, 
looking for ways to continually 
improve and add value to the 
dealers, asked what was needed 
to help them thrive.

They said that they really 
needed help onboarding new 
employees and teaching them the 
industry so that they reach suc-
cess at a quicker rate, said Lori 
McConnell, INDEAL’s continu-
ous learning manager.

“Dealers told us: ‘We’re typi-
cally about a year before a rep 
sort of gets a grip on everything 
they need to know, and even then 
they’re just over the hump.’ So, 

the dealers started losing them. 
It also became difficult to attract 
(new employees),” she said.

So INDEAL decided to launch 
a training program for its dealer 
members. That doesn’t happen 
overnight. To do it right, INDEAL 
had to start by bringing the right 
group onboard to create INDEAL 
U. It also had to compile exten-
sive research, said Brandi Hoff-
man, digital marketing manager.

“I did a lot of research at the 
beginning – there are so many 
options out there for Learning 
Management Systems – but I 
really wanted the INDEAL U 
platform to have the look and feel 
of a modern website with an LMS 
built into it,” she said. “This way, 
it would be a destination for our 
members – one place they can go 
for all things INDEAL U, whether 
that’s to access the on-demand 
content within our video library, 
or to learn about the different 
interactive webinars and live 
training opportunities available.”

INDEAL U is a continuous 
learning path for dealer sales 
(and those who support them) 
that embraces all learning styles. 
Modules vary in time from 1 
minute to 5 minutes to one hour 
to a full day. It begins, well, at the 
beginning, an industry kinder-
garten, of sorts, where new hires 
from outside the industry learn 
acronyms and the terminologies 
and talk about seating in gen-

eral and filing casegood systems 
without really getting into prod-
uct names. It covers everything a 
new person needs to know about 
those categories before they start 
to dive into things with their 
alignment and the ancillary sup-
pliers, an industry “grade school,” 
of sorts.

The categories covered contin-
ue up in complexity from there. 
And as INDEAL U grows and 
develops, the program will add 
more and more topics that will 
help everyone from the newcom-
er to the seasoned veteran.

INDEAL U also has a variety of 
teaching modes that will appeal 
to every type of learning style. 
INDEAL dealers will be able to 
decide how deeply they want to 
train employees. There are train-
ing videos that employees can 
watch on their own, interactive 
webinars with live instructors 
and on-site training taught by 
INDEAL U experts.

A basic membership in IN-
DEAL U is available to every IN-
DEAL dealer. There is an invest-
ment for more hands-on training.

“Our basic membership is very 
much about short, sweet (learn-
ing sessions),” said McConnell. 
“It’s about micro learning. A 
session can be anywhere from 
a minute. We have things like 
words of wisdom, where we ask 
the speaker what piece of advice 
would you give a new rep in the 
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industry. We have a series of 
those and they’ll grow and then 
we have fast facts, so things like 
when do you need a hard caster 
versus a soft caster?”

Hoffman also created anima-
tions that are four to six minutes 
long that deal with categories like 
products, pricing and process.

The basic membership, which 
consists of the videos, leads to the 
next level, which adds INDEAL U 
live webinars, where McConnell 
is in a studio teaching live classes. 
These are deeper dives into the 
industry where participants 
learn about things like seating, 
filing and storage, casegoods, 
systems, benching, walls, ancil-
lary, healthcare, education and 
hospitality, with a strong focus on 
qualification and problem solving 
within each of these categories.

INDEAL U’s third area of de-
velopment is live classroom work 
where an instructor comes to the 
dealership for live training. IN-
DEAL U has courses like “Smart 
Selling” and “Presenting to Win” 
where anyone from newcomers 
to industry veterans can hone 
their skills.

INDEAL U’s live webinars have 
been in beta testing with a few 
select dealers. The webinars re-
cently launched for all subscribed 
members. So far, the reaction has 
been positive, said Tracy Baumer, 
who is leading expansion efforts 
at INDEAL.

“When you look around 
NeoCon, everybody’s pretty 
seasoned and one of the struggles 

that dealers talk to me about is 
their struggle to hire new, young 
people because younger people 
are not necessarily drawn to this 
industry,” she said. “Yet, they’re 
going to have to have them to 
survive. So, that’s why they bring 
on new people who are young and 
they have no industry knowledge.

INDEAL U also 
wants to encourage 
shared learning and 
mentoring. There 
are many industry 
veterans who can 
share experiences 
with new, young 
talent. That’s what 
makes the webinars 
and live learning 
events so powerful.

 The dealer has no onboarding 
process and after six months or a 
year, they leave. So it’s a very ex-
pensive rotating door, and I think 
that’s true on the manufactur-
ers’ side, on the dealers’ side, in 
every part of our industry. It’s the 
struggle to get new, young people 
in here. There has to be some 
improvements. There has to be or 
we’re not going to be able to move 
forward. Dealerships aren’t going 
to be able to grow.”

INDEAL U also wants to en-
courage shared learning and 
mentoring. There are many 
industry veterans who can share 

experiences with new, young 
talent. That’s what makes the 
webinars and live learning events 
so powerful.

“(The industry veterans) have 
the opportunity to mentor,” Mc-
Connell said. “And by doing that, 
they become a bit reinvigorated. 
Sometimes (veterans) forget 
things perhaps that they used to 
do that worked and get somewhat 
complacent. So, it’s a bit of a re-
fresher for them. They say, ‘Yeah, 
I used to do that but I don’t do 
that anymore. I need to kick that 
up again.’ So, there’s new learning 
and there’s unlearning and then 
there’s the third component, 
which is the ability to mentor 
anybody else that’s in the room or 
in the group.”

Baumer said the INDEAL U 
program works for dealers of all 
sizes. Large dealers with multiple 
locations benefit because they 
have a hard time managing all the 
new hires and where they are in 
the onboarding process. Single 
location dealerships also ben-
efit because those are the ones 
that might not have any type of 
onboarding process. They don’t 
have anyone that’s even manag-
ing new hires. They don’t have an 
HR department and most of the 
time the dealer principal is wear-
ing several hats. BoF

INDEAL U is a benefit available by sub-
scription to INDEAL members. For more 
information in INDEAL and INDEAL U, 
go to www.indeal.org or contact learn-
ing@indeal.org. 
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