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Office furniture dealer achieves national recognition for record growth. 
“Always use Common Sense.”  That marketing slogan neatly sums up the philosophy Craig Caswell 
has used to guide his business.  Caswell opened Common Sense Office Furniture in 1997 and that 
guiding principle has helped him to build his firm into one of the largest office furniture dealers in 
Central Florida.   Based in Orlando, Common Sense Office Furniture offers design, sales, delivery 
and installation of new, used and remanufactured office furniture out of its more than 30,000 sq. ft. 
showroom and warehouse.  A key element of the firm’s business growth strategy and common 
sense approach has been to utilize the services of the Small Business Development Center at UCF.  
According to Caswell, “Nowhere are there valuable services and advice available, at no charge, like 

at the SBDC and Advisory Board Council.  They are a great tool 
to grow a business and get advice that otherwise you may never 
have access to…”.   

Caswell has utilized the services of the SBDC’s Procurement 
Technical Assistance Center and in 2010 he joined CEO 
Xchange, a CEO roundtable group, but the Advisory Board 
Council (ABC) was the first SBDC program to attract his inter-
est.  Caswell worked with ABC Program Manager, Jill Kaufman, 
to identify areas of opportunity and challenge facing his busi-
ness.  Kaufman formed a board of advisors for Common Sense 
to address the firm’s strategic planning, marketing, sales 
management and training, operations and business develop-
ment.  According to Caswell, “The board members all had 
backgrounds directly related to the operations and sales parts of 
my business and they understood each component.  I never 
could have afforded this kind of advice without the SBDC.”  The 
Advisory Board Council worked with Caswell to take a more 
strategic view of his business, build a stronger business founda-
tion and lay out a roadmap for business growth.  “One of the 
missing components they helped me identify was a lack of 
consistency and follow through on ideas, projects and marketing 
as we were caught up in the day to day trials of running a small 
business,” commented Caswell.  “The Advisory Board helped 
me pull my head out of the sand, take a look around and find a 
path that would lead to future growth.”   

Common Sense Office Furniture’s advisory board has proven so advantageous to the business that 
Caswell requested and was approved to remain in the program for a second term.  Throughout 
Common Sense’s tenure in the ABC the firm has demonstrated strong growth in revenue and their 
number of employees has doubled from six to twelve, strengthening the firm’s organizational struc-
ture and allowing Caswell to focus on expansion opportunities.  The company has refined its mar-
keting strategy and increased its visibility in the community.  In fact, the business received signifi-
cant exposure when Common Sense Office Furniture was named to the 2010 and 2011 Inc. 5000 
lists of fastest growing private companies in the U.S. due to its 42% 3-year revenue growth.   

“The Advisory Board 
Council helped me pull 
my head out of the 
sand, take a look around 
and find a path that 
would lead to future 
growth.”

AD
VI

SO
RY

 B
OA

RD
 C

OU
NC

IL
S

B
D

C
 a

t 
U

C
F

www.advisoryboardcouncil.com


