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How Business Design Helped a Glass
Contractor Break a Five-Year Profit Drought

This story shows what becomes possible when a business stops trying to push through problems and instead designs
around them. With the right team structure and visibility into what drives profit, even longstanding loss patterns can be
reversed. This glass contractor didn’t just start making money—they started leading with intention. That's what happens
when you align your business around what really works.

For years, a busy glass contractor operated with steady

project flow and a full-time team—but the books told a What Changed and

different story. Despite the volume of work, the company had
been losing money year after year. It wasn’t for lack of effort
—it was a structural problem, hidden in the day-to-day. That's Why It LaSted
when they engaged Pinpoint, not for another project fix, but

for a deep operational shift designed to finally turn the tide. The shift was remarkable. After losing

$26,000 in 2019 and barely breaking even
in 2020, the business posted a $45,000
profit in 2021. By 2022, profits climbed to
over $65,000. And by 2023, they were
pacing toward $100,000 in annual profit.
But beyond the numbers, there was a
deeper transformation: clarity replaced
confusion, and strategy replaced survival
mode.

The surface-level signs pointed to underperformance, but
the real story lived deeper in the business mechanics. Team
inefficiency was quietly dragging productivity down. Roles
weren't aligned, and output was inconsistent. Compounding
that, there was no system in place to track job profitability—
meaning decisions were being made blind. Profitable
projects weren't being prioritized, and loss-generating jobs
kept slipping through unnoticed.

Pinpoint’s approach started with a bold move: a complete re-evaluation of the team. Through a strategic asset review, it
became clear that the current staffing model was holding the company back. Three out of four full-time employees were
replaced, and a new hiring and training framework was implemented—one that prioritized reliability, cohesion, and
performance.

Simultaneously, we introduced a profitability tracking system. Every job was now monitored, measured, and reviewed—
allowing leadership to understand what was working, what wasn’t, and where resources should go. This wasn't just about
data; it was about control. The business was no longer guessing—it was designing.



