
CASE STORY
How Strategic Sales and Marketing Fueled
23% Revenue Growth for an HVAC Company

The Story Behind the Shift
This HVAC company had built a name for itself through reliable
service and strong client relationships. But despite its
reputation, year-over-year growth had plateaued. The company
knew it needed more than just referrals to scale—it needed a
true growth engine. That’s when they partnered with Pinpoint,
not for more activity, but for a strategic design of how
marketing and sales could drive meaningful expansion.

What Was Holding Them Back
The core business was sound, but the pathways to growth were
underdeveloped. Marketing was mostly word-of-mouth, with
limited proactive outreach. Sales efforts were reactive and
inconsistent, and there was no clear strategy to convert leads
into higher-value service opportunities. Without a scalable plan,
the company was leaving potential revenue on the table.

Within just 12 months, the company
saw a 23% increase in total revenue.
Lead generation improved. Conversion
rates climbed. And repeat business
grew as a result of better customer
experiences. This wasn’t marketing for
the sake of noise—it was strategy built
for scale.

What Changed and
Why It Lasted

In partnership with the leadership team, a growth strategy was co-designed around three key areas: marketing, sales, and
retention. Together, we blended digital and traditional marketing efforts to expand brand visibility and draw in new
customers.

On the sales side, the team reimagined their systems to close more deals while creating natural pathways to upsell value-
added services that raised the average ticket size. At the same time, customer retention initiatives were shaped with the
team’s input to strengthen client satisfaction and build loyalty, increasing repeat business.

This wasn’t just about gaining new customers, it was about designing a system where every customer relationship created
more value for both the client and the company.

Empowerment Design in Action
This story is a clear example of how targeted, intentional business design can unlock growth that once felt out of reach.
With the right systems, the HVAC company didn’t just generate more leads—they created a flywheel of momentum
through marketing, sales, and retention that continues to drive sustainable growth.

How the Design Took Shape


