
CASE STORY
How a Cabinet Contractor Designed a Growth
Engine with Strategic Marketing and Sales

The Story Behind the Shift
This cabinet contractor had everything in place: a solid
reputation, loyal customers, and a portfolio of quality work.
What they didn’t have was a repeatable system for year-over-
year growth. They were ready to scale—but they needed a
roadmap, not just more work. That’s when they turned to
Pinpoint, seeking a structured plan that could unlock
consistent revenue acceleration.

What Was Holding Them Back
While the business was stable, it wasn’t compounding.
Referrals and word-of-mouth kept the pipeline steady, but not
scalable. There was no clear growth strategy to expand
market reach, increase conversion rates, or drive repeat
business. And without systems to handle more demand
efficiently, the team risked burnout with every uptick in
volume.

The impact was clear and consistent:

2019: $2.1M in revenue
2020: $2.5M
2021: $3.1M—a major jump in growth rate
2022: Over $3.73M, continuing the
trajectory

With aligned strategy and structure, the
contractor didn’t just hit new revenue
milestones—they built a model for scaling that
holds up over time.

What Changed and
Why It Lasted

Using Empowerment Design, the contractor and leadership team co-designed a holistic growth strategy tailored to their
goals and operational strengths. Together, they refined marketing efforts to expand brand reach and visibility, ensuring
new growth came from the right-fit clients.

Sales processes were also redesigned with the team’s input to close more deals and intentionally increase customer
value. Alongside this, customer retention strategies were shaped to turn satisfaction not only into referrals but into
consistent repeat business.

To support the growth, operations were optimized in collaboration with the team to handle greater volume without
compromising the quality and timelines that defined their reputation. In co-designing each step, the contractor built a
growth strategy that felt both sustainable and truly their own.

Empowerment Design in Action
This case shows how growth isn’t just about doing more—it’s about designing better. By aligning marketing, sales, and
operations, this contractor turned potential into performance. The result? A business that grows year after year—with
confidence, consistency, and clarity.

How the Design Took Shape


