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H
ow many years of prepa-
ration did it take you to 
become an “overnight 
success?” 
  It may sound like a 

humorous question, but let’s give it 
some thought. One of my all-time 
favorite business books, “Blueprint to 
a Billion” by David Thomson, exam-
ines this topic in great detail. In this 
book, which is based on three years of 
in-depth research, Thomson creates a 
specifi c and quantitative assessment 
of the success pattern that is common 
across a fi eld of 387 “Blueprint Compa-
nies.” He defi nes these organizations 
as the 5 percent of U.S. companies 
that — since 1980 — have IPOs and 
growth to more than $1 billion in 
revenue. These are America’s highest 
growth companies, and each of them 
has uniquely achieved exponential rev-
enue growth and investment returns.
   What can Utah’s companies take 
away from this research? Among other 
things, Thomson talks about busi-
nesses working carefully to identify a 
niche, to prepare to fulfi ll it, and then 
to plan to hit their breakout success 
during their seventh to eighth years. 
   True “overnight successes” are 
rare. For example, it took Wal-Mart 11 
years to open its second store — imag-
ine the patience in that process. 
   In keeping with that example, it’s in-
teresting to note that 2007 was Direct-
Pointe’s seventh year. In line with this 

thinking, we’ve been working through 
these fi rst seven years to prepare for 
our ultimate mission — to become a 
$1 billion company — by building the 
proper foundation, slowly and steadily, 
as part of our overall plan. In our case, 
it took us several years of preparation 
to prove there was a market and to 
prove that our services are sticky (for 
retention) and to prove that we — or 
any company — could actually make 
money by providing these services. 
   We spent the fi rst year building a 
leadership team, raising capital and 
creating a technology. In the second 
year, we took the company to market 
and hit positive cash fl ow. In the third 
year, we hit profi tability. We’ve spent 
the four years since preparing to scale. 
   In 2007, we fi nally and deliberately 
achieved our company’s own “break-
out year” in which we experienced 
a dramatic rise in both top line and 
recurring revenues. These results, 
coupled with four successful acquisi-
tions, a doubling of revenue and em-
ployee base, and customer expansion 
to 29 countries and all 50 states, speak 
resoundingly to the truth of Thom-
son’s theory and research.  
   Although it may appear from our 
current visibility that DirectPointe has 
succeeded virtually “overnight,” I’m 
not a bit embarrassed to note that in 
actuality, our “sudden success” has 
required a full seven years. 
   Neither should you. Q

Preparing Your 
Business for 
‘Overnight’ Success
MICHAEL PROPER
DirectPointe

A letter from our editorial board

V O L U M E  6  •  N U M B E R  2

PUBLISHER

EDITOR

MANAGING EDITOR

ASSOCIATE EDITORS

ART DIRECTOR

OFFICE MANAGER

AD DESIGNER

CIRCULATION MANAGER

AD MANAGER

ACCOUNT
REPRESENTATIVES

INTERN

PUBLISHED FOUR TIMES
A YEAR BY

ADVERTISING
INFORMATION

COMPLIMENTARY
SUBSCRIPTION
INFORMATION

PARTICIPATING
DISTRIBUTION 

PARTNERS

EDITORIAL BOARD

Matt Bennett

Jeanette Bennett

Briana H. Stewart

Greg Bennett
Ashley Dickson
Jessie Evans

David B. Blackhurst

Shelley Park

Jessica Peterson

Jessie Evans

Roxanne Bennett

Stacy Beck
Allison Birch
Ali Dyer 
Tracy Schultz

Amanda Crabtree

Bennett Communications
424 W. 800 North, Ste. 201
Orem, UT 84057

(801) 802-0200
editor@uvmag.com

(801) 802-0200
circulation@uvmag.com

Provo-Orem Chamber of
Commerce, Corporate
Alliance, Utah Valley Home
Builders Association, Small
Business Development
Center, LDS Employment
Services, CEDO

   Utah Valley Business Quarterly is a trade-
mark of Bennett Communications, Inc.
   Utah Valley Business Quarterly is published 
four times per year and mailed at no cost to all 
business license holders in Utah Valley, as well 
as other local business leaders. For back issues 
or reprint inquiries, please call our offi ce at 
(801) 802-0200.
   Utah Valley Business Quarterly magazine is 
not responsible for unsolicited materials.

>> SUMMER 2008


