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The Pivot Phenomenon

1

Business As 
Planned

Pivot  
Avenue

As an entrepreneur and long time business owner, it is important for 
me to address the elephant in the room. Business doesn't always go 
according to plan, shocking right? In almost every conversation I've 
had with fellow CEOs revolving around strategy and leadership we 
touch on the shifts, or pivots, in business operations and evolving 
strategy. The importance of foreseeing a pivot can be almost more 
important than the original business plan when it comes to adjusting 
for unforeseen changes or capitalizing on new opportunities. 
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Now I get it, owning and running a business comes with a lot of 
pride and joy tied to the original business purpose, which is both a 
blessing and a curse. At times the love for the original venture 
blinds business owners into staying in a dated landscape that 
existed when the business was established, despite drastic 
changes that have morphed the landscape into a new sea of 
unforeseen technology or processes. Over time competitors grow 
or change; old competitors exit the market, new competitors enter
when the barrier to entry is low, new technology develops while 
others become obsolete, etc. Then there are larger forces, like 
macroeconomic landscape shifts and job market changes, which 
can cut margins and quality of operations. I'll dive deeper into 
these changing environments in Waves and Windows in part 2. 
 
The ever changing business environment constantly creates new 
perceptions for existing businesses. One of the major tricks is 
knowing when perception changes so does reality. In fact, 
perception is reality and part of the conditional business 
environment, which can change on the turn of a dime. Services 
can be deemed less valuable, industry oversaturation becomes an
issue, or maybe it is as simple as the formula driving initial 
enterprise value has changed, more to come on this in Realization 
in part 3. 
 
With the constant landscape changes, often times initial business 
models get wrenched, where the byproduct of the situation is 
stress. In this process it is easy for accountability to be dropped, 
to lose site of key indicators, or execution can, and more than 
likely, will be negatively affected, which is where Execution in part 
4 will come into play.
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When landscapes change all the moving parts can tend to 
cause an immense amount of pressure. Seemingly overnight 
new skillsets will need to be acquired, cash-flow 
requirements may change, and market messaging tweaked 
to find the right formulation for this new direction. The 
narrative of the changes must be focused on connecting the 
original purpose with the newly forged path. The 
adjustments becomes key to avoiding implosion and 
starting from scratch. A healthy balanced transformation 
with the right perspective and 'pivottude' will allow you to 
approach this process from a position of strength, more to 
follow in part 5, Pivottude. 
 
 

While pivoting a business requires hard work and changes, 
as mentioned above, it is important to always hold the 
original purpose close to the heart as underlying values of 
the company rarely change during a pivot. If you find your 
values changing, the journey you are embarking on may be a 
complete overhaul versus a pivot.   
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As direction and priorities change throughout the pivot obstacles 
will continually emerge. Remember to ask tough but important 
questions like why are we doing this? What do we stand for? 
Beyond money, who and what are we serving each day? These 
questions will keep the organization focused while new business 
model attributes are introduced. 
 
Always let purpose act as a North Star throughout the pivot. As 
obstacles arise and having a guiding light in purpose is key to 
keeping momentum and drive toward new objectives. 
 
 

1 The Pivot Phenomenon

Purpose 

The last piece of the puzzle 
is simple. Don't get 
distracted by the noise. A few 
keys we will talk about 
through the rest of the book 
are as follows; team member 
buy-in is critical, incentives 
and clear communication to 
support the pivot will 
maintain trust in the process, 
and always keep strategic 
alignment at the top of mind. 

Making sure key stakeholders are involved, informed, and on-board 
will keep their attention and investment in the company. Updated 
SWOT analysis and 360 reviews, or a wholistic company review, 
are a couple tools to excite and engage stakeholders. In additiona, 
overall improvement means that KPIs will change to support the 
growth.  
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Last but equally as important is measurement. Reporting 
tools are important throughout the pivot process to put 
numbers to action. However, the importance of having 
collaborative brainstorming sessions, strategy sprints, and 
alignment cannot be overlooked. These face-to-face 
meetings will help get a complete view and bring to light 
aspects that might have been missed from traditional 
reporting tools. 
 
Pivots can be costly if not executed properly. Pivoting can 
appear to be a marathon, but decisions are a sprint; they 
must be made fast but judiciously.  Pivoting a company 
takes constant refinement to capitalize on all opportunities 
available, to keep morale, and maintain stakeholder 
relationships.  
 
I look forward to breaking down my experience and sharing 
my stories on how I was a part of company pivots but also 
lead my own company pivot through the remainder of this 
book. So hold on tight, take notes, and let's walk through this 
crazy and exciting time together. 
 
 

1 The Pivot Phenomenon
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Waves and Windows
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Business and opportunity is like the ocean, times of calm followed by 
large waves of excitement and energy. Those large waves are the 
opportunities and there is a limited amount of time to catch that wave 
before the window closes. Throughout our second chapter I will 
address the cyclicality of business opportunities, key components, and
some tips I have learned through my path of being a business leader 
and CEO. The main point before going forward is to be mindful of 
where a business is on the opportunity wave, realize this opportunity 
will not last forever and if the window closes there could be a lasting 
impact on the longevity of the business. 
 
Anticipate the wave of opportunity, prepare, and pivot quickly with 
purpose before the window closes. Let's dive in. 
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Human capital and talent, this is a component of business that almost 
every entrepreneur is aware of but many rarely get right. Hiring the 
right people at the right time will be the key to catching that wave of 
opportunity and capitalizing before the window closes. 
 
I have had my fair share of difficulty finding the right hire in the past, 
something I think many business leaders can relate to. People are a 
blessing, they come in to divide and conquer tasks and operations 
many business owners do not have the skillset or time to handle. 
Seeing the wave building and identifying the opportunity is tricky, as 
there isn't always the time or flexibility to train talent for each wave. 
The right talent makes catching the wave at the right time a breeze 
while a hiring misstep can derail the pivot process. 
 
Early on in the business cycle it is important to scout athletic talent, 
meaning people who can juggle multiple roles, pivot their mindset, and 
make strategic shifts on the drop of a dime. Being married to any one 
process or way of doing business is dangerous when trying to 
capitalize on an opportunity. 
 
One big tip that changed the hiring process for me was never stop 
recruiting and networking. It seems obvious but many 
of us entrepreneurs get caught up in the 
day-to-day operations, we get tired 
at the end of the day, and all we 
want to do is take a moment to 
breathe. Downtime is important 
for mental clarity; however, getting out, meeting people, and keeping 
the hiring pipeline full and in alignment with the market is a key piece 
to make sure you're riding as many opportunity waves as you can find. 
 

2 Waves and Windows
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Macro conditions will also play a huge role in 
catching the wave of opportunity. A few examples 
of macro conditions include but are not limited to: 
economy, industry changes, financial conditions 
like interest rates, geopolitical landscape, and 
game changing technology. While keeping tabs on 
all of this from a futuristic view will help, neglecting 
the historical development in macro conditions can 
cause a blind spot going forward. Macro conditions
tend to be cyclical as well, looking at the 
economy's performance in the past will help paint a 
picture of the future and prepare for a pivot. 
 
 
In addition to macro conditions there are a few key 
pieces you may recall from when you were creating your 
initial business plan: market intelligence (MI), competitor intelligence 
(CI), and total addressable market (TAM). MI/CI and TAM change 
during a pivot and to catch the wave of opportunity you will need to 
know the market of the pivot and be able to pinpoint who competition 
is. Continuously have a pulse on the competition and TAM; however at 
minimum a semi-annual formal written assessment on these 
components of the opportunity is what I have found to be best practice 
during these times. When I pivoted DoubleHorn from a strictly MSP 
company into the cloud space the competition and market were in a 
completely different place than it is now. Over the years I have seen 
more and more competitors pop up in Cloud Services Brokerage and 
the market need for cloud advisory has continued to grow. Keeping a 
watchful eye on competition and TAM and making formal semi-annual 
adjustments to DoubleHorn’s plans has allowed us to stay ahead of the
curve, develop tools and services those shopping for cloud need, 
allows us to be a full-service cloud broker and advisor where the 
market lacks. 
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Another key component to catching the wave of 
opportunity while pivoting a business is opportunistic 
indicators. What I mean by this is every industry has a 
few indicators that drive business functions. Once 
you identify the indicators that drive a business’ 
industry it becomes easier to identify when the 
landscape is changing and a wave of opportunity is 
coming. However, in every industry it is important to 
understand differences in customer segments and 
the differences in these segments in SMBs versus 
large businesses. 
 
 
In SMBs it is important to identify a customer 
segment and hone in on their needs as, generally, 
SMBs do not have the mass resources that larger 
businesses have to go after multiple segments. For 
example, at DoubleHorn when we pivoted to cloud we 
found that our niche market was the public sector. We
focused on winning government contracts with large 
agencies to show our strong compliance and security 
capabilities while building our portfolio of 
testimonials on the work and services we provide. 
From there we have been able to win multiple deals 
with larger private companies because of the focus 
and quality of service we provide to our public sector 
customers with cloud migration, advisory, and 
professional services. Dream big on the customers 
you would like to serve but be purposeful to catch the 
wave of opportunity by understanding customer 
segments for a business’ size. 
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Lastly, to catch a wave of 
opportunity be sure to look for 
merger and acquisition signals in 
the market. From my experience M&A 
has a reputation of being Pandora’s Box 
but it doesn’t have to be. While M&A appears complex understanding 
M&A can be figured out by historical studies, learning what has 
happened in the past as well as watching what is currently happening 
in the market. There are two categories of M&A, strategic buying and 
strategic selling. Strategic buying is driven by a variety of reasons 
including buying for tech assets, workforce, and revenue gain. As you 
could probably imagine in the tech sector strategic buying for 
technology assets can be key to catching a wave of opportunity. In 
conversations with fellow CEOs, the value of purchasing technology in
this fast-paced industry is key to fast growth. Purchasing tech assets 
allows a company to improve their time-to-market and save labor time
and capital expenditure that would have been spent developing in- 
house. M&A strategic buying can widen a company’s intellectual 
property, improve operational efficiency, and increase revenue and 
improve cash flow. 
 
On the other side of the coin, strategic selling happens due to 
compelling valuations. Compelling valuations means something 
different for every business owner or someone might be having 
trouble finding funding and looking to get out of the game and cut 
their losses. This is yet another reason why it is important to always 
keep a pulse on the market and competition. There may eventually be 
an opportunity to make a strategic buy to boost business growth by 
acquiring a company looking for a strategic exit. 
 

M

&

A

Valuation

Acquire

Sell
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Once you’ve researched and watched a few M&As on the market it 
becomes easier to identify value and industry indicators driving the 
acquisition. Being able to understand these strategic “whys” will allow 
you to scope your industry for potential opportunities and better 
position your company. 
 
Timing is everything in business, just like catching a wave at the right 
time is the difference between wiping out and an adrenaline filled ride.
There are a lot of factors and signals to identify an opportunity to 
pivot a business, but identification is only half the battle. Awareness, 
acceptance, and commitment is the next step in seizing opportunity, 
or as we will call it, Realization. 

Timing Is Everything

Window Of Opportunity Profit
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It begins with a plan. As a business leader, you must be confident in 
knowing where your pivot will take your company. Ask yourself the 
tough questions that you anticipate others will have of your pivot and 
analyze all of the possible outcomes. Once you’ve developed a 
strategic plan for your pivot, the idea must be well communicated 
throughout your organization and everyone must be aware. Your 
organization must know the details of the pivot and why the company 
is heading in a new direction before they can accept it.  Finally, 
everyone must be committed with their work and responsibilities in 
order for the company’s new vision to succeed. 

12

Once you’ve recognized the window for opportunity, you must execute 
on it. However, well before the execution process begins, you must 
focus on what I call the “Realization” phase. The realization phase 
requires preparation, communication, and the right team morale.  

Awareness

Acceptance

Commitment
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Awareness 
Now it’s obvious that you know where the pivot is 
going, but does your team understand the purpose of 
your pivot? Are they even aware of what a pivot 
means? Do they understand the window of 
opportunity and the pivot’s end goal? It’s important 
that you’ve thoroughly communicated your pivot to 
your organization in order for them to be on the same 
page as you. As the cliché goes, it really does take a 
team to make for a successful company, not just one 
person. 

Once the pivot has been communicated to your organization, keep in 
mind that it’s inevitable that some members on your team might not all
be on board with the pivot. Some of your organization’s biggest doubts 
and questions will most likely stem from them not fully understanding 
the big picture. This is why we stress the importance of awareness. 

As an executive leader of a company that made its own pivot from a 
MSP company to a cloud brokerage firm, at DoubleHorn we’ve 
implemented strategies to help our company’s awareness. For 
example, during our transition, we hired several new marketing and 
sales team members. As mentioned in the earlier chapters, hiring the 
right people can be a difficult task. However, we managed to make the
transition easy with our new hires because our new employees were 
aware of our company’s new vision. One of the strategies we used to 
implement more awareness was our adoption of stand-up meetings, 
weekly executive meetings, and monthly investor meetings. 
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For example, we coordinate two types of stand-up 
meetings at our company. Our first stand-up meeting
is what we call our daily stand-up. Our firm’s 
departments get together every day for half an hour 
and give an update on what they are currently 
working on and discuss their priorities for the day. 
Everyone takes a turn in discussing what they are 
planning to get done for the day, whether it’s a long 
list of things or just one large project.

The other stand-up we implement at DoubleHorn is our company wide 
stand up. This is a bi-monthly stand up where we get together as a 
company across all departments and talk about what we’ve been 
working on. Whether it’s the sales team or our accountants, everyone 
shares information on their tasks at hand. We understand the need to 
balance workload with communication, which is why we have our 
company-wide standup only twice a month.

How does this all relate to awareness? It’s 
simple. The more communication we have 
internally as a company, the more aware we 
all are of any changes or pivots within the 
company. 

At DoubleHorn, we wholeheartedly believe that our communication 
strategy directly correlates to company-wide awareness, which then 
drives business results. While hiring new employees can sometimes 
affect the chemistry and team dynamics of a company, our company’s 
team morale actually increased simply because everyone was aware of
our pivot. Communication is the foundation for everyone to understand 
the direction of a pivot. 
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Acceptance 
 
The second step in the realization phase is acceptance. 
Is there a complete buy-in across your organization? Do 
all team members understand and accept their role in the 
pivot? Just because your company is aware of the pivot, 
doesn’t mean they all accept it. 

Nevertheless, some team members still might not buy 
into the pivot. Employees are worried about job 
security and the fear of the unknown. An employee 
might want to know, “How will this pivot affect or 
differentiate from my current role?” That is when it’s 
important to revert back to the awareness stage and 
continue to liberally communicate, develop their 
mindset and make sense of the pivot. Find the time to 
schedule a meeting with them and understand their 
fears and concerns. 
 

In order for employees to accept a pivot, they must understand the 
value they will bring to the company with their new role. Employees 
want to feel good about their work both tangibly and intangibly. If 
employees understand the purpose for their work, they are more likely 
to accept the vision of the pivot through intrinsic motivation. If they 
can visualize the impact they will make with the pivot, then they are 
more likely to stay committed to their duties. This is why it is 
important to communicate with employees so that they understand 
the value of their role. 

Nevertheless, there will still be the occasional employee who still won’t 
initially buy into the pivot. That is when it’s important to revert back to 
the awareness stage and continue to overly communicate and try to 
develop their mindset. 
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As a business leader, your employees look up to you by the decisions 
you make. Just as it’s important for them to trust your decisions, it’s 
also important to know their opinions of the pivot as well. As 
mentioned earlier, it takes a team to make a successful company. If 
you can understand their perspective, you will be able to make an 
informed decision on where they are coming from which will provide 
more clarification of the pivot and answer any questions they may still 
have. 

Commitment  
 
Once the team is aware and accepts the pivot, 
they must all commit to it. Is everyone rowing 
their oars in the same direction? A commitment to
the pivot is the same as a team rowing a canoe. It 
takes just one person to not fully be committed 
and rowing in the same direction or speed as the 
rest of the team for the canoe to not be at full 
strength.  

By doing so, you are able to keep a talented 
employee and continue forward with the pivot. 
Once everyone is on board and accepts the pivot,
then it is time to move forward with commitment 
and goal setting.

Commitment to the job is the backbone to execution. It takes the whole
team, across multiple departments, to buy into the process and deliver 
on their own job’s responsibilities. In order for the end transaction to 
occur, everyone must hold one another accountable to their job for the 
company to reach its goals and full potential. 
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Another strategy we use to make sure our employees have what they 
need to be successful is our weekly one-on-one meetings with our 
executives. This gives all our employees the chance to communicate 
and check in with our executives. It also allows our executives to know
more about our employees and how things are going on a week to 
week basis. 

In order to make sure our employees were 
committed to their roles at DoubleHorn, we 
laid out a long-term vision with our sales 
and marketing team. Our vision informs our 
employees of the department goals 
expected in order for DoubleHorn to reach 
its growth goals as a company. By having 
that sales and marketing clarity, our 
employees became well aware of their 
team goals and commitments to their 
duties in order for the company to achieve 
its goal. 

If our employees have any questions that need to be answered, our 
executives are there as a resource. This direct style of communication
between our executives and employees makes sure everyone is on 
the same page and committed to the end goal.

Answer
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Lastly, as a business leader, it is extremely important to take the time 
during meetings to acknowledge employees’ successes. Obviously, we
all know that without hard work success does not happen. However, if 
we don’t recognize our employees’ accomplishments, then we’re 
missing out on a huge opportunity for growing our company’s culture. 

By recognizing employee success, we’re able to create a positive work 
culture environment that promotes commitment through hard work. By 
acknowledging employee success, employees continue to stay 
motivated and committed to their duties because it lets them know 
that their work is noticed and valuable. I wholeheartedly believe that 
our positive team culture keeps our strong core of hard working 
employees committed to their job which ultimately drives the pivot.

In addition, every Monday our sales and marketing team meets to 
recap the previous week, review our progress, and strategize for the 
week ahead. Every individual begins the meeting by going over their 
agenda and priorities for the week. This reinforces each individual’s 
commitment to their role. 

Then, our sales and marketing team each take
turns in recapping the previous week, going 
into detail with sales updates and marketing 
analytics. We analyze the processes that have 
been succeeding and look for ways in which 
we can improve. This feedback loop informs 
everyone where both departments currently 
stand in accordance with our goals.
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Once everyone is on board and committed to the pivot, then an 
organization must execute on it. Execution is all about how you’re 
going to get your job done the right way at the right time. It’s about 
maximizing efficiency. The execution phase of a company’s pivot is 
broken down into three different components: accountability, quick 
traction, and measurement.

Accountability 
 
Accountability is the driving force for the execution process. When 
everyone on the team takes responsibility and performs their job to 
the best of their abilities then the entire company succeeds. It’s 
important to hire the right people whom you can hold to high 
standards. These standards give employees goals to reach for and 
when these standards are achieved individually, the company grows 
further as a whole. But achieving these standards doesn’t just benefit
the company financially, it reinforces a positive, goal-oriented culture 
across the entire employee base. In order to obtain these company 
goals, employees know they must hold one another accountable for 
getting their job done as well. One employee’s success at their own 
job translates to the success of another employee.  

Accountability Quick Traction Measurement
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For example, a company’s marketing department is the catalyst of the 
sales funnel. Typically, a marketing department consists of positions 
such as a social media engagement specialist, custom graphics 
designer, and a marketing operations manager. Beginning with the 
social media specialist, it’s critical that he or she creates engaging 
content and communicates a message that resonates with a 
company’s audience and customers. A social media engagement 
specialist is responsible for creating brand awareness. They work side 
by side with a graphics designer who is committed to the visual 
aesthetics and feel for the company’s product. It’s important that a 
product looks professional or an audience won’t recognize the 
business as a prominent brand.    

With those two employees generating engaging content, the marketing 
operations manager patches the remaining pieces together and 
oversees the marketing department’s direction as a whole. For 
example, the marketing operations manager is responsible for the 
firm’s website health and is in charge of digital advertising strategy. 
Again, it’s crucial everyone works as a unit and is accountable on one 
another. If the graphics designer and social media specialist aren’t 
creating engaging content, it directly affects the operations manager to 
successfully market the product, organically or inorganically.    

Social Media Specialist

Graphics Designer

Marketing Ops

BDR

Sales

Sales Funnel
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Next in the sales funnel are business development representatives. 
Potential customers are directed to business development 
representatives who answer any questions about the product or 
service. The marketing operations manager and business development 
representative must be in constant communication with one another 
about who the most promising prospects are for the organization. The 
business development representative is reliant on the marketing 
operations manager and holds them accountable for generating leads 
back to the BDR.    

When customers are ready to purchase 
your offering, they are directed to the 
product experts. The product experts 
know the ins-and-outs of the product 
and answer the technical questions 
customers may have. They are 
responsible for aligning customers with
the best product that fits their 
organization’s goals and needs. 
Whether your company is a 
technological provider or a fashion 
retailer, having employees with 
intensive knowledge about your 
product gives your enterprise more 
credibility.    

Once the product has been purchased, account managers must be 
committed to serve as a resource for any customer needs. In any type 
of business, it’s critical to continue to support your customers and cater
to them long after a business transaction takes place. By continuing to 
offer support, your organization builds a stronger reputation and 
rapport with your customers which can lead to future business 
opportunities down the road.    
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A company’s ultimate goal is to drive transactions which starts with a 
strong culture of accountability. It’s an obvious situation when 
employees don’t hold themselves accountable because there is an 
immediate and noticeable effect on a company’s flow of operations. 
Business executives must recognize these roadblocks and address 
them face up. This ties back to part three of the eBook – the 
significance of having one on one meetings and the focus on 
commitment within an organization. 
 Quick Traction 
 
Accountability forces a team to depend on one another to get the job 
done right but seeking quick traction from the pivot is the missing 
component most companies forget. Anytime a company undergoes a 
pivot, there are many changes involved. With new personnel and 
business offerings, it’s easy for a company to lose focus and results. 
Quick traction checkpoints help avoid that scenario. 
 

With quick traction checkpoints in place, companies can eliminate any 
initial doubt about the pivot by focusing on gaining momentum and 
measuring results instantaneously. Analyzing the immediate results 
provides a company with more information upfront about where the 
direction of the pivot is heading. 
 

4 Execution

0

10

20

30

40

Day 1 Day 2 Day 3 Day 4

Quick Traction Timeline



23 

4 Execution

Keep in mind, initial results from a pivot can 
be good, bad, or ugly. Despite how they first 
appear, it’s important to at least have a 
preliminary measurement, which will give 
your company a general understanding of 
the pivot’s initial direction. Things are still in 
flux in the beginning of a pivot. Not 
everything will go according to plan despite 
the months of preparation and forecasting. 
Depending on the type of pivot, there may 
just need to be a few minor tweaks or 
changes for your pivot to look as intended. 
If your initial traction is completely off from 
your forecast, then you know a change must
be made in order to get your company back 
on track.  

The beauty of quick traction is that it gives you time to still make these 
changes if needed without disrupting the flow of the pivot. On the 
contrary, if you continue to ignore the changes that need to be made, 
then you will most likely miss your window of opportunity. As a result, 
your pivot will never reach its full potential or succeed.   

Window of Opportunity

Missed Opportunity

Results

Ignore Changes

Make Appropriate 
Changes

The Good

The Bad
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For example, when we made our pivot from a Managed Service 
Provider to a Cloud Service Broker, we used quick traction to our 
benefit. Initially as an MSP, DoubleHorn prided itself on hosting 
technology and support. However, as the emergence of cloud 
technology introduced new business opportunities, DoubleHorn 
recognized this window of opportunity and pivoted to add cloud 
brokerage as one of its lines of business. Once we pivoted to a cloud
brokerage, we hired more cloud experts and increased our frequency 
of companywide meetings to analyze where the new direction of the 
pivot was taking us.   

Quick traction is all about gaining momentum from the launch of the 
pivot and jumping on the wave of opportunity. It’s critical to measure 
the initial results of the pivot as well. As a business leader, this will 
give you a greater understanding of any changes that need to take 
place before your pivot changes trajectory. The longer you wait to 
make any necessary changes, the more difficult it will be to succeed 
with the pivot. 
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Measurement 
 
Finally, execution of your pivot isn’t fully complete without taking 
proper measurement. It’s critical that results are fully measured in 
order to make smarter business decisions for the future success of 
the company. It’s true, quick traction gives an initial foreshadow of 
where the pivot is heading towards. However, it’s not until a company
conducts an in-depth audit over a longer period of time, for there to 
be a complete understanding of the pivot’s direction. 

How do you measure the success of a pivot? Based on 
conversations with other business executives, it’s best advised to set
KPIs within 1-2 months after the launch of a pivot for quantitative 
measurable purposes. One to two months offers employees enough 
time to follow through with the preliminary goals of the pivot and 
gives enough quantitative data to be measured in return.  
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4 Execution
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4 Execution

While fiscal quarters are a traditional business timeline, waiting till 
the end of the quarter to measure results is too long for a pivot. Pivot
measurements need to be made early, often, and long before the 
fiscal quarter ends. As mentioned earlier, a pivot is your organization 
seeking a window of opportunity, thus making it extremely important 
to have an increased frequency of measurements that answer any 
remaining questions. 

For example, if a company was bringing in 
10,000 leads per year, which was then 
narrowed down to 5,000 qualified 
opportunities, but was only able to close a 
handful of sales, then that’s an obvious red 
flag. As a business executive, it’s your job to 
figure out the missing piece in the sales 
formula or new offering. 

Is something wrong with your product offering? Are you missing a 
component to your sales funnel? Are all your employees holding 
themselves accountable to their own job? The end goal for any 
company is to drive a transaction and bring in revenue. Therefore, it’s
key to have a quantitative financial target to base your measurement 
off of. Taking the correct measurable approach to your pivot will be 
the difference between losing revenue or increasing profits while 
riding the wave of opportunity. 

Financial Target Bring In Revenue

Key In On Profits
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Now that you’ve laid the foundation for a successful pivot, you must 
maintain it. In order to maintain the pipeline that you’ve created, it’s 
important to have what I call a “pivottude.” A pivottude is made up 
of all the intangibles that ensure that your hard-work pays off and 
that you maintain a ready state for the next window of opportunity 
or business climate change. 
 
A pivottude is a play on words of creating a positive attitude within 
your company’s culture. In the remaining chapter, I will break down 
examples of what makes up a pivottude and how your company can
move forward even after the pivot.  

The first step to a successful pivot and a crucial portion of the 
pivottude is maintaining confidence. You made it. Be proud of it. 
Look back at all of which you have accomplished, and others will 
follow suit. You’ve taken your company on this wild ride and it’s 
prevailed. It’s obviously important to have confidence in what you’re 
doing and the decisions you’re making as the leader of your 
business.  

Attitude



Keep in mind, the last thing you want is a moment of panic and 
self-doubt that your pivot wasn’t the right decision. Do not second 
guess yourself. There is a reason why you went through the pivot 
process. Remind yourself that you made the transition for the 
best for your company. The last thing you want as a leader is for 
your employees to sense a lack of confidence in your pivot. As the
leader of your company, you are looked up upon and a sense of 
self-doubt can become worrisome throughout your organization.   
 
 While it’s important to maintain confidence in your work and 
decisions, leaders must remain in a state of awareness. Eyes 
need to be kept wide open. Just because you’ve gotten this far 
doesn’t mean the work is complete. Constantly evaluate your 
environment and the status of the company. There are always 
ways to improve and grow your company, not only its financials 
but also the team atmosphere. 
 
 
 
 
 
 
 
 
Continue to hire positive people that will lift other employees and 
improve the team environment. It’s amazing what the residual 
effect of positivity can have on other employees’ work habits. 
Most importantly though, do not let negativity creep in. Curb any 
negativity that would hinder your pivot and future success. The 
last thing you want as the leader of your company is a toxic 
environment. Negativity will only stall your pivot and prevent your 
company from reaching new heights.   
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Finally, don’t forget to congratulate and recognize all of those 
involved that have helped you through the pivot. It takes an entire 
team to make a pivot become successful. Often times, employees
have a tendency to go to work and do their normal routine as if 
they are just going through the motions. It’s during these times 
when it’s important that employees are acknowledged for what 
they’ve accomplished. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
There is a defining purpose with everyone’s job as seen in the 
realization and execution phases of my book. A company pivot is 
by no means an easy accomplishment. Therefore, as the leader, 
make it known throughout your employee base that if it wasn’t for 
their work, the company wouldn’t be where it is today. Everyone 
must work together in order to get the job done and by no means 
is the measure of success a linear path. 
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I hope that you’ve enjoyed and taken notes from my eBook series 
Pivot with Purpose. Personally, I’ve wholeheartedly enjoyed 
writing it and telling my story using my experience as the CEO of 
DoubleHorn. It’s not easy going through a pivot but I hope that 
some of my shared stories and anecdotes can help ease your 
pivot into a success. Just because your company has 
experienced its first pivot, doesn’t mean it will be your last. 
 
 
 
 
 
 
 
 
 
As we all know, business often goes through an ever-changing 
state. When markets and the economy change, employees need 
to be taught new skills and business organizational moves likely 
occur. These things are inevitable. However, the same 
foundational process of initiating the pivot phenomenon can be 
applied and tweaked to adjust for new circumstances. A leader 
can use previous experiences from their last pivot as lessons to 
ease into the next pivot. Ultimately, as the leader, you get to 
decide the direction you want to take your company moving 
forward with the right attitude. Just let your attitude be a 
pivottude as you ride the wave to the window of opportunity.   
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