SMALL BUSINESS

T R TS CAAT)

picis MARCY PRRCT

Sleve Fricker says Pro-Tisd inc, werkers have made good on iheir vow o enceed managemeal’s goal lor revenue growii.

Empowering employees

Pro-Tint boosts business by focusing on people issues

NEN FLKINS
STAFF WRITER

With revenue growing stendily even
in a sluggish economy, the owners of
Pro-That Ine. knew thelr most pressing
prab ke wasn't cash ow

Instead, people — speciflically ihe
attiindes and skill levels of certain
employees — posed the glass-tinting
company’s top challenge.

“We found ourseives holding onio
people because ithey are hard o
replace, becauwse they were good
installers,” savs Steve Fricken Pro-Tint
vice preshibent. “Bul some of thom had
bad attitudes or didn’t Know how (o
dieal wiil customers.”

The Kannapolls-based company had
hired those workers for specific jobs
bt then expanded their dutles as the
COMpaEnY grew, Some emplovess lacked
the skills ihey neaded o handle ihose
el itbonal tsks

Fricker discovered a possible solu-
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ProsTint"s future, Howbe listed his poaks
for the company For 200, incheding a
progection that revemee wollld incresse
0%

“They s, “Mo, we think we can do
botter,' ™ Fricker says.

S0 fnn the employvecs are proving cor
rect, with zales mimning $0F% over 20602
hevels

1t's a modest bat promising start
toward Hoyles bong-term goal of niak:
ing Fro-Tint Known as o ol the Clur
b te rogion's best places 16 work.

“Wo want e create o window-tinting
compuny whaere all the great window-
tinting people and salespeople would
want o work,” Fricker says,

Hoxle founded Pro-Tint in 1506, and
the company has evolvesd from a simple
car- and business-window tinting oper.
ation. Fricker formulated an mdbhesive
that would allow multiple sheets of
window films to be added (o the gliss of
racecars. Today, that product is 2okl (o
customers in [taly, England and
France, among other countries.

tion in early 2002, when he attended a
Cabarrus Regional Chamber of Commerce
workshop. At that event, he heard Mary Ellza-
heth Murphy, managing director of STAR
Resources of Harrvishurg, tell how companies
can become an employver of cholce, attracting
and keeping the best workers. Fricker and Plato
Haoyle, Pro-Tint president, were especially
intrigwed by Murphy's approach towand making
employess sall-directed.

ProrTint hired STAR Resources In April.

As a part of the process, Hoyle took his
employess an a Saturday retreat to talk about

As their business has grown, Hoyle and Frick:
er have discovered that ProTint has two vastly
different types of clienis, There are large-vol:
ume customers, such as motorsports teams that
nesd several shipments of windshicld flns ench
vear and architectural firms whose designs call
for Pro-Tint-installed decorative window film for
a number of jobs annanlly

But other clients olten aren’t necessarily
repeat customers, “When we tint someane’s
home, we can have a ot of satisfied customers
and not see them for 10 years,” Fricker says,



