
Speaker		0:00			
Thank	you	Abby	for	having	me.	It's	really	a	it's	a	pleasure	to	be	here	of	course.	Um,	as	Abby	
said,	I'm	in	Maine.	I'm	in	Lewiston,	Maine,	which	is	about	75	miles	in	Maine	and	from	New	
Hampshire,	our	only	claim	to	fame	is	that	Muhammad	Ali	knocked	out	Sonny	Liston	in	about	60	
years	ago	in	about	15	seconds.	So	that's	what	you	might	know	Lewiston	for.	And	we've	been	a	
manufacturing	hub	for	the	shoe	industry	and	textile	industry	since	the	1850s	1860s.	So	literally	
150	160	170	years	that	this	area	has	been	manufacturing	shoes,	tote	bags,	duffel	bags,	and	
everything	else	under	the	sun.	So	we	have	a	long	history	in	this	area.	I	want	to	start	out	by	
giving	you	a	brief	history	of	my	company,	and	a	few	other	things.	And	of	course,	any	questions	
that	we	have,	we'll,	we'll	try	to	answer	those	today.	So	LM	manufacturing	started	in	1974,	my	
father	started	the	company.	And	through	the	70s	80s	90s,	we	grew	to	be	the	largest	
manufacturer	of	leather	handbags	in	the	country.	We	were	making	86,000	leather	handbags	a	
week	with	550	people.	So	it	was	a	it	was	a	big	factory.	I	worked	there	as	a	teenager,	not	as	an	
adult,	I	was	off	in	the	technology	industry	for	about	2025	years.	And	then	I	came	back	about	a	
dozen	years	ago	to	work	with	my	dad,	they	didn't	know	what	I	was	gonna	do	after	I	had	my	
tech	business.	And	I	sold	it	work	for	the	owner	for	a	while.	And	after	about	six	months,	I	loved	
what	I	was	doing.	And	I	sat	down	with	my	dad.	And	two	days	later,	I	bought	the	business	from	
and	he	didn't	retire	until	literally	a	couple	days	before	he	passed	away.	So	I	worked	with	him	for	
six	or	seven	years.	And	he	he	loved	working	in	the	factory	he	loved	coming	in	every	day.	So	we	
can't	say	died	with	a	smile	on	his	face.	But	he	worked	at	the	end.	And	he	enjoyed	it.	And	I	
learned	a	lot	from	him.	Um,	what	we	manufacture	now	the	the	86,000	handbags	we	made	for	
one	customer	who	was	selling	those	bags	at	Macy's	and	Bloomingdale's,	and	finally	in	stores	
like	that.	And	that	customer	unfortunately	went	overseas	to	China	in	the	late	90s.	And	my	
father	converted	the	company	to	work,	work	with	small	manufacturers,	which	is	really	what	he	
liked	to	do.	And	that's	what	I	enjoy	doing.	And	now	we	make	a	whole	variety	of	things.	If	
typically,	if	it's	not	hats,	shoes	or	clothing,	we're	happy	to	do	it.	And	we	have	the	ability	to	do	it.	
The	skill	set	the	people	the	equipment.	For	instance,	we	do	we	do	so	in	cases	for	the	US	
Marines	when	a	marine	graduates	he	gets	a	ceremonial	sword,	he	has	to	store	that	sword	
somewhere.	We	make	the	case	it's	stored	in	which	is	pretty	cool.	We	do	leather	wallets	last	
year	2019	2020	was	a	five	year	to	say	the	least	2019,	we	did	about	100,000	wallets	for	one	
particular	customer.	We	do	tote	bags,	a	lot	of	different	tote	bags	out	of	leathers	and	non	
leather	duffle	bags,	backpack,	dog	collars,	leashes,	that	kind	of	thing.	And	at	the	beginning	of	
the	pandemic,	we	made	about	100,000	masks	in	a	six	week	period.	
	
Speaker		3:14			
You	know,	it	was	the	right	thing	to	do.	We	did	it	and	everybody	else	who	could	stitch	bit	it	as	as	
you	all	know,	and	I'm	sure	many	of	you	also	made	masks,	so	them	donated	and	did	what	you	
could	in	the	early	days	of	the	pandemic	and	we	did	what	we	could	as	well.	So	that's	sort	of	
where	we	fit	in.	A	couple	of	other	things	I	guess	we	do	that	I	don't	want	to	forget	is	we	don't	do	
just	stitching,	there	are	times	that	we'll	do	cutting	only	for	project	there's	one	particular	two	
particular	projects	with	cutting	leather	parts	for	gloves.	For	one	customer,	the	gloves	are	used	
in	a	super	cold	environment,	I	think	COVID	Freeze.	well	below	zero	freezers,	you	have	to	have	
specialized	gloves.	So	we	cut	the	parts	for	those	gloves.	And	then	we're	cutting	leather	parts	for	
some	military	gloves	of	some	kind,	we	don't	do	the	stitching,	just	the	cutting.	So	in	some	cases	



will	cut	just	for	the	customer.	And	they	do	their	own	stitching	or	they	farm	it	out	elsewhere	for	
a	variety	of	reasons.	And	then	we'll	also	do	a	lot	of	light	assembly.	So	if	you	go	to	a	trade	show,	
and	you	get	a	swatch	book	to	see	all	the	different	materials	that	a	company	makes	that	swatch	
book	we'll	put	together	so	the	customer	sends	the	materials	to	us	maybe	they	send	us	100	
different	roles	and	materials.	We	cut	that	material	up	into	whatever	size	they	want.	And	we	put	
it	into	booklet	form.	However	they	want	it	whether	it's	two	sided	tape	or	stitched	in	or	stapled	
in	or	glued	in	or	whatever,	to	make	Swatch	Books.	So	we	call	that	light	assembly.	So	there's	a	
whole	variety	of	things	that	we	can	do.	And	we	have	plenty	of	space	when	a	building	with	fiber	
and	50,000	feet.	Unfortunately,	it's	half	empty	so	there's	plenty	of	space	to	continue	to	grow	
when	the	right	projects	come	along.	So	that's	an	idea	of	what	we	do.	A	lot	of	people	ask	what	
are	the	minimum	quantities,	and	we'll	do	any	quantity.	When	you	get	too	small,	there	is	a	price	
impact.	The	good	pricing	tends	to	start	at	about	200	units	per	SKU,	typically	a	different	color	is	a	
different	SKU.	However,	with	our	company	and	with	other	companies,	that's	always	somewhat	
flexible.	With	a	smaller	company,	it's	more	flexible	than	with	a	larger	company.	For	instance,	
with	us,	if	you	want	to	make	real	tote	bags	and	you	want	four	colors,	200	times	four	would	be	
200	would	probably	say,	make	600.	And	it'd	be	50	150	per	color,	give	or	take.	And	there	are	a	
lot	of	factors	that	go	into	that	minimum,	if	you're	making	a	key	fob,	but	a	couple	dollars	apiece,	
the	minimum	is	probably	a	bit	higher,	the	easy	number	to	remember	is	about	200	per	SKU,	and	
that's	gonna	vary	with	all	factories.	Next	factory	down	might	be	1000	might	be	50.	But	getting	
below	200	is	relatively	difficult,	without	a	price	impact.	If	you	do	190	of	one	color,	there's	
probably	not	much	price	impact.	If	you	do	50	of	one	color	is	probably	significant.	But	keep	in	
mind	this	flexibility	there,	probably	with	most	companies,	and	certainly	with	our	company,	we	
want	to	do	right	by	you.	But	of	course,	we	have	to	make	money.	And	you	always	want	your	
vendor	making	money	because	you	want	them	there,	when	you	have	to	make	the	next	run,	be	
it	be	a	manufacturing	or	material	vendor	or	any	other	vendor.	
	
Speaker		6:35			
So	David,	I'd	love	to	start	with	like,	if	you	have	a	product	idea,	like	what	do	we	do	first?	You	
know	what?	So	we're	like,	Alright,	I	want	to	make	this	thing.	So	how	and	then	we	call	you	and	
then	what	happens?	
	
Speaker		6:47			
Great,	great	question.	With	that,	generally,	it's	better	to	start	with	a	phone	call	than	an	email	
just	because	there's	so	much	information	to	learn,	and	you	go	back	and	forth	on	email	and	still	
not	get	the	gist	of	it	all.	So	a	phone	call	typically	is	better,	we	work	best	if	we	have	a	physical	
prototype	in	hand	from	the	customer.	As	opposed	to	just	a	drawing,	we	can	start	from	just	a	
drawing	increased	costs	and	ultimately	increase	the	cost	to	the	customer.	So	if	you	can	get	a	
prototype	first,	even	if	you	do	it,	you're	not	an	expert	Stitcher,	that's	okay,	stitch	it	together,	
give	us	something	that's	in	the	ballpark	of	what	you	want.	And	then	give	us	a	bullet	point	list	of	
changes	such	as,	hey,	I	made	this	but	I	really	wanted	to	inches	bigger,	and	I	want	to	get	rid	of	
that	pocket	or	add	a	zipper	here,	just	give	us	a	list,	we	can	take	a	look	at	that	and	start	to	give	
you	good	information.	For	instance,	how	many	hours	of	pre	production	and	I'll	tell	you	about	
pre	production	in	a	moment,	how	many	hours	of	pre	production	it'll	take.	And	we	can	probably	
give	you	a	good	estimate,	before	we	do	any	work	or	spend	any	of	your	money,	we	can	give	you	



a	good	estimate	as	to	where	we	think	production	pricing	is	going	to	be.	That	way.	If	you're	
thinking	$20,	and	we're	thinking	50,	you	know,	to	say	thank	you	very	much,	have	a	nice	day.	But	
if	we're	both	in	the	same	ballpark,	then	it	makes	sense	to	continue	that	conversation.	So	pre	
production	usually	involves	four	different	categories,	pattern	work,	prototyping,	even	if	you	
provide	us	with	a	prototype,	we	want	to	make	a	prototype,	we	want	to	make	sure	that	pattern	
fits	together,	we	want	to	make	sure	there	aren't	going	to	be	any	manufacturing	issues	that	we	
we	didn't	think	of	prior	to	manufacturing.	So	it	it	saves	a	lot	of	headaches	for	everybody.	So	
pattern	more	prototyping,	sampling	if	necessary.	And	a	time	study	at	times,	probably	10%	of	
the	time,	we	have	to	do	a	time	study	to	help	determine	cost.	And	what	a	time	study	is,	is	we	
make	six	finished	first	quality	units	time	that	process	and	from	that	determine	production	price.	
If	you're	doing	a	tote	bag,	chances	are	we	don't	have	to	do	a	time	study.	We	had	somebody	
come	in	the	other	day	who	wants	to	make	a	doll,	we're	not	putting	the	clothing	on	they	are	
because	we	want	to	clothing,	even	for	dolls.	In	most	cases,	that	one's	a	little	different.	So	that	
one	we're	gonna	have	to	do	at	times.	But	if	it's	if	it's	a	tote	bag,	or	backpack,	chances	are	we	
don't	have	to.	So	you	don't	have	to	worry.	Generally	about	a	time	study	samples,	many	
customers	at	first	thing	they	want	samples,	thinking	that's	an	example	of	a	quality	I'm	going	to	
get	from	that	factory.	And	what	it	really	is,	is	a	is	is	an	example	or	a	sample	of	what	the	sample	
department	can	do,	not	the	production	department.	It's	that	way	with	our	factory	and	it's	that	
way	with	the	vast	majority	of	factories.	So	kind	of	keep	that	in	mind	what	you're	looking	for.	If	
you're	looking	for	samples	to	go	to	go	somewhere	to	sell	and	show	your	prospective	buyer	this	
is	what	I'm	selling.	Then	you	need	samples.	If	you	just	want	to	see	the	quality	coming	out	of	the	
factory	samples	I'm	going	to	show	you	that	in	our	factory	or	in	the	vast	majority	of	factories.	It's	
going	to	show	you	what	the	sample	department	all	that	pre	production	pattern	prototype	
samples	of	necessary	time	studies	necessary	is	pre	production,	it's	$200	an	hour	with	us,	it's	pre	
paid	with	us.	So	you	kind	of	know,	when	the	clock	starts,	if	you	haven't	sent	us	a	chat,	the	clock	
hasn't	started,	typically,	two	to	five	hours	kind	of	thing,	it's	your	hundreds	of	dollars,	not	1000s	
of	dollars.	And	again,	if	we	have	a	prototype	in	hand,	we	can	give	you	an	estimate	on	
production	pricing	before	we	start,	so	you	know,	whether	it	makes	sense	to	start	spending	
money	with	us	or	not.	And	you	and	I	would	say,	you	probably	want	to	get	an	estimate	be	at	our	
factory	or	somebody	else's	factory,	get	some	kind	of	estimate	upfront	that	you	have	confidence	
that	they	have	confidence	in	that	number,	so	that	you	know	that	you're	not	wasting	money,	be	
again,	with	us	or	with	any	other	factory.	So	it'll	start	there	starts	with	that	conversation	starts	
with	bringing	a	prototype	to	us.	At	times	people	go	to	a	local	seamstress	to	have	the	prototype	
done,	if	they	don't	have	the	skill	set	to	stitch,	we're	perfectly	okay	with	that.	You	know,	$200	an	
hour,	it's	not	cheap	money.	And	we	understand	that	if	you	can	save	money	elsewhere,	we're	
okay	with	that	we	have	no	problems	whatsoever	with	that.	Because	we	just	need	that	physical	
representation	to	get	you	going,	give	you	some	good	upfront	information,	before	you	start	
spending	any	real	money.	
	
Speaker		11:27			
Once	we	have	that,	we,	we	do	the	pattern	and	we	do	the	prototype.	Typically,	we	have	a	firm	
price,	after	the	prototype,	we	had	an	estimated	price	before	that,	and	then	it's	time	for	
production,	and	the	customer	gets	all	the	materials.	At	times,	we	can	help	you	source	the	
materials.	So	we	can	say,	hey,	you're	looking	for	this	particular	material,	go	over	here,	give	



these	guys	a	call.	And	they'll	do	a	great	job	for	you.	And	if	you	use	them,	that's	great.	And	if	you	
don't,	we're	okay	with	that,	too.	We	don't	have	any	vendors	that	you	have	to	use.	But	you	the	
customer	provide	all	the	materials	other	than	thread,	typically	we	provide	thread,	you	send	the	
materials	to	us,	you	send	a	purchase	order	to	us.	In	our	case,	we	require	a	50%	deposit	before	
we	start,	and	then	you	go	on	the	schedule,	once	we	have	the	deposit	materials	and	your	
purchase	order	you	go	on	the	schedule.	
	
Speaker		12:17			
Just	to	clarify,	they're	like	you	absolutely	have	to	get	all	of	your	materials	yourself.	So	this	is	not	
something	that	you're	providing	materials,	you	might	provide	lists	of	vendors	or	
recommendations	for	people	you've	worked	with	in	the	past.	But	you	know,	if	you're	going	to	
need,	you	know,	1000	yards	of	whatever	fabric	you	need	to	have	that	you	need	to	buy	that	
elsewhere	and	have	that	shipped	to	you	along	with	all	other	notions	and	everything	else	except	
for	the	thread.	
	
Speaker		12:40			
That's	correct.	Once	in	a	great	while,	there's	some	basic	materials	that	will	provide.	But	your	for	
a	general	conversation	like	this	not	looking	at	a	specific	item,	I	assume	that	you're	providing	all	
of	the	materials,	again,	once	in	a	while,	if	it's	something	we	have	in	stock,	we'll	provide	it	for	
sampling	at	times,	if	we	have	it,	we'll	provide	it.	You	know,	and	if	it's	sampling,	oftentimes,	if	we	
have	it,	we'll	provide	it,	there's	no	charge	for	the	extra	charge	for	material	because	it's	a	couple	
of	yards,	it's	you	know,	$20	$50,	you	know,	it's	not,	it's	not	a	ton	of	money,	typically.	But	yes,	
for	production,	the	customers	providing	the	vast	majority	of	materials	a	vast	majority	of	the	
times,	okay.	And	again,	we	can	point	you	in	the	right	direction,	we	can	we	can	educate	you	to	
some	extent.	For	instance,	as	some	of	you	may	know,	when	you	buy	material,	when	you	buy	a	
giant	fabric,	when	you	buy	a	square	yard,	it's	36.	By	36.	When	you	buy	material	wholesale,	
oftentimes,	it's	a	linear	yard.	So	it's	36	by	whatever	the	width	of	the	roll	is,	of	the	role	is	60	
inches	wide,	the	yard	is	15	square	feet,	36	inches	by	60	inches.	So	make	sure	you	understand	
what	you're	buying,	you	know	what	value	you're	getting,	and	then	also	for	the	right	amount	of	
material.	And	we	can	help	you	determine	the	amount	of	material	you	need.	If	you	say,	hey,	I	
want	to	make	200	of	these,	how	much	you	know,	green	material	do	I	need,	we'll	calculate	it	like	
you	know,	and	we'll	put	a	waste	factor	in	there.	Because	there	will	always	be	waste.	I	will	put	a	
waste	factor	in	there	let	you	know	how	much	material	you	need,	then	we	always	recommend	
rounding	up	you	always	want	to	have	extra,	you'll	use	it	the	next	one,	it's	you	as	long	as	it's	not	
super	expensive	material,	it's	not	that	big	of	a	deal.	If	you're	paying	$70	A	yard,	then	you	want	
to	be	a	little	bit	more	careful	on	something	like	that.	Okay,	that's	
	
Speaker		14:31			
Yeah,	that's	great.	Thank	you.	That's	great	to	know.	Thank	you	very	much.	Okay,	so	you	were	
saying	before	interrupted	that	you	once	you	get	all	your	materials	in	prototype	all	that	to	kind	
of	put	into	place,	then	you	get	on	the	schedule,	
	
Speaker		14:43			



and	that's	when	we	put	it	on	the	schedule.	People	ask	us	to	put	things	on	the	schedule	before	
we	have	all	of	that	in	place.	And	we	typically	don't	because	if	we	put	you	on	the	schedule	and	
then	zipper	doesn't	show	up.	We	have	we	have	stitchers	or	cutters	or	somebody	pulling	the	
thumbs.	We	don't	necessarily	have	somebody's	throat	into	that	production	slot.	And	that	
becomes	costly.	When	I	have	people	that	are	sitting	there	not	working,	but	getting	paid.	It's	not	
a	happy	day,	I	guess	it's	easy	way	to	put	it.	So	we	wait	till	everything	comes	in.	Once	it's	all	in,	
then	we	put	it	on	the	schedule.	And	typically	with	three	to	five	weeks	right	now,	nothing	is	
typical,	as	everybody	knows,	there	was	supply	chain	bottlenecks	everywhere.	And	we're	
probably	closer	to	six,	or	maybe	seven	or	eight	weeks	right	now,	if	an	order	came	in	today,	we	
would	have	it	done	this	year,	but	just	barely.	You	know,	if	an	order	comes	in	at	Thanksgiving,	
it's	going	to	be	next	year.	No	two	ways	about	it,	you	know,	it'll	be	January,	but	it'll	still	be	next	
year.	But	we	shoot	for	three	to	five	weeks	as	the	timeframe	that	we'd	like	to	produce	it.	
	
Speaker		15:48			
And	I	love	that,	you	know,	with	a	domestic	manufacturer,	there's	you	don't	have	any	
communication	barrier,	you	also	aren't	waiting,	you	know,	for	a	boat	or	a	plane	to	come	to	you,	
you	know,	it's	it's	easier	to	get	your	finished	product	and	a	little	bit	easier	to	communicate	as	
well.	And	somebody	had	asked	him	in	that	question	in	the	chat	area	around	Do	you	only	
manufacture	in	the	US?	Or	do	you	work	with	overseas	factories	at	all,	
	
Speaker		16:15			
um,	we	only	manufacture	in	us	in	our	factory	in	Lewiston,	Maine.	I	can't	foresee	ever	going	
overseas.	It's	not	the	business	model	I	want	I	understand	why	people	do.	And,	you	know,	there	
are	arguments	for	it	against	that.	That's	a	whole	nother	discussion.	But	that's	not	what	I	want	
to	do.	I	want	to	employ	my	friends	and	my	neighbors	and	people	in	my	community,	I	want	to	
continue	our	business	that	my	father	started	in	74,	I	want	to	continue	it.	And	that's	our	goal.	So	
I	don't	foresee	going	overseas.	And	as	you	started	to	mention,	working	domestically	with	us	or	
with	other	factories,	there	are	a	lot	of	things	that	make	more	sense,	it's	far	easier	to	
communicate,	even	the	time	change,	skip	the	language	barrier,	the	time	change	is	difficult	
when	you're	when	you're	dealing	overseas,	you	know,	610	12	hours	apart	or	whatever	it	is,	the	
language	barrier,	of	course,	the	cultural	barrier	can	be	difficult	to	because	my	understanding	
from	what	I've	heard	from	other	customers,	is	oftentimes	when	getting	something	from	Asia,	
close	enough	is	good	enough	to	Asia,	for	us	for	typically	what	our	customers	want	isn't,	oh,	I	
want	you	know,	this	specific	shade	of	blue,	not	this	blue,	but	I	want	that	blue.	In	Asia,	they'll	say	
yeah,	blue	is	blue,	or	whatever	the	case	may	be	domestically,	you're	more	likely	to	get	exactly	
what	you	want.	And	I	think	that's	a	cultural	thing.	I	don't	know	if	it	is,	but	that's	what	it	seems	
to	be	to	me.	So	working	domestically	is	far	easier.	And	also	if	you	have	to	visit	your	vendor,	
because	there	are	issues	and	hopefully	you	don't	have	issues	with	us,	and	you	don't	have	to	
visit	us	for	that	reason.	It's	easy	to	fly,	be	it	from	California,	or	Texas,	or	drive	up	from	
Massachusetts	to	come	to	Maine	than	it	is	is	to	go	somewhere	in	Asia,	it's	just	a	whole	heck	of	a	
lot	easier.	You	can	get	on	a	plane	the	next	day	or	three	days	later	and	go	for	a	day	and	go	home	
and	you	know,	get	hopefully	get	your	issues	resolved.	If	there	are	any	again	with	us	or	with	
anybody	else,	which	I	think	is	makes	a	lot	of	sense.	By	all	means,	there	was	something	else	I	
was	gonna	mention	we	were	talking	about	three	to	five	weeks.	Oh,	it	sounds	factories	will	tell	



you	that	production	is	always	X	number	of	weeks,	three	weeks.	And	I	think	that's	disingenuous.	
And	the	reason	for	that	is	they're	always	taking	orders,	and	they	don't	have	stitches	waiting	in	
the	corner	for	you	in	order,	they	always	have	that	busy.	So	they	always	have	a	backlog.	
Sometimes	the	backlog	could	be	three	weeks,	sometimes	it	could	be	longer,	sometimes	it	can	
be	shorter.	So	make	sure	whoever	you're	dealing	with,	again,	be	at	our	factory	or	somebody	
else's	factory,	that	you	have	a	real	confidence	level	in	what	they're	telling	you	for	everything,	
but	certainly	for	the	timeframe	of	production.	And	if	they	tell	you	it's	always	three	weeks,	or	
something	like	that,	I	would	question	that,	because	I	think	that's	a	difficult	target	to	hit	any	
specific	number,	not	the	three	week	target.	But	any	specific	number	timeframe	is	a	difficult	
target	to	hit,	as	orders	continue	to	come	in.	So	um,	one	of	the	costs	that	you	will	have	with	as	
the	pre	production	we	spoke	about	is	tooling	costs.	And	typically	the	only	tooling	that	is	needed	
with	us	and	not	all	the	time	is	cutting	dyes	and	what	cutting	dyes	are	and	I	have	one	right	here	
show	Intel.	This	is	the	cutting	dye.	This	cuts	out	happens	to	be	one	of	the	parts	for	one	of	the	
leather	gloves.	Hopefully	you	guys	can	see	that	okay,	yeah.	And	it's	sharp	on	this	side,	not	
overly	sharp	because	I've	hit	it	and	fell	on	this	side.	And	what	we	do	is	we	latest,	this	one	in	
particular	latest	on	top	of	weather.	So	this	is	the	ladder	we	land	on	the	ladder	and	the	machine	
comes	down	and	pushes	down	with	30	tons	of	pressure	and	cut	through	the	leather.	We'll	get	
exactly	that	shape	every	single	Time.	And	right	now	we're	cutting	1500	of	these	a	week	this	
specific	guy.	So	cutting	dyes	are	needed	to	cut	different	materials.	Each	different	shape	you	
have	is	a	different	cutting	guy.	But	they're	not	overly	expensive.	This	one	right	here,	I	think	was	
about	$150.	And	basically	think	of	it	as	a	heavy	duty	cookie	cutter	for	Christmas	cookies.	So	
$150,	you	don't	have	to	worry	about	getting	the	dyes	with	your	permission.	Once	we	all	believe	
we're	moving	forward	with	the	project,	we'll	send	out	your	patterns	to	the	dye	maker	and	get	
quotes,	we'll	present	you	with	the	quotes	you	approve	those	will	have	the	dyes	made	you	pay	
for	the	dyes	and	you	own	the	dyes.	So	if	you	ever	go	to	another	factory,	they	are	your	dyes	will	
ship	them	to	your	pay	the	UPS	charges,	but	we'll	ship	them	to	you	or	zip	them	to	the	factory,	
whatever	works	for	you,	is	fine	with	us.	Still	figure	on	most	projects,	you're	taking	hundreds	of	
dollars	for	tooling	costs	not	1000s	of	dollars.	Once	in	a	while	in	some	of	the	tooling	that's	
necessary,	not	too	too	often.	And	we	don't	share	dyes	among	customers.	
	
Speaker		21:10			
We	don't	share	dyes	among	customers.	Because	a	you	own	the	dye,	so	I	can't	use	it	for	
somebody	else.	The	only	exception	was	in	the	early	days	of	making	masks,	I	took	a	customer's	
dive	and	happened	to	be	the	right	size.	And	I	cut	the	mask	out	of	a	customer's	dye	and	then	
told	her	after.	And	I	figured	she	wasn't	going	to	have	a	problem.	But	if	you	did,	I'd	pay	for	pay	or	
for	the	die.	But	that	was	for	making	masks.	So	that	was	the	only	time	we	ever	use	a	customer	
dies	is	something	else.	So	that's	really	the	only	tooling	costs	that	you	have.	There	are	no	hidden	
costs,	again,	pre	production	pricing,	you	pay	for	pre	production	materials	that	you	pay	for	pay	
somebody	else	tooling,	and	and	then	production	costs.	And	those	are	the	only	costs	work	with	
us.	There	aren't	any	other	costs.	I	think	the	question	I	just	saw	related	to	patterns.	Okay,	yeah,	
yes,	part	of	pre	production	is	making	a	pattern.	And	so	we	will	make	a	pattern,	we	don't	make	
digital	patterns	we	make	them	on	it's	called	chipboard.	chipboard	is	non	corrugated	cardboard,	
think	of	heavy	duty	file,	folder,	paper	kind	of	stuff.	And	that's	what	we	make	it	out	out	of	we	
make	it	the	scale	that	works	best	for	us.	Again,	you're	paying	for	pre	production,	you	own	those	



patterns,	those	are	yours.	So	if	you	ask	us	to	ship	them	to	you,	again,	we'll	ship	them	to	you	
maybe	ups,	but	they	your	pattern,	we	won't	use	them	for	another	customer.	The	only	
exception	that	we	have	to	using	patterns	among	different	customers	is	there	are	some	patterns	
that	we	actually	opened	for	a	few	different	bags.	So	if	you	want	to	make	call	it	one	of	our	bags	
with	your	logo	on	it,	that's	our	pattern.	But	any	patterns	we	make	for	you,	you	do	own	clothing,	
I	think	I	just	saw	a	question	about	clothing,	we	stay	away	from	clothing.	It's	not	a	skill	set.	It's	
it's	different	machinery	to	great	extent	than	what	we	have	or	to	some	extent	than	what	we	
have.	And	we	just	don't	have	the	expertise	of	man.	So	we	stay	completely	away	from	clothing.	
So	sorry	about	that.	I	get	that	question.	A	lot.	
	
Speaker		23:14			
Even	I'm	wondering	if	you	could	talk	briefly	about	protecting	intellectual	property.	I	mean,	I	
think	it	dovetails	with	what	you	just	said,	or	on	you	own	your	dyes.	And	we're	not	going	to	
share	them	among	customers	and	things	like	that.	But	I	just	know	that	you	know,	there	have	
been	instances	when	I've	when	I	talk	to	people	who	you	know,	send	a	design	or	something	out	
to	a	factory,	and	then	you	know	that	the	factory	shares	it	with	somebody	else.	So	just	is	there	
anything	that	you	know,	to	sign	an	NDA?	Or	is	there	anything	around	intellectual	property	
protection?	
	
Speaker		23:42			
I	hate	saying	a	great	question.	But	that	is	another	great	question.	I	say	I	feel	that	turns	us	to	off,	
but	that's	a	great	question.	Um,	we're	happy	to	sign	NDAs	in	2019,	again,	to	2020	being	such	an	
audio	2019	We	had	100	505	different	customers,	we	had	NDAs	with	some	of	them,	I	have	no	
clue	who	had	a	nondisclosure	agreement	and	who	didn't,	because	we	treat	everybody's	
information	the	same	way.	That's	what	my	dad	taught	me	years	ago.	That's	what	I	did	in	other	
businesses.	That's	what	I	do	in	this	business	is	I	treat	everybody's	information	the	same	with	
the	utmost	of	confidence.	I'm	not	going	to	jeopardize	my	reputation	or	my	business's	
reputation	by	sharing	that	with	anybody.	That	being	said,	more	than	happy	to	sign	a	
nondisclosure	agreement.	We	have	an	easy	two	pager.	It's	mutual,	and	it's	governed	by	Maine	
law,	which	I	will	insist	on	Maine	law	because	the	production	is	being	done	in	Maine.	So	in	in	my	
thinking,	it	should	be	covered	by	Maine	law,	but	more	than	happy	to	sign	a	nondisclosure	
agreement	to	make	sure	that	that	the	customers	comfortable.	I	saved	one	yesterday	the	day	
before.	Follow.	That's	the	first	one	I've	signed	probably	in	three	or	four	weeks	and	I've	probably	
spoken	20	customers	in	the	last	three	or	four	weeks	if	I	had	to	guess	so	It's	absolutely	
protected.	Nobody	else	is	gonna	see	if	matter	of	fact,	right	now,	we	don't	even	give	tours	of	the	
factory	right	now,	because	we	do	have	a	more	strict	non	disclosure	working	on	a	bottle	project,	
that	we	can't	even	let	people	into	the	factory,	because	they	don't	want	anybody	to	see	that.	
What's	going	on	with	that	particular	project	for	the	time	being?	So	great	question.	Thank	you	
for	asking.	There	were	a	couple	of	other	questions	that	came	in.	So	you	want	to	ask	well,	
	
Speaker		25:29			
yeah,	yeah,	let's	just	do	this	one.	And	then	we'll	keep	moving.	But	it	was	around	materials.	
There's	two,	actually,	one	from	earlier.	Do	you	create?	Could	you	create	wooden	keepsake	



boxes	was	one	question.	And	can	you	print	and	cut	shapes	from	70	pound	paper	was	the	other	
one.	
	
Speaker		25:50			
The	wooden	keepsake	boxes?	No,	I've	always	on	a	personal	basis,	I've	always	wanted	to	kind	of	
develop	my	woodworking	skill	set.	But	I	did	get	a	C	in	woodworking	in	seventh	grade.	And	I'm	
probably	no	better	at	that	now.	But	in	the	factory,	we	know	we	can't	do	that,	by	any	means.	So	
thank	you	for	asking	that.	And	the	other	one	was	70	pound	paper?	
	
Speaker		26:13			
Can	you	cut	it?	Can	you	print	and	cut	shapes	from	70	pound	paper?	
	
Speaker		26:19			
By	printing	shapes?	We	could	have	somebody	else	do	the	printing?	Probably	if	I'm	
understanding	it	correctly,	we	could	probably	cut	it	I	want	a	piece	to	test.	But	I	think	70	pounds	
is	probably	more	or	less	file	folder.	Wait,	I	think	yeah.	And	I've,	I	would	say	based	on	some	of	
the	other	stuff	that	we've	cut,	because	sometimes	as	I	was	explaining	how	we	use	the	cutting	
dies	before	we	have	the	weather	the	cutting	machine	comes	down,	sometimes	we'll	have	
something	underneath	the	leather,	or	the	fabric	or	whatever,	it	helps	make	a	cleaner	cut.	And	
based	upon	what	we've	cut	with	that,	I	would	say	yes,	we	can.	But	I	don't	want	to	say	that	
firmly,	I'd	want	I'd	want	to	use	a	12	inch	square	setting	to	me,	it'll	take	me	you	know,	two	
minutes	to	test	it.	There's	no	charge	to	test	that,	of	course,	it	literally	takes	two	minutes	to	test	
it	to	Yeah,	we	can	get	a	clean	cut.	And	
	
Speaker		27:19			
my	question	for	you,	David	was	around	kit	assemblies.	So	if	somebody	has	got	an	idea	for	a	kid,	
and	let's	just	say	they	need,	you	know,	two	yards	of	six	colors	of	embroidery	floss,	you	know,	
cut	and	wound	onto	a	spool.	And	then,	you	know,	for	each	kit,	they	need,	you	know,	four	
pieces	of	felt	each	of	them	12	By	12,	you	know,	for	different	colors	or	whatever,	all	of	these	
different	things	kind	of,	you	know,	from	massive	pieces	cut	down	to	the	right	size	or	wound	and	
that	kind	of	thing.	Can	you	assemble	kits?	
	
Speaker		27:50			
Yes.	Yes,	absolutely.	That's	that	kind	of	salt	falls	into	the	white	assembly	category	and	the	
swatch	swatch	book	kind	of	thing.	So	absolutely,	you	send	us	the	22	different	parts	and	say,	
okay,	for	these	nine	parts,	we	want	you	to	cut	and	do	this.	And	for	these	six	parts,	we	want	you	
to	you	know,	turn	them	upside	down	and	paint	two	stripes	on	them	and	whatever,	whatever,	
whatever.	So	absolutely,	we	can	do	that.	We've	done	all	kinds	of	stuff	in	that	category	over	the	
years.	Some	long	term	projects,	some	shorter	term	some	one	time,	we	did	one	recently,	which	
which	was	putting	bricks	in	boxes?	I	have	no	clue	why.	But	that's	what	they	asked	for.	And	it	
was	it	was	really	it	was	the	bricks	that	you	would	build	a	building	out	of	just	red	brick.	
	
Speaker		28:35			



Boxes.	Yeah,	I	think	knowing	that	it's	possible	for	to	outsource	the	assembly	of	a	kid	is	really	
exciting	for	somebody	who's	got	a	creative	idea.	And	you	know,	maybe	they	already	are	doing	it	
themselves	with	their	businesses	expanding	and	they	want	to	scale	and	this	is	a	way	to	take	
that	piece	off	their	hands	so	they	can	keep	making	new	designs.	And	you	know,	I	think	that's	
super	exciting.	
	
Speaker		29:00			
Yeah,	absolutely.	And,	and	elaborate	on	your	point.	Um,	my	feeling	is,	and	I	think	this	has	been	
proven	out	time	and	time	again,	just	just	from	the	experiences	I've	seen	is	that	as	you	grow	
your	business,	farm	out	everything	you	can,	other	than	the	stuff	you	really	have	the	prime	skill	
set	for,	which	is	probably	sales,	marketing,	product	development.	Those	are	probably	the	prime	
things	that	most	business	owners	should	keep	pretty	ugly	small	business	owners	should	keep	
under	their	own	thumbs	and	find	out	everything	else.	Find	out	the	stuff	that	really	anybody	can	
do.	And	whether	it's	kidding,	whether	it's	stitching,	whether	it's	cutting,	but	the	lower	skill,	not	
the	stitching	as	a	low	skill,	but	the	lower	skill	stuff,	found	that	out	and	keep	to	yourself,	the	
marketing,	the	prospecting,	the	sales,	the	product	development,	keep	that	stuff	to	yourself,	and	
spend	your	time	on	that.	Don't	get	bought	Down	by	cutting	and	stitching,	and	assembling	kits	
and	that	kind	of	thing,	probably	around	somewhere,	preferably	to	us	for	pharma,	not	
anywhere.	So	you	can	get	that	off	your	table,	get	that	off	your	desk,	and	concentrate	on	on	
making	sure	your	business	is	going	the	direction	you	want	your	business	to	go,	presumably	
growing,	but	that	may	not	necessarily	be	your	goal.	So	whatever	your	goals	are,	concentrated	
and	goals,	find	out	the	other	stuff.	
	
Speaker		30:24			
And	do	you	know	how	many	factories	like	yours	there	are	in	the	US	that	maybe	me	you	
specialize	in	a	certain	type	of	product.	And	as	you	said,	you	just	don't	do	wood	and	other	you	
know,	certain	things	you	don't	do	clothing?	Are	there	other,	you	know,	domestic	factories	like	
yours,	that	maybe	do	some	of	these	other	things	that	you're	aware	of?	Or	just	it's	an	interesting	
question,	just	because	maybe	people	on	the	call	are	like,	Oh,	but	I	have	this	other	product	that	
he	doesn't	do.	But	I	still	want	to	this	sounds	great,	you	know,	I	want	to	have	a	relationship	like	
this.	
	
Speaker		30:53			
There	are	other	factories	out	there,	I	don't	really	know	the	competition	that	well,	by	any	
means,	you	know,	I've	come	across	them	occasionally.	But	nothing	that	I	that	I	know,	well,	that	
I	that	I	can	tell	you	what	they	do	or	any	of	that	stuff,	because	I've	never	found	anything	else	
myself.	Me,	it's	always	been	right	in	our	factory.	And,	and	I'm	not	dealing	with	any	other	
factories	like	ours.	And	I	also	I	didn't,	as	an	adult	didn't	grow	up	in	this	industry	as	a	kid,	you	
know,	business	was	always	the	dinner,	Table	conversation	kind	of	thing.	But	that	was	still	
different.	So	So	yes,	there	are	I	couldn't	tell	you	where	to	find	them,	or,	or	how	many	or	how	
difficult.	I	do	know,	general	people	in	our	industry	or	businesses	in	our	industry	are	difficult	to	
find.	Because	if	we	can't	prospect	because	we	don't	know	who's	doing	something	at	home,	that	
would	fall	into	our	category.	So	it's	real	hard	for	us	to	prospect,	it's	real	hard	for	people	to	find	
us.	Okay,	we	



	
Speaker		31:55			
had	a	question	from	Kathleen,	do	you	sew	scarves?	
	
Speaker		31:59			
Probably	not.	Generally,	that	material	is	a	little	too	fine.	There	are	some	scarves	we	can	do	but	
fashion	scarves	we	would	stay	away	from.	
	
Speaker		32:08			
Okay,	and	cam	to	clarify,	do	you	also	stitch	the	item	after	cutting	or	just	do	the	cutting?	Can	you	
repeat	that?	I'm	sorry,	sorry.	Um,	do	you	also	stitch	the	item	after	cutting	or	just	do	the	
cutting?	
	
Speaker		32:20			
Both	we	can	do	just	cutting.	Or	we	can	do	cutting	and	stitching,	I	guess	it's	all	three.	So	just	
cutting,	cutting	in	stitching	or	just	stitching.	Once	in	a	great	while,	we'll	have	somebody	provide	
cut	parts	to	us,	we	would	recommend	that	you	cut	well.	Because	if	if	it's	not	cut,	square,	even	if	
it's	not	a	square	per	se,	but	it's	not	kind	of	accurately,	then	it'll	increase	the	stitch	time.	So	you	
do	want	to	have	it	cut	accurately.	If	you're	providing	us	with	the	cut	parts	and	having	us	just	do	
the	stitching.	So	we'll	do	as	much	or	as	little	as	you	want	us	to	do.	You	know,	obviously	we	want	
to	earn	all	of	your	business,	but	we're	okay	or	any	part	of	it.	If	that's	what	works	for	you.	Maybe	
that's	what	works	in	your	budget	as	you're	growing	and	as	your	time	constraints	change.	That's	
okay	with	us	too.	
	
Speaker		33:10			
You	can	insert	you	can	insert	zippers,	you	can	do	buttonholes,	snaps,	grommets,	rivets,	
anything	like	that.	
	
Speaker		33:18			
Not	buttons	and	buckles	that	that's	more	of	a	clothing	issue.	But	other	than	that,	yes,	zippers,	
grommets,	snaps,	rivets,	all	that	kind	of	stuff.	Yes,	buttons,	we	stay	away	from	it.	If	you	know	it	
takes	one	button	and	can	be	hand	sewn	on.	We	can	we	can	hand	sew	a	button.	But	I	don't	want	
to	do	buttonholes.	buttonholes	is	a	different	machine	which	we	don't	have,	or	it's	a	specialized	
machine.	We	don't	have.	But	if	we're	doing	a	couple,	three,	four,	or	500	of	something,	and	each	
one	gets	one	button,	we	could	hand	sew	it	on.	It'll	be	impacted	in	the	cost,	but	it	may	not,	you	
know,	it	may	be	may	still	be	the	right	way	to	go.	
	
Speaker		33:58			
Okay,	okay,	great.	What	else	have	we	not	covered?	And	and	listeners?	Please	make	sure	you	
put	any	question	large	or	small	that	you	haven't	gotten	answer	to	yet	in	the	chat,	because	we	
would	love	to	make	sure	you	get	all	your	questions	answered.	
	
Speaker		34:14			



One	thing	I	do	want	to	mention	is	that	I	had	in	my	head	this	in	my	notes,	is	I	hear	from	
customers	who	come	to	us	from	a	different	factory,	that	they	got	surprise	bills,	make	sure	that	
that	you're	real	clear	with	with	the	factory	you're	doing	business	with	us	or	anybody	else	have,	
make	sure	you	understand	how	your	money	is	being	spent	when	it's	being	spent.	You	basically	
say	specifically,	don't	spend	any	of	my	money	without	my	written	email	approval.	And	matter	
of	fact,	we	always	do	it	by	email,	you	might	tell	us	on	the	phone,	and	then	I'll	send	you	an	email	
and	say,	hey,	you	know,	you	told	us	to	do	to	do	we	have	your	approval,	and	then	you'll	email	
back	and	say	yes,	that	way	there's	no	miscommunication.	The	last	thing	you	want	to	do	is	work	
on	your	A	project	that	you	fell	in	love	with	it,	that's	gonna	work	for	you,	and	then	have	some,	
some	negative	issue	come	up,	that	just	kind	of	spoils	the	whole	thing	on	top	of	it	then	cost	
somebody	money.	And	you	just	don't	want	to	surprise	bill.	So	make	sure	you	communicate	well	
with	your	factory	to	make	sure	that	they're	not	spending	your	money	without	your	Express	
approval.	I've	heard	that	a	little	bit	over	the	years	that	I	was	surprised	to	see	this	bill,	for	
instance,	you	know,	pre	production	will	give	you	an	estimate	of,	say,	three	hours.	If	we're	going	
to	go	over	three	hours,	as	soon	as	we	know,	which	might	be	30	minutes	into	the	project,	
because	we	may	have	just	misjudged	the	project	will	raise	a	hand	and	say,	Hey,	this	is	a	five	
hour	project	you	want	us	to	continue	or	not?	And	then	you	can	say	yes	or	no.	And	then	it	will	
cost	you	more	money.	Or	if	you	say,	No,	it	won't,	and	we'll	stop.	But	we	won't	go	over	the	three	
hours	and	then	say,	Oh,	by	the	way,	we	took	five	hours	and	you	owe	us	another	$400	That	will	
never	happen	with	us.	And	you	don't	want	that	to	happen	with	any	other	factory.	You	know,	
money's	hard	to	earn.	Spend	it	wisely.	
	
Speaker		36:09			
Okay,	from	Margaret	wanted	to	know,	do	you	so	neoprene	fabric,	if	somebody	provided	that,	
	
Speaker		36:15			
that	we	can	as	long	as	there's	a	backing	on	it	and	a	lot	of	neoprene	I	think	particularly	with	
scuba	diving	suits,	wetsuit,	there's	a	backing	on	it,	that	makes	it	easy	to	slide	on	when	you're	
wearing	it,	as	long	as	it	has	that	backing,	that	reduces	the	friction	content	when	sliding	on	a	
sewing	machine.	If	it	doesn't	have	a	backing,	and	it	has	a	high	friction	coefficient,	or	whatever	
the	word	would	be	on	a	sewing	machine	that	no	we	don't	want	to	do	it	is	neoprene	without	a	
backing	is	a	real	nightmare	to	stitch.	We	can	do	it,	we're	gonna	charge	you	a	fortune.	And	you	
don't	want	to	pay	us	for	that.	
	
Speaker		36:54			
But	okay,	
	
Speaker		36:55			
so	backing	will	consider	it.	
	
Speaker		36:58			
Amy	had	a	question	about	the	the	COVID	mass	that	you	were	sewing	regarding	using	a	
customer's	die	to	sew	them	without	her	upfront	permission.	
	



Speaker		37:08			
Yes,	we	had	a	couple	of	things	on	that	one,	it	was	COVID.	It	was	the	early	days	of	COVID.	And	
honestly,	I	didn't	care.	I	didn't	care	if	she	said	no,	you	absolutely	couldn't	do	that.	My	feeling	
was	it	was	COVID.	It	was	also	$150	die.	So	if	anything	happened	to	the	die,	I	would	have	
replaced	it.	Or	I	or	I	could	have	taken	two	weeks	and	had	a	new	die	made.	And	I	did	not	want	to	
wait	to	two	weeks.	I	also	knew	who	the	customer	was.	And	I	knew	she	would	probably	be	okay	
with	it.	I	have	this	one	particular	customer	I'm	thinking	of	whose	name	I	won't	mention	of	
course,	who	who	I	would	not	have	used	her	die,	she	she	absolutely	even	for	masks	would	have	
been	completely	opposed.	So	I	used	it	knowing	who	the	customer	was	knowing	that	COVID	was	
a	hopefully	once	in	a	lifetime	event.	And	it	was	something	that	we	all	had	to	get	on	top	of	right	
away.	And	so	everything	went	out	the	window	kind	of	thing.	And	for	that	I	had	no	problem.	
Now	if	it	was	something	truly	proprietary,	I	don't	remember	what	she	was	making.	With	that.	I	
have	no	clue.	I	can't	even	think	of	what	she	was	making	more	than	she	wasn't	making	masks	
with	it	that	much.	I	do	know.	If	it	was	if	it	was	a	mask	item,	I	probably	wouldn't	have	used	it	
without	asking	her	first.	But	I	knew	the	customer	well	enough	to	know	that.	She'd	say	hey,	
yeah,	I	mean,	you	know,	Abby,	you	and	I've	spoken	a	few	times.	If	it	was	your	day,	I	would	have	
used	it.	Because	I	think	I	know	you	all	already	well	enough	and	you	what	is	it?	Yeah,	of	course	
David	it's	for	masks.	So	that	was	my	thinking	on	that.	
	
Speaker		38:44			
Yeah,	okay.	Understood,	um,	anything	else	that	we	missed?	That's,	you	know,	important	or	that	
you	often	see	you	know,	people	who	are	sort	of	getting	started	with	their	very	first,	you	know,	
outsource	manufacturing	experience	that	they	get	tripped	up	on	or	don't	anticipate	or	just	run	
into	trouble	with.	
	
Speaker		39:06			
Yep.	I	want	to	go	back	to	the	the	startup	question	pop	up.	How	come	I	didn't	just	make	a	two	
minute	phone	call.	I	believe	it	was	on	a	weekend.	There's	a	whole	long	story	of	how	we	got	into	
masks	friends	of	mine	own	a	remnant	fabric	store.	And	he	called	me	up	and	said	hey,	we	want	
to	sell	mask	kits.	Can	you	cut	for	us?	And	that	was	on	a	Saturday.	And	I	I	think	I	have	a	died.	I	
took	a	look	went	into	the	office	and	I	took	a	look.	We	had	a	guy	and	we	started	cutting	on	a	
Saturday.	So	that's	why	bother	with	a	phone	call	over	the	weekend.	What	people	get	tripped	up	
on	I	think	the	biggest	roadblock	to	success	among	my	my	newer	my	customers	who	are	starting	
out	newer	businesses	is	selling	don't	be	afraid	to	get	to	know	you	know	you're	going	to	you	
know,	however	you	sell	if	you	if	If	you're	going	into	stores	calling	him	whatever,	you	know,	
you're	going	to	have	to	call	1020	30.	stores	before	you	get	a	yes.	And	you	know	that	yes,	it's	
gonna	feel	great.	Just	know	that	no,	I	understand	that	that	that	No,	no,	is	not	a	no	to	you,	it's	a	
no	to	your	item.	And,	and	if	you've	been	in	sales,	you	know	that,	but	sometimes	it's	tough	to	
remember	that	and	it	took	me	it	took	me	a	long	time	to	understand	that	I	sold	life	insurance	35	
Wow,	35	years	ago,	30	years	ago,	something	like	that.	And	I	learned	that	that	and	you	know,	I	
was	doing	the	cold	calling,	when	we	could	cold	call.	And	you	know,	I	knew	I	had	to	make	20	calls	
to	get	two	appointments.	So	I	had	18	noes	to	get	two	yeses.	And	that	was	just	for	an	
appointment	that	I	had	to	have	five	appointments	or	whatever	it	was	to	sell	one	policy	or	
whatever	the	numbers	were,	understand	you're	going	to	get	a	lot	of	nose,	there's	going	to	be	a	



lot	of	failures,	but	the	successes	paid	pay	for	keep	plugging	away.	And	don't	be	afraid	to	
continue	to	go	on	even	if	you	get	that	no,	because	sooner	or	later,	there'll	be	a	yes.	Assuming	
it's	a	good	idea.	I	would	say	that's	the	biggest	surprise	roadblock	that	people	find	when	starting	
out.	Now,	if	you	already	are	selling	your	items,	and	you're	making	them	at	home,	and	you	
you're	moving	over	to	manufacturer	will	ask	for	another	factory,	that	becomes	less	of	an	issue	
because	you	already	have	a	sales	avenue	for	your	own	line	or	through	some	stores	or	whatever.	
So	you	just	have	to	expand	the	stores,	or	expand	the	number	of	stores	and	how	you're	
marketing	as	you	continue	to	grow.	
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