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David: -  journey to getting where you're at. Maybe some particular situation or just what 
everyday struggles you might run into.

Kevin: I mean, there's so many different things. When we started, and I saw "we",  when I 
started in this infomercial, As Seen on TV space, in the early 80s, I saw dead time on me TV 
set. There was nothing on Discovery Channel for six hours. They had colored bars up. Col-
ored bars, what's that? It's only an 18 hour a day channel. So for six hours there's nothing? 
Guess what? I'll give you something. 

D: Right, right.

K: Some products to sell. So that's what I started doing. Now, I've got to give them products. 
Well, I've got to find the products. I've got to manufacture the products. I have to fund all of 
that. So it was a great idea, let me give you some products to sell, but I gotta ship them. I 
gotta do customer service. I've got to get a box to put them in. So then, I also have to issue 
credits, so I found out one day, my accountants came in, they said what are we selling for 
$1000? I said, we're selling $29 knife sets. What do you mean? Well, last month we should 
20 $1,000 credits to various people. They happened to seem like they're related. It was 
someone in accounting that was issuing themselves and their friends and relatives $1000 
credits, because I didn't realize the controls that we needed in the accounting department. 
Neither did my accountant. 

K: So now, that was hundreds of thousands in credits that were being issued. So that was 
one mistake. The other thing, the business grew from 0. We're doing 55 million in sales, and 
I was a kid when this was happening, right?

D: In your 20s. You started in your 20s.

K: Yeah, in my 20s. Now, I didn't have capital but we were raising money with people and 
individuals. So now, we had all of our business for let's say 10 products going through one 
merchant account. But we had one product that had a quality problem. We were getting 
bigger returns. Problems. But 9 of our products were great. One product was a little bit of a 
challenge. So the bank saw these returns hitting. BOOM! They shut our merchant account 
down and grabbed $2 million out of our bank account. This is, by the way, I thought it was 
theft. Somebody just took millions out of my account. But the bank said, no, it's called securi-
ty. We have the right to do this. 

K: So I talked to my lawyers and they said, yeah, you signed the agreement. They own you. 
That took a lot of negotiating. Eventually got back 1.6 million. But in the meantime, they put 
us out of business for like a month. So literally, couldn't make payroll. Couldn't buy media. 

D: And learn?

K: And learn from that. Right?

D: Right.

K: But like, for example, in fitness, one thing we learned, I'm giving away a couple trade 
secrets here, when we would do a fitness product, you need a product that has some move-
ment to it. If it was stationary, like something you just sat there and you did things on it, that 
wouldn't work. But if it moved, and know, The Gazelle had moving parts, right? But if it was 
something that didn't have movement to it, we'd stay away from it. Those are things that we 
learned. Every time we tried something that didn't have movement, it was boring. People 
didn't like it. But those walking on air Gazelles, or -

D: It would keep them watching.

K: - isolator that gave you the perfect sit up, right? Those were amazing, and they would do 
huge numbers. So we learned what to embrace, and what to stay away from.

D: Got it.

Everyone's like, what happened to Kevin? Is he out of business? All this stuff, right? You learn 
so many things. We were the pioneers. We were cutting new turf. This is why when I say a 
girl in my accounting department issuing thousand dollar credits, you think, how stupid is 
that?

K: But I didn't know any better. So once we put the controls in place, that couldn't happen 
anymore. So, the things we learned, the mistakes we made, you chalk it all up to being an 
entrepreneur. Like you said, it doesn't mean every day is a golden day. Some days you got 
blood running down your ankles.

D: And I was smiling from ear to ear, because I had almost the identical situation happen in 
my first business. Merchant accounts are... yeah. So so despite something that would put in 
most people, that would just, they would say I'm done.  I'm going back to the 9-5. This whole 
entrepreneurial stuff, I'm done. So despite that, plus probably the other thousands of stories 
that you have just like that, what has been the one or two things that have been a result of 
you continuing to push through and be successful?

K: So once I realized that, this is what entrepreneurship is all about. For example, we were 
testing product after product, and we'd fail 4, 5, 6 times in a row. I'm thinking, I've got to get 
out of this business. I don't know how to do it anymore. Then we'd hit on two. Then I'd say 
well, this year we did 30 projects, and six of them worked. Well, so hey wait a minute. That's 
about a, what percentage is that? 

D: I'm a high school dropout, don't ask me you. 

K: 20-22%, something like that, right? I realized, wait a minute, so we're failing? The hits 
would be big, we said, let's minimize the failures. Lose a little, fail fast, but then -

D: Fail forward.

K: Fail forward. Fail fast, fail forward. Then, on the winners, drive them home and build those 
into winners. We'd do a Tony Little project. It would do $300M. I can say well, the next 
couple, it it doesn't work, that's okay, right? So we learned to understand and accept failure.

D: And embrace it, almost?

K Yeah. Winston Churchill has the greatest saying: Success is being able to go from failure 
to failure without the loss of enthusiasm. So think about that. How do you be enthused when 
you fail? Well, it's part of your daily life. But you have to learn from your failures. By the way, 
not every failure ended up to be a failure, because we would twear and more and share.
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