
I get a lot of dealers asking me about 
galvanizing. There are a few ways to 
galvanize but we will just cover Pre-Galva-
nizing (PG) and Hot Dipped Galvanizing.  
(HDG).

First it is good to understand how they 
make the tube. Tube can be extruded 
and/or rolled. We will look at how it is 
rolled as this is the tube we use.

From the steel mills there are large rolls of 
�at plate made. The plate on the roll is 
about 3 feet wide and variable thickness. 
We call this “black steel” as it is not treated 
in any way. Black steel will rust very fast.

The roll of steel is taken to a factory that 
will make the thickness of the plate 
needed to make the tube. The plate is 
unrolled through a very long long 
production line, the roll is put through 
extreme heat and many rollers stretch the 
steel plate to achieve the thickness of the 
plate they require to make the tube wall 
thickness. It may be 2mm/12 gauge to be 
achieved for example. Once the thickness 
is achieved it will then be rolled on to 
another roll at the end of the production 
line and ready to be slitted.

The rolls are then taken to a plate slitting 
line and the 3 feet wide plate is then slit 
into small widths depending on the size 

tube they would like to make from it. The 
roll of 3 foot wide plate may be slit down 
to 6 inch wide rolls and then sent to the 
rolling and seam welding line.

Thanks for all your support on the new 
price list. Everyone seemed very 
understanding. We also had a lot of 
Dealers say they did not want the loop 
foot panel any lighter. Every one said 
to keep the quality the same and not 
alter the gauge or anything. Thanks for 
the feed back.
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PRICE INCREASES

If you have any suggestions or other 
feedback about the products or pric-
ing, please reach out to us, we value 
your opinions.

NEW PRODUCTS

Premium Cattle Ramp

Sheep Premium Alley 

Lifestyle Hay Feeder 

Standard 6 Rail Panel

GALVANIZATION EXPLAINED SIMPLE

The 6 inch wide plate is then put through 
a rolling line with lots of rollers designed 
to make the steel �at plate change to a 
round tube. Each roller bends the plate 
more and more until the last roller makes a 
round like a tube. Once it is round it keeps 
moving through the line as a tube but a 
tube that needs the two curved ends 
welded to make it a complete tube. It is 
pushed through a seam welder that will 

Hot Dipped Galvanizing Line

Animal/Dog Cage

Pre-Gal Production Line

1002

Cattle Grid/Grid Swings
SWINGS

2 way Sheep Race Gate 

Black Steel Plate Roll

Pre Gal Rolls Slitted Ready For Rolling



We are in the process of updat-
ing the retail price catalog and 
the website with all the new 
products that are on the 
retail/dealer price list. We will 
get you new brochures as soon 
as they are �nished.  Please let 
Brita know if you would like 
updated �yers or brochures 
with the new prices.   

UPDATES

weld the two edges of the tube closed and 
then it is sent to a cutter that cuts the tube 
to the length required.

This is black steel tube and it can be taken 
to a Hot Dipped Galvanizing Plant for 
dipping.  Each pipe will then go into a very 
wide bath of melted zinc. Zinc has a prop-
erty to prevent steel from rusting. It is very 
expensive.  When the tube is Dipped in the 
zinc we call this Hot Dipped Gal Tube. This 
is the best form of galvanizing tube and 
the seam welding of the tube has been 
dipped as well and will not be a weak point 
to rust. We use this HDG tube for the posts 
on our panels since they touch the ground 
and are vulnerable to rust.  Also the frame 
of our chutes are made from this tube and 
we use HDG tube on our equipment that 
touches the ground. Like the frame of the 
hay feeders. When this tube is welded to 
another tube the welding becomes the 

weak part as it has not been dipped in zinc 
and is exposed to the rain.  We have to 
apply it with cold Zinc but because it is not 
at an extreme heat, painted cold gal is not 
as good and will always be a part of weak-
ness for rusting.

Another way to overcome this welding 
weakness is to weld up a complete Panel 
(for example) from black steel tube. Then 
take the panel to a HDG bath and dip the 
whole panel in the Zinc Bath. This is by far 
the best Panel you could ever buy. It would 
last for years but the costs to do this way 
will add another 30-40% to the cost.

Pre-Galvanized tube is the tube we use the 
most: Go back to the where I explained 

about the roll of 3 foot wide �at plate 
went to the production line to make the 
thickness the gauge we want for our tube. 
After it has been heated and stretched to 
get the desired thickness, it is then run 
through a Zinc Bath. The thickness of the 
coating of zinc can be more or less 
depending on how fast it is run through 
the bath but it is run through faster than 
when items have been HDG in a Zinc bath 
manually.  This is now a roll of galvanized 

plate and this will then go to the slitting 
line to be slit into the widths to make the 
tube. When it is slit the edges of the plate 
being cut is then exposed to rust. The roll 
of slitted galvanized plate then goes to 
the tube production line and it is rolled 
into a tube and the exposed edges are 
rolled to make a tube then seam welded. 
This seam welding of the tube has a hot 
gal applied to it as it runs through the 
production line. Pre-Gal tube is not as 
good as HDG tube but it is still very resis-
tant to rust. When the Pre gal tube is 
welded again the welding  points need to 
be painted with cold gal. This tube is the 
most economical gal tube.

I hope this explains a lot about our tube 
processes.  

COMING SOON
We will be making the walk 
ways to �t the 12’ 10’ 8’ panels 
and they will have the long 
legs to suit the rails having a 
larger gap. We will start to get 
more orders.

Hot Dipped Gal Bath

Zinc Coated Steel Plate

Black Steel Pipe

Rolling Flat Plate to Tube



There is opportunity to have sub-dealers in your 
area. My Suggestion is to have these sub-dealers in 
areas that are further from you. You do not want to 
miss out on the retail sales. There are many good 
guys out there who would love to sell Brazzen 
Equipment but don’t have the chance and you can 
be giving them this chance. 

We get leads all the time and we can refer these 
leads to you. Sometimes they can't go ahead 
because the area is sold out or in most cases they do 
not have the money to buy a container load but 
have the motivation to sell.

The advantage of having sub-dealers is they can 
service people you will not even know: their friends, 
family and contacts. They will also advertise and get 
sales which you will also bene�t. In most cases the 
sub-dealer will come to your premises to pick up the 
goods.  

A sub-dealer could also be a farm Store. Stores get a 
lot of walk in trade that you will never get. Clients 
walk in the store and see Brazzen gear set up and 
then purchase. In most cases stores take more time 

This year Brazzen Spanish Fork, Utah received a container to unload and all went well. Then a bill was received for 
over $800 for damaging the container. It is obvious in the picture the shipping company sent to us,  it was damaged 
from something hitting it up high and from the outside. Brazzen Spanish Fork was smart and took pictures when 
the container arrived and we were able to send it to the shipping company showing them the container was 
received without damage. Please, can you all take pics when the container arrives and take pics of the container on 
the outside and when you have emptied it take a pic of the inside.  If there is damage when it arrives then please let 
the Trucker know and if he can sign something would be good.

SUB-DEALER INFO

DAMAGED CONTAINERS

to service as they are not good to set pens up for 
display etc.      

In the past we have had experience in the dealers 
paying 10% more than the dealers price for the 
panels and 15-18% more for the rest of the equip-
ment. Panels are the most competitive so it is hard 
for them to pay more than 10% and make money.

For the dealers we still make a minimum buy-in for 
the sub-dealer of $10,000 of equipment and then 
when they re-order we have a minimum order of 
$2000. They can't just come and buy a few panels 
from you.

I think you also need to always be fair to the 
sub-dealer. If you get any clients calling you and 
they are nearer to the sub-dealer it is better you 
refer them to your sub-dealer.  

The Sub-Dealer needs to have an agreement and it 
needs to be approved by Brazzen USA. We will 
supply an agreement for you.  

I hope this helps.

  
If you have damaged the container please take 
pictures. The damage will have to be charged 
to your dealership so please be careful. It does 
not happen often but it does happen. 



•  Truck from factory to the port
•  Port fees at the port 
•  Rental of the container 
•  Sea freight to the USA port 
•  Port fees at the USA port 
•  Train if there is a inland destination
•  Trucking  from the train dry port or from the USA port

When we make custom products it will take 
longer and also costs more. The reason is the 
workers have to have a drawing and then it 
needs to be approved. There is a lot of back 
and forth emails to approve and con�rm draw-
ing. We then have to order materials for it and 
because it is low quantity the tube and plate 
will cost more. When we order tubes for mass 
production we order it in the length we have 
no waste. For example the square posts on our 
panels might be 6 foot long. We will then buy 
tubes 24 feet long so there is no waste and we 
can cut it into  4pcs. Margins are so tight we 
can't a�ord much waste. We then have to 
make a cutting list which is given to the cut-
ters. Once it is all cut then the welders can start 
to weld it together. When we mass produce the 
equipment the cutters and welders are paid 
per piece. When it is custom made the workers 
are paid an hourly rate or we have to negotiate 
a price. Workers all prefer to work per piece.  I 
just thought it will be good to give you a heads 
up on it.

CUSTOM MADE PRODUCTS

SHIPPING THE CONTAINERS TO YOU
THE PRICES HAVE 

ALLOWED FOR THE 
FOLLOWING: 

Along the way there can be problems we have to cover. 
Once the goods have left the factory we have no control 
of the container until it is released at the other end to the 
Trucker.

If there is a problem when dealers are not there to receive 
the goods on time, or the dealer does not unload in the 
time slotted or does not have correct equipment to 
unload there are fees associated with it all and they are 
not cheap. The dealer also needs to be responsible for 
these fees if they fail to do the above.

There are also problems when there is bad weather or the 
road to the dealers ramp is muddy and the truck can't get 
there. In these cases both the dealer and Brazzen USA 
would need to pay as it is neither parties fault.

I for one hate to pay all the extra fees so please let’s all try 
to receive on time and have the right equipment to 
empty on time and properly. Please be sure not to 
damage the containers and it is a good idea to have 
something in writing from the trucker about the time he 
arrived and the time he left. Many occasions they charge 
another hour for no reason. If you are unsure of the time 
to unload without any other fees please ask Annie or 
Brita.

If any of you know a trucker who goes to the ports and 
back to your area regularly please let us know as I would 
love to use local guys.



40’

9’ 6”

Stilll room for 3-4 
feet for gates etc.

Panels Slotted In:

FILLING THE 40’ CONTAINER
12’ 6”12’ 6”10’ 4’-5’

Pallets with Horse Stalls
Approx weight is 7800 lbs.  

Pallets for more panels, 
chutes, sweeps & feeders.

Approx weight is 
8000-9000 lbs. 

Pallets can �t 48 x 12’ 
panels with smaller 

panels slotted in
Approx weight is 

8000-9000 lbs 

The Empty Container Weighs 8380 Lbs



The height of the sled skid is about 3.85''. 

We will leave 1 inch on top of the container.

The internal height at the container gate is 8'5'' high.

The total height of one sled with goods won't be higher than 8'4'. 

Our standard pallets are 7’10' high and 7'6'' wide (the width is almost the container internal width)

The weight of the stack of premium 12ft 4 rails panels is around 9000lbs. (4082 kgs)

7’10'' High

STANDARD PALLET SIZE

7'6'' Wide 

Approximately 9000 lbs.

 Sled Height 3.85”

12’1”Long



FEATURED DEALER

How have your �rst few years gone?  
It's been 3 years since we put down 
money to be a Brazzen dealer.  It has 
gone by fast.  We will get our 10th and 
11th containers in a few days and our 
12th is on order.  Cam seems to imply 
we are doing pretty well.  One would 
think we would have panels stacked 
all over the place after that many 
containers, but people keep coming 
around and buying them from us.  Our 
inventory is still pretty thin!

Overall, what has your experience 
being a dealer been like?  
It's been fun.  We both have day jobs 
that keep us indoors most of the time, 
planted in front of a computer doing 
paperwork of some kind, or in meet-
ings.  It's nice to get out and DO some-
thing, unloading a container, loading 
a trailer or helping a customer �gure 
out what they need.  We've even 
helped set up equipment for some 
customers, and not charged for it.  It's 
also nice not to ask "the boss" about 

Over 3 years ago I was able to catch up with Howard and Matt in a diner at Idaho. At 
that stage there were no dealers in the USA and these guys just trusted what we 
had to say about Brazzen in Australia.  We said we think it will grow even bigger in 
the USA.

Very trustingly they paid a deposit for a container of equipment and we sent them a 
container. My biggest worry with new dealers is how they are going to empty the 
container. I remember asking Matt how they will empty the container. He said “ 
don't worry about us rednecks, we will get it done.”   

When they received their �rst container I was in Utah and thought I would go help 
them put some of the gear together. When I arrived I am sure they were saying to 
each other, “How is this city guy going to help us?”  It was a very hot day and I am 

everything.  We just discuss any 
important issues between ourselves, 
decide and move forward with what-
ever the decision is, and make it work, 
because we can. 

What kind of advertising have you 
done?  Was it successful?  
Our advertising is mostly through the 
KSL Classi�ed Ads online.  That has 
probably been the best single source 
of sales.  We do have a website but 
haven't developed that as much as we 
could, and a Facebook page that we 
have yet to put any money into.  We 
aren't having much trouble selling 
products so don't have time to devote 
to those.  We are in the preliminary 
stages of coordinating with some 
other dealers on a newspaper ad.  Just 
getting started there.  Just having a 
banner and a few pieces displayed out 
front on the 2-lane County road has 
resulted in a surprising amount of 
interest. 

What is your favorite part about 
being a Brazzen Dealer?   
For me it is probably just talking to 
customers, hearing their stories and 
feeling like we've helped them make 
some progress toward their goals, 
whether it's just making sure their 
fair pig doesn't wander the neigh-
borhood, they have a safe place to 
work their horse, make working their 
small �ock of sheep a little less 
stressful or make a giant step 
forward in being able to process 
their cattle e�ciently.

What struggles have you had?   
The struggle that comes to mind �rst 
is �guring out when a container will 
arrive.  We both have day jobs.  We 
rent a forklift for a day to unload and 
sort the product.  There have been a 
couple container deliveries that one 
of us couldn't break away for.  We are 
able to recruit some good help when 
we need to, and we are able to rear-
range our work schedules pretty 

Howard & Matt Jensen

easily, but it is sometimes di�cult to 
have everything worked out when 
there's only a couple days' notice on 
the actual delivery date.  On top of 
that, we always seem to have a 
customer, anxious for something in 
the next container, that we have to 
keep updating on when we think the 
container will arrive.  That's not a bad 
problem to have, except for trying to 
give a reliable estimate of delivery 
date.   

What interested you in becoming a 
dealer? Tell us a little about your 
background.  
Howard: It seemed like a fail-proof 
opportunity for a fun, side business 
that could work into an extra source 
of income for my retirement.  So far, 
that seems to be the case.  Not sure if 
that matches Matt's perspective.  I 
have farming, ranching, rodeoing, 
horse owner, even horse racing 
relatives on both sides but I grew up 
in a suburb and considered a week at 
my uncle's small dairy milking cows to 
be the highlight of my summer vaca-
tions.  We have horses now but I don't 
have much livestock experience 
beyond that.  My day job is a structur-
al engineer, working mostly for 
mining and oil & gas clients.  That has 
been useful in making suggestions 
for improvements to some Brazzen 
equipment.

Matt: I have always wanted to have a 
side business of some sort and this 
seemed to be a good opportunity, 
especially since we could do it from 
my home and it could be a little �exi-
ble. I approached Howard (my dad) 
about it and we both agreed to take 
the plunge. I am not anywhere near 
retirement, but I would like to be 
comfortable when I do get there. I 
also thought that it would be a good 
opportunity for my kids to work and 
help out with it. I grew up working on 
a neighbor's dairy farm, from age 
11-18 and really enjoyed that. We 
now own a few acres and have horses 

and my kids raise goats, steers, pigs 
and chickens. I have worked for a 
large cheese/dairy company for 18 
years. I spent about 15 years doing 
industrial maintenance and I am now 
an Environmental Health and Safety 
Manager for the same company. I 
spend most of my day dealing with 
OSHA and EPA related training and 
issues, so it is nice to get out of the 
o�ce and do some physical work 
when I get home. 

Tell us about your family.   
Howard: My family is my wife, 5 adult 
children, 3 adult stepchildren and 15 
grandchildren.  All except one step-
son live close.  Of those that live close, 
Matt lives the farthest distance from 
my house, but it only takes about 35 
minutes to get there.  A couple of 
Matt's brothers come help us when 
we need it.  Some of the grandkids 
"help out" at fairs and unloading 
containers.

Matt: My wife and I met in high 
school and have been married for 19 
years. We have 5 children. We have 4 
girls (ages 17,14,11 and 3) and a lone 
boy who is 9. They are great kids. They 
keep us busy and are very involved in 
all sorts of sports and school activi-
ties. We enjoy spending time 
outdoors, riding horses and hunting. 
We have lived in Southeast Idaho for 
about 5 years and really love it there.  

Do you have some goals for your 
dealership, if so, what are they?   
We didn't put much of our own 
money in the business to start.  We 
began with a line of credit and have 
been rolling over all of the pro�t after 
expenses into inventory.   Our next, 
major objective is to have an invento-
ry of about 5 containers on the 
ground and completely paid for so we 
can operate without the line of credit.  
We expect to reach that goal some-
time late in 2021.  We'll assess the 
situation then and see if that will 
meet our needs, so we can divert 

pro�t toward other business assets, 
like our own forklift, and start paying 
ourselves a little, or if we need to have 
more inventory to adequately service 
our customers.  One earlier goal was 
to buy a trailer for deliveries and haul-
ing displays to fairs.  We did that 
mid-2020, buying a gooseneck trailer 
that could haul about a 20-foot 
container worth of product.  We've 
delivered almost $15,000 in sales with 
it.

Have you had a good response 
from people in your community 
toward the products?   
It varies but it is generally favorable.  
More favorable than not, or else our 
sales wouldn't be as good as they 
have been. As people have seen, used 
or heard about the product, it tends 
to sell itself as they see that it is well 
built and durable. 

Have you been able to attend a fair 
or show?   
I believe we displayed at 3 fairs in 
2018, 4 in 2019 but just 2 in 2020, due 
to COVID shutting most of them 
down.  We don't usually sell anything 
at a fair, though we have dropped o� 
some equipment on the way home 
after the last day, but we get lots of 
sales in the following weeks and 
months from inquiries at fairs and 
passing out business cards and cata-
logs.  We would like to display at more 
fairs, but they are all scheduled about 
the same time and the two of us can't 
be in 3 places at once.  We also took 6 
horses and some Brazzen panels to a 
bison round up in 2019.  I don't 
believe any sales resulted from that, 
but we got to herd bison for a day!

not a very �t person. These guys work so hard and lug all the panels around with ease. As we were putting pens togeth-
er people who drove past honked their horns and yelled out Hi, and good luck and we will be around next week to 
have a look, one said please save that tub for us. After a nice lunch with Matt's family, we proceeded to put a chute 
together and I managed to jam my hand in it somehow. Blood was everywhere but I wrapped it up in a red neck fash-
ion and continued on working with them. At the end of the day in Australia terms I was “rooted”. I think at the end of 
the day the guys were happy I came to help and got some small respect from them.

As I was driving a 3 hr drive back to Provo, I checked my throbbing �nger: it was a stitch job and crushed. I stopped by 
Heber Hospital that night and with no insurance they �xed my �nger up took the nail o� with an invoice for almost 
$1000. I cried.  What a day.

Since then Matt and Howard have been very good guys to work with and very honest in all their dealings with us. They 
help me in suggestions and improvements and I really appreciate them being such good ambassadors for Brazzen.  I 
know they will be very successful.  

Thoughts From Cameron...



How have your �rst few years gone?  
It's been 3 years since we put down 
money to be a Brazzen dealer.  It has 
gone by fast.  We will get our 10th and 
11th containers in a few days and our 
12th is on order.  Cam seems to imply 
we are doing pretty well.  One would 
think we would have panels stacked 
all over the place after that many 
containers, but people keep coming 
around and buying them from us.  Our 
inventory is still pretty thin!

Overall, what has your experience 
being a dealer been like?  
It's been fun.  We both have day jobs 
that keep us indoors most of the time, 
planted in front of a computer doing 
paperwork of some kind, or in meet-
ings.  It's nice to get out and DO some-
thing, unloading a container, loading 
a trailer or helping a customer �gure 
out what they need.  We've even 
helped set up equipment for some 
customers, and not charged for it.  It's 
also nice not to ask "the boss" about 

everything.  We just discuss any 
important issues between ourselves, 
decide and move forward with what-
ever the decision is, and make it work, 
because we can. 

What kind of advertising have you 
done?  Was it successful?  
Our advertising is mostly through the 
KSL Classi�ed Ads online.  That has 
probably been the best single source 
of sales.  We do have a website but 
haven't developed that as much as we 
could, and a Facebook page that we 
have yet to put any money into.  We 
aren't having much trouble selling 
products so don't have time to devote 
to those.  We are in the preliminary 
stages of coordinating with some 
other dealers on a newspaper ad.  Just 
getting started there.  Just having a 
banner and a few pieces displayed out 
front on the 2-lane County road has 
resulted in a surprising amount of 
interest. 

What is your favorite part about 
being a Brazzen Dealer?   
For me it is probably just talking to 
customers, hearing their stories and 
feeling like we've helped them make 
some progress toward their goals, 
whether it's just making sure their 
fair pig doesn't wander the neigh-
borhood, they have a safe place to 
work their horse, make working their 
small �ock of sheep a little less 
stressful or make a giant step 
forward in being able to process 
their cattle e�ciently.

What struggles have you had?   
The struggle that comes to mind �rst 
is �guring out when a container will 
arrive.  We both have day jobs.  We 
rent a forklift for a day to unload and 
sort the product.  There have been a 
couple container deliveries that one 
of us couldn't break away for.  We are 
able to recruit some good help when 
we need to, and we are able to rear-
range our work schedules pretty 

easily, but it is sometimes di�cult to 
have everything worked out when 
there's only a couple days' notice on 
the actual delivery date.  On top of 
that, we always seem to have a 
customer, anxious for something in 
the next container, that we have to 
keep updating on when we think the 
container will arrive.  That's not a bad 
problem to have, except for trying to 
give a reliable estimate of delivery 
date.   

What interested you in becoming a 
dealer? Tell us a little about your 
background.  
Howard: It seemed like a fail-proof 
opportunity for a fun, side business 
that could work into an extra source 
of income for my retirement.  So far, 
that seems to be the case.  Not sure if 
that matches Matt's perspective.  I 
have farming, ranching, rodeoing, 
horse owner, even horse racing 
relatives on both sides but I grew up 
in a suburb and considered a week at 
my uncle's small dairy milking cows to 
be the highlight of my summer vaca-
tions.  We have horses now but I don't 
have much livestock experience 
beyond that.  My day job is a structur-
al engineer, working mostly for 
mining and oil & gas clients.  That has 
been useful in making suggestions 
for improvements to some Brazzen 
equipment.

Matt: I have always wanted to have a 
side business of some sort and this 
seemed to be a good opportunity, 
especially since we could do it from 
my home and it could be a little �exi-
ble. I approached Howard (my dad) 
about it and we both agreed to take 
the plunge. I am not anywhere near 
retirement, but I would like to be 
comfortable when I do get there. I 
also thought that it would be a good 
opportunity for my kids to work and 
help out with it. I grew up working on 
a neighbor's dairy farm, from age 
11-18 and really enjoyed that. We 
now own a few acres and have horses 

and my kids raise goats, steers, pigs 
and chickens. I have worked for a 
large cheese/dairy company for 18 
years. I spent about 15 years doing 
industrial maintenance and I am now 
an Environmental Health and Safety 
Manager for the same company. I 
spend most of my day dealing with 
OSHA and EPA related training and 
issues, so it is nice to get out of the 
o�ce and do some physical work 
when I get home. 

Tell us about your family.   
Howard: My family is my wife, 5 adult 
children, 3 adult stepchildren and 15 
grandchildren.  All except one step-
son live close.  Of those that live close, 
Matt lives the farthest distance from 
my house, but it only takes about 35 
minutes to get there.  A couple of 
Matt's brothers come help us when 
we need it.  Some of the grandkids 
"help out" at fairs and unloading 
containers.

Matt: My wife and I met in high 
school and have been married for 19 
years. We have 5 children. We have 4 
girls (ages 17,14,11 and 3) and a lone 
boy who is 9. They are great kids. They 
keep us busy and are very involved in 
all sorts of sports and school activi-
ties. We enjoy spending time 
outdoors, riding horses and hunting. 
We have lived in Southeast Idaho for 
about 5 years and really love it there.  

Do you have some goals for your 
dealership, if so, what are they?   
We didn't put much of our own 
money in the business to start.  We 
began with a line of credit and have 
been rolling over all of the pro�t after 
expenses into inventory.   Our next, 
major objective is to have an invento-
ry of about 5 containers on the 
ground and completely paid for so we 
can operate without the line of credit.  
We expect to reach that goal some-
time late in 2021.  We'll assess the 
situation then and see if that will 
meet our needs, so we can divert 

pro�t toward other business assets, 
like our own forklift, and start paying 
ourselves a little, or if we need to have 
more inventory to adequately service 
our customers.  One earlier goal was 
to buy a trailer for deliveries and haul-
ing displays to fairs.  We did that 
mid-2020, buying a gooseneck trailer 
that could haul about a 20-foot 
container worth of product.  We've 
delivered almost $15,000 in sales with 
it.

Have you had a good response 
from people in your community 
toward the products?   
It varies but it is generally favorable.  
More favorable than not, or else our 
sales wouldn't be as good as they 
have been. As people have seen, used 
or heard about the product, it tends 
to sell itself as they see that it is well 
built and durable. 

Have you been able to attend a fair 
or show?   
I believe we displayed at 3 fairs in 
2018, 4 in 2019 but just 2 in 2020, due 
to COVID shutting most of them 
down.  We don't usually sell anything 
at a fair, though we have dropped o� 
some equipment on the way home 
after the last day, but we get lots of 
sales in the following weeks and 
months from inquiries at fairs and 
passing out business cards and cata-
logs.  We would like to display at more 
fairs, but they are all scheduled about 
the same time and the two of us can't 
be in 3 places at once.  We also took 6 
horses and some Brazzen panels to a 
bison round up in 2019.  I don't 
believe any sales resulted from that, 
but we got to herd bison for a day!
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Elizabeth Campbell
Servicing: Denton - Gainesville - Ardmore - Ratan - 

DeKalb - Naples - Winnsboro - Plano

BRAZZEN BONHAM
Texas

Matt Tindall
Servicing:  Clayton - American Falls - Contact - 

Twin Falls - Boise - San Jacinto

BRAZZEN BOISE MAGIC VALLEY
Idaho

Matt & Howard Jensen
Servicing: Snowville - Holbrook - McCammon - 

Morgan- Bear Lake - Farmington - Ogden - 
Brigham - Tremonton

BRAZZEN CACHE VALLEY
Idaho, Utah

John & Dusty Reese
Servicing: Big Water - Hamlin Valley - Circleville - 

Panguitch - St. George - Cedar City - Kanab 

BRAZZEN COLOR COUNTRY
Utah

Scott Sherner
Servicing: Grantstville - Salt Lake City - Coalville 

- Kamas - Heber City - Cedar Fort - Dugway

BRAZZEN SALT LAKE
Utah

Klay & Kristi Shafer
Servicing: Ely - Eureka - Winnemucca - Platora - 

Wilkins - Wendover   

BRAZZEN CROSS FENCE
Nevada

Harv Punt
Servicing: Watertown - Mankato - 

Fort Dodge - Omaha

BRAZZEN HULL
Iowa

Shane Heidemann
Servicing: Casper - Glenrock - Glendo - 

Torrington -  Pine Blu�s - Cheyenne - Riverside   

BRAZZEN ROCKY MOUNTAIN
Wyoming

Dillon Greenan
Servicing Price - Dragon - Ri�e - Grand Junction - 

Green River - Wellington

BRAZZEN CASTLE COUNTRY
Utah, Colorado

Travis Blackburn
Servicing: Fairview - Ephraim - Fayette - Holden - 

Suphurdale - Salina - Manti 

BRAZZEN CENTERFIELD
Utah

Amanda & Casey Weaver
Servicing: Missoula - Flathead Valley - 

Bitterroot Valley - Helena - Great Falls - 
Bozeman - Butte -The Big Hole 

BRAZZEN BIG SKY COUNTRY
Montana

John Wehrly
Servicing: Beatty - Angle City - Mesquite - Needles - 

Apple Valley - Lancaster - Ridgecrest

BRAZZEN HIGH DESERT
Nevada

Trent Abraham
Servicing: Hereford - Crook - Amherst - Wray - 

Burlington - Firstview - Peyton - Agate - Wiggins - 
Briggsdale

BRAZZEN EASTERN PLAINS
Colorado

Jay Transtrom
Servicing: Westby - Columbus - Sherwood -  Renville - 

Minot - Riverdale - Mercer - Bismark - Antelope - 
Yates - Sidney

BRAZZEN MONDAK
North Dakota

Debra McAlahney
Servicing: Salinas - Hanford - Visalia - Bakers�eld - 

Ventura - Santa Maria - Paso Robles - Green�eld

BRAZZEN  CENTRAL COAST
California

Richard Forrester
Servicing: Perico - Perryton - Wheeler - Wellington - 
Crowell - Plainview - Muleshoe - Amarillo - Texline 

BRAZZEN HIGH PLAINS
Texas

Andrew Ward
Servicing: Paxton - Sutherland - North Platte - 
Maxwell - Brady - Gothenburg - Cambridge - 

Indianola - Palisade - Hamlet - Brandon

BRAZZEN BOBTAIL AG
Nebraska

JC & Whitney Cabral
Servicing: Trout Lake - Boardman - Walla Walla - 

Joseph - Enterprise - La Grande - John Day - 
Redmond - Madras - The Dalles

BRAZZEN GREATER COLUMBIA
Oregon

Michael Myers & Matt Domel
Servicing: Wall - Eden - Brady - Mason - Marble 

Falls - Kerrville - Comfort - Concan - Rocksprings 

BRAZZEN CENTEX
Texas

Michael Myers & Matt Domel
Servicing: Vernon - Wichita Falls - Decatur - 
Breckenridge - Cisco - Coleman - Winters - 

Abilene - Stamford - Haskell

BRAZZEN NORTH CENTEX
Texas

Ranald Cameron
Servicing: Moore - Shawnee - Weleetka - Stuart - 
Coalgate - Caddo - Bokchito - Durant - Ardmore - 

Wilson - Lindsay - Norman

BRAZZEN CHICKASAW COUNTRY
Oklahoma

Hector & Alli Caraveo
Servicing: Forest Grove - Melstone - Worden - 
Bridger - Bearcreek - Gardiner - Big Timber - 

Lennep - Columbus

BRAZZEN MUSSELSHELL RIVER
Montana

Tim & Kim McGri�
Servicing: Redig - Eagle Butte - Chida - Pierre - 

Draper - Olsonville -  Pine Ridge - Burdock - 
Rapid City - Wicksville 

BRAZZEN OF THE BLACK HILLS
South Dakota

Chantz Davidson & Cody Freeman
Servicing: Dewey - Welch - Grove - Stilwell - 

Oktaha - Muskogee - Wagoner - Broken Arrow - 
Beggs - Tulsa

BRAZZEN GREEN COUNTRY
Oklahoma



BRAZZEN
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Chris & Katie Jacobs
Servicing: Provo - Santaquin - Springville -

Nephi - Scipio

BRAZZEN SPANISH FORK
Utah 

Conrad & Shara Gonzalez
Servicing: Sacramento - Willows - Redding- Alturas 

-Termo - Reno - Fernley - Yerington - Carson City

BRAZZEN SIERRA CASCADE BASIN
California, Nevada

Logan & Adam Driscoll
Servicing: Idaho Falls - Yellowstone - Butte - 

Helena- Salmon - Pocatello 

BRAZZEN SNAKE RIVER
Idaho, Montana

Pat & Michael Bivens
Servicing: Concord - Stockton - Bridgeport - 

Bishop - Fresno - Madera - Modesto - San Jose   

BRAZZEN SAN JOAQUIN VALLEY
California

Pete Bray & Clayton W. Hansen
Servicing: Bandon - Roseburg - Silver Lake - 

Lakeview - Alturas - McArthur - Redding - Hayfork - 
Eureka - Medford - Grants Pass - Klamath Falls 

BRAZZEN SISKIYOU
California, Oregon

Mike Johnson
Servicing: Alliance - Scottsblu� - Bridgeport - 

Chadron - Crawford - Gordon -Chappell  - 
Rushville Hay Springs - Big Springs

BRAZZEN SANDHILLS
Nebraska

Kathryn Negaard
Servicing: Pleasanton - Floresville - Kenedy- 

Corpus Christi- Mathis - Catarina - Crystal City

BRAZZEN THREE RIVERS
Texas

Bill Gibbs
Servicing: Cohagen - Lindsay - Glendive - Baker - 
Belltower - Biddle - Decker - Hysham - Knowlton  

BRAZZEN TREASURE STATE
Montana

Bubba House
Servicing: Granbury - Hillsboro - Hearne - 

Temple - Georgetown - Killeen - Woodway - 
Waco - Gatesville - Stephenville

BRAZZEN TEMPLE
Texas

ATTENDING FAIRS & SHOWS


