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Jeff JacoberJeff Jacober

CEOCEO
The Ocean GroupThe Ocean Group

Business BackgroundBusiness Background

•• 1975 1975 –– Started TStarted T--shirt silk screening business          shirt silk screening business          
while still at URIwhile still at URI

•• 1981 1981 –– Sold business to VA based regional printerSold business to VA based regional printer

•• 1981 1981 –– Started SGI / Sport Graphics leisureStarted SGI / Sport Graphics leisure
products manufacturerproducts manufacturer

•• 1992 1992 –– Sold to Chicago based public companySold to Chicago based public company

Business BackgroundBusiness Background

•• 1995 1995 –– Started The Ocean Group Started The Ocean Group –– Early stage Early stage 
consumer products incubator consumer products incubator –– Currently 5 holdingsCurrently 5 holdings

•• 1996 1996 –– Started Started MedportMedport–– Healthcare productsHealthcare products

•• 1997 1997 –– Started ReSourceStarted ReSource–– Home Safety & Security productsHome Safety & Security products

•• 1998 1998 –– Started One Tech Started One Tech –– Computer Task LightingComputer Task Lighting

•• 1999 1999 –– Acquired Acquired VitaMinderVitaMinder––Nutritional Management productsNutritional Management products

•• 2004 2004 –– Started American Started American HomeCareHomeCare Solutions Solutions –– Home Care Home Care 
productsproducts
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My Core Business ValuesMy Core Business Values

•• Niche MarketerNiche Marketer
•• Develop Innovative and Proprietary ProductsDevelop Innovative and Proprietary Products
•• Buy it.. Don’t make itBuy it.. Don’t make it
•• The Far East The Far East 
•• Run lean. Be profitable as soon as possibleRun lean. Be profitable as soon as possible
•• Manage the assetsManage the assets
•• Stretch the Balance SheetStretch the Balance Sheet
•• Plan, plan, planPlan, plan, plan

Niche Marketer / Innovative Niche Marketer / Innovative 
ProductsProducts

•• Identify non commodity segments Identify non commodity segments 
low volume / higher marginlow volume / higher margin

•• Target key customers early             build the platformTarget key customers early             build the platform

•• Create differentiating features & benefits           Create differentiating features & benefits           
charge for the differentiationcharge for the differentiation

•• Build the volume               margins may sufferBuild the volume               margins may suffer

•• Be ready with the next productBe ready with the next product

Buy it / The Far EastBuy it / The Far East

•• Product development and marketing vs. Product development and marketing vs. 
manufacturing         tough to do both wellmanufacturing         tough to do both well

•• Buy it              Cost is fixedBuy it              Cost is fixed

•• China base wage is $100 / month.                  China base wage is $100 / month.                  
Tough for most markets to competeTough for most markets to compete

•• Using China for manufacturing can lead to more Using China for manufacturing can lead to more 
gross profit, thus yielding higher paying U.S. jobsgross profit, thus yielding higher paying U.S. jobs
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Run lean, manage assets, stretch Run lean, manage assets, stretch 
the balance sheetthe balance sheet

•• Keep the overhead low (backside of the paper)Keep the overhead low (backside of the paper)

•• Manage every asset, especially inventory and Manage every asset, especially inventory and 
receivablesreceivables

•• If you bank, leverage every balance sheet dollar to If you bank, leverage every balance sheet dollar to 
maximize the ability to borrowmaximize the ability to borrow

PlanPlan

•• Take a yearly check upTake a yearly check up
•• SWOTSWOT
•• Identify growth opportunitiesIdentify growth opportunities
•• ExecuteExecute
•• ReviewReview
•• Do it againDo it again


