
 
 
 
 
 
 
 
 
 

Easley Enterprises LLC (EELLC) Prospectus 
 

1. Introduction 
Easley Enterprises LLC (EELLC) is a State of Ohio based US Limited Liability Corporation conveniently 
situated with access to North America's world renowned Midwest manufacturing zone.  While our 
company members have many years of marketing, sales and support experience, the company was 
officially formed in 2013.  As of January 2016, the company is successfully representing four UK, one 
China and one India based companies.  EELLC is very interested in a planned expansion of our business 
offerings and establishing close relationships with new principals based on mutual goals of respect, 
commitment and long term business growth.  We believe both principal and representative should be 
comfortable and committed to working together.  
 

2. Executive Summary 
The purpose of this document is to introduce prospective new principals to EELLC, describe the company 
philosophy and establish a baseline to explore the potential for long term working partnerships.  Though 
EELLC is a relatively newly formed company, our members have extensive and diverse experiences in 
engineering, product development, management, technical marketing, sales and reliable client support.  
This includes working for large, medium and small companies worldwide.  
 
EELLC currently represents clients involved in gear software and design consultation; gear production 
and metal cutting; steel and iron casting; engineering design, consultation and part cost estimating; as 
well as submersible hydraulic pumps.  All of these clients have tangible benefits in their niche markets 
that allow us opportunities to promote and sell their products.  Clients represented by EELLC are very 
responsive and engaged in their support and involvement in our efforts on their behalf.  In return, EELLC 
develops and implements “winning” strategies, establishes and manages distribution channels specific 
to the client’s products and provides guidance related to political and cultural differences.  For these 
reasons, our clients are realizing success and market growth. 
 
It is our desire to continue to selectively expand our product line, in a methodical and carefully managed 
way, by adding additional products that offer distinguishable benefits to identifiable niche markets.  As a 
company we are dedicated to working closely with our principals to expand their business.  We achieve 
this by identifying the most likely clients for their products, and then narrow our focus to those clients 
most likely to place an order.  EELLC uses a variety of prospecting methods to identify and target 
potential markets utilizing our contact management skills to successfully turn contacts into orders.  In 
return we expect our “partner principals” to support our efforts to the best of their ability as we strive 
to grow their product in the North American market 



 
 

3. Overview of Easley Enterprises LLC (EELLC) 
 

a. Our Mission 
The mission of EELLC is to help our clients gain competitive advantages by utilizing unique tools supplied 
to them and supported by EELLC. 
 

b. Our Goals 
The goal of EELLC is to establish sales, marketing and support relationships with companies outside of 
North America to bring beneficial and quality niche products to North American businesses. 
 

c. Our Ethics 
EELLC believes that the purpose of our business is not simply to make a profit, although this is a 
necessity.  We understand that we must work to satisfy the basic needs and requirements of our clients.  
In addition, we must provide a fair service to our principals based on our agreements and compensation.  
For these reasons we are morally and ethically bound to provide a fair and equitable service to all 
parties of our business endeavors. 
 

d. Company Members/Principals 
 

i. Rich Easley 
Rich has been working in engineering design, project/product management, sales and marketing for 
more than 30 years for such companies as NCR Corporation, Cincinnati Electronics, Makino and his own 
businesses.  He holds a bachelor’s degree in electrical engineering as well as an MBA.  His experience in 
technical product management, sales and marketing provides a unique insight into the strategic 
development of markets for niche products. 
 

ii. Steve Jones 
Steve has been working in technical product sales and marketing, corporate acquisition and advertising 
for nearly 40 years.  He holds a bachelor’s degree in journalism, was a vice president at Emerson Electric 
and owned an advertising agency.  His varied experiences provide valuable input to market 
development, positioning and sales channel opportunities. 
 

iii. David (Davey) Jones 
Davey was born in Hong Kong and grew up in Wales.  He has been working in manufacturing 
management, sales and marketing for more than 25 years.  He holds a bachelor’s degree in education 
and has held numerous manufacturing management, production coordination and sales positions.  He 
brings a unique perspective to documentation, the positioning of products and is passionate about 
product and client support. 
 

iv. Marc Healy 
Marc has a bachelor’s degree in criminology and provides valuable sales and marketing support to 
EELLC.  His responsibilities include project management for the Quax products, the tracking and 
communication of client orders, quotations and shipments.  In addition, he provides valuable support to 
our social media efforts and marketing documentation creation. 
 
 



 
v. Kevin Easley 

Kevin has his bachelor’s degree in finance with a focus on international business.  These studies included 
one year of business study at the University of Auckland in New Zealand.  He is responsible for the 
company accounting, invoicing and record keeping. 
 

vi. Karen Easley 
Karen has been involved in the strategic marketing and establishment of several technical training 
classes focusing on the use of technology in the classroom.  She holds a bachelor’s degree in elementary 
education and taught for more than 15 years.  She brings a different viewpoint to our organization for 
the marketing documentation and presentation of our products to potential clients. 
 
 

4. Current Representation 
 

a. Halifax Rack & Screw Cutting Co. Ltd. 
 
International Headquarters in Brighouse, England, United Kingdom: Halifax Rack & Screw Cutting 
Company Ltd. (HRS) was formed in 1953 to manufacture and supply gear rack, pinions, lead screws, 
power nuts and associated hardware to the machine tool, power transmission and motion control 
industries.  HRS is one of the world leaders in the dedicated supply of these kinds of parts.  Rich Easley, 
and subsequently EELLC, has been representing HRS in North America since 2007.  HRS manufactures at 
the Brighouse location and manages all its business outside of North America from this facility.  In the 
mid-1990’s HRS recognized the benefits to maintaining a local support organization in the US for their 
North American business. 
 
Client retention and consistent follow-up are priorities for EELLC and HRS; this is particularly important 
as the markets penetrated by HRS tend to be mature with well-established end users and suppliers.  It is 
critical to maintain the existing clients and to be readily available on short notice to support new 
potential clients.  EELLC has helped HRS to be successful in this regard and grow revenue in North 
America by over 75%. This increase includes a sales drop of nearly 50% during the economic collapse of 
2008/09.  New clients continue to be added in a very conservative market that is often hesitant to 
change suppliers for these types of parts. Consistent prospect follow up, tracking and penetration into 
previously under-developed markets have been keys to revenue growth in an overall flat growth 
industry. 
 
EELLC worked with HRS to develop a tactical marketing plan unique to the North America market and 
has been actively implementing this plan. This includes utilizing the general tactics of attending targeted 
trade exhibitions across the US and Canada, direct e-campaigns, direct mail, active social media 
engagement and face-to-face client visits.  However, in the case of HRS, more critical fine tuning of 
support issues such as offering local warehouse options, consignment inventory programs, flexible 
invoicing terms and pricing parts delivered duty paid (DDP) have been tremendously effective in growing 
business in this geography.  
 
 
 
 



 

b. Dontyne Systems Limited 
 
International Headquarters in Newcastle, England, United Kingdom: Dontyne Systems Limited was 
incorporated in 2006 to develop and license Gear Design and Manufacturing software solution tools to 
the motion control industry. The company was founded in the UK by Dr. David Palmer and Dr. Michael 
Fish and now has offices in mainland Europe, Australia and a North American Support Team (NAST) 
managed by EELLC.  Dontyne Systems innovates highly specialized software optimization tools that 
impact design and performance of gears across a range of industries and applications. 
 
EELLC has represented Dontyne Systems Ltd since late 2012 originating from a networking encounter at 
an international trade exhibition. EELLC exclusively represents Dontyne Systems Ltd. in North America 
but also helps originate and refer prospects for Dontyne's other global business representatives through 
connections made within  North America; EELLC takes a collaborative approach to helping businesses 
expand, sometimes undertaking international travel to support other international representatives and 
events.  
 
EELLC and Dontyne Systems share a mutual interest in engineering applications and business 
entrepreneurship. Synergies were realized between the two organizations through Dontyne's ambition 
to penetrate the significant North American market with local, dependable, time sensitive sales 
representation and EELLC’s experience working with European based organizations who have a valid 
market proposition and practice strong business ethics. 
 
Growth and client retention are priorities for EELLC and their principals. EELLC has helped Dontyne 
Systems grow revenue in North America by over 100% since 2012. This includes the ongoing 
development of a closed loop gear manufacturing process being developed by Dontyne, Mazak and 
Renishaw in the US.  Typically long sales cycles are being reduced from years to months in a very 
conservative market hesitant to change design software tools. Persistent prospect follow up, tracking 
and reporting has been aided by the implementation and active use of a CRM system to help simplify 
contact management and achieve sales cycle time reductions. 
 
EELLC developed a tactical marketing plan unique to the North America Support Team and has been 
actively implementing this plan. In addition to identifying and investing resources to attend targeted 
trade exhibitions across the US and Canada, EELLC conducts: direct e- campaigns, direct mail, active 
social media engagement, editorial submissions to trade journals and face-to-face networking through 
Chambers of Commerce and other relevant events, including community philanthropy. As an 
entrepreneurially minded organization, EELLC seeks to economically maximize its return on any 
investment in time, people and resources. 
 
 

c. Hysan Technology Inc. 
 

International Headquarters in Shandong Province, China with additional corporate office in Ottawa, ON 
Canada: Hysan Technology was formed nearly 20 years ago to provide high quality casting and wear 
parts. The company has offices in China and Canada to best support supply efforts to a global client 
base.  The EELLC North American Support Team (NAST) has come to an agreement with Hysan to 
manage the sales, marketing and support efforts for Hysan exclusively in the US.  Hysan Technology 



currently owns and operates three forges in China and provides steel/iron casting, machinery and wear 
parts to a variety of industries and applications. 
 
EELLC began representation of Hysan Technology in June 2014.  Like EELLC, Hysan Technology is focused 
on an organization that stresses part quality and client support.  This is the reason they established a 
Canadian office several years ago.   
 
EELLC is currently finalizing a tactical marketing plan unique to Hysan Technology. This plan identifies 
potential clients EELLC is already selling to generate nearer term sales opportunities, as well as the 
investment of resources to build the Hysan brand and “fill the pipeline” with long term business 
opportunities 
 
 

d. Quax Pumps 
 

A division of Active Engineering, Quax Pumps is based in Burton-on Trent, United Kingdom: Quax Pumps 
is located in a 5,000 square foot factory manufacturing in both large and small batches.  Testing 
capabilities for pumps up to 8 inches in diameter are also housed at the facility.  Quax manufactures 
high quality submersible hydraulic pumps and power packs suitable for pumping sludge and water. The 
ability to pump sludge and similar materials, with highly reliable and durable systems, is the Quax 
specialty.  Quax focus on three line hydraulics and simple rebuild allow these pumps to operate at 
maximum run times.    
 
Founded in 1987, and building hydraulic submersible pumps since 1988, Active Engineering has been 
providing exceptional products and service for over 20 years.  Quax Pumps was recently founded to 
hone in on Active’s hydraulic submersible products and power packs.  The company has expanded their 
sales efforts to North America by entering into an agreement with EELLC (Easley Enterprises LLC).  
Together the North American Sales Team (NAST) and Quax Pumps will continue to build upon the 
decades of success, with localized distribution, service and support in North America. 
 
   

e. Miradix Inc. 
 
International headquarters in Battle Creek, Michigan, USA with additional offices in India and Europe. 
Miradix Inc. provides skilled manufacturing engineering (ME) services on a short or long term basis by 
providing solutions for companies who outsource due to resource shortages or bottlenecks in their 
manufacturing engineering (ME) departments.   Miradix Inc. has grown from a small US based 
outsources engineering consulting service to providing sophisticated process and parts support for the 
GeWiS Gruppe in global European locations.  
 
Among Miradix many satisfied clients are: Eaton, Parker Hannifin, ZF, GeWiS Gruppe and many more.  In 
addition to its extensive experience offering engineering support in power transmission markets, 
Miradix offers skilled general engineering services for Job Shops who undertake a broad range of 
projects in manufacture and design. 
 
EELLC utilizes focused marketing and sales strategies in conjunction with Miradix Inc., to provide 
localized support for clients in the US. 



 

 ShouldB© Costing & Estimating Services:  
 
We help process your RFQ’s on a flexible sub-contract basis when you have estimating bottlenecks or 
engineering resource shortages. Our experienced team of manufacture-savvy engineers rapidly and 
accurately process RFQ’s on your behalf and create benchmark price estimates on a “true parts cost” 
basis. We achieve this using our proprietary estimating software that considers your machine 
capabilities, flow and labor base, giving you a more realistic and unbiased benchmark costing analysis of 
what a part “should cost.” These services are VERY competitively priced and can help free up your 
valuable skilled engineers to do other important work. Improving your RFQ response performance using 
Miradix Inc. “on-demand” costing/estimating services helps you quickly get the job done during 
fluctuating demand. The results and analysis we supply will enable you to make more informed 
commercial decisions, because after all, parts’ costing against an RFQ is a serious business. 

 
 DemandME© On-Demand Manufacturing Engineering Services: 
 
We help fill your short or long term engineering resource gaps when you experience skills shortages, or 
growth demands. Our flexible “on-demand” menu of value-added, customer driven engineering services 
provides a cost-effective resource solution to help satisfy your design (DFM), documentation, project 
and parts needs. Outsourcing some of your non-core competency tasks using our skilled manufacturing 
engineering services can help ease project or process backlogs. Our service rates are VERY competitive 
and our team of diversely experienced manufacturing KBE- savvy engineers has the expertise, skills and 
tools to give quality and timely support. Our aim is to provide very affordable, responsive engineering 
services, and to be “easy-to-work-with” through collaborative communication. 
 
A Partial List on Miradix Capabilities: 
 

 Product Designing and Development 

 Gear Design and Development (Parallel Axis) 

 Gear Manufacturing Support (Prototype and Production; Low and High Volume). 

 Gear NVH improvement through design and manufacturing process improvements 

 Six Sigma for Design and Development applied to mechanical systems (phased gate approach) 

 Product Lifecycle Management (PLM) implementation and Support  

 Assistance with Product Test Protocol Development, Design and Product Testing Setup and 
DVP&R 

 Program Management & Concurrent Engineering: Design/Advanced Manufacturing Launch 
(APQP approach) 

 Product Performance Enhancement and Optimization 

 Value Analysis/Engineering for Current Product 
 

f. PVZ Gears  
 
Complete Gear Design & Analysis | Custom Solutions | Timely Project Delivery  
 
International Headquarters in London, England, UK since 2013. PVZ Gears is a complete service 
Transmission Design Engineer consultancy solutions company and has completed projects 



internationally for some of the largest globally recognized brands across a range of industries. PVZ Gears 
designs gears and gearboxes with the end-user and specific application objectives in mind – it’s not 
about making “the best gear”, but about designing a gear or gear transmission that delivers the right 
performance and life to meet the demands and objectives of each customer specific application. 
 
PVZ Gears Principal Gear Engineer Piet van Zyl has in excess of 35 years’ experience in gear design 
internationally acquired in Formula1 (McLaren), aerospace, automotive and across many other 
industries who have specific needs in power transmission applications. PVZ Gears flexibly approaches 
gear design projects from all angles and uses “state-of-the-art” gear software solutions supplied by 
Dontyne Systems Ltd in order to simulate and optimize gear sets, including the effects of material types, 
lubricants, heat treat processes and manufacture methods. Whether your needs are on-road or off-road, 
PVZ takes a thoughtful, knowledgeable and “real-world” approach to gear design, manufacture and 
application. PVZ Gears is an “engineer’s engineer”, approaching each project with a genuine enthusiasm 
for working as a specialist solutions provider to help clients bring their projects to a timely, cost effective 
and productive conclusion.  
 
PVZ Gears is exclusively represented by Easley Enterprises LLC (EELLC) in North America. EELLC provides 
time-zone sensitive support in sales, marketing & project coordination for clients of PVZ Gears. EELLC 
also exclusively represents Dontyne Systems Ltd. Dontyne Systems is a UK based gear software solutions 
provider becoming established as a leading authority in gear design, manufacture and inspection - 
specifically how design impacts the “real-world” of gear manufacture and performance (PVZ uses 
Dontyne gear software). These three organizations know each other well and are regularly seen 
exhibiting together at trade shows throughout the USA and internationally – the collaboration has won 
the confidence and business of many globally recognized brands. 

 
5. Targeted Industries and Vertical Markets 

 
EELLC is currently focused in several industries and vertical markets.  These include power transmission; 
automotive; offshore; precision cutting tables and 5-axes machines; mechanical lifts and hoists; gear 
manufacturing, design, test and inspection; horizontal drilling; in-home mobility; construction; and 
several others. 
 

6. Our Services 
 
EELLC provides services to our principals that focus on proper niche market identification and 
development, tactical marketing, brand building, consistent contact management, revenue growth, 
client retention and after sales support.  Prospect follow up, tracking and reporting has been aided by 
the implementation and active use of a CRM system to help simplify contact management and achieve 
sales cycle time reductions.  In the area of after sales support, we typically provide our clients with order 
acknowledgements, shipping updates and invoices in cooperation with our principals. 
 
Marketing efforts are maintained in a variety of areas to address the variation of tactics to reach our 
diverse potential clients.  Some of these strategies include website development, social media efforts, 
direct mail, email marketing, trade show exhibition and attendance, telephone contact as well as 
customer site visits. 
 
EELLC views our client interactions to be a direct extension of the principal and the support we would 
expect from our suppliers. 



 
 

7. Client Benefits 
 
EELLC looks forward to having a more detailed discussion with our potential principals to determine if 
there is mutual advantage to moving forward in a representative arrangement.  Some of the general 
benefits we offer to our partners are: 

 Personnel with many years of business, technical, sales, marketing and support experience 

 Focused attention and support to our principals- EELLC represents limited product lines to allow 
more concentrated support to our partners 

 Senior experienced managers to market, sell and support our principals and their products 

 Provide guidance and advice relative to political and cultural realities in our geography 

 Develop and execute successful product strategies- note that many good strategies are not 
readily executable 

 Willingness to use multiple marketing tactics to best penetrate the desired markets 

 Establishment and management of a distribution channel specific to our principals products 

 Desire to generally work on a commission only basis (although we have worked on a retainer 
basis when the desired focus of a particular principal justifies this method) 

 A general desire to conscientiously support our clients and principals 

 A goal and task oriented company mindset 
 

8. Next Steps 
 
If the review of this document and other correspondence leaves a desire to further explore the 
possibility of working with EELLC, please contact Rich Easley.  His contact information is included in the 
appendix.  Rich would be pleased to answer any questions you have, discuss the potential clients and 
markets to potentially address and directly discuss the benefits to working with EELLC.  Please be 
assured that EELLC is not looking to “collect” principals in an effort to create an extensive list of 
representative relationships.  We are interested in working with like-minded companies who desire a 
successful North American business through the marketing, sales and support of targeted customers 
and markets. 
 

9. Summary 
 
We appreciate the opportunity to introduce EELLC, describe our company philosophy and establish a 
baseline for discussions of a potential long term working relationship.  As described above, we are 
dedicated to working closely with our principals to identify the most likely clients for their products, 
broadly target the potential markets, while narrowing our focus to those clients most likely to place an 
order and utilize our contact management talents to successfully turn contacts into orders. 
 
We believe our experience, flexibility, dedication and effort will enable us to successfully build market 
share for our partners in North America.  We look forward to a deeper discussion of potential 
opportunities with prospective new partners. 
 
  



 
10. Appendices/Reference Information 

 
Dontyne Systems Links: 

http://www.dontynesystems.com/ 
 https://twitter.com/DontyneSystems 
 https://www.facebook.com/pages/Dontyne-Systems/124008734444752 
 http://www.geartechnology.com/news/5427/Dontyne_Offers_Spiral_Bevel_Gear_Design_Tools
 _/ 
 http://www.agma.org/newsroom/member-news/dontyne-establishes-new-north-american-
 support-facility 
 
Halifax Rack and Screw Links: 
 www.halifaxrs.com 

http://halifaxrs.com/news/ 
http://www.facebook.com/halifaxrs 
 

Hysan Technology Inc. Link: 
www.hysantechnology.com  

 
QuaX Pumps Links: 
 http://www.quaxpumps.com 
 http://www.twitter.com/quaxpumps 
 http://www.facebook.com/quaxpumps 
 
Miradix Inc Links: 
 http://www.miradixinc.com 
  
PVZGears Links: 
 http://www.pvzgears.com 
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