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One of the biggest challenges for 

businesses in any industry is finding 

reliable vendors and suppliers—that 

means fulfilling orders on time and as 

promised, answering calls, and genuinely 

caring about helping their customers 

succeed. And when business needs 

change, they want a partner that can be 

flexible and willing to find new solutions. 

Sounds pretty straightforward right? The 

truth is a good vendor is hard to find.

While weak links in your supply chain can 

have a serious impact on your bottom 

line, partnering with the right suppliers can 

strengthen your business in unexpected 

ways. For auto parts manufacturer 

Edelbrock, finding a partner they could rely 

on in Ernest Packaging Solutions helped 

them solve immediate business challenges 

while also delivering an ongoing          

sense of ease.

Partnering for 
Performance 

and Value

Saving Money Without Taking Up Space 
Edelbrock has been making and selling specialty performance parts for cars and 

motorcycles since 1938. Based in Southern California, the company ships to retailers 

around the country. When the economy took a downturn in 2008 Edelbrock faced a 

new challenge: When many of its retailers significantly cut back wholesale inventory, 

Edelbrock had to start maintaining inventory themselves to meet on-demand customer 

needs. This meant warehouse space was suddenly much more valuable. To make the 

most of every square foot, the company began using a lean inventory model—they 

bring product in as needed, package it, and drop ship to customers.

Edelbrock used KorrVu suspension packaging made from corrugate and foam for 

several different manifolds. To meet the required price point with their previous vendor, 

they had to place a minimum order of 48 pallets. While buying in bulk helped control 

costs, it created two problems: First they had to take delivery of all 48 pallets at once, 

which meant losing valuable warehouse space. And second they had to pay for the 

entire order upfront, which caused a cash flow crunch. 

Edelbrock’s Packaging Engineer/Buyer, Bob Hutchens, explains, “I have to answer to 

the CFO who was asking why we were bringing in so much.” That’s when Ernest came 

to the rescue. First our engineers developed a similar product with unique advances to 

make it more flexible while still protecting the contents. Next we addressed Edelbrock’s 

inventory concerns. Thanks to the Ernest Just In Time inventory management 

program, we were able to meet their required bulk price point but break the delivery—

and the payments—into four parts. Now Edelbrock only has to take 15 at one time, 

and when they need the next batch they just call. And to make cash flow less stressful, 

Ernest only bills Edelbrock for the product that’s delivered—but still gives them the bulk 

discount. So they win on both fronts.

Allowing us to break 
down the delivery 

and the billing 
has freed up our 
warehouse space 

and our cash flow.

“
Bob Hutchens 

Edelbrock

Engineer/Buyer

Edelbrock is now looking to purchase corrugate for a 
different size package, which Ernest will provide inventory 

management for. Ernest also supplies Edelbrock’s janitorial 
needs and other packaging supplies including different size 

boxes and stretch wrap for multiple locations. 



A Partner That’s Got Your Back 
Ernest had worked with Edelbrock on a smaller scale when Hutchens came on board. 

When Ernest sales rep Jim VanWagoner stopped by to introduce himself, he was 

surprised to learn that Ernest’s reputation had preceded him. Before moving into 

purchasing, Hutchens worked in packaging manufacturing and actually sold products 

to Ernest for years.

According to Hutchens, there are always ups and downs in manufacturing—but it’s 

how you handle them that matters. “Most sales reps you hear from once and then 

never hear from again. But everyone at Ernest was always professional, always reliable, 

and always responsible. That’s why I remember them and was excited to work with 

them again.” 

Putting the customer first is an important part of the Ernest 
philosophy, and what sets us apart from the competition. 

Hutchens says Ernest keeps him updated whenever mitigating factors have an impact 

on their supply chain—for example the recent hurricane in Texas drove up plastics 

pricing. Instead of just changing the price, VanWagoner provided him with a letter 

from the plastics manufacturer, which Hutchens showed his CFO. This kind of open 

communication reduces friction and makes everyone’s jobs easier, and the partnership 

that much more valuable.

I have to rely on the people 
I buy from. The product 
has to come in when you 
say it’s going to, and if 

there’s a problem I need 
to know—don’t avoid me. 
Ernest is always upfront 

and professional.

“

Ernest has saved us 
tremendous amounts of 

money, but there’s more to 
it than that—they’ve given 
us the comfort of knowing 

someone’s got our back, and 
they’ll always help us solve 

any problems that arise.

True Partnership, Real Value
 

When it comes to delivering real value for your business, saving money is key—but 

it’s not the only way. At Ernest, we understand the importance of being professional, 

reliable, and honest. And we know every business is different and needs are always 

changing. That’s why we focus on solving customer problems and providing the 

convenience and peace of mind that comes with knowing someone’s got your back. 

That’s the kind of value you can’t put a price on.

“



Ernest Packaging Solutions 
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To find out how Ernest can deliver value and 
convenience for your business, contact us today.

800.233.7788 
inquiry@ernestpkg.com


