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From concept to 
full-on production, 

compressing 
timelines, expanding 

efficiencies, and 
getting to market 
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The LGG Corp was founded in 2016 by Gaston Liang, but its roots go back 
several generations. Mr. Liang grew up in Europe, working in the family 
businesses, manufacturing, and import/export.

LGG Corp takes you from concept to 
full-on production, compressing 
timelines, expanding efficiencies, and 
getting to market quickly!
 
By working with The LGG Corp, 
clients eliminate the added costs and 
frustration of negotiating and 
coordinating with multiple vendors. 

 LGG Corp’s primary in-house 
services include design, engineering, 
prototyping, manufacturing, and 
project management. 
 
LGG Corp also gets your finished 
goods to market faster, creating 
custom strategies for logistics, 
warehousing, and fulfillment services
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Questions for 
your potential 

Supplier



RISECORP

1. HOW LONG HAVE YOU BEEN IN BUSINESS?

This is a good icebreaker, but is usually not a good 
indication of anything. A lot of smaller/medium size 
start up are from larger operations.

However, usually older factories are more stable, 
ideally they would have been around for for at least 
three years.

3. WHAT DO YOU SPECIALIZE IN?

This should be fairly obvious while at the booth, if their 
offering is across several industries, that will give you the 
opportunity to ask what is done in-house.

Also, a large span across multiple industries is usually a tell 
tell sign of being a trading company.

 2. HOW MANY PEOPLE WORK THERE /
 HOW BIG IS THE FACTORY?

This is also a fairly standard question, depending on the 
product in question, a large operation might not be needed.

However, a bigger factory typically yields better product, I 
would consider a factory to be medium size with 30 
personnel.

This can also inform you will have access to some potential 
design engineer, developers, graphic designer etc.

4. WHAT IS YOUR CURRENT BEST SELLER?

This is probably already a “me too” product, but this would 
highlight the factory’s capabilities. This is also product(s) 
you should consider modify/improved.
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5. IS ALL THE MANUFACTURING DONE 
IN-HOUSE?

A yes to this question is preferable, this will reduce 
the exposure of your product and potentially avoid 
any product copycat in the early states of your 
business.

Chinese factory are highly specialized, if you ever 
hear “we can do anything” this is a tell tell sign of a 
middle man / Trading Company.

9. WHO TAKES CARE OF YOUR 
LOGISTICS?

Most factory partners up with several logistics 
companies, the point here is to see if they will be able 
to help with your logistics needs down the road.
Additionally, depending on who they work with, you 
might get assistance with export requirements, HST 
Codes, Regulations etc.

10. WHAT IS YOUR TYPICAL TRADE 
TERMS?

This question will set you up for early negotiation and 
let you know what is available. Typically it will be FOB 
(Free on board), CIF (Cost Insurance and Freight) or 
EXW(Ex works). Consult with your Logistics team to 
see which options works best for you, they all have 
Pros and Cons.

Pay terms are typically 50/50 of 30/70, depending 
on your project you might even want to see 
20/20/60. As long as this is milestone driven, this 
will build down to your risk appetite.

6. DO YOU / CAN YOU OUTSOURCE 
ANYTHING?

This might give you an insight on any sister company 
or capabilities that they might have to offer. 
Outsourcing isn’t necessary a bad thing, its just has 
to be done right.

 7. WHAT IS YOUR QUALITY ASSURANCE 
/QUALITY CONTROL PROCESS FOR XYZ 
PRODUCT?

They might not share this. However this is a critical 
process in any operation. I would at least want to 
hear it from a high level ensuring that there is at 
least a plan of action.

8. WHAT IS YOUR TYPICAL REJECT RATE? 
HOW DO YOU HANDLE REJECTS?

This is a followup from question 7. After producing a 
large quantity of a certain gizmo, the defect/reject 
rate is fairly obvious.

This will also give you an insight on what to expect 
with your production and how they will handle your 
defective products.

Usually older 
factories are more 
stable, ideally they 

would have been 
around for at least 

three years.
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Questions for 
your potential 
Engineer(s) / 

Designer(s)
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1. HAVE YOU EVER WORKED ON A SIMILAR PROJECT?

You want someone that already has the experience working on your project. This will increase your success rate and 
minimize our financial exposure.

2. WHAT IS THE OVERVIEW OF THIS 
PROJECT?

This is a followup from the previous question, if 
they have done a similar project or know how to 
tackle this, they should be able to give a high level 
overview.
Star working up a time line for the project.

5. WHAT ARE THE MAJOR 
MILESTONES AND DELIVERABLES 
FOR THIS PROJECT?

What will you concretely get once all are said and 
done, engineering drawings, specification, CADs, 
Models etc.
Will be important for your Patent and overall 
understanding of your product / project.

6. WHAT ARE THE ESTIMATED 
HOURS FOR THIS PROJECT OR 
VARIOUS STAGES?

That will keep the project within budget, also I 
would ask to have a set Do Not Exceed (DNE) prior 
to approval.

Not having an estimated length or cost is the 
surest way to have delays and going over budget.

3. DO YOU FORESEE ANY MAJOR 
ROADBLOCK(S) / ISSUE(S) WITH THIS 
PROJECT?

Each project is a little different, there might be 
certain aspect(s) where they have no idea (at them 
moment) on how to handle it. This will allow you to 
better plan your product launch and 
manufacturing.

4. WHO WILL BE ASSIGNED TO THIS 
PROJECT?

Good opportunity to gauge the talent and level of 
experience. This will also let you plan the project 
hours and general budgeting.

I would also ask for the hourly rate of all personnel 
that will be working on this.



7. WILL YOU BE ABLE TO DO 
PROTOTYPING IN HOUSE?

They might outsource this, but it is much better to have 
everything under one roof, maintain project control and 
minimize unnecessary delays in communication, 
transportation etc.

8. WILL YOU BE ABLE TO DO 
VALIDATION?

How will the project / product be validated in order to 
ensure that all goals has been accomplished.

This can also be your starting point for building your 
inspection sheet when doing your pre-shipment inspection.

9. DO YOU FORESEE ANY CERTIFICATION 
NEED FOR EXPORTATION?

They might know this one however, since they are design it, 
they can assist in finding out.

I would take the information and start the conversation with 
your Logistics team in order to get a head start in this 
lengthy and complex process.

10. WILL YOU BE ABLE TO QUOTE THE 
PRODUCT?

This is a good starting point to make sure that your cost are 
reasonable and that you profit margins are solid. However, 
this is a double edge sword, they will most likely send this 
out to get quotes and add their margins. But your project 
has now been shared to various other outfits and lead to 
potential IP infringement.
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Lessons 
Learned and 

Major Pitfalls
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1. HAVING TOO MANY OUTFITS 
INVOLVED

Having too many cooks in the kitchen. Having too 
many outfit to deal with will dilute your overall 
control of the project.

Focus is also being diluted and this typically 
decrease the overall Quality Control. Not only that 
but each outfit that is invoice in the process is an 
additional risk for IP infringement.

Recommend to keep the number of involved parties 
to a minimum.

2. LOSING CONTROL OVER THE 
MANUFACTURING PROCESS

Not being abreast on the status and progress of the 
project is the surest way to end up in the backseat.
Periodically get status update from the factory, 
follow the set agenda and milestone and obtain 
photos along the status update.

Reasonable setbacks and delays are to be expected 
but ensure that continuous progress is being made.

3. LACK OF UNDERSTANDING OF THE 
PRODUCT

Without an adequate level of understanding on how 
a product actually works or is being made will hinter 
your project management. This is how clients 
getting taken for a ride. A pertinent level of 
exposure on some of the more technical aspect of 
the project will minimize any miscommunication and 
misinformation

4. LACK OF DOCUMENTATION

Changes and improvement will be made during the 
lifecycle of your product, thorough documentation 
will be needed to keep up with what has been done, 
said and agreed upon.

Always update any documents using a revision 
system and ensure that everyone is working on the 
latest revision.

Reasonable setbacks and 
delays are to be expected 

but ensure that continuous 
progress is being made.



5. ADEQUATE TIME MANAGEMENT

A good understanding on your sales velocity will 
dictate your manufacturing schedule. In the early 
stages get some inspirations from similar items. Do 
account for setbacks and delays by adding 20-30% 
to the original target date. Additionally most of the 
Asian factories are set to be closed between 
February to mid March for Chinese New Year, 
adequate planning is a must during that time of the 
year.

9. MARKETING EFFORT

Marketing is a huge component of success, please 
set a healthy budget as well as the right amount of 
time for your strategies to take effect. If needed 
seek the help of reputable marketing firm to assist 
in this process.

10. PROPER PLANNING AND FOCUS

Having a plan and sticking to the plan. A roadmap 
for your business along with contingencies will be 
essential for the survival and growth of your 
business. Periodically check on any upcoming 
milestones and targets.

Changes are an integral part of running a business, 
but a high level of focus and planning are key to 
ensuring long term success.

11. PROPER MOQ

A good understanding of your sale velocity will 
dictate your MOQ. In the early stages work with your 
manufacturer to determine what is an acceptable 
MOQ for both parties. Keep in mind the lower your 
MOQ (unless it is a validation run) the higher your 
CoG will be. However do not chase a higher MOQ 
than you are comfortable with in order to save 
pennies. Optimize your MOQ based on your Sales 
Velocity / Marketing Strategy.

12. FOMO

Fear Of Missing Out, stick to the plan, having a new 
or improved product developed and made takes time 
and planning. Do no sacrifice essential steps to 
“save” some time.

Have proper your product properly designed, obtain 
satisfactory prototype, have your prototype toughly 
tested, have a validation run (smaller commercial 
production) will dramatically increase your odds of 
success.

6. IMPROPER PROFIT MARGINS

The bare-bone minimum / sanity check on your very 
first run is 3X.

Have your MSRP be 3X your landed cost, even at 3X 
this is not ideal.

Have a realistic plan so that your product has the 
potential of a 5X - 6X, this can be achieved via: 
increased MOQ, Logistics savings, process 
improvement etc.

7. TAX AND DUTY / CERTIFICATIONS

Have a plan with your Logistics partner in order to 
have a good understanding on what taxes and duties 
your products are subject to. Do some research to 
ensure that the right HST code is being used in order 
to optimize your taxes and duties.
Additionally, ensure that you have all the necessary 
and needed (if any) certification or documentations 
to import/export.

8. UNREALISTIC EXPECTATIONS

Manufacturing in Asia is relatively less costly. 
However “getting what you paid for” still applies. A 
solid understanding on your CoG (Cost of Goods) will 
minimize any timeline setbacks.

Work and Plan with your manufacture in order to 
obtain the target price with minimal impact on 
quality.
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13. 80/20

Focus on what you do best for your business, taking 
on too many highly specialized tasks will be counter 
productive to the overall progress of your business.
Do delegate and seek reputable outfits for 
assistance in order to to minimize any major time 
sinking pits.

Always think big picture and the overall growth of 
your business.
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Sanity Check
This is a very high level sanity checklist, 
it is by no mean 100% comprehensive, 
but having all of these item or most of 
these checked off will ensure a higher 
success rate.

This is not a me too product

Understand the product and its surrounding culture

There are Potential Complementary Product Opportunities

Have your Design Documents and working of the latest 
Revision 

Have a satisfactory Prototype

Plan for a validation run

Packaging and Branding is complete

Inspection Sheet is ready

MSRP is at bare minimum of 3X COG

MOQ is financially acceptable and meet your Sales Velocity 

Validate your Mold and Production Milestones

Identified your Logistics Partner

Optimized your HST Code

Have all your necessary supporting document for Export

Have your fulfillment plan once Importing is complete



Sanity Check
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The LGG Corp Pitch
With The LGG as your partner, we will employ all our years of 
experience and know- how to grow your business, let us propel your 
business to the next level

We take great pride in our customer service, ensuring that your business 
needs matches precisely one of our tailored manufacturing and 
engineering solution to maximize your profits.

ENGINEERING AND PROTOTYPING:
Product Development: Creating new products or 
improving upon an existing one, begins with a complete and 
thorough understanding of the client’s vision.

Consultation, R&D services, Specs sheets, technical 
drawings and 3D Modeling are part of our services array.

Engineering Services: Bridging the gap from concept to 
reality requires the creation of detailed support and technical 
documents in order to guide the manufacturing process. 

Available services include: Materials and Tolerances 
Specification, CADs and Model Generation, Interface and 
Design Studies.

Prototyping: Before entering mass production, a fully 
functional prototype is developed for use in proof of concept, 
feasibility, market study, certification, and package design. We 
utilize a full array of techniques including: SLA, Laser 
Sintering, 3D Printing, Small CNC Runs

CONTRACT MANUFACTURING:
Contract Manufacturing: Mass Production/Manufacturing 
tailored to the client’s specific needs, design and budget with 
flexible MOQ and timing options.

Mold Fabrication: Most products require the use of mold(s) 
in manufacturing, and this is an area where clients are prone 
to spending too much without proper guidance. In addition to 
your product’s design requirements, your mold will also 

factor in the capacity and expected longevity, among other 
considerations. Molds for mass production, as well as specialty 
molds are available.

Manufacturing Audit and Optimization: Evaluation of your 
current manufacturing process to determine the optimum 
strategies for cost control, quality assurance, consistency of 
results, and other important considerations.



Sanity Check

LOGISTICS:
Transportation: Strategies for moving your raw materials, 
component, parts, and finished goods, within the country of 
manufacture, and anywhere else in the world, at the lowest 
cost, and greatest efficiency.

Fulfillment: In addition to shipping your products to your 
customers, we also offer receiving, bundling / combining, 
labeling, and forwarding services.

Warehousing: Warehousing strategies available to suit the 
client’s specific needs.

Full integration with various distribution channels, and 
fulfillment process and services.

Available options include: Single vs. multiple warehouse 
locations, warehousing needs in the country of manufacture, 
and / or in the countries performing the fulfillment operations. 
Consultation and warehousing options will be proposed.
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Sanity Check

THE LGG TIMELINE
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Sanity Check
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