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Dustin Lien from StrategicSauce.com reached out to me with an interesting pitch for an 
episode. Dustin had experienced a side hustle failure and wanted to know if the Side 
Hustle audience would be interested in hearing his story. 

I threw the idea out to the Side Hustle Facebook Group and received an overwhelming 
amount of feedback saying, “Yes,” they wanted to hear the “other side” of a side hustle 
– when it flops.  

What Dustin's Business Was All About 

Dustin’s business was called FitFly Shaker, and the product was a disposable 
supplement shaker used by body builders and other people who are really into fitness. 
The plastic shakers on the market smell if they are not cleaned soon after use, so 
Dustin’s product solved a problem. 

“It was scratching the itch of mine, and a few close friends,” Dustin said. Dustin lifts 
weights and is heavily involved in fitness so it was a product in a niche he is very 
familiar with. 

There were two main competitors at the time. One of which was an almost identical 
product, which came as no surprise later when he found out they both used the same 
manufacturer. 

What Worked? 

Dustin had some things go well in his business. He started out by talking about his idea 
with friends to validate if people would buy his disposable shakers. 

About 10 friends said they would buy them, so he sent them a $10 PayPal link for a 
pack of 10 and went about finding a manufacturer. 

Dustin went to the go-to place for manufacturing goods, Alibaba. He drew up a rough 
prototype and found manufacturers making something similar to what he wanted and 
contacted a few of them. 

He ended up placing an order for 4,500 units for $1,400. With boxes of the disposable 
shakers sitting around his apartment, he started by handing out the product to his 
friends and collecting feedback. 

As for marketing, Dustin was finding success through some different channels, such as: 

 Messaging people active in fitness Facebook group 1-on-1. 

 Offering a free pack for filling out a survey to collect some data, just charging 
$2.99 shipping. 

 Asking people who made purchases to refer friends who might be interested. 
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 Offering 10% off first orders and free shipping for referrals, and 30% off second 
orders to push further sales. 

Dustin was using WooCommerce to power the sales on his site, later swapping to 
Shopify. He also had a listing on Amazon which was merchant fulfilled, meaning he 
shipped those orders as well. 

What Didn’t Work? 

The marketing efforts that didn’t work as well as Dustin had hoped were: 

 A monthly subscription model. Since the most people were not familiar with 
the product, he found it hard to explain, promote, and secure subscriptions for 
new customers. 

 Brick and mortar distribution. Dustin met with a general manager of a local 
health store and with gym owners but was unable to secure an order to get his 
shakers on their shelves 

Dustin had set the goal of reaching $5k a month in revenue after the first year. But by 
the time a year had come around, he was only making $500 a month, of which $250 
was gross profit. 

He was putting 15-20 hours a week into FitFly. He had a full-time job when he first 
started, and later was working as a consultant which was keeping him increasingly busy. 

Dustin started questioning the opportunity cost of working on FitFly. He said, “Probably 
about a year in I started really pondering things and questioning if the company was 
going to be sustainable.” 

He decided to give himself another 6 months to reach his goal before closing the door 
on the business. 

How Do You Know When It's Time to Throw in the Towel? 

It’s hard to close the door on a business that’s turning over some revenue and you’ve 
invested a lot of time into. It may just be, “the dip” and breakout success is just around 
the corner. 

My answer: when you come to dread the work. 

But Dustin said it felt right when he decided to pull the plug on FitFly. He did however 
have some new ideas and learned some lessons from this business, some things he 
would have done differently: 

 He would have tried to form partnerships with fitness influencers with large social 
media followings. 
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 He would have pushed distribution faster and earlier. 

 He would have sold larger bundles to reduce distribution and shipping costs. 

 He would have targeted CrossFit studios and local gyms to niche down, rather 
than the larger chain gyms and stores. 

When it was all said and done Dustin said he sold around 4000 from his initial order of 
4500 FitFly’s, and was right around breakeven on his monetary investments. 

There was a huge time investment, but he doesn’t regret anything. He learned a lot from 
this experience and knows what he would do differently next time. 

Was This Dustin's First Flop? 

This was the first physical product Dustin tried to make work and failed. He’s had at 
least 10 different failures in the digital, consulting, marketing world however, so it’s not 
the first time he’s had to face failing. 

It’s interesting how Dustin evaluates risk, “For me, if I try something and I can get back 
and recover to the exact same position I’m in right now, that’s not really that risky,” he 
said. 

Dustin is now focusing on his consultancy business. He says this failure has made him 
more successful in his consulting business, and even netted him more clients. Dustin 
has also blogged about his experience which you can find at Strategic Sauce. 

Dustin’s #1 Tip for Side Hustle Nation: 

“Give yourself permission to take action.” 

More Info: 

 http://strategicsauce.com/  
 http://www.sidehustlenation.com/251 

 
Until next time! 

-Nick 
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