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After being laid off from his job on Wall Street, Chad Rubin began helping out at his 
parent’s vacuum shop selling some of their inventory online. 
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Noticing his profit margins were being eaten into by intermediaries along the supply 
chain, Chad soon realized he get could better margins by getting closer to the 
manufacturers. 

His first products testing a more direct process were vacuum filters. Today, Chad’s 
business ThinkCrucial.com sells a wide variety of products for your home, pool, car, and 
more. He follows a direct-to-consumer strategy that lets him source and sells in-demand 
products efficiently and inexpensively. 

How Do You Find Product Ideas? 

“Amazon has an abundance of data and insights at your fingertips,” Chad told me, and 
this is where he does most of his market research when looking for products to bring to 
market. 

To find product ideas, Chad looks at products that are selling well on Amazon, then 
looks what kinds of accessories can go with the products, and more importantly reads 
through all the negative reviews to find pain points for customers he can also solve at 
the same time. 

Chad says that a lot of people using Amazon to find product ideas go down the same 
path. They use the same tools, metrics, and ultimately end up selling similar products. 
His approach is different, his aim is to “solve problems that are unique,” by digging 
deeper into the niche and trying to find ways to help people already invested in the 
products. 

Another simple way to do this is to use Amazon’s autocomplete feature when searching 
for products. Type in a keyword for a product, then look at all the similar products 
Amazon suggests and check what kind of products are there to fill this demand. 

A handy tool Chad recommends to help with this is AMZ Suggestion Expander. It’s a 
free Chrome extension that helps populate related keywords. 

How to Get a Competitive Advantage in a Competitive Marketplace 

There are more than 5 million sellers on Amazon now, but Chad said the number of 
sellers isn’t a problem, it’s knowing how to craft your own competitive advantage over 
them. 

“The harder the challenge the more margin or the more opportunity there is,” Chad said. 
A lot of people will go after a certain weight or price point, but Chad is happy to stretch 
out further than most people, and this opens up more opportunities for him to sell 
products other people are not. 

Another thing Chad recommends is getting into a niche you’re passionate about. If 
you’re passionate about something and you start asking yourself questions about the 
products on the market, you will start realizing solutions to problems and ways to 
improve what’s out there. 

A couple of questions Chad asked himself about vacuum filters were: 
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“Why do filters have to be so expensive?” and, 

“Why is there nobody selling direct to consumer?” 

Which lead him down the path of selling filters directly to consumers and at a lower 
price point than his competitors. 

How Do You Deal with Copycats? 

Having other businesses copy your ideas and sell similar products on Amazon is 
inevitable. Chad said you can’t prevent copycats, but you can stay ahead of the curve if 
you keep on moving and innovating on your products. 

“They don’t know where we’re going, copying is one way that people stay behind us,” 
Chad said. Another way to tackle this problem is to build an experience that customers 
can’t get on Amazon from buying similar products, which he calls “The anti-Amazon 
opportunity.” 

Chad used Casper Mattresses and Away Luggage as examples. They design, sell and 
market their products in unique ways that offer a customer experience that cannot be 
replicated by copycat sellers on Amazon. 

You've Got a Product Idea - What's Next? 

Head over to Alibaba.com and see what’s available from manufacturers that fit your 
product idea. Chad said it’s important to find products “off the shelf” so you don’t have 
added expenses in tooling to design your product from scratch. You can make iterations 
on products that already exist for a much lower cost. 

Something Chad said was important for first-time buyers is to negotiate on the minimum 
order quantity. Suppliers will try and sell as much product as they can up front, but there 
is room for movement if it exceeds your budget or expected sales. Chad also 
recommends spending time on the phone to suppliers, even taking a video tour of their 
factory so you know you’re dealing with a legit manufacturer. 

A tip Chad shared to help you work backward if you have seen a product and want to 
make something similar is to check how and from where those goods are being 
imported to the US. 

You can use sites like Panjiva, Import Genius, and a free version option Port Examiner 
to access a database of all imported goods coming in to the US. It’s a great way to find 
the manufacturer making goods for a particular brand, so you can approach them too 
and try to work something out. 

Be aware, however, that some brands don’t import goods under their trading name. You 
might have to do a little digging, try searching by address, or doing a TESS trademark 
search for the company name and products. 

Where Are You Selling Products Outside of Amazon? 
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Chad said he looks at selling online like a game of Monopoly. “You want to be on every 
piece of the board to win,” he said. 

Amazon is easy to get started on, but it can be difficult to leave to replicate your 
success on another marketplace. If your goal is to build a brand then you need to start 
off selling on your own website either as well as on Amazon, or just on your site. 

Chad also sells on Instagram, eBay, Google, and some other online marketplaces. He 
said that around 50% of all e-commerce goes through Amazon though, so if you’re not 
on Amazon you’re probably leaving money on the table. 

50%-60% of his own sales currently come from Amazon. But he’s had his Amazon 
account suspended before, so Chad is well aware of the risks of having all his eggs in 
one basket and is keen to diversify his sales channels. 

What's Next for Chad? 

With a baby on the way, Chad is focusing on doubling down on what’s working right 
now. Which means growing ThinkCrucial.com by selling more innovative products that 
are non-commodities, and expanding his product range. He’s also has a software 
business, Skubana, which powers the backend for businesses managing inventory and 
selling products online. 

Chad’s #1 Tip for Side Hustle Nation: 

“Be a systems thinker.” 

More Info: 

• https://www.sidehustlenation.com/336 
• https://skubana.com/ 

 
Until next time! 

-Nick 
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