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# 408     Finding a Niche in the Most Basic of Businesses 

An industry that’s been around well, since ever 
since, hasn’t changed much and is highly 
profitable, has attracted some competition. I’m 
Jerry Roberts and I’ll identify the industry in a 
moment. Oh, you probably use its products 
every day. This is next, on The Extra Point.


The industry I’m referring to has been around 
for about 150 years. It’s worth $31 billion a 
year and until now it has been controlled by 
just a few massive organizations — names like 
Procter & Gamble, Georgia-Pacific, and 
Kimberly-Clark.


Odds are you’ve used the product in the past 
24 hours, and maybe you’re using it right now. 
It’s toilet paper. Big rolls, small rolls, plain rolls, 
quilted rolls, small packs, mega packs. It’s 
white and the folks who make it have been 
wiping up big profits for a long, long time. 


Now, change is knocking at the door. A water 
closet full of startup companies have turned 
the TP business a bit on its, uh, ear. Most are 
self-funded or have raised a small amount of 
capital, looking to disrupt the business.


They have names like No. 2, Tushy, Cheeky 
Monkey, Bippy, and some that are a lot more 
descriptive. They feature more sustainable 
materials, improved textures and designs that 
look less like something to toss in the bowl 
and more like bathroom decor. 


“So far so good,” you say? “Now tell me what 
it costs.” Well, we’re not talking Charmin 
prices. If you could run out to grab some 
designer toilet paper, it could go for as much 
as $3 per roll. That’s anywhere from three to 
five times what the regular stuff sets you back.


Before you laugh and figure there’s no way 
this can work, a little toilet paper history for 
you. As late as 1857 the common post-toilet 
wiping utility were sheets from the Sears & 
Roebuck catalog, among others. New York 

entrepreneur Joseph Gayetty saw opportunity. 
He sold 1,000 sheets of manila hemp infused 
with aloe, for $1.00. In today’s money that would 
be almost $29.00, so it was a big luxury item 
for the time. Yet, toilet paper soon became a 
must-have item in every American household. 


The folks pushing designer TP are hoping that 
history repeats itself, and they’re pushing the 
idea of a higher level bathroom experience.


Outside the packaging is eye-catching, while 
inside the materials are bamboo and other 
ecologically favorable ingredients. Some are in 
unique shades of color. They also believe in 
individually wrapping each roll instead of selling 
a bunch in a plastic pack. These rolls are also 
available by subscription, so you never again 
have to run out because you’ve run out.


Will it work in the long run? As I made my rounds 
this week I asked a few people what they 
thought. Most giggled and said they might try 
it if the price wasn’t too outrageous. One lady 
told me, “I’ll buy one roll and then tell everybody 
it’s only for decoration — don’t use it!”


What can we learn here? You can take on a 
massive company and a product that everybody 
uses and nobody really complains about, if 
you can identify the segment of users who 
appreciate and are willing to pay for a better 
version. That, plus your marketing has to be 
really good to attract that segment. A little 
entrepreneurial heads-up today. I hope it helps 
you to be flush with ideas and profits.


That’s The Extra Point. Get out there and 
make something good happen today. For 93.3 
and the Ray Gibson Show, I’m Jerry Roberts.
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For information on training and consulting 
services from Jerry Roberts, please click this 
link:  guamtraining.com 
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