Biography — Dran Reese

During 1990, | took a year off to have my first child. | spent some time trying to come up
with an idea for a product that would protect collectibles and other household
possessions from breakage due to earthquakes and other accidents that might cause
breakage.

Actually, it was rowdy children that provided me with the impetus to try and find a
substance to fasten down fragile objects. Several years ago, some ‘wonderful’ children
ran through my house in Monrovia, California, and knocked over and destroyed my
collection of imported Swarovski crystal animals worth more than $500.

| tried caulking, silly putty, even denture adhesive, but nothing worked. | finally found a
putty-like substance and took it to a chemist to have it developed into a product that was
stickier and non-staining. The result was QuakeHold!, a soft, white putty that is non-
toxic, will not dry out, freeze or melt and is easily applied and removed. Best of all, it
holds any item up to 40 pounds, and the object will not budge unless it is twisted to
break the vacuum seal.

In 1996, the company | had started four years earlier began to manufacture and
distribute safety fasteners and related products to safeguard items in the home and
office throughout the U.S. and Japan. | was trying to bridge the gap for people who say
they plan to prepare for earthquakes, but actually do very little about it.

| did not begin my career with Trevco. In the early days of the videocassette business, a
partner and | formed Home Theater, which distributed independent and public domain
films on cassettes to video stores. When big studio competition became too difficult to
overcome, we sold Home Theater.

| have always strived to be self-employed, and | am proud that | never worked for others.
Instead, prior to Trevco, | became an independent fashion consultant and model in Los
Angeles for some of the most prestigious designers and garment manufacturers
including Sassoon, Carole Little, Rumors and Jag.

By 1990, | looked for a different field in which to develop a business and career. | had
since married Dean Reese, a commercial real estate broker, and we began to research
the entire field of fasteners to protect collectibles and other breakables in the home.

That was just the first step. Dean and | tested more than 30 nhames and wrote a
comprehensive Marketing plan. QuakeHold! emerged as the preferred name and we
were confident enough in the concept to invest $40,000 to manufacture and package the
first batch of product. Sav-On Drugs was the first retail chain to merchandise and sell
the distinctive new fastening product.

In order to publicize and widen distribution, we created an earthquake shaking ‘demo’
table, and began displaying QuakeHold! at Home and Antique shows. During the first
year we participated in 33 shows throughout California and this effort succeeded in
developing retail and wholesale sales.



However, it was the devastating 1994 Northridge earthquake in southern California that
pushed our unique product to the forefront. Within a year, ‘Earthquake Safety Centers’
were introduced in department stores and large hardware chains. In California,
QuakeHold! products were being sold at Sears; Bed Bath & Beyond; Orchard Supply
Hardware (OSH); and the Home Depot.

Within months, we introduced an expanded our line of earthquake safety fasteners. To
QuakeHold! were added VCR/Stereo Straps, TV Straps, Big Screen & Appliance Straps,
Computer Straps, Furniture Straps, Bookcase & Storage Straps, Cabinet Safety
Latches, Office File Cabinet Straps, Water Heater Straps, Picture Hooks, Gas Meter
Shut-off Valves, Computer Printer Blocks, Survival Kits, Museum Wax, Fastener Blocks,
and Collector’s Hold.

Another factor that stimulated domestic sales was the California Employee Safety Bill
(Senate Bill 198), which requires every business to provide a safe working environment
for its employees. Since companies could be held financially liable if employees were
injured during quakes, it was an incentive for businesses to earthquake-proof office
equipment and furniture.

In January 1995, foreign sales were stimulated by the Kobe, Japan quake. Dean, who is
in charge of International sales, opened the Japanese market. Now, major Japanese
retailers and industrial customers use QuakeHold! products in such locations as Tokyo;
Disneyland; Sony Plaza; Tokyu Hands; NTT Data; Asahi Shimbun; and Mitsubishi
Sekiyu.

Sales increased more than 100% during 1994/1995 and continued to grow at a rapid
rate in 1996. Since then, we have grown even larger and in 1999 we relocated our
business premises to San Marcos, near San Diego, in order to cope with the increased
volume. However, by 2005 we had outgrown that location and moved into a larger
office/warehouse complex in nearby Escondido.

Our recent advertising emphasizes the theme that the lowest cost earthquake insurance
would be to invest in inexpensive, easy-to-install fasteners that can prevent damage
before it occurs.

In conclusion, | believe that the primary reasons for Trevco’s success have been high
consumer demand for earthquake safety fasteners, along with the countless hours of
hard work by my husband and myself to develop, promote and publicize our products.
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