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When you hear news about economic development, it’s often 
about one of the larger businesses that have decided to set up shop 
or expand their footprint in our state. These investments are cer-
tainly critical to South Carolina’s economic development success, 
but it’s also important to remember another group of businesses 
that don’t always get a big splash: small businesses. 

Small businesses play an integral role in the state’s economy 
as a whole, and in the cities and towns where they are located. 
Well over 90 percent of employers in South Carolina are small 
businesses. In all, more than 645,000 people work for such small 
businesses. While some of those businesses might grow into larger 

companies, many will remain small “mom-
and-pop” firms, and it’s important for them to 
succeed and thrive.

We’re making a concerted effort this year 
at Commerce to do what we can to foster the 
success of small businesses. We’ve not only 
made some internal additions, but are also 
working with partners to help devise solutions 
for small businesses.

At Commerce, we’ve hired new staff in our 
small and existing business division. We’ve helped establish the 
Small Business Advisory Council, which will help determine and 
meet the needs of the state’s small business community.  We are 
also stepping up export assistance for small businesses. 

One of our newest initiatives we have to offer is the South 
Carolina Business Network, which can be found at SCBIZNet-
work.com. The network provides an avenue for connecting small 
businesses with other companies, large or small. It is also very 
convenient as it can be accessed 24 hours a day. The network also 
includes a calendar of relevant small business events, searchable by 
ZIP code, and a Q&A section where any small business question 
can be asked.

These and other programs will be critical in our efforts to aid 
small businesses in reaching success. We’re sure this year will be 
another great one for economic development across South Caro-
lina. We are working to make sure small businesses in cities and 
towns across the Palmetto State share in that success.

Robert M. Hitt III
S.C. Secretary of Commerce

Small business is big business in South Carolina. For many 
small business owners, running their shop is a full-time, round-
the-clock job. Pounding the pavement to find services that might 
be beneficial to them takes up time they could be spending im-
proving their bottom line.

With that in mind, this insert makes available services the S.C. 
Department of Commerce offers to small businesses across the 
state. At the heart of Commerce’s small business outreach efforts 
is the Small Business Development Office. In this special insert, 
you’ll learn more about the office and what resources are available 
to small businesses and those wanting to start one.

Want to connect with more customers 
in South Carolina? Read up on Commerce’s 
BuySC program. BuySC is designed to con-
nect South Carolina-based suppliers with 
potential customers in the state. Got an idea 
for a product or service, but not sure how to 
get financing to turn it into a business? Then 
check out the scoop on the Lender Match-
making program, which pairs entrepreneurs 
with both traditional banks and other lenders.

Many small businesses don’t realize just how much of a finan-
cial boon recycling can be to their operations. Here you’ll read 
about not only what our Recycling Market Development Office 
does, but also about successes stories from businesses in South 
Carolina.

Many small businesses focus on selling to customers in their 
immediate area, but Commerce can help a business reach markets 
in all corners of the world. The Export Services Program can pro-
vide guidance in a range of areas, from product export potential to 
market research on areas where a product might sell. The program 
provides a door to the world for small businesses.

Small businesses are critical to the economic success of South 
Carolina. We hope this insert will provide information that will 
help them find more success and continue to grow.

Amy E. Love
Editor

Letter from the Secretary of commerce Letter from the editor

A drive for success Help at your fingertips
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Small businesses needing advice and 
assistance in our state should head for 
one destination: The South Carolina 

Department of Commerce’s Small Business 
Development Office. 

And that service is now available 24 
hours a day through the South Carolina 
Business Network at SCBizNetwork.com. 
The service provides resources to small 
businesses and entrepreneurs who want to 
bring their business concepts to reality.

The Small Business Development Office, 
which maintains the innovative micro web-
site, connects new and existing businesses 
with a myriad of training and development 
programs and other resources to support 
growth and keep costs in check. The office 
focuses on:

•	 Existing Business Support
•	 Small Business and Entrepreneurial 

Development
•	 Export Development*
•	 Recycling Market Development*

existing Business Support 
For existing companies, business specialists 
are available to assist with specific needs, 
such as workforce development, regulatory 
assistance and export development. Other 
areas where support is available are sup-
plier/supply chain development, production 
and process improvements, emergency 
preparedness, recycling and finance.

Small Business in S.C.

the working definition for a small business: 

fewer than 50 employees.

95% of total employer firms, or 101,773 

employers, have fewer than 50 employees

45% of those working in employer firms, or 

649,357, are employed with firms of fewer 

than 50 employees

280,119 non-employer businesses  

(single-person enterprises) generate receipts 

of more than $10 billion

Source: S.C. Department of Commerce

Where business help begins
The Small Business Development Office and SCBIZNetwork.com

South Carolina  
Business Network 

(SCBiznetwork.com, a Small Business microsite): 
the network is a gateway to information and 
services relating to preparation, business opera-
tions, marketing and e-commerce, financial and 
accounting issues, human resources and occupa-
tional health and safety. Once basic information 
is entered, the website compiles a customized list 
of local resources. A calendar of business events 
and a Q&A section are also available.

Small Business  
Resource Guide

Designed as a comprehensive handbook of tools 
and resources to increase success, the guide 
lists and explains state, regional and local 
outlets with contact information. topics covered 
are: getting started; licenses, permits and 
regulations; financing; marketing; workforce 
development; and business operations.

The BuySC Program
this program is a buyer/supplier service that 
helps businesses connect with in-state sup-
pliers, buyers and service providers. On the 
Buyer side, Commerce staff meets with owners, 
purchasing agents and prime contractors to 
identify a detailed list of products and services 
needed. then qualified suppliers, vendors 
and contractors are matched with needs, and 
a list of South Carolina suppliers is given to 
the company. On the Supplier side, Commerce 
staff meet with companies and gather product 
and service information, which is stored in a 
database. the suppliers receive help identify-
ing potential customers among S.C. companies. 
Online request forms for buyers and suppliers 
are in the BuySC section of the SCBiznetwork.
com micro site.

The Small Business 
Regulatory Review 

Committee
Supported by Commerce, the Small Business 
Regulatory Review Committee is a watchdog for 
business on the effects of regulations. Sanctioned 
by the Legislature, the 11-member committee 
reviews all proposed regulations to determine 
whether they would be especially tough on small 
business. the committee is made up entirely of 
small business owners: five appointed by the 
governor and three each appointed by the Presi-
dent Pro tempore of the Senate and the Speaker 
of the house of Representatives.  If the proposal 
has an adverse impact, the agency proposing it is 
directed to prepare an economic impact study and 
look for other options.

The Small Business 
Advisory Council

the members of the council, all South Carolina 
small business resources providers, are the South 
Carolina Department of Commerce, u.S. Small 
Business Administration, the Small Business 
Development Center, u.S. Department of Agri-
culture, South Carolina Manufacturing extension 
Partnership and Michelin Development Corpora-
tion.  the council’s initiatives include establishing 
joint programs to help small business, improving 
outreach through technology, providing new 
business opportunities through BuySC and other 
programs, creating opportunities for small 
businesses and potential owners to meet with 
financial institutions one-on-one; and developing 
comprehensive statewide reporting metrics on 
small business successes.

* Information about the Small Business Development Office’s Export Development program is 
on Page 7 and Recycling Market Development is explained on Page 8.

Small Business and Entrepreneurial Development
New and growing businesses can receive individual counseling. The assistance includes 

one-on-one support to guide them to resources for business planning, finance, workforce, 
marketing, regulations and other issues. Sources of assistance include:
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ong-time real estate developer 
David Norton is looking for 
capital to build a pub in one of 
his commercial buildings. After 
38 years in real estate, Norton has 

seen a decline in the commercial real estate 
industry. 

Development costs are rising while 
property values are declining, he observes, 
adding that capital has dried up for many 
real estate development projects, too. 

“I’ve used a lot of my savings. I‘ve used a 
lot of my IRA to keep things going. I’m 63. 
Who’s going to hire me?” Norton said. 

But Norton is betting there is a match 
made in funding heaven for him out there. 
So he, along with70 other hopefuls, at-
tended the business-lender matchmaking 
event organized by the S.C. Department of 
Commerce in Greenville. Each had exactly 
15 minutes to pitch a business plan to 
potential lenders. As in speed dating, once 
time was up a bell rang and participants 
moved to pitch to another lender. 

Ted Campbell of the Existing Industry 
Program at the S.C. Department of Com-
merce says he understands that business 
owners seeking capital are caught in a 
tougher environment. “With the econ-
omy and regulations, many companies 
know that the game has changed,” he says. 

Lending became scarce during the 
recession. Loans and leases held by South 
Carolina-based banks have been cut in 
half since 2009, according to data from the 
Federal Deposit Insurance Corporation. As 
of Dec. 31, banks headquartered in South 
Carolina held a combined $23.8 billion 
in leases and loans, nearly identical to the 
amount reported 10 years ago, but down 
from $40.5 billion at the end of 2009. Assets 
have also been cut – from $56.7 billion to 
$37.5 billion – as banks rid their books of 
problem loans and foreclosed real estate. 

Even popular government-backed lend-
ing has begun to subside. The U.S. Small 
Business Administration reported nearly 
$34.95 million borrowed in South Carolina 
under its 7(a) loan program during the 
quarter ending Dec. 31. That’s down 64% 
from $97.2 million during the prior-year 
quarter. Banks approved 69 loans during the 
quarter, down from 116, the SBA reported. 

But based on FDIC data, South Caroli-
na’s banks returned to collective profitability 
at the end of 2011, after two years of losses. 
That could free up capital for lending. 

The Commerce Department partnered 
with the Federal Reserve Bank of Richmond 
to create the lender matchmaking program 
to help the state’s small businesses make the 
connections that could help them secure 
financing.  Other sponsors include the S.C. 
Bankers Association, the S.C. Chamber of 
Commerce, the S.C. Credit Union League, 
the S.C. Small Business Development 
Centers, National Federation of Indepen-
dent Businesses, the U.S. Small Business 
Administration and the U.S. Department of 
Agriculture. 

Campbell says, “We can help busi-
nesses learn about other types of loans out 
there.” That’s why banks weren’t the only 
lenders present at the matchmaking event. 
The Commerce Department also recruited 

available from SCORE and the state’s CPA 
association. Representatives from the S.C. 
Small Business Development Centers were 
helping participants improve business 
plans, said State Director Michele Abraham. 
They also helped participants identify new 
markets and uses for their products, or 
assisted with identifying sources of capital 
other than bank loans. 

“We helped South Carolina companies 
get more than $1 billion in contracts with 
the government last year,” Abraham said. 
“They may be landscaping or making lin-
ens. The government needs a lot of services, 
and we can help businesses go through the 
steps to get those contracts.” 

Chuck Bundy, the Commerce 
Department’s deputy director of Small 
Business and Existing Industry says the 
lender matchmaking event even helps 
businesses that don’t yet exist. “I talked to 
someone who came in wondering if his idea 
was sound enough to turn into a business 
who left convinced he could get financing 
from at least four potential lenders.”  

In addition to the introductions to 
potential lenders, Bundy maintains that the 

feedback about how to tweak a business 
plan, marketing efforts or a management 

team is invaluable to participants.  
“I’m hearing ‘no’ (from bankers) but 

they are giving me directions on talking to 
other people,” said Cathy Talley, who plans 
to adjust her business plan according to 
lenders’ suggestions. 

Talley wants to open a barbershop and 
day spa for men in downtown Spartan-
burg. She’s been pursuing her dream of 
becoming a business owner since she  
lost her job when Tyco Electronics closed 
its Spartanburg manufacturing plant in 
2007. 

Campbell says, “The sessions helped to 
educate people on some of the mechanics 
on how startups can raise capital. On the 
flip side, established businesses learned  
about relationships and how a bank will 
become part of your business through the 
ups and downs of the economy.”  

Bottom line, says Campbell: “The mes-
sage was that money is out there for good 
projects; and there are resources available to 
help businesses prepare for funding.”  

The next lender matchmaking event was 
scheduled for Rock Hill earlier in May, with 
future dates for Charleston in September 
and Florence in November. •

“We helped South 

carolina companies get 

more than $1 billion 

in contracts with the 

government last year.”

michele abraham
director, S.C. Small Business Development Center

credit unions and micro-loan programs like 
Appalachian Development Corporation, 
Michelin Development Company and the 
Greenville Housing Fund to hear pitches. 

The day-long event began with a panel 
discussion featuring representatives from a 
range of lenders speaking about accessing 
capital and understanding lenders’ perspec-
tives. Another panel discussion highlighted 
small business owners on overcoming barri-
ers during the recession. 

Afterward, participants could sign up for 
15-minute time slots with as many lenders as 
they could fit into a two-and-a-half-hour ses-
sion. The slots were first come, first served. 
In one hour, a borrower could meet four 
potential business partners, and a banker 
could meet four potential customers. 

Small business counselors were also 

L
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It’s hard to imagine that a business that 
prides itself on providing excellent 
customer service and offering high-

quality parts at competitive prices could 
ever falter. But thanks to the downturn in 
the automotive industry, Columbia Tool & 
Die’s customer base was shrinking. 

Stephen King, general manager of the 
Columbia Group, says, “The company was 
losing ground because of the economic 
recession. Our technology and expert 
workforce could not survive without new 
customers in new industries.” 

Close to laying off several employees, 
Columbia Tool & Die sought out 
the support of the state’s group of 
manufacturing specialists, the South 
Carolina Manufacturing Extension 
Partnership (SCMEP). After consultations 
and strategic planning, “monthly sales 
increased and Columbia Tool & Die was 
able to save jobs,” King said. 

A major part of that turnaround was 
realized when Columbia Tool & Die added 
Boeing to its stable of clients. Chuck Bundy, 

deputy director of Small Business and 
Existing Industry at the S.C. Department of 
Commerce, says this connection was made 
through the BuySC program, which helps 
link suppliers of goods and services with 
potential customers within the state.  

“Once the company decided they 
wanted to go after the aviation business 
and became AS9100 certified (an aviation 
quality requirement for companies), Boeing 
agreed to ‘showcase’ them in a 30-minute 
Webex exchange,” says Bundy. “Columbia 
Tool & Die presented to Boeing through 
BuySC and ultimately qualified as a supplier 
of perishable tooling for Boeing’s facility in 
South Carolina.”  

“We diversified and grew our customer 
base, developed new industries, and also 
achieved AS9100 certification,” King said. 

The BuySC program’s team uses a 
comprehensive network to match a 
company’s needs with in-state resources. 
Bundy says they are trying to provide a 
targeted locator service to help companies 
control costs and delivery times in order to 

be more competitive in today’s economy.  
Bundy explains that in some cases 

businesses call looking for something 
specific such as a supplier to make 
industrial bags or machined engine parts. 
“Or they are looking at doing more sourcing 
closer to home, and sharing with us some 
of those key parts, which were previously 
coming from China or Mexico,” he says. 
“Likewise, on the supplier side, we have 
suppliers who call, looking for business with 
a new announced project, or expansion.  
Sometimes they call wanting help with 
an introduction to an original equipment 
manufacturer (OEM), or another 1st tier, or 
2nd tier, supplier, just to get more business 
or increase utilization of excess capacity.” 

Bundy says both buyers and suppliers 
are encouraged to add their requests 
or company information to the BuySC 
program’s database online. There is no 
charge for the service. Bundy notes that 
the BuySC program helped Nephron 
Pharmaceuticals Corporation, a recent 
announcement for Lexington, S.C., capture 
potential suppliers for both construction 
contracting and future operational needs.  

“The success of small and diverse 
businesses is important to strengthen the 
local, regional and global economy,” says 
Ray Healy, production engineering director 
for Boeing South Carolina. “Columbia 
Tool & Die was part of the Boeing 
showcase in September 2011, which is a 
successful collaboration between Boeing, 
South Carolina Manufacturing Extension 
Partnership and the South Carolina 
Department of Commerce. Through this 
process, qualifying small businesses have 
a great opportunity to showcase their 
capabilities and establish a direct line of 
communication with Boeing.” 

Says Bundy: “We are just trying to make 
mutually beneficial matches for South 
Carolina companies.” •

WHy it pAyS to

Buy LocaL 
buySc progrAM connectS SupplierS WitH cuStoMerS WitHin tHe StAte 

Columbia Tool & Die was able to save jobs at its West Columbia plant when it 
secured work for Boeing through the BuySC program.
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You don’t need to have annual rev-
enues in the millions, or employ hun-
dreds of people to get into  the export 

business. Just ask Marilyn Becker, president 
of Transfer Point, Inc., a Columbia-based 
immune supplement distributor. With only 
four employees, Transfer Point exported 
$600,000 in products in 2011 to several 
countries in Europe and Asia. That’s an 
increase of 15 percent over the prior year. 

To make the connection with a major 
distributor in South Korea, Becker says, 
“The U.S. Department of Commerce and 
the S.C. Department of Commerce provid-
ed assistance with preparation for our visi-
tors, attended the meeting, and explained 
the various programs that the United States 
can offer exporters. Our visitors were quite 
impressed with their presence at the meet-
ing.” She adds, “I believe it added to our 
credibility.”  

Transfer Point was also a recipient of the 
State Trade and Export Promotion Pro-
gram (STEP) grant. STEP is a 3-year pilot 
trade and export initiative authorized by 
the Small Business Jobs Act of 2010 to help 
increase the number of small businesses 
that are exporting and to raise the value 
of exports for those currently exporting. 
Anita Patel, S.C. Department of Commerce 
International Trade specialist, says the STEP 

grant program provides small businesses 
with assistance to bridge the cultural divide 
including help setting up appointments 
with buyers in country and translation 
services.  

The South Carolina Department of 
Commerce Export Services Program also 
includes seminars and conferences offer-
ing trade guidance, evaluation of product 
export potential, determination of export 
prices, and market research to identify key 
foreign markets. 

Clarke Thompson, International Trade 
Director at the S.C. Department of Com-
merce, says the average business they’ve 
assisted has about 40 employees. “Those 
are the ones who often ask for expertise 
and help the most.” Thompson says small 
business owners typically have multiple 
duties running the company, handling sales 
and marketing efforts, and more. But larger 
businesses can use assistance, too, usually in 
logistics.  

Patel says exporting can benefit compa-
nies of all sizes. “Studies have shown that 
companies who export have higher produc-
tivity rates, pay better, give better benefits, 
experience faster growth, are less likely to 
go out of business than those companies 
who do not export,” she explains.  

And the opportunities are plentiful. 

An estimated 95 percent of the world’s 
customers and more than 70 percent of 
the world’s purchasing power are located 
outside the United States. Yet, less than one 
percent of America’s 30 million companies 
export – significantly lower than all other 
developed countries. And of U.S. companies 
that do export, 58 percent export to only 
one country. 

Thompson says he has not seen a small 
business owner get cut out of a sale or 
a market because of competition from 
a larger company. The key to successful 
exporting, rather, is in perceived quality of 
product and personal customer service. “We 
in the U.S. will do business with those we 
don’t know personally to make a sale,” notes 
Thompson, “The rest of the world isn’t like 
that. For example, in Latin America it may 
take a year to establish relationships before 
exporting can begin. In Asia, it may take 
two to three years. Personal attention to the 
customer is very important.” 

If a company isn’t quite ready to export, 
Thompson says they’ll be referred to other 
organizations for mentoring. But it’s worth 
going through the paces, Patel maintains, 
to have economic stability. “It’s like putting 
your eggs in several baskets. Companies 
that were exporting weathered the recession 
better than companies that didn’t.” •

SMAll buSineSSeS cAn (And SHould) be exporterS, too 

 Size DoeSn’t matter

that’s the total dollar value of exports in 2011 
to 198 countries, and is up 21 percent from 2010.

By market Share (deStination)
Germany .........................................16%
canada ............................................15%
china ...............................................12%
mexico ..............................................7%
United kingdom .................................6%
By VaLUe of ProdUctS
Vehicles ......................................... $8.1B
machinery ................................... $4.35B
rubber .......................................... $1.9B
electrical machinery ........................ $1.5B
Plastic ........................................... $1.2B

toP 5 in 2011S.C. ExportS | BY THe NuMBeRS
$24.69B

percentage customers 
located outside the U.S.

percentage of purchasing 
power outside the U.S.

percentage of U.S. 
companies that export

70% >1%95%
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booSt tHe bottoM line 

By recycLing 
Pssst, business owners. Want to find an 

easy way to boost your bottom line? 
Check your trash.  

Chantal Fryer, senior manager of 
Recycling Market Development at the S.C 
Department of Commerce notes businesses 
that recycle can realize significant cost 
savings by avoiding disposal costs. Fryer 
explains that is what occurs when a business 
diverts materials from the trash bin to the 
recycling bin.  “Companies can usually 
find a recycling budget within their current 
waste budget – it’s just a matter of moving 
dollars from the trash disposal to the 
recycling line item. When compared to the 
cost for trash, recycling services usually cost 
less,” she says. 

Fryer says small businesses in South 
Carolina have the most to gain by recycling. 
“Small businesses are always struggling to 

operate more efficiently and with lower 
costs, striving to operate leaner, meaner, 
and cleaner,” she says. Recycling helps 
with those goals. “Switching from waste 
management to recycling their materials is 
a smart solution to effectively operate in the 
current business environment,” she says. 

But don’t just take her word for it. 
In the restaurant business, for example, 
Drunken Jacks & Inlet Affairs in Murrells 
Inlet saved at least $200 per month by 
recycling with Fisher Recycling instead 
of putting their waste in the trash bin. 
Fisher asserts that recycling reduces 
the frequency of Dumpster pulls, and a 
commingled collection means that all 
glass, plastic, aluminum and tin from the 
restaurant can be placed in the same bin, 
saving time and organizational space, in 
addition to costs. 

Cooper Standard Automotive in 
Spartanburg increased its recycling rate 
from 40 percent to 78 percent of all its 
waste. By finding a vendor for most of 
the company’s plastic waste, the diversion 
resulted in a $49,300 per year cost savings 
and prevented 1,356,000 pounds of material 
from going to a landfill.  

In the Midlands, Select Comfort went 
from spending $8,000 a month on landfill 
fees to making $2,800 in revenues from 
recycling its cardboard, textiles, and other 
office materials -- a $10,800 per month net 
change in cash flow. 

Fryer says there is no rule of thumb on 
how much a business can save by recycling 
since it varies with the type of establishment 

and the service provider’s fees as compared 
to waste disposal costs. She does say that 
municipal solid waste disposal costs can 
range from an average of $36 to a high of 
$66 a ton.   

“Each company has to look at their 
waste and decide what is recyclable and 
has markets close by and what is more of 
a challenge to get recycled,” Fryer advises. 
Businesses can go to the Department of 
Commerce website or call for a directory of 
recyclers in their area. 

According to DHEC, South Carolina 
recycled 8 million tons of waste between 
2003 and 2011, with a current recycling rate 
of 27.1 percent. Which means there is room 
to improve as well as help boost the state’s 
economy.

Recycling creates employment 
opportunities, which range from low-skilled 
work such as sorting materials to medium- 
and high-skilled jobs including collection, 
materials handling and processing to 
manufacturing products. 

But Fryer says many businesses would 
be surprised to find out how many “cool 
products” are made from recycled material. 
“The bottle you recycle today can become a 
T-shirt tomorrow from a Carolinas-based 
supply chain,” she points out. SustainTex is 
one such company that is making T-shirts 
from recycled PET bottles. “Jack Miller 
from SustainTex is an entrepreneur who 
contacted Commerce about his product 
and we have helped with supply chain and 
marketing,” Fryer says, “So recycling is easy 
to do and it’s important.” •

Recently, Commerce staff helped an 
Aiken waste hauler, Dumpster Depot, 
change its business model to include re-
cycling services. According to Norman 

Dunagan, CeO of Dumpster Depot, “For 
ten years my company has been operat-
ing on the paradigm ‘bury it in the land-
fill.’” Then Dunagan met Chantal Fryer 
of the Recycling Market Development 
team at the Department of Commerce. 
Dunagan says Fryer assisted by connect-
ing Dumpster Depot with other recycling 
businesses that could help divert waste 
away from the landfill and back into 
South Carolina’s economy.  

Fryer’s assistance didn’t stop there. 

Dunagan says she continues to provide 
his team with information and online 
resources Commerce offers small busi-
nesses, as well as sending updates via 
email of networking opportunities with 
like-minded businesses in the state.  

The Dumpster Depot set a goal of 
diverting 1 million pounds of waste 
in its first year. Says Dunagan: “With 
Chantal’s help, our Greenworks service 
diverted more than 4 million pounds 
away from South Carolina’s landfills.” 

Paper  ................. 31%
Food Scraps  ........ 13%
Yard Trimmings .... 13%
Plastics  ............... 12%
Wood  ................... 7%
Ferrous  ................ 6%
Glass  .................... 5%
Textiles  ................. 5%
Rubber & Leather  ... 3%
Other  ................... 2%
Aluminum  ............ 1%
Other Nonferrous  ... 1%
Misc. Inorganic  ..... 1%

aVeraGe LandfiLL By WeiGht


