
Working with a Contract Manufacturer 
Outside Your Zip Code

R E S O U R C E

www.axenics.com



www.axenics.com

www.axenics.com

In the typical manufacturer/supplier arrangement, the two parties are often situated in close 
proximity to each other. In these cases, there are advantages for the manufacturer, including lower 
shipping costs, greater accessibility and potentially easier communication. That may seem difficult 
to replicate if your contract manufacturer is 1,000 miles — or more — away. However, using a 
supplier outside of your zip code is not only doable, it can even be a much better arrangement for all 
parties involved.

The question is, how do you find a contract manufacturer outside your zip code? How do you vet a 
potential partner and ensure that your needs will be met? 

Four-prong approach to customer satisfaction
Before you fire your first email or talk to your first client, you should have some values in place. 
These values should guide your goals and crystalize your commitment to customers. We developed a 
four-prong approach that has served us well with a broad range of customers. (in fact, it earned us a 
Supplier of the Year award from one of our valued customers.) We will put it to work for you, too.

QUALITY:  We always strive for 100%, and we come close to reaching it. Our 2017 Quality 
Rating was 99.74%. We maintain a culture and attitude of excellence in everything our 
employees do at all levels of the organization. Our commitment to giving our customers the 
highest quality has not gone unnoticed.

LEAD TIME: Time is money. We look for ways to give the best lead time possible, especially 
the ability to fulfill rush or urgent orders. We identify processes that could be holding you 
back and correct them.

PRICE: There is good value and then there is “cheap.” Our prices are strong and 
competitive but not to the point it means sacrificing quality.

RESPONSIVENESS: We are ready to react no matter which way the industry turns. This 
means keeping our ear to the ground and staying ahead of the game, ready to ramp up your 
program at a moment’s notice.

Show, don’t tell
Most marketing efforts work hard to tell prospective customers why they should choose you — and 
there’s a place for that. It is very effective. Marketing is a great tool for creating awareness and 
introducing your company. However, words mean nothing without actions behind them. So, once the 
introductions are out of the way, we put action behind the talk.

We don’t just tell you the ways we’re the better choice; we demonstrate it. Our engagements 
usually start with a single order — or a prototype order. Descriptions and explanations are great but 
they can’t tell the whole story. One order from us will give you the full picture. We want you to see 
our commitment to quality and service, let you hold our component or assembly in your hands, let 
you implement it and see it in action.
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Let us be the answer to your pain points
Every customer has a pain point. That’s what drives them to seek us out. Let’s discuss your pain 
points and allow us a chance to answer them. Typically, our clients have had trouble with lead 
time, cost or  responsiveness. Tell us where it hurts and give us the chance to make everything 
feel better.

Start a conversation
The best way to find out what anyone needs is to have a 
conversation with them. The most important part of that 
conversation, though, is listening. We are great listeners 
because we know that is the best way to get to know 
you and your needs. Jumping in and rattling on about 
how great we are really isn’t our style. We want to get 
to know you first.

As we become better acquainted with you, your 
company and your needs, the communication will 
naturally evolve and a relationship will develop. Even 
if we don’t get the account right away, we won’t give 
up on you. We’ll be here when you need us, ready, 
available, and responsive. 

Let the slow build happen
Once the lines of communication are open and maybe we’ve filled an order or two for you, you 
may decide to take the next step and make us a regular vendor. Or not yet — and that’s OK. 
We’re patient and we’ve found that patience often wins. Haste does not foster trust, especially 
when there are many miles that separate us. And we want your trust. We want our relationship 
with you to grow so we are willing to prove ourselves. Again, we show, don’t tell. We want you to 
experience our quality in product and service. As the relationship between us grows, so will the 
orders. 

We factor in all costs and keep it competitive
Cost is important; we get that. In order to give you the best possible deal, we will look at the 
areas where we can be cost competitive. It’s a trickle down effect. We have great suppliers who 
give us savings that we can pass on to you. Our goal is to keep our costs low without sacrificing 
quality. You can shop around and check out other vendors but you aren’t likely to find anyone 
more competitive than us in our core areas. Lean manufacturing is the name of the game and it is 
one of the best ways we keep our costs down. Our facility is set up so that most things are done 
in house. This cuts our costs significantly. The one-stop shop is the epitome of lean manufacturing 
and that is what you get when you choose us. Our goal is to get our own costs to the point where 
they are so competitive that we can pass on deep discounts to you. 
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We strive to be better than the “other guys”
Be better than the other guys. While this may seem like common sense, it is often lost or not 
given the weight that it should. As we get to know you, we will get to know your vendors (our 
competitors) as well. Then we will be able to use that knowledge to show you how we can offer 
you a better product, better service and better prices.

We understand that you have your suppliers already, so we have to be better and give you 
something that you aren’t already getting. We’ll ask you a couple questions to dig a little deeper. 
Have you outgrown your current supplier? Is your supplier overwhelmed by the demand? We will 
listen, observe, ask questions, then take it all in and use it to show you how we can provide a 
better solution.

We’ll keep the lines of 
communication open
Building and maintaining any relationship requires 
communication. We understand that when building 
a customer/vendor relationship, it is no different. 
Communication is key. We place great importance on 
being accessible, whether that means being able to 
travel to you to meet face to face or jumping on a 
conference call to discuss your needs. Technology has 
found multiple ways to bridge the gap that many miles 
can put between us. Skype, phone calls, messaging, 
email, video conferencing – there’s no excuse for not 
staying connected. And we promise to be accessible 
so we can stay connected to you. More than that, we 
promise to be proactive in communicating with you. 

Working with a contract manufacturer outside of your zip code can work. We understand it takes 
some work, and we are committed to giving you the best customer experience possible. We will 
always keep the lines of communication open and we won’t push or rush. We just want to be 
there for you and provide you one of the most rewarding customer experiences you can have. 
Accomplishing that, we grow from vendor to partner and that’s where the best work for us and the 
best results for you live. 

Contact us at 603-595-9939 or email sales@axenics.com

Learn more about the benefits of strategic 
outsourcing and working with a contract 
manufacturer.
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