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id you know we’re a billion-dollar industry and growing,
made up of tens of thousands of individual businesses
across the country. With the rapidly turning tide of
legalization, thousands more are joining every day to cash
in. Our horizons are laden with opportunities. But if we’re
to navigate the rocky paths to get there, we need to lift the fog. Who
are we? Head shops? Smoke shops? Contemporary tobacco?
61 years in existence and we’ve yet to even define that much. Where
are we going? How do we sustain the momentum we’ve worked so
hard to achieve? Join us this month as we start a two-part series
about where this whole industry started and where it’s headed! Don’t
miss it…page 62.
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N

othing in this world worth having is
easy --- unless you're talking about
the Easy Grinder, the world’s first
automatic herb grinder & dispenser.

The revolutionary device looks to be
straight out of a high-tech lab, but its
operation and function are as user-friendly as
they are effective. Simply push a button on
this battery-powered device and it evenly
mills your herbs in as little as three seconds
– the longer you press the button, the finer
your herbs become.

The Easy Grinder was nine months in
development because the makers wanted to
absolutely sure they had the product
functioning perfectly before it was released
to the public. While the initial designs were
sketched out by CEO Yaniv Nahon, engineers
in China perfected the look and operation.
continued on page 58
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MARIJUANANEWS

Legal marijuana is saving lives in Colorado

Marijuana legalization in Colorado led to a “reversal” of opiate
overdose deaths in that state, according to new research
published in the American Journal of Public Health.

After Colorado’s legalization of recreational cannabis sale and
use, opioid-related deaths decreased more than 6% in the following
2 years according to the research.
While numerous studies have shown an association between
medical marijuana legalization and opioid overdose deaths,
this report is one of the first to look at the impact of recreational
marijuana laws on opioid deaths.

Smokin Spoken

“If you have in your courtroom a federal prosecutor who is now
trying to convict someone for possession of medical marijuana,
there is only one criminal in your courtroom, and that is the prosecutor.” California Rep. Dana Rohrabacher referring to the federal
government’s possible crackdown on medical marijuana

Demand for marijuana is greater than ice cream

According to a report from Marijuana Business Daily, the total
demand for marijuana in the United States (including the black
market) is estimated to be $45-50 billion each year. Annual ice
cream sales are only $5.1 billion. Total recreational cannabis
sales in the U.S. at this estimate would also top movie ticket sales
($11.1 billion) and snacks like Doritos and Cheetos ($4.9 billion)
and Girl Scout Cookies ($776 million.)

The report says, “If the federal government legalized marijuana
nationwide, sales might start out at around that level but would
likely quickly rise as cannabis gained mainstream acceptance and
the market evolved.”

Of course, with increased marijuana usage comes an increase
in the munchies --- so rocky road, thin mints and Doritos could
again see a spike in sales.

The “not so” great escape

Sometimes you just get an urge you have to scratch --- even if
it’s hard to reach. According to ABC News, an Oklahoma Sheriff
reported two inmates – in jail for drug possession charges,
escaped by stealing a laundry room key and waiting for the jail
staff to leave their vicinity. After getting out of prison, the two men
went to visit their girlfriends and smoke some marijuana.
Afterwards, the pair voluntarily returned to the prison and were
placed on immediate lockdown. They may face additional charges
in connection with their escape.
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Teen drivers need crash course in
cannabis laws

There may be need for a new chapter in the driver’s education
handbook – a recently released study suggests many teens
believe driving while high is actually legal.

A third of the 2,800 teens surveyed by Liberty Mutual
Insurance and SADD (Students Against Destructive Decisions)
said that driving under the influence of cannabis is legal in states
with recreational marijuana legalization. Even more alarming,
more than 20 percent of teens reported that driving under the
influence was common among their friends.
Mom and dad could use a refresher course too --- 27 percent of
the 1,000 parents surveyed had the same notion as their kids
that driving while high was NOT against the law.

Personal Finance 420

Marijuana sales are booming. But you might wonder where
people are getting all their money to buy their smoke --- according
to a survey that examined the consumer habits of marijuana
purchasers in legal states, buyers are actually working it into their
monthly budgets.
The average legal buyer was found to spend $111 each month
on cannabis on 6.22 purchases. To make room in their finances,
27.6 percent of legal buyers said they spend more money on
marijuana than on eating out.

The survey authors point out that while the legalization of
recreational marijuana has pushed the average price down, it has
also pushed consumers - who now have more legal access than
ever before - to purchase more cannabis. In an article citing data
from Arcview Market Research, Business Insider writes that
recreational marijuana sales are expected to surpass medical
marijuana sales for the first time in 2019.

Higher education

Hoping to fill positions in marijuana testing labs, Northern
Michigan University is offering a medicinal plant chemistry
program — effectively, a major in marijuana. It's the first degree of
its kind at a four-year undergraduate college, CBS Detroit reports.
Students will take classes in chemistry, plant biology, and
business entrepreneurship, and complete a capstone research
project involving "experimental horticulture" and "instrumental
analysis of natural products," according to the Northern Michigan
University website. v
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Behind the Scenes continued

Easy Grinder's magnetic slide swing tip makes it easy for users
to quickly load, grind and dispense herb, but it also provides a way
to store their stash. When the battery is removed, the closed
chamber serves as compact transportable storage for up to 2.5
grams of herb.

Yet another bonus for users - at the bottom of the ceramic
coated non-stick blades is a “kief collector” that, after four or five
grinds, fills up with the smokable “caviar” of the flower.
The rechargeable Li-Ion battery can last five hours on a single
charge or enough for 300 grinds, and with the LED battery display
on the front of the unit, you’ll know when it’s time to plug in to the
included USB charging cable. No power – the detachable storage
case can be used as a manual grinder.

In doing their research, Easy Grinder found that there wasn't a
powered grinder on the market that worked – they ordered one to
test it and it actually broke down on its first use. Another thing they
discovered was that people were complaining how they had coffee
grinders at home, but nobody could take them anywhere because
its a big bulky item that requires being plugged in.
With flower seeing an increase in popularity as states continue
legalizing marijuana, it was the perfect opportunity for Easy
Grinder to get their foot in the door of this booming market.
Analyzing consumer feedback, Nahon came to the conclusion that
Easy Grinder was a product for which there was a great need.

So intent on having a quality product was Yaniv Nahon that he
traveled from the company’s Miami, Florida headquarters to China
where he opened his own manufacturing facility. Having the Easy
Grinder made in a controllable environment was important because
the pre-launch buzz was so great that the company wanted to be
sure they could fill every order and keep up with expected demand.
The Easy Grinder went through nine versions before it was
ready for its official unveiling. One reason that the device took so
long to perfect was that in China, it couldn't be tested with
cannabis because as Nahon points out, “In China, if they find you
with 'weed' they shoot you.” So, they initially tried it with dry tea
and tobacco before sending the samples to the U.S. where it could
tested with actual sticky cannabis.

Finally, with a product that met their strict requirements, the makers debuted the Easy Grinder at an industry trade show in Los
Angeles. “Everybody was talking about it. . . we were so busy taking
orders that it was insane,” Nahon recalls.
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The Easy Grinder officially hit the U.S. market in June of 2017,
retailing for $99.99.
continued on page 72
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ome glass artists are known for a specific style. Galen Sawatzky likes to mix
and match the different techniques that he's perfected in more than fifteen
years at the torch to create the most wildly imaginative pieces possible.

S

Originally from Vancouver, British Columbia, Galen, 29, started blowing glass
when he was only twelve, learning from his sister who lived in the states and clued
him in to the trends and new techniques within the pipe making community. Now
in Quebec, a province located in eastern Canada, Galen is stirring up the local scene
and quickly becoming a name sought by collectors in the Lower 48.

Many times, Galen will spend weeks doing prep work, such as creating a pile of
millis, and then with the structure of the piece in mind, whether a recycler or straight
tube, he'll fire up the torch and just let things evolve as they will.
continued on page 102
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We’re at the brink of something. And it’s massive.
e’re a billion-dollar industry
and growing, made up of
tens of thousands of individual businesses across
the country. With the rapidly turning tide of legalization, thousands
more are joining every day to cash in. Our
horizons are laden with opportunities. But if
we’re to navigate the rocky paths to get
there, we need to lift the fog. Who are we?
Head shops? Smoke shops? Contemporary
tobacco? 61 years in existence and we’ve
yet to even define that much. Where are we
going? How do we sustain the momentum
we’ve worked so hard to achieve?
Believe it or not, we’ve been here
before, albeit in a pre-digital era. Perhaps,
if we want to understand what’s ahead, we
should take a gander at what’s behind us.

It was Confucius who said,
“Study the past if you would
define the future.”

Few of us know the story of how head
shops came to dot the American landscape. Most of what we do know is conjecture shrouded in a haze of “he said, she
said,” and filed under “who gives a shit.”
Believe it or not, the industry wasn’t born
when the doors opened at the first
CHAMPS show, nor was it conceived when
Snodgrass first laid out his fumed pipes on
a Dead lot blanket, though these were pivotal moments that can’t be discounted.
Fortunately, Baltimore University
Professor and author, Joshua Davis did
give a shit, and took the time to catalog our
beginnings in his book, From Head Shops
to Whole Foods: The Rise and Fall of
Activist Entrepreneurs, as well as his
research essay, “The Business of Getting
High: head shops countercultural capitalism, and the marijuana legalization
movement.” He was also kind enough
to discuss his work over the phone
for a couple of hours on a recent
Friday afternoon.
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“The book [and the article] is about
activists and hippies who started small
businesses in the 60s and 70s. They wanted to advance their movement,” Davis
explains. “They wanted to create ‘free
spaces,’ basically places where people
could meet, where ‘longhairs’ and activists
could meet, places where they thought
they wouldn’t be harassed or just totally
demeaned by business owners and law
enforcement.”
Our story begins in the Haight Ashbury
district of San Francisco. The year was
1966. The Vietnam fiasco was at its zenith,
the counter-cultural revolution was taking
root across the country, and the increasingly bohemian Haight Ashbury was
becoming its incubator.

“It was amid this transition that Ron and
Jay Thelin opened the Psychedelic Shop at
1535 Haight Street,” Davis writes. As if to
intentionally pucker the hindquarters of
those involved in the current space, the
Thelins offered “a wide array of seemingly
incompatible goods,” each of them
“believed to heighten and enhance the
effects of both LSD and marijuana.” At the
time, there were no laws governing the
sale of paraphernalia for the Thelins to
break. In fact, and LSD was still legal in
California. It was open season.
Though business owners on paper, the
Thelins were more heart than head, and
prioritized the community they were there
to foster over their bottom line, perhaps to
a fault. When they lost a chunk of their
inventory to water damage from fire hoses
meant extinguish the blaze of an apartment that caught fire above them, the
Thelins didn’t replace it. Instead, they
opted to use the resulting extra space as a
place for meditation. Not long after, Davis
recounts in his essay, “The Thelins . . .
announced plans to incorporate the store
as a non-profit and sell shares on the
streets of the Haight for mere pennies.”
continued on page 78

“I am not part of the chain!”

It’s a reasonable disclaimer to interject, considering the nearby smoke shop empire with which she shares a name.

“I did not even know that there was a chain called Puff N Stuff when I opened this,” she qualifies. In truth, she has nothing to worry
about; it’s not the same name. Phonetically, it can be deceiving, but on paper, it’s a completely different grammatical structure.

To wit, “Puff n Stuff,” the handle by which the infamous chain identifies, consists of two objects: Puff, which denotes the devices
intended to accommodate inhalation and Stuff, the various accoutrements that enhance the associated lifestyle. Whereas, the
moniker chosen by Little Rock native, Denise Santa-Cruz, is “Puffin’ Stuff,” very clearly a statement of continuous action, a verb in
present participle side-by-side with it’s direct object. Aside from the fact that this is the nerdiest opener ever to grace the pages of HQ,
the takeaway here is that Denise isn’t just selling a lifestyle. She’s living it.
continued on page 74
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Behind the Scenes continued

Positive reviews have been written about Easy Grinder by High
Times and Cannabis Now magazines. Marijuana.com called Easy
Grinder “a great investment for the connoisseur roller or an ideal
gift for the 'Sharper Image' smoker in your life that must try all
marijuana-related technology that looks like it could be sold at an
Apple Store. Either way, whoever ends up with the device will have
a top of the line shredder.”
Not only is the Easy Grinder, a giant first step into the cannabis
industry for the company, which has big plans for the future, but
this first product offering has the ability to help people beyond the
everyday smoker.
Amazing feedback has come from people with Parkinson’s, for
instance, and who are really shaky or don't have power in their
hands to use a manual grinder.
“The Cannabis industry is focused on helping people,” Nahon
points out. “We're not just in this industry to make a dollar, but also
to improve people's lives.” O
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Easy Grinder
easygrinder.com
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first month, I did $154.” Suffice it to
say, she’s grown a bit since. “Now, I’m
buying four and five thousand dollars
worth of glass at a time. Still not as
big as the really big stores, but I’ve got
a lot more traffic these days, a lot
more people . . . so I just want to keep
the store full for them. Always.”

It’s also impressive considering the
era in which she’s operated her business, hands down, the most unpredictable and rapidly evolving period
since Haight Ashbury’s Psychedelic
Shop first hung its shingle in 1965.
When she first opened, the products
in demand were tubes, papers and
more tubes. “Now, it's artisanal
papers, wax this, titanium that, bucket this, scientific glass that, boro this
and Schott that, it's just like, whoa . .
. It's changed a TON in ten years.”

The name came about more or
less by accident, having been chosen
“on the fly,” after she was told by the
registrar’s office that her original
choice had been taken. “I can’t
remember what I had originally wanted,” she confesses. “I think it was
‘Shakedown Street.’”
Indeed, Shakedown Street, would
have been all the more appropriate,
especially in light of her genuine allegiance to the tie-dye flag—and to the
band, for whom it stands.

“I was actually in Chicago for the
Fare Thee Well Tour,” she reminisces
fondly, “It was a good one. My husband . . . has Jerry’s portrait tattooed
on him. It’s right next to the one he
has of Jesus. He says they’re brothers.” Hmmm. A beard, a message of
peace and love, and a following of
societal outcasts and rejects. He may
be onto something.
Puffin’ Stuff has now kept its doors
open for a decade, no small feat for
any upstart business, but especially
impressive, considering the humble
beginnings.
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“I started with $2,500 and a
dream,” Denise recounts. “I called
Glow and Chameleon . . . I spent my
$2,500 and I opened my doors. My
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It sounds overwhelming, but she
has a simple method for staying on
top of the trends. She listens. “The
kids come in and they tell me what's
going on . . . I would say 90% of what
I have in my store is because someone said, 'Hey, can you get this?'”

Staying ahead of the curve is crucial, but in a market where the competition has grown from a “handful” in
the entire city to “seven within a tenmile radius,” survival requires more
than an open ear. Not to fear; she’s
got this.
“For one, I don't subscribe to the
markup that other shops subscribe to
. . . you can go to their store and what
I’m selling for $20, they'll have priced
at $35, and . . . well that's not very
smart . . . that's why your glass doesn't move.” A shop, however, cannot be
sustained on price alone, which is
why she has drilled the importance of
customer service into her staff to the
point of nearly boring a hole through
them.

“Anybody that walks in that door,”
she tells them, “you treat them like
they're your best friend. That is the
only thing in the world that matters at
that time. As long as they're in the
store, they are YOUR WORLD. Keep in
mind, they may work for the DEA, but
they're your best friend.” O

Puffin’ Stuff

Little Rock, Arkansas

HQTips

It’s hard out there for a retail shop. You’ve got customers to serve, bills to pay, appearances to keep up, lights to keep on, vendors to
please, employees to please, and a whole host of other things to take care of that a humble trade publication like Headquest wouldn’t even
think of in an intro to a goofy piece like this. But what we can do is offer some suggestions to help gets folks into your store, buying things
and having fun. That’s the idea of this monthly column which will detail a handful of promotional sales ideas for your store. Consider them
a brainstorm—a place for jumping off into new ideas that will inject some life into your storefront. And let us know what you think. We’d
love to come up with some suggestions for a theme that makes sense to you.

1.
2.
3.
4.
5.

Hangover Sale (Jan. 1) — If you’re anything like us, you have a hangover right now. So just imagine how you’ll feel on New Year’s
Day. Now, imagine being the only store in town that’s handing out ibuprofen and Pedialyte. You’d shop at that store, wouldn’t
you? Of course! And your customers will appreciate it too. Think of it this way: you’ll be the considerate ones and the only game
in town. Bonus points for any creative sales you hold on this day. But frankly, the Pedialyte oughta do it.

Trivia Day (Jan. 4) — According to a possibly-reputable website where we found this information, “Robert L. Birch, Grand
PunScorpion of the Puns Corps created this day to raise our awareness of the significance of trivia in the development of human
curiosity, science, and fun.” We like the way Robert thinks, and your small business could benefit from taking a cue or two from
him. Hold trivia on the topics of your choosing and give gift certificates to the winners. Challenge smartypants customers to
come up with their own trivia. Sell trivia games to augment your usual products. There are a number of ways to make a little
money on Trivia Day. After all, if every subpar dive bar can do it, why not you?

Friday the 13th (Jan. 13) — Here’s a fun fact: this superstitious day happens 1-3 times per year. In 2017, it’ll go down in
January, and then again in the appropriately spooky month of October. A 13% off sale seems like the natural path here, maybe
while advertising those “positively scary” savings? But there are plenty of other ways to go as well. Perhaps a screening of any
number of the scary, Jason-led movies that bear this holiday’s name? Special discounts for anyone who shows up wearing a
hockey mask? We suggest you let your mind wander to the farthest reaches of Crystal Lake, see what it discovers.

Squirrel Appreciation Day (Jan. 21) — In Atlanta, there’s a group called The Squirrel Census. The group describes itself as
“an urban science and storytelling project focusing on the Eastern gray (Sciurus carolinensis), his pals, and his mortal enemies.
We have won awards. We have accepted congratulations. We have fist-fought people. We have made hats and t-shirts and videos
and music and posters. We have saved the planet. But we still have work to do.” Even after reading those words a few times,
we’re still not entirely sure what it means. But if they can do something as creative and weird as that with squirrels, we think
you could do the same with an in-store promotion. Best of luck.

Beer Can Appreciation Day (Jan. 24) — This one should be a given. Sure, anyone can “appreciation” a beer, har har, but here’s
a way to bring art, local business, and a slight buzz together. As craft beer becomes a growing trend in the United States (there
are more breweries—almost 5,000!—than ever before), almost every town has their local option. You’re probably thinking about
yours now. Maybe you’ve ever got a few! Why not partner with one of them that has great packaging? They’ll love the free
publicity that comes from the event (and will maybe even give you some free beer), your customers will enjoy having a drink while
they browse, and you’ll look like a genius. Now that’s the kind of appreciation we can get behind.
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The Great Divorce continued

Order in the store quickly unraveled as actual paying customers
became evermore scarce while the meditation room devolved into a
“crash pad” for burnouts. The business officially closed on October 6
of 1967. A pretend wake was held commemorate “the death of the
hippie” that included a procession down Haight Street of more than
80 activists carrying a mannequin in a cardboard coffin. It ended in an
all out looting of the shop, sanctioned by Ron Thelin.

But where they failed in business, the Thelins succeeded in fostering a national movement that doubled as an economic force, perhaps
unbeknownst to them at the time. Stores were springing up all over
the country offering similar spaces for the “longhairs,” as well as similar articles to accommodate their journeys. There was the Head Shop
in New York, New York, The Birmingham Balloon Company in Denton,
Texas, followed by dozens more in every major city. The Thelins were
wrong; the hippie wasn’t dead, just in dire need of a business course
or two.

The seventies saw exponential growth for the industry. “I think the
big thing about head shops—and what really changed about pot—is
that in the mid to late 70s, it became very, very commercial,” says
Davis. “Number one, High Times Magazine debuted in 1974 and it’s
instantly a major success . . . it becomes a venue for not only . . . pot,
but it also has all these ads and articles for and about head shops.
That is both symptom and cause. But just in general, pot becomes
more accepted. It’s being decriminalized . . . there were 12 or 13
states that decriminalized between 74 and 78.”
Compared to today’s standards, the 70s head shop was a literal
free-for-all, with items for anything from cannabis to coke being openly
sold with little repercussion. The industry was “wide open,” as one
industry professional recalled. Rumor has it that even Sears was in on
the action, featuring a water pipe for sale in at least one edition of
their catalog. It was also during this time that NORML came into existence, funding itself primarily from the proceeds of merchandise sold
in head shops.

America wasn’t ready.

“It is not accidental that under the Presidency of Jimmy Carter,
America has gone this far down the road toward becoming a nation of
pot-smoking zombies,” War on Drugs editor, Nora Hamerman wrote in
the Executive Intelligience Report in 1980. Indeed, many speculate
the Carter administration was on the verge of legalizing cannabis
before the Studio 54 incident of 1979, wherein his closest aids were
alleged to have snorted cocaine. Apples and oranges though these
substances may be, the scandal stopped the movement dead in its
tracks.

That same year, the DEA created the Model Drug Paraphernalia Act.
As Davis describes it, the act was “boiler plat legislation” the states
could easily adopt to crackdown on what the increasingly conservative
populace saw as a growing epidemic. The election of Reagan put the
final nail in the coffin of the possibility of legalization, while the states’
adaptation of the DEA’s Model Act became the catalyst for the industry’s ultimate divorce from the movement that had spawned it.
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Had activist like the Thelins still dominated the industry’s landscape, this chapter of our story may have had a different conclusion.
But as Davis previously noted, the 70s’ commercialization of the culture brought in a different strain of entrepreneurs who preferred the
bottom line over a higher cause. There were some exceptions, but for
better or for worse, most opted to live to fight another day, while others
preferred not to fight at all. The movement, if there was really one left
to speak of, went silent, giving way to the “Just Say No” decade. v
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Pulsar APX

1.855.234.4386
www.AFGDistribution.com • info@afgdistribution.com

What's that in my pocket, you ask? Well, I'll give you a hint: it's
only 3.5" but you're gonna beg me to let you wrap your lips around it.
It's Pulsar’s APX Wax, a mini powerhouse of combustion-free quartz
technology for the 710ers who understand that big taste can come
in small packages. Though short on body, it’s long on the draw and
even longer on battery life—and it’s available in seven styles.

Yocan Evolve Plus

www.YocanUSA.com • wholesale@YocanUSA.com

This pen may not burn any herb, but with a $50 MSRP it’ll sure as hell burn up
it’s spot on the shelf. A silicone-lined storage container in the base lets you take
your wax with you while the 1100mah battery means you can leave the provided
charger at home, which is exactly where the greenest of novices will feel with its
five-click familiarity. Kit includes extra dual quartz atomizer and dab tool.

Prohibited 5th Degree

1.800.626.5395 • www.glowindustries.com

Why burden yourself with tough choices? With the Prohibited 5th Degree’s interchangeable
components for wax and dry herb, you can have your bake and dab it too. Magnetic connections
make swapping between the dual quartz wax chamber and stainless-steel flower cartridge a
snap of threadless ease while the single button can whisk you through multiple temperatures
to dial in closer to that perfect flavor. Wax or dry herb? Yes.

Vapor Tech Dabster

480.634.4225 • info@vaportechusa.com •
www.vaportechusa.com

It’s a wax pen that includes a 650mah batter, two heating chambers,
a storage jar, a charger and a dabbing tool for a retail price of only 30
bucks. If the deal was any better, VaporTech would be paying you for it.

PAX 3

877.292.7660

•

www.grnln.com • wholesale@gnln.com

The Bentley of vaporizers now offers a hybrid model, and just like a Bentley, one test
drive is all you need to understand why discriminating customers will pay top dollar to own
one. The Pax 3 boasts all the sublime quality that put its namesake at the top and takes
the magic a step further with a wax chamber and a BlueTooth app for maximum precision
temperature control and more.

ATMOS JUMP

855.633.3244 • www.atmosrx.com • onlinewholesale@atmosrx.com
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Fight the power. Join the proletariat revolution and embrace the Atmos JUMP, an efficient, effective
dry herb vape streamlined for the everyman, both in price and simplicity. One button, one temperature
and one impressive cloud of mouth-watering, medical mist powered by a whopping 1200mah rechargeable
battery and practically priced to accommodate the factory workers who made it. Solidarity, dear comrades.

HQ TRADE MAGAZINE

DECEMBER 2017

DAVINCI IQ

877.292.7660
www.grnln.com • wholesale@gnln.com

If Pax is the Bentley of vaporizers, the Davinci is at least a Lexus. But with the IQ, they’re giving Pax a
serious run for their money—and they’re ringing every bell and blowing every whistle to do it. A 51-light grid
display, precision temp control and boost mode are all topped off by their Smart Path Technology that autoadjusts temperature to maximize every session. Oh, and the battery? It’s a beast. And it’s replaceable.

GPEN PRO

877.292.7660
www.grnln.com • wholesale@gnln.com

If the G Pen Pro’s price/value quotient isn’t a hands down gold medalist in the current
marketplace, it's at least in the top three. A removable silicone mouthpiece cover, three
optimal temperature pre-sets, a thirty second heat time, and enough cloud producing
capacity to house an entire family of harp-playing angels for only a Benjamin? Yes, please.

APX DRY

1.855.234.4386
www.AFGDistribution.com • info@afgdistribution.com

The APX Pulsar Dry packs in as much fun as a pack of Bubblicious with
almost as many color options. If the true convection ceramic chamber, 40
second heat time, 1600mah battery and five graduated heat levels aren’t
enough to move units at only 60 bucks a pop, the near-endless selection of
prefabbed personality statements should easily seal the deal.

Mighty Fast Herbal Infuser

844.344.6400
www.theherbalinfuser.com • support@theherbalinfuser.com

Let’s not pretend that this is the first home infusion model to come to market, but let’s at least
entertain the notion that this might be the best version yet. The Mighty Fast Herbal Infuser tweaks
the performance and functionality of the now-classic butter maker concept while dropping the price
by almost 30%, making it a formidable contender as the new standard for turning cuisine into cures.

The Source

Nate@extractcraft.com or colby@extractcraft.com www.extractcraft.com

Love extracts but can’t afford a Rosin Press? Before you start ducktaping butane cans to extraction tubes, consider the Source . . . Turbo. It's
a counter top appliance that perfects the quick wash extraction method
and allows you to reclaim up to 95% of the ethanol used. The improved
processing time, added Turbo Mode, altitude-specific tuning and Bluetoothenabled smartphone control app make the Source Turbo the best way to
improve concentration since Adderall.

DAB NINJA

1.800.626.5395 • www.glowindustries.com
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Why call it the Dab Ninja? Well, it doesn’t carry a sword, but it does offer
razor precision temperature control for dialing into choice terpene profiles. And
walking hot coals? This little wax warrior has a temperature range that goes all
the way up to 990 degrees and can reach dabbing temps in only 30 seconds.
Not to mention, it can hold temperature for hours. Speed, precision, agility,
endurance, heat tolerance; yup, it’s a ninja.
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HYER ENAIL

855.438.4937 • Gethyer.com • Sales@gethyer.com

The Hyer Big E isn’t just another e-nail; it’s a battery powered cyborg conversion kit for your rig,
a storage space, and a charging port for your electronics, all in one. The adjustable base means it
fits almost any rig while the 90-second heating time means you don’t have to wait. Oh, technology.
Sure, we could have colonized Mars, but aren’t you glad we have the Big E?

DUGOUT DYNASTY

763-370-4717 • 480-634-4225
dugoutdynasty.com • inventitvesinc@qwestoffice.net

No matter our political bent, we’re all ‘Mericans. And nothing says, “’Merica!” like the Dugout Dynasty
line, the all-American made aluminum dugouts that boast an eloquent design and superior functionality
with their locking top and built-in ashtray. Trump? Clinton? Aleppo guy? Doesn’t matter. As long as you’re
‘Merican, Dugout Dynasty has something for you with four sizes available in either nickel chrome or black
hard coat. ‘Merica!

NAIL CROWN FLOWER EDITION
844.278.9285 • www.Cruzculture.com

Alien claw? Chess piece from Teletubbyland? Nay. It’s the “Swiss Army Knife
of the industry,” a toolkit for the serious smoker comprehensive enough to make
a stoner Bob Vila proud. This silicone tower of smoker essentials includes everything you need from poker to grinder and everything between. You wouldn’t show
up on the jobsite without your toolbelt, so why would you show up to a smoke
session without the Nail Crown Flower Edition?

PenSimple

734.478.3031
www.getpensimple.com • Wholesale@getpensimple.com

Stop smoking cat hair. Wait, what? Who smokes cat hair? Anyone who’s knocked their
grinder off the coffee table, that’s who. The makers of PenSimple feel your pain, which is
why they developed this herb-mincing, self-dispensing wonder in the first place. Heartily
constructed from aircraft aluminum, the PenSimple is a manual grinder, portable storage
container and battery-powered herb dispenser all in one. Load, twist, dispense. It’s that
simple. It’s PenSimple.

Pulsar Silicone Nectar Collector

1.855.234.4386
www.AFGDistribution.com • info@afgdistribution.com

Silicone is all the rage these days and Pulsar says, “Rage on” with the RIP
Silicone Vapor Vessel, a product that’s almost as hot as its titanium tip after a dab
sesh. The platinum-cured silicone body breaks down into three pieces for handy
cleanup and the grade 2 titanium tip means you can torch-n-slurp to your heart’s
content. Available in six kickass colors.

Lifted Innovations (Build-A-Pipe)
765.237.8193 • www.Liftedinnovations.com
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Smoking is a grownup pastime, yes, but that doesn’t mean we can’t let our inner child join in the fun,
especially if he’s an “indoor” kid. Lifted Innovations empowers us to do just that with Build-a-Pipe, a
system of modular, 3D-printed water pipe components that can be pieced together in almost any configuration. Let your customers’ imaginations run wild with Build-a-Pipe and encourage repeat purchases by
staying stocked on all the accessories.
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Smokeey Ring

417.919.34930
www.smokeey.com • smokeey@dexso.com

Don’t let your customers lose another round of Call of Duty online just because some homeschooler was lining up his kill shot while they were reaching for their pre-roll. Sell them the Smokeey
Ring, the clip that keeps the grown-up gamers’ late-night focus-fuel exactly where it needs to be
(attached to his finger). It’s available in ten colors and comes in a retail-ready counter display for
the win.

PURR2GO

888.998.5822
www.purrsmoking.com • support@purrsmoking.com

Pürr2Go is a polycarbonate version of the classic hammer bubbler
that’s collapsible, highly portable and virtually unbreakable. Each unit comes complete with
a full pipe assembly, glass bowl and downstem, dab nail and a fabric carrying case for safe
and easy transport. All of this, combined with professionally branded packaging and a solid
price point, make the Pürr2Go a solid buy for any store where value is king and function is in
fashion.

710 STORE DAB TOYS

567.250.8059
Dabequipment@gmail.com • www.The710Store.com

Remember Sid from Toy Story? Well, he grew up, got off the prescription meds, and started
dabbing. Now he’s using those amazing “surgical” skills to keep the710store.com stocked with
some of the hottest e-nails this side of Andy’s house. Each doll stands 18” tall, is hand built in
Nevada to a higher standard than most home appliances, and tuned to be accurate within one
degree to take you to infinity and beyond.

HUNI BADGER

702.998.9536
www.hunibadger.com • Brian@hunibadger.com

No torch? Huni Badger doesn’t give a shit! Just turn it on, wait 15 seconds and
go at that nectar like you’re sipping a Slurpee on a hot summer day. The Huni
Badger was designed with flavor in mind, which is why the HuniTip is fully encased
in aerospace ceramic for maximum purity. It’s powered by rechargeable/replaceable 18650 Li-ion batteries and comes in a heavy-duty, waterproof case for convenient transport.

TOMMY CHONG SMOKE SWIPES
800.240.4990
www.chongswipes.com • orders@reviver.com

No matter how much you like to smoke, no one likes to show up to a meeting, family
function, church service, et al. smelling like the VIP room at a Snoop concert. Tommy
Chong has your solution with Tommy Chong’s Smoke Swipes, the miraculous reusable
wipes that eliminate cannabis, cigarette and cigar smoke instantly. 2 to 24-quantity packs
available. Not to be used internally (that’s what breath mints are for.)

STICKY BRICK LABS

828.399.0299 • www.stickybricklabs.com

Don’t throw your torch out just yet. It’s what you’ll need instead of a battery for the Sticky Brick
Vaporizer series. The Sticky Brick draws heat through the herb chamber of its magnetically locked
components to give the user a true convection vaporization experience with nary an outlet to be
found. Choose from the Sticky Brick Original, Sticky Brick Junior, or add some bubbles with the Hydro
Brick.
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“Glass is a diverse and
dynamic material to work
with,” Galen says, “. . .there
are so many possibilities.”
Galen's pieces have a
psychedelic feel, and it's no
coincidence that he draws
inspiration from the highs of
festival life. “I definitely like
to do trippy art,” he says,
“so I try to incorporate a lot
of my 'inner vision' into the
work.”
Of course, a piece can be
crazy-ass-eye-catching, but
if you can't smoke out of it,
it's nothing more than a
cool paperweight. “My main
draw in the beginning was
more towards the artistic
side and making something
fun to look at, but I'm a
smoker and I understand
the importance of functionality,” Galen says. “It's
always challenging, but it's
also humbling to be able to
find that center between art
and function.”
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Not only do Galen's pieces
works well but they're also
structurally sound, weighing
up to a few pounds. He's
careful to ensure that the
design can stand on its own
and that all the attachments
are secure. “All of the pieces
have extra connectors for
added support – it's like
building a bridge and how it's
intertwined together to create a really tall structure,”
Galen says.

“I really like to get into
the details – especially hidden details like stashing
millis in opals in places
where people won't initially
notice them,” Galen adds. “I
love being able to get lost in
a piece – from a distance,
you see the main structure
of a piece, but the closer
you get, the smaller and
smaller details you see.” v

Galen Sawatzky
@goolenglass

Tell them you saw it in HQ

have much of a formula to the writing, so it’s like, “Oh, this is something stupid I did again. I hope nobody’s sick of hearing me doing
dumb shit, ’cause that’s all I got.” And that’s still what makes me
excited to go perform. And like now, I’ll do nine shows at a club at
45 minutes, and by the end, I’m just sick of my own voice. I gotta
go get into some kind of trouble so I have something to talk about
next week.

Were you always a storyteller, or did that come with time?

While he’s quickly become a household name in standup comedy
circles, Kyle Kinane had to pay his dues like anyone else. In this
classic interview, the veteran funnyman explains how he got here.

You started doing comedy while you were at Columbia
College in Chicago, right?

Kyle Kinane: Yeah, I’d done one show at Zanies downtown. I
read somewhere in a newspaper they were having an open casting
call for comedy, so I did that. It was later at Columbia, about a year
later or so, that I saw somebody in my classes that I saw at the
comedy show. I was like, “Oh, hey.” I had no idea how comedy
worked, I didn’t know where you started or that you could just do it,
and so I saw that guy, who I still talk to. He said, “Oh yeah, there’s
open mics everywhere.” He told me about all these places to go,
and I started doing that, and that was ’99.

Early on, how did it go? Did things progress quickly?
Did you bomb a lot?

KK: I’d say a pretty steady average of both. There were enough
shows that gave me just enough hope to go keep doing this. “Let’s
see what happens next week, you got enough laughs, let’s see what
happens.” And then the next show would be a total embarrassment,
and make me wonder why I even thought I could get on the stage
and entertain somebody. And then the next show would be good,
and then the next one would be bad. So it was this constant battle,
and that’s why it’s still interesting. There’s still no guarantee that a
show will go well, so that’s why it’s still the best thing in the world.

Surely more of them are going well now, though, right?
KK: Yeah, the percentage is a little bit higher, but writing something new, especially if it’s not a formulaic—I mean, I don’t really
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KK: No, it’s definitely one of those things I think develops. You
gotta know how to write jokes, first and foremost. Some people are
just fantastic bullshitters from day one. Everybody knows those
guys—the ones in high school that you just wanna sit at a party and
listen to tell a story. What happened, I was more proficient in the
smartass department, so that’s how the comedy started. That, and
the weird observations, the more Hedberg-esque, oddball one-liner
observations. Especially when you start doing comedy, you’re only
getting five-minute sets. So, okay, I got jokes. I gotta write jokes for
five minutes. You’re focused on the shorter sets of your jokes. By
default, they’re shorter, you want to get them in there, you want to
get in as many laughs as you can in five minutes. When you’re
starting, that’s what you translate into success, is how many laughs
you get, as opposed to “Well, everybody listened to me for five
minutes.” With longer sets, I guess I gotta stretch out some more.
There’s a little bit more room to venture into stranger territories,
and what starts developing is stories. It’s been fun. I still love a
well-crafted joke. Twitter’s been great for that.

Is this a style you think you’ll stick to, or do you see
yourself moving away from that?

KK: Now that I headline, it allows me to do these things for 45
minutes. I just want to be cautious. Sometimes you see performers,
and I think they rely a little too heavily on their reputation. You’ll
see them just telling some story, and it’s like, “Despite who’s saying
this, it’s just a shit story. It’s just boring, it’s not funny.” And people,
I think, can get jaded thinking just because of who they are, somebody wants to hear it. And I hope I don’t get caught in that. I’m
hardly a known name, but I don’t want to go, like, “Oh, people call
me a storyteller comedian, let me just go up and just talk about my
day.” I don’t want that to happen. But I do have fun doing it. I’ve got
poison oak all over me, so I can tell them that tale.

Where do you want to take your career?

KK: I will welcome any kind of decent opportunity that comes
my way. There are some voiceover things that have come up that I
never particularly shot for, but the opportunity came up, and I’m
like, “Yeah I’ll give it a shot.” Just like the thing with the pilot with
Braunger, to act in that. I was like, “I don’t fancy myself an actor,
but why not? Why would I not?” You know, as long as I feel like I’m
not doing something that compromises any kind of beliefs or—I
mean, I don’t have any kind of reputation, but as long as I can go
to bed at night and I’m not doing a prank show, or tricking somebody
and being mean, then why not try these things? v
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