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 QUOTES:

"During the slow season [...], let's really make more appointment time slots available and 

focus on making those bookings." — Anna Samodarov

"If these pieces aren't paying their rent, they don't get to stay here on the shelf." — Allison 

Howell

“...that's how business works, it's always a risk, you have to make these decisions and be 

okay with whatever happens.”  — Anna Samodarov

“One inquiry does not equal cash in the bank, right? Even if someone asks about it, that 

doesn't mean they were actually going to book it.” — Allison Howell

 

"You will not grow, you will burn out. You will hate what you're doing if you don't hire help, if 

you don't learn how to delegate." — Anna Samodarov

"If you insist on being there with them, then you become the bottleneck for your growth." — 

Allison Howell

"We didn't want to have what big box companies had. We wanted to be something 

completely different. So that was our focus." — Erica Trombetti

"Being a smaller rental company, every cup counts, every plate counts." — Erica Trombetti

"What was happening was we were using all of our profits to buy all of our inventory. And 

we got to the point where like, okay, we just can't anymore." — Erica Trombetti

The tricky part about it is if you just keep buying, then the things you currently own aren't 

going to rent, right? The hope is if you say no, that they actually rent something that you do 

own. But the risk is if they say no that they get what they want somewhere else. — Allison 

Howell



 

Episode Transcription 
 
Intro: Welcome back to the Trunk Show. I'm your host, Allison Howell, and I'm excited 
to share interviews from two different event rental professionals today who've faced 
risks, challenges, and the ever-present experience of learning as you go.  
 
The Trunk Show is brought to you by RW Elephant, mighty inventory management 
software designed to help you conquer the chaos in your event rental business and 
reclaim your creativity because the world needs more of the beautiful events and 
environments you create.  
 
We're going coast to coast today starting in Northern California with Memorable Events 
Rentals. Anna will share the trials she's experienced as a boutique event rental 
business owner, as well as the triumphs that make it all worth it. 
 
Anna: My name is Anna, and I run a rental business called Memorable Events Rentals.  
 
Allison: You're in Northern California, right?  
 
Anna: We're in northern California, yes.  
 
Allison: So, tell us about the regions you service.  
 
Anna: We're in what would be considered like Sacramento area. We go towards San 
Francisco areas like the Bay Area, Napa, Lake Tahoe, like closer to Nevada. We 
service those areas as well.  
 
Allison: Well, let's dive right into one of the challenges I know many event rental 
businesses face; seasonality. You're located there in the Northern California area, so 
what is your busy season?  
 
Anna: Our busy season I would say would be spring and fall.  
 
Allison: OK, so not as much in the heat of the summer and not in the winter months.  
 
Anna: Yeah. Correct. Not winter months. Summer, yeah. Definitely we still get 
weddings because I think thankfully because we do go towards Tahoe and Napa areas, 
those areas are perhaps not as hot usually as it is here so but definitely not as busy.  
 
Allison: What do you do to manage that seasonality? Is the cash flow the biggest issue 
in seasonality that you're facing?  
 
Anna: Yeah, that's definitely an issue. And I'm sure it is for many businesses and I feel 
like during the busy season, I'm not available as much to do any kind of promotional 
contact and focus on small events and all of that. So, once it's slower, I think then we 
can focus more on, okay, let's think of small events, events people host at home. And 



 

how can we reach out and target those clients for now? Because weddings are not as 
much happening as during the busy season.  
 
Allison: OK, so you're trying to get cash flow from smaller events or events that are 
more prominent during those off months. What about holidays? Are you doing a lot of 
holiday promotions or trying to get, sort of in-home events at holiday time?  
 
Anna: We actually did like a promotion and packages and a reel that focused on how 
that works, that it's like a pre-designed package for Thanksgiving and a predesigned 
package for Christmas and this is how. And honestly, it has not been such a big, big hit 
because people do use what they have at home. And we've had, it's not like that we 
haven't, but it wasn't like, okay, this is. This is big and this is helping us get through the 
season. And something else that I've noticed is when it is slower, making more 
availability for showroom appointments, because when people come in and plan and 
they're booking for their events, whether it's anniversary or a wedding, they are putting a 
deposit down, like half of their amount. So that helps as well. So really focusing and 
getting clients in.  
 
Allison: So even if you're not executing the events, you're focusing on booking those 
events.  
 
Anna: Exactly and I think that's when again during busy season I feel like our showroom 
appointments were not available as much because we're so busy; we still do showroom 
meetings but we’re like we're not as flexible because we are so hands-on and slow 
season it's like let's really make more appointment time slots available and focus on 
making those bookings.  
 
Allison: Right. The tricky part, though, in a seasonal business is that staffing piece, 
right? So, when you're really busy, you have to have a lot of staff on hand to execute 
the events. But in the slower season, it's sometimes hard to keep that staff on and to 
justify paying them. How do you juggle the staffing piece of the seasonality?  
 
Anna: So that is absolutely a struggle. So, I do have someone that is more permanent 
and stable. She's really essential and important, helping run everything. And then some 
of the other team members that I hire, they know going into this that this is seasonal. 
They’re part-time and hours will fluctuate. They can get a lot of hours during the 
weddings wedding season and they are aware we let them know up front that once it's 
off season there will not be as many. So, what we do is we technically those people we 
don't hire them as this is going to be a Monday to Friday 9-5 kind of a job. So, you know 
that these are the days and we'll let you know where we... so hiring, being transparent 
and letting people know how this business runs and you have. And some people are 
like, oh, you know this works great for me. For somebody who's maybe the main 
provider in the family, let's say, that would be a hard thing. But for somebody who is 
kind of getting away, making money, and they're okay with flexibility and all that. So, it 
just really depends but you to find those kinds of people.  
 



 

Allison: I know a lot of people find it's difficult to find dependable crew members who 
are in that position, right, to have that flexibility, but on the other hand, who are 
dependable for you. So is there a particular kind of pool of people or a referral base that 
you've gone to find that kind of labor market that has been dependable for you? 
 
Anna: Yes, so number one thing for me that I've noticed is going by referrals. I admit it's 
scary hiring through some kind of a big website or somebody puts in a resume and 
application, you know, nothing more. It is scary because we had a situation where I 
would be here with another girl until, you know, 4 a.m because we can't have things fall 
through. The weddings have to happen. Things have to get done. So, it would definitely 
be going based on referral.  
 
And I think what also helps is hiring some on-call. So, giving them a few projects here 
and there with no commitment, just on-call positions. And if you're seeing, I can really 
see this person is somebody that I would want to keep. Then you give them more hours 
and, and as somebody, you're like, okay, this is not somebody I can really depend on, 
your kind of slowly weed them out.  
 
Allison: No, that's interesting that you bring up the idea of on-call, because I think that 
is something that is really often used in the restaurant industry and in retail, especially 
when you're first starting out in a position, is that you get these on-call shifts, right? That 
you kind of don't get a very stable schedule at first. But in rentals, sometimes we feel 
desperate. Like, “oh, I need a bunch of guys for this weekend. And so I'm just going to 
promise them the world.” But if you can slowly add people to your crew with on-call 
shifts, then you have a little bit more flexibility to test people out, right? And then you 
give yourself a little but more margin to say, “OK, I'm going to schedule five people plus 
one on call in case something happens and I need them.” Right? You have that backup. 
And that gives you the ability to add somebody at the last minute if you need them.  
 
Anna: Yeah.  
 
Allison: Well, what other issues have you run into with a seasonal business besides 
cash flow and staffing? Are there other challenges that you've encountered because of 
the seasonality of your business?  
 
Anna: Yeah, I mean, of course, I don't know if this would be in the same category as it 
would be, you know, paying for your paying the rent for the business, like the location 
that we rent out.  
 
Allison: Right, your expenses stay the same in a lot of ways. There are a lot fixed 
expenses even when everything else is variable.  
 
Anna: Yeah, you have, you know, inventory loans and all of that and they don't say, 
well, you're a seasonal business so we're going to take these, take these away. So it's 
keeping everything, keeping everything running. So, it's just really. Budgeting, 
managing, and planning ahead.  



 

 
Allison: Do you see any benefits to having a seasonal business?  
 
Anna: It is a benefit because I feel like if it was always as busy, let's say how we are in 
May and October, uh, that would be tough. But then I think if it was always that busy, 
then that would allow to hire more permanent staff. So it gives a break. And even 
somebody from my team mentioned that, you know. “I kind of like this,” she said, 
“because, yes, it gets busy, but I know winter time, and then I don't really have to worry 
about requesting time off, and this is when I can travel.” And she's like, “I just budget for 
that, I plan for that and it works for me.”  
 
Allison: Yeah, and it seems like if you know that ahead of time going in, then you can 
keep that in mind. It's tricky, I think, for people who are in their first couple years in this 
business, and they have a really great spring, and they think, “oh, this is going to be 
fantastic!” And they don't budget and consider, “oh, this is not going to be the rest of my 
year.” Or then they have very lean winter and recognize, “oh, OK, this not how I need to 
set myself up for next year.” So having a few years under your belt really helps you 
recognize how you can be successful in the business in the long run.  
 
I know you've also found it challenging to be on the wheel of needing to always be 
buying new and fresh inventory and then have storage space for that inventory and then 
be buying new inventory to support the new cost of the storage and then have more 
storage to support the inventory, to buy new inventory to support the cost of the storage. 
Tell us a little bit more about that experience.  
 
Anna: Oh yeah, my husband and I were just talking about it this morning and he told 
me, he's like, “when do you think enough is enough?” And it's like, “I don't know if this 
applies to this industry.” For me, and I was telling him, I think it kind of depends what 
your goal is and like who you work with. You do get to a certain point of where you're 
like, okay, I have the basics, I have this and this is kind of where I want to stay. I don't 
want to invest anymore and that's okay too. And then there's other people like me. Who 
constantly be like, okay, oh, blue plates, oh green plates, orange plates, yeah, we can 
never get enough but when I do bring these in, it's, I always think classic and timeless 
because you can make a mistake with some trendy pieces or really think smart. Space 
again, because if you're buying more plates, you need more crates. And you need more 
warehouse. Need more warehouse space and such. And so just being smart about 
what pieces you can let go to make space for the newer pieces and just thinking about 
pricing.  
 
Allison: Yeah, it always comes down to that utilization, right? You've got to decide, “OK, 
if these pieces aren't paying their rent, they don't get to stay here on the shelf.” And that 
can be really tough, because you can easily say, “oh, I'm going to give them one more 
season,” right? To prove themselves. Or, “oh, I really like them, so I'm not going to get 
rid of them.” But at some point, you have to decide if it's really worth upgrading your 
warehouse, paying more in rent.Getting a larger space, just to store things that aren't 
moving, right? And so that utilization and having access to that kind of data and 



 

knowing what's actually making you money and what's not is really the key to answering 
that question, when is enough, enough?  
 
Anna: Yes. Absolutely. And I think, and you, you can, I think giving one more season, 
that's still a long period of time. What are you going to do? Where are you going to store 
things? Maybe you have not been promoting that item enough. So go ahead, maybe do 
some kind of a mock-up, promote it. And if it's still not working, then you just need to let 
it go.  
 
Allison: Oh, I know. Cut ties, man. That breakup is really hard to do, isn't it?  
 
Anna: Absolutely. It really is.  
 
Allison: Have you had any experiences where you got rid of some inventory, retired 
some inventory and then sort of immediately regretted it? Or conversely, got rid 
something and then immediately felt like, “ugh, that was the right thing to do. I'm so glad 
I did it” because it opened up new opportunities for you.  
 
Anna: Yeah, I think both. But one of them, it was very short. For example, you get rid of 
something and let's say it hasn't gone out in a year, it's just been sitting collecting dust 
and not paying rent. And then immediately someone emails and requires that specific 
thing. You know, and that's usually. But then you have to mentally say, okay, maybe 
one event, what are the chances anybody else is going to want this? So. Just kind of 
say that's how business works, it's always a risk, you have to make these decisions and 
be okay with whatever happens.  
 
Allison: One inquiry does not equal cash in the bank, right? Even if someone asks 
about it, that doesn't mean they were actually going to book it. And hopefully, you can 
turn that inquiry into a booking of something else you actually do have in stock, right? 
 
Anna: Absolutely.  
 
Allison: Well, let's talk about some triumphs. I know in this industry, especially as a 
creative entrepreneur, it can be really a big struggle to delegate and let go. How have 
you learned to hire help so that you can focus on more important things that only you 
can do in your event rental business?  
 
Anna: I'm the kind that it's like, I'm going to do it all. And then of course, there's not 
enough hours in a day. And I'm so thankful for my husband, my business partner. He is 
really good. He's been running other businesses. So, he had a lot more experience than 
me. And he is the one that said, look, sat me down and said, “You will not grow. You will 
burn out. You will hate what you're doing, if you don't hire help, if you don't learn how to 
delegate.”  
 
Allison: Such great advice! 
 



 

Anna: It is, I would love working in the back at organizing dishes. And he said, “well, it 
makes sense. There's a lot of people who can do that, but there's not a lot of people 
who can do the online stuff, meet with clients, show them. There's not lot of people who 
could do that. So, you need to,” and that's been some of the best advice, absolutely.  
 
Allison: Yeah, and so, obviously, you heard that advice and you took it to heart. But 
there are people who could do that and then try and then feel like, “oh, those people 
aren't doing it right.” How did you kind of get over that hurdle?  
 
Anna: So, when my husband told me that, and I think I was getting close to a burnout, 
so I was blessed to find someone who really, we clicked in relationship-wise, she 
figured things out, she had a lot of similarities to me. So, and again, it was just kind of 
like, “hey, here's like a little gig, help me here,” and then it's like, “wow, I like her, she 
really gets me.” And so, she went from that to really managing the place over the course 
of years we’ve been together. And so, as we hire these on calls and such so she's able 
to if I'm out working in a storefront, she's out in the back and she says “hey, you know 
so-and-so came in um, I don't know let's give this person a little time or Another person. 
Hey, we've given them some trials. Let's schedule them less. They're really not getting 
this.”  
 
Anna: So having that least you can have that one person that you can fully trust and 
rely on and they can manage those things. If I'm not working in the back a lot, if I'm here 
in the front doing other things, I can't see how things are going, who's making mistakes 
or who's not. So having that one key person that you can rely on, I think is so crucial.  
 
Allison: The second pair of eyes.  
 
Anna: Yes.  
 
Allison: Yeah, well, I'm glad you've been able to do that, because I think there are a lot 
of people who kind of shoot themselves in the foot by saying, “I have to be the one to 
check every order,” or “I have to be the one to deliver everything,” or I have to be at 
every set up. And that really prevents them from growing. And in rentals, one of the best 
things about this business is that your pieces can be in lots of places at one time 
making you money. But if you insist on being there with them, then you become the 
bottleneck for your growth, right?  
 
Anna: Absolutely.  
 
Allison: And so, part of the process is getting to a place where you can have systems in 
place and have people that you trust, and get to a point where you can delegate. 
Because if you can't do that, then you really prevent yourself from growing. And then 
you have a warehouse full of stuff that can't go out because you can’t be in all the 
places, right?  
 



 

Anna: Absolutely. And for us, if we have, you know, weddings that are let's say in the 
same weekend, if you're doing 15 different events and something's in Napa, 
something's on Tahoe, you have to have a team that you can rely on. There is no way 
you can do it by yourself or you're just going to do those one to two events and that's 
where it's at.  
 
Allison: And if you want to keep buying the blue plates and the green plates and the 
orange plates, you’ve got to be able to have them in 15 different places at once, right?  
 
Anna: Exactly. Exactly. And every type of business, you take risks. So even hiring 
somebody, taking a risk to trust them, it's just letting go and allowing yourself to risk. I 
think it's super important in any business.  
 
Allison: Well, and it seems like that's paid off for you.  
 
Anna: Yes, absolutely.  
 
Allison: Yeah. Well, and I'm sure there have been risks you've taken that haven't paid 
off, right?  
 
Anna: Oh, yeah. Oh, yeah.  
 
Allison: And that's why there are risks, right? Sometimes it works out and sometimes it 
doesn't. And obviously the goal is to have more ups than downs here, but knowing that 
you can't grow a business without taking some of those risks.  
 
Anna: And there will be good days and bad days. You know, it's just, that's just how it 
is. I have somebody else and I really try to stay in good relationships with other rental 
vendors in the area because I think that's super important to support each other and 
have somebody that called me once and she's like, “hey, so how many times were you 
thinking of selling the business this week?” Because there's those hard weeks, but you 
learn and you get up. You know, you don't get discouraged. That's just how life works.  
 
Allison: Well, I have one final question for you. What do you enjoy most about your 
rental adventures?  
 
Anna: I love sourcing the inventory and selecting and buying things. I think that is my 
absolute favorite.  
 
Allison: Well wonderful. Well, thank you so much, Anna. I'm so grateful that you shared 
your insight with us and some of your journey.  
 
Anna: This was lovely, thank you. Thanks for having me here.  
 
Allison: You’re welcome.  
 



 

Transition: Thank you Anna for encouraging us to persevere through the tough 
moments. We all need a reminder of why we do what we do—to create beauty. Next, 
we'll hear from an East Coast rental biz with its own set of challenges, some familiar, 
some not. Erica of La Affitto Rentals will peel back the curtain to show us how she deals 
with damages and built a business that prioritizes quality. 
 
Erica: My name is Erica Trombetti and I own La Affitto Rentals. It was started out of a 
need, so I have 10 years as a wedding planner and we were planning and looking for 
rentals that we just didn't have in our area and we just wanted to do something different 
and kind of curated and that's kind of how La Affitto was born... Was out of a need. So, 
we started to curate it and kind of blew up the last few years, which has been great. It's 
very different than wedding planning, being on the rental side of it. But for me, it's nice 
because all the planners know me. So, it's great to chat with them and communicate 
and they'll know like, just simple stuff, like, you know, orders and how many counts you 
need and kind being a planner too and having that connection was really helpful for us.  
 
Allison: And so, which, what regions do you serve?  
 
Erica: So we're just New England-based right now. So mostly in Newport. We've been 
tapping out into Boston and on the horizon is kind of going more to Vermont, Maine, 
Connecticut, New York. So that's in our goal plan to kind of branch out, but it's mostly 
Newport and Cape Cod, New England, kind of Massachusetts area.  
 
Allison: Got it. And so many planners who transition to rentals sort of add their rentals 
because they see the need. But sometimes they also do that because they feel like 
they've hit the ceiling on their own sort of scalability of their planning business. Did you 
feel that at all yourself, or was it really just you saw this need and you wanted to fill it?  
 
Erica: I would say I hit a top, right, with wedding planning. At that time, I'm 15 years in, 
and while I love it and had a great run, I felt that I needed something more and 
something different. And when we started the rental company, it was more like, I 
remember Ashley and I very vividly, it was June. And we were like, had no weddings, 
and we were, like, you know, “we have no weddings. What should we do? Like, we'll 
start a rental company.” I mean, not really, like realizing at all the back end of it. But, 
and like that just ignited another passion in me that I felt like wedding planning has 
topped. And during that time, I was working really hard to build my team. Ashley was 
one of them. We brought on Lisa, and we just brought on Nina. So the girls are so 
wonderful, they do such a great job. They're producing events that are magnificent and I 
am happy to take a step back. And by them letting me do that, I'm able to focus on La 
Affitto and I love that portion of it.  
 
Allison: Right. Well, and it seems like you really were able to harness the relationships 
you've built over the years in the industry as well, right? So you didn't just say, “oh, I'm 
going to do something totally different.” Instead, you said, “I have all these relationships 
with these planners and with other vendors” who are now referring you to their clients.  
 



 

Erica: Correct, exactly, and I think having that relationship, and we're really much like 
community here, and we're kind of small, and we did have a lot of relationships with 
clients, with venues even, where they were having, you know, La Affitto in their 
showroom for their clients, so really having those connections were super important on 
our growth, and it's really nice to have, and when I'm meeting with planners that are, if 
I'm trying to, you know, market La Affitto, I have a connection with them. I know what it's 
like to have your order not show up or missing or missing a crate or two or having the 
wrong thing and trying to fix it.  
 
Quality control too is super important to me. I don't know how other planners feel but 
how many times have you been on an event and you ordered this beautiful bar or it's 
broken or this beautiful flatware and it's kind of been damaged. So that was really 
important to me was to have quality control. And making sure we had something 
different in town. And honestly, we have big box rental companies in our area. We didn't 
want to have what they had. We wanted to be something completely different. So that 
was our focus.  
 
Allison: Well, let's talk about that some more because, you know, creating that quality 
is expensive. How do you make sure that you're providing that quality assurance, 
making sure that you're always providing every crate and that you are never delivering 
something that's damaged while also making it accessible? And not astronomically 
expensive. What's been the secret there for you?  
 
Erica: I would say all of those things happen, right? They've all happened to me. I've 
missed a crate once. I've missed a rack once. And I think for us, solution was getting it 
there on time and having local person kind of deliver it. Breakage has been really hard. 
Obviously, we all know that with glassware and stuff. And that's just kind of the reality of 
it. And I don't think we can get around it. But as far as quality control for silverware, it's 
super important to me, like I go through them sometimes and like you do have some 
wear and tear, but when it's so bad, you have to get rid of it. We also found this thing, 
this great cleaner for us that kind of cuts the tarnish off of it and that works and saves it 
from maybe like one or two, but that's kind of it.  
 
Allison: So do you have a backup staff that can sort of go out if a crate gets left 
behind? Or are you sort of always on call every weekend just in case? Or what do you 
do to create that margin for your business or make sure that there's always somebody 
who can save the day?  
 
Erica: Great, great question. So it's usually myself or we have another person that's in 
town that can handle it for us that has done it for us or our delivery drivers have gone 
and we've done pickups and the venues don't have our crates, they're missing, they 
don't know where they are. We're like, okay, we'll just come back the next day. So we 
have, this is our third season, so learning all this stuff has been so eye-opening where I 
know that when we start to grow and start to get us bigger staff, kind of what to look for, 
and hopefully I'll be able to end most of those on-call weekends. So that's goals, but for 
right now, it's like, “nope, it's me, they're calling me.”  



 

 
It only happened once last season where we forgot a whole crate, which was great once 
out of the season. And then our guy did help us and go and deliver it because we were 
local enough. That's another thing too. I don't know if, I know we had talked briefly about 
this, but finding a warehouse and a space like where that is, because we're so close to 
Newport that we got there in 15 minutes. It was easy. But if we were way out, it would 
take us longer, which other companies do have way out that's taking longer to get to us 
on the planner side.  
 
Allison: And that's the tricky thing about expansion, right? It seems like, “oh, well, I'm 
close enough. I could expand. I could service all these other areas.” But the risk is 
higher, right? The broader the service area, the riskier it is that you could have another 
crate. And then instead of it feeling like, “oh, that was a good deal,” you're paying a 
driver to take out one crate of glassware two hours.  
 
Erica: Exactly.  
 
Allison: Let's talk about those damages for a second. You mentioned breakage. Tell us 
your damage policy. Everybody's got a different one.  
 
Erica: Yes. So we are a damage waiver at the front end of contracting. So you do 8% 
on hand that just kind of covers it. We've had rental companies accidentally take our 
items, they just weren't sorted properly. We kind of, that was our first second year 
headaches, but now it seems to be working, knock on wood. Anything that kind of 
exceeds the damage waiver, then obviously we would try to collect payment after that. I 
mean, this has to be like 400 forks missing or damaged. That's just something that's not 
normal, but we do a percentage on the front end and that does cover us. Sometimes if 
things are like missing or if they're purposely taken by someone else and we can't 
retrieve it, that's not covered by the damage waiver. It's completely different and that's 
kind of its own price point for replacements for the crates and the product.  
 
Because I know everybody else feels the same way, crates are expensive. They're also 
a part of the product. They're not just there because. So that has also been in 
consideration in our contract. We haven't had to use it, which is great.  
 
But one thing I did learn last year, and I don't know if other people have felt this way and 
I'd love to hear everybody's thoughts on this, was we got asked to do a lot of styled 
shoots and a lot of promotional work. And it's so great. Until things were coming back 
damaged or missing or broken and we were doing it complimentary. So we initiated a 
security deposit and upon pickup and then upon pickup, they pay for it. And then upon 
return, once everything's accounted for, not damaged or broken, they would get the fully 
refundable deposit back. It was great to be a part of it, but when things were back like 
broken, missing, or damaged, it was kind of like, “Oh, man.” And being a smaller rental 
company, every, as I say, every cup counts, every plate counts, right? So we 
implemented that this year and that has been super helpful. 
 



 

Allison: Well, let's talk about replacements for a second. So obviously, when you're 
buying 400 cups at a time, you're getting one price. But then if you have to replace one, 
it's not always the same price. And you pay in shipping, and, and, and. So it doesn't 
cost the same to replace one cup as it does to buy the initial one. So are you replacing 
one at a time or are you waiting until you have to replace 20?  
 
Erica: Yeah, we're waiting until the end of the year. Hopefully, knock on wood, it's 
happened really well where at the end the year, we kind of do our year-end inventory. I 
get a count of everything so we have coming in for next year. What do I know just from 
previous years? What sells a lot? What should we maintain as counts and quality? So 
then I order. Some of our vendors require 100 minimum or 50 minimum. So we have to 
wait until we need a bulk of them. Knock on wood. I haven't gotten to the situation 
where we've lost a massive amount. I'm really gonna knock on wood a lot. 
 
Allison: Yeah. It seems like you're really hopeful in these situations.  
 
Erica: Everyone's like, yeah, wait, Erica, just wait. But it's okay. So yeah, we usually 
wait until the end of the year to do our final ordering and do bulk.  
 
Allison: Well, it seems like you're really realistic about the fact that you just kind of 
know something's coming, right? There's going to be damages. There's going to be a 
problem. There's going to be something around the corner. And honestly, I think that's a 
healthy perspective because sometimes we come into businesses like this with rose 
colored glasses and we think everything's gonna go like that first order where everything 
was perfect and everyone was super happy. And then we're surprised when there's 
breakage. Or we're offended when something's missing. Or we're upset when the 
groom throws the couch into the swimming pool.  
 
And I'm sure as a planner, you've seen everything under the sun, right? And it's not the 
bride's fault most of the time right, And the bride had no control over it, right. And the 
bride never anticipated it. But as a planner, you felt like, “oh, I saw the writing on the 
wall, right, like I knew this was going to happen because uncle so-and-so was like going 
to be a problem from the beginning,” 
 
So that's just the nature of what happens when a large group of people gets together 
and sometimes loses their minds. So, you know, you kind of have to anticipate like 
something's going to happen here. We have to sort of prep ourselves for those worst 
case scenarios, right. And so, as a business owner, you've got to have your sort of 
liability hat on all the time, right? Like, what would I do if we left a crate behind? What 
would I if 400 of my forks went missing and I need them for next weekend? What would 
do if? And so, besides knocking on wood, how are you preparing for those, for lack of a 
better word, worst case scenarios? 
 
Erica: You made a good point too. It's honestly contractually, I don't know if other 
people have been in the same situation where it's not the bride's fault that the catering 
department put your silverware with the other rental company and they took it. And then 



 

you try to recoup damages, and that's just like a whole other beast. And we've been in 
that situation before and it's like, whose fault is it? But the caterer is like, I didn't sign the 
contract, but then how do you have the, you know audacity to charge the client all of 
that missing, but they did sign the contract. So that is still something that's very murky, I 
feel like.  
 
And then as far as preparing for it, I kind of have an idea of how many events we can 
handle in a weekend or in a day, and I try to make sure that we have enough to service 
everybody. Our planners are very early on planners, and they're all securing their orders 
at least six months in advance which has been super helpful. 
 
Allison: How? 
 
Erica: I know, right? I know. Should I knock on wood again? You're gonna tell me this is 
not gonna happen? Is this not true? Anyway, I always know that we could have ordered 
more. We were in a situation where a client needed an extra course and we didn't have 
enough, but I did order for her and we got it in time. Like I was able to do that and they 
paid the difference, which was great. So knock on wood we have a good backing if we 
need stuff kind of fast. I honestly have never lost anything yet and then had to service. I 
know it will probably come one day, it just hasn't happened yet.  
 
Allison: Yeah, you mentioned sort of buying for a particular client in a situation where 
they wanted to add a course. Let's talk about scaling without sacrificing.  
 
Erica : Yes.  
 
Allison: It's hard to grow. It's hard to say no when clients want things and you don't 
have them. But it's also hard to say yes when you feel like, “OK, if I say yes to this, that 
means no to other things. Or I can't just keep saying yes, yes, yes, yes,” because if you 
just keep buying, buying, buying, you might not be able to service those people at the 
level that you want to. And the other side of that is, you know, you'll spend all your profit 
if you just keep buying, buying, buying to grow for growth's sake. So how have you 
balanced that as you've kind of had an explosive growth in the rental side? Talk to me 
about the pace of your scaling.  
 
Erica: Yeah, great question. So that happened early on. We had an incident where I 
had a client, a vendor reach out, wanted to purchase X, Y, and Z, was going to move 
forward. And I know we had a limited time of ordering production and quality control. So 
I went ahead and I ordered it and then they never moved forward. So, I learned that 
early, early on and to be kind of upfront about how long it takes to order if we don't have 
it. We can absolutely produce this for you, X, Y, and Z amount of a deposit. We take a 
higher deposit amount. I also was a very “yes, yes, yes,” and then I went into “no, no, 
no,” and you feel bad for saying “no, no, no,” then you're like, “oh no. No one's gonna 
wanna use you. You should go back to saying yes, yes, yes.” So I think that is just the 
cycle. Everyone kind of goes up and down in business and trying to feel what works 
best.  



 

 
So I have kind of experienced all the first and second year, I feel like. I have never 
ordered pieces without a contract and a deposit from that time because we sat on this 
inventory and we never sold it again. So that's something I would never do. And if it's 
kind of a custom, we were working on, you know, we have in-house inventory and we 
have custom inventory that we can order for you. You need a little bit of a lead time. So 
that's something that we have been open and honest, we need like four months, we can 
get this free if you want it. It's a different deposit. So that we did a few times moving 
forward. But yeah, that was a big lesson learned because what was happening was we 
were using all of our profits to buy all of our inventory. And we got to the point where 
like, “okay, we just can't anymore. This is what we have.” That was kind of a realization 
and I kind of noticed that on other rental company sites where they're like, we have 60 
quantity. That's it. Right? And that's what they had and that's okay to not have 500 
pieces. I had to really come to terms with that, that that's OK. And this is just kind of 
happening. I would say with the end of last year and this year being like, “it's OK that we 
only have 250. It's OK that this collection only has 200,” and be OK with that. So that 
was a lesson learned for sure.  
 
Allison: Well, the tricky part about it is if you just keep buying, then the things you 
currently own aren't going to rent, right? The hope is if you say no, that they actually 
rent something that you do own. But the risk is if they say no that they get what they 
want somewhere else, right?  
 
Erica: Correct.  
 
Allison: And yeah, that's the risk you're taking. But at the same time, if you just keep 
buying, they're still not renting the thing you already have.  
 
Erica: Correct, exactly.  
 
Allison: And you know you're putting yourself in a bit of a catch-22 because you're still 
spending money to make money instead of making money off of the asset you already 
have. In this business, that's what we want, right? We want to be making more and 
more money off of the things that we already have instead of having to chase more in 
order to get more. But that can be a trap, right, that we, in the rental world, it feels like 
you just have to keep buying the next thing in order to get more. But unless you're 
selling everything off, you know, every year, then you can't just, you can't keep up. 
 
Erica: It's so hard for planners too, wanting something new and fresh and specific, and I 
feel that way. I'm like, “okay, what else can we add to the inventory?” And I'm, like, 
“okay, we are really doing good right now. We should focus on how we can make more 
looks within our inventory.” So I feel like I'm going to start going in and doing what can 
we pair and making sure that when we are buying our next piece, it's kind of intuitive 
and curated to fit with at least five of our other pieces. So that was something that we're 
working on. Yes, because it's truthful. Like we could buy and buy. There's such a great 
variety in different designs and different events. Everybody's different. And you're right, 



 

you could get lost in just the buying, buying, buying, buying trying to get the new one. 
But if we try to focus and when we curate our inventory that if we can get at least five 
looks out of it with our already inventory in-house, I think that's a win for us. So we can 
service them different ways.  
 
Allison: Yeah, and there's something beautiful about constraints, right? There's 
something really interesting about practicing creativity with constraints and being able to 
say, “OK, here's what you have. Think about 10 ways to use this differently.” Instead of, 
“OK, I have no limits. I'm just going to create new things constantly.” There's something 
interesting about, you know, creating new out of what you already have.  
 
Well, tell me about some of the wins you've experienced as you've grown the La Affitto 
brand. What are you really proud of?  
 
Erica: I'm so proud of us. Our second season, we had 87 events, which I could not 
believe. I know everyone's like, wait until you hit 200. I'm like, 87 was good, but that was 
great. I am so proud of that. I'm so proud that We’ve built something. It's amazing to 
think that this was just idea and it came to life and we built something. When we started 
La Affitto and it's thriving, we have our ups and downs like everybody, nothing's ever 
perfect, but I can't believe that we built something that is something that people need or 
want. And our reaction from our planners and our community have been so great and 
just kind of keeping up with the moment. I think that's also keeping everything fresh and 
perspective back to our comment before about having different looks within your 
collection.  
 
And also, too, just like asking what they want next or what they're looking for and being 
a planner and having the girls on the Infinite side, it's nice to know what they are 
planning next, what they were seeing, what are they wanting, what are they needing. 
You know, our goals I think for the next few years is to kind of build our inventory to 
more than just plates and more just glassware. So kind of building upon that. And I think 
that's just also coming from a need in quality control and different looks. I don't know 
why, but you guys always have the first and we're always the last to have the new 
designs.  
 
Allison: You mean on the West Coast?  
 
Erica: On the West coast, yes. You guys are always the first.  
 
Allison : It's interesting. Things start on the coasts often and move in. But I don't know. 
Australia, New Zealand, they're pretty trendsetting, too.  
 
Erica : Yeah, we're at the end part of it. So I do follow a lot. I get inspired when we went 
and we did your conference, which was awesome. I met so many wonderful people and 
just so open, which is so nice because they never felt like competition. They felt like I 
can help you. You know, it was so great.  
 



 

Allison: Oh, good. I wanted to ask you about that, because I know you've attended 
professional conferences throughout the years as a planner. And we originally met 
when you started as an RW Elephant customer, client. But I was so glad to meet you in 
person when you came to Lend and Gather in Nashville. So what brought you to Lend 
and Gather? What brought you our rental-specific conference after having all this 
education in the event industry in general?  
 
Erica: Yeah, great question. You guys were more focused on rentals and was intimate, 
and I really loved the lineup and the speaking portions of it, and I thought everything 
that you presented did benefit my business in some way, shape, or form, and I love the 
intimacy of it. I've done a lot of conferences, mostly focused on planners and planning. 
Nothing ever rental. If it was a rental, I was not paying attention at that time when I did 
do our conferences. And I really enjoyed just the meet and greet and I became very 
friendly and unto like a, like, “Where did you get your silverware?” “I'll tell you.” And I 
was like, wow, this is so nice. This is great. Like we're not even in the same, they’re 
West coast or East coast, but they were so open and just sharing their secrets. And I 
loved it really. And I just started to look into going to some buying shows. So that's new 
on the horizon. 
 
Your conference was more educational where like conferencing that I go to now I think 
would be for buying and kind of what works best. So I loved that it was educational. I 
always looked for that in conferences. Some I've gone to and some I look for education. 
It was not that. It was just parties. And which was great. But I love having the education 
piece. I actually refer back to it. I have my little booklet in the drawer and I was talking 
like if I ever have a thought and I thought that we talked about it. I had just referenced it 
back when I talked to Jill. She was great, she was informative, and she gave me a 
bunch of tidbits and notes. I just referred back to it. Something that might not have 
clicked then, but as I grow, it's starting to click more. So no, I loved your conference. I 
thought it was great. I can't wait for the next one. I know you do every two years, right?   
 
Allison: Yeah, yeah. Well, I'm so glad you were there. I feel like it's such a valuable 
thing for people who do rentals, specialty rentals like you, to be able to be in the same 
room and talk about the challenges they've had and say, “what have you done in this 
situation?” Or “how do you solve this problem?” Or “you've got to hear this story,” and 
have other people say, “oh, my goodness, I can totally relate to that.” You know, 
because... You don't have people in your life who know what it's like to drive, you know, 
a van in the middle of the night to do a pickup at 3 a.m. Because the forks were missing 
and then somebody called you. I mean, like you get to relate to people in a different 
way. You know, your friends don't get it. Your family doesn't get it. Your other vendor 
friends don't get it. But now you have people all over the country who get it. 
 
Erica: And I'm so happy that you did something like that. As far as like you too, you 
branched out in different avenues of your RW Elephant and then now you do the 
conferencing and you have the software and you do the education. Like you are so 
much more to it and it's so nice to have someone like you to do all this and connect us 



 

all and do these educational things and do these podcasts. Because I don't feel like a lot 
of people are doing that or I don't know of. I know of you. 
 
Allison: The community is my favorite part. Well, Erica, thank you so much for sharing 
with us.  
 
Erica: Thank you.  
 
Outro: We may not have identical experiences, but we can all certainly relate to 
forgetting a crate. It is encouraging to hear how both of these women have overcome 
and grown even stronger businesses as a result of the challenges they've faced. Anna 
and Erica have learned from their trials and now have that knowledge in their back 
pockets.  
 
May you all also feel empowered by what you've endured and rejoice in every triumph. 
I'll look forward to sharing more stories of rental adventures with you again soon. Happy 
renting! 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 



 

RESOURCES: 
 

The RW Elephant mailing list features more event industry resources and happenings—
including announcements about new Trunk Show episodes! 

 
Learn what to do with an underperforming piece in your collection with RW’s Utilization 

& Liquidation Worksheet 
 

Learn what Erica learned at our conference by grabbing your spot for Lend & Gather 
Online!  

 
Join the Lend & Gather mailing list to be the first to hear about our next conference for 

boutique event rental business owners.  
 

THANK YOU TO OUR SPONSOR: 
 

RW Elephant: Mighty inventory management software designed to help you conquer 
chaos and reclaim your creativity! 

Website | Instagram 
 

AND OUR GUESTS: 
 

Erica Trombetti of La Affitto 
 

Website | Instagram  

 
 

Anna Samodarov of Memorable Events Rentals 
 

Website | Instagram | Facebook 
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