
NORIBACHI
Hawthorne

BUSINESS: Custom LED manufacturer

FOUNDED: 2008

TWO-YEAR REVENUE GROWTH: 827 percent

2013 REVENUE: $10.2 million

� Responses from Chief Operating Officer
Esther M. Santos:

What did you do to achieve the 
company’s growth?
Two major factors for our company’s growth
stand out. One is that we apply a Bespoke
Engineered & Specifically Tailored (BEST)
methodology to all of our lighting solutions.
This custom approach allows us to engineer
products to customer specifications. The other
reason is that we have
chosen the right ISR/dis-
tributor partners to work
with. These partners
effectively educate poten-
tial customers about the
value of our BEST
approach and the benefit
of manufacturing in the
U.S., including smaller
lead times.

How did you manage the growing
workload? For example, did you
have to add space or move into 
new facilities?
To manage the growing workload, we added
staff. In three years, we have grown from
five to 53 employees. In 2015, we will be
moving into a new space three times the
size of our current space to accommodate
our growing staff and manufacturing
requirements.

What was the biggest challenge for
your staff?
Drinking out of a fire hose.

Do you plan on continuing a fast-
growth path or has the time come to
slow down a bit?
We are definitely continuing on this accelerat-
ed growth path.

What’s the most important lesson you’ve
learned over the last three years?
We are disrupting the 100-year-old lighting
industry with a new approach to custom light-
ing and distribution. We have learned to be as
positive as we can be about our products and
to be respectful of the competition.
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‘We are definitely
continuing on

this accelerated
growth path.’

ESTHER M. SANTOS,
NORIBACHI

AUDIOMICRO INC.
Sherman Oaks

BUSINESS: Digital audio products

FOUNDED: 2007

TWO-YEAR REVENUE GROWTH: 936 percent

2013 REVENUE: $5.4 million

� Responses from Chief Executive Ryan Born:

What did you do to
achieve the company’s
growth?
We went after a rapidly
growing market, built an
amazing team and outper-
formed our competition with
a better product, better serv-
ice and transparency with
our clients. We’ve been
heads down at this for close to seven years now
without taking our eyes off of the prize. We’ve
eliminated unnecessary distractions and focused
on our goal to be the leading music copyright
administrator for YouTube.

How did you manage the growing work-
load? For example, did you have to add
space or move into new facilities?
We hired the best people and let go of those that
did not perform as quickly as possible. At one
time we had 12 people working out of a 700-
square-foot office. We grew so quickly our land-
lord didn’t have space for us so we had to take
on a second suite on a different floor.  To this
day, we’re still operating out of two separate
suites in the same building. 

What was the biggest challenge for your
staff?
Learning to focus and eliminate distractions that
were not beneficial to our growth and bottom line.

Do you plan on continuing a fast-
growth path or has the time come to
slow down a bit?
Onward and upward. We’re just getting 
started here.  

What’s the most important lesson you’ve
learned over the last three years?
The second you feel that you should fire some-
one, do so. Keeping them around any longer is
simply delaying the inevitable. 
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‘We hired the best
people and let go of
those that did not

perform as quickly as
possible.’

RYAN BORN,
AUDIOMICRO INC.
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