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Transcript:
(00:00) Once I bought my first boot company, I don't wear anybody but mine now. >> Thomas Gleason leads two of the most historic companies in cowboy boots. Olsson Stellzer Boot Company and Dixon Boot Company. The companies have made boots for presidents Truman, Eisenhower, and Hollywood elites like John Wayne, Dolly Parton, Hank Williams, Senior, Paty Klein, and countless others.
(00:19) He specializes in scaling these heritage brands by blending luxury custom craftsmanship with modern retail strategies. In unison with Olsen Stellzer, he works alongside a foundation called Boots for Warriors, which creates specialized footwear for injured veterans. >> How does the boot market compare to the shoe market? I'm assuming it's a much smaller niche.
(00:39) I don't have my finger on the pulse of a lot of the numbers. The industry is going to continue growing at a 8 to 10% annual rate. This is our competitive advantage. Our turnaround time is about 3 months, leaps and bounds ahead of the competition on that. A former finance chairman for the Republican Party of Texas, Gleon leverages his background as an oil and gas leader to drive growth in the historic boot industry.
(00:59) >> The boots for warriors, where does that come from? What's the mission? What are the goals? We've probably made a couple hundred pairs of boots for wounded warriors. It's worth every penny of it when you see they receive their boots. >> Let's just dig in. Uh oil and gas then. That seems like a good place to start.
(01:21) How did you get into that world? Um, obviously you had success with that because you were able to, you know, buy a boot company. On my dad's side of the family, I have some family that was in the oil and gas business for a long time. And so I learned a little bit about, you know, the very basics talking to him as a as you know, a middle school and high school kid.
(01:42) uh had an internship in college uh here in Dallas at Trit what was then Triton Energy that was run by the CEO was Jim Muscleman at the time and it was owned by Hicks Muse. So I did a summer internship there really liked it and um when I came back to Dallas after college u got a job in the oil business as a landman >> which you guys I'm sure either heard of or seen the show now that is absolutely ridiculous.
(02:08) It's nothing like what we do, but you know, it's Hollywood. So, um, so yeah, that was the early 2000s. And then in 2007, I started my own business, uh, after five or six years of working for a couple of other companies and saying, you know what, I can do this. So, started my company in '07, brokered landmen. So, what that means basically is your oil companies that are out doing drilling the wells, they have uh, what they call in-house landmen that work in their offices.
(02:36) But what I was doing was called a field landman. So I would basically go to courouses, travel, travel five, six days a week to courouses in the different counties where these companies were drilling and research title title work. So find out who owns the minerals, how many acres they own and go try to buy a lease off them.
(02:54) So I did that for a number of years and then my company's kind of morphed a little bit into a non-operated working interest investment company. It allows really small companies like mine to invest alongside your Exxons, your Continentals, your Shells, uh, and pay your share of the well that they're drilling. So, that makes it, uh, easy for the little guys to participate with the big guys.
(03:16) I can't do that in Texas and and many many other states, but you definitely can in Oklahoma. And it's popular. >> Forced pooling. >> Interesting. Thank you for that. >> It's there's a lot of very boring information related to it. >> I love that boring information. Right. Uh, that's great. >> Where the boots come in is, you know, I'm a fifth generation on my dad's side Texan and fourth generation, I think, on my mom's side.
(03:40) So, our families have been here a long time. And at least my age group growing up, you wore cowboy boots. You had cowboy boots. That was just Now, I didn't have a collection then or anything, but when I got to college, I started thinking, you know, I want to dress up. I want to have something more than just like a Redwing boot with scuffs all over it.
(03:56) I got my first pair as a gift of Luc Casey chocolate brown lizard skin boots and immediately I needed some black ones. So I got a black Lucasy lizard. And fast forward I would ask for on my birthday and for Christmas every year for a pair a new pair of Lucasy and that was all I would wear. Eight pairs, 10 pairs, 12 pairs, 15 pairs.
(04:18) I have now just under 50 pairs of Lucasy that collect dust because once I bought my first boot company, I don't wear anybody but mine now. So, I do have a lot of Luc Casey boots that are beautiful that are just sitting there and I dust them every once in a while. >> And the nature of cowboy boots is they last forever cuz all you do is change the soul out.
(04:33) >> If you buy a good brand, they do last forever. Yes, for sure. 75 80 pairs. And I started collecting some stuff that wasn't Luc Casey that I wasn't wearing, but I would just keep them in my collection. I think it was my mother and I think she said something along the lines of, "Thomas, you know, why don't you stop blowing all your money on boots and try to make some money on boots?" And I I've entrepreneurs on both sides of my family.
(04:57) So that was just kind of a thought that my mom came up with. And so I I thought, okay. So I found Olsen Stelzer Boot Company, which coincidentally was from Witchah Falls at this at that point. Started in Henrietta, Texas in 1900 and moved to Witchah Falls some decades later. My mom is actually her whole family's from Witchah Falls.
(05:17) So that was kind of coincidental that the company that I ended up buying, Olsson Stelzer, was also there. And when I say I bought it, I have capital partners. So, um, I put some cash of my own end, but a lot of sweat equity on my part. And then I have some partners that have put in the rest of the capital.
(05:35) Um, Olsson Stellzer is custom only. So, uh, something like this here, you know, with the roers, >> each boot is unique. >> Yeah. OS is Olsson Stelzer. The initials there. Um, and my initials on here, TG, and these are alligator. This is a giant alligator. I think it was 13t long alligator. >> Wow. >> So really on the custom side, we can pretty much do anything.
(05:58) Um the one thing we don't do is the presidential seal. Um that has to be either uh approved by the president or given to him as a gift. So we don't do that one. But um we can pretty much do anything on a custom boot. Uh but fast forward to after I bought the business in 2018 and um it didn't take to 2019 to figure out that a price point of $1,500 up to 75 made a $7,500 pair of boots not too long ago.
(06:31) Uh scaling that business is not simple. There's a little bit of competition. We don't really have all that much competition in the custom boot business. It's more about the competition is more about the price and who who's able to spend that on a pair of custom boots and who wants to spend that on a pair of custom boots. But uh we found out really quickly that we needed to also have a retail aspect.
(06:51) So in 2022 we bought Dixon also coincidentally from Witchah Falls. I mean I it's you can't make this up. Um Dixon is even older than Olsen Stelzer. Founded in 1889 in Ardmore, Oklahoma. moved to Witchah Falls in 1945 and then stayed there until 2022 when we bought the company and relocated it to Dallas. So Olsson Stelzer is custom only.
(07:14) Dixon is retail. Um I say off the shelf, we're more of an online business currently. So uh but that that's going to change soon. We open our first store in St. Joe, Texas, which for those of you who don't know, most people don't know where St. Joe is. North from Dallas through Denton to Gainesville, west from Gainesville about 20 minutes.
(07:36) It's right by Monster, Texas. If if you've heard of Monster >> and why St. Joe, >> a friend of a friend approached me, gosh, it's coming up on a year ago um and has bought up in the last, let's say, five to seven years, bought up a bunch of the buildings in downtown on the square in St. Joe. And he's put in a number of higherend stores in there.
(07:54) There's a couple of vineyards that have opened up nearby. and he's bought a small ranch for an Airbnb and some houses. He's really making St. Joe is going to be the hour and 15 minutes from Dallas version of Fredericksburg is what his goal is. And you might know Robbie Vaughn. He's um Dallas guy who's been around for a long time, very successful uh guy who's doing all this and and his CEO Matt Strickland is also heavily involved and and also a great guy.
(08:23) but he made us a deal that we couldn't turn down with, you know, some some rent discounts and helping us out with the finish out the interior design and basically we don't really start paying anything until we move in, which should happen, I think, within the next 30 days. So, we've been working on that for a while. So, that's exciting.
(08:40) There's about 6,500 cars a day that pass this downtown square of St. Joe. So, it's not completely dead. Uh, that's a significant amount of cars for a non- major highway. Um, so we think that uh we're going to start out only being open Thursday, Friday, Saturday. Uh, St. Joe does have an annual from April through October.
(09:01) Every weekend, Friday and Saturday, they have country music concerts at a venue that's right off the square. So, we're hoping Thursday, Friday, Saturday, we can take advantage of some of those people that travel in uh, and get them sell them some boots. Obviously, when you you build and scale an oil and gas company, are there any lessons from that business practice that you can apply to the scaling a boot company or is it completely different and you're like other than throw money at the problem? That's the only lesson I got.
(09:29) >> I started laughing there because I was going to say, you know, uh diversify out of the oil and gas business. Uh I've I've gotten creamed in 2009 and that's not I wasn't the only one but 2009 2015 and and COVID just totally creamed and so it could have been a divorce diversification out of oil and gas to get in the cowboy boot business but at the same time there's also generally everyone I know in the oil business wears cowboy boots and wears expensive ones.
(09:59) So you know I have a lot of friends in the oil business that I've just said you're buying custom boots. Yeah, you don't have a choice. You're buying these. I only wear Lucasy's now. I've got I've got four pair now. >> I know a guy who can help you get in in another >> I know you you hooked me up with a good deal and I'm like you're good deal way expensive gorgeous boots.
(10:19) Um, the reason I started wearing boots was I used to live in in the Middle East and um, my dress shoes, they weren't like custom. They weren't super nice, but they would melt. >> Like it was so hot that your shoes would melt like with >> move. I would They just That's a sign to move. >> Yeah, that's why your shoes are, >> right? But that's when I started wearing cowboy boots.
(10:40) Even though they were they were hot, it was much warmer on my foot, they weren't falling apart. >> Yep. You know, so that was my >> especially if you're wearing Luc Casey that they're they're >> Well, I wasn't wearing Luc Casey then. I a couple years later I was I was entered the world of Lucasy's and I was like I love this but my credit card probably still loves it even more because the fees but I make it a habit and I have my whole business career and never speak ill of a competitor.
(11:06) But I also only talk about the competitors of mine that are that I like. >> Yeah. Uh, so I will always compliment Luc Casey and I if I didn't have cowboy boot businesses, I'd still be wearing their boots. >> You won't, but I will. I bought a a pair of Tokovas uh maybe six months ago and I returned them a day later. >> Well, Tokovas has done what I will compliment.
(11:26) >> I'm not a boot connoisseur of types. I'm just >> No, I understand that there's there's a lot of people that have have done exactly what you did, but what I will compliment them on is their marketing. They have absolutely crushed the competition with their marketing. Um, and that's about all I'll say on that.
(11:43) >> So, how do you scale a boot company then? >> As I mentioned, we are currently in final documents, lawyers finishing up redlinining documents right now for a merger with a complimentary uh, Western boot company. And um, honestly, when I bought Olsen Stelzer, I was running dayto-day, and I still do. Um, but when we brought in Dixon and we really needed to figure out how to scale a boot western company, I'm in the oil and gas business by trade, right? We were going to hire a person from another successful boot company to come run it.
(12:22) And literally the day after we gave that person their offer letter, they they said no. And I I think I don't have any proof of this, but I think they went and showed their offer letter to their company to get them to pay them more to stay, which obviously they did or or that person didn't come over.
(12:39) So, we had raised a little bit more friends and family money at that point. And I just said, "Okay, I've got to step in here and run this until we figure out what to do for a management team." And so I've spent the last couple of years looking for either the right CEO or the right management team to come in and raise more capital.
(12:58) We need more than just friends and family capital. So uh we I found this and actually I went to high school with the guy. Uh he's a few years younger than me. He's my younger brother's year, but we've known our families have known each other for a long time. And um so I started talking to him because he had bought a couple of years ago had bought a much larger boot company than than ours.
(13:18) And I said, "Is there a way that we could potentially work together?" Cuz he's got the full management team and plenty of capital behind it. And uh he's like he's like, "I want to buy you out." I said, "Well, I don't I don't know that I want to be bought out. I'd like to stay involved and keep keep some ownership.
(13:33) " So, we're working through all the high level details have been ironed out. We're just finish like I said, finishing redlinining the document to some nit nitpicky stuff. Uh but I think we'll close in the next few weeks. That'll be really exciting for me because I will go from CEO of a boot business, which I admittedly don't have any reason to be a CEO of a boot business, but uh have been keeping it afloat uh with sales in the meantime.
(13:57) So, uh we're I'm really excited to step back from CEO and become just I'm going to run business development, which is that's really what my skill set is anyway. >> So, Dixon Boots, you you you have Olsson Stellzer >> Stelzer and it's custom and you're right. I don't know how you scale custom boots cuz they are by nature unscalable because they're custom.
(14:19) U is Dixon a different model? >> For sure. For sure. Um now that with this new merger that we're going through, the the idea is to grow both of the companies, >> right? >> Um but I think the more growth potential really is in the retail side. Uh, and the person that owns the company that we're merging with is has a a wonderful track record of multiple founder, build, and exit of businesses.
(14:43) He's actually one of the people I put on that list of names for you guys to take a look at. But, >> um, so we're really excited to have his management team and his skill set uh, actually going to be doing the scaling. Um, so we've grown, but we're just growing slowly and we're not currently uh putting a lot back to the investors and we're we're excited to do that shortly.
(15:05) So, >> uh, Republican Party of Texas finance chairman. >> Mhm. >> Like I hear that and I'm like, "Oh, so you're in the middle of capital because that just sounds like you're raising capital for for political umh endeavors." Was that I mean obviously political campaigns and boots are completely different but at the end of the day raising capital is raising capital right? >> Yeah. So it's interesting.
(15:29) It's actually I think it's harder because there's no you know visible ROI when somebody makes a political donation and you can't write it off as a as a charitable donation. So it it's actually kind of hard really. Um that came about just through my business development. I I started I mean I volunteered in in the early 2000s for George W. Bush.
(15:52) I just handed out t-shirts and buttons and whatnot, but uh my first really dive into political fundraising was uh when Giuliani ran for president. So, uh Tom Hicks hosted a a big event for Giuliani at the Rangers Stadium when he owned the Texas Rangers. And one of my friends, Junior, was like, "Hey, Gleon, you know a lot of people.
(16:13) Why don't you see if you can get some people to give 500 bucks a piece to come meet Rudy Giuliani and go to the Rangers game? Said, "Okay." Well, a few weeks later when the event happened, I'd raised $24,000 just from my friends and I was like, "Hey, this I'm pretty good at this." >> Yeah. >> And so, uh, that that's where it all started.
(16:32) And now, you know, fast forward to 2017 when I was nominated to be the finance chairman for the Republican Party of Texas, which was really cool. And 2017 was the 150th anniversary of the Republican Party of Texas. So that was kind of neat to to be that finance chairman. Traveled the state on my own dime. Uh there wasn't really a written rule, but typically I wasn't really going to supposed to meet with anybody who was going to write less than a $5,000 check to us. It was a lot of fun.
(16:58) Met a lot of people, great business contacts. Political fundraising for me has been the best business networking I've ever done. >> And uh I did that 2017 and 2018. and and then I I bowed out and said, "I can't do this anymore. It's it's taxing. You you know, you spend your own money to travel the state. It's it's it adds up.
(17:18) " So, >> Texas Republican raising money. Hey, they all like boots, too. Why aren't they funding your boot company? >> Olsson Steltzer. Uh I'll actually tell you, >> is it because it's from Oklahoma? >> Uh no, no, because I I just say Texas now, but Olsson Stelzer's from Henrietta, Texas. Okay. >> And Dixon is the one that started in in Arbor, Oklahoma. Yeah. So, Mr.
(17:43) Olsen and Mr. Stelzer, uh, let's see, Carl Olsen and Julius Stelzer in the late 1800s met working together at Justin Boot Company. Um, of course, Justin is one of the most famous boot companies of all time. And John Justin was a was a just a a massive uh guy. And now Justin is owned by Warren Buffett.
(18:05) So, um, it's hard to compete with that kind of financial backing, but, uh, Justin, we do actually have a somewhat of a a working relationship with them. So, we we like Justin. >> Um, so they met working at Justin and then they left obviously in 1900 and started Olsson Steltzer. And I guess I'm probably going off track here, but um can you ask me one more time what you were >> basically I was just saying if you were in the epicenter of the Republican party, okay, and you know, Texas finance money, it seems >> while you're writing that check,
(18:34) >> why aren't you writing for the boot company? >> Because it seems like that would just be a natural instead of friends and family just go straight to that that that well. >> Yeah. uh political donations that definitely uh when when someone is giving that much 5,000, 50,000, 100,000 to the Republican Party of Texas, they they've already figured out what they do for business.
(18:55) >> Um we had a potential uh large, I guess I would say, investor a number of years ago, um who was in his own industry, not in the cowboy boot or even western wear at all. and uh it didn't end up panning out for one reason or another, but uh so and I did meet him at a political fundraiser, so that was kind of what you're talking about, Ryan.
(19:18) But um as far as politics and boots go, Olsson Steltzer has made boots for Harry Truman. President uh Dwight Eisenhower, Dixon made boots for Jimmy Carter. Um Trump Jr., Don Jr. wears he's got three or four of our custom boots and a couple of our non-custom as well. So definitely are, you know, we have people in the political world wearing our cowboy boots, but um some other people, some other famous people, I'll just name people that were either or of the two companies would be John Wayne were both companies. Uh I think Williams senior,
(19:51) Royer Rogers, Gene Autry, Paty Klein, Dolly Parton, Ernest Tub. I mean the names just are a lot of them are from the old original oprey uh from the old country singers. Uh but of course everyone knows who John Lane is and >> uh it's kind of cool that he wore both of our company's boots. So >> that is cool. >> The Silver Tsunami is a big conversation that we have uh maybe not here but just in business circles.
(20:18) You know there's a a big cry there's a big difference between the silver tsunami of buying companies for the last 50 years and buying something from 1889. What does it take to buy uh 150y old brand? >> Right. Is that is that like is that $100,000? Is that $100 million? Cuz like you know when it comes to in until you know you don't know cuz like you look at uh um the Rexom football club you know with Rob Mhaney and Ryan Reynolds they bought that football club for $2 million.
(20:49) Who would have thought you could buy that for $2 million for for like a 150 year old boot company that's historic. What does it take to buy that? >> Yeah. So it's definitely not 100 million. Uh the sales of both companies were kind of on a plateau and both companies were owned by people that were both in their late7s I think and were just ready to get out.
(21:13) So it definitely wasn't the 100 million. It was it was closer to the 100,000 really. Um Olsson Steltzer doesn't have any inventory because once you make a pair of boots the customer takes them with them. So that that wasn't like we were buying a ton of inventory. Dixon, we didn't buy a bunch of inventory either because we were rebranding the look and the styles of the boots completely.
(21:35) So, um yeah, I mean it wasn't a h 100red thousand, but it was definitely closer to that than the 100 million >> the manufacturing equipment and capacity and the brand name. >> There wasn't a lot of that either. Um when we first bought Olsson Stelzer um our our boot maker, so Olsson Stelsers are all made in the US in El Paso.
(21:52) Our boot maker has a small shop in El Paso. So, there wasn't a ton of, you know, there wasn't a big huge factory or anything like that. And Dixon had sold their factory to in El Paso to Justin. And I think I think that's right. I could be off on that. So, I'm sorry if I'm off on that, but I think Dixon sold their factory to Justin uh in the 90s and moved all of the production into Leon Mexico, which is a third party boot maker.
(22:19) So, Dixon doesn't own the boot maker in Mexico. We we uh we buy the boots from our boot maker there. Yeah, there wasn't a ton of overhead really and there there actually still isn't a ton of overhead. You know, I I run the companies for free. So, u it's it's pretty easy to uh not spend a lot of money on that. So, thank God for the oil business, which covers my bills.
(22:40) But, >> weren't you just like 20 minutes ago just like not that happy with the oil business? >> Or is it only in specific years? >> Yeah. Well, you know, I've been in the oil business since ' 01, I think. Well, my internship was before that, but I'm not going to count that. Um, 2001, I think, was the beginning or 02, right around there. And here we are in 2026.
(22:59) So, let's say about 25 years I've been in the business, and I've had three or four bad ones, real real bad ones. >> Uh, but hey, that's 20 plus good ones, right? So, >> uh, that's the way I look at that. Now, I don't like it when I'm in the middle of one of those really bad ones. That's uh, that's not a fun situation.
(23:16) But um I've had a lot more good years than bad. >> Yeah. >> The merger will take you out of the CEO role. Where are you going to put that time and energy? >> I'll be running business development for instead of two brands, now four brands. Um Oh, so you'll still be involved in the company on a day-to-day basis. You just won't be operational.
(23:32) >> Yeah, correct. And I'm I'm not an operator at all. I'm a business development guy. So, uh, really what's funny is when I first sat down with lunch for our soon to be new partner, um, he said, "What do you like about what your job requires you to do now and what do you not like?" And I said, "Three or four things I didn't like and three or four things I really like about this job, about this role.
(23:54) " And he said, "Okay, remove all those things you don't like, keep the ones you do like, and that's what your new role is going to be when we come together." So, I thought, "Okay, I can go with this." Yeah. So, I will remain on dayto-day. Yes. >> Nice. And I'll start getting a little bit of a salary, too. So, that'll be nice.
(24:10) >> Yeah, absolutely. >> I say I say, >> "Does this company want to merge with another company?" >> Tell me those secrets. >> I say that I've never been paid. I've never taken a salary. Uh I make myself two to three pairs of custom boots a year because I'm our marketing. Uh not not our digital marketing, but I'm our, you know, going having dinner at Javier's and somebody says, "Oh, where'd you get those boots?" I'm like, "Here's my card." Yeah.
(24:35) So, uh, it makes sense for us to spend a little bit of our income on, uh, me having boots when I'm always I mean, like, like today, I've got my green ones on for St. Patrick's Day. >> Yeah, absolutely. >> And I'm Irish, so >> Harlon Crow pinched me this morning because he's like, "Where's your green?" >> Yeah. >> He's so easy. >> He pinched you.
(24:52) >> Yeah. >> A guy that can have the pig room should pinch people. >> Well, I mean, the room is pretty much green everywhere. Yeah, there's a lot. Yeah, >> for sure. I love this room. And um it's so funny that I've been I've listened to probably about half of y'all's shows so far and the pig room is mentioned in basically every single episode.
(25:12) >> Yeah. >> And but I don't watch it. I listen to it while I'm exercising. So I've always been like, "What does the pig room look like? What does it look like?" >> Well, I think that's a good point. So for anybody that's watch or listening, do yourself a favor. Go to the LinkedIn, go to Instagram, go to YouTube, and just look.
(25:29) >> Yeah. >> Or go to the website. There's pictures there, too. But, you know, it's a it's I mean, this a lot of people think like it's green screen. They think this is a set and we're like, "No, this is a conference room." >> Yeah. >> Really neat one, too. >> That we bring in our lighting and we move we uh move some chairs around cuz like this is kind of like the whole you know, nights the round table cuz like typically like if you see there's chairs that you know I think I don't know how many chair maybe 12 chairs but like this
(25:55) is just a big conference room conference room. I I He should know that you told me at one time to stop saying >> I did say he's still in the first eight episodes in the pig room. >> Yeah, I did get on him. I was like, "Hey, you don't need to say that every episode." I was like, "But we're in the pig room at Old Park.
(26:12) " >> Well, on that note, I would like to whoever I know there's a curator for everything here at Old Parkland. >> Yeah. I'd like to make a pair of boots um out of pig skin and design them to I can make the toes look like a pig nose >> and then and put some custom pig stuff on them. >> Um and I' I'd be willing to do that if if y'all could ask whoever needs to be asked.
(26:38) >> Absolutely. >> And we could put them in here somewhere. >> I mean I mean Andy's got a direct line to Harland, but like you know I still keep in touch with Michael, you know, so like I mean that's easy. Yeah, that'd be a really good addition >> because there's kind of everything you can think of with a pig somewhere around.
(26:53) >> The reality with pig with those boots though, they may not make it here. They may wind up on his feet, which is probably better. >> Okay. Well, then we would have to make them in Harland's size. >> Yeah. >> Yeah. Right. Probably like that as well. >> Talking about competition about boots because we talked about Luke Casey and we didn't talk about anybody else.
(27:13) Well, >> but but you know, obviously you have multiple brands for, you know, hey, this is for custom and this is for retail. >> Like what is the the the um the boot competition landscape like? Like like is it because again when you got a a brand like Justin and again I know nothing about the boot space.
(27:36) I know that I I I have my four Lucas. Um but like how do you compete? Is it just do you have to go on a marketing spree? Do you have to just go to a lot of dinners and get people to buy your boots right off of you? Like what what does the marketing look like that to scale it? So I do a lot of word of mouth on the custom side.
(27:55) Um we do a lot of corporate stuff like this pair right here or this single boot right here says Woodhouse on the front of it. That's a friend's company and every year he buys his employees that have been there 20 years which he has a lot uh a pair of custom boots. So we usually make I don't know between five and 10 pairs a year just for his company.
(28:14) >> Um but yeah we can do that you know corporate uh a lot and that's all almost all word of mouth. Same with Jason Downey, one of my and Tailwater, uh, one of my partners in the boot business, um, is an attorney, an M&A attorney, and he, uh, is good friends with Jason and Edward, and he's worked on a lot of their deals, their fund formations and all that stuff.
(28:38) But, um, he told me, he said, "Hey, call Downey. I think he wants to make a a few pairs of custom boots." So, I said, "Hey, Jason, I hear Shane told me you want to make a few pair few pair of boots for the company." He goes, "Yeah, I think 50." And I was like, "Okay, that would that was definitely the biggest uh deal that we've ever done as far as a corporate uh event for custom boots.
(28:57) We do a lot of corporate events on the retail side." And every time somebody emails us and asks about it, they say, "We want to do a custom boot fitting." And I say, "Okay, well, here's our brochure for Olsson Steler and here's our brochure for Dixon." And they're like, "Oh, we're definitely in the Dixon price range, not the full custom.
(29:13) " But they they don't know the difference. And I think they just mean a custom event, not a custom boot, right? Yeah. >> Cuz in that where uh up until your new store that you're about to open up, isn't that how you do most of your activations is is is do like a popup, add an event, and then you >> I've personally done I don't know how many pop-ups in the last few years.
(29:32) So when we bought Dixon and rebranded it in 2022, we didn't come out with any boots till 2023. So, we had to do the design, we had to do the sampling, then we do a what's called a size run, meaning one pair of each in each size, and then hand those out to our partners and their wives and say, "Try them on, wear them around, they comfortable, are they going to hold up?" And uh my cousin uh he he runs his family's ranch.
(29:58) And uh he's got our Dixons on all the time and he really beats him up because he's actually a working working rancher and he's like, "Man, these are the best I've ever worn." And I'm like, "Okay, thanks. I believe you because you're wearing them out in the mud and everything on horseback all day every day." So, um, yeah, maybe I maybe I lost track on that, too.
(30:17) >> Oil and gas. Hey, 20 good years, three or four bad years, but ultimately that's what's paying the bills. That's what keeps the the engine going. The business with the boots, is it a hobby or is it an actual business? To me, it kind of started as a hobby. Uh now I did raise some capital so there was the importance of hey let's eventually pay pay back investors including my own money but um so yeah it kind of started as a hobby especially the collecting I've got 147 pairs now I think in my personal collection
(30:47) >> that's a house >> it's a full >> 147 >> 147 pairs yeah >> okay >> compare me to Mike Cavender in Houston he's got like 6,500 pairs so >> Oh my god he's actually opening he's opening a boot museum of his collection so that's that's kind of cool. Most people have heard of Cavenders. They're >> they're a retail distribution basically for boots.
(31:08) That that's where you go to buy a number of different brands to choose from there. >> Um they actually have their own brand now called JRC. That was the founder, Mr. Cavender's initials. Yeah. So, started out as a hobby but quickly became a this is a real business. I've got friends and family money invested in this.
(31:26) What's the best way to go forward to show them a return? and yeah, I'll take a return if I can bring one to myself, too. That's where, you know, the the culmination with this merger is really um really where we're excited about the the future potential. I guess it's like with anything and and this is an obvious statement but if it works it works you know because like especially with something like the these are obviously beautiful uh uh boots and a beautiful artwork in a way that if you can get enough attention if you can get enough demand all of a sudden
(31:59) your thousand boots are actually $10,000 boots your $10,000 boots are 50 or whatever you you set your own price but that all comes with demand and and just the uh um you $10,000 boots. Is that a thing? >> I'm sure it is. >> Yeah. >> We make a boot that's alligator top to bottom and we charge 5500 with that with no customizations.
(32:21) >> Yeah. >> The exact same boot and I am going to pick on Luke Casey a little bit here. The exact same boot they sell for 165. >> Wow. >> So I mean literally it's the identical boot alligator top to bottom. Uh but hey, they got a ton of overhead and they have the name. So >> 16,500. >> Yeah.
(32:40) 16,500. Yeah. So, it's actually exactly three times the price of ours for the same boot. Um, something I wanted to bring up was about the custom boots is turnaround time is a big deal. Um, you know, Luke Casey is obviously one of our better bigger competitors. Lety, a company in for of Fort Worth, uh, who's been around a long time. Luskies is also in Fort Worth.
(33:00) Lety, I think, is 18 to 24 months to get a pair of boots. I mean, who why would anyone want want to wait that long? I don't know. We're our turnaround and this is our competitive advantage. our turnaround time is about three months. So, we're I mean just leaps and bounds ahead of the competition on that. Um if you take Luc Casey out of the out of this conversation, most of us are pretty uh comparably priced.
(33:25) Um Luc Casey's obviously much higher. I'm talking about custom boots u on Dixon on our retail boots. We price ours purposely higher than some of the other competitors, but we're probably around a Luke Casey price point on our retail boots. >> Well, Luke Casey has to charge because they got a Jerry Jones got to get his >> Yeah, for sure.
(33:43) >> They an investor. No, they have a partnership. >> Well, well, sponsorship, whatever you call. Yeah. >> Yeah. They're the the boot makers for the Cowboys. >> Yeah. And that Yeah, that's not cheap. You're right. >> Yeah. That's that's that's why that boots triple, right? Your cost, the boot market.
(34:00) Um, I mean, I'm from West Tennessee and if somebody wore a boot into a room in Memphis, they would stand out, right? They would be noticed because it's just not a I mean, I'm sure there are >> uh but, you know, it's not common. Um, here in Dallas, it's very common uh for people cowboy boots in in business settings.
(34:20) How does the boot market compare to the shoe market? I'm assuming it's a much smaller niche. I don't have my finger on the pulse of a lot of the numbers, but what I can tell you is is a very big picture number. Um, the western industry as a whole is going to do I think 60 billion this year in sales and it's going to be boots or is that western wear? >> Western wear.
(34:44) That could be Wrangler jeans. That could be pearl snapsh going up because of uh efforts like Taylor Sheridan. So that was Yeah, I was going to actually be a fashion trend that'll come and go and cycle. >> Well, so the last one we had was Urban Cowboy from the late 1970s and then the show Dallas where JR was always wearing boots with his suit and tie and a cowboy hat. Right.
(35:09) And that was the last boom we had until Yellowstone like you said, Taylor Sheridan. And that is is projected to continue into 2029 to 2030 and then kind of I don't want to say dip but maybe plateau at that point that the industry is going to continue growing at a 8 to 10% annual rate >> and that show is responsible. >> Not not not all not totally responsible but definitely >> definitely it's a part of it for sure.
(35:35) >> It was a first mover maybe in that trend. Bill. Well, I think that plus I mean you can tie in just like all the conversations we have about Dallas growth, Yall Street. I think you know because of Yall Street with so many businesses coming, there's going to be so many people coming to to Texas going where are the horses? Well, I can't get a horse.
(35:58) Well, let me get me some boots. >> Right. >> So, I do think there's going to be, you know, >> the Yellowstone definitely had the boots, not the not the horse. >> Yeah. Well, you know, >> you mentioned Taylor Sheridan. You know, he's written not just Yellowstone, but written a multiple other shows that are westernbased >> and they're all filmed in the in North Texas area.
(36:16) >> Yep. For the most part. And and his ranch in West Texas. Yeah. >> I ran out of gas. Have I told this story on the deal table? >> Yes, I've heard it. >> Okay. Yeah. Ran >> Tell it again. >> Yeah. Ran out of gas on the way back. >> I was like, where are we going with this? From Love to Dallas. Um, and uh, I didn't technically run out of gas, but I was on empty and I knew that I was on fumes and I didn't realize coming back from Lok that that there were no gas stations for like 2 and 1/2 hours or something, you know. So, my car is
(36:44) running out of gas and and I and there's no place to pull over because there's no there's no rightway and emergency lane. So, I ended up I finally saw a a building and I pulled in. Turned out it was a ranch that Taylor Sheridan owns and they film part of >> four sixes. >> Yeah. >> And a cowboy, a real cowboy, um, you know, came and I think he thought I was there improperly.
(37:11) And I explained to him I was just an idiot who was running out of gas. And he said, "Yeah, that happens a couple of times a week." Um, he got gas for me off of they they have a airirst strip there. Sure. and he got gas for my car and >> he gave you some jet jet A fuel. >> You know, whatever it was, it works. And >> car was a lot faster after that.
(37:32) He >> he did tell me he said, "Well, one, my job security is really high because they don't know nothing about cattle." So, he was the cattle guy and he said, "They're really good guys, but they don't know nothing about cattle and I'm the cattle guy, so my job's good." And he said, "You know, they pay me when they come film here, me and my buddies.
(37:50) You've heard the story. They pay me $50 to fall off a horse. He said, "I'll fall off that horse all day long, you know, just fill my pocket up with money. 50 bucks to get." >> So, he's their stunt their stunt guy for >> Yeah. And he said he's got buddies that, you know, he he'll he'll get them to come over and they all ride horses.
(38:06) >> I love it. >> Follow up the horse. Anyway, I did get uh um that was my introduction to to Texas hospitality. Yeah. >> I didn't recognize that we were in this trend uh uh that that will carry that long. Although you're right, there are a number of other shows that are spin-offs or related.
(38:26) Um, and I do remember I am old enough to remember Urban Cowboy. Um, and the impact that had >> and that that time frame had a similar boom in boot sales and cowboy hat sales. And >> so my friend that owns this cowboy hat company, it's called the McKenna hat company. Uh, they they started in McKenna, Texas, and they're on the square there in McKenna, but they just opened a store on Henderson right by 75.
(38:48) So the fact that the I mean that's just a proof of the growth that a a small cowboy hat store in McKenna, Texas has now got a great location in kind of the heart of Dallas business. I mean as far as retail is concerned. >> Yeah. >> And this is a Stson hat. It's called the Skyline and it's I I've haven't taken it off my head since I got it.
(39:10) And I have like 10 different cowboy hats but this one's my favorite. Yeah, I have my cowboy hats, but I still haven't gotten enough self-confidence to wear it because I feel like I look like an idiot. >> I don't think so. And even without a hat, I probably look like an idiot. I >> I think there are certain people that can pull it off. You can pull it off.
(39:29) You you you have a natural look with with the boots and and the hat. If I wore it, I'm certain that that people would call me out immediately. I will say though, I I have I have a pair of like black ostrich Lucy's and uh I think I was wearing my black boots, probably a black shirt, black black jacket and my black American hat company like Johnny Cash and I was walking around the star and uh it was they were doing some kind of I think it was the AMAs or something.
(39:58) So there was like a block party and the amount of looks that I got was like they thought I own stuff. >> Yeah. >> It wasn't like who is this guy? I was like, "What does he own?" >> Yeah. >> And I'm like, now that I remember that, I'm like, "Why don't I do that look more often, you know?" >> Yeah.
(40:14) The man in black looks like Johnny >> Cash. Yeah. Well, it's just a good like clean look, but it's probably a little bit imposter syndrome because I think, you know, you know, uh, all cattle all hat, no cattle, you know, I don't want to be that guy, but that was 2009 for me and 2015 for me. >> All hat, no cattle. Let's move on to philanthropy because I know uh you know the veterans uh the boots for warriors and and just wanted to give you an opportunity to kind of dig into that and where does that come from? What's the mission? What are the goals? Yeah, that's that's a really
(40:45) special part of this business. Um in 2018 when I acquired Olsen Stelzer the one of the people that came with the company and stayed with the business guyy's name is Tom Cartage. He's in his early 80s actually and works circles around people my half his age. Um he was making boots for wounded warriors with leg prosthetics, so prosthetic feet because they couldn't buy a boot and wear it off the shelf.
(41:13) And so like here's an example. So these guys will design whatever they want. And uh and so this one's got the US Marine Corps logo on it and it comes with a zipper down the side so it'll open up and they can slide in their prosthetic and then zip it up when they couldn't wouldn't be able to get their foot in a normal boot um a normal boot off the shelf.
(41:36) U so he was just making oneoffs if people would buy an expensive pair of custom boots. He'd say, "Do you want to give a couple hundred bucks towards making a pair of boots for Wounded Warriors?" Which they would. And when I bought the company and we were looking at it, I said, "This needs to be separate.
(41:50) This needs to be a foundation 501c3 taxdeductible donations that um we can raise money and make more boots for these wounded warriors." So, we started boots for warriors and we've probably made a couple hundred pairs of boots for wounded warriors >> uh including what Tom made prior to the actual foundation of the formation, but sorry, formation of the foundation.
(42:12) But it's it's real special, especially when we give these boots to the the Warriors. Uh we have two events a year. One in the spring, which is actually this Sunday, the 22nd of March. I know this will probably air after the fact, but um and it's actually at the location of who I was talking about earlier, McKenna Hat Company. Uh they're hosting us there.
(42:32) And we have a a rising country singer from Nashville coming in to do an acoustic set. Um he actually, believe it or not, he's a senior at LSU and he graduates in May and immediately goes on tour with Tim McGrath. >> Wow. >> So he's he's got a pretty good start for things. >> Um Tim I think Tim's uh summer and fall tour is 33 or 34 stops around the country and he's on half of them I think.
(43:00) Uh including Dallas, Houston, and Austin. >> You going to give him a pair of boots? Um, he actually wears our Dixons and he uh he promotes us through his social media and wears them on stage when he's performing. And he did a really cool actually the first concert that he wore our our boots and I mean Dixon, not Olsen Stelzer.
(43:17) He's he's wearing our retail boots. Um, the very first concert he did after I got him his first pair was with Tim McGra at the Fields of Field of Dreams. >> Mhm. >> The movie Field of Dreams. was in that baseball field on a stage, which I thought that was really cool. >> That is cool. >> I have a friend uh who owns or he either owns or he's part of the nonprofit that bought the field.
(43:40) >> Oh, okay. >> And uh if anybody wants naming rights to the stadium there, I can help you out. >> All right. >> And he also owns 1800 t-shirts. >> Okay. >> Tom Rowan. R A M. Yeah. >> Very good. That'd be a cool thing to own. Yeah, that'd be a really >> like a random piece of Americana. >> Yeah, I think it's in ID.
(44:01) Is it in Idaho or Ohio? >> It's a flyover state for sure. >> It's a north It's a north central American state. Yes. I forgot which one it is. >> It's not Texas. >> No, it's not Texas. >> It's all we care about. >> But that was a really cool concert for him to send us pictures afterwards u with with him with him arm-in- arm with with Tim McGraw.
(44:20) And he's Tim does not have our boots on, but he did with you know 30,000 people in the background. It was pretty cool. Obviously, we're talking about marketing with this even though we're not saying it, but like we've had Kevin Lavell on I don't know if you've listened to that episode have a Miz in Maine and that brand went from, you know, struggling to over the moon just because they were able to not just because, but once they started having strategic partnerships with like uh athletes and and different uh celebrity types.
(44:48) >> Yeah. So your your most recent episode or one of the most recent with my longtime friend Rogers Healey. Uh he introduced me to Mizen in Maine when he first invested in that company and uh I had actually never met Kevin but um I I did watch the episode with him and I found it very interesting.
(45:07) Um but Rogers texted me one is a number of years ago when he first invested in that company. He said, "Hey, we're opening a store in the West Village here in Dallas. We're have a big grand opening party. Troy Eggman's coming. Blah blah blah. come over there and and uh check us out. So, I get I get I went over there with a couple of friends and Rogers is handing out shirts and I'm like, "Dude, you need to be selling these.
(45:26) " He's like, "I've already bought them. Don't worry." >> Wow. >> So, everybody got a couple of dress shirts and it was it was a lot of fun. It's funny because like I knew Kevin um way I don't know 10 12 years ago when you're first getting started um just through other mutuals and I bought a shirt but I don't know if y'all have noticed I'm a big dude >> that I've never worn that shirt and it's still in the closet.
(45:48) >> Oh wow. >> So I've like I don't know how early it is but it's just like cuz it doesn't fit. I'm a big dude. But now they've wisen up and they sell big dude shirts size now. So >> I own I own a couple of the Miz made shirts now. Shout out to Rogers. Sold his business. >> Yeah. Very recently, weeks ago. >> Um, big congrats on that. Happy for him.
(46:08) >> Yep. Yeah. >> I don't know if I'm allowed to say this, but uh it was funny because after we recorded, we're I was about to publish it and he goes, "Can you hold off a couple weeks?" >> He's like, "I'm pretty sure I was uh speaking unwell of real estate and I don't want to kill the deal." Uh, so can you hold it until >> dry cell? Yeah. After the ink is dry.
(46:28) >> Yeah. Yeah. Yeah. Yeah. I was like, "Yeah, I'll I'll Yes, sir. Absolutely. No worries." >> Yeah. >> So, that was a funny like because he he he thought he was putting us out. And I'm like, again, we we're very grateful that anybody gives us time because it is it's a commitment to drive over here, sit with us for an hour or so, and and um be willing to do this with us, >> put up with the two of us.
(46:49) >> Well, the end of the year at least. >> Everybody loves one of us. >> Well, today y'all are having to put up with me. So, >> Oh, that's so true. Uh but yeah, so just to finish up about this, these guys are just you should see their faces. Now, unfortunately, this one we're giving away on Sunday to one of our recipients.
(47:03) He's blind, so he won't be able to see them, but his wife um is has helped design it. And uh he'll this actually he has zippers on both feet. He has one prosthetic leg, but he wanted a zipper for the second foot as well. But uh boots forwarriors.org if anybody wants to check us out. There's tons of pictures of uh boots that we've made and people that we've given boots to and and there's a donate here button on there too if you want to give five bucks or 500 or whatever.
(47:32) We uh uh the boots are expensive to make. So um I want to say they're about 15 or $1,600 a piece on average for a pair. And um so it does require a nice donation from from uh generous people to get the boots done, but it it's worth every penny of it when you see uh when you when they receive their boots. And uh we don't have any paid people.
(47:59) I mean, so all of the money goes to putting on our two events each year. Smaller one in the spring, bigger one in the fall, and then making the boots. That's it. Uh, you know, to that point about the quality and the look of it, it's I think, you know, we talk about Luke Casey probably way too much. They should actually pay both of us.
(48:18) But like I think until you've gotten like high quality clothing or boots, you don't really know like like even like jackets, like the minute you go to a custom jacket, it just seems like people, oh, I like that jacket. I like that jacket. I like that jacket. Or the boots. I like your boots.
(48:36) And that's one thing I don't think uh if you're not a boot wearer like men don't really compliment other men on different things. We compliment on jackets. We compliment on hats, watches, and boots. You know, that's the only thing that I've seen men compliment on. >> Roger Cely told me I had great hair. >> You do have great hair.
(48:57) He said, "No, I mean, but he said it on the show and then he sent me a random text like a week later and said, "Great hair game." >> Oh my gosh, that's funny. >> Sounds like he was probably looking for you to say the same to him. >> I did. I gave him a I gave him a good hair back some pretty good, but that's not something that you can buy.
(49:17) Well, maybe you do buy it. I don't know. Well, Donald Trump a hair natural. See if it's real. No, but but my point is it's like men don't necessarily compliment each other other than your hair. Yeah. But it's like, you know, your shirt, your blouse, whatever. We're not necessarily paying attention to that.
(49:33) It's like your boots, your jacket, your hat, and your watch. That's it. >> You know, maybe your car, >> you know. Actually, that this just popped into my head and it was just because of what you just said about men not complimenting on each other on many different things. >> Yeah. >> Another driver for cowboy boots is actually cowgirl boots.
(49:50) And the sales of those in the past, let's say 5 to seven years have just gone through the roof. Women's boots are so hot. >> And you make them, >> of course. Yes, we make boots for on the custom side for anybody. >> These are all men's boots, >> actually. No, I'll I'll talk about this one right here. >> So, this is actually the prototype of a boot. This is for Dixon.
(50:12) This is not It's not custom. It's retail. >> Um for um a friend of mine, Jane Seymour. You all know the actress Jane Seymour. Well, she designed this boot and that we make it and we sell it and pay her a royalty on each sale. Uh, but if you've uh >> It's a Jane Seymour boot, >> correct? It's called the Open Hearts. >> Okay.
(50:30) >> The Open Hearts boot by Jane Seymour. And this is her trademark open heart right here. So, we made this pair as a prototype and and I have the pair. Uh, but she's she's got her own pair and and then we sell them. Uh, this is actually an Olsson Stelzer. I made her first pair from our custom line. Yeah, >> but the mass production is Dixon also.
(50:49) >> How do you get to be friends with Jane Seymour? How does that happen? >> It's actually an interesting story. Uh >> it's pretty random, right? >> I was in I was in Philadelphia a number of years ago and I was coming home from being in Philly for a few days and I'm sitting in the American Airlines uh uh club. Admiral's Club.
(51:08) >> Yeah. >> And I've just It's really empty. It's not a big room. I guess Philadelphia doesn't have a b bunch of American Airlines there. I don't know why, but this woman walks in the door. She's wearing a big hat and I look at her and I'm like, "That woman looks a lot like Jane Seymour, but what on earth would a British famous British actress be doing in the Philadelphia airport?" >> So, she goes and gets a glass of wine from the bar and then sits right across from me and there's plenty of open seats. I was like, "Okay, whatever."
(51:36) >> Yeah. >> And I was like, "If this is not Jane Seymour, this is her stunt double." And so her phone rings and I'm not going to try to imitate her accent, but I I will for a couple of words. And she says, "Oh, hello darling." With the British accent, I go, "Okay, this is definitely Jane Seymour." Right. >> So when she gets off the phone, I said, "You're Jane Seymour?" She said, "Yes.
(51:55) " And uh she said, "I love your cowboy boots." And I said, "Well, it's funny. I'm flying back to Dallas, Texas now, and actually in the cowboy boot business." And she said, "Oh, when I did Dr. Quinn, Medicine Woman, that's all I wore was cowboy boots." She said, "I probably got 20 pairs." >> Yeah.
(52:11) And I said, 'I haveund back then it was 120 something. I said, I've got you beat by a couple, but not too many. And I said, Jane, you are absolutely the perfect person for for to design your own line of boots that we will make and sell for you and pay you a royalty on every sale. And she said, Thomas, here's my cell phone number.
(52:29) Let's set up a a uh I think this was a Sunday. She said, "Let's set up a call with my art director this week." We got on a call. It was either Tuesday or Wednesday that we got on a call and her art director had already designed five different boots for us to look at. Like she must have literally called her art director from the airport said, "Start designing boots.
(52:50) " So we went with this black, red, and white one and and uh uh we're working on potentially coming out with a brown one for her soon. >> That's really cool. >> And she is wonderful. She's 75 if you can believe it. She is She is maybe the nicest person I've I've met just randomly. >> Yeah. >> What's awesome about that situation though is like I think too many people have opportunity and they're waiting for that opportunity to be pushed in front of them.
(53:19) And it's like it's that whole anecdotal like uh there's a flood, you're on the roof, I'm waiting for God to get me and then here you know all these examples. >> Boat I sent the helicopter. What the hell? >> What are you what are you in the hell waiting on? So situation like that is like if you would have not gone over there you you would have always had that story of is that was that her was that not her and because you saw opportunity you went through the door and you said hi now you have a partnership.
(53:45) >> Yeah. It it it really came together really quickly. I mean she was just so excited to do it and so easy to work with and her art director is awesome. Cherry at I mean she the team Jane's team she has a team. >> Yeah >> her team is very impressive and >> I think we went from idea at the airport to selling boots in less than a year which for some a deal like that >> it's it's not that's that's pretty quick.
(54:14) >> That is >> really excited. She just turned 75 on Valentine's Day on February 14th and um she has a big gayla coming up on in the middle of April. April 17th and 18th at her home in Malibu, which is just an incredible property right on the water. I mean, and uh she does a big open hearts foundation.
(54:37) That's her foundation is she owns the trademark to that that name and that that design with the open heart. Um your significant others may uh have some of their jewelry they did from I think it was Zales maybe uh in the like early 2000s. It was called the open heart jew jewelry and then I think they sold over a billion dollars worth of it.
(54:57) >> Wow. >> Yeah, we haven't sold that many boots quite yet, but >> yeah, >> still working on that. >> That's a great story. >> But yeah, she's just very approachable and I've been out to her house three or four times now for a we did a big photo shoot. Um, so I mentioned she lives in Malibu.
(55:16) The where they filmed uh all of Dr. Quinn Medicine Woman is on a ranch 20 minutes from her home. And so we did our first photo shoot at the ranch where uh Dr. Quinn was filmed. So all of her fans know where we did the photo shoot because all those buildings are in the background. >> And she has some rabid fans. I mean, and I don't mean rabbid in a bad way.
(55:36) I just mean they are fans. Crazy fans. >> Well, that that's that it goes back to the whole influencer marketing thing. Like if you can get the right partnership, you know. >> Yeah. you know, especially with like, you know, one one of the the thoughts I had here to ask and I know we're about to get to the end here is like, you know, we talked about John Wayne, Roy Rogers, Dolly Parton, Gina Autry, you know, really famous historical figures that are associated with these brands, but now we live in this millennial Jinz
(56:04) era where, you know, if you're not the hottest Tik Tocker, I don't care. Yeah. >> Like where history doesn't matter. So, who's the avatar that you're going for? Other than just people that love boots, is it is there even any effort to try to educate the young on a John Wayne or on these as like a >> You make a good point there, Ryan, because you know, all the people you just named that wore either both or one of our companies um are people that 20s and 30s may not even know.
(56:36) Now hopefully if you went to school as a child, you know who Truman and Eisenhower were. But >> right, >> I hope that's a really good uh how do you educate? You know, you have to have the person who runs our digital marketing currently is a girl in her late 20s who knows all that stuff and uses the proper hashtags.
(56:57) And I'm probably not even saying this correctly, but because I'm so I don't have a clue about it. Um uh but it's just the way you post, when you post, what you're posting. I mean, it's there's so many variables to how do we get, you know, the 20s and 30s educated about what's a what's a good product and what's not a good product.
(57:18) Um you mentioned a company's name earlier that I that I won't say, but I will tell you a funny story. Uh I have a friend that owns a uh cobbler shoe repair boot repair shop. He loves them because he gets their boots in for repairs constantly. He's like, "They're my best customers." >> And um you know, we we don't strive to be in boot repair shops very often.
(57:39) But >> um I will say that Dixon and Olson Stelzer, both being from Witchah Falls at one point in their lifespan of the business. Um my four favorite pairs of boots that I own are four Dixons from the 70s, 80s, maybe 90s that my grandfather left me. He just happened to own Dixon because my family's from Witchah Falls on my mom's side and that's who he bought.
(58:05) He bought Dixon because they were in Witchah Falls. So, I've got those. I rarely wear them, even though they fit me perfectly. I just don't want anything to happen to them. So, um I've got four pairs of Dixons that were his that are in my collection. So, that's pretty cool. I've loved this conversation. I know I may have appeared, you know, that I didn't.
(58:24) I I think this is fun and great. Um I would love to to let you um you know, plug how do I buy these boots? like, you know, because you're saying like with the the uh uh the custom one, it's it's all online. Well, if it's custom, like do I have to go to your house or you come to my house, measure my foot? Like, what's that process like? And then and then how do how does one order a custom from you? >> I would back up just a little bit and say that Dixon, our retail is all online.
(58:54) Oh, >> okay. >> Olsson Stelzer being custom. Yeah, we've got to fit you. We've got to fit your foot all the way up to your calf. Um, and there's four or five different spec very specific measurements up your foot and up your calf to get. Um, we have a couple of people that do the fittings, our boot experts.
(59:12) Um, and they they go to more offices than anything. Uh, sometimes a customer might have have us go to their house sometimes, but the majority is people's office. Uh, or if they're traveling in town, we'll go to their hotel and meet them in the lobby. Um, and then we we also have a place on Lover's Lane in between Inwood and uh, Love Field.
(59:34) The store is called Fishing World. Um, and it's um, it's it's not a boot store, but we make our fittings there. If somebody's in town and they don't or they don't want us to come to their office or house, we'll set up by appointment only. Set up a meeting and meet them and fit them there. If you want to get fitted, you we can go anywhere and do it anywhere.
(59:51) >> And And where do I Is there a phone number? Is there email? There's a website where >> olsenstellerboots.com which is o ls nen s tel z r do boots.com dixonboots.com d iixo nboots.com uh for the retail is Dixon the custom is Olsson Stelzer >> and I have one last hard question for you and then I'll let Lane uh top us off.
(1:00:18) How do we get this guy from Tennessee to start wearing some boots? I know a guy I can I can talk to him about that after the show. >> Yeah. After the show, I not on camera. I will talk about my days as a cowboy. >> Cool. >> Yes. I actually have a photo. It's not for public consumption. >> You can't do that. You can't just like, "Oh, by the way, here's the most interesting thing about me that you don't know.
(1:00:41) " And but I'm not going >> I was a ranch in uh uh Jackson Hole, Wyoming for the Teton Valley Ranch Camp. My ranches. >> Yeah. That's pretty country up there, too. >> Yeah. We had to wrangle the horses across Wyoming because they wintered in one place and then bring them there for the summer. >> So, you were on you were horseback, cowboy hat, cowboy boot.
(1:00:59) >> Had to We had to wrangle the horses and then we had to ride them uh and grade them out so that we could know which horses go with which riders. And then I took along with the other barn man um the most offensive horse, his name was Demon Seed. Um, and when you would try to mount Demon Seed, you couldn't put your foot in the stirrup because he would immediately, you know, explode.
(1:01:23) Um, and so I had to learn how to jump mount him. Um, so I have some cowboy in me. >> Yeah. >> Um, >> I would say the jump mount's more cowboy than most people on Earth. >> Yeah. Um, there was a day and I'll show you the photo. I have it on my phone. I don't know why it's on my cell phone. >> You can be at the bonus clip for somebody who's watching.
(1:01:42) a bonus for someone who's watching >> and then boom, right there's the photo. >> I was a wrangler at the Teton Valley Ranch Camp. >> Thomas, thank you so much for being here. Even if it was only to get >> only to get that story. >> That was great. >> Yeah. >> Just honored to have been here. Uh like I said, I'm about halfway through with all the episodes, so I am a fan.
(1:02:00) >> I love it. >> And I when I first talked to Andy Schwarz, who Andy and I jokingly tell, if if I don't know someone, he does. If he doesn't know somebody, I do. >> No kidding. And uh so we joke about that and and I was just catching up with him at the Green Dragon for a beer a couple of weeks ago and I said I said yeah I've reached out back out to you because I keep hearing your name on all these episodes of deal of deal table.
(1:02:24) And he said oh yeah they bring me up they bring me up on there. >> Yeah. >> And I said and he goes you want to go on there? I said I said well I'd love to but I don't I mean these people that y'all are interviewing are like these are very significant people and I don't feel that way about the cowboy boot or the oil business.
(1:02:38) >> They fit right in. I think but I really appreciate it. >> Yeah. I think my response uh luckily I was cuz it was a group text and my response was well Andy if you say he's a good guy he's good enough for me. Unbeknownst to me that he had already put you in the group text. >> How awkward would it have been if I was like who is this guy? >> Then you'd be like man this Ryan guy's a he's a turn bucket.
(1:03:02) >> Well I'm glad you didn't say that. I can be too, but I had already applied before I noticed that there was an extra unknown number in the group text. I was like, "Oh, good thing I'm not always above head." But >> well, I'm very glad to have been here and I appreciate it. >> Appreciate that. >> So, um, do you guys want a couple of book recommendations? >> Absolutely. Oh, yeah.
(1:03:22) I I've kind of heard a lot of the episodes you asked people at the end. >> Yeah. I It's one of those things I I used to do and I was trying to, but a lot of times I forget. So, thank you. You're the first. Please give me give me some book reviews. So neither of these two are business books. Uh I have a friend in in Phoenix, Scottdale, uh who was former Seal Team 6, and he wrote a book last year recently called American Mercenary.
(1:03:48) Um I am, this is probably embarrassing for me to admit, but I'm not a huge book reader. I'm more of a listener, >> uh like the podcast, the show. Um, so for me to and I'm horribly ADHD, so for me to get through I start a lot of books. I just don't finish a lot of books. I finished this book in two day two sittings.
(1:04:11) Um, another friend in in DC, Alex Swyer, she uh wrote a book very recently called Lawless Lawfair, which I read the whole thing and got through in just a couple of sittings. Um, Lawless Lawfair was about the persecution of President Trump uh while he was running to be reelected and you know being arrested and being uh indicted and just constantly one thing after another and she and she wrote a great book about that.
(1:04:39) So those are a couple that if you like one if you like Navy Seal type stories because after he stopped serving in the in the Navy he became a mercenary and ended up in a a I'm going to mess up on the country here. ended up in prison in a foreign country in Europe for 18 months. U and so it's a really good book. >> Yeah, thank you for that. >> And and I have a book recommendation for you um just because it's fascinating.
(1:05:02) Has nothing to do with anything we talked about, but it's The Fish That Ate the Whale. Have you heard of that one? >> No, I haven't. I will definitely look it up. >> So, the fish that ate the whale, it's it's basically if you're familiar with the term banana republics. >> Okay. It's it's a I forgot the gentleman's name, but you have this Russian Drew uh Russian Jew immigrant in the late 1800s, early 1900s, and he noticed that there was all these bananas on the New Orleans docks just sitting there going to rot. And he learned that
(1:05:31) the reason they're sitting there is because the railroad determined by the time we got to the destination, they'd be thrown away because they would rot. So he found a way to go, okay, well what if I cut in the railroad conductors like, hey, if you can get this product to there to there quicker, I'll cut you in on it.
(1:05:49) So he was able to get the bananas for free because they were just sitting there and then he made money on it and he was able to buy build and scale and eventually buy out uh United Fruit Company. Fast forward a little bit more and and obviously if you know read the book, I'm paraphrasing heavily. you you know where did bananas come from South America? Well, obviously you have some some political turmoil.
(1:06:13) Well, he got to a point where his company was so big, he's like, "Oh, well, I'll just get rid of this government." He called it the boys the CIA and you know, but that's why there's banana Republics because you got this guy. >> Wow. >> Term came from >> But uh the most fascinating thing about that story which is kind of uh relevant nowadays is after World War II his son had died in the war.
(1:06:36) He's basically has, you know, he's got all this wealth. Um he's the major donor for two lane. Um basically Israel, the new state of Israel came to him and was like, "Hey, we need your help." He's like, "Well, what do you want?" And they're like, "We want everything." And the the at the time after World War II, the Jews were still, it's not like the embargo lifted.
(1:06:54) They were still stuck where they were at, still getting murdered and killed. He sent his uh banana boats out there, not actual banana, but his shipping boats, and he helped the diaspora to get them from uh Europe to Israel. >> Wow. >> But he wanted his name kept out of the press because he he knew it would uh potentially hurt hurt his business.
(1:07:13) So, >> well, I'm going to read. >> I'm going to have to read it because >> Oh, I will. I will. Um >> but it's a it's a fascinating book. >> I do I do actually have a business book that just popped into my head. uh a close friend of mine's father uh his name is Bob Schlaggel. Uh he's a big SMU donor, big business guy from Dallas, been here a long time actually from Canada.
(1:07:35) Um wrote a book a couple of years ago called Angels and Entrepreneurs. And uh it's a short I mean not 20 pages short, but it's it's not a big thick massive book and you can get through it in a few sittings. It's really good. >> Well, Thomas, thanks again for being here. Um any final thoughts on your end? May have to get a pair of cowboy boots.
(1:07:53) >> Damn right you do. >> I I usually have nice friends and family discounts. >> Yes, >> I asked for none. But thank you. Thank you, Thomas. Great to have >> All right. Thank you, sir. >> Thank you, guys.
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