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Foreword 
 

I teach and write about the skill of knife sharpening but I am no 
business expert, so when Bob Young told me of his plans to write this text I 
thought it might answer many of the questions that I have been asked.  Bob 
has started and run several successful small businesses, and he trained with 
me before starting his knife sharpening business, Never Dull, in North 
Carolina.  Bob has retired since he wrote this booklet.  Some of his 
information relates to doing business in that state, and you should always 
make sure you are complying with your local and state laws.  I have added a 
list of the Secretaries of State for all 50 states – Appendix G 

 
Certainly there are ways to get into this business without doing it all 

yourself, and franchising is one way.  Companies like Perfect Edge Cutlery 
(CA), EdgeMaster (OR) and Rolling Stone (CO) will give your business a 
jump start in return for tens of thousands of dollars.  These franchises 
usually combine a knife and kitchen tools (small wares) selling operation 
with the sharpening business, and the franchise includes training, a brand 
name and a truck or van carrying their logo.  Bob and I believe you can do 
as well or better by starting your own business and tailoring it to your needs. 

 
Depending on where you live, there may be a great deal or almost no 

competition.  It pays to do some market research first before investing in a 
business.  If you do find you are going up against one or more established 
sharpeners do not despair.  Ask about satisfaction with their service, or 
consider what you can offer that the competitor does not.  The existing 
sharpener may have most of the commercial accounts, but may be ignoring 
the lucrative home and chef markets. 

 
There are other businesses that you might consider adding to your 

knife sharpening business.  The most obvious is to extend the knife 
sharpening line to include scissors, garden and woodworking tools.  Some 
sharpen power tools like lawnmowers and saw blades.  Sharpening salon 
shears and clipper blades is another path that many sharpeners find 
rewarding.  For some other resources, see Appendix I – Scissor and Clipper 
Sharpening. 
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It is also logical to sell the items you are sharpening, as mentioned 
above.  This can be a potential conflict if, for example, you sharpen at a 
culinary store.  I solve it by simply not offering knives for sale when I am in 
someone else’s store.  Sharpening is a natural companion to several other 
professions, and several of my students have been chefs, butchers and 
barbers.   

 
You may also want to consider a knife rental business.  This is the 

standard method used for restaurants and other large users, but it is a very 
competitive business.  Think carefully about the economics of knife rentals 
before venturing into it.  It takes a big investment in equipment, training and 
personnel to be competitive.  See www.perfectedgecutlery.com if this is 
your goal.  You may want to concentrate your business on the less 
competitive, higher end business of sharpening for home cooks and 
individual chefs rather than the mass market. 

 
While Bob is keen on registering your business as a Limited 

Partnership, many sharpeners prefer doing business as a Sole Proprietor.  It 
was very easy to set up this type of business as the business and owner are 
legally one in the same.  You only need to register your company name as a 
DBA (Doing Business As) and, if you are doing taxable sales, get a sales tax 
permit.  You are not required to get an EIN for either tax or bank account 
purposes.  The down side is that you do not get the same legal protection as 
a corporation.  For more information on registering your business in your 
state, see Appendix G – Secretaries of State 

 
One area that Bob has not covered is insurance, and you will not want 

to have much public exposure without being properly insured.  If you 
establish a brick and mortar store you will probably need a dedicated 
business policy, but if you run your business mainly from your home you 
may be able to add a business rider to your homeowners or renters policy.  
Such riders cost hundreds of dollars less that separate policies.  Check with 
your insurance agent. One company that specializes in insuring farmer’s 
market vendors is Campbell Risk Management. 

 
Decisions like whether to be home based or mobile are matters of 

individual preference, and each has its own business and equipment issues.  
Issues like this are routinely discussed on SharpNet, a Yahoo group for 
professional sharpeners.  Website groups.yahoo.com/group/sharpnet   
I also suggest you subscribe to: 

The Sharpeners Report. sharpeners-report.com/ 
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On The Edge newsletter otenewsletter.com/ 
 
When preparing your business plan consider the annual budget you 

need to make it a success.  Some people break down their income to average 
ticket price and average stops per day.  For example, if the goal is $60,000 
per year and you choose to work 200 days a year, you need to make $300 
per day.  If the average ticket is $45 you need six or seven customers per 
day.  If you see your customer once a month you would need 140 to 150 
customers.  If a new sharpener can expect to get business from 5% of the 
new customers he or she contacts, you would need a potential customer base 
of 3000 customers.  This will help establish how far you will need to travel 
to meet your income goals. 

 
There is a wealth of information on starting a small business available 

on the WWW.  See Appendix H - Small Business Resources for some useful 
links. 

 
I trust that you will find this information useful.  I wish you the best 

with your new business. 
 
Steve Bottorff 
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Disclaimer 

 
 
 

The material contained herein is meant to be for educational purposes 
ONLY and in no way imply, warrant, or guarantee success in operating or 
establishing a knife sharpening service business, nor any other business.  
While the author has attempted to cover the many aspects of how to start a 
business they in no way imply or guarantee they have incorporated every 
aspect that it takes to legally establish a business.  Furthermore the author 
has not attempted to dispense legal advice in any form.  All legal materials 
contained herein are in the public domain and available to those who seek 
the material. 
 
Copyright 2005 Robert Young.  The entire contents of this booklet are 
subject to copyright laws and may not be reproduced in any form without 
permission of the author. 
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Introduction 
 

 Well, you have made the big step and have decided to go into business 
for yourself.  The first thing to remember is that you have made the right 
choice.  It is always better to be your own boss, but being your own boss 
comes with some major responsibilities.  This booklet will tell you the steps 
necessary to establish your business.  What it cannot tell you is how to make 
it successful.  We can only present to you some steps that were used to make 
other knife sharpening businesses successful.  Only you can make your own 
business successful.  If you want to succeed at this business you must always 
remember that the business is first and all other things are second.  If you 
cannot obtain this frame of mind then you are starting with a handicap. 
 
 The knife sharpening business is an old craft going back to times 
before Christ.  In the “old” days knife sharpeners used to have large stone 
wheels which they moved down the street shouting their services.  There 
was a pedal on the side which the knife sharpener pumped to make the 
wheel go round as he lay the knife’s edge to the stone.  Thanks to today 
technology it is not necessary to have these large stones anymore.  With the 
advent of today’s technology we have machine driven small stones that can 
rapidly sharpen all forms of metal blades. 
 

I. Fundamentals 
 

 Besides the equipment you need the following items to legitimatize 
your business and give it the required professional image.  To be successful 
you must present a professional image of your business.  Many companies 
are wary of committing to doing business with a one person operation.  To 
avoid this issue if you look and act professional then the question will never 
be asked.  Where ever possible it is always helpful to keep separate your 
office business address from your home address.  You should establish a 
separate checking account for the knife sharpening business.  This is easily 
accomplished and is highly recommended.  Never co-mingle the funds from 
your business checking account and with your personal checking account.   
 

You need to obtain four items to make your business a professional 
business.  1) A business telephone number, 2) a business address, 3) a 
business card, 4) a brochure.  Your business telephone and address should be 
separate from your home telephone and address. 
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First, the easiest and cheapest way to obtain a telephone and number 
is to purchase a cell phone.  The advantage is that cell phones are portable, 
and provide an answering service with their monthly charge.  You can make 
your greeting for answering (voicemail) the telephone in your company 
name.  For example, you can make your voice mail greeting:  
 
 “Thank you for calling Never Dull your onsite knife and Scissor 
sharpening service.  We are sorry we are currently busy with another 
customer, but if you leave your name and number we will return your call 
promptly.” 
 

The other advantage of the cell phone is that you can take it with 
while you travel to your customer site and is available to you when you are 
busy sharpening knives at your customer site. 
 

Second, while obtaining a post box at your local Post office is not 
mandatory, they are inexpensive and separating the business address from 
your home address is useful.  Once again it presents an image of your 
company as being professional.  Many large corporations have a post box 
address as their official address. 
 

Third, obtain a business card.  They are many ways to do this.  If you 
have a computer with a word processing application you can design your 
own card and print it.  You can go to your nearest office supply store and 
purchase a preformatted blank form for business cards.  Several websites 
like www.vistaprint.com offer professionally printed cards for reasonable 
prices.  The other way and probably in the long run the cheapest way is to go 
to your local printer and have them print you some.  Included is a sample of 
a business card for Never Dull a format you are welcome to use (Appendix 
A). 
 

Fourth, have some brochures printed.  This is your handout as a 
selling tool.  It explains the essences of your business.  All the things that 
you will do, any disclaimers you want, your price list and any warranties you 
will make.  This item you should always hand out when you make a sales 
call on a customer.  We are also including a sample of Never Dulls brochure 
for you appraisal (Appendix B).  You are welcome to use any of the material 
you desire.  Any material you use or copy from the brochure you do at your 
own risk.  Never Dull does not warrant or guarantee any of the material you 
chose to copy. 
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A visit to your local SCORE office would be of great benefit.  
SCORE is a government sponsored agency of retired business man whose 
purpose is to assist people in establishing their own business.  Your local 
SCORE location and telephone number can be found in your local telephone 
directory under the heading for U.S. government offices.  There is no fee for 
there assistance.  In addition if your state has a Small Business Agency 
(SBA) they can provide you assistance in this area.   

 
Registering your business 
 

 It is mandatory to register your business.  There are multiple steps to 
registering your business and each state and each city within the state have 
their own set of requirements.  The following are the minimum steps you 
must take to register your business: 
 

First, you must file with your Secretary of State the official name you 
choose for your business.  Typically they require you to choose three names 
in case some other company is already using the name of your first or 
second choice.  In almost all states you cannot use a company name that is 
already registered with your Secretary of State.  It stands to reason that you 
wouldn’t want some other company using your company name you have 
chosen.  There is typically a fee associated with this registration.  The 
amount varies from state to state, but is usually minimal.  You can obtain the 
fee structure either by calling the Secretary of State’s office or go online and 
visit their website.  See Appendix G – Secretaries of State 
 

The easiest way to register your corporation is via the internet.  Go to 
your state’s SOS website and look for corporation registration and click on it 
and follow the instructions provided by your Secretary of State.  Most states 
allow you to do this online.  If not, going through this exercise will provide 
you the information of how much it costs to register the name of your 
Limited Partnership, an address where to apply for the necessary state forms 
to register your company, and usually the ability to check if the name you 
chose for your company has already been taken.  In most states the cheapest 
form of registration is a Limited Partnership.   

 
There are other forms of registering your company for example, 

Limited Liability Company (LLC), Sub-chapter S corporations.  You should 
consult an attorney if you feel that the limited partnership doesn’t afford you 
the protection you desire.  Included is an operating agreement that you can 
use if you wish to establish a Limited Partnership (Appendix C).  This is a 
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fill in the forms type of document and is not meant to be dispensed as legal 
advice. 
 

Second, once you have officially registered your company name with 
your Secretary of State you must file for an Employer Identification Number 
from the Internal Revenue Service (IRS).  To register you must fill out and 
file an IRS SS4 form.  The filing can also be done online by going to the IRS 
website at www.irs.gov then type in the box named “search IRS website for: 
(apply online SS4) and hit enter.  You will then be taken to another page, on 
this page look for the words “EIN online: About the online Application” and 
click on this.  This will take you to another page where you should look for 
the words Apply ONLINE NOW.  Click on this and it will take you to a 
screen where you can fill in the SS4 form and file it electronically.  If you 
have trouble with the meaning of what to type in each line number there are 
instructions on the necessary information required for each numbered item.  
First print the form so you can refer to it and then go the box named search 
the IRS site for: again and type SS4.  It will return to you a list of items, 
click on the item called Online EIN: Form SS4 instructions.  It will return to 
a detailed line number by line number instructions on the content of each 
line number.  If you do not have access to the internet you can obtain the 
SS4 form from your local IRS office.  Their address is usually found in your 
local telephone directory under United States government offices. 
 

Third, go to your local city or county government office and check 
with them if you need to register your company with them for tax purposes.  
There are too many cities and county governments in this country to give 
you any helpful hints in this area.  But we strongly advise you to check as 
most local governments have some regulations on which you must comply. 
 

Fourth if you should make copies of all the forms you have completed 
and keep a copy on file.  They are important for you to keep these copies 
about your business. 
 

Fifth, after you have obtained your EIN number you can now go to the 
bank and open a checking account in your company’s name.  Make sure you 
take the EIN number with you as the bank will want it to fill out its forms for 
opening the checking account. 
 

Sixth, go to your states tax revenue department and check if you need 
to apply for a sales tax identification number.  In most cases if you plan on 
selling something for example knife sheaths in addition to your knife 
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sharpening business then you will be required to collect the proper amount 
of sales tax required by your state.  You must also check if your state 
requires you to collect sales taxes on your charges for sharpening knifes.  
This is considered as a service business and most states do not charge sales 
tax on services rendered, but your state may.  Your states tax revenue 
department will send you the necessary forms required to file and 
instructions on how to complete them.  IMPORTANT do not ignore or 
assume you don’t need to collect sales tax as this could cause you major 
problems at a later date.  Each state is different and each city or county may 
have a sales tax and the sales tax variations are to numerous to give you any 
direction here other than to contact your states Tax Revenue Department for 
clarification.  Many states also have website assistance on this topic. 
 

Seventh, Contact your local Small Business Development Center, 
SCORE, or the US Small Business Administration for free professional 
business guidance in establishing your business.  All these services are free 
so take advantage of them. 
 

IV. Equipment Needed 
 

To effectively operate your business you will need some office 
equipment and forms.  The extent of the office equipment and forms needed 
will be dedicated by what areas of the marketplace you chose to operate.  
First you will need a cash box if you are operating at a Farmers Market or a 
Flea Market.  The cash box can be obtained at any office supply store.  It 
would be easier to maintain your forms and business records if you had a 
computer with a printer although it is not necessary.  Everything can be done 
by manually.  You will need two different invoices, one for your commercial 
accounts included as (Appendix D) and another for the farmers or flea 
market included as (Appendix E).  We have included a copy of Never Dulls 
invoices to assist you on the content and format of each style of invoice.  
Next you should make out a contact list and keep it current.  The contact list 
will assist you in keeping track of those potential customers you have 
already called upon and their comments included as (Appendix F).  In 
addition you need to maintain a customer file.  It is essential that you know 
who your customers are and when they need servicing.  That is, when you 
should make your next return call on them.  Most knife sharpening 
companies that use the swap knifes system of sharpening swap the knives 
usually every one or two weeks.  This is probably a good standard for you to 
follow as well. 
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Your next major decision will be what and how much sharpening 
equipment should you buy?  There are many companies that manufacture 
knife and scissor sharpening equipment.  The choice is almost endless.  It 
goes without saying that some of the equipment is better than others.  Even 
your authors have a divergent opinion.  But for the cheapest professional 
equipment to purchase that gives you the mobility for your onsite 
commercial customers we recommend the Chef’sChoice 2000.  You will 
need the commercial grade sharpener as the others motors are too weak for a 
commercial grind and will wear out rapidly.   

 
Also purchase an Aluminum construction utility case 

OALUMNDA306NF and ASCM306FMI Foam fill kit for the lower section 
of OALUMNDA306 Case to carry your equipment in.  They can be 
purchased at the website www.starcase.com/aluminumcarryingcases.htm.  If 
you can find one cheaper than the one found there you need keep the cases 
inside dimensions of 17-3/4" x 12 -1/2" x 6" (wdh).  The purpose of the case 
is to carry your equipment onto the commercial site.  Here again it makes 
you look professional.  The case is appears very much like the one a copier 
service technician carries.  The inside foam is to protect and prevent your 
equipment from moving around.  The inside foam piece comes as a solid 
piece so it will be necessary for you to cut holes in it to fit your equipment.  
It is very easily cut with a sharp knife.  In the case you should include 
additional items as a leather strop, a cloth to apply a thin coat of mineral oil, 
a plastic bag to keep this cloth in, a small plastic bottle for the mineral oil, 
and a fifteen (15 ft) foot electrical extension cord so you can reach a power 
outlet at your customers site. 
 

The following are other alternatives for equipment presented for your 
knowledge and choice.  All of the companies have websites where they 
present technical descriptions and prices for their equipment.  You may want 
to do some research on their equipment before you make any purchases.   

 
You need to evaluate the variety of equipment before you make a 

major decision on what and how much equipment should you buy?  There is 
a wide variety of equipment that can be used; the choice is almost endless.  
Your decision will depend on your budget, the need for portability, and the 
volume of business you expect to do. 
 

Many sharpeners scorn machines and only sharpen by hand, charging 
a premium price for the handwork.  Of course this can be done with a large 
bench stone (about $20) or one of the triple stone oil bath units (about $125) 
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or even a set of diamond hones (about $200).  Many sharpeners who want to 
sharpen manually but want the precision of a guided system use the EdgePro 
systems, either the Apex (about $175) or the Professional (about $500).  The 
Professional model accepts attachments for scissor and chisel sharpening.  
Website: www.edgeproinc.com/ 
 

But for speed and ease of use you should consider motorized 
equipment. You will need a commercial grade sharpener as the other's 
motors are too weak for commercial use and will wear out rapidly.  The 
cheapest professional equipment we recommend is the Chef'sChoice Model 
2000 knife sharpener (about $350).  The sharpening unit is removable so it 
can be cleaned in a dishwasher, and be replaced when it wears out.  Life 
expectancy of the sharpening unit is about 3000 knife sharpenings.  
Additionally it is small and gives you mobility for your onsite commercial 
customers.  Website: www.edgecraft.com/ 
 

Chef'sChoice also makes some home machines that you night 
consider for light use, but they are not commercial quality.  Their Model 500 
scissor sharpener (about $80) will serve if you only sharpen an occasional 
pair of scissors, but it is not recommended for heavy use.  Their Model 130 
knife sharpener (about $130) is also worth considering if you have primarily 
a scissor and shear business, but only want to sharpen an occasional knife. 
 

For the next step up in equipment we recommend the Tormek wet 
wheel grinder (about $600 for basic machine plus $200 for jigs for knives 
and scissors).  You can also buy fixtures for axes, chisels and other 
woodworking tools. Angles are well controlled and bevels are clean.  The 
Tormek can also be used freehand, and will regrind broken tips and reduce 
knife bolsters when needed.   
 

While the Tormek leather strop will produce an excellent edge, for 
speed we recommend honing and stropping on a paper wheel set (about 
$140).  Many sharpeners use paper wheels as their only equipment, but the 
wheels can produce too much heat when doing a heavy sharpening, and only 
last for 300 to 400 knives when used this way.  Paper wheels are an ideal 
companion to a Tormek.  The Tormek will do the heavy grinding without 
overheating, and the paper wheels will last for over 1000 knives before 
needing maintenance.   
 

For scissors we recommend the Wolff Industries Twice-As-Sharp 
Professional scissor sharpener (about $440).  This patented machine makes 
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even brand new shears four to six times sharper than when purchased.  
Although the Tormek does sharpen scissors and has the advantage of a wider 
wheel and wet grinding, the TAS is much faster and has a blade honing 
wheel produces an even better cutting scissor, extending its use to 
dressmaker’s shears.   
 

Finally, for the ultimate machines that will professionally restore a 
factory or better edge, we recommend Friedrich Dick sharpening machines, 
SM-110 (about $2000), SM-111 (about $2500) or SM-160T (about $5500).  
They are ideal for someone setting up a knife sharpening or rental business. 
The SM-111 is really three machines in one - the dual wet wheel grinder for 
creating bevels is adjustable from 10 to 20 degrees and has magnetic guides, 
the counter-rotating overlapping wheel sharpener is adjustable; and the 
honing wheel creates the highest degree of sharpness.  Capacity is 400 to 
500 knives a day.   The model SM-110, with fixed angle sharpener and 
without the final stage, is suitable for a large butcher shop or restaurant. The 
SM-160T is an even more powerful machine that will perform knife repairs 
in addition to sharpening.   
 

The F. Dick machines have an adapter for household scissors (about 
$130), but we recommend that you put that money toward a Twice-As-
Sharp. 

 
V. Marketing Your Business 
  

The list of potential clients is rather large.  All one needs to do is think 
of all the places that use knives and scissors.  Each and every one of them is 
a possible customer of your sharpening business.  We like divide all 
potential clients into two different categories.  One is your commercial 
clients and then public clients.  Marketing to each category requires two 
different strategies.   
 

For the commercial clients we use the following approach.  When you 
enter the commercial establishments ask to speak to the manager or assistant 
manager.  These are the people that will make the decision on whether to 
purchase your services.  It is not a good idea to try and sell someone else as 
they will only have to go to the manager to get a decision anyway.  It is 
better for you to present yourself to one of these people.  First introduce 
yourself as a representative of (your company’s name) and that you are there 
to offer your unique ONSITE sharpening services.  You should hand them 
your brochure and point out your price list stating how reasonable they are.  
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Now state: “that you warranty your work if the knife/scissor becomes dull 
within a week you will re-sharpen it for free.  If you ruin the knife/scissor 
you will replace it with a knife/scissor for free.  AND NOW THE MOST 
IMPORTANT THING: ASK THEM FOR THEIR BUSINESS.  If they say 
yes, ask if they want their knife/scissors sharpen now or do they want you to 
return at a more convenient time?  Also, be sure to ask them if you can set 
them up on a repetitive schedule?   
 

One objection we have heard is in some places the customer stated 
that someone had come around one time to sharpen their knives and then 
they never heard from him again.  Here state that this is your only business 
and if you don’t work you don’t eat and that you are dependable and most 
assuredly will return.  Another comment you may hear is that the local 
manager doesn’t have the authority to make a decision to purchase your 
services.  Politely ask him who does and what the name and telephone 
number of that person is so you can telephone them.  An example, one such 
telephone call to the company purchasing agent of a grocery store chain 
netted their purchasing the knife sharpening services for all the local stores 
for that chain.  You never know unless you ask! 
 

The following are a list of potential commercial clients: restaurants, 
super markets, churches with big kitchens, tailor shops, fabric shops, school 
cafeterias, any institution that serves meals, caterers to name just a few.   
 

For the public you don’t really have to sell each client.  But it is 
necessary to treat them respect and present a professional manner.  After all 
you are the expert to them, but providing them a service.  Just remember to 
treat your customers like you prefer to be treated.  To sell your services to 
the public you need to set up a booth somewhere that has a lot of pedestrian 
traffic.  Two ideal places are at a Farmers Market if your town has one, or at 
a Flea Market.  Another possibility if you are close to some where there are 
a lot of fisherman set up a booth on the dock or pier.  To establish a booth at 
these locations you will need to rent booth space from the proper authorities.  
You don’t need much space, but remember it must have electricity.  To 
establish a booth you must obtain some additional equipment such as a 
folding table, chair if they are not provided.  Also, we suggest you get some 
form of a sign, banner, or object identifying that you are in the sharpening 
business. 
 

Since most markets are outdoors, you must think about equipment 
portability.  We suggest you purchase two 2-ft. x 4-ft. folding tables.  They 
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can lie on the back seat of a car if you don’t have a truck.  Mount each of 
your grinders on a MDF board, and they will sit on top of the tables.  A 
folding workbench is required in the trunk, along with a plastic milk carton 
and a zipper type of bag for smaller tools and hones.  If it will be all day in 
the sun or rain, we suggest you purchase a market canopy! 
 

There should be outlets for electricity, but since the area could be wet 
(when it rains), we recommend you add a 4 x 4 outlet box with GFI 
receptacles to your extension cord.  Besides the sharpening equipment you 
will probably spend less than $500 to get ready for the outside markets, most 
of it on the canopy and tables. 
 

You can use your Chef’sChoice at the market to sharpen knives, but 
you will need an additional sharpener for the variety of other equipment you 
will be called upon to sharpen.  We suggest a Tormek wet wheel grinder, a 
paper wheel knife sharpener and a regular bench grinder. The Tormek runs 
slow and smooth, so it sits safely on one of the tables. The grinders should 
be clamped to the portable bench so they don’t vibrate and walk around.   
 

We use the Tormek for scissors, then finish them with a Wolff pink 
hone and adjust the screw if needed.  The Tormek also does a great job on 
pinking shears.  You should take the garden shears and hedge trimmers apart 
to sharpen them, but sometimes if they are in good condition so we just use a 
diamond hone to touch them up.  Before sharpening make sure you scrape 
the garden residue off with a putty knife, and when you are finished a drop 
of oil makes them work like new.   
 

You can also use the Tormek to restore a bevel on badly worn knives, 
and it grinds chipped blades and broken points without any risk of 
overheating the steel. The paper wheels are used for knife sharpening and 
burr removal.  Wipe each blade with paint thinner to remove the wax and 
polishing compound left from the wheels.  (A dedicated knife sharpener like 
a TruHone could take the place of the paper wheels.)   
 

Use a file for the shovels and hoes, so few tools actually need the 
bench grinder.  We don’t recommend sharpening lawn mower blades but 
refer this business to a local mower shop, and in return he will refer all his 
cutlery work to you. 
 



17 

On a typical Saturday morning you should be able to sharpen 50 to 60 
kitchen knives, a dozen pair of scissors and a dozen garden tools ranging 
from pruning shears to shovels.  
 

For success at a farmer’s market you need to build the business 
through promotion and word of mouth. When people first see you they 
always ask if you will be back next week, so a regular presence – every 
week or every other week – is important.   Once the market understands the 
traffic that a sharpener can draw they will be happy to include you in their 
promotions. When the markets put an announcement in the paper that a 
sharpener will be there they get 20 or 30 additional customers.  If you have 
more work than you can handle don’t be afraid to tell people that you are 
taking some back to the shop.  People seem willing to pick up their knives 
later, and often bring me more work when they come to pickup their work. 
 

Sharpening at a farmer’s market is not likely to produce a full time 
income due to the seasonal nature of the markets, but it is an interesting way 
for a sharpening shop to supplement business or a nice part time job for a 
retiree. You will see a wider variety of tools and knives than you knew 
existed, and each market day brings a new challenge. 
 
 Another suggestion is to approach a fabric store about setting up a 
booth one day a week to sharpen scissors.  Most fabric stores will be in favor 
of this as it will bring in new and additional customers to them.  Point out to 
them that these people will shop while they are waiting for their scissors to 
be sharpened.  For this you can use one of your folding tables and a chair if 
the store doesn’t provide you with a work area.  You can also try to find a 
retail store that will allow you to set up a booth for the sharpening business, 
for example, a hardware store.  Use your imagination; there is no right or 
wrong here. 
 

VI. Suggestions on how to run business 
 

 We are including some financial tips that you should be aware. 
 
 If you are collecting taxes of any kind set the tax money collected 
aside on a daily basis from your business’s operating account.  Taxes are 
usually due and to be paid on a monthly or quarterly basis.  Most companies 
or individuals do not calculate the amount of taxes due until they are to be 
paid.  The amount of taxes due will come as a surprise if you don’t plan for 
it.  One mistake most people make in this area is they see money start to 
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accumulate in their business checking account and will spend it.  This 
accumulation is usually the tax money they have collected.  Important; be 
sure to pay your taxes on a timely basis.  A word of caution, if you don’t pay 
your taxes ON time you won’t hear from the government for quite a while.  
And people then think well I will pay it as soon as I have the money.  
Wrong, because any delinquency in paying any taxes results in very stiff 
penalties and interest and the government will get their money one way or 
another.   
 
 Another area where many people make a financial mistake is the area 
of salaries for themselves.  To start and operate a small business correctly 
one should plan on not receiving a salary for at least the first three months.  
Once you start drawing a salary it should be what the business can afford to 
pay you, not what you need to live on.   
 
 While it is not necessary, it is wise to operate your business on a cash 
and carry basis.  If at all possible avoid credit as money you pay someone in 
interest is better in your account than theirs.  One good thing about 
financially operating this way you always have a grasp of your business’s 
financial situation.  And it is easier to make future decisions about what you 
should do with your company if you know where you are today. 
 
 Don’t be ashamed to charge for your work.  Many small business 
owners are intimidated by the public they serve.  Many people know this and 
will try to get something for nothing.  Do not fall into this trap your prices 
are fair don’t be afraid to defend them.  Many times people have stated to us, 
I can go down the street and get a cheaper price.  Your response “that’s great 
I think you should take advantage of that price.”  Chances are they will give 
you the work as the other place usually doesn’t exist or it is too much trouble 
for them to travel there or they would have gone there first.  You cannot 
make money if you give your serves away for free. 
 
Some hints on how to operate your business: 
 
 It is always correct to operate your business with the concept “the 
customer is always right”.  But this idea must be placed in the following 
framework.  First you must establish rules on how your business will 
operate.  Once you establish these rules do not let the customer violate them.  
For example, it would be appropriate to warranty, that you will re-sharpen a 
blade if the blade becomes dull within a week NOT three weeks or a month 
later.  Also, they must produce a copy of the receipt you gave them for the 
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work as everyone will tell you it was just last week.  These are but two of 
the rules you should establish.  While the customer has every right to bring 
back the blade for sharpening if you did a poor job, they do not have the 
right to change your rules on the warranty.   
 
 Establish the time your business will operate and treat the same way 
as any other business.  Your local cleaner has its normal business hours 
period.  They won’t wait for you if you arrive late.  People are already aware 
of this and will arrive during their normal business hours.  So don’t let your 
customers expectations become that you will operate on their schedule.  If 
your customer shows up an half an hour after your closing time you’re 
closed.   
 
 For your commercial accounts establish a route that you service on a 
regular basis, preferably every week or two.  The industry standard is every 
two weeks.  It is best to clump your commercial account route in a fashion 
where they are close together.  For example, service all your accounts on the 
North side of the city today and the South side tomorrow.  Servicing your 
accounts in this way will reduce your expenses (gasoline) and increase the 
time you have to cover your accounts and the number of accounts you can 
cover in one day. 
 
 If you are operating a booth that sells your sharpening services to the 
public, once you establish your hours of operation make sure that you honor 
those hours.  That is, if you say you will start at 10:00am, start at 10:00am 
not at 10:20am, or do not leave early.  And make sure you show up at the 
prescribed day and time.  You never know the customer you missed or lost 
because of inconsistent times.   
 

VII. Potential Areas of Expansion 
 
 

 The following is a list of areas that you may want to consider in 
expanding your sharpening business.  It should be noted that you will 
probably need to purchase additional equipment to expand into these areas. 

 
● Shear sharpening for beauty salons and barbers 
● Clipper blade sharpening for the above plus pet groomers 
● Saw blade sharpening for woodworkers, cabinet shops, etc. 
● Router bit sharpening for the above. 
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VIII. Summary 
 

 The educational information we have given you in this booklet 
hopefully gives you some knowledge on how to start your own sharpening 
business.  It goes without saying that this booklet has not covered everything 
you need to know on how to start a knife sharpening business.  We could 
only convey some of what the author has experienced in starting and 
operating our own sharpening business.  These suggestions are meant to help 
you establish your own business but in no way do they cover all you need to 
know or experience.  The suggestions are at best meant to help you get your 
business started in way YOU can make it succeed.  It is in no way implies or 
guarantees if you follow what we have suggested that your business will be a 
success.  One of the unique things about the sharpening business is there is 
little or no competition. 
 

We wish you the best of luck! 
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Appendix A 
Example of a Business Card 

 
 

Your Company Name 
Knife / Scissor Sharpening Service 

 Completed ON-SITE Within Minutes 
 

Your Name 
Proprietor 
P.O. Box  
Your City 

Telephone # 
(XXX) XXX-XXXX 
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Appendix B 
Brochure Front Side 

Your Company Name 
Knife/Scissor Sharpening Service completed ON-SITE 

within minutes 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Never Dull is the easy answer that eliminates those days of using a dull 
knife/scissors to make your precision cuts. 
 

Why make that knife/scissor cutting jobs difficult when Never Dull can 
make it easy. 

 

If Never Dull doesn’t make it sharp the first time we will do it again for 
free. 
 

Our rates are cheap. 
 

Monthly service contracts available and quoted upon request. 

 

Member of the North Carolina Knife Makers Association  

 

Your Company Name 
P.O. Box  

Your City, State & Zip 
Your telephone # 
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Brochure Back Side 

Sharpening Price List  

 Minor Major 
Knives up to 4"  $3.00 $4.00 
Knives between 4" and 8"  $4.00 $5.00 
Knives 8" to 10" $5.00  $6.00 
Hunting knives to 6" $5.00 $6.00 
Scissors to 4"  $5.00  $6.00 
Large or pinking shears $6.00 $8.00 
Cleavers  $5.00 $6.00 
Hedge Trimmers (Not Electric):  $6.00 $8.00 
Pruning Clippers:  $5.00 $6.00 
Grass Clippers $5.00 $6.00 
Hatchets and Axes:  $5.00 per edge  
Chisels:  Narrow $3.00  Wide $4.00 
Specialty Items  $1.00 and up  
 

Minor sharpening means knives in good condition with no chips.  

Major sharpening includes very dull knives, knives with small chips or small broken points, and 
larger scissors and shears. Because of the time involved, hand sharpening and serrated knife 
sharpening are considered major. We do not sharpen hair shears or thinners. 

Repair Prices: An additional charge of $2.00 - $5.00 may apply on knives with severely chipped 
edges, broken tips, or knives that have worn out of shape. We can reduce the bolster and reshape 
the blade if your chef’s knife does not chop along its full length. Repair work that cannot be 
completed in the field can be done in our shop, usually within 2 business days, then picked up or 
shipped to you. We do not repair handles. We reserve the right to refuse work for any reason. 

All sharpening is warranted for one week from the date of sharpening. 
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Appendix C 
 

LIMITED PARTNERSHIP AGREEMENT 
 OF  

(Your Company’s Name), LIMITED PARTNERSHIP 
 
THIS LIMITED PARTNERSHIP AGREEMENT OF (Your Company’s Name), 
LIMITED PARTNERSHIP, a limited partnership organized pursuant to the (Your State) 
Revised Limited Partnership Act (the "Partnership"), is executed effective as of the 
(Date), by (Your Name ), as General Partner (the "General Partner"), and (Your 
Partners Name if any ), as limited partner (the "Limited Partner"). The General Partner 
and the Limited Partner are referred to as the "Partners" and individually as "Partner".  
 

Article I –Organizational Matters 
 

1.1 Formation. The Partnership was formed on (DATE) by the filing with the 
Secretary of State of (Your States Name) the Certificate of Limited Partnership of the 
Partnership in the Form attached as Exhibit A.  The rights and obligations of the Partners 
and the administration and termination of the Partnership shall be governed by this 
Agreement, the Certificate of Limited Partnership, as amended from time to time (the 
"Certificate"), and the (Your State) Revised Uniform Limited Partnership Act (the 
"Act'..'). 
 

1.2 Name. The name of the Partnership is "Your Company’s Name, Limited 
Partnership" and all business will be conducted in that name. The name of the Partnership 
may be changed by the General Partner by amendment of the Certificate, provided that in 
no event shall the Partnership adopt any name that would cause any Limited Partnership 
to have liability for the debts of the Partnership.  
 

1.3 Registered Office and Registered Agent. The registered agent of the 
Partnership will be (Your Name), and the registered office will be at (Your Address).  
The registered agent and the registered office may be changed by the general Partner by 
filing a statement of change as required by the Act.  
 

1.4 Term. The term of the Partnership began upon the filing of the Certificate 
and will continue December 31, 2023, unless the Partnership is earlier dissolved and its 
affairs wound up in accordance with the provisions of this Agreement or the Act.  
 

1.5 Purposes and Powers. The purpose of the partnership is to provide a 
sharpening service to the general public.  And the Partnership will conduct no other 
business without the written consent of the General Partner and a majority in interest of 
the Limited Partners. The Partnership will have all powers necessary or desirable to carry 
out the foregoing purposes to the fullest extent permitted by the Act, including the power 
to conduct any of the foregoing purposes through any partnership, Limited Liability 
Company, corporation, or other entity, alone or in cooperation with others.  
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1.6 Nature of Partners' Interests. The interests of the Partners in the 
Partnership are personal property for all purposes. Legal title to all Partnership assets will 
be held in the Partnership’s name, and no Partner, nor any successor, representative or 
assign, will have any right; title or interest  

 
1.7 No Certificates of Partnership. The interest of Partners will not be 

evidenced by certificates of ownership.  
 

Article II Capital 
 

2.1 Initial Capital contributions. Upon execution of this Agreement, each 
Partner will contribute the cash or other property as shown on Exhibit A in exchange for 
its interest in the Partnership.  Except as provided in this Agreement, the Certificate, or 
the mandatory provisions of the Act, a Partner is liable only to make his capital 
contributions under this Section and will not be required to lend any funds to the 
Partnership or make any additional capital contributions to the Partnership.  
 

2.2  Additional capital Contributions. The Partnership may request additional 
capital contributions from the Partners with the consent of the General Partner and a 
majority in interest of the Limited Partners.  Each Partner shall have the right to fund his 
proportionate share of such additional capital based upon his percentage interest in the 
Partnership.  If any Partner fails to fund their full proportionate share of such additional 
capital, then the percentage interests of the Partners in the Partnership shall be 
appropriately adjusted based upon the fair market value of the Partnership prior to such 
additional contribution and the fair market value of such additional contribution.  
 

2.3 Withdrawals. No Partner may demand or receive a return of its capital 
contributions except as provided in this Agreement. No Partner will have the right to 
receive a distribution of Partnership property other than cash except as provided in this 
Agreement.  
 

2.4 No Interest on Capital: No Draw. No Partner will receive any interest, 
salary, or draw with respect to his capital contributions or their capital account, or for 
services rendered on behalf of the Partnership, except as provided in this Agreement  
 

2.5 Capital Accounts. The Partnership will maintain a capital account for each 
Partner. Each Partner's capital account will be increased by its capital contributions, its 
share of Partnership profits and items in the nature of income or gain, and any Partnership 
liabilities that are assumed by that Partner or that are secured by Partnership property 
distributed to that Partner.  Each Partner's capital account will be decreased by the 
amount of cash and the fair market value of any Partnership property distributed to that 
Partner, its share of losses and items in the nature of loss or deduction, and the amount of 
any liabilities of that Partner that are assumed by the Partnership or that are secured by 
any property contributed to the Partnership by that Partner. In. the event a Partner 
transfers any portion of its interest in the Partnership, the transferee will succeed to the 
capital account of the transferor to the extent it relates to the transferred interest. The 
provisions of this Section are intended to comply with §704(b) of the Internal Revenue 
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Code of 1986 {the "Code") and the regulations there under, and will be interpreted and 
applied consistent with those regulations.  
 

Article III - Allocations of Profits and Losses 
 

3.1 Allocations of Profits and Losses. After giving effect to the special 
allocations set forth in Section 3.2, all profits and losses and nonrecourse deductions for 
any fiscal year will be allocated to the Partners in accordance with their percentage 
interests as set forth in Exhibit A. 
 

3.2 Special Tax Allocations.  
 

(a) The Partners acknowledge that Code §704(b) and the regulations there 
under establish certain required allocations in order for the allocations under this 
Agreement to be deemed to have "substantial economic effect".  Accordingly, the 
Partnership will make the following special allocations of profit or loss if, but only to the 
extent, required by Code §704(b) and the Treasury Regulations there under:  
 

(i)  The amount of losses allocated to any Partner shall not exceed the 
limitations in Treasury Regulations § l.704-1(b)(2)(ii)(d);  

 
(ii) "Nonrecourse deductions" under Treasury Regulations § 1.704-2( 

c) will be allocated to the Partner in accordance with their percentage interests as 
set forth in Exhibit A;  

 
(iii) "Partner nonrecourse deductions" under Treasury Regulations § 

I.704-2(i) will be allocated to the Partner who bears the economic risk of loss; 

 
(iv) If there is a decrease in minimum gain under Treasury Regulations 

§ 1.704-2(d) or partner nonrecourse debt minimum gain under Treasury 
Regulations §1.704-2(i), profits will be specially allocated among the Partners as 
required by Treasury Regulations § 1.704-2(t) and § 1. 704-2(i)(4);  

 
(v) If a Partner unexpectedly receives adjustments, allocations, or 

distributions described in Treasury Regulations § 1.704-1 (b )(2)(ii)( d)( 4), (5), or 
(6), profits will be specially allocated to that Partner in accordance with the 
"qualified income offset" provisions of Treasury Regulations § 1.704-1{b )(2)(ii)( 
d); 

 
(b) Any allocations required by Section 3.2(a) will not be consistent with the 

party’s intent regarding allocations of profits and losses. Accordingly, the Partners shall 
make offsetting special allocations of Partnership income, gain, loss, or deduction as 
appropriate so that, after such offsetting allocations are made, each Partner's capital 
account balance is, to the extent possible consistent with Code § 704 and the Treasury 
Regulations there under, equal to the Capital Account balance such Partner would have 
had if the allocations under Section 3.2(a) had not been made.  
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(c) Income, gain, loss and deductions with respect to any property contributed to 
the capital of the Partnership shall, solely for tax purposes, be allocated among the 
Partners so as to take account of any variations between the adjusted basis of such 
property to the Partnership For federal income tax purposes and its fair market value 
pursuant to any method allowed under Code § 704(c) and the Treasury Regulations there 
under. Any elections or other decisions relating to allocations under this Section shall be 
made by the General Partner in any manner that reasonably reflects the purpose and 
intention of this Agreement.  Allocations pursuant to this Section 3.2(c) are solely for tax 
purposes and shall not affect any Partner's capital account or share of profits, losses, or 
distributions pursuant to any provision of this Agreement. 
 

3.3 Other Allocation Rules. For purposes of determining profits, losses or any 
other items allocable to any period, such items shall be determined on a daily, monthly, 
or other basis, as determined by the General Partner using any permissible method under 
Code § 706 and the Regulations there under.  For tax purposes, all items of Partnership 
income, gain, loss, deduction, or credit for each fiscal year will be allocated in the same 
manner as profits or losses for such year are allocated. If there is more than one Limited 
Partner, profits or losses shall be allocated to the Limited Partners in accordance with the 
percentage interest of each as set forth in Exhibit A.  
 

Article IV - Distributions 
 

4.1  Distributions. The General Partner may; in its discretion, prior to 
dissolution of the Partnership, cause the partnership to make distributions to the Partners.  
All distributions under this Section will be made to Partners in proportion to their 
percentage interests shown on Exhibit A. 
 

4.2 Withholding. All amounts withheld pursuant to any provision of any 
federal, state, local, or foreign tax law with respect to any distribution or allocation to any 
Partner will be treated as actually distributed to that Partner. The Partnership is 
authorized to withhold from any distribution, or with respect to any allocation to any 
Partners, and to pay over to any federal, state, local, or foreign government, any amounts 
required to be withheld under applicable law.  
 

4.3 Limitations on Distributions. No distributions may be made to a Partner 
if, after giving effect to the distribution (i) all liabilities of the Partnership, other than 
liabilities to Partners on account of their interests in the Partnership, would exceed the 
fair values of the Partnership's assets; (ii) the distribution would otherwise violate the 
Act. 
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Article V - Management 
 

5.1 Management Generally. Except as provided in this Agreement, the 
business and affairs of the Partnership will be managed by the General Partner. Without 
limiting the generality of the foregoing, no Partner other than the General Partner will 
have any authority to withdraw any funds from any Partnership account No Limited 
Partner will have any management or consent rights except as provided in this Agreement 
or the Certificate, or as required by the Act.  No Limited Partner will take any action on 
behalf of the Partnership except as authorized by this Agreement or by the General 
Partner.  
 

5.2 Certain Major Decisions. Notwithstanding any other provision of this 
Agreement, neither the Partnership nor any Partner will take any of the following actions 
without the written consent of the General Partner and a majority in interest of the 
Limited Partners: (i) amend the Certificate or this Agreement or (it) merge the 
Partnership with or into another limited partnership or other entity. 
 

5.3 Liability of Partners. To the fullest extent permitted by law, no Partner, 
officer, or employee of the Partnership will be liable to the Partnership or any other 
Partner for monetary damages for an actor omission in such person's capacity as a 
Partner, officer, or employee of the Partnership except for acts or omissions involving 
willful misconduct or bad faith by such Partner, officer, or employee.  
 

5.4 Indemnification. 
 

(a) To the fullest extent permitted by law, the Partnership will indemnify any 
person who at any time serves or has served as a General Partner, manager, or officer of 
the Partnership, or in such capacity at the request of the Partnership for any other foreign 
or domestic corporation, 1imited liability company, limited partnership, partnership, joint 
venture, trust, or other enterprise, or as trustee or administrator under an employee benefit 
plan (each, an "Indemnitee"), from and against all liabilities and expenses (including 
amounts paid in satisfaction of judgments, in compromise, as fines and penalties, and as 
counsel fees) reasonably incurred by them in connection with the defense or disposition 
of any action, suit or other proceeding (including any action by or in the right of the 
Partnership), whether civil, criminal, administrative, or investigative, in which they may 
be involved or with which they may be threatened, as a party or otherwise, by reason of 
their management of the affairs of the Partnership, or rendering of advice or consultation 
with respect to such affairs, or which relate to the Partnership, its properties, business, or 
affairs, whether or not they continue to be such at the time any such liability or expenses 
is paid or incurred, so long as such Indemnitee was not guilty of gross negligence, willful 
misfeasance, bad faith or reckless disregard of his duties with respect to any criminal 
action or proceeding, or had no reasonable cause to believe the conduct of such 
Indemnitee was unlawful. Notwithstanding the foregoing provisions, the Partnership will 
not indemnify or agree to indemnify any Indemnitee for (i) acts or omissions that the 
Indemnitee knew at the time of the acts or omissions were clearly in conflict with the best 
interests of the Partnership; (ii) any transaction from which the Indemnitee derived an 
improper personal benefit, or (iii) acts or omissions occurring prior to the date this 
provision became effective. As used in this Section, "improper personal benefit" does not 
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include reasonable compensation or other reasonable incidental benefit for or on account 
of service as a General Partner, a manager, an officer, an employee, an independent 
contractor, an attorney or a consultant of the Partnership.  
 

(b) To the extent permitted by law, expenses incurred by an Indemnitee in 
defending any proceeding will be paid by the Partnership in advance of the final 
disposition of such proceeding, upon receipt of an undertaking by or on behalf of such 
Indemnitee to repay such amount unless it shall ultimately be determined that the 
Indemnitee is not entitled to be indemnified hereunder by the Partnership. If an 
Indemnitee obtains a nonappealable judgment requiring the Partnership to pay 
substantially the entire amount claimed, that Indemnitee will be entitled to recover from 
the Partnership the reasonable expense (including reasonable legal fees) of prosecuting 
the action against .the Partnership to collect the claim. The disinterested Partners of the 
Partnership will take all such action as may be necessary and appropriate to authorize the 
Partnership to pay the indemnification required by this Section, including (to the extent 
required) making a good faith evaluation of the manner in which the Indemnitee acted 
and of the reasonable amount of indemnity due them. 
 

(c) Any Indemnitee will be deemed to be serving or to have served in any 
capacity with or on behalf of the Partnership in reliance on, and as consideration for, the 
right of indemnification provided in this Section. The indemnification extended to an 
'Indemnitee will not be terminated when that person ceases to be a General Partner, 
manager or officer, with respect to any cause of action against, the Indemnitee based on 
acts and events occurring prior to the termination of the relationship with the Partnership. 
If the provisions of this Section are repealed or modified, a General Partner, manager or 
officer will continue to be indemnified under the provisions of this Section in effect prior 
to such repeal or modification for causes of action against such Indemnitee based on acts 
and events occurring prior to such repeal or modification. This right of indemnification 
under this Section will inure to the benefit or the legal representatives of any Indemnitee 
and is not exclusive of any other rights to which any Indemnitee may be entitled apart 
from this Section.  
 

Article VI - Partners and Transfers 
 

6.1 Names, Addresses, and Interests. The names, addresses, and 
percentage interests of the Partners are as reflected in Exhibit A.  
 

6.2 Additional Partners. In the case of a person acquiring a partnership 
interest directly from the Partnership, no person other than the Partners identit1ed at 
Exhibit A., including any transferee of any Partner, will be admitted as a Partner in the 
Partnership except with the written consent of the General Partner.  
 

6.3 Liability of Limited Partners. No Limited Partner will have any personal 
liability for any debts, losses, contracts or other liabilities of the Partnership beyond its 
capital contributions under section 2.1, except as provided by law.  
 

6.4 Transfers  
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(a) No Limited Partner may at any time sell, give, pledge, or otherwise 
transfer or encumber his interest in the Partnership except with the prior written consent 
of the General Partner, which may be given or withheld in the sole and absolute 
discretion of the General Partner. The General Partner may not sell, give, pledge, or 
otherwise transfer or encumber its interest in the Partnership except with the prior written 
consent of a majority in-interest of the Limited Partners, which consent may be given or 
withheld in the Limited Partners' sole and absolute discretion.  
 

(b) Any purported transfer of an interest in violation of Section 6. 4(a) will be 
null and void and of no effect whatsoever; provided that if the Partnership is required to 
recognize a prohibited transfer (including an involuntary transfer occurring as the result 
of. the dissolution, termination, bankruptcy, death, adjudication of legal incompetence or 
divorce of. a Partner or otherwise), the transferee shall only have the rights under Section 
6.5 and will not be admitted as a Partner in the Partnership. Each Partner acknowledges 
the reasonableness of the restrictions on transfer imposed by this Section in view of the 
Partnership's purposes and the relationship of the Partners.  Accordingly, the restrictions 
on transfer contained in this Agreement shall be specifically enforceable by the 
Partnership or any Partner. 
 

6.5 Rights of Transferees, Unless and until admitted as a Partner in accordance 
with Section 6.6, a transferee of any portion of any Partner’s interest will be entitled to 
receive the allocations and distributions to which  the transferor would be entitled, but 
shall not be entitled to any of the rights, powers, or privileges of a Partner, including any 
right to vote or participate in the management or business of the Partnership, to inspect 
the books or records of the Partnership, or to bring derivative actions on behalf of the 
Partnership. The transferee will, however, be subject to all of the restrictions, obligations 
and limitations under this Agreement and the Act pertaining to the transferred interest. 
 

6.6 Admission of Transferees as Partners. A transferee of an interest in 
the Partnership from a Limited Partner may be admitted as a Limited Partner only with 
the prior written consent of the General Partner, which consent may be given or withheld 
in the General Partner's sole and absolute discretion.  A transferee of an interest in the 
Partnership from a General Partner may be admitted as a General Partner only with the 
prior written consent of a two-thirds majority in interest of the Limited Partners, which 
consent may be given or withheld by the Limited Partners in their sole and absolute 
discretion.  
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Article VII - Dissolution and Termination 
 

7.1 Dissolution 
 

(a) Unless sooner dissolved pursuant to Section 7.1(b), the Partnership wi1l 
be dissolved upon the first of the following to occur: (i) December 31, 2023; (ii) the 
occurrence of any event of withdrawal by the General Partner specified in section 59-402 
of the Act; (iii) the written consent of all Partners; or (IV) the entry of a decree of judicial 
dissolution In Section 59-802 of the Act. 
 

(b) The General Partner shall have the right, in its sole and absolute 
discretion, to cause the Partnership to be dissolved by giving written notice to the 
Partnership and the remaining Partners.  
 

(c) Upon dissolution of the Partnership, the business and affairs of the 
Partnership shall be wound up and liquidated under Sections 7.2 and 7.3. 
 

7.2 Winding Up. 
 

(a) Dissolution of the Partnership will be effective as of the day on which the 
event occurs causing dissolution, but the Partnership will not terminate until there has 
been a winding up of the Partnership's business and affairs, and the assets of the 
Partnership have been distributed as provided in Section 7.3. 
 

(b) Upon dissolution of the Partnership, the General Partner will discontinue 
initiating any new business activity and will take those actions necessary to liquidate the 
Partnership's existing assets of (Your Company’s Name).  All proceeds from the 
liquidation of any such assets will be invested in certificates of deposit maturing in 30 
days or less, interest bearing demand deposits, or money market funds pending 
distribution pursuant to Section7.3, 
 

In addition, the General Partner will execute, acknowledge and file any 
and all instruments necessary or appropriate to reflect the dissolution of the 
Partnership.  

 
7.3 Distribution of Assets Upon Liquidation. All proceeds from the 

liquidation of the Partnership's assets will be applied as soon as practicable (i) first to pay 
the expenses of liquidation and the debts and liabilities of the Partnership (other than 
debts and liabilities to Partners); (ii) second to pay the Partnership's liabilities and debts 
to the Partners; and (iii) the balance, if any, to the Partners in accordance with the 
positive balances in their respective capital accounts. All distributions shall be made in 
cash.  
 

7.4 Liquidating Reserve or Trust.  At the discretion of the General Partner, a 
pro-rata portion of the distributions that would otherwise be made to the Partners 
pursuant to Section 7.3 maybe withheld to provide a reasonable reserve for Partnership 
liabilities (contingent or otherwise) and to reflect the unrealized portion of any 
installment obligations owed to the Partnership, provided that such withheld amounts 
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shall be distributed to the Partners as soon as practicable.  Alternatively, the General 
Partner may cause all or a portion of the Partnership's assets to be distributed to a trust 
established for the benefit of the Partners for the purposes of liquidating Partnership 
assets, collecting amounts owed to the Partnership, and paying any contingent or 
unforeseen liabilities or obligations of the Partnership or of the Partners arising out of or 
in connection with the Partnership.  The assets of any such trust shall be distributed to the 
Partners from time to time, in the reasonable discretion of the liquidating trustee, in the 
same proportions as the amount distributed to such trust by the Partnership would 
otherwise have been distributed to the Partners pursuant to Section 7.3.  The General 
Partner may, but is not required to act as trustee of such trust and may supervise the 
orderly and prompt liquidation of the assets held by such trust. .If the General Partner 
elects not to serve; in such capacity, the liquidating trustee will be chosen by the General 
Partner.  
 

Article VIII - Accounting and Tax Matters 
 

8.1 Books and Records. The Partnership will keep adequate books and 
records at its principal place of business, which shall set forth an accurate account of all 
transactions of the Partnership, as well as the other information required by §59-106 of 
the Act.  The books and records or the Partnership shall be kept for reporting and tax 
purposes using the cash receipts and disbursements method of accounting.  The financial 
statements or the Partnership shall be appropriate and adequate for the Partnership's 
business and for carrying out all provisions or this Agreement.  The fiscal year and tax 
year or the Partnership is the calendar year.  Any Limited Partner or their designated 
representative has the right, during normal business hours and upon five (5) business 
days' prior notice to the custodian or the records specifying the records or information 
desired and .the purpose for which the records or information is sought, to have access to 
and inspect and copy, at their expense, the contents or such books or records.  
 

8.2 Accounts. No Partner other than the General Partner will have any 
authority to withdraw any cash or other assets from the account.  
 

8.3 Accountants. The Partnership's accountants responsible for preparing its 
tax returns and performing such other services as maybe necessary or convenient in the 
Partnership's business will be selected by the General Partner. 
 

8.4 Tax Returns. The Partnership will file federal and state income tax 
information returns on a timely basis and transmit to each Partner a copy of such returns 
and a Schedule K1 showing such Partner's distributive share of the partnership’s income, 
loss, deductions and credits Upon request, the Partnership will provide a Partner with any 
additional information reasonably required to prepare his federal income tax return.  
 

8.5 Tax Elections. The General Partner may make any and all elections for 
federal, state, and local with the Partnership's accountants. 
 

8.6 Tax Matters Partner. The General Partner will be the "Tax Matters 
Partner" with all the power and authority with respect to the Partnership as a "tax matters 
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partner" as defined in Code §623 1 (a)(7).  The Tax Matters Partner will receive no 
additional compensation from the Partnership for service in that capacity, but all 
expenses incurred by the Tax Matters Partner in that capacity will be paid by the 
Partnership. The Tax Matters Partner is authorized to employ such accountants, attorneys 
and agents as it, in its sole discretion, determines are necessary to or useful in the 
performance of its duties. The Tax Matters Partner will not be liable to the Partnership or 
to any Partner for any action it takes or fails to take as Tax Matters Partner with respect.t9 
any administrative or judicial proceeding involving "partnership items" (as defined in 
Code §623 1) of the Partnership.  
 

8.7 Costs of Organization, The Partnership will pay all expenses 
incident to its organization, including the fees of its attorneys in. preparation of the 
Certificate, this Agreement, arid other organizational documents, and fees for the filing of 
necessary documents with the appropriate officials of the State of (Your State). All 
organization expenses as are properly amortizable under the provisions Code §§l95 and 
709 will be amortized over a period of sixty (60) months beginning with the month in 
which the Partnership is deemed to have begun business, by an appropriate election 
attached to the federal income tax return of the Partnership for its first taxable year.  
 

Article IX - Representations and Warranties 
 

9. 1. Representations and Warranties  Each Partner represents and warrants 
to the Partnership and the other Partners as follows:  
 

(a) The Partner has all requisite power and authority to execute, deliver and 
perform its obligations under this Agreement. This Agreement has been duly executed 
and delivered by 'the Partner and the obligations of the Partner under this Agreement are 
legal, valid and binding obligations of the Partner, enforceable in accordance with its 
terms. 
 

(b) The execution, delivery and performance of this Agreement by the Partner 
and the consummation of the transactions contemplated by this Agreement will not 
violate, conflict with, or result in a breach of any legal obligation, restriction, law or 
regulation, order, or decree binding upon the Partner or result in the imposition of any 
lien upon the assets of the Partner.  No approval or consent of any governmental, 
administrative or regulatory body or any other person or entity is required to be obtained 
for the execution, delivery or performance of this Agreement by the Partner. 
 

(c) The Partner has such expertise and knowledge in financial and business 
matters so as to be able to evaluate the merits and risks of an investment in the 
Partnership. 
 

(d) The Partner recognizes that investing in the Partnership is speculative and 
involves a high degree of risk and may lead to a total loss of invested funds. The Partner 
is able to bear the economic risk of an investment in the Partnership and has no need for 
liquidity with respect to its investment.  
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(e) The Partner understands that its interest .in. the Partnership has not been 
approved or recommended by any regulatory authority.  
 

(f) Reliance. The representations and warranties in Section 9.1 are made 
by each Partner with the knowledge and expectation that the Partnership and the other 
Partners are placing, and are entitled to place, complete reliance thereon, notwithstanding 
any independent investigations conducted by any other Partner...  
 

9.3 Survival. The respective representations and warranties of the 
Partners set forth in shall survive the execution and delivery of this Agreement.  In the 
event of illness or death of the General Partner the Limited Partner shall become the 
General Partner.  
 

Article X Miscellaneous 
 

10.1 Independent Activities of Partners. Except as otherwise provided in this 
Agreement or the Act, any Partner and its respective partners, members, officers, 
directors., and affiliates may engage in or possess an interest in business, trading, and 
investment ventures of every kind and description, independently or with others. Each 
Partner authorizes, consents t6 and approves of such present and future activities by such 
persons, whether or not any such activities may conflict with any interest of the 
Partnership or any of the Partners. None of the Partners or their respective officers, 
directors or affiliates shall have any obligation or responsibility to disclose or refer any 
investment, financing, acquisition or disposition opportunities to the partnership.  The 
General Partner shall be required to devote only such time to the affairs of the Partnership 
as it determines may be necessary to manage and operate the Partnership. 
 

10.2 Notices. All notices or other communications to be sent to any Partner 
pursuant to this Agreement shall be in writing and will be deemed properly given or 
served if addressed to such person at the address as it appears on the Partnership records 
and (i) personally delivered, (ii) delivered by Federal Express or other courier service of 
recognized standing, (iii) deposited in the United States mail, prepaid and registered or 
certified with return receipt requested, (iv) transmitted via telecopier or other similar 
device to the attention of such person; (v) sent by electronic mail to an address of record 
for the Partner; or (vi) any other commonly accepted method of communication that may 
be developed in the future. All notices will be deemed received when actually received if 
personally delivered or if delivered by a courier service, telecopier or electronic mail, or 
as indicated upon the return receipt if deposited in the United States mail. The Partners 
shall have the right to change their respective addresses by delivering to the Partnership 
and the other Partners written notice of such change in the manner prescribed in this 
Section. 
 

10.3 Arbitration. In the event of a dispute under this Agreement, the parties 
agree to submit the dispute to binding arbitration by the Private Adjudication Center 
located at the (Your State) State Bar Center (the "PAC"). The parties will comply with 
the PAC's arbitration rules and procedures, and jointly choose one arbitrator under such 
procedures to decide the dispute.  
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10.4 Waivers and Consents. No waiver of any breach of any of the terms 
of this Agreement, nor any consent required or permitted to be given hereunder, shall be 
effective unless in writing and executed by or on behalf of the party or parties against 
whom such waiver or consent is sought to be enforced. No waiver of any breach nor 
consent to any transaction shall be deemed a waiver of or consent to any other or 
subsequent breach or transaction.  
 

10.5 Severalty. If any provision of this Agreement or the application 
thereof to any person or circumstance shall be invalid or unenforceable to any extent, the 
remainder of this Agreement and the application of such Provisions to other persons or 
circumstances shall not be affected thereby, and the intent of this Agreement shall be 
enforced to the greatest extent permitted by law. 
 

10.6 Binding Effect; No Third Party Beneficiaries. This Agreement shall 
be binding upon and inure to .the benefit of the parties and their respective heirs, legatees, 
executors, administrators, legal representatives, successors, transferees, and assigns.  No 
person other than the party’s .to this Agreement shall have any legal or equitable right, 
remedy, or claim under, or in respect of, this Agreement.  
 

10.7 Construction and Interpretation.  Every covenant, term and 
provision of this Agreement shall be construed according to its fair meaning and not 
strictly for or against any party or parties.  When used in this Agreement, the term 
"including" means "including, but not limited to". All pronouns and any variations 
thereof shall be deemed to refer to masculine, feminine or neuter, singular or plural, as 
the identity of the person or persons may require.  Captions of the several sections of this 
Agreement are for reference purposes only, are not intended to describe, interpret, define 
or limit the scope, extent or intent of this Agreement or any provision hereof, and shall 
contro1 or alter the meaning of this Agreement as set forth in the text.  Each exhibit 
attached to this Agreement is and shall be deemed a part of this Agreement.  
 

10.8 Further Action. Each Partner agrees to perform all further acts and 
execute, acknowledge, and deliver any documents which may be reasonably necessary, 
appropriate, or desirable to carry out the provisions of this Agreement.  
 

10.9 Waiver of Action Partition. Each Partner irrevocably waives any right 
that he may have to maintain any action for partition with respect to any of the 
Partnership property.  
 

10.10 Promoters' Acts. The actions of the promoters and organizers in 
organizing the Partnership, including engagement of attorneys, are hereby ratified and 
approved and thePartI1ers are authorized and directed to reimburse the promoters and 
organizers for the expenses incurred by them in connection with such actions upon 
submission by them of proper documentation of such expenses.  
 

10.11 Counterparts. This Agreement may be executed in multiple counterparts, 
each of which shall be deemed an original for all purposes and all of which when taken 
together shall constitute but one and the Same agreement. Executed signature pages to 
any counterpart instrument may be detached and affixed to a single counterpart, which 
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single counterpart with multiple executed signature pages affixed thereto will constitute 
one original counterpart of this Agreement. All of the counterpart pages shall be read as 
though one and they shall have the same force and effect as if all of the parties had 
executed a single signature page.  
 

10. 12 Governing Law. This Agreement shall be interpreted, construed, and 
enforced in accordance with the laws of the State of (Your State) applicable to 
agreements made and wholly performed in that state.  
 

10.13 Entire Agreement, Amendment. This Agreement represents the entire 
agreement and understanding 'between the Partners concerning the subject matter hereof 
and supersedes all prior and contemporaneous agreements, understandings, 
representations and warranties with respect thereto.  This Agreement may not be 
amended, changed or modified except by a written instrument executed by or on behalf 
of the General Partner and a majority in interest of the Limited Partners.  
 

IN WITNESS WHEREOF, the undersigned, being all of the Partners of the 
Partnership, have caused this Agreement to be duly adopted by the Partnership as of the 
date first above noted, and do hereby assume and agree to be bound by and to perform all 
of the terms and provisions set .forth in this Agreement.  
 
General Partner  
 
 
 
 

       
Your Name 
 
Limited Partner  
 
 
 
 
       
Your Partners Name 
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EXHIBIT A 
 

Partners, Capital, and Percentage Interests 
 
Names and Addresses  Initial Capital Contributions  Percentage 
Interest 
 
General Partner   $You Choose Amount You choose Percentage% 
Your Name 
Your Address 
 
 
 
 
Limited Partner   $ You Choose Amount You choose Percentage% 
Your Partners Name 
Your Partners Address 
 
 
 
 
Totals:    $Sum of Total Amount    100% 
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Appendix D 
Commercial Invoice 

 
 

Your Company Name 
P.O. Box  

City, State, Zip 
Telephone # 

 
                    Date:     
 
To:        
        
        

 
INVOICE #    

 
 
 
Knives up to 4” 
$3.00 
$4.00 
 
Knives between 4” and 8” 
$4.00 
$5.00 
 
Knives 8” to 10” 
$5.00 
$6.00 
 
Scissors to 4” 
$5.00 
$6.00 
 
Large & Pinking shears 
$6.00 
$8.00 
 
Cleavers 
$5.00 
$6.00 
 

Total 
 

Return Date:   
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Appendix E 
Farmers Market Invoices 

 

Your Company Name 
P.O. Box  

City, State, Zip 
Telephone # 

                Date:     
 
To:        
        
        

 
INVOICE #:    

 
Knives up to 4”                                                 
$3.00 
$4.00 
 
Knives between 4” and 8” 
$4.00 
$5.00 
 
Knives 8” to 10” 
$5.00 
$6.00 
 
Hunting knives to 6” 
$5.00 
$6.00 
 
Scissors to 4” 
$5.00 
$6.00 
 
Large & Pinking shears 
$6.00 
$8.00 

 

Cleavers 
$5.00 
$6.00 
 
Hedge Trimmers (not electric) 
$6.00 
$8.00 
 
Pruning Clippers 
$5.00 
$6.00 
 
Grass Clippers 
$5.00 
$6.00 
 
Hatchets and Axes (per edge) 
$5.00  
 
Hoes 
$5.00 
$6.00 
 
 
 

Total 
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Appendix F 
Contact Form 

 
Company Contact Telephone Date 
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Appendix G 
Secretaries of State of All 50 States 

(The Lt. Governors of Alaska, Hawaii, and Utah are responsible for many of 
the functions usually associated with the Secretary of State.) 

 
Alabama www.sos.state.al.us/ 
Alaska www.gov.state.ak.us/ltgov/ 
Arizona www.azsos.gov/ 
Arkansas sos.state.ar.us/ 
California www.ss.ca.gov/ 
Colorado www.sos.state.co.us/ 
Connecticut www.sots.state.ct.us/ 
Delaware www.state.de.us/sos/ 
Florida www.dos.state.fl.us/ 
Georgia www.sos.state.ga.us/ 
Hawaii www.hawaii.gov/ltgov/ 
Idaho www.idsos.state.id.us/ 
Illinois www.cyberdriveillinois.com/ 
Indiana www.in.gov/sos/ 
Iowa www.sos.state.ia.us/index.html 
Kansas www.kssos.org/ 
Kentuckywww.sos.ky.gov/ 
Louisiana www.sos.louisiana.gov/ 
Maine www.state.me.us/sos/ 
Maryland www.sos.state.md.us/ 
Massachusetts www.sec.state.ma.us/ 
Michigan www.michigan.gov/sos 
Minnesota www.sos.state.mn.us/ 
Mississippi www.sos.state.ms.us/ 
Missouri www.sos.mo.gov/ 
Montana sos.mt.gov/ 
Nebraska www.sos.state.ne.us/ 
Nevada nvsos.gov/ 
New Hampshire www.sos.nh.gov/index.html 
New Jersey www.state.nj.us/state/ 
New Mexico www.sos.state.nm.us/ 
New York www.dos.state.ny.us/ 
North Carolina www.secstate.state.nc.us/ 
North Dakota www.state.nd.us/sec/ 
Ohio www.sos.state.oh.us/sos/ 
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Oklahoma www.sos.state.ok.us/ 
Oregon www.sos.state.or.us/ 
Pennsylvania www.dos.state.pa.us/ 
Rhode Island www.sec.state.ri.us/ 
South Carolina www.scsos.com/ 
South Dakota www.sdsos.gov/ 
Tennessee www.state.tn.us/sos/ 
Texas www.sos.state.tx.us/ 
Utah www.utah.gov/ltgovernor/ 
Vermont www.sec.state.vt.us/ 
Virginia www.commonwealth.virginia.gov/ 
Washington www.secstate.wa.gov/ 
West Virginia www.wvsos.com/ 
Wisconsin www.sos.state.wi.us/ 
Wyoming soswy.state.wy.us/ 
 
A complete Directory of Official State, County and City Government 
Websites, including Washington, DC, Tribal Governments and the US 
territories is at www.statelocalgov.net/ 
 
SB 
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Appendix H 
Small Business Resources 

 
10 Steps to Open for Business 
www.startupnation.com/pages/start/10Steps.asp 
 
Small Business Administration Home Page 
www.sba.gov/ 
 
Free Internet Course For Anyone Starting A Business. 
www.myownbusiness.org/ 
 
Entrepeneur.com 
www.entrepreneur.com/ 
 
How to Start a Small Business 
www.businesstown.com/gettingstarted/index.asp 
 
Small Time Operator: How to Start Your Own Business, Keep Your Books, 
Pay Your Taxes, and Stay Out of Trouble; Bernard B. Kamoroff (Author) 
 
SB 
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Appendix I 
Scissor and Clipper Sharpening Training 

 
Scissor and Clipper Sharpening 
 
Here are some sources of machines and training for sharpening of salon shears and 
clipper blades: 
 
Scissors and Salon Shears: 
 
Wolff Industries in Spartanburg, SC, www.wolffind.com. 
Sharp Edges in Decatur, Illinois, www.sharpedgesinil.com/ 
AdvantEdge in Lompoc, CA www.advantedgesharpening.com 
Ron Pershing in Weslaco, TX  isharpenem@yahoo.com  
Rod's Sharpening Service in Reston, VA Sharpeningman@yahoo.com 703 945 0171 
Florida Shears in Ocala, FL florida-shears.com  raysharpy@aol.com 352-288-3593 
Ruben at SharpeningTech in Sacramento, CA  www.SharpeningTech.com (Spanish 
speaking) 
 
 
Salon Shears only: 
 
Video and booklet sharpeningmadeeasy.com/treat.htm 
Allen Stein in TX  allan@shearexcellence.net  www.shearexcellence.net 830-237-8021 
EdgeMaster in San Diego, www.edgemasterusa.com/ 
Rapid Edge in NY, www.rapidedge.com 
Steve de Caccia in Vallejo,CA, shearpro@att.net 
Sun Gold Group in San Luis Obispo, CA,  www.sungoldgroupinc.com 
D&R Sharpening Solutions in Philadelphia, PA  www.drsharpening.com 
Fleuridas in Paterson, NJ  jfsharp@aol.com 
The Scissor Wizard in TN, thescissorwizard@yahoo.com 
Bonika in Atlanta, Georgia, www.bonika.com/shca.html 
Scissor Works (Kuda) in Dingmans Ferry, PA, www.scissorworks.com/ 
Scissor Man in Fredericksburg, VA  theraerg@erols.com 
Washi in Tequesta, FL,  www.washiscissor.com/ 
Bobby Huffman in Missouri. www.clipperparts.com/ 
Jason Pintel in California. www.sungoldgroupinc.com/ 
Debbie Finck in Portland, Oregon.  nosetothegrindstone.net/ 
Andrew Beard in Georgia.  www.kenchii.com/ 
George Harris in Virginia.   www.luckyhare.com/ 
High quality machine and video sharpeningmadeeasy.com/tas.htm#hirato 
Budget machine and 1:1 training www.scissor-tech.com/ 
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Clipper Blades: 
 
Nebraska Blades in Seward, NE nebraskablades.com/ 
The Shop in Bonners Ferry, ID www.theshop-inc.com/ 
Perfect Edge Cutlery in San Mateo, CA. www.perfectedgecutlery.com/ 
Bobby Huffman in Missouri. www.clipperparts.com/ 
AdvantEdge in Lompoc, CA www.advantedgesharpening.com 
Larry Arnett in Chicago, IL  larryarnett@clippercare.net 
Ruben at SharpeningTech in Sacramento, CA  www.SharpeningTech.com (Spanish 
speaking) 
 
   
  
Disclaimer:  I am not personally acquainted with the work of all the above sharpeners and 
so this list should be considered as suggestions and not recommendations. 
Steve B. 
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Appendix J 
Knife Sharpening Training 

 

Here are some sharpeners who teach knife sharpening, arranged roughly East to West: 
 
D&R Sharpening Solutions 
Fleetwood, PA 19522 
www.drsharpening.com 
www.japaneseknifesharpening.com 
Contact: Dave Martell 
drsharpening@verizon.net 
610-944-3196 
Equipment: Knife Sharpening Station - Belt Sander/De-Burring & Polishing Wheels, 
Twice As Sharp, Hamaguri Flat Hone, & Custom Re-Serration System   
Specialties - All kitchen knives/cleavers (including bolster and tip repair), barber 
(German style) hair scissors/shears, convex & beveled edge (Japanese style) hair shears, 
thinning shears, industrial & household scissors (including pinking shears), and 
corrugation of all scissors.    

Other: SharpEdge's "Daily Invoicing Program", Microsoft "Streets & Trips 2006" 
available for review. Training will familiarize students with the set-up requirements for a 
mobile sharpening service. 

 

Nice and Sharp  
Plainsboro, NJ  
www.niceandsharp.com  
Warren Glazer  
908-500-5897  
I offer 3 types of classes  

1. Knife Sharpening for personal use  
2. Knife and scissors sharpening  
3. Professional Sharpening  
Classes range from 3 hours to 2 days.  Along with various sharpening stones, specialized 
jigs and guide rod sharpening system, equipment includes Tormek wet wheel grinder, 
Twice as Sharp scissors sharpener, paper wheels and belt sander. Specializing in kitchen 
knives, hunting knives, woodworking hand tools and household and fabric scissors. All 
students receive a complete course manual. 
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Cutting Edge Sharpening a service of Avanzata, LLC 
10560 Marquette, New Buffalo MI  49117 
www.cuttingedgesharp.com    
David Blum 
dblum@cuttingedgesharp.com 
248-747-7214 
EQUIPMENT: One to one training on Tormek, paper wheels, belt sanders, Chef's Choice 
home and commercial knife sharpeners, Spyderco SharpMaker.  
Specializing in kitchen knives using the Tormek and paper wheels; hand & garden tools, 
household scissors, and dressmaking/pinking shears using the Viel belt sander; and chain 
saw blades using the Foley-Belsaw Saw Chain grinder. 
  
Sharpsmith 
Minneapolis, MN 
www.sharpsmith.net (under construction as yet, not up and running) 
Skip Elliott 
anokajaks@gmail.com 
Specialties: Knives, scissors, shears, tools.  I do not do circular saw blades or clipper 
blades.  I am mostly mobile, but do have a small shop in my basement.   
 
Sharp Edges 
Decatur, Illinois 
www.sharpedgesinil.com 
www.hamaguriusa.com 
Larry Brooks 
217-422-0911 
A salon shear expert, Larry also makes a belt knife sharpener and offers training on it.  
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Perfect Edge Cutlery 
San Mateo, CA.   
www.perfectedgecutlery.com/ 
Mike Solaegui 
mikes@perfectedgecutlery.com 
650-349-2665. 
Equipment: Perfect Edge PE2 tower w/ serrating wheel, belt sanders, Cozzini hollow 
grinding and spiral stone edging, F. Dick machine, Tru-Hone.  Specializing in 
commercial sharpening with a focus on culinary knives. 
Other training: clipper blades on Nebraska Blades machine; medical, dental, 
micro surgical, veterinary; scissors on Twice As Sharp, 
 
Joe Kern 
SaucyJoe's Sharpening Co. 
Pacifica, CA 
(650) 735-5221 
1 (801) 949-7002 (Cell) 
www.saucyjoe.com 
saucyjoessharpeningco@gmail.com 
Equipment: Belt grinder, Nebraska Blades Clipper blade sharpener 
Specialties: I can provide training for knife, tool and scissor sharpening, (styling, barber, 
grooming, sewing, pinking, garden tools, etc.), as well as, clipper blades, (Nebraska 
Blades).  I provide 5 to 7 days of intense training. I work farmer’s markets in the San 
Francisco Bay area Wed. through Sun.   Showing people how I sharpen knives and 
scissors using a sanding belt method. People are trained on a one on one basis, as my 
assistant and protégé for the week. People are trained in a fully working environment. 
They will be able to quickly evaluate what may be necessary to restore a tool and what it 
will take to get it back to working order. 
Other: Pricing is assessed on an individual basis, once it is determined what the customer 
needs, a customer will make a minimum investment of $3,000. 
 
Bronk's Knifeworks 
23706 7th Ave. SE, Suite B 
Bothell, WA 98021 
1-425-402-3484 
General Information bronks@bronksknifeworks.com 
www.bronksknifeworks.com & www.proknifesharpeners.com 
Specializing in sharpening with abrasive belt grinders and offer instruction with hand 
sharpening using bench stones, the EdgePro and the EZSharp BladeSharpener. Currently 
developing a belt knife and scissor sharpening system for professionals. 
 
Disclaimer:  I am not acquainted with the work of all the above sharpeners and so this list 
should be considered as suggestions and not recommendations. 
Steve B. 
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Appendix K 

 

SUPPLIERS OF SHARPENING EQUIPMENT 
SUPPLIERS OF SHARPENING EQUIPMENT 

Anago Ltd. 
New Zealand  

Sharpness testers 
http://www.anagosharp.com/ 

Blue Ridge Knives 
1-800-635-2583 

Full line wholesaler http://www.blueridgeknives.com/ 

Campbell Rick Management 

A little off topic - Insurance for sharpeners 
http://www.campbellriskmanagement.com/ 

CATRA 
United Kingdom 

Sharpness testers 
http://www.catra.org/ 

Clipper Shack 
54115 Pipe Creek Rd 
Jacobsburg Ohio 43933 
740-671-1940 

Nipper Sharpening Machine 
EZ-Vex Convex Salon Shear Sharpening system 

Diamond Machining Technology 
85 Hayes Memorial Dr.   
Marlborough, MA 01752   
(508) 481-5944  

DMT Diamond and Ceramic Hones   
Rod-guided systems 
 
http://www.dmtsharp.com 

EdgeCraft   
825 Southwood Rd   
Avondale, PA 19311-9727  
(610) 268-0500   
Customer service (800)342-3255  

Chef'sChoice diamond electric and manual sharpeners,  
Kitchen cutlery 
 
http://www.chefschoice.com/ 

EdgePal 
Jamtland, Sweden  
www.edgepal.com  

EdgePal sharpening system 
 
http://www.edgepal.com/ 

EdgePro  
PO Box 95   
Hood River OR 97031   
(541) 387-2222 

EdgePro Apex and Professional rod-guided sharpening systems 
 
http://www.edgeproinc.com/ 

Eze-Lap Diamond Products  
3572 Arrowhead Dr.  
Carson City, NV 89706   
Phone: 775.888.950 
Email: sales@eze-lap.com 
Information: info@eze-lap.com 

Eze-Lap Diamond hones 
 
 
 
 
http://www.eze-lap.com/ 
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Eze Sharp Pty Ltd  
PO Box 7309, Cairns,  
Queensland, Australia 4870 
Tel: +61 7 4045 3389  
Fax: + 61 7 4045 3392 

BladeSharpener Manual Sharpener  
 
 
 
http://www.ezesharp.com.au/ 

Friederich Dick Corp.  
33 Allen Blvd.  
Farmingdale, NY  11735  
800-554-3425 
http://www.dick.de/en/index.php 

Commercial knife sharpening machines 
Cutlery and Steels 
F. Dick commercial sharpeners and parts are available from SME 
sharpeningmadeeasy.com/dick.htm 

Gatco Sharpeners 
P.O. Box 600 
Getzville, NY 14068-0600 
1-800-548-7427 

Rod-guided and other sharpeners 
Timberline knives 
Gourmet cutlery 
http://www.gatcosharpeners.com/ 

Hand American 
PO Box 2442  
Plainfield NJ 07060 

Leather, Scary Sharp and other honing and stropping products 

Incredible Edge 
3313 W. Cherry Ln. 
Meridian, ID 83642 
208.602.6096 
stickwhipper@gmail.com  

Handle Repair 

Jantz Supply  
P.O. Box 584 
309 West Main 
Davis, OK 73030 
Order Line: 800-351-8900 
Phone: 580-369-2316 

knifemaking supplies 
 
 
 
 
http://www.knifemaking.com/ 

Klawhorn Industries  
456 South Blvd.  
Wadsworth, OH 44282  
(330) 335-8191 

Premium quality tungsten carbide slot device   
 
 
http://www.klawhorn.com/ 

Knife and Gun Finishing Supplies  
P.O. Box 458, Mail Stop I 
Lakeside, Arizona 85929-0458  
1-800-972-1192 
928-537-8877 

Knifemaking supplies 
 
 
 
http://www.knifeandgun.com/ 

Knife Outlet 
66400 Oak Road 
Lakeville, IN 46536 
E-mail: 

Full range of knives and sharpeners 
Fred is a frequent contributor to rec.knives newsgroup. 
 
http://knifeoutlet.com/ 
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http://www.knifeoutlet.com/contact.htm 
(ORDERS: (800) 607-9948 
Customer Service: (574) 656-4127 

Koval Knives  
Now owned by Jantz Supply, see above 

Knifemaking supplies 

Kroll International  
1-800-359-6912 

Full line wholesaler 
http://www.krollcorp.com  

Lansky Sharpeners  
P. O. Box 800 
Buffalo, NY  14231-0800 
1-800-825-2675 
(716) 877-7511 

Full line of sharpeners 
 
 
 
http://www.lansky.com/ 

Lee Valley Tools Ltd. 
P.O. Box 6295, Station J 
Ottawa, ON K2A 1T4 

A woodworker's site with many sharpening products.  For belts 
see 
http://tinyurl.com/sharpeningbelts  

Low speed belt sander choices: Sharp Machine belt 
sharpenerhttp://www.thesharpshoponline.com/ 
AMK Tactical knife sharpener http://www.amktactical.com/ 
House of Blades belt sharpening 

systemhttp://www.houseofblades.com/  

McGowan Mfg. Company  
4854 N. Shamrock Place 
Tucson, AZ 85705 
(800) 342-4810  
info@mcgowanmfg.com  

FireStone Diamond Electric Sharpener  
FireStone manual sharpeners  

  
http://www.mcgowanmfg.com/ 

Meyerco  
4481 Exchange Service Dr.  
Dallas, TX 75236  
(214) 467-8949 

Blackie Collins designs including the Sharpen-It slot sharpener 

www.meyercousa.com 

Matthews Cutlery  
1-800-251-0123 

Full line wholesaler 
http://www.matthewscutlery.com/ 

Moteng  
1-800-367-5900 

Full line wholesaler 
http://moteng.com/  

Perfect Edge Sharpening Systems 
1640 Palm Ave 
San Mateo, CA 94402 
800 998 3343 

Manufacturers of a system designed for high volume sharpening 
services. 
Wholesale cutlery sales to sharpeners, cutlery stores and other 
resellers 

Pocket Knife Repair 
Tom Abbott 

Pocket Knife Repair 
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Bradford, PA 16701 
(814) 362-1590  

Razor Edge Systems, Inc.   
303 N 17th Ave E 
Ely, MN 55731   
(218) 365-6419  

Razor Edge sharpening systems 

www.razoredgesystems.com 

Razor Sharp Edgemaking 
26195 Otter DR 
Willits, CA 95490-8046 
1-866-419-4879 

Razor Sharp Paper Wheel systems 
Quality paper wheels 
Available from SME paper.htm 

Rust Erasers http://www.theruststore.com/ 

Safety Products 
100 Nonotuck St. 
Holyoke, MA 01040 
(800) 289-8779 
(413) 534-0378 
info@knifesleeves.com 

Knife Sheaths 
Scissor Sleeves 
Clipper Pouches 
 
http://www.knifesleeves.com/ 

Sharpening Made Easy 
1777 S. Belvoir Blvd. 
S. Euclid, OH  44121 
steve at bottorff dot com 

Sharpening Made Easy Book 
Tormek Wet Grinder 
Paper Wheels 
F. Dick Commercial Knife Sharpeners 
Belt Sharpeners 
Twice As Sharp Scissor Sharpener 
Sharpening School 

Sharp Shop 
http://www.thesharpshoponline.com/ 

Sharp Machine low speed belt sander type knife sharpener with 
guides. 

Sharp Tools USA Tormek parts and service 
MultiTool belt sander 

SharpeningSupplies.com 
Madison, WI  

Chef'sChoice 
DMT 
Lansky 
Norton 
http://www.sharpeningsupplies.com 

SKARB   
2427 Richley Road 
Corfu, NY  14036 
585-547-9388  

Unique rod-guided sharpening system  
 
 
http://www.skarb.net/ 

Spyderco, Inc.   
PO Box 800   

Ceramic stones   
Tri-Angle SharpMaker ceramic stick set 
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Golden, CO 80402-0800   
(303) 279-8383  

Cutlery 
http://www.spyderco.com 

Stanford Outdoors 
405 N. Aspen  
Broken Arrow, Oklahoma. 
TOLL FREE -866-305-5690 
918-251-7983  

Formerly Charlie's Wheels of Fortune  
cheap paper wheels  

Surgi-Sharp 
6209 North Styll Road 
Oklahoma City, OK 73112 
(405) 831-4015 

Leather belts and wheels for stropping   
Guide for belt sander 
 
http://www.surgisharp.com/ 

Texas Knifemaker's Supply  
Phone: 713/461-8632  
888-461-8632 Orders Only 
 info@texasknife.com  

Knifemaking supplies 
Heat treating service 
 
http://www.texasknife.com/ 

THORVIE INTERNATIONAL, LLC 
1820 Industrial Drive 
Green Bay, WI 54302 
920-615-5011 
thorvie@thorvie.com 
https://thorvie.com 

Saw and Tool sharpening Equipment 
 
 
https://thorvie.com 
 
  

Trading Post Supply 
robert@tradingpostsupply.com 

Carries many lines of sharpeners and knives.  

Tormek 
 
Tormek USA Website 

Tormek water-cooled sharpening and honing system 
Available from SME tormek.htm 

Viel Tools 
http://www.vieltools.com/ 
1-800-915-2601 

Low cost sharpeners 
Belt sander available at belt.htm 
Other items at vieltools.com 

Volker Ohliger  
Irler Straï¿½e 23 
42719 Solingen 
Tel: +49 212 314233 
Fax: +49 212 312879 

Serration grinding wheels 
 
 
http://www.wellenschliffscheiben.de/englisch/index_englisch.htm 

Warthog Sharpeners LLC 
PO Box 150398 
Austin, TX 78715 
877-719-0123 toll free 
warthog.sharp@yahoo.com 

Warthog V-Sharp and Multi-Edge sharpeners 
 
 
 
www.warthogsharp.com  
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Wolff Industries, Inc. 
107 Interstate Park 
Spartanburg, SC  29303 
800-888-3832, 
800-334-3832 (US & Canada), 

Scissor and shear sharpening equipment. 
Twice As Sharp scissor sharpening system and Hira-to flat hone 
available from SME 

Woodcraft 
P.O. Box 1686 
Parkersburg, WV 26102-1686 
Voice: (304) 422-5412 
www.woodcraft.com  
 

All types of sharpening equipment and supplies. 
 
 
 
http://www.woodcraft.com/ 

 
Updated June 8 
Company and product names are trademarks of their companies. 

 
This list is also available online at sharpeningmadeeasy.com/suppliers.htm 


