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Visions of a bright future won’t fall from the sky between emails, meetings and projects. Rather, busi-
ness leaders need to fi nd enough brain space away from day-to-day tasks and to imagine possibilities. 
Gina Seamans, president , Colorado chapter of the Public Relations Society of America, A31

SPOTLIGHT
Marks covers
water woes

There is a worldwide 
water crisis — including in 
the United States, Denver 
author Susan Marks says 
in her new book, “Aqua 
Shock: The Water Crisis 
in America” (Bloomberg 
Press, 226 pages, $16.47 at 
www.Amazon.com).

The Earth’s surface is 
about 70 percent water. 
The big problem is that 
only 1 percent of that is 
fresh water we can use 
— and that’s decreasing 
due to pollution, climate 
problems 
and over-
consump-
tion.

Marks 
suggests 
that solv-
ing water 
issues 
will be 
among the 
biggest 
generators 
of jobs 
and businesses in the near 
future, as technology and 
other innovations that 
conserve drinking water 
hit the market.

“I don’t have a personal 
agenda ... as long as they 
[readers] realize some-
thing’s happening, and 
we need to pay attention,” 
says Marks, a veteran 
journalist who spent a 
dozen years at The Denver 
Post.

While Marks doesn’t 
suggest solutions in the 
book, she does highlight 
examples of what people 
are doing nationally, and 
includes suggestions from 
related organizations.

For example, the 
Michigan Environmental 
Services Division has a list 
of ideas to help business 
owners decrease their 
contribution to water 
contamination. The sug-
gestions include installing 
a catch basin in loading 
areas, replacing toxic 
operational supplies and 
raw materials, and storing 
raw materials and wastes 
under protected cover.

Individuals also can 
take steps to reduce con-
tamination, Marks says. 
For example, washing 
a car outdoors leads to 
water contaminated with 
grease or road pollutants 
running into streams and 
sewers. Going to a car 
wash is a better alterna-
tive, she said, because less 
water is used, and often 
the runoff is controlled.

— Yesenia Robles
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Shannon Cumberland, above, president of Rosy Rings, watches as Operations Manager Anna Norris pours wax into 
candle molds. At right, Cumberland displays some ot the fi nished candles.

Candle-maker meets her 
burning need to succeed
BY YESENIA ROBLES
DENVER BUSINESS JOURNAL

Rosy Rings’ new line of winter products is 
anything but ordinary.

Handmade botanical candles and 100 per-
cent pure soy wax candles make up the ma-
jority of the new products.

“Our line is very 
unique,” said Shannon 
Cumberland, 40, owner 
of the Denver company. 
“With botanical can-
dles, there’s not a lot of 
competition. They’re so 
labor-intensive.”

Cumberland found 
her niche by turn-
ing a hobby of making 
candles into a national 
wholesale company 
that’s resisting tough 
economic times.

Some of her candles 
carry unique scents, 
such as that of a sugar 
cookie. The botani-
cal candles  — which 
illuminate an outer layer of real herbs and 
fl owers in the wax — are among the most 
labor-intensive, taking two or three days to 
complete. They also account for more than 
60 percent of sales. 

The new winter botanical candles are in-
spired by pale seasonal colors and nature, us-
ing twigs and berries. Her Sweet Bay candle 
depicts a bird sitting atop a twig.

The soy candles also have become increas-
ingly popular in the last few years, Cumber-
land said, as more people seek all-natural 
products.

“I like to take a little bit of outside and put it 
inside,” she said. “It’s so beautiful.”

Cumberland started Rosy Rings about 15 
years ago, working with some friends out of 
her kitchen and basement. 

After working as a waitress and bike mes-
senger, Cumberland decided to turn her can-
dle-making hobby into a business. To fund 
her start, she applied for multiple credit cards 
and maxed out all of them.

Cumberland then applied to enter two trade 
shows the fi rst year, hoping to fi nd retailers to 
sell her product, and was surprised to get into 
both.

“I thought I’ll sell $100,000 and net $50,000,” 
Cumberland said. “But that year, I sold 
$250,000 and my net was $6,000.”

Cumberland had no college degree and no 
business experience, but still decided to con-
tinue. In 1998, she incorporated Rosy Rings.

“I remember a few times thinking I’m never 
going to do this,” she said. “But I didn’t have a 
choice. It was either succeed or I was going to 
have to declare personal bankruptcy.”

Rapid growth caused low profi ts the fi rst 
year, she said. That year, she went from no 
employees to fi ve, and twice moved the com-
pany into larger facilities. In total, she’s had 
fi ve locations, outgrowing some in as little 
as four months. The company now occupies 
a 15,000-square-foot warehouse, in which it 
produces about 250,000 candles each year.

Rosy Rings’ revenue hit $2.2 million in 2008, 
and is projected to drop to $2 million for 2009. 
Still, some competitors expect revenue to fall 
between 20 percent and 30 percent this year.  

Nationally, Rosy Rings has about 1,500 re-
tailers; approximately 150 of those are local. 
One of them is Paper Talk in Denver.

Debbie Bodian, owner of Paper Talk, start-
ed selling Rosy Rings products four years ago 
after fi nding them through a gift show. The 
candles sell well, mostly as gifts.

Susan Marks

DETAILS
Rosy Rings
Owner: Shannon 

Cumberland
Phone:

303-297-1951
Website: www.

rosyrings.com
Address: 4477 

Garfi eld St., Den-
ver, Colo. 80216

Employees: 12-21 
depending on 
season
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2009 Manufacturing and Wholesale Distribution Executive Summit

Only 38% of businesses say they are thriving and growing in today’s economy.

CRISIS AND OPPORTUNITY:
STRATEGIES FOR AN UNCERTAIN ECONOMY

7:30 a.m. - 10:00 a.m.
Hilton Garden Inn

Tuesday, December 1, 2009

Are you one of them?

Register at: 
denver.bizjournals.com/denver/event/11171 

or call 303-803-9213

Tom Murphy
Executive Vice President 

Manufacturing and 
Wholesale Distribution 
Practice; NAM board 

member

RSM McGladrey

Join leaders in the manufacturing and wholesale 
distribution industry from the Denver area. We will 
discuss key industry issues and explore fi ndings 
from RSM McGladrey’s 2009 Manufacturing and 
Wholesale Distribution National Survey.

Chad Wilkerson
Vice President and 

Oklahoma City Branch 
Executive

Federal Reserve Bank 
of Kansas City

David Tabor
Vice President of 
Membership and 

Marketing

Colorado Association 
of Commerce & 

Industry

Loren Furman
Vice President of 

Governmental Affairs

Colorado Association 
of Commerce & 

Industry 

“They’re my candle of choice,” Bodian 
said. “Their fragrance is unique, the look 
and size. They burn really nicely, so you 
get your money’s worth.”

Cumberland cites that uniqueness for 
her company’s 
success.

“I really think, 
as a manufactur-
er, if you’re not 
doing something 
that’s setting you 
apart, then don’t 
bother,” she said.

C u m b e r l a n d 
also keeps over-
head low, and 
now sees eco-
nomic challenges 
as opportunities.

“The first reac-
tion is to panic,” 
she said. “But it’s 
really an oppor-
tunity because 
you go back and 

look at what you could be cutting back 
on, and there’s always big opportunities 
there.”

She also says she has learned from some 
mistakes.

In her first year, one of her sales repre-
sentatives from California became a men-
tor, even loaning her $50,000 to pay back 
at her discretion. Cumberland looks back 
at how foolishly she said she spent it.

“I bought office furniture, and not luxu-
rious, but it was a waste,” she said. “We’re 
a wholesaler. We didn’t really need it. Now 

I wish I had just used milk crates.”
She was able to pay back the money but 

still regrets a lost opportunity.
She said now that she’s found successt, 

she wants to help others. In 2008, Rosy 
Rings donated about 15 percent of profits 
to nonprofit organizations, including Wild 

B.I.R.D., the Max Fund and The Elephant 
Sanctuary, in addition to working with 
groups like Developmental Pathways, 
which provides work for the disabled.

This year, Rosy Rings will donate 10 
percent of all Sweet Bay candle profits 
to Wild B.I.R.D., which helps rehabilitate 

nondomesticated birds. 
“We give a lot of money to a lot of peo-

ple,” Cumberland said. “To us, that’s part 
of the reason you’re a business. When 
you’re doing well, you can share.”
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‘I really think, as 

a manufacturer, 

if you’re not 

doing something 

that’s setting you 

apart, then don’t 
bother.’

Shannon Cumberland
owner, Rosy Rings
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Rosy Rings operations manager Anna Norris wraps candles in cellophane. The company produces around 250,000 candles a year.


