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Dear Fellow Shareholders,
If I had to sum up 2025 in two words, it would be holding steady. In a year where the broader construction market on the Jersey Shore gave us no tailwinds, our combined businesses generated $16.5 million in revenue across Tuckerton Lumber and approximately $708,000 at Surfbox Portable Storage. While Tuckerton Lumber sales dipped about 1% from the prior year, Surfbox continued its upward trajectory with rental revenue growing approximately 17 to 18% over 2024. More importantly, we used 2025 to make the kinds of investments in people, property, and processes that don’t always show up in a single year’s P&L but will pay dividends for years to come.
This is our first annual shareholder letter, and my intention is to write one every year around this time. With our shareholders now spread across more than one state, this letter is an important way to keep everyone connected and informed. As the managing member, I rarely get the chance to step back and reflect on how we’re really doing. This letter is as much for me as it is for you. I want to be straight with you about what went well, what didn’t, and where we’re headed. If Warren Buffett can do it for Berkshire, we can certainly do it for a 90-plus-year-old lumber yard and a scrappy portable storage company in southern New Jersey.
How Your Investment Performed
Let me walk you through the numbers. Our combined entities (TLC II LLC, TLC Land Holding LLC, and TLC 539 LLC) produced $16.5 million in sales versus $16.7 million in 2024, a decline of approximately 1.2%. However, the real story is what happened below the top line.
We generated $737,870 in operating income, essentially flat with the prior year’s $746,892. After interest, depreciation, and other items, our net income came in at $323,791 compared to $104,456 in 2024. That’s a threefold improvement on the bottom line, driven primarily by disciplined cost management, reduced depreciation charges as older assets rolled off, and a $22,000 reduction in interest expense as we aggressively paid down debt.
Members’ equity grew from $1,427,434 to $1,538,775 at year end, an increase of roughly 7.8%. We distributed $212,450 to shareholders during the year, including $120,000 in regular dividends and a $100,000 distribution (which has been partially paid out with the remainder to be completed along with catch-up payments from prior years).


Combined Financial Highlights
	
	2025
	2024
	Change

	Total Revenue
	$16,484,478
	$16,676,858
	-1.2%

	Gross Profit
	$5,031,860
	$5,279,275
	-4.7%

	Operating Income
	$737,870
	$746,892
	-1.2%

	Net Income
	$323,791
	$104,456
	+210%

	Members’ Equity
	$1,538,775
	$1,427,434
	+7.8%

	Distributions Paid
	$212,450
	$214,080
	

	Total Inventory
	$2,216,942
	$2,592,420
	-14.5%

	Interest Expense
	$292,672
	$314,358
	-6.9%


Tuckerton Lumber Company
Our lumber and hardware business, which includes lumber, building materials, millwork, hardware, paint, and outdoor living across our two locations in Tuckerton and Surf City, produced approximately $16.2 million in retail sales through our Epicor system. That’s down roughly 1% from 2024. Contractor business, which represents a large part of our work, is driven almost entirely by residential renovations and new home construction on Long Beach Island, Tuckerton Beach, Mystic Island, and the surrounding communities.
Here’s what I’m most proud of: while the top line dipped slightly, our retail gross profit percentage improved from 28.4% to 29.1% as tracked in our Epicor point-of-sale system (this is our retail-specific margin). That’s a meaningful improvement and reflects the pricing discipline we’ve been instilling across every department. The lumber desk has been mandated to increase quotes by 3 to 5 percent where possible, and we’ve implemented price increases across hardware and paint as well. We also introduced an internal credit card processing fee program that is generating new revenue, with more to come as the Epicor module rolls out.
One of the most impactful initiatives of 2025, led by Joe Young, was the reactivation of Epicor’s min/max inventory management system. This system had been dormant, and we reorganized and updated it for every non-special-order item we carry. The results speak for themselves: total inventory dropped from $2.7 million to $2.5 million, a reduction of roughly $234,000 or 8.6%. We expect further improvement in 2026. Less dead inventory means better cash flow, and we are pushing hard to convert more business to special-order-only, stocking what moves and ordering the rest when the customer orders it.
Our paint business, anchored by Benjamin Moore at both locations, grew to $1.8 million in sales with margins improving to 30.7% from 30.0%. The Surf City paint store continues to gain traction, and we opened a third paint location at the Route 539 property. We continue to believe paint is a high-margin, high-loyalty product line worth investing in.
Surfbox Portable Storage
Surfbox is the growth engine of our business, and 2025 was a year of consolidation and strategic repositioning. Combined revenue across both Surfbox entities reached approximately $708,000, up from approximately $604,000 in 2024 — growth of roughly 17 to 18%. By year end, we had approximately 285 boxes in inventory and the majority of them were rented out. At our New Jersey location we ran most of the year at 100% occupancy.
The customer profile is straightforward: about 70% of our rentals come from homeowners renovating their properties, 20% from people relocating locally, and 10% from commercial businesses. Our market stretches along the Jersey Shore, and demand continues to outpace supply.
In 2024, we made the difficult decision to close our Pensacola, Florida operation and relocate those boxes back to New Jersey. That process was completed by mid-2025, and even with those returned units, we ran out of boxes again by August. The synergy between Surfbox and Tuckerton Lumber is simply too strong in New Jersey. Our management, labor, and logistics are all aligned here, and the market is heating up.
In late 2025, we made a similar strategic decision regarding our Elizabeth City, North Carolina location. After losing our capable on-site manager and determining his skills couldn’t be replaced quickly enough, we decided to downsize that operation. Approximately 60 boxes are in the process of being transferred to our New Jersey facility, with a small portion of the business remaining in North Carolina under a part-time staffing arrangement with our landlord. The 80% of inventory being reallocated to New Jersey will be far more productive in our home market where management oversight is strong and demand is growing.
One note on costs: the Trump tariffs increased our purchase costs on new containers from China. The recent Supreme Court ruling on tariff authority introduces some uncertainty about what this means going forward. We are monitoring the situation closely but are not overly concerned since we have a strong existing inventory base and our boxes are built to last 25 to 30 years with proper maintenance, which is exactly why we hired a full-time maintenance person this year.
Capital Investments and Infrastructure
We put real money to work in 2025 on the physical plant. Here’s a summary of what we invested in:
Tuckerton Campus: Overhauled the Number 2 International boom truck to restore it to full operational status (should be operational 1st quarter 2026). Addressed stormwater runoff issues and re-graveled both new and existing land at the site. Planted Leyland Cypress screening around 50% of the property frontage to improve the appearance for our neighbors and the community. Renovated the maintenance shop with walls, insulation, lighting, and a ceiling. Upgraded and expanded the offices with new floors, walls, electrical systems, and cubicles. Restructured the retention pond and began installing a piping system to alleviate future flooding. This is a multi-year project expected to be completed in 2026 and will free up additional usable land.
539 Property: Cleared approximately 50% of the wooded land, created a new driveway apron, and removed accumulated debris. This opens up new space for a potential tenant and additional Surfbox storage. The lighted sign on Route 539 has been generating increased awareness for the hardware and lumber business.
Equipment and Tools: Outfitted the new maintenance shop with welding capabilities and hand tools. Paid off two forklift loans. Purchased two additional loads of new containers from Boxwell in China for the Surfbox fleet.
People and Operations
We made several important personnel moves in 2025. We retired our Senior Buyer and Tuckerton Facility Manager, a legacy hire from the original acquisition who was earning $125,000 annually. Rather than replacing him, we distributed his responsibilities across existing management including myself, eliminating the cost without missing a beat.
We hired a full-time maintenance person stationed at the Tuckerton facility. This is a strategic hire. Beyond maintaining our fleet of forklifts, trucks, and mules, he is responsible for regularly servicing our Surfbox inventory to ensure a 25 to 30 year useful life. Preventive maintenance is always cheaper than emergency repairs.
Toward the end of 2025, we hired a new outside salesperson, bringing our field sales team to two. Early results have been encouraging, and 2026 will be the real test of that investment.
Banking and Debt
We made meaningful progress on our balance sheet. Our $1 million revolving line of credit was paid down to zero by September, a first since we acquired the business. Two forklift loans were fully retired. Our SBA loan with Truist Bank continues to be paid down on schedule.
Interest expense dropped from $314,358 to $292,672, a savings of nearly $22,000 that flows straight to the bottom line. At year end, we successfully refinanced our loan with Truist, and Arthur Dorn, the bank’s Vice President, removed the restrictive performance covenants that had been baked into the previous loan structure. This gives us more operational flexibility. We also have a new relationship developing with Valley National Bank through our former Truist representative, which gives us healthy optionality going forward.
Management Compensation
Since acquiring these businesses, management compensation has been intentionally held below industry norms to prioritize growth, debt reduction, and shareholder returns. In addition, management has personally loaned capital to the companies and deferred compensation during the early years to ensure the businesses had the resources they needed to stabilize and grow. With one personal loan now fully retired and a second deferred compensation obligation on schedule to be paid off within the next fifteen months, we are turning our attention to bringing ongoing management compensation closer to market rates and addressing the remaining deferred obligations in a measured way. The details of these adjustments are being coordinated with our accounting team and will be handled in the normal course of business. We believe this is the right step at the right time, and everything has been structured to have no material impact on operations, distributions, or the trajectory of either business.
Legal Matters
As you are all aware, we are involved in litigation with a former manager of our Pensacola operation, Mr. Dwier, who was terminated for cause. His termination voided any claim to equity in the company per the terms of his original agreement. He subsequently filed suit against our entities and me personally, and we have countersued.
In late 2025, we made the strategic decision to transition our legal representation from our longtime land use counsel to Archer & Greiner, a firm with deep experience handling these types of disputes. We are entering the deposition phase and feel well-positioned. Our strategy is to prosecute our counterclaim aggressively while making the cost of continued litigation unsustainable for the opposing party. This type of representation is a meaningful investment, but we believe it is the right one given the circumstances. We will keep you informed of material developments.
Looking Ahead: 2026
I’m cautiously optimistic about the year ahead. As of the time of this writing, our sales are tracking ahead of the same period last year. Our contractors are reporting a healthy pipeline of residential work, and I see no reason to expect 2026 to be materially worse than 2025 on the Tuckerton Lumber side.
For Surfbox, the opportunity is significant. Our top priorities for 2026 are:
Grow NJ inventory to 300+ boxes. By relocating inventory from Elizabeth City and acquiring new units, we aim to increase our NJ fleet by 25 to 33 percent. This would expand our reach from Seaside Heights to Cape May, representing 80 to 100 additional boxes and a proportional increase in revenue.
Formalize our zoning status. Surfbox currently operates at the Tuckerton site under a verbal approval as an accessory use. Obtaining a formal written use permit from the Tuckerton zoning department is a top priority. Having this in writing not only protects the business but significantly increases the value of the underlying property.
Surf City long-term planning. Our Surf City campus sits on eight buildable residential lots that we own, currently operating as a lumber yard and hardware store under a grandfathered use. Property values on these parcels have appreciated 75 to 100 percent since acquisition. We are actively exploring a relocation of our commercial operation to a more suitable location on the island — the Causeway corridor appears to be the best and most likely fit. This is a multi-year project, but the logic is compelling: release the equity in those residential lots back to shareholders, relocate to a better commercial site where our business fits naturally, preserve our presence in the community, and position the operation to be marketable to a future buyer rather than simply closing down one day. Combined with the zoning certification we are pursuing, the growth in equity at the time of an eventual exit will be considerable.
Continue improving margins and efficiency. The inventory management, pricing, and cost-cutting measures we enacted in 2025 will accelerate in 2026. We expect inventory levels to tighten further, gross margins to continue improving, and cash flow to strengthen.
A Note on Our Market
An interesting dynamic is developing in our area. As LBI home prices have become prohibitive for many buyers, we are seeing growth in Tuckerton Beach and Mystic Island as vacation homeowners discover these lagoon communities as affordable alternatives. This redevelopment activity is good for our business. Additionally, as retailers like Dollar stores and others close their island locations (a hardware-adjacent store in Beach Haven closed in 2024 and has not reopened), Surf City is increasingly becoming the only local option for household and hardware needs. We are expanding our household departments to fill this gap.
In Closing
Tuckerton Lumber has been serving this community for over 90 years. In five years under our stewardship, we’ve stabilized the business, launched Surfbox as a new growth platform, invested heavily in our physical plant, and built a team that can execute. 2025 was not a breakout year, but it was a year of strengthening the foundation. The businesses are better positioned today than they were twelve months ago, and I believe we are set up for an even better 2026.
Thank you for your continued trust and investment. As always, I welcome your questions and feedback.
Respectfully,

Joe
Managing Member
TLC II LLC | Surfbox Portable Storage
Note: Financial figures referenced in this letter are based on draft compilations prepared by Robert MacArthur, CPA, and are subject to final adjustment. A detailed financial summary accompanies this letter under separate cover.
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