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Money Talks Fish

Seth and Anna Stewart with Yakobi Fisheries 



● YFish Video yakobifisheries.com
Yakobi Fisheries 2024 New Audio.m4v - 
Google Drive

http://yakobifisheries.com
https://drive.google.com/file/d/18Nrn1nUtTN8gwX51FvVRJq67WwN6VJtb/view
https://drive.google.com/file/d/18Nrn1nUtTN8gwX51FvVRJq67WwN6VJtb/view
https://drive.google.com/file/d/18Nrn1nUtTN8gwX51FvVRJq67WwN6VJtb/view


● Seth Stewart
● I was born and raised in a little fishing village in Alaska called Pelican. 
● Pelican was built to process fish. 
● I started fishing when I was 11 years old. 
● I wrote a business plan for my capstone project to process and sell my own catch.   
●  Yakobi was started . . . 



● Anna Stewart -
● I was born and raised in Wyoming.  In college I met Seth and he helped 

me get a summer job up in Alaska.
● After college we started Yakobi. 
● We would go fishing crazy long days, 3 in the morning until 10-11 at night. 
● Demand grew - we stopped fishing (much to Seth’s dismay) and started only 

working on land, buying fish from fishers and processing the fish ourselves. 
● Our orders and crew have grown since then - currently we employ about 25 

people a year - 5 full time employees



Our growth  

● Started as fishermen - processing our own catch
● Demand grew 
● Demand got too high 
● When demand grew we had to buy more fish.  
● We had to finance that fish somehow.  



What have we done right . . . 

● Started a business that’s focused on quality and sustainability. 
● We supported small boat fishers and community.
● We held strong to our values.
● We created the best quality product and found customers who wanted 

that product.
● Paid fishers more.
● We built a network of fisherman and customers. 
● Found alternative financing (working with our fisherman and customers).  



What have we done wrong

● When our growth started we said yes to everything - and then spent the time 
playing catch up.

● We had a business plan but things didn’t work out as planned.
● Timing was difficult.  
● Situation snowballed.  
● We were in over our head without the correct administrative experience and 

knowledge:
○ Accounting
○ Inventory tracking and orders
○ Hiring
○ Management 



What have we done wrong cont’d . . .
 (ha ha ha)

● Our growth really skyrocketed in 2016 with a big order from New 
Seasons Market 5 days before the season started.

  

● In 2023 we prioritized the importance of accurate real time 
accounting.

● By the time we grew from 2018-2022 with over 50% growth each 
year - we were maxed out.

● We started to lose customers because of lack of financing.



Next Steps 

● We continue to look for alternative financing, such as inventory financing.

● Building a customer base that supports all of our values and are willing to pay the higher 
price.

● Expanding the fleet of fishermen we work with who can wait for payments. 

● We are currently in a loan application process with Farmlink who is here with us now, to 
hopefully help us finance our business so we can keep plugging along.


