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Speaker 1 (00:05):
Main Street Business Insights is a production of Main Street America, an organization leading a movement that's committed to strengthening communities through preservation based economic development in historic downtowns and neighborhood commercial districts nationwide. To learn more, visit mainstreet.org.
Matt Wagner  (00:26):
Welcome back everyone to episode two of the newly launched Main Street Business Insight podcast where we feature the stories of America's downtown and neighborhood entrepreneurs.
(00:36):
I'm your host, Matt Wagner, chief program officer at Main Street America, and so excited to share with you today our interview with Terrand Smith, CEO of 37 Oaks, a business development and learning laboratory focused on supporting and scaling women-owned ventures across the country.
(00:53):
One of the key learnings I hope you'll focus on during our discussion is both Terrand's passion for building community around her business, and secondly, her sense and process for thinking through business model shifts and driving new revenue streams.
(01:08):
During the pandemic, American Express did an Entrepreneurial Spirit Trendex survey of small business owners and highlighted the fact that 76% of small business owners, yes, 76% had or were planning to pivot their business model, and nearly the same number anticipated having to do that again the following year. This is definitely top of mind for most small business owners. We live in a time in which consumer, economic and social change is occurring at what feels like the speed of light.
(01:41):
Today's podcast is a great opportunity to hear from someone that actually wrote the book on this very subject called Prepare to Shift. So enjoy the discussion and we'll see you on the other side.
(02:01):
Terrand, thanks so much for joining us.
Terrand Smith (02:04):
Good morning, and thank you for having me.
Matt Wagner  (02:06):
Let's kick things off by hearing more about your personal journey and how that shaped what you do now through 37 Oaks.
Terrand Smith (02:14):
Well, it's funny because when it comes to 37 Oaks, I never planned to be an entrepreneur. That was not on my radar. I started off my career in corporate retail. So for about 20 years I was working as a national buyer for some of the larger retailers in the US and my goal was to be chief merchandising officer of those organizations. I was going to help businesses grow and make those companies profitable, and that's what I was going to do. As a national buyer which was my role at these companies, you're responsible for connecting the customer to the product in a very profitable way. That's pretty much the goal.
(02:50):
So when you're responsible for tens of thousands of stores, you learn a lot. And one of the things I saw was that in that role, working with the bigger companies like the P&G's and the Unilevers, but I'm also working with the regional or local businesses as well because they're trying to get their products on the shelves of these retailers.
(03:08):
And then what I saw was that these local and these regional businesses had such amazing products. There was so much innovation there, there was so much passion. But when it came to understanding what I call the retail, the distribution, and the commerce acumen, they didn't know that. So sometimes getting your products on the shelves of these larger retailers, if you don't understand those things, it could do more hurt than it can help for the businesses. I've seen businesses, the local ones and the regional ones just not really flourish the way that they could, but their products were amazing.
(03:43):
So when I decided to leave corporate and just jump in the entrepreneurship, I realized that I had a lot of experience and a lot of knowledge that I can use to help these businesses and to educate them and prepare them for growth through either e-commerce, wholesale, storefronts and popups. And that was pretty much the genesis of 37 Oaks.
Matt Wagner  (04:02):
Fascinating. Okay. So as you reflect on your business journey, especially coming out of this global pandemic, right?
Terrand Smith (04:11):
Yes.
Matt Wagner  (04:11):
And in a period of what I think a lot of people would relate to is this unprecedented pace of change and growing complexity that we find now in owning and running a small business. What have been some of the lessons that you've learned during this time and how do you see these impacts changing your own business?
Terrand Smith (04:35):
I think one of the biggest lessons I've learned is that, and we know this, entrepreneurship is so unpredictable. That's the understatement. So I think it was really just highlighted during the pandemic because there were so many things that we had just never experienced as entrepreneurs, as a country, as a world. There were just so many new things coming our way. And part of it was like, how do we just navigate through this?
(05:02):
So of course there's this resiliency that we talk about quite a bit because what happened last year couldn't happen at that time because everything had changed and it was really about kind of navigating through that. But also there's a sense of figure it outness as well. Because a lot of the businesses that I work with, they are either at that stage of, I'll call it late startup, or they have some traction in the market. But they haven't quite got to growth or they're entering growth. And that's a very fragile stage for a business to go through.
(05:35):
So when you're adding on the pandemic, you're adding on recessions, you're adding on global supply chain issues, you're adding on customer changing buying behaviors, like everything, it was a pandemonium basically.
Matt Wagner  (05:46):
It's overwhelming.
Terrand Smith (05:47):
It is very overwhelming. So a lot of it was after you get through the craziness, it's like you have to learn how to be able to manage your business despite all the environmental chaos and emotional chaos that's going on. There's a mind strength that needs to happen there that's like, "Okay, I get everything that's going around me, but I have to focus because if not, I'm not going to make it through this pandemic." So a lot of that is what I learned. Didn't plan on learning that, of course, but we just had to do that throughout this.
Matt Wagner  (06:19):
Excellent. So one of the things here at Main Street America, we're able to travel around to various neighborhood commercial districts to downtowns all across the country and talk with many entrepreneurs and small businesses and to your point, at various times of their life cycle. And one of the things that I've picked up in various conversations throughout the pandemic with small business owners is this starting movement between the need to be extremely agile and nimble because of the pace of change. And starting to pick up on this need to be more prepared for resiliency to not be just in this state of chaos that you might want to say or just being reactionary to everything.
(07:12):
And you recently published a book that really draws on this premise entitled, Prepare to Shift. I'll make note to the audience. We'll be posting a link in the podcast notes. But I was just wondering if you could tell us a little bit about your thesis. The behind, like, what was going into as you were preparing this book, and how do you see your own business through the lens of the book?
Terrand Smith (07:40):
No, that's a good point. Because with entrepreneurship, we know it's unpredictable, but you definitely have to have these core principles. It doesn't matter what's going on, it doesn't matter what chaos or craziness is going on around you. In order for you to be nimble and agile, you have to do that. But if you have that foundation, that doesn't tend to move. So the 37 Oaks, we teach a lot of the technical side of growing your business through e-commerce, and storefronts, and wholesale, and popups. And we're going to teach you about e-commerce shipping and how to get your products in wholesale and visual merchandising in your store. And that's where we've been thriving.
(08:15):
But also when I talked about my corporate history and working with those businesses, I've seen a lot of businesses that have received a purchase order, let's say from one of the organizations I was working with. And it's a big purchase order, maybe the biggest that they've ever had. But once they received it was like a mind shock. They got paralyzed and it's like, "Okay, we've been talking about distribution, and products, and pricing and marketing the whole year," but now that you get the PO, there's a mindset.
Matt Wagner  (08:43):
It's for real.
Terrand Smith (08:44):
It's for real, and they're paralyzed. And some of them didn't even move forward with the purchase order because they were so paralyzed.
Matt Wagner  (08:44):
Wow.
Terrand Smith (08:49):
And I see that also in entrepreneurship where once they start to enter that growth stage, it's like, "This is finally here. How do I deal with it?" They understand the technical side because we've taught them that, but it's the mind side of it that is just paralyzed.
(09:03):
So when I wrote Prepare to Shift, a lot of our businesses through cohorts, we work with groups of businesses, and I said, "Okay, we're teaching them all this technical stuff. But if there were some core principles that we could teach them that's not related to the technical side, but more about that, making that shift from hobby or startup into growth, that we can help them lay that foundation. So when we do the technical side, it's on that study foundation, now we have a winner."
(09:31):
So this Prepare to Shift book, it really does outline about 14 principles that these businesses are going to need in order to help them be agile, but also be stable within the same time. And so the book looks at about seven, what we call mind shift principles. So ways that they have to look at their business, different from a mind perspective, like places that they have to get their mind from startup into growth. And then the same thing for work shift. These are actually tactical things that they have to do different in their business in the growth stage than what they were doing in the startup stage. So I wanted to create this book so I could get a larger reach versus just the cohorts that I work in. And ideally, every business that works with 37 Oaks, they would read that before they come to us.
Matt Wagner  (10:17):
So is that in many ways, you're sensing a shift in your own business, a growth. Because you're mimicking everything that's in the book and what you're communicating to other small business owners.
Terrand Smith (10:29):
Absolutely. This book is not just about my personal, I mean, it is obviously because I went through it and I also went through it during the pandemic, which I think adds a different element to it. But 37 Oaks has been able to touch close to a thousand business owners over the past-
Matt Wagner  (10:44):
Wow, that's fantastic.
Terrand Smith (10:45):
... I know. When I calculated it again, I just go, I just go. But I had to calculate it for just my own purposes. And I was like, "We've reached close to a thousand business owners over the past four to five years." And I touch all of them intimately in some form or fashion, coaching classes, any of our services that we offer, and I pick up on a lot. So I said, "This is what's needed. They're getting the technical side from us, but they also need that mind preparation."
Matt Wagner  (11:15):
That was the big gap that you were sensing.
Terrand Smith (11:15):
That was the gap. So I said, "Let me put this out here in a book." And even people who aren't a part of our programming, they could read it as well. And I said, "I have to do that because it doesn't matter how much I teach on e-commerce shipping or strategies, if they don't have that foundation, they're not going to be as fruitful." Call it as they could be.
Matt Wagner  (11:31):
Exactly. So like most businesses, everyone's got competitors.
Terrand Smith (11:38):
Yes, unfortunately.
Matt Wagner  (11:40):
It doesn't matter. Nonprofit, for-profit, we all got competitors. And others in your case that might be providing education and training to small business owners. How do you position 37 Oaks and make your business stand out from the just intense clutter that often makes up small business markets?
Terrand Smith (12:01):
Yeah, that's a good question. Because of course when you're starting a business, growing a business, you always have to be aware of your competition. I was doing some research, and actually I worked with some organizations that helped me also identify competitors. And yes, we have them out there. But I think the important thing about 37 Oaks is we really are like an ecosystem. So some of our competitors, they may offer one course, let's say, on wholesale distribution, or one course on how to do e-commerce. But we are really providing this ecosystem for small businesses that are around e-commerce, wholesale, storefronts and popups, and we're trying to be that space where they can come to to get educated and also prepared for that journey. So we don't want to just do courses, which we do. Of course, we do courses and coaching, but we also want to have a application space where they can cut their teeth on those different principles.
Matt Wagner  (12:51):
Thinking and doing.
Terrand Smith (12:52):
Exactly. That's one of our principles as well. So yes, we have competitors, but we look at ourselves as that being our main point of difference. We also work with a lot of the organizations that some may think we're competing against, but we're not. So we're not competing against Chamber of Commerces' and SBDCs. We're not doing that. Because we have a very niche market when it comes to commerce distribution and any type of retail.
(13:17):
So typically the businesses or the cohorts that we work with, they are first going through the Chamber of Commerce and the SBCs. And then once they get that foundational training with them, then they come to us for the more specific niche retail type of training.
Matt Wagner  (13:31):
Excellent. Speaking of this laboratory... In the Main Street world, a number of organizations have supported emerging small business ventures. We call that the pipeline. What's in our pipeline with popups or farmer's markets, what have you, so the smaller scale. And your business has developed, again, from a private venture perspective outside of these other players, a true learning and testing laboratory, which I find is really fascinating. Because I do think it's like the value added wraparound that a lot of other places don't call. And you found it so corny. And I wonder if you could tell us a little bit about this project, what you've seen it do with your small business cohort that you work with? And how does it all fit in with your own strategy?
Terrand Smith (14:24):
Yeah, so as we mentioned, and as you talked about, there's a lot of education out there. There are so many different cohorts and programs, and that's an important part of it. But what I felt was necessary was especially the business owners we work with, because oftentimes they come from under-resourced communities, so they don't have the capital. They may not have the mentorship or the role models when it comes to having successful entrepreneurial ventures. They may not even have the time or the support, but they have innovative ideas that's going to change what I look at as the fabric of their community and their economy. So it's like we have to make them work. We just have to. So it's not just about the education, but it's also that extra layer of handholding them throughout the, I'll say the test and learn phase so that they can get the kinks out of it, out of their operations, out of their marketing in a safe space before they go applying it to their business.
(15:20):
Because they don't have the luxury of, I don't want to say wasting money or time.
Matt Wagner  (15:20):
Sure.
Terrand Smith (15:25):
But they don't have the luxury of wasting money or time. So how can they test those concepts on a business model before they go taking their own time and their own money, and applying it to their own business? So that was the genesis of SOKONI. SOKONI is one of the, call it brands or platforms under 37 Oaks. And this is our apply, what we call our apply platform.
(15:46):
So the way it's intended is that businesses will go through 37 Oaks University courses, which we have over 30 of them. So depending on the cohort or the model, they'll go through those courses. They'll get our one-on-one coaching on that topic, e-commerce or storefronts. And then what'll happen is once they get that education, now we're preparing them or helping them apply that learning through our SOKONI platform. So through SOKONI, we have two parts. One is going to be our retail, call it learning laboratory. And then the second one is going to be our e-commerce learning laboratory.
Matt Wagner  (16:18):
So you've got a physical element and then an online e-commerce element?
Terrand Smith (16:21):
Correct. So through the university, if they're taking classes on storefronts or say popups or wholesale, that's like the physical aspects of distribution that they'll get the education on. And then if they're taking their e-commerce classes, then they'll go to the e-commerce application through SOKONI.
(16:40):
So through the e-commerce side, we have a full marketplace. This is where the businesses will take all their learnings about shipping strategies, and promoting online, and marketing their business, and driving conversion. And their products will be on our marketplace, and they will get data on what's been working and what hasn't. So now they're learning. They're learning about their customer, they're learning about the marketing efforts that's working, they're learning about the pricing of their products, they're learning about everything. So they'll get that information. So after the program, now they can apply it to their own Shopify, or Wix, or whatever it is that they're going to decide to do, Amazon even.
(17:14):
And then on the physical side, the retail learning laboratory, once they take those classes and the coaching through the university, now they're able to put their products into a physical storefront. Now to a customer, it's just a normal place to shop.
Matt Wagner  (17:27):
Sure.
Terrand Smith (17:27):
But on the backend, it's a learning laboratory for the businesses. So they're seeing how they're merchandising of that store or their products in that store impact sales. They're learning how to run promotions in store. They're learning about collecting data, analyzing the data. They're learning about the visual side of how everything impacts everything. On the backend, it's a learning laboratory. And again, the goal is to give them that confidence and that knowledge and that preparation so that when they open their own storefront, or when they sell their products into a larger retailer, they have that experience. And now that'll make them more productive, get better return on their investment, and ultimately lower their risk.
Matt Wagner  (18:08):
And it's just a tremendous opportunity to test customer discovery, figuring out is this the right market? What I love about this concept is that so many pop-up experiences across the country are just that, a transactional space. And there's not that, again, the wraparound educational services like you might find in an incubator. So it's like a combination of incubation and pop-up. And I wonder again as you think through the lens of 37 Oaks, to me this just makes wonderful sense forming this as a package, and can I place this in others. Because it's really scalable in many ways.
Terrand Smith (18:52):
Absolutely, it is. And it is really a plug and play type of model. So we don't really itemize the parts of it because it won't make sense. It's really a system that comes together with it. It is definitely scalable because we can take that concept and put it pretty much anywhere, because again, to a customer, it's a store.
Matt Wagner  (19:12):
Exactly.
Terrand Smith (19:12):
But on the backend is where all of the other services that we've been doing for a long time are incorporated into it. So yes, it is a scalable model.
Matt Wagner  (19:20):
All right, my wheels are churning here.
Terrand Smith (19:20):
You're churning. Let's go.
Matt Wagner  (19:21):
They're churning.
Terrand Smith (19:22):
Let's go.
Matt Wagner  (19:26):
There's so much about being a Main Street business that is intertwined with what it means to be part of a community and in which you do business, and that makes the community better. And so for you, Terrand, what role does community play in meeting your business mission and goals?
Terrand Smith (19:49):
I am so passionate about this topic. Because of my background in corporate retail, there's so many different elements that I could have focused on when I decided to become an entrepreneur. I could have gone into corporate consulting and retail. But I said "No." Because I truly, truly believe that when it comes to the communities that we service, that there's so much untapped opportunity. These communities have so many untapped assets, how we look at it. Whether it's the people, whether it's the real estate, or whether it's the, call it the entrepreneurs themselves.
(20:28):
And what I see, because this is again where we work, is that if we are able to change just a portion of that, the impact that it has on creating jobs, occupying vacant storefronts, generating tax dollars, improving the quality of life, this is a big deal. And I feel like it hasn't been tapped into, to the extent that we're trying to tap into it.
(20:51):
And also with some of these communities, these entrepreneurs could be the only, call it product, that some of these communities have access to. Because when you look at some of these communities, they may not have a lot of the larger retailers there. They may not have a lot of just retail in general. So it's like these people that are producing, they're producing for a reason because it's not there. And if we're able to just even a little bit just amplify them and get them to be productive, the impact on the community is massive. So for me, that's really where our heart is because we have so many pockets of those. So if we're able to get them to that point, the impact that we're going to have on this economy is massive.
Matt Wagner  (21:31):
That's why I love working with Main Street businesses, whether again, it's in a neighborhood business district or a small town somewhere in the country. Because we did some research a little bit over a year ago of about 2,500 small businesses. And showed that 70% of the business activity that was within those communities was coming from people that already lived there. They weren't recruited, they weren't incentivized. They were part of the fabric of those particular communities or neighborhoods or what have you. So to hear you speak about that human capital, the importance of that, it just seems like a greater return on investment.
Terrand Smith (22:14):
It is. It definitely is. And like we said, they're rooted in our community. They're there. So when they thrive, our communities thrive. It's just a natural reaction to it. Part of the thing is I want to get these businesses to flourish within their communities, but I also want to get them to flourish outside of it too. Because think about all of the revenue that they're bringing in from other communities, but then they're going to spend it within their community that's going to help them become more scalable, more bankable, more sustainable, and that's really the goal. So we start within the community, but we also want to help them grow outside of it to bring money back to the communities as well. I can talk about this for the next five weeks, honestly, I get very passionate about it because I see so many untapped opportunities.
Matt Wagner  (22:58):
Well, you're a Main Streeter at heart.
Terrand Smith (23:00):
Yes, I am. Yes, I am.
Matt Wagner  (23:02):
Many economists, bank CEOs, it's hard to listen to a podcast, or turn on the television, or watch a YouTube video without seeing about predicting these headwinds ahead in the changing economy. How are you thinking about the economy and its potential impact on your business as a business owner?
Terrand Smith (23:26):
Well, it's still uncertainty. Like we said, it's going to be uncertainty in entrepreneurship. But I think it's getting a little bit more predictable than it was, let's say three years ago. We're in this looming recession right now. There's still some supply chain issues out there. We still have people capital talent, which is a challenge to get to grow a business, especially like mine. So there are some challenges that we're working through. But I feel a little bit more confident. Once you've survived and gone through the COVID pandemic, you feel like you have a cape and you are ready to take on the world, because that taught us a lot of things that we just did not know.
(24:09):
But I'm a little bit more hopeful now because I feel like some of the elements that we're working with, we as businesses have worked with in the past, like recessions. We know we need to cut back on our costs. We need to think about scaling strategically. There's certain things that we're going to have to do. So there's a framework to an extent out there, but there's still some things that I'm sure that's going to pop up that I haven't dealt with, and that's where that resilience kind of comes into play. I'm ready for it. We've been really blessed to grow and keep growing and keep scaling, so it's going to continue.
Matt Wagner  (24:45):
That's right, resiliency.
Terrand Smith (24:46):
Yes.
Matt Wagner  (24:48):
That would be, we went from the shift right into resiliency in 2023 for sure.
Terrand Smith (24:53):
Exactly.
Matt Wagner  (24:54):
So how do you manage your time between simply running the business and also thinking ahead about growth? Like entrepreneurs, you have to be everything a lot of times. And so trying to take on just the day-to-day, but looking ahead.
Terrand Smith (25:13):
Yes. That's a good question because I can honestly say that the first... 37 Oaks will be seven in January.
Matt Wagner  (25:20):
Congrats.
Terrand Smith (25:21):
I'm pretty excited about that.
Matt Wagner  (25:22):
Yes. Awesome.
Terrand Smith (25:23):
Especially because we didn't plan on doing any of this, so seven years. But the first I would say four to six years was all about just building the foundation. I can't say that there wasn't a strategy because there was. But we had the pandemic, so things were just sidetracked. And it was more about just building the foundation goal, like responding. It was a little bit more reactive, unfortunately, because of the pandemic. So there was a lot of hard work, blood, sweat, and tears, just grinding during that point.
(25:55):
Now we have about seven years of learning experience networks, just everything under us. It doesn't mean that we don't have more of that to go, but we've been at this for a while.
(26:08):
I think with all of that now I'm able to think a little bit wider. I don't have to spend as much time in the weeds building the foundation now. We're just building level one, two, three and the other stories outside of the foundation. So fortunately, I have a team now, which is very helpful.
Matt Wagner  (26:24):
Excellent.
Terrand Smith (26:25):
They're able to work on that side where I'm able to be more strategic, think about the partnerships, think about what can we diversify in and how can we grow. More of my time is allocated to that versus the past five years. It was just foundation. What are my learnings? What did I get from this? What are the mistakes that I made? How do I save money? All of those foundational things.
Matt Wagner  (26:48):
What excites you the most about that potential?
Terrand Smith (26:51):
Impact.
Matt Wagner  (26:51):
Impact.
Terrand Smith (26:53):
Impact. It is. I tell you what keeps me going is that when we have our classes and our coaching sessions, and afterwards when I really hear the impact that our business, the classes, the coaching, everything it's had on these businesses, I'm like, "I don't care if I'm tired. I'm just going to keep going." Because when we see, we said the potential and the opportunity of helping these businesses grow and the impact on the community, when we see we're actually helping them grow, it's like, "Wow, I'm doing this." Me or our team, it's like, again, I didn't plan on it. So to see the impact in nationwide, we're based out of Chicago, but we're working around the country. And I'm like, "Wow." That to me is super exciting.
Matt Wagner  (27:36):
Isn't it the wonderful thing? It's like you don't necessarily need to do a survey or collect a bunch of stats. It's the stories.
Terrand Smith (27:43):
It's the stories. Sometimes I wish it's like, "Oh, I wish I had a camera, or a microphone, or something just to capture that moment." Because a lot of our approach is very authentic. We're very, I don't want to say casual. But it's like people will talk to us and just let it out. And it's like, "I don't want to capture that," but it's very authentic. And when you hear the impact, it's like we have a lot more to go.
Matt Wagner  (28:06):
Yeah, it's a lot like Main Street.
Terrand Smith (28:08):
Yes.
Matt Wagner  (28:09):
So closing question for you.
Terrand Smith (28:12):
Yes.
Matt Wagner  (28:13):
What three pieces of advice would you give to other Main Street businesses like yourself?
Terrand Smith (28:20):
Well, shameless plug. But I would say read Prepare to Shift. Only because it is so much based on insights of my journey when I shifted from hobby to growth, but also other business owners around the country. And as I mentioned, that's a very fragile state for businesses. Because one of the things I'll see is there could be so much your confidence could be eroded. Because a lot of the seeds, I'll say that you plant during hobby and startup, you don't really see them grow until you're in growth. So it could be discouraging, is this even working?
Matt Wagner  (28:55):
It's a long road.
Terrand Smith (28:55):
Should I do this? And it's like, "Yes, keep going." So a lot of the principles in the book are giving them that perspective of, "Don't give up, focus on a few things so that you could at least get to that next stage where you'll start to see the results and start to build on that foundation." I would say, of course, read the book.
(29:17):
Number two, I would say, wherever that community is that you can find. Some of us, as I said, I work with a lot of businesses that are under-resourced. They may not have people in their community that they could look at to say they have grown business that's scalable nationwide or globally. Sometimes your community could be an online podcast. Sometimes your community can be a Facebook group. Maybe we all don't have access to those role models that have done that. And whatever it is, sometimes we just have to use what we have in order to get to that next step. So that community is going to be important because what you hear about yourself, what you hear about your business is going to impact what you do, it's going to impact what you think about it. And that is so critical.
(30:06):
And the third thing I would say is honestly don't give up, and it's in the book of course. But just to highlight it, I really believe that a lot of the business owners that I work with, they started their business because there was a need in the market. There was something that they didn't have access to or others didn't have access to, or it wasn't a good enough solution. So they have this unique perspective on how to create this product, or design this space, or whatever it is that others don't. And I really look at it as being kind of like a gift to an extent.
(30:40):
So it's like if they are really designed to bring this gift out, to sell this gift, it's like that's a very important space that nobody else can do like they can do. That's beautiful. So if they stick with it, they will find their niche, they will find their market. It's just really about that resilience we talked about.
Matt Wagner  (31:01):
I love it. Keep learning. Find your community.
Terrand Smith (31:05):
Find your community.
Matt Wagner  (31:05):
And perseverance.
Terrand Smith (31:07):
Perseverance, yes.
Matt Wagner  (31:08):
Wonderful.
Terrand Smith (31:08):
Love it.
Matt Wagner  (31:09):
Terrand Smith, CEO and founder of 37 Oaks. Thanks so much for joining the podcast today.
Terrand Smith (31:14):
Thank you very much. I appreciate it.
Matt Wagner  (31:26):
So there you have it. I hope you enjoyed our conversation with Terrand Smith, CEO of 37 Oaks based in Chicago. It was great learning more from Terrand about her approach to balancing the day-to-day operations of her business without losing track of that grand vision, which we know is so important for growth and scaling.
(31:45):
If you want to learn more about business model shifts, I urge you to pick up Terrand's book, Prepare to Shift, and we'll go ahead and leave a link in the notes section for you.
(31:54):
Reflecting on my conversation with Terrand and numerous other entrepreneurs and small businesses, as I have the opportunity to go around and work with so many Main Streets, there seems to be this common thread that ties small businesses together that really centers around their commitment to community. Thus, it becomes even more important, I think, for consumers to really share that spirit.
(32:17):
So let's all go out, visit our local downtown and neighborhood commercial districts and support those small businesses. They bring so much to the places we call home. We all saw what it was like during the pandemic. Let's just think back three short years ago when stores and our restaurants were closed down. In academic speak, it just totally sucked, okay. So we all know what it's like when they're not there as part of our every day. When it comes down to it, small businesses are key economic drivers of our local economies and bring immense quality of place to where we live and work and engage with our community.
(32:56):
So that's going to do it for this episode, a Main Street Business Insight podcast. Thanks for listening. Please rate and review us, of course, and be sure to subscribe that you can catch the next episode when I'll be in Rock Hill, South Carolina, sitting down with the mother-daughter powerhouse of Martha and Ash, a producer of fine draperies and featured in Country Living and HDTV. It promises to be a wild show, I promise, with lots of laughs and family stories of this fast-growing bricks and clicks business. We'll see you then, and thanks of course for listening.
Speaker 1 (33:32):
Thanks for listening to Main Street Business Insights, a production of Main Street America. If you know a local business with a great story to tell, please share it with us by emailing businessinsights@mainstreet.org.
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