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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 (00:25):
Welcome everyone to the next episode of the Main Street Business Insight podcast where we feature the stories of America's downtown and neighborhood entrepreneurs. I'm your host, Matt Wagner, chief program officer at Main Street America. Today's podcast features Lindsay McDonald Goodson, owner of Keith McDonald Plumbing in Milledgeville, Georgia. The interview with Lindsay is fascinating for so many reasons. The obvious one you probably already gathered is that this is a woman-owned plumbing business, when the latest data showcases the utter rareness of this event. In fact, as a profession, women plumbers only make up 3.5% of the overall plumbing workforce, but Lindsay's story goes much deeper than that.
(01:10):
As you'll listen to her, you'll see it's really a journey of perseverance from struggles to find her own career pathway, and dealing with the devastating passing of her father during the pandemic, which as you will hear, thrust her into running the business at a time of one of the worst shortages in the plumbing trades. The National Kitchen and Bath Association estimates that 60,000 plumbers retire each year, and there are only 30,000 new apprentices entering the field annually. You'll be fascinated to hear how Lindsay took on that challenge. So hope you'll enjoy the discussion and we'll see you on the other side.
(01:48):
All right, welcome everyone. Today we've got Lindsay McDonald Goodson, owner of Keith McDonald Plumbing here in Milledgeville, Georgia. I had the pleasure of meeting Lindsay about a year ago, I think it was, when we were doing some entrepreneurial ecosystem work with Georgia Power here in the community and Lindsay was one of the participants in the focus group, and I remember just being struck by your personal journey and your approach to the business. I thought it was very innovative, very creative, and we'll sort of cover parts of that story. And that actually ended up leading to you being in the Wall Street Journal, of all places. So, more to come on that. Lindsay, thanks for joining us here on the podcast. Let's kick things off by hearing more about your personal journey, your career path, and how that evolved into joining, at the time, your Dad's plumbing business.
Lindsay McDonald Goodson (02:57):
Hello. Well, I came into plumbing back in 2009, very, very much so not what I wanted to be doing. The economy went to... Well, we all know where it went.
Matt Wagner (03:13):
That's right.
Lindsay McDonald Goodson (03:14):
Into the crapper, I guess.
Matt Wagner (03:15):
That's right. No plumbing metaphor there.
Lindsay McDonald Goodson (03:18):
I had been living in Athens, lost my job, didn't really know what I was going to do, so I moved home and started working with my dad and I totally hated it. Hate's not even enough of a word for that, but I hated every bit of it. First couple of years were not great. This was always just supposed to be a transition into whatever I was going to do for real in life, which I did not have any real idea. Several years later I moved to Milledgeville, and my dad wanted to really grow the service side of our company over into Milledgeville, and that's kind of where I started really caring and realizing I kind of actually really like this and what I'm doing, who I'm doing it for, and had a lot of sense of pride in that. So that's kind of how I got here.
Matt Wagner (04:19):
To this table here. So you took over the business after your Dad's passing in 2021 during the pandemic, and I'm really interested in understanding sort of what that first year was like in transitioning from... Was working for your dad, and now being responsible for this highly successful scaling plumbing business here.
Lindsay McDonald Goodson (04:48):
Well, it was not easy. It was lucky for me that we were already about a year and a half into his five-year plan to retire. So he was already doing some partial retiring stuff. He might only work three days this week. He might work five days the next week or two days the next week. So we were already shifting our main office from Sandersville over to Milledgeville so that I could take on more of the employees and the day to day. So that helped a lot because we already had a goal for me to be doing what I'm doing now, except for we were supposed to have a little bit more time, and he was always supposed to still kind of be around even after he quote, unquote, retired because my dad was never going to stop working no matter what. But I think that when he passed away, there was a lot of fear of all this that he had done just going away.
Matt Wagner (05:49):
This big weight on your shoulders of carrying on this business.
Lindsay McDonald Goodson (05:54):
And of course I didn't have to do it. We could have sold the company, but the idea of that just broke my heart because he was way too young and it was never supposed to end anyway. So I think that the fear of failure, the fear of letting him down, just put me in straight overdrive and working day and night and making a lot of hard decisions. We made some decisions to cut certain sectors out, downsize different areas, because I knew that I couldn't manage everything that we had before. It was me and him and my mom really running a whole company, and then he was gone and my mom, at the time, was obviously grieving, so she wasn't really present very much then. So I just had to make a lot of decisions that put it in a situation where I know I can handle it and don't be sorry that I have to trim the fat or whatever it is to make it so I can be successful at it.
Matt Wagner (06:56):
Okay. Any advice? Succession planning, transitioning to a next generation is never easy, but any advice now that you've gone through this for other small business owners of your generation that might be transitioning into now running their family business?
Lindsay McDonald Goodson (07:18):
Me and my dad never really saw eye to eye on how things should progress. I had a lot of ideas, and ideas cost money sometimes, and money was not something we were floating in at the time. And change was not something that he did very well either, so we had a lot of arguments about how I thought things should be done and how he thought they should remain. But I guess after he passed away, I had free-range to do what I was going to do and I did it, and I'm thankful that I did. And I think that if he were here he'd be like, "Yeah, you were right. We should have done that a long time ago."
(08:06):
And my mom says the same thing all the time now. She's like, "Well, that was a good idea. You had it a while ago, I wish we would've done it sooner." She does work for me now, so she helps me a lot with my business side of things. Thank the good Lord for that. But I think just, we're a younger generation and the times grow with us and the next generation beneath us, and you just have to move with it and not try to not get stuck in a rut of what you've always done.
Matt Wagner (08:39):
And it sounds like having confidence in either your gut or your knowledge and not being maybe afraid about making a mistake or something along those lines.
Lindsay McDonald Goodson (08:51):
Yes, and I wouldn't say I'm exactly the most confident person. But what I've realized, especially in the last several months of my life, is that I make so many decisions all day long. I don't really have time to dwell on one or two. I'm just like, "This is what I think we're going to do. This is what we're going to do. And if it's not the right decision, we'll back up and punt and we'll do something different." But it's just, try not to overthink things too much and just go with what feels right. And so far it's working. I might regret something at some point, but it's working so far.
Matt Wagner (09:24):
That's good advice. I meant don't dwell on one thing, you're going to make a hundred of these decisions. So you're just trying to have your average up there being pretty high and making the right calls. I had this opportunity recently to read an article that you appeared in, front page. Actually the last couple things, you've been in the Plumber Magazine, but also the locally published Milledgeville Scene. And I suspect a lot of people, when you introduce yourself and then your business, even today there may be this initial reaction of surprise. Tell us what it's like to be a female-owned business now in what has traditionally been a very male-dominated industry.
Lindsay McDonald Goodson (10:16):
Well, I would actually say the first five or six years working with my dad was probably harder than anything. I mean, being the boss's daughter and working with a bunch of guys who did not want to be told what to do by me, who did not do what they did. And so it was a lot of animosity in those situations. I think that back in 2015 when my dad said, "I want you to grow Milledgeville," it was my baby. And I mean, from the hiring, the firing, the decisions and everything, so I've been the boss here. Everybody that works for us now has worked for me. I hired them. So that's helped a lot in that aspect of things.
Matt Wagner (11:00):
Almost like when a new coach comes on board and has their own team.
Lindsay McDonald Goodson (11:03):
Yes.
Matt Wagner (11:03):
Okay.
Lindsay McDonald Goodson (11:05):
Milledgeville is a pretty small town so people know who I am, and most of the people here already know me. I know that things are said that... Not directly to my face. There's a nice running joke around the supply house here, they're just waiting for me to go belly up and flop. But I think it's a year and 11 months, the day my dad passed away, and we're honestly doing better financially.
Matt Wagner (11:31):
You have a sign up still here?
Lindsay McDonald Goodson (11:34):
Yeah, financially speaking, we're doing better than we've ever done since I've been here, since 2009. And I know that there's contractors that don't use me because they don't have the same faith then. But I think everything that has happened has happened and it is working, and I've had people that just still come by the office and just... I had a man the other day come by the office, like, "My son read your article and then he gave it to me, and I just thought it was so amazing." He's like, "And I just said next time I need a plumber, that's going to be my girl right there." And he wanted to come to the office to introduce himself to me and let me know that... I guess it made a difference for him.
Matt Wagner (12:21):
Yeah, really struck by it. So you talked about maybe some subcontractors, or whatever, not wanting to use the business. The trades business, especially, just seems to be, kind of an outsider looking in, is very relational. A lot of contractors use the same subs, and sort of a close network. Was your Dad's network the same as yours now, or did you have to find and kind of develop a whole new set of professional relationships?
Lindsay McDonald Goodson (12:54):
I would say for the most part of it, my relationships are very much the ones that have cultivated with me. Not because of me necessarily. I mean, my dad had... My dad and my company had a very good reputation for many, many years, but the big part of our company used to be a big new construction and commercial stuff, and we've been pulling away from that anyway, so a lot of those relationships naturally phased out as our focus changed.
Matt Wagner (13:28):
As the business changed, you shifted.
Lindsay McDonald Goodson (13:30):
And then so there's some contractors that we did work for then that we don't know, and there's some contractors that I still work with that we've been with since I've been here. I've picked up a lot of really great customer bases working for municipalities and school systems and things like that. So I've been doing the work here to grow these things for a really long time. So I would say they're different, but they're all really still hinged on the reputation that we've been building for 20 years.
Matt Wagner (14:07):
Yeah, you're still leveraging that brand identity that people think about when they hear Keith McDonald Plumbing.
Lindsay McDonald Goodson (14:13):
Yep.
Matt Wagner (14:13):
Okay. So one of the legacies, I think... We've talked a little bit about this time period of the pandemic and how quickly we had trends shifting, especially demographic ones. And during the pandemic, we saw baby boomers retiring at such high numbers. It was actually tagged the great resignation or great retirement. And as such, when we do surveys of small business owners over the last few years, it seems like labor, workforce keep coming up as key concerns. And I'm wondering if you could talk a little bit about how this has impacted your industry in particular, and how you've responded to this challenge?
Lindsay McDonald Goodson (15:04):
Well, unfortunately, even before the pandemic, plumbers were really hard to come by. I mean, our country has been focusing on higher education for the better last couple of decades. And trades...
Matt Wagner (15:17):
It's not a new phenomenon.
Lindsay McDonald Goodson (15:18):
Right. It hadn't been... So that's already been really, really tough to find. I mean, for me to find a plumber, they're working somewhere already. Everybody's working hard to keep the people that they've got or they have their own company. So it just kind of became more about figuring out how to cultivate your own, finding the right employees who just have the right set of skills personally and a work ethic is all we were looking for. Capable and just willing to come to work and learn something. And that's where we had to stop worrying about finding the plumber and figuring out how to grow our own. Technology really, really, really had to help us in a lot of different ways.
(16:11):
We used to do carbon copy work orders and 17 spreadsheets to cross reference this and that, and filing cabinets, and everything that I can do to find to cut as much of that out as possible, I do. These guys, they've got these apps on their phone that can help them price everything out. They can search for the material inside of it, which goes ahead and plugs the pricing in, marks it up, does everything. And anything to make their job easier in the field and faster means that we can do more each day. And then when we're doing less of the paperwork in the office, we can focus more on our customers and our employees and how to make their lives better. So technology is my best friend.
Matt Wagner (16:59):
Isn't that your best friend now?
Lindsay McDonald Goodson (17:01):
Yes.
Matt Wagner (17:01):
It's that sort of creativity and innovation that I picked up on in our initial focus group and obviously, what led to your exposure in the Wall Street Journal for the use of technology, and leveraging technology so that you could build more efficiency with your plumbers. And so I'm wondering what sort of changed for you since that article came out a little less than a year ago. What's it been like?
Lindsay McDonald Goodson (17:30):
Well, I've been in more articles since then. Plumber Magazine covered that, a local Milledgeville Scene magazine here. I was asked to do, and now I wish I could remember the name of it, but it's a big French magazine. They had asked me to be part of it, but unfortunately, timing was not good for me to actually make that happen. So I kind of wish I had though. The biggest thing... But then when I got a screenshot of the article on Apple News, like the front scrolling page of Apple News, I was like, "That's cool."
Matt Wagner (18:07):
Wow.
Lindsay McDonald Goodson (18:08):
Front page of Wall Street Journal was the coolest obviously. But then all of a sudden here it's like you're right there on Apple News, so that was pretty cool. I think that the biggest thing that it's done is give me confidence because this is not a field that I'm traditionally meant to be part of or the front of. And it is sort of... There's always this thing in the back of my head that I want people to understand that I didn't arrive in this position the same way that the other people around me did.
(18:49):
The other companies in town, they did everything completely differently. My dad did the hard work. He built it from the ground up, and I just wanted to see it keep going. And I was good at running the company, and it is a passion for me. So when you're out there, and all this gets thrown in your lap and you're really not sure how you're supposed to do all of it in the first place, and then you're kind of sitting there thinking to myself, "[inaudible 00:19:21] Everybody thinks I'm a joke," or "Everybody thinks I'm going to fail," or dah, dah, dah, dah.
(19:25):
Then you get to be on the front of Wall Street Journal and it's just like, "Okay, I might not be doing it the same way everybody else was doing it, but I'm doing it my way." And that's not necessarily better, it's not worse, it's just different. And it's working. So the confidence is good even though every time somebody... This thing happens and somebody talks to me about it, I want to crawl into a little hole because I don't know how to talk about it. But yes, I think that's the biggest thing is it's let me know that I can do it.
Matt Wagner (19:58):
That's right. Maybe at a different pathway. But I think when you look at businesses overall, regardless of what sort of sector, they all have stages, they have life cycles to them, and someone needs to sort of launch and scale them. Some people take it from being very mature, but then do innovative and creative things that take it to a whole nother level. It sounds in many respects, that's certainly what you've done, and sort of proof is in the pudding. People are acknowledging that.
Lindsay McDonald Goodson (20:32):
Yes, because people don't really... They think about a plumber when they need a plumber. That's it.
Matt Wagner (20:38):
They don't look behind the...
Lindsay McDonald Goodson (20:39):
When the toilet does not flush, that's when you think about a plumber. So it's nice to... Honestly, even bigger, it's just nice that it brings attention to trades in general, and then also letting females know, "If you want to do it, you can do it too." You know what I mean?
Matt Wagner (21:00):
That's right.
Lindsay McDonald Goodson (21:00):
I don't have a single female plumber though and that is just... Makes me mad because I would really, really, really, really love that. But I guess, still traditionally, I just don't get applications, so I don't have anybody to hire yet.
Matt Wagner (21:13):
Doing what you're doing is going to change that. You and I talked a little bit about, before we launched the podcast, about sort of the economy overall. And there's lots of media over the last year, "We're going into a recession." "Oh, we're going to be in a recession." "Oh, it's coming." But things have been going on for quite a while about these predictions around a challenging economic road ahead, and I'm sort of curious about how you're thinking about the economy, how you're thinking about your business, its potential impact and whether or not feature shifts are in order for your business.
Lindsay McDonald Goodson (21:54):
Well, we went through 2008, 2009, which if it wasn't for local community bank, we should have gone bankrupt.
Matt Wagner (22:04):
Okay. The big housing crunch back in '08, '09.
Lindsay McDonald Goodson (22:07):
We definitely should have gone belly up for sure, but thankfully... Give a plug to Citizens Bank of the South for floating our company for many, many, many years.
Matt Wagner (22:18):
Value local banks. Nice.
Lindsay McDonald Goodson (22:20):
Yes, they're amazing. But going through that has always made me just hyper aware that it's going to happen again. I mean, we see these things happen however often they do happen. It just comes and it goes. And so it's always sort of a contingency plan in the back of my head of, what's the next move? If this, then that. And always sort of having a pathway to look at if we find ourselves in a certain position. Pandemic actually was great for us. I think that people staying in their houses, using their toilets and their showers more, things broke more often, so they needed us. And people got tired of looking at the same four walls, so they remodeled, and we were doing remodels.
(23:11):
And then people from Atlanta decided they needed to come down to the lake so they can social distance with a view, and buying up properties and remodeling. So we actually just... It took off, but knowing the prices of lumber and what it cost to do these things, we knew it wasn't going to last long. And so we've been waiting, and we've been pulling away from new construction anyway and focusing on the customer themselves and not contractors. So in all of that, we've gained all of these individual customers and we've built the relationships. So now when they might not be doing the remodel, but the water heater's leaking, they're calling us back. So we've retained customers by doing that.
Matt Wagner (24:06):
So it sounds like in the focus is transition from my client is the contractor where I'm really doing much more consumer engagement and building up my identity with them, so if there is a problem, I'm the first person or company they think about.
Lindsay McDonald Goodson (24:23):
Right. And 2023 has been the first time I have experienced any lulls since 2015. And while there were definitely been moments of slight panic, like, "Why is the phone not ringing?" You're trying to decide to take that opportunity to really focus on what areas are we needing to work on? Do we need some training on this? What are some other avenues that we might need to be looking at that are right inside of our own wheelhouse? I mean, I'm not trying to go out and get into cleaning windows or installing gutters or anything like that.
Matt Wagner (25:05):
You're not going that diversion from the core business.
Lindsay McDonald Goodson (25:07):
What works right here with what we already have? What can we be doing? What can we be doing better, and how do we maybe even just expand our work area just a little bit? Not much. I'm not trying to drive two hours away.
Matt Wagner (25:20):
So geographically, maybe some expansion.
Lindsay McDonald Goodson (25:23):
Yeah, geographically a little expansion because we've really focused primarily on Milledgeville for a really long time, but we have Oconee, which is right there and with tons of people. So it's just kind of having a plan of action and utilizing that downtime a little bit to figure out the next step.
Matt Wagner (25:43):
Taking a breath, thinking ahead.
Lindsay McDonald Goodson (25:44):
And I've been liking the breath, honestly. I've been needing it for a long time.
Matt Wagner (25:51):
What aspects of being a business owner do you find most challenging, as well as rewarding? Sort of both sides of the coin?
Lindsay McDonald Goodson (26:00):
Well, the answer to both questions are employees.
Matt Wagner (26:03):
Oh, okay.
Lindsay McDonald Goodson (26:05):
Employees are my biggest challenge. Most of my guys are pretty young, which is a good thing because they're capable and they get out there and they work hard, but then some days they don't want to come to work. They don't want to let you know until it's 30 minutes past their first job. But at the same time, I've hired some really amazing people who maybe have had a rough go at it for a while and was having a really hard time getting on their feet. And I've seen such amazing growth with people who maybe weren't going to get a chance with somebody else. And I really invest in them a lot, probably more than I should, honestly. But I love to see them, and so a lot of times I want to strangle them, and then I want to give them a hug. And the biggest thing right now I think...
Matt Wagner (27:04):
It's like a parent.
Lindsay McDonald Goodson (27:08):
Half of them call me mom. So it's very much like that. We are one big dysfunctional, crazy family, but we make it work. The biggest thing for me right now is even still, employee side, not so much as the workers in the field. I went from a business that had me and my dad and my mom. And me and my dad were sort of a team as far as making things happen. And my biggest thing is right now is I wish that I had that other person. I'm the one that has to sit down and do all the pricing, and I'm the one that has to make sure that all these things are getting done, the boxes are getting checked. I have so many different ideas of things that could be growth for my company. I have other ideas for other companies that I would love to venture into.
Matt Wagner (28:02):
Sort of like spinoffs?
Lindsay McDonald Goodson (28:04):
Yeah. And I have ideas for Milledgeville community-wise, but without having somebody here to hold down the fort so that I can have the time in those areas, that's been my biggest challenge lately. And it's been very frustrating because I have all of these things that are just brewing inside of me that I want to do and it's just...
Matt Wagner (28:34):
But no time to think through the strategy.
Lindsay McDonald Goodson (28:38):
And then even if you do find that person, what's to say they don't leave in three years, and then we are right back to where you were? And how do you then manage everything you've added to your plate? So it's bad, I wish I had my dad back because that's somebody you can trust that's going to stay there and do the right thing. And my secretary is my other daughter. I mean, she is everything. She does so much, but there's only so much she can do. And she's not been in this for as long as I have, and she doesn't have the understanding that I do of how certain things work, so there's only so much that she can take. And then all of my guys, they're in the field and they need to be in the field. So it's like just one person, I just need one...
Matt Wagner (29:24):
Yeah. I just need to plug that one gap.
Lindsay McDonald Goodson (29:26):
And I stopped looking. We had tried for a long time to find that one person and it was disaster after disaster. And so I just said, "You know what? I'm going to stop looking." I've always found that when things are where they need to be, it somehow just falls into place. So I'm just going to let it progress the way it's supposed to.
Matt Wagner (29:43):
When it's time, it'll happen.
Lindsay McDonald Goodson (29:44):
Yep.
Matt Wagner (29:45):
Yeah, I think so many small businesses find themselves in that sort of space where they've got many great ideas. There's no shortage of creativity or innovation with sort of main street small businesses, but finding the time between day-to-day operations, and thinking ahead, and growing and scaling...
Lindsay McDonald Goodson (30:05):
And then having two kids at home.
Matt Wagner (30:06):
Oh yeah, the personal life.
Lindsay McDonald Goodson (30:06):
That whole being a mom part, baseball and gymnastics and stuff like that. So it's a lot and it's exhausting sometimes, but then at the same time you'll find yourself just wired up and just hungry for more.
Matt Wagner (30:26):
Totally, totally. You had mentioned you've got ideas for the community as well. And I think that's another sort of, I'll say, a natural affinity or interconnectedness between locally-owned small businesses and their community. I'm sort of curious what community means to you and to your business.
Lindsay McDonald Goodson (30:48):
Well, if it wasn't for the community, I wouldn't have a business. My biggest focus is the customer. My biggest focus is my customers and my employees, and it's kind of going to transition into something else that we're going to talk about. But if I don't have those two things and I don't have a strong relationship with my community and my employees, then my numbers don't matter. They're not going to be good. And I love this town. My kids are here, they're going to grow up here. I want them to have healthy, happy lives and full of joy and fun and everything. So I want this community to be the best that it can be. And so I look at the people in my neighborhood. When somebody needs something, yep, I'm right there. The people here matter to me more than the contractor that's here from Tennessee that's only doing that one project, and then they move on to Florida or whatever. That doesn't mean as much to me. My customers, my people, this town, are my priority first and foremost.
Matt Wagner (32:05):
Hard to separate the two. They're so connected. Sort of closing out our discussion, what advice would you give to other businesses like yourself?
Lindsay McDonald Goodson (32:19):
Well, back to being community-oriented, I mean, especially in a small town like this. We're not in Atlanta. You can go to a customer's house up there and burn their wallet up and take it, and it doesn't matter if they never call you again because you've got a population of millions to fill the backlog. So knowing what your community needs, knowing who's in your community, knowing where you need to be and how you need to be helpful is the only way you're going to get the numbers where you want them to be.
Matt Wagner (32:54):
Sort of like you get what you give.
Lindsay McDonald Goodson (32:55):
Right. And the third would be that, I mean, employees are your backbone. In what we do, I can't just walk up to... I can't just hire somebody tomorrow and give them two hours of training and them be able to step in and do the job. This is years worth of learning and training to cultivate a good employee. And if they leave, that's a lot of investment that is gone and not easily replaced at all. So treating them as if they're people and not just your employee is huge. And I say it all the time, and everybody that I talk to. I tell my employees, "We work to live. We do not live to work."
(33:46):
Your life outside of this place is what ultimately matters the most. So work happiness, health happiness, your family comes first. Your goals are what your goals are. I don't expect anybody's ever going to stay with me forever. I think that people who are perfectly capable of doing things should go out and do whatever they can do to make the best of themselves. And I want my guys to know that, look, when it comes time and you're going to go do something on your own, let me know. I only help you get your foot where you need to be so you don't drown because I've been in this for a long time, and I've seen us need the life preserver big time.
(34:25):
And then the third is, worry about you. Worry about your business. What the company over here is doing doesn't matter. What the company down the street or in the next town, or the company that just moved over, doesn't matter. The only competition that you should have is yourself. And how do you make yourself better every single day? Because there's enough work for everybody. I can pick up the phone and call most any of the other plumbers in town. Just last week, one of them called me, asked me if they could borrow such and such and this. And I've got another plumber that'll pull into my driveway and, "Hey, can I grab something out of your warehouse?" "Sure." I mean, you got to have that relationship with other people. Competition is a good thing.
Matt Wagner (35:08):
Yeah. Yeah. And it's also like what we tell communities from the Main Street side. You don't have to follow, be what makes you unique, be what makes you special and grow from there.
Lindsay McDonald Goodson (35:19):
My dad always said, the only thing we worry about is what's in our four corners.
Matt Wagner (35:23):
Yeah. Nice.
Lindsay McDonald Goodson (35:24):
Outside of that doesn't matter. And so, family and what we do is what matters, and that's it.
Matt Wagner (35:31):
Well said. I just want to thank you so much for sharing your story, for joining me today on the podcast and best of luck with everything.
Lindsay McDonald Goodson (35:42):
Thank you. Thank you so much.
Matt Wagner (35:54):
So there you have it. I hope you enjoyed the conversation with Lindsay McDonald Goodson, owner of Keith McDonald Plumbing in Milledgeville, Georgia. There are so many important lessons both new and young entrepreneurs can learn from Lindsay's experience. The first is simply to believe in yourself. You'll make mistakes, but as my former boss, Patrice Fry would always say, "Don't let perfection be the enemy of good." I'm always going to remember that, Patrice. We've also gained some tremendous insight into carving your own pathway, from the importance of developing your business networks, to adopting new technologies perhaps before they're tried and true. So as always, if you're a business owner, I hope this episode has provided plenty of new insights, solutions, and inspirations. And as consumers, please continue to support your local small businesses. They're so important to our local and national economies, and most importantly, they provide and promote quality of living to the places we all call home.
(36:54):
That's going to do it for this episode of the Main Street Business Insight Podcast. Thanks for listening. Please rate and review us, and as always, be sure to subscribe and tell your friends, family, neighbors, and colleagues so you all can catch the next episode when I'll be in Helena, Arkansas, sitting down with Harvey Williams Jr, co-founder and CEO of the Delta Dirt Distillery, the only black-owned farm to distillery in the United States, and a business that's leading the revitalization charge in downtown Helena. And I promise I didn't do any taste testing until after the recording. Don't miss it. We'll see you then, and thanks for all the support.
Speaker 1 (37:40):
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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