JIMMY SMITH ON CONTINUING
HIS SON'S LEGACY
BY TEDDY DURGIN
AT PRESTIGE-LEDROIT

I

t was 10 years ago that the late Joey Smith left a thriving career in Florida commercial
real estate to return to his home state of Maryland and form Prestige Beverage Group
(PBG). Smith did not live to see this decade milestone. Sadly, he passed away from
lung cancer at the age of 33 in April 2016. But even in his last weeks, he put a plan
into motion that would ensure the long-term viability of his business.

About two years prior to his death, Smith began exploring the
possibility of a merger with Ledroit Brands. He and Michael Cherner, who was then a managing partner at Ledroit, realized they had
a similar vision. They also recognized the potential for increased
market synergy. At the time, PBG was focused on the Maryland,
Delaware, and D.C. markets, while Ledroit covered the District of
Columbia exclusively. Their belief was that by combining the two
firms, it would allow them to more effectively serve their customers
and suppliers in all three markets.
After Smith’s death, his father and area beverage legend Jimmy
Smith stepped in to help complete the merger and see that the
newly formed company launched properly. Smith was determined to
cement his son's professional legacy. He still is as Prestige-Ledroit's
Chairman. "I had planned to be retired by now," he said, in a recent
sit-down interview with the Beverage Journal. "But, instead, I go to
work every day, five days a week, and I look forward to it. My goal
is to cement Joey's legacy by growing his vision. That's what I'm all
about. In a way, it's like I am starting all over again … and I love it!"
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Joey's wish was to put the two companies
together, which we did in August 2016.
Every day since, I know Joey has been
here in spirit and I know he's been smiling, because we have been fortunate to
grow his business, adding more people,
and I know he's just smiling and loving it.
I don't think there is a day that goes by
where I don't talk to a supplier who says,
'I knew your son, and I hope you don't
mind me talking about him.' And I just
smile and answer, 'No, I don't mind. I love
to hear all the stories!'" n
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