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began. She headed off to Central 
Michigan University, where she 
entered the entrepreneurship pro­
gram. When she needed to find an 
internship opportunity in her junior 
year, her father, Tom Tanner (an 
Ann Arbor police officer), talked 
to Debi and Doug Scroggins about 
whether their young company could 
use an intern. "We all work out at 
the Wellness Center," says Heather, 
"so I knew Debi and Doug, but 
I didn't really know much about 
Bearclaw then." 

At that time, Bearclaw had just 
two company stores (the original 
location on the corner of Dexter­
Pinckney and North Territorial 
Roads and another in South Haven) 
plus one franchise. Heather inter­
viewed with Debi in a conve11ed 
bedroom office in Debi's home. 
She was the first person besides 
the baristas to be hired by the 
Scroggins. Her part-time internship 
required a thousand work hours, so 
Heather came back to Chelsea most 
weekends. She learned the business 
from the ground up, serving lattes 
and mochas in the stores and work­
ing in the home office on multiple 
projects, including content for the 
website, sponsorships of chaIitable 
activities, and franchise planning. 

Unlike the work ofmany ofher 
college peers, Heather's internship 
was an entrepreneur's dream. She 
helped open a few more franchises 
and shared the Scroggins' vision 
of a much larger company. "I have 
learned so much from Debi and 
Doug about running a business," 
she says. "In school, you can't learn 
what it is really like until they throw 
you out into the world. I've been 
able to watch the business grow. 

It's rewarding to see how far we've 
come and what's still to come." 

After graduating in May 2006, 
Heather couldn't imagine doing 
anything besides continuing to 
work at Bearclaw. "I went to one 
job interview," she says, "but I 
was set on coming back here." She 
wrote Debi a letter proposing a 
full-time position and the tasks she 
could do. 

Debi didn't hesitate. "Heather 
has the appropriate follow-through. 
She often anticipates the needs of 
our office before we do." When 
delivery of supplies and coffee to 
an ever-growing number of loca­
tions put Heather on the road for 
two days a week, she negotiated a 
new approach with a local distribu­
tion company. When she decided a 
holiday coffee mug would help the 
franchises make more money, she 
added a Santa hat to the company's 
logo-a bear's head with wings­
and found a manufacturer. "They 
are wildly popular," laughs Debi. 
"I never even thought we needed a 
holiday cup." 

Working closely with franchi­
sees, Heather maintains an Intranet 
communications system, updates 
operations and training manuals, 
works with vendors to lower costs, 
develops signage and other market­
ing materials, and is always avail­
able to answer franchise owners' 
questions. She stays on site at each 
new location for the first five days 
of operation. "Franchisees love to 
talk with me," says Heather. "I get 
along with everybody, I'm always 
nice, and they feel comfortable 
with me. I try hard to do everything 
I can to help them be successfuL" 

Vendors are sometimes anoth­

er matter, however, for this young, 
petite blonde. "I don't get taken 
seriously all the time," Heather ad­
mits. "But I've learned to be more 
assertive and have more confidence 
in myself." 

"It can be tough for a young 
woman in this business," says Debi, 
"but as soon as she starts to talk, 
they listen." 

In recent months, two more 
full-time employees have been 
added to the home office (which is 
now in the Scroggins' basement). 
A five-year strategic plan calls for 
250 espresso trucks and 150 stores, 
plus coffee sales in groceries and 
a stronger Internet sales presence. 
Heather takes the goals as seri­
ously as her bosses. She even uses 
language like "my stores" and "our 
company." Debi and Doug have to 
tell her to go home when she is 
working too many hours. When an 
unfinished task wakes her up in the 
middle of the night, Heather says, 
"I text message myself, so I don't 
forget it in the morning." 

Although she will be reunited 
with a long-term boyfriend when 
she moves to Florida, she is so 
attached to her work in Chelsea 
that she has mixed feelings about 
leaving. "Debi and Doug are my 
friends," she says. "I spend more 
time with them than with my own 
family." She has also become "ad­
dicted" to the entrepreneur's life. 
"I really don't focus that much 
on my life," she says. "My life is 
the company." And to keep up this 
pace, she might have to start drink­
ing the coffee. 
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