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dollar daze: Retail chain’s aggressive expansion brings 
bumper crop of new stores to Berkshires

The Dollar General store in Adams, which opened in September 2012, is just the first of what is turning 
into a wave of Berkshire locations for the Tennessee-based retail chain. Additional Dollar General stores 
are at various stages of planning or construction in Lanesboro, Pittsfield, Sheffield and Williamstown.

Scenic estate seen as ideal site for addiction program
Will Regan, development director with the Center for Motivation and Change, says the bucolic setting of the former Mepal Manor and Spa in New Marlborough 
was a decisive factor in their purchase of the property for conversion into a residential treatment center for adults dealing with various addiction issues.

By John Townes
A scenic and secluded south county estate most recently used 

as an upscale resort and spa is in the process of being converted 
to accommodations for another purpose: the 
treatment of various types of addiction.

The 187-acre property off Route 57 in New 
Marlborough that formerly was the Mepal 
Manor and Spa has been acquired by the 
Center for Motivation and Change (CMC), 
a clinical psychology practice based in New 
York City that specializes in the treatment of substance use and 
compulsive behaviors.

In a sale that closed on July 3, CMC (through a related entity, 
Mepal Manor LLC) purchased the property at 100 Stone Manor 
Dr. for $4.15 million from Brad Wagstaff and Leslie Warren, the 
former operators of Mepal Manor (who held the property under 

Willow Creek Partners LLP). The transaction included a $2.5 mil-
lion mortgage from Lee Bank.

The Mepal estate includes two main structures: a 13,000-square-
foot historic mansion set on a hillside with 
sweeping views to the west that had been 
used for guest accommodations, and a more 
contemporary 13,000-square-foot building 
nearby that had housed various spa services 
and related facilities.

CMC, which currently provides counseling 
and other services to help people deal addiction-related problems on 
a day-treatment basis, is converting the property into a residential 
treatment center for adults who need to temporarily remove them-
selves from their daily lives in order to focus on their treatment.

In both its former and futures uses, the remoteness of the site is
continued on page 27

“This really stood out among 
the several sites we looked at 
in Massachusetts and other 

neighboring states.”

By John Townes
What are the current status and future 

prospects for manufacturing in Berkshire 
County?

While almost everyone here has opin-
ions about that question, a new study has 
been released which analyzes it in detail, 
based on statistical data and other research, 
including interviews with leaders in busi-
ness and industry, education and workforce 
development.

The Berkshire Advanced Manufacturing 
Study, which was released at a public pre-
sentation on Oct. 25, was commissioned for 
$65,000 by the Pittsfield Economic Revital-
ization Commission (PERC), a community 
development agency that provides loans and 
other assistance to support businesses in Pitts-
field and other Berkshire communities.

The study’s purpose is to provide an 
overview of the manufacturing sector here, 
to serve as a resource to help guide overall 
regional economic development strategies 
and to assist with individual initiatives by 
specific businesses.

“Everyone knows what has happened with 
manufacturing here in a general sense, and 
there are many ideas about how to improve 
the situation,” said Jerome “Jay” Anderson, 
president of PERC. “However, until now, 
there has not been a comprehensive source 
of concrete information about the specifics. 
We wanted this study to provide a baseline 
of information.”

The report includes general manufactur-
ing trends since the 1970s, but its particular 
focus is on the new generation of operations 
known as “advanced manufacturing.”

The report is also part of an initiative by 
PERC to expand its focus in providing re-
sources and other leadership and services for 
regional economic development activities.

continued on page 17

Making a case 
for advanced 
manufacturing
Study examines challenges, 
opportunities for rebuilding 
diminished economic sector

By Brad Johnson
The Berkshires are squarely in the cross-

hairs of Dollar General Corporation as part of 
the Tennessee-based company’s aggressive 
expansion into new 
territories.

At the vanguard of 
the company’s push 
into the western Mas-
sachusetts market is the Dollar General 
store in Adams, which opened quietly in 
September 2012.

Since then, the company has stepped for-
ward with plans for at least four more stores 
in Berkshire County alone, all of which are 
at various stages of development – from 

preliminary permitting to actual construction 
to preparing to open.

According to a company spokesman, this 
flurry of activity in the Berkshires is one 

small part of broader 
plans to open about 650 
new stores this year. 
These would join more 
than 11,000 existing 

Dollar General stores scattered throughout 
40 states. And, of those existing stores, some 
500 are targeted for relocation within their 
current markets – part of the company’s 
ongoing process of “putting stores closer 
to where people live.”

continued on page 22

“We like to think of ourselves 
as your neighborhood 

general store.”
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Riley family ready for next 
chapter beyond furniture

By John Townes
A longtime family business and member 

of the Berkshire retail community is closing, 
due to a combination of personal reasons and 
changing economic conditions.

Simmons Furniture, with stores in the 
Allendale Shopping Center in Pittsfield and 
at 71 Park St. in downtown Adams is cur-
rently holding a clearance sale to liquidate its 
inventory. The business will close when the 
last of its merchandise has been sold.

“Right now I’d say we’re feeling a big 
mixed bag of emotions,” said Donna Riley, 
general manager. “Simmons Furniture has 
been in business since 1879, and closing it 
is incredibly sad. But change can be good, 
and we’re also excited to move on to the next 
phase of our lives.”

The business was originally started in 
Adams by Arthur Simmons, and it was in 
his family for several generations.

In 1973, it was purchased by Phyllis Riley, 
and it has been operated by her and her family 
since then. Her husband Bernard “Bud” Riley, 
who passed away on Aug. 17, had served as 
its accountant (in addition to his own practice 
as a Certified Public Accountant). In addition, 
the business is run by their daughter Donna 
and two other daughters: Regina, who is 
chief financial officer, and Kathi, who is its 
bookkeeper.

The store has a staff of 12. The Rileys 
plan to actively help their employees find 
new positions. “They’ve also been part of 
our family, and did a great job here,” noted 
Donna Riley.

She said the exact closing date will de-
pend on how long it takes to eliminate their 
inventory.

“With two stores and warehouses, we have 
a lot of furniture to sell first,” she said in a 
late October interview. “In addition to what 
is already on the floor, we also have to sell 

furniture we had previ-
ously ordered and made 
a commitment to pur-
chase. So it’s impossible 
to predict exactly when 
it will be completed. 
That will depend on how 
quickly people buy what 
we have. It will probably 
take a month or two, but 
it could be longer.”

The going-out-of-
business sale comes three 
years after the Rileys 
relocated the Pittsfield 
store from its former 
site on West Housatonic 
Street into the Allendale 
Shopping Center. That 
move involved an update 
and expansion of the 
store’s merchandising 
concept as Simmons 
Lifestyle Furniture.

However, explained 
Riley, a combination of 
factors subsequently led 
to the recent decision to 
close.

“Things had been lead-
ing to this for a while,” 
she said. “My father, Bud, 
was a guiding financial 
light for the company. 
When he became ill, we 
had to start looking at the 
future in a different way 
and prepare for a change. 
We initially thought we 
should scale the business 
back, but we planned to 
continue with it after 
he died. So we started 
a sale to trim down our 
inventory.”

Then, Riley contin-
ued, her mother Phyllis 
experienced serious in-
juries in a fall.

“My mother’s recovering and is going 
to be fine,” she said. “However, the whole 
dynamic shifted after her accident. Reality set 
in for all of us, and we decided it was time to 
close the business. So our scaling-back sale 
became a going-out-of-business sale.”

She added that deeper issues also prompted 
the decision.

“The landscape is not the same as it was 10 
years ago,” she said. “Like other businesses, 
we’ve been affected by the economy, which 
has made it more difficult to make sales. Also, 
the furniture industry has changed drastically 
in the past decade.”

She explained that consolidation in retail-
ing and manufacturing has made it more 
difficult for independent furniture retailers 
to survive and compete.

“Producers of furniture have geared them-
selves to the big box stores,” she said. “Al-
though some still serve mom-and-pop stores 
like ours, most of the manufacturers now 
focus on the big retail chains instead, which 
makes it hard for independent retailers.”

Given all of that, she said, the family 
concluded that closing was the best course 
of action. “You have to really have your 
heart in retail to do it,” Riley said. “And 
when a business is run by a family, there’s 
an additional emotional dimension. It has to 
be about more than money and work. It also 
has to be enjoyable. And this just wasn’t fun 
anymore. We had a good run of it, and this 
is simply the time for it to end.”

Riley emphasized that, despite the pres-
sures, their experience has been positive.

“We’ve had really good support from 
everyone, including our landlord, the staff 
and customers, and people couldn’t have 
been nicer through this,” she said.

She added that she and her sisters do not 
have any specific plans. However, she expects 
that they will likely stay in the industry in 
a different capacity, and they may work 
together again on some basis.

“There are many possibilities,” Riley said. 
“We still love furniture and design. It’s just 
the retail side that we’re done with.”◆

Some 40 years after their mother, Phyllis Riley, purchased Simmons Furniture, 
sisters Kathi, Donna and Regina Riley are tasked with guiding the family busi-
ness through its final days. The passing of their father, Bud Riley, this summer 
and other personal and business factors contributed to the decision to close 
the business, which operates stores in downtown Adams and at Allendale 
Shopping Center in Pittsfield. Despite the circumstances, the Rileys remain 
relatively upbeat about this final chapter for the family business. “We had a 
good run of it, and this is simply the time for it to end,” says Donna Riley.
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If you have questions or comments, please contact us at:

413-447-7700 • info@btaconline.com
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homecoming of sorts for 
jewelry business in lenox

By John Townes
R.W. Wise Goldsmiths at 81 Church St. 

in Lenox has closed, but the site has quickly 
become the home of another business which 
also specializes in fine hand-crafted jewelry, 
Laurie Donovan Designs.

For Donovan, the transition is actually 
a homecoming of sorts. She founded the 
predecessor of R.W. Wise Goldsmiths and 
worked there for many years.

“I had a jewelry business in New Bed-
ford,” explained Donovan. “Richard Wise 
became my partner in that business, and 
in 1980 we moved it to Lenox. It subse-
quently became R.W. Wise Goldsmiths. I 
left the business in 1997 to focus on raising 
my family and my own creative pursuits, 
including photography. I also started a new 
jewelry design business to develop other 
product lines.”

She has operated Laurie Donovan Designs 
out of her home in Richmond. Her work has 
been carried in several jewelry galleries in the 
Northeast (including R.W. Wise Goldsmiths) 
and in Santa Fe, New Mexico.

Earlier this year, Richard Wise began 
a plan to retire from the business. After a 
long clearance sale, he closed his shop on 
Oct. 12.

Donovan subsequently moved her busi-
ness, which is a sole proprietorship, into the 
building for a Nov. 1 opening.

“Last April, Richard invited me to take over 
the space,” said Donovan. “I was ready to 
go back into the retail business and decided 
the time was right to do it.”

Since then, Donovan has been working 
in Wise’s shop as part of her preparation 
for the move.

Donovan is purchasing the assets of R.W. 
Wise Goldsmiths, including its tools, molds 
of product designs, computers and other 
equipment and fixtures.

Wise continues to own the building, and 
Donovan is leasing the 1,500-square-foot 
gallery and office space on the first floor and 
a workshop area on the second floor. (The 
building also contains an upstairs apartment, 
which is rented separately.)

Donovan said the transition did not involve 
significant changes or renovations to the 
building, beyond some minor alterations to 
give it her own stamp.

“Richard did a beautiful job with this 
building, so the space does not require any 
major work,” she said.

Donovan said that her business will fill 
a similar role and niche, but it will have a 
new identity.

“I’ll continue to provide the same quality 
of high-end jewelry that people are accus-
tomed to there,” she said. “It will feature 
unique jewelry made with gold, platinum 
and sterling silver and fine gems. However, 
it’s a different business.”

Donovan said her own designs will be 
a centerpiece of the store. Among other 
products, the gallery continues to carry her 
Berkshire Tree collection that has been a 
popular line sold by R.W. Wise.

“I also will place more emphasis on 
custom orders,” she said. “I want to work 
with people and discuss what they want so 
that I can create items designed specifically 
for them.”

She noted that, as a gemologist, Richard 
Wise traveled extensively around the world 
to find new sources of gemstones. “I’ll still 
be dealing in colored gemstones,” she said, 
“but I won’t be traveling like he did, other 
than attending an annual trade show.”

She said that she has an arrangement with 
a local gem cutter, who will be a regular sup-
plier. In addition, she will use other sources 
for gems.

The store also continues to carry the work 
of other jewelry artists from the area, includ-
ing some who have been sold at R.W. Wise, 
and others that Donovan is adding.

While the primary emphasis is on high-
end jewelry, Donovan noted that she plans to 
include some less expensive items, ranging 
from $200 and up.

Donovan has a website (lauriedonovan.
com) which features photographs of her 
jewelry and information about where it can be 

purchased. However, she has not engaged in 
online sales. She plans to redesign the site to 
reflect the new retail store, but will continue 
to use it primarily as a marketing vehicle 
rather than an e-commerce site.

She added that she plans to focus on her 
own store, and will withdraw her products 
from other galleries, except for the one in 
New Mexico.

Donovan’s involvement in jewelry design 
dates back to her college days at UMass Dart-
mouth, where she majored in graphic design. 
“I’ve always worked with jewelry, and after 
college I went into the business and started 
the store in New Bedford,” she said.

Donovan’s work has been featured in vari-
ous publications including national Jeweler, 
Modern Jeweler, Lapidary Journal and 
Jewelers Quarterly, among others.

She said she is enthusiastic about return-
ing to the retail side of the jewelry business 
and having personal interactions with the 
public. “Among other things, I’m looking 
forward to seeing my past customers again,” 
she said.◆

Laurie Donovan has moved her jewelry design business into the space long occupied by R.W. Wise Gold-
smiths, which closed in October. Donovan had been associated with that business in the 1980s and ’90s. 
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By John Townes
A new veterinary practice that is focused 

on felines has opened in Lenox.
The Lenox Cat Hospital at 450 Pittsfield 

Rd. (Route 7/20) quietly opened at the end 
of August in commercial office space that 
formerly was occupied by a primary care 
practice for humans.

The building is owned by Ross Kunzmann, 
who has operated Berkshire Lighting Out-
let there for several years. It also houses a 
Subway franchise and a new branch office 
of Lee Bank.

The feline facility, which held a formal 
Open House on Oct. 10, is operated by 
veterinarian Sally Umlauf. Prior to open-
ing the clinic, Umlauf was an associate at 
South Street Veterinary Services in Pittsfield 
and worked as a relief veterinarian at other 
practices in the region.

The Lenox Cat Hospital is a full-service 
veterinary clinic that offers routine pro-
cedures and checkups as well as surgical, 
emergency and intensive care.

While the practice will also care for dogs 
on house calls, only cats are treated at the 
office.

“I wanted to open a practice specifically 
for cats, because a lot of them do better in 
an environment that is focused solely on 
them,” Umlauf said.

She explained that the experience of be-
ing in waiting rooms or being housed with 
dogs (especially barking ones) is often very 
stressful for cats.

“When treating cats in mixed settings, I 
saw that their blood pressure often soared 
because they were so nervous and worried 
being around dogs,” she said. “Because the 
cats obviously hate the experience so much, 
their owners can be reluctant to bring them 
to the vet except when they are very sick. As 
a result, I’ve seen cats who could have been 
successfully treated much earlier.”

In addition setting up the standard fixtures 
found in any veterinary practice, Umlauf 
noted that she has invested in a specialized 
piece of equipment that allows Lenox Cat 
Hospital to provide an added level of care. The 
ICU Cage, made by Snyder Manufacturing 
Co., is an enclosure designed to house cats 
that have severe medical issues, similar to an 
intensive care unit in a human hospital. It has 
equipment that closely monitors the animal’s 
vital signs and allows for precise adjustments 
to oxygen levels and other conditions on an 
ongoing basis.

“These units are not common, and cats 
who are sick enough to require this level of 
care often have had to be referred to places 
like Springfield,” said Umlauf. “I decided the 
investment was worth it so that I can provide 
that level of treatment here without having 
to send very sick cats so far away.”

Umlauf is currently the sole veterinarian 
at Lenox Cat Hospital, which has an overall 
staff of five full- and part-time employees.

Umlauf was born in Pittsfield and grew 
up in Williamstown. She graduated from 
Williams College in 1999.

“When I was young I was interested in 
becoming an ob-gyn,” she said. “However, 
doctors told me they could not recommend 
that I go into medicine as a career because 
of the conditions in the healthcare system. 
So I majored in art history instead.”

After college, she lived in Thailand for a 
period of time.

“I’d grown up in south Williamstown and 
attended Williams College, so I wanted to 
travel and experience someplace different,” 
she said.

While living in Thailand, she said she 
found her true calling.

“I’ve always loved cats,” she recalled. 
“One day a cat ‘adopted’ me. I was in a 
strange country and the cat was homeless, 

so we became very close. One day the cat 
got sick and I had to take her to a clinic for 
treatment. While watching the staff doing 
their work, I realized I could combine my 
love of medicine with my love of cats as a 
veterinarian.”

She returned to the United Sates and 
received a doctorate in veterinary medicine 
from Tufts University in 2006. She simulta-
neously studied for and received a master’s 
degree in public health from Tufts.

“I also have an long-standing interest in 
public health and epidemiology,” Umlauf 
explained. “Doing both in school was crazy, 
but it has been worth it. Although I treat 
animals, my knowledge of epidemiology 
has been very helpful. Many diseases affect 
more than just humans or animals, and the 
health of people and their pets can often af-
fect each other.”

After Tufts, Umlauf did an internship as 
an emergency services veterinarian at a busy 
clinic in south Florida before returning to 
Berkshire County in 2009.

She said the goal of starting a cat hospi-
tal had been percolating in her mind for a 
number of years.

“It all jelled for me about eight months 
ago,” she said in a late September interview. 
“It was kind of a fluke. I was eating lunch 
at the Subway here and I noticed this office 
was vacant. It was previously a physician’s 
office. It’s a beautiful facility inside and 
was already set up for a medical office. 
That’s when I decided that I could actually 
do this.”

She noted that her father, John Umlauf, 
who is an accountant in Williamstown, 
played a major role in helping her to get the 
practice started.

“He helped me write a business plan 
and a financing proposal, and he provides 
invaluable assistance on the business side,” 
she said.

Umlauf noted that when she started in 
her veterinary career she had some concern 
that she might become jaded in terms of her 
special affinity for felines.

“I wondered if constant exposure to cats 
might eventually affect how I relate to them,” 
she said. “I thought at some point I might 
simply see a cat as the six-thousandth pa-
tient I’ve treated, instead of as an individual 
animal. But I’ve found that just the opposite 
has happened. I become more enchanted with 
cats the more I know about them.”

She recalled with a laugh that during her 
internship in Florida her affinity with cats 
was well known.

“I remember one day I was enthusiastically 
telling another staff person about how ador-
able and appealing a particular cat was,” she 
said. “He humorously replied: ‘Why don’t 
you just tell us when you see a cat that you 
DON’T think is adorable and appealing? 
Now that would be unusual.’”

Lenox Cat Hospital (413-551-7251 or 
www.lenoxcathospital.com) is open from 
7 a.m. to 7 p.m. Monday through Friday 
and from 8 a.m. to 1 p.m. on Saturday. 
Emergency services and home visits are 
also available.◆

Veterinarian places 
focus on felines at 
lenox Cat hospital

Above: Her affinity for felines has led veterinarian Sally Umlauf (left) to establish Lenox Cat Hospital. She is 
joined here by head veterinary technician Bonnie Raymond and client relations specialist “Malcolm.” 

Below: In setting up her practice, Umlauf has invested in an ICU Cage, a specialized enclosure that allows 
her to provide an added level of care for cats that have severe medical issues.
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Nov. 13, Dec. 11: North Adams 
Green Drinks, informal gathering 
of people interested in conserva-
tion and environmental issues on 
second Wednesday of each month. 
5:30 p.m. at the Freight Yard Pub in the Western Gateway 
Heritage Park. Sponsored by the Berkshire Environmental 
Action Team (BEAT) and Northern Berkshire Transition. For 
more information, contact Jane Winn at jane@thebeatnews.
org or 413-230-7321.

Nov. 13: 3rd Annual Public Policy Lecture, featuring civil 
rights leader and former UN Ambassador Andrew Young. 7 p.m. 
at MCLA’s Church Street Center. Free. 413-662-5391.

Nov. 13: 16th Annual Business-to-Business Showcase pre-
sented by the Berkshire Chamber of Commerce, 4 to 7 p.m. at 
the Crowne Plaza in Pittsfield. 413-499-4000.

Nov. 14: Business After Hours presented by Southern Berkshire 
Chamber of Commerce. Hosted by Okerstrom-Lang Landscape 
Architects at 17 Bridge St. in Great Barrington from 5:30 to 7:30 
p.m. RSVP to sbcc@rnetworx.com or 413-528-4284.

Nov. 14, Dec. 4 & 10: Navigation for Caregivers, a series of 
three free workshops designed to help busy family caregivers of 
seniors, sponsored by the Friends of the Berkshire Athenaeum. 
Included are: A Caregiver’s Guide for the Holidays, Nov. 14 at 7 
p.m.; The ABCs of Navigation for Caregivers, Dec. 4 at 7 p.m.; 
Scam Awareness and Prevention, Dec. 10 at noon. All presented 
by Bob Dean at the Berkshire Athenaeum. Space is limited and 
preregistration is required. To register, call the Reference Depart-
ment at 413-499-9480 ext. 202 or pittsref@cwmars.org.

Nov. 15: Veterans Expo for military personnel, veterans and 
their families, and those that serve them, with tables featuring 
information on such topics as job search strategies, veteran 
benefits, wellness activities and behavioral health services. 
Free. 8:30 a.m. to 3 p.m. at the Crowne Plaza in Pittsfield. 
Features 9:30 a.m. remarks from Berkshire County legislators 
and officials, and a luncheon program. Sponsored by Berkshire 
Community College and a coalition of social service organiza-
tions. Reservations not required for Expo, but please RSVP for 
lunch to Brenda Carpenter at 413-443-1666.

Nov. 15: Summit 4 Teens discussion co-sponsored by MCLA 
and MASS MoCA in North Adams on how to develop creative 
arts programs for young people and a space in which to hold 
them. Summit participants ages 13-19 will engage in creating 
art, connecting with other teens and artists, and brainstorm 
possible visual and performing arts programs with college 
students and museum staff. 4 to 9 p.m. (dinner provided). For 
information, contact MASS MoCA’s Education Department at 
413-664-4481 ext. 8131.

Nov. 16: Whiskey City and FRIENDS! fundraiser to support 
the Pittsfield Family YMCA. 8 p.m. at the Crowne Plaza in 
Pittsfield. Tickets $10. Sponsored by Nuclea Biotechnologies. 
Information at www.facebook.com/events/363312953804785/ 
or 413-499-7650 ext. 37.

Nov. 16: Taste of the Berkshires at Ventfort Hall museum 
in Lenox, featuring over 15 restaurants, plus a live auction. 
$25. For reservations call 413-637-3206. For information visit 
www.gildedage.org.

Nov. 16: Elvis Presley Tribute Benefit for United Cerebral 
Palsy (UCP) featuring Tommy T and Black Velvet, 7 p.m. at 
The Eagles, 515 Curran Hwy. in North Adams. All proceeds will 
support UCP children’s programs. $15 per ticket, or $25 for two 
tickets, available at UCP’s Pittsfield office at 208 West St. and 
North Adams office at 535 Curran Hwy. and Alliance Appliance 
in Pittsfield. For information, call Tom at 413-443-1230.

Nov. 16 & 23: First Time Homebuyer Workshop, two-part 
program presented by Berkshire Fund Inc. from 9 a.m. to 1:30 
p.m. at the Stockbridge office of Berkshire Bank (both sessions 
required for certificate of completion). Cost is $35. For informa-
tion or to register, call Avie Maloney at 413-499-1630 ext. 100 
or email amaloney@berkshirehousing.com. 

Nov. 17: Special Olympics Luncheon and Dance at the 
Masonic Temple, 116 South St. in Pittsfield. RSVP to Sheila 
Lapotakis 413-443-9238. 

Nov. 17: “The Glory Days of the Rock ’n’ Roll Business: An 
Insider’s Perspective” presented by Tom Werman, former as-
sistant to the Director of Artists and Repertoire at Epic Records. 
Part of the Lenox Library’s Distinguished Lecture Series. 4 p.m. 
in the library’s Sedgwick Reading Room. For information visit 
lenoxlib.org or email info@lenoxlib.org.

Nov. 19, Dec. 17: Pittsfield Green Drinks, informal gathering 
of people interested in conservation and environmental issues 
on third Tuesday of each month. 5:15 p.m. at MadJacks BBQ, 
295 North St. Sponsored by the Berkshire Environmental Ac-
tion Team (BEAT). For more information, contact Jane Winn 
at jane@thebeatnews.org or 413-230-7321.

Nov. 20: North County Job Fair in Adams hosted by Berk-
shireWorks Career Center and the Adams Council on Aging at 
the Adams Visitors Center, 5 Hoosac St. in Adams. Veterans only 
from 9:30 to 10 a.m. Open to the public from 10 a.m. to 12:30 
p.m. Registration encouraged. Barbara Emanuel 413-499-2220 
ext. 111 or Tom McDonough ext. 138. 

Nov. 20: Crafting Change Through Collaboration – How 
Executive Directors and Boards Can Work Together to Move 
Mountains, workshop presented by PowerHouse! Resources 
for Resourceful Nonprofits. 9 to 11:30 a.m. at Berkshire Life 
Insurance Co., 600 South St., Pittsfield. For registration go to 
www.abbievonschlegell.com. For more information, email 
judymach@aol.com.

Nov. 21: Wrestle With The Marketing Monster – and Win! 
Marketing for Nonprofits, workshop presented by Power-
House! Resources for Resourceful Nonprofits. 9 to 11:30 a.m. 
at Williamstown Youth Center, 66 School St., Williamstown. 
For registration go to www.abbievonschlegell.com. For more 
information, email judymach@aol.com.

Nov. 21: Williamstown Chamber of Commerce Annual 
Meeting including a keynote address by Massachusetts Col-
lege of Liberal Arts President Mary Grant and guided tours 
of the newly constructed Feigenbaum Center for Science and 
Innovation on campus. 5:30 p.m. at the Feigenbaum Center, 
concluding in the Church Street Center. $20 members, $25 
non-members. RSVP at 413-458-9077.

Nov. 21: Warm Up The Winter Benefit Concert with the Wanda 
Houston Band and others to support fuel-assistance program of 
Construct Inc. 7 p.m. at the Mahaiwe Performing Arts Center 
in Great Barrington. $18 reserved seating, $5 children. Tickets 
and information 413-528-0100 or Mahaiwe.org.

Nov. 22: Wine & Beer Tasting fundraiser to support the Pittsfield 
Family YMCA, 6 to 8 p.m. at Berkshire Hills Country Club. 
Tickets $25 with light appetizers, silent auction and music by 
Balladking Entertainment. Sponsored by George’s Liquors. 
Purchase tickets in advance at the Y or at the door. For more 
information, call 413-499-7650 ext. 37. 

Nov. 22 to Jan. 2: Festival of Trees annual holiday event at the 
Berkshire Museum in Pittsfield. Begins with Nov. 22 Preview 
Party at 5:30 p.m. with food and entertainment (tickets $50 
adults, $25 children, $30 museum members.) Open to the 
public beginning Nov. 23. For more information, visit www.
berkshiremuseum.org or call 413-443-7171.

Nov. 23: Massachusetts College of Liberal Arts Open House 
to help students explore academic and student life programs and 
special learning opportunities. Visitors will be able to tour the 
newly opened Feigenbaum Center for Science and Innovation. 
Open to all prospective MCLA students. 10 a.m. in the Amsler 
Campus Center. For information, visit www.mcla.edu or call 
the Office of Admission at 413-662-5410.

Nov. 23, 24 & Dec. 14, 15: 5th Annual Holiday Farmers Markets 
hosted by Berkshire Grown, featuring locally grown and produced 
foods, including fruits and vegetables, cheese, eggs, meat, poultry, 
bread, pies, pickles, jams, and more. Also live music, children’s 
activities, holiday recipes, and lunch food vendors. Nov. 23 and 
Dec. 14 at Monument Valley Middle School, 313 Monument 
Valley Rd. in Great Barrington. Nov. 24 and Dec. 15 at Williams 
College Towne Field House, 82 Latham St. in Williamstown. 
All events from 10 a.m. to 2 p.m. For more information, go to 
berkshiregrown.org or call 413-528-0041.

Nov. 24: Town Meetings: Too Much Democracy? a talk by 
Donald Robinson, author of Town Meeting: Practicing democ-
racy in rural new england, who will review the history and the 
pros and cons of the town meeting form of local government. 
Part of the Sunday Speaker Series at the Stockbridge Library. 4 
p.m. Free. Information at www.stockbridgelibrary.org 

Nov. 25 TIPS server training sponsored by the Northern 
Berkshire Community Coalition, for north county establish-
ments that serve liquor for on-premise consumption. 5 to 9 
p.m. at the Bounti-Fare Restaurant in Adams (including light 
supper). Enrollment limited to 35 participants. To register and 
for payment details, contact Lois Daunis at 413-663-7588 or 
ldaunis@nbccoalition.org.  

Dec. 1: Berkshire County Arc Winter Dinner Dance. 5 p.m. at 
the Crowne Plaza in Pittsfield. Information at 413-499-4241.

Dec. 5: Great Barrington Green Drinks, informal gathering 
of people interested in conservation and environmental issues 
on first Thursday of each month. 5:15 p.m. at the Route 7 Grill, 
999 South Main St. For more information, contact Erik Hoffner 
at ehoffner@orionmagazine.org or 413-528-4422.

Dec. 5: Holiday Sparkle! event 
presented by Berkshire Creative, 
6 p.m. at Bousquet Mountain 
on Dan Fox Drive in Pittsfield. 
Tickets $40 in advance, $50 at 

the door. For more information, call 413-499-1600 ext. 103 
or email info@berkshirecreative.org. 

Dec. 7: Annual Holiday Walk in Williamstown from 3 to 6 
p.m. Sponsorship opportunities are available. For information, 
call Jennifer Civello at the Williamstown Chamber of Commerce, 
413-458-9077 or email jennifer@williamstownchamber.com.

Dec. 9: Annual Culinary Arts Dinner & Apprenticeship 
Celebration presented by Railroad Street Youth Project at the 
Route 7 Grill in Great Barrington. For details, visit rsyp.org.

Dec. 11: Berkshire Chamber of Commerce Annual Meeting 
with election of officers and awards presentations. 7:30 a.m. at 
the Crowne Plaza in Pittsfield. $30. RSVP at 413-499-4000.

Dec. 11: Tricks of the Trade, professional development seminar 
series for artists and other creative workers that gives them the 
tools and skills they need to grow and sustain their businesses. 
This month featuring Elevator Speeches at MCLA Gallery 51 in 
North Adams at 6 p.m. Presented by MCLA’s Berkshire Cultural 
Resource Center (BCRC), in partnership with the IS 183 Art School 
and the Pittsfield Office of Cultural Development. The series is 
free and open to the public. For more information, go to www.
mcla.edu/About_MCLA/Community/bcrc/tricksofthetrade0809/
tricksofthetradeabout/, or call the BCRC at 413-664 8718.

Dec. 13-15: Crispina’s Holiday Shindy featuring over 50 
artisans, hand-made gifts and holiday items in Crispina ffrench’s 
studio in the former Notre Dame church at 40 Melville St. in 
downtown Pittsfield. Dec. 13 from 5 to 8 p.m. and Dec. 14-15 
from 10 a.m. to 5 p.m. Free admission. 413-236-9600.

Dec. 15: “The Beatles Weren’t Really So Great! (Or Were 
They . . .?)” presented by attorney David Glass. Part of the Lenox 
Library’s Distinguished Lecture Series. 4 p.m. in the library’s 
Sedgwick Reading Room. For information visit lenoxlib.org 
or email info@lenoxlib.org.◆

I have helped over 88 local 

business owners save a total 

of $150,482 on credit card 

fees for the first year of 

processing with me.

– Don Raiche

Don Raiche • 413-637-2100
www.BerkshiremerchantServices.com

MeMBer oF The BerkshIre ChaMBer oF CoMMerCe
MeMBer oF The Lee ChaMBer oF CoMMerCe 
MeMBer oF BerkshIre BusIness BuILDers

There is a 95% chance that your credit 
card machine is stealing profits from 
you…and that I can save you money like 
I have done for other area merchants.

Berkshire Merchant 
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Bringing the Morning Commute to New Heights

Enjoying your time behind the wheel is nothing new to Audi.
Stop in today to test drive all of the new Audi models to be a believer.           flynnaudi.com

Financing as low as
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 APR

2014 Audi A4 quattro Models

Financing as low as

1.9%*
 APR

2014 Audi Q5 quattro Models
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1.9%*
 APR

2014 Audi A6 quattro Models

 *1.9% APR financing available on select new 2014 Audi A4 quattro models through Audi Financial Services to qualified buyers through November 30,2013. Model shown: A4 quattro. Prices exclude taxes, title, other options and dealer charges. ©2013 Audi
of America, Inc. See your dealer, visit audiusa.com or call 1-800-FOR-AUDI for more details.

 *1.9% APR financing available on select new 2014 Audi Q5 quattro models through Audi Financial Services to qualified buyers through November 30, 2013. Model shown: Q5 quattro. Prices exclude taxes, title, other options and dealer charges. ©2013 Audi
of America, Inc. See your dealer, visit audiusa.com or call 1-800-FOR-AUDI for more details.

 *1.9% APR financing available on select new 2014 Audi A6 quattro models through Audi Financial Services to qualified buyers through November 30, 2013. Model shown: A6 quattro. Prices exclude taxes, title, other options and dealer charges. ©2013 Audi
of America, Inc. See your dealer, visit audiusa.com or call 1-800-FOR-AUDI for more details.

Flynn Audi
600 Merrill Rd.  Pittsfield, Ma  01201

413-443-4702 flynnaudi.com
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FINe FINALe FOR FARMeRS MARKeT…The weather was brisk, but so was business at the Oct. 26 
Downtown Pittsfield Farmers Market, which included a special Pig Roast Party and fund-raiser to mark the 
end of the market’s first season of operation at the city-owned lot at the corner of First and Fenn streets. 
An estimated 250 customers turned out for the season finale, which featured spit-roasted meat and 
other fresh food prepared and served at the event by Relish, a restaurant just around the corner on Fenn 
Street. The celebration also included live entertainment, kids’ games and other attractions, including a 
beer and wine garden featuring locally made products. The market, co-sponsored by Alchemy Initiative, 
Downtown Pittsfield Inc. and the City of Pittsfield, was held on Saturday mornings from May through 
October. “We had a great first year,” said market manager Jess Conzo, noting that during the 25-week 
season the market featured approximately 35 vendors, including farmers and other food producers as 
well as artists, artisans and community organizations. As the first season progressed, market organizers 
also worked out the logistics to allow for SNAP food-assistance payments. “We’re now set up to accept 
SNAP benefits from the beginning of the season next year, which is an important step in our goal of 
making fresh food at the market accessible to everyone in the community,” said Conzo. Organizers are 
seeking feedback and suggestions from the public about this year’s market as they plan for the next 
season. Updates will continue through the winter at farmersmarketpittsfield.org.
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CORRECTION: A story on The Emporium 
Antiques and Arts Center in downtown Great 
Barrington that appeared in the November 2013 
issue of Berkshire Trade & CommerCe included 
an incorrect website address for the business. The 
correct website is www.EmporiumGB.com.

A pilot 10-week Advanced Manufacturing 
Workforce Training program is being offered at 
no cost to participants by Berkshire Commu-
nity College (BCC). The non-credit 100-hour 
program, which is being offered in collaboration 
with McCann Technical School in North Adams, 
will be taught by McCann faculty as well as four 
local manufacturing professionals. Material to be 
covered includes: computer numerical control 
(CNC), mill and lathe training, math blueprint 
reading, measuring, a 10-hour OSHA course, 
work readiness and career search skills. This pilot 
session is sponsored by the Berkshire County Re-
gional Employment Board and BerkshireWorks 
Career Center in part through a grant from the 
Massachusetts Community Colleges & Workforce 
Development Transportation Agenda. The program 
tentatively will be offered Tuesday, Wednesday 
and Thursday from 3:30 to 6:30 p.m. at McCann 
starting later this fall (an official start date has yet to 
be announced). For more information, contact Pat 
Durkee at pdurkee@mccanntech.org or 413-663-
5383 ext. 100. For additional information about 
BCC’s advanced manufacturing programs and 
activity, visit www.berkshirecc.edu/ampitup.

Berkshire Communicators Inc., a Pittsfield-
based telephone answering service, is marking its 
75th year of service in 2013. Originally named 
Medical Service Bureau, the company opened 
in 1938 out of the home of then-owner Lillian 
Belcher, who set up six phone lines on her coffee 
table. As technology improved, so did the system 
of answering calls, and Belcher was able to use a 
more effective cord board system. The company 
was purchased by Donald Thurston, A. Paul Wil-
ley and Richard Gore in 1973 and incorporated 
as Berkshire Communicators Inc. The Gore fam-
ily purchased the corporation in 1979. In 1986 
Berkshire Communicators transitioned from the 
cord board into the future of answering services, 
with the implementation of the first digitally auto-
mated system. Berkshire Communicators, which 
now employs some 30 Berkshire County residents, 
answers calls for many area businesses, monitors 
fire and security alarms, and handles doctor/patient 
calls and messages, along with other services. The 
company serves clients in western Massachusetts 
as well as those in the neighboring Hudson Valley 
region and Vermont, and has capabilities to answer 
virtually anywhere in the world. The company’s 
high level of service has been well-recognized 
within its industry, including 10 straight years of 
earning the Diamond Award of Excellence from the 
Association of Tele-Services International.

 The unemployment rate in Berkshire County 
dropped from 7.2 percent in 2011 to 6.7 percent in 
2012, continuing a downward trend since reaching 
its peak at 8.1 percent in 2010. However average 
weekly wages for all industries only increased by 0.6 
percent between 2011 and 2012. These are among 
the findings in the 2013 CEDS Annual Performance 
Report prepared by the Berkshire Regional 
Planning Commission and the Comprehensive 
Economic Development Strategy (CEDS) Commit-
tee. The report identifies priority project proposals 
and significant investment made or proposed for 
the region, such as construction of the $30 million 
Berkshire Medical Center Cancer Center. It also 
identifies regional economic trends of the prior year. 
According to the report, the number of business 
establishments in Berkshire County decreased by 
161 between 2011 and 2012 after increasing by 105 
between 2009 and 2011. The construction sector 
(minus 44), retail trade sector (minus 33), and 
accommodations and food service sector (minus 
22) lost the greatest number of establishments 
from 2011 to 2012. The updated Priority Project 
list along with the final report will be available at 
berkshireplanning.org after Nov. 30.

Massachusetts College of Liberal Arts 
(MCLA) in North Adams reported that Down-
Street Art, a program of MCLA’s Berkshire 
Cultural Resource Center (BCRC), had its most 
successful season to date in 2013. DownStreet 
Art is a public art project designed to revitalize 
downtown North Adams by harnessing existing art 
organizations and events. DownStreet Art includes 
a community arts festival held the last Thursday 
of the month in summer through October, and 
temporary galleries and other activities during the 
season. Figures compiled by BCRC show the 2013 
season attracted more visitors, generated greater 
sales, and saw higher occupancy rates on Main 
Street, with attendance for DownStreet Art Thurs-
days and daily gallery visitations up 20 percent 
from last year. Overall the program drew nearly 
16,000 downtown visitors for the season.

The Northern Berkshire Neighbors program 
of the Northern Berkshire Community Coali-
tion is seeking community-minded individuals to 
take part in a free Community Outreach Training 
program that will take place for two hours (10 
a.m. to noon) once a week over 15 consecu-
tive weeks beginning on Jan. 16. As part of the 
training, participants will learn about and visit 
with leaders of many health and human services 
providers and community organizations in the 
northern Berkshire region. To register for the 
program, send a letter of interest and full contact 
information to Northern Berkshire Community 
Coalition, 61 Main St., Suite 218, North Adams, 
MA 01247 or email sbosley@nbccoalition.org 
no later than Dec. 20. For more information, call 
413-663-7588… The Northern Berkshire Com-
munity Coalition is also seeking nominations for 
the Peacemaker Award, which is given annually to 
an individual or group in the northern Berkshires 
who has contributed substantially to peace. To 
nominate a Peacemaker, pick up a form at office 
at 61 Main St., Suite 218, in North Adams or call 
Liz Boland at 413-663-7588 ext. 19. Nominations 
must be received by Dec. 22.

After a year and a half of having the second 
floor closed to the public due to the lack of an 
elevator for handicap accessibility, Ventfort Hall 
Mansion and Gilded Age Museum in Lenox 
has been allowed to reopen the space where ex-
hibits can be visited. The floor had been ordered 
closed because of the lack of handicapped access. 
However, state officials agreed to a waiver that 
allows the museum to re-open the floor with the 
provision that an elevator be installed by 2016. 
The second floor now includes displays of items 
from Bellefontaine, another Gilded Age mansion 
in Lenox. Also to be seen on the second floor is a 
replica of the bedroom belonging to Mrs. Sarah 
Morgan, whose inheritance paid for the construc-
tion of the Ventfort Hall mansion in 1893. 

Hillcrest Educational Centers’ 12th An-
nual Fall Golf Classic benefit raised $55,000 
from tournament sponsorships and silent auc-
tion and raffle sales. The event was held Sept. 
27 at Waubeeka Golf Links in Williamstown 
and Donnybrook Country Club in Lanesboro. 
Presenting sponsor was MountainOne, with 
additional lead sponsors Graphic Impact Signs 
Inc., Commercial Distributing Inc., Climate 
Heating and Cooling Inc. and Health New 
England. Over 175 local businesses and indi-
viduals contributed or donated items. Next year’s 
tournament is scheduled for Sept. 26, 2014.
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One of many historical 
properties we protect

every day.

1-800-369-3905
www.LeeAudioNSecurity.net
MA Lic #1468C • NY Lic #12000022800

Blackinton Manor, an impeccably 
restored 1820 Italianate Federal 

style home, Yankee Magazine’s 2008 
Editor’s Choice Award for the best Bed 
& Breakfast in Northern Berkshire, is 
ready for new ownership.
Located in the historic Blackinton 
section of North Adams and minutes 
from Williamstown, the B&B offers five 
spacious guest rooms, each with a private 
bath. An elegant living room with floor-to-
ceiling pocket windows and a large dining 
room are available for discerning patrons 
who enjoy the unique charm, period 
antiques, and artwork which enhance the 
Manor’s tranquil environment.
Owner’s or innkeeper’s quarters has a large master bedroom and master bath. Annex with office 
and den. The Manor’s one-acre parcel has transition gardens with perennial beds, blackberry 
and raspberry bushes and an in-ground swimming pool. Offered at $595,000.

Call Al Marden for details.

NORTHERN BERkSHIRE’S “BEST” B&B 
OFFERED FOR SALE
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news & notes from the region

The Tyler Street Business Group and Blueline 
Design Inc. are inviting community input and 
interest in a Community Greenhouse Project, 
which is planned for the former Eagles Club 
building on First Street in Pittsfi eld. Anthony 
Barnaba, principal architect with Blueline De-
sign and owner of the building, is working to 
convert a section of it into an indoor greenhouse 
as an urban agriculture site where entrepreneurs 
and others can grow food year round. The Tyler 
Street Business Group is working with the proj-
ect as part of its mission to support and promote 
economic development for Tyler Street and the 
Morningside neighborhood. Interested businesses 
and food entrepreneurs, nonprofi ts and others are 
encouraged to contact Barnaba at 413-442-7100. 
Information on this initiative is also available at 
www.tylerstreetpittsfi eld.com/greenhouse.

North Adams Regional Hospital has installed 
the region’s fi rst large-bore high-fi eld magnetic 
resonance imaging (MRI) unit. The Philips Ingenia 
system is designed to quickly perform high-quality 
scans with a high level of patient comfort. The 
large-bore design makes this unit less confi n-
ing than other MRI systems, and can reduce 
exam time. NARH constructed an addition to its 
Medical Imaging Department to house the new 
unit, which was installed on Sept. 16. The new 
addition features large windows looking out onto 
a wooded area nearby. NARH began performing 
scans with the new Ingenia on Oct. 7 and held an 
open house event on Nov. 6. 

A program called nb21 (not before 21, not in 
Northern Berkshire) is launching its latest Sticker 
Shock Campaign at area liquor stores to remind 
adult purchasers that it is illegal to provide alcohol 
to people under 21. It is sponsored by the Com-
munities Mobilizing for Change on Alcohol 
program of the Northern Berkshire Community 
Coalition, in collaboration with the MCLA Stu-
dents for Sensible Drug Policy. Beginning Nov. 
16, teams of young people, accompanied by an 
over-21 chaperone, will place the stickers on the 
products. “This is an opportunity to remind adults 
to do their part in keeping our youth safe,” said 
Lois Daunis, coordinator of the nb21 program. 
“Young people surveyed say they readily receive 
alcohol from older peers and their own parents, 
so we can help enforce the 21 minimum drinking 
age by reminding adults to obey the law.”  

The 2013 Holiday Wish Program of Hillcrest 
Educational Centers is underway. The program 
provides holiday gifts for the 150 special-needs 
children in their care, many of whom are unable 
to spend the holidays with their family, or may 
not have a family. Each child fi lls out a wish list 
of six gifts of $25 or less. Individuals and com-
munity groups interested in participating can 
contact Hillcrest Director of Development Sheila 
Mason at 413-499-7924 ext. 133. For planning 
purposes, Hillcrest asks that participants have 
gifts ready for Dec. 11. Items can be delivered 
to their administration offi ces at 788 South St. in 
Pittsfi eld, or Hillcrest can arrange to have them 
picked up at a designated location. Holiday Pro-
gram donations can also be mailed to: Holiday 
Wish Program, Hillcrest Educational Centers, 
788 South St., Pittsfi eld, MA 01201… Berkshire 
South Community Center in Great Barrington 
is sponsoring a program called Shining Star, in 
which donors assist with holiday shopping and 
gifts for recipients in need. Recipient and donor 
forms and information are available at berkshire-
south.org/shiningstar or by calling Betty Banker 
at 413-528-2810 ext. 32.

The Berkshire Chamber of Commerce is one 
of several regional chambers to endorse a proposal 
by MGM Resorts International to establish MGM 
Springfi eld, an $800 million project that would 
include a casino and a residential, retail, dining 
and entertainment district in downtown Springfi eld. 
On July 16, Springfi eld voters approved the MGM 
Springfi eld proposal, enabling it to move forward 
for consideration for the western Massachusetts 
gaming license by the Massachusetts Gaming 
Commission. MGM Springfi eld is competing for 
the western Massachusetts license with Mohegan 
Sun in Palmer, which borders Worcester County. 
That project, however, was narrowly rejected by 
Palmer voters on Nov. 6,  thus improving the odds 
for the MGM proposal. Affi liated Chambers of 
Commerce of Greater Springfi eld (ACCGS) are 
among the other chambers to endorse the MGM 
proposal. Michael Supranowicz, president and 
CEO of the Berkshire Chamber of Commerce, 
explained the chamber’s support with a statement 
that: “MGM’s willingness to meet and explain their 
plans for business partnerships and cross-marketing 
opportunities are unparalleled and will benefi t not 
only businesses here in the Berkshires, but busi-
nesses throughout all of western Massachusetts.”

Big Y Foods Inc. has completed $1.4 million in 
renovations of its two stores in northern Berkshire 
County, including the 47,000-square-foot Big 
Y at 45 Veterans Memorial Dr. in North Adams 
and its 27,786-square-foot store at 1 Myrtle St. 
in Adams. The dual-renovation effort began 
last September and involved remodeling of all 
sections of the stores, including expansion and 
addition of departments and products, including 
specialty and organic foods, among others. Also, 
a new pizza and sandwich shop and cafe seating 
have been added to the North Adams store. The 
Springfi eld-based chain is also currently under-
taking a major renovation project at its West 
Street supermarket in Pittsfi eld… Local Big Y 
supermarkets are participating in Sack Hunger, 
a program that provides a large brown reusable 
grocery bag fi lled with staple non-perishable food 
items for local food banks. Customers purchase 
a Sack Hunger bag of groceries for $10, and 
Big Y distributes the food to that region’s local 
food bank. In turn, the food banks distribute the 
fi lled sacks to area soup kitchens, food pantries, 
senior food programs, day-care centers and other 
member agencies. All of the donated sacks will 
be distributed within the individual supermarket’s 
marketing area, so every donation stays within 
the local community. Since the program’s incep-
tion four years ago, over 39,000 bags have been 
donated. This year’s Sack Hunger Campaign runs 
through Dec. 31.◆

DIF

adamscommunity.com
413.743.0001

Rediscover Community Banking
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people on the move
Laura Wolf has joined 

the Berkshire Visitors Bu-
reau (BVB) as the director 
of member services. She 
comes to the BVB hav-
ing spent the last seven 
years at Hancock Shaker 
Village, most recently 
as director of operations 
and marketing. She also 
served as interim director 
there during the organiza-
tion’s national search for a CEO. In her new posi-
tion, Wolf will be responsible for recruitment and 
retention of businesses that support the Berkshire 
regional tourism industry.

Colleen Simo, PHR, has joined the senior 
management team at Community Health Pro-
grams as director of human resources. Previously, 
she headed the human resources department at 
Kripalu Center for Yoga & Health where she 
worked for eight years.

Two new members have been elected to the 
board of trustees of Berkshire Museum: Jay 
Bikofsky, managing principal of J.E.B. Consult-
ing, which provides management, organizational 
development and insurance advice to businesses; 
and David Glodt, a Pittsfield native, former bureau 
chief for ABC News in Los Angeles and current 
TV producer in Houston. Also elected was the 
following slate of officers: William Hines Jr., 
president; Donna krenicki, vice president; Eliza-
beth McGraw, vice president; Lydia Rosner, 
secretary; and Carol Riordan, treasurer.

Nina Molin, MD, has 
joined Northern Berkshire 
Family Medicine and the 
medical staff of North 
Adams Regional Hos-
pital, and is accepting 
new patients. Molin most 
recently was a staff physi-
cian and integrative spe-
cialist at Canyon Ranch 
in Lenox, and in private 
practice, consulting with 
patients on diverse medical needs including 
chronic disorders, nutritional medicine, women’s 
health, preventive medicine and healthy aging. At 
Northern Berkshire Family Medicine, Molin will 
provide primary care services, joining Anping 
Han, MD, Jean Culver, MD, and family nurse 
practitioners Caitlin Roberts, FNP, Lindsay Sa-
male, FNP, and Clare Tullock, FNP.

Three new staff members have been hired at 
Berkshire United Way: Timothy Grace as direc-
tor of finance and administration, Brian Amero 
as director of resource development, and Bonita 
Lovison as executive assistant to the CEO. Grace 
comes to Berkshire United Way after serving five 
years at EnlightenNext in Lenox, most recently as 
the director of finance. Previous to that, he served 
as business manager at Miss Hall’s School in 
Pittsfield. Amero was most recently employed at 
the United Way of Greater Waterbury in Waterbury, 
Conn., as campaign manager since 2008. Prior 
to that, he was with the North American Family 
Institute as a recreational therapist and with Quin-
nipiac University as a residence director. Lovison 
replaces Jonah Sykes (formerly Jonah Slattery) as 
executive assistant following Sykes’ promotion to 
coordinator of marketing communications. Lovison 
was employed as the director of stewardship and 
archive assistant for Berkshire School in Sheffield 
for seven years. Prior to this, she was the executive 
assistant to the vice president and dean of Bard 
College at Simon’s Rock in Great Barrington.

Alex Lenski has joined Railroad Street Youth 
Project as mentoring coordinator. He comes to 
RSYP after completing a year-long position as 
an AmeriCorps Ambassador to Child Care of the 
Berkshires, where he worked to create a mentoring 
program that served northern Berkshire youth, 
ages 8-14, with mentors from the community in 
multiple school-based programs.

Pam Glass has joined 
Tucker Welch Properties, 
a luxury real estate firm 
serving the Berkshires 
and adjacent Columbia 
County, N.Y. A resident 
of Berkshire County for 
the past 15 years, she 
brings marketing and 
sales experience from 
a variety of locations, 
including the cities of 
Washington, D.C., New York and Chicago.

Massachusetts College of Liberal Arts 
(MCLA) has welcomed six new professors to 
campus. They include: Dr. Mariana Bolivar 
Rubin, joining MCLA’s Department of Modern 
Language as an assistant professor of Spanish; 
Dr. karen Cardozo, coming to MCLA as an 
assistant professor of interdisciplinary studies; 
Dr. Carolyn Dehner, joining MCLA as an as-
sistant professor in the Department of Chemistry; 
Dr. David Zachary Finch, joining the college’s 
Department of English/Communications as an 
assistant professor; Duy Nguyen, coming to 
MCLA as an assistant professor in the Department 
of Mathematics; and Dr. James (Ben) Taylor, 
joining the college’s Department of History/
Political Science and Public Policy/Geography 
as an assistant professor of political science and 
public policy. In addition, Dr. Laura Yang will 
return to MCLA in January 2014 when she will 
join the Department of Business Administration 
as an associate professor.

Dee Harnish  has 
joined Salisbury Bank as 
project manager, where 
she will coordinate, im-
plement and complete the 
various current and future 
projects that support the 
strategies and continued 
success of the bank. Har-
nish has over 20 years of 
diversified experience 
in the areas of project 
management, vendor management, business pro-
cesses and strategic development. Prior to joining 
Salisbury Bank, she was director of purchasing 
at Berkshire Bank, where she managed the major 
projects office, procurement and vendor contract 
negotiations. Harnish has also worked for Oracle 
(Hyperion Software) as senior manager of the 
Product Program Management group where 
she provided leadership for delivering product 
programs worldwide.

Brian and Tyler Fairbank, owners of The 
Fairbank Group LLC, have announced that Jack 
Filiault, chief financial officer at Jiminy Peak 
Mountain Resort, has begun a transition to retire-
ment that will take effect in April 2015. Filiault 
has been with Jiminy Peak since 1975 and has 
served in his current capacity as CFO since 1987. 
Filiault will maintain his title and several of his 
duties during the transition, while also serving 
in an advisory capacity to the Fairbanks and to 
the staff members assuming some of his former 
responsibilities. As a result of the transition, Jiminy 
Peak has made several staffing adjustments. Ray 
Boudreau, previously the company’s controller, 
has been promoted to the position of department 
director with the title of director of accounting and 
finance. Sarah Sweet has been appointed to the po-
sition of executive assistant and associate manager 
with responsibility for a variety of administrative 
responsibilities including managing Jiminy Peak’s 
insurance portfolio. The Fairbank Group’s gen-
eral counsel, Adam Filson, takes on oversight of 
Jiminy Peak’s real estate department. Jiminy Peak’s 
lodging director, David Cammer, will expand his 
responsibilities for vacation-ownership operations, 
management and homeowner relations. Filiault will 
maintain his office at the Administration Center 
at Jiminy Peak in Hancock, and all of his contact 
information remains the same.

Garnet Williams has been named director of 
marketing and development at Berkshire County 
Arc. Bringing more than 15 years of related experi-
ence to the position, Williams will be responsible 
for the organization’s marketing, branding, com-
munication and fund-raising strategy.

Dora Dunn has joined Berkshire Bank as 
branch manager for its Great Barrington branch 
at 244 Main St. Dunn has 25 years of retail 
banking experience, including lending and small 
business development. She comes to Berkshire 
Bank from Sovereign Bank, where she was a 
branch manager, holding the designation as a 
small business specialist. Dunn has also worked 
for Webster Bank as assistant vice president and 
branch manager.

E r i n  C a t h a r i n e , 
copywriter with creative 
agency Winstanley Part-
ners in Lenox, has been 
named Young Careerist 
of the Year by western 
Mass. women magazine. 
The award is part of the 
magazine’s annual Wom-
en to Watch competition, 
which recognizes women 
working in all types of 

careers with a special issue of western Mass. 
women and an awards banquet. Winners were 
decided by nominations and votes from the public. 
Catharine joined the Winstanley creative team 
in 2012 following stints with Howell Creative 
Group in Williamsburg, Va., and Taradel LLC 
of Richmond, Va. She recently completed the 
Berkshire Leadership Program, an initiative of 
the Berkshire Chamber of Commerce that aims to 
prepare, involve and sustain leaders from diverse 
backgrounds to address community challenges and 
improve the quality of life in the Berkshires.

Mezze Bistro + Bar 
has announced the hiring 
of chef Pedro Rangel, 
who is now working with 
the Mezze kitchen team 
to create dishes with a 
focus on local, seasonal 
ingredients in keeping 
with their core mission 
to support local farmers 
and food makers. Rangel 
is a graduate of Le Cor-
don Bleu College of Culinary Arts in Chicago 
and a seasoned chef whose focus is on creative 
interpretations of American, contemporary Latin, 
Asian, Spanish and classic French cuisine. He 
previously worked in a number of noted restau-
rants with several well-known chefs, including 
the four-star, world-renowned restaurant Tru in 
Chicago, and Uchi in Austin, Texas, among oth-
ers. He most recently worked at Bedford Post, 
an 80-seat American farm-to-table restaurant in 
Bedford, N.Y.

John Bissell, executive vice president of 
Greylock Federal Credit Union, was the recipient 
of the Nancy Kaufman Community Volunteer 
Award at the annual meeting of Berkshire Chil-
dren and Families (BCF) on Nov. 7. Bissell was 
honored for his leadership of Pittsfield Promise, a 
Pittsfield-based initiative for grade level reading, 
in which BCF participates. Also at the meeting, 
Cathy Deely was named incoming BCF board 
chair and new board members Christopher king, 
Melanie Desmarais and Carolyn Newberger 
were welcomed. Deely serves on the board of 
the 1Berkshire Foundation and is immediate past 
president of Berkshire Creative. King is senior 
portfolio manager at Renaissance Investment 
Group LLC, a Berkshire Bank company in Lenox. 
Desmarais, a graduate of MCLA and mother of 
two, is co-owner/operating partner of Papa John’s 
Pizza in Lenox. Newberger is a psychologist, 
musician and artist, and is a member of the BCF 
Kids 4 Harmony Advisory Committee.
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(413) 528-5509

www.GoodWorksInsurance.com
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Pittsfield’s

Clothing • Accessories • Gifts

A fun and funky shop
for women of all ages,

for work and play!

Come in for a little
retail therapy…

Walk out happy, happy!

Open dAily 10 AM
Monday-Saturday

For Holiday Season Sundays 12-4  
(Starting dec. 1)

413-499-0008
137 North Street, Suite C

The Shops IN Crawford Square
Free Parking on Depot & McKay St.

www.pateezboutique.com

Pittsfield!s

PATEEZ BOUTIQUE
 

 

90 Pittsfield Rd.  •  Lenox  •  413-637-9893

Holiday Gift Packages

 In the SpIrIt – 3 personal training visits with a Certified Trainer. Includes free LFC 
water bottle and LFC T-shirt. Special $199.
 
GIve the GIft of health – Receive 10% off a one-month or more membership gift 
certificate. Receive the following with each purchase:
	 •	1-5	month	membership	–	a	free LFC water bottle
	 •	6	month	membership	–	a	free LFC T-shirt
	 •	One	year	membership	–	a	free LFC sweatshirt

(Excludes student rates, EFT, punch cards and yearly renewals. While supplies last. No other discounts apply.)

holIday BlISS – Essential Manicure & Pedicure plus a 1-hour Swedish Massage or a European Facial. Reg. $147. Special $125.
(Spa services must be used in the same day.  No other discounts apply.)

All special packages listed above are prepared as a gift certificate that will be
gift bagged and ready for your gift giving needs.  Offer expires December 31, 2013.

Visit LenoxFitnessCenter.com for our current class schedules
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news & notes from the region

Melissa Davis, a regis-
tered dietitian, has joined 
North Adams Regional 
Hospital’s Nutrition Ser-
vices department and is 
seeing outpatients. Davis 
most recently worked as 
a nutrition counselor at 
The Nutrition Center in 
Pittsfi eld and Great Bar-
rington, and completed 
a dietetic internship at 
the New Hanover Regional Medical Center in 
Wilmington, N.C.

Jodi Rathbun-Briggs has been elected presi-
dent of the board of directors for Community Health 
Programs, succeeding M. Leslie Davidson who 
will remain on the board as immediate past presi-
dent. Rathbun-Briggs, who has served on the CHP 
board for eight years, is currently vice president and 
manager of business banking at Greylock Federal 
Credit Union where she specializes in risk manage-
ment and fi nancial solutions for small to mid-sized 
businesses. In addition to the new board president, 
the following CHP officers were re-elected: 
Elizabeth Gross, vice president; Benjamin Wax, 
treasurer; and Catherine Miller, clerk.

Scott Lillie has been selected as the Berkshire 
Central Labor Council’s Person of the Year. Lillie, a 
member of International Brotherhood of Electrical 
Workers 2324, was recognized at the council’s 28th 
labor Breakfast on Oct. 27 at ITAM Lodge.

Berkshire Bank has appointed George Baci-
galupo executive vice president for commercial 
banking, where he is responsible for business 
banking, including the asset-based lending and 
leasing business lines. Bacigalupo, who joined 
Berkshire Bank in 2011 as senior vice president 
and chief credit offi cer, has more than 30 years of 
lending and commercial banking experience. He 
earlier was executive vice president of specialty 
lending at TD Banknorth, where he established the 
asset-based lending and other middle-market lend-
ing groups as well as oversaw commercial banking 
relationships with $5 billion in total committed 
credit. Subsequently, at TD Bank he was the senior 
lender for New England with the highest lending 
authority for all commercial relationships.

Lori Broderick-Bean 
has been appointed to 
Greylock Federal Credit 
Union’s volunteer Super-
visory Committee by the 
credit union’s board of di-
rectors. Currently a senior 
accountant at McMahon 
& Vigeant PC, Certifi ed 
Public Accountants in 
Dalton, Broderick-Bean 
brings more than 20 years 
of fi nancial services and business experience to her 
new volunteer position with Greylock Federal. 

North Adams Regional Hospital has appointed 
Corinne Case, a licensed mental health counselor, 
to the position of tobacco treatment counselor. 
She is available for one-on-one counseling for 
those who wish to quit smoking or using tobacco 
products. Case completed her training as a tobacco 
treatment counselor at the UMass Center for To-
bacco Treatment. She also serves as the spiritual 
counselor and bereavement support facilitator for 
the VNA & Hospice of Northern Berkshire. In 
addition, Case has been the NARH stroke support 
facilitator for several years.

keith Girouard, Berkshire regional director of 
the Massachusetts Small Business Development 
Center Network (MSBDC), has been recognized 
as the 2013 Massachusetts ASBDC State Star at 
the 33rd Annual Conference of America’s Small 
Business Development Centers, held recently in 
Orlando. State Stars are exemplary performers 
who have made signifi cant contributions to their 
state programs and have demonstrated a strong 
commitment to small businesses. The award is 
given annually to an outstanding Small Business 
Development Center advisor from each state. The 
Berkshire regional offi ce of MSBDC assists more 
than 200 small businesses annually by providing 
guidance, training and access to capital.

Greylock Federa l 
Credit Union has an-
nounced the promotion 
of Terrie Lucaroni to the 
newly created position of 
assistant vice president 
and manager, credit risk 
administration. She will 
report to Paul Marchetti, 
senior vice president/
chief risk offi cer. In her 
new position, Lucaroni 
will manage credit policies, loan reviews and 
portfolio analyses. She joined Greylock in 2010 
and has more than 19 years of experience in fi -
nance, information systems and accounting, plus 
6 years in the fi nancial industry.

The Berkshire Regional Planning Commission 
has presented the 2014 Charles Kusik Award for 
Outstanding Contributions to Planning within 
Berkshire County to North Adams Mayor Richard 
Alcombright at the agency’s Oct. 17 annual meet-
ing. Alcombright, who on Nov. 5 was re-elected 
to a third term, was cited for having “tackled a 
number of signifi cant community issues requir-
ing thoughtful and deliberate planning processes, 
always with an eye toward identifying fi nancially- 
and socially-sustainable solutions.”

Massachusetts College of Liberal Arts (MCLA) 
has welcomed 23 non-faculty staff members to 
campus in recent months to serve in a variety of 
positions. They include: Maya Bonatz, assistant 
to the payroll manager; Emily Bouplon, human 
resources manager; Dane Braman, HVAC me-
chanic; Joseph Brandon, a maintainer in MCLA’s 
facilities department; Sarah Bull-Samson, cam-
pus police offi cer; Alyson Carey, staff assistant 
in the Center for Service and Citizenship; Robert 
Carter, campus police offi cer; Jennifer Crowell, 
program coordinator for the Berkshire Cultural 
Resource Center; kayla Hollins, admissions coun-
selor; Suzanne Hunger, associate dean in MCLA’s 
Center for Student Success and Engagement; 
Marcia Jzyk, application program/analyst in the 
Administrative Systems Offi ce; Hailey katcher, 
assistant to the Athletic Trainer; Robert krzanik 
Jr., campus police offi cer; Wayde Lincoln, a 
maintainer in the facilities department; Donnell 
Moye, a maintainer in the facilities department; 
Mary Ellen Olenyk, director of human resources; 
Antonio Rodriguez, a maintainer in the facilities 
department; Courtney Shepard, program coordi-
nator in the Department of Graduate and Continu-
ing Education; David Sherman, campus police 
offi cer; Andre Terrell Smith, assistant director of 
admissions for multicultural recruitment; Chelsea 
Stokes, resident director in the Department of 
Residential Programs and Services; Dayne Wahl, 
admissions counselor; and Manat Wooten, as-
sistant director at the Center for Student Success 
and Engagement/Career Services.

Adams Community Bank has announced the 
promotion of Jacob Dabrowski to branch offi cer 
of its Lee offi ce at 41 Park St. Dabrowski has been 
with the bank since 2010, where he has held the 
position of customer service representative. Prior 
to joining Adams Community Bank, he held posi-
tions at TD Bank and Citizen’s Bank. The bank 
also announced that Gerry Biron has been hired 
as assistant vice president of credit administration. 
Prior to joining Adams Community Bank, Biron 
was an assistant vice president at MountainOne 
Bank and at Greylock Federal Credit Union. 

Louann Harvey, a Berkshire Bank vice 
president, received the Outstanding Citizen 
Award from BerkShares Inc. at the celebration 
of the local currency’s seventh anniversary ear-
lier this fall. Harvey served as vice president of 
BerkShares when the organization launched the 
local currency, drawing international recognition 
for its innovation and impact on local economies. 
More than 150 people attended the Sept. 22 event, 
which included remarks by guest speaker David 
Brancaccio of American Public Media, state Rep. 
William “Smitty” Pignatelli, D-Lenox, and other 
Berkshire community leaders. During the event, 
Pignatelli presented Harvey with a citation for 
her community service from the Commonwealth 
of Massachusetts.

Jay Marion, assistant 
vice president at Greylock 
Insurance Agency, has 
been awarded the profes-
sional insurance designa-
tion, Chartered Prop-
erty Casualty Underwriter 
(CPCU). The award was 
made by The Institutes, an 
educational organization 
which confers the CPCU 
designation on those who 

complete eight rigorous courses and examinations 
and meet its ethics and experience requirements. 
Marion has nearly 30 years of commercial and 
personal property and casualty insurance experi-
ence with a focus on general liability, automobile 
fl eet and workers compensation insurance. He 
also holds an Associate in General Insurance 
(AINS) designation.

karen kowalczyk, CPA has announced the 
opening of her new accounting fi rm, Karen M 
Kowalczyk PC, at 222 South St., Suite 210, in 
Pittsfi eld. Kowalczyk has been a Certifi ed Public 
Accountant in Massachusetts since 1991 and has 
worked in various public accounting fi rms for the 
past 25 years. She is a member of the American 
Institute of Certifi ed Public Accountants, and 
the Massachusetts Society of Certifi ed Public 
Accountants. Her primary areas of concentration 
include income tax planning and preparation for 
individuals, trusts, estates, and business entities, 
financial statement preparation and analysis, 
management advisory and business consulting 
services, part-time CFO services, and accounting 
and bookkeeping services.◆
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we love having you here. 

Get comfortable even when you’re getting down to business. At 
Hampton, you’ll be surrounded by thoughtful amenities that make work 
a pleasure. Plus, you can earn Hilton HHonors® points and airline miles 
with every stay. You’ll be 100% satisfied. Guaranteed.

100% satisfaction
guarantee

clean and fresh 
Hampton bed®

FREE
fresh waffles

®

business with a bonus.

Hilton HHonors membership, earnings of Points & Miles® and redemption of points are subject to HHonors Terms and Conditions. ©2011 
Hilton Worldwide

Hampton Inn & Suites Berkshires/Lenox, MA • 445 Pittsfield Road • Lenox, Massachusetts
www.berkshireslenoxsuites.hamptoninn.com • 413-499-1111

LAW OFFICES
On Wendell Avenue

Renovated 3,000 sq.ft. at $1800/month (heat 
included). Offi ce space with conference room, 
library, employee kitchen, several private 
offices, dedicated parking, short walk to 
courts. AVAILABLE NOW! (4061B) 

PITTSFIELD-LANESBORO LINE
Landmark LAKEFRONT Restaurant
Turn key business on the shores of Pontoosuc 
Lake, with dock, ample parking, great deck 
facing the water. (4062B) 

BArB DAVIS-HASSAn,CCIM
BrOKer/OWner

DOWNTOWN PITTSFIELD
$349,900

Former Notre Dame Church, almost 14,000 
sq. ft., fellowship hall in lower level, new 
sprinkler system, ample parking + municipal 
lot across the street. (4067B)

viSit oUR neW & 
iMPRoveD WeBSite:

www.BarbHassanRealty.com

HIT THE LANES!
$599,900

14 lanes of bowling fun in Pittsfi eld. Almost 
14,000 sq. ft. of open space on 2.5 acres. Dalton 
Avenue (Route 9). FFE + beer and wine license. 
Call Barb for more details. (4069R)

413-447-7300 • 413-822-4742

Over $100 Million
in Career Sales

Commercial/residential

6+ ACRE COMMERCIAL SITE
Route 7 – Lanesboro

Offered for sale at $1,895,000 for all 6 
buildings on 6+ acres. Or can be purchased at 
$1,390,100 for 5 buildings on 5+ acres, and 1 
building on 1+ acres for $499,900. (4068B)

redUced

real estate
the place for



10 December 2013 berkshire TraDe & commerce

Hidden geM?
Jewelers leaving high-visibility 
location for more spacious but 
sequestered former church site

By John Townes
To accommodate its growth, which has 

largely been fueled by online customers, 
McTeigue & McClelland Jewelers is moving 
from its familiar site in a small yellow house 
at 597 South Main St. in Great Barrington 
to the former Christian Science Church at 
454 Main St.

McTeigue & McClelland has purchased 
the historic stone structure, tucked away at 
the junction of Routes 7 and 23, from the 
church for $625,000. The jewelry business 
plans to spend the autumn refurbishing and 
adapting the facility, with a goal of moving 
there in early 2014.

McTeigue & McClelland designs, creates 
and sells handcrafted jewelry. The firm makes 
all of its jewelry on the premises and employs 
nine jewelers and other staff.

The business also sells estate jewelry and 
does related consultations.

Co-owner Walter McTeigue said he and 
his business partner, Tim McClelland, had 
needed larger quarters for a while, and they 
made an offer to the Christian Science Church 
just as that property was about to be listed.

He admitted to mixed feelings about leav-
ing the business’ longtime base, and a site that 
has been part of their public image.

“This has been a wonderful location for 
our business, and everyone knows the little 
yellow house with the big red bow,” said 
McTeigue. “It will feel strange when another 
business opens up here. But we need more 
space. Our growth was being held back by 
the lack of work space here.”

McTeigue said the house where they are 
presently located has about 1,500 square feet, 
while the former church has 4,000 square 
feet. “This will give us almost three times the 
room,” he said. “One important factor is the 
additional work space. For example, when a 
jeweler is working, they’ve had to put away 
the equipment that is out on the benches to 
make room for other tools as they go along. 
Now, there will be more room to have all of 
the tools accessible at the same time.”

McTeigue said that, once the move is 
completed, they expect to gradually hire 
additional jewelers and other staff.

He added that they will also have a much 
larger public display showroom and a bigger 

private room to meet with clients who are 
selling estate jewelry.

The Christian Science Church is looking 
for a new location in town. They are cur-
rently holding their Sunday services at the 
Berkshire South Regional Community Center 
on a temporary basis.

“It was the perfect opportunity for both 
parties,” said Ned Odegaard, church trustee. 
“We have wanted for some time now to find 
a location in town that helps serve the com-
munity more directly.”

Several years ago, a corporate interest 
approached the church with an offer to buy 
the 1.5-acre property, but their plans for 
development were incompatible with the 
church’s wishes.

The church agreed to the sale to McTeigue 

& McClelland because it provides a new 
home for the jeweler while helping to 
preserve the distinctive southern entry into 
Great Barrington by preventing the historic 
building from being razed.

The stone building has also housed a 
private school, the Rudolf Steiner High 
School. In mid-October the school moved 
to a new permanent location in the town of 
Stockbridge after starting the school year in 
temporary quarters.

McTeigue said they have had the condi-
tion of the 150-year-old building extensively 
analyzed. “It is basically sound, but it needs 
some TLC to ensure that it continues to stand 
for another 150 years,” he said.

Their plans include reinforcing the stone 
walls and adapting the interior to accommo-

date their operations. “Fortunately, before it 
became a church, it was originally built as 
a private residence,” he noted. “The current 
layout is perfect for us.”

They plan to have their display gallery on 
the first floor, and to allocate other sections 
for offices and jewelers’ workspace.

McTeigue said the basic exterior appear-
ance of the building will remain the same, 
although they plan to enhance the prop-
erty. “The grounds of the property are very 
beautiful and park-like, and we intend to do 
extensive landscaping,” he said.

City roots
McTeigue & McClelland was started 15 

years ago. Both of the partners previously 
worked in New York City. They met in 1984 
in an elevator in the city’s diamond district 
and became friends.

McTeigue, whose family has been in the 
jewelry business for four generations, worked 
as an expert in diamonds and estate jewelry, 
and he also served for many years as director 
of purchasing at Harry Winston.

McClelland, who grew up in a family of 
artists, studied and apprenticed under mas-
ter jewelers and contemporary metalsmiths 
before becoming a freelance designer and 
jewelry-maker in New York City.

McTeigue moved to the Berkshires 20 

Partners Walter McTeigue (left) and Tim McClelland have integrated the attractive and highly visible yellow building (inset) at 597 South Main St. into the branding 
and identity of their custom jewelry business over the past 15 years. “This has been a wonderful location for our business, and everyone knows the little yellow 
house with the big red bow,” said McTeigue. Space limitations there, however, have prompted plans for a move a larger location nearby in the coming months.

placeMarKeT

ExCELLENT BuSINESS ExPOSuRE 
on well-traveled State Road/Route 7 corridor. 
Commercially zoned 1,730 sq. ft. building 
has been used for a mix of retail & residential. 
First floor space currently has shelving and 
display space. Private rear yard, off-street 
parking on just under .5 acre. $300,000.

Lenox
413-637-4200

www.berkshirehouses.com

great barrington

Teresa Menendez, MD, FACC, FHRS 
Director of Electrophysiology 
Cardiology Professional Services of BMC 
777 North St., Pittsfield, MA 
413-395-7580

Dr. Teresa Menendez joins Berkshire Health Systems as 
Director of Cardiac Electrophysiology for Berkshire 
Medical Center and is accepting new patients. She is 
partnered with Drs. Jeffrey Leppo, Kyle Cooper, Kristen 
Currie, David Finck, Douglas Herr, William Levy, Henry 
Lyle, Lisa Massie, Andrew Potash, Mara Slawsky and 
Georgianne Valli-Harwood.

Board certified in Cardiac Electophysiology, Cardiovascular 
Diseases and Internal Medicine 
Fellowship trained in Cardiac Electrophysiology at Baylor 
College of Medicine 
Medical degree and residency at University of Texas Health 
Science Center Southwestern Medical School 
Previously served as Director of Cardiac Electrophysiology 
at Presbyterian Hospital of Dallas and practiced in Dallas for 
23 years 
For an appointment with Dr. Menendez or one of her 
colleagues, ask your physician for a referral or call 
Cardiology Services at BMC at 413-395-7580. 
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years ago and set up his own business. Mc-
Clelland moved up 18 years ago.

McTeigue said they each decided to relo-
cate from the center of the jewelry industry 
to the Berkshires for personal reasons.

“We both have families, and each of us 
separately decided that this is where we want 
to raise our kids,” said McTeigue.

They initially shared the South Main 
Street building as sepa-
rate ventures but after 
a few years decided 
to become partners. 
They formed McTeigue & McClelland and 
purchased the building.

McTeigue noted that their different back-
grounds and perspectives complement each 
other. McClelland designs and oversees 
the production of the jewelry in-house, 
while McTeigue handles other aspects of 
the business.

Initially, their business primarily served 
a regional market of local residents and 
second-home owners. They also have a sales 
office in New York.

About 10 years ago, the business jumped 
to another level when they began to advertise 
and promote their services on the Internet. 
While they still have many local customers, 

While perhaps lacking the charm of McTeigue & McClelland’s current location, their future home in the former 
Christian Science Church at 454 Main St. (left) will provide nearly three times the space for the growing 
business. That’s good news for current staff members such as Steve Hyer, shown here working on a ring in 
the company’s cozy but cramped basement workshop. The new location will not only provide more room 
for Hyer to ply his trade, but it will also allow for the hiring of additional jewelry crafters and other staff.

a large majority of their sales are now to 
people from outside of this area.

“Suddenly, we gained visibility throughout 
the world through the power of the Internet,” 
said McTeigue. “People elsewhere began 
to notice us, and we became a destination. 
That’s become especially dramatic over the 
last five years.”

He added that fashion magazines also 
began featuring their 
jewelry as one of the 
accouterments in photo 
spreads, which added 

to their recognition.
While the business has gained visibility 

on the Internet, McTeigue pointed out that 
they do not engage in online e-commerce. 
Instead they prefer to deal with customers 
directly and individually, and they encourage 
buyers to visit their showroom and purchase 
in person whenever possible.

McTeigue said that many people actually 
do make the trip, including some who travel 
from as far as London, Singapore, Mexico 
City, and even Australia.

“If you had told me 10 years ago that people 
would be traveling here to buy jewelry from 
us, I wouldn’t have believed it,” he said. 
“But they do.”

He attributed this to the distinctive design 
of their jewelry.

“We have a specialized niche,” said 
McTeigue. “Other than estate jewelry, we 
only sell what we make ourselves here. 
When we go to trade shows, most of the 
jewelers are carrying items that resemble 
everything everyone else is selling. But we 
have a distinct advantage because what we 
make doesn’t look like anything else. People 
seem to appreciate that.”

He added that they have become known 
particularly for engagement rings.

“I think that’s one reason people are will-
ing to travel here,” he said. “For example, 

one man got in his car in West Virginia after 
work and drove all night to get here, and 
then spent $9,000,” he said. “He wasn’t rich, 
but he wanted to give his fiance something 
special, and it was worth it to him to make 
the trip.”

McTeigue added that, in that sense, being 
in Great Barrington has turned out to be an 
advantage. “People are familiar with the 
Berkshires, and the idea of coming here for 
a visit is appealing,” he said. “Especially 
when people are buying an engagement ring, 
there’s a huge benefit in suggesting the idea 
of combining that with a romantic weekend 
in the Berkshires.”◆

“We have a specialized 
niche,” said McTeigue.

© Salisbury Bank and Trust Company   Member FDIC    BTC 09/13

SALISBURY BANK enriching.

SALISBURY MORTGAGE enriching.

SALISBURY TRUST
WEALTH ADVISORY SERVICES enriching.

Sheffield  640 North Main Street • 413.229.5000  |  South Egremont 51 Main Street • 413.528.5100 

www.salisburybank.com

For more information call 413.229.5000 or visit your local branch

Interest Plus  
Checking

the account that offers big rewards!

Ask us how you can receive ATM Fee Refunds Nationwide!

24 Hour Monitoring & Emergency Service
• Security & Fire AlArmS • cuStom DeSignS • intruSion Detection

• tAlking meDicAl PenDAntS • HeAt loSS monitoring • Free eStimAteS

mA lic. #1204c • ny lic. #12000014682
www.alarmsofberkshirecounty.com

326 Springside Ave., Pittsfield, mA
413-445-4030 • 800-370-2525
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By deB hasTings waTson
One important exercise I recommend my 

clients undertake at the end of each year is 
looking at how effectively they have retained 
their clients/customers. For some types of 
businesses, this is very easy; for others, like 
retailers, this can be trickier.

There are two reasons why this is so 
important:

1. It costs five times as much to get a new 
customer as it does to keep a customer! 

It’s too easy to get complacent and assume 
(yes, I know) that if they do business with you 
once, you have them for life. Trust me, you 
don’t. You must assume that your competition 
is busy cultivating your customers to become 
their customers. You must continually stay 
in touch with them, reminding them you are 
there to help them with their needs, and that 
you appreciate their business. How do you 
do that? More later.

2. The most valuable information you can 
get about your company is why someone does 
not want to do business with you.

It’s never pleasant to find out that someone 
you thought was a valued client has gone 
elsewhere. But it’s the wrong approach to 
just get irritated about this and cross them 
off your list. They are the ones you need 

to talk to the most because they are the 
ones who can provide the most important 
information.

Why did they stop using you? Why was 
the new company a better choice for them? 
Price, products, accessibility, salespeople, 
customer service, not feeling appreciated, 
unaware that you provided a specific service/
product – you may be surprised at the things 
that cause someone to switch to another 
provider.

If you can engage in a conversation with 
them, these customers can provide valuable 
insights on what you need to be addressing 
to keep your other customers. Learn from 
what they tell you, and show you appreciate 
their candor. Ask for an opportunity to work 
with them again, and give them an incentive 
to do so. This is a wonderful marketing and 
sales opportunity!

Customer Retention Program
So, how do you keep the wonderful 

customers/clients you presently have? This 
is a great time of year to start a Customer 
Retention Program (if you don’t already 
have one), as the holidays are just around 
the corner.

You must continually reinforce to your 
customers that you’re there for them, that you 
appreciate them, and that you want to know 

placeMarKeT
Tools oF The Trade

’Tis the season to 
show appreciation 
for those who do 
business with you

Deb Hastings Watson, 
owner of Business 
Marketplace (413-281-
3476 or deb@business
marketplace.com), 
provides website, 
marketing and graphic 
design services.

what you can do better. Here are some things 
you can include in your program:

Holiday Cards – Notice I didn’t say 
“Christmas Cards.” Yes, I think there are 
some who have gone overboard with saying 
“Happy Holidays,” but if you have clients 
of another faith (or no faith at all), this is 
not the time of year to alienate them! It’s 
fine to have cards professionally embossed 
with your company 
name inside, but it’s 
not okay to send them 
out with just that, or 
with pre-printed labels 
on the envelopes! Cus-
tomers need to know 
you thought of them 
and took some effort. 
Have the envelopes 
hand-addressed and 
stamped; if your hand-
writing is terrible, find someone else to do 
this part. Have a staff party where you each 
personally sign the card and, if you are the 
one who has the most contact with them, 
put a personal note of appreciation.

Holiday Gifts – How much are your clients/
customers worth? Law firms or accountants 
will find this is pretty easy to determine. For 
retailers, it can be more difficult.

If, for example, you are generating 
$100,000 a year from a client, it’s appropri-
ate to thank them, and let them know you 
value their trust and their business. Under 
this circumstance, a handpicked gift is appro-
priate, though preferably something where 
your corporate identity can be displayed 
(with class).

For smaller businesses, you may decide 
to have items produced that all clients would 
receive. Make a matrix of your customers 
and divide it into categories of clients: the 
ones who generate the most revenue each 
year get a “level A” gift, the secondary ones 
get a “level B” gift, and the ones who used 
you once but left would receive a card. Giv-
ing a gift to a client requires that you really 
consider the value of your clients.

The one thing you do not want to do is 
spend money on cheap plastic things that 
will quickly be tossed. A holiday gift should 
be of a higher quality than those you would 
hand out at a business trade show (i.e., no 

plastic pens, magnets, letter openers, etc.). 
Take things up a notch and you’ll find your 
clients will use your gift and keep your name 
in front of them all year.

Charitable Contribution – You can also 
consider making a charitable contribution 
in your client’s name. This has two major 
benefits for your company: it makes you 
look good and shows that you care about 

helping others, and 
it’s a tax-deductible 
expense for the year 
in which you make the 
contribution.

More and more fam-
ilies are starting to shift 
to this type of giving; 
as children grow up and 
adults tend to buy for 
themselves whatever 
they want, this is a nice 

thing people can do to help others at this time 
of year. And, in case you weren’t aware, when 
the charitable organization sends a “thank 
you” note to your customers to tell them 
that a donation was made in their name, the 
amount will not be listed. You don’t need to 
make a huge contribution in order to make 
a big difference.

The other “plus” from making charitable 
contributions is that many nonprofit organiza-
tions have found that economic challenges 
are having longer-lasting effects on them. 
Things were tough before, but as the larger 
contributors watch their bottom line rise at a 
snail’s pace, they are less and less inclined to 
write as big a check as they once did. 

As children, we were taught that “it’s 
the thought that counts.” That’s true. This 
is the one time of year when you should 
actually think about your clients and 
acknowledge that it is only from their 
support and trust in you that your busi-
ness has succeeded this year, and that you 
are grateful. “Thank you” cannot be said 
enough times, but the holidays are a time 
to say it from the heart.

Next month we’ll talk about how you can 
develop a Customer Retention Program to 
help you stay in touch all year long with your 
valued customers/clients. There’s no better 
investment than in those who support you 
and keep your doors open.◆

So, how do you keep the 
wonderful customers/clients 

you presently have? You must 
continually reinforce to your 
customers that you’re there 

for them, that you appreciate 
them, and that you want to 

know what you can do better.
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Natural gas is one of the safest and cleanest burning energy sources available. 
That’s why it is America’s number one fuel choice. Delivering safe, reliable natural 
gas service to our customers is our top priority.

Using your senses
Despite an excellent safety record, natural gas may pose a hazard and has the 
potential to ignite. A natural gas leak is usually recognized by smell, sight or sound.

SMELL A distinctive, pungent, “rotten eggs” odor.

SIGHT  A white cloud, mist, fog, bubbles, blowing dust or dead vegetation.

SOUND  An unusual noise like roaring, hissing or whistling.

What you should do if you suspect a leak

MOVE to a safe environment.

CALL us immediately. We are available to respond 24 hours a day, 7 days a week.

DO NOT strike a match, use telephones, or switch on/off appliances, lights, or even 
a flashlight in the area where you smell natural gas.

Pipeline safety
The natural gas pipeline system is the safest method of transporting energy, and 
pipelines underneath streets play a vital role. While rare, pipeline failures can occur 
due to corrosion, material defects, events of nature, excavation damage and more. 
We ensure pipeline safety through the planning, design, operation, maintenance, 
inspection and testing of pipelines. And we work closely with emergency 
responders to prepare for and respond to emergencies.

Call Before You Dig (www.digsafe.com)
The greatest risk to underground pipelines is accidental damage during excavation 
on public and private property. To protect natural gas pipelines, the law requires 
that all contractors – even homeowners planning to build a deck, patio or addition 
– notify Dig Safe at 811 at least two full working days before excavating. We will 
mark our facilities in the area of work, and at no cost.

For additional safety information, 
please visit our Web site

IN AN EMERGENCY, 
CALL BERKSHIRE GAS
1-800-292-5012

Natural Gas Safety: Things you should know...
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One of the leaders in the movement to develop the regional 
food economy and cuisine of Berkshire County and the 

adjacent Hudson Valley of New York is Brian Alberg, executive 
chef and director of food and beverage at the Red Lion Inn in 
Stockbridge.

Alberg, who lives in Kinderhook, N.Y., joined the Red Lion Inn in 2004. Since then, 
he has fostered an emphasis on the use of regional food in the inn’s dining rooms and its 
Lion’s Den pub.

Alberg is also currently the president of Berkshire Grown, a nonprofit organization that 
promotes and supports regional farming and food production, including strengthening the 
relationships between local farmers and restaurants. He is also a co-founder of Berkshire 
Farm & Table, an organization whose mission is to cultivate regional economic develop-
ment and tourism through the advancement of food culture in the Berkshires.

Alberg is a member of the James Beard Foundation, an organization based in New 
York that is dedicated to regional cuisines, and he has organized high-profile dinners there 
featuring chefs and products from the Berkshires and Hudson Valley. He also participated 
in the recent Boston stop on the foundation’s Taste America Tour.

The Red Lion’s executive chef also serves on the board of the Railroad Street Youth 
Project, an organization in Great Barrington which (among its many activities) sponsors pro-
grams that offer young people an opportunity to explore the culinary arts with professional 
chefs. Included in this program is RSYP’s Annual Culinary Arts Dinner & Apprenticeship 
Celebration, which this year will be held on Dec. 9  at the Route 7 Grill in Great Barrington.

Alberg was selected in 2012 as guest chef for the Outstanding in the Field Dinner, a 
national program that sponsors meals that showcase regional cuisines. Last year OITF 
sponsored its first Berkshire dinner at Indian Line Farm in South Egremont. Alberg also 
hosted the recent 2013 Outstanding in the Field Dinner at Hancock Shaker Village in 
Pittsfield.

A native of Copake, N.Y., Alberg graduated from the Culinary Institute of America in 
Hyde Park, N.Y., in 1987. He oversaw the kitchens in a number of Berkshire restaurants 
until 1993, when he left the area and became executive chef at Dudley’s Restaurant in 
Westchester, N.Y., and later at the Old Saybrook Inn & Spa in Connecticut. He then joined 
the Marriott hospitality corporation where he developed menus and helped open a number 
of hotels, before moving back to this area and becoming the chef at the Red Lion Inn.

~
Berkshire Trade & CommerCe: you have become very active in the movement to 

develop the regional food system in the Berkshires, both in your job as executive chef at 
the red Lion inn and through other activities, including your present role as president of 
Berkshire grown. what originally prompted this interest?

brian alberg: I’ve always been very interested in the use of local ingredients and 
the importance of supporting the region’s food producers. It isn’t just “important” to me 
– it is imperative. Not only do I buy local – I eat, shop and play locally. It’s more than 
getting a fresh product. It’s also supporting a community that affords us the opportunity 
to live where we do.

continued on next page

Straight 
from the 
shoulder

Brian Alberg, executive chef and director of food and beverage 
at the Red Lion Inn, carries a dressed lamb from the cooler at the 
inn’s kitchen. He points out that the lamb originated from a nearby 
farm, a fact that is in keeping with Alberg’s strong advocacy of 
using local sources for meat, produce and other food products.

oN The record

The Red lion’s 

Brian alberg 

plays a pivotal 

role in promoting 

the local food 

economy and 

regional cuisine

BriNG your BusiNess to DoWNtoWN pittsFielD
100 North Street

in the heart of downtown Pittsfield
offers an unmatched combination of

Quality • location • affoRDability
4,000 to 6,000 S/F class A office Space now Available

Dedicated Parking • modern HVAc • 24-Hour maintenance

For complete detailS, call:

413-664-4539 ext. 13
www.scarafoniassociates.com

Up to 9 MonthS free rent
plUS reloCatIon alloWanCe
WIth QUalIfIed 5-year leaSe
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34 Depot St., Pittsfield (413) 822-3483
whalingproperties.com

whaling properties

Personal Ads

Sleek stylish office space seeks growing business for a long-term 
relationship. I have recently had some cosmetic work done – now 
looking better than ever. 2700 square feet of pure beauty. Lots of 
windows to bathe you in sunlight. I have ample parking spaces and
amenities that will make you swoon. I enjoy making you comfortable
during long meetings in my fully exposed brick corner office. 
I can keep you warm in the winter and cool in the summer. No one can
beat my location! I am flexible to your needs and open to subdivision.
Let’s meet for coffee to discuss the possibilities. (413) 822-3483 or 
view my profile at www.WhalingProperties.com
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QUALITY RESULTS.
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Pittsfield, MA 01201
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RACK CARDS POSTERS
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order and get a 
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My own philosophy is a good fit 
with my job at The Red Lion. The Red 
Lion Inn and I both believe in building 
community and preserving our landscape. 
The inn does that through its 200 years 
of history and hospitality, and I just help 
make it a little more contemporary.

The inn was already buying local food 
before I became the executive chef. I 
took it to the next level by establishing 
stronger food relationships and raising 
the awareness of what we are doing in 
the public.

At the Red Lion, I spend almost three-
quarters of a million dollars annually 
with local farmers and suppliers. I know 
that when I purchase produce or meat 
locally, I’m bringing in quality food 
and helping those farms to survive and 
thrive.

BT&C: among other activities, you 
have also led efforts to raise the awareness 
of Berkshire County outside of the region 
as a destination for food lovers, and as a 
center of regional cuisine. For example, 
you have organized regular dinner pre-
sentations prepared by yourself and other 
chefs from Berkshire County in new york 
City at the James Beard Foundation, an 
organization that celebrates and promotes 
regional cuisines of the United states. 
how did that come about?

alberg: I’ve been a member of the 
James Beard Foundation for many years. I 
originally started presenting meals there in 
the early 1990s on a solo basis. After a few 
years, I began bringing other like-minded 
chefs with me, to publicize the Berkshires 
as a source of and destination for food.

Our culinary work is an art form and is 
part of the culture of our region. We have 
been working hard to raise awareness 
of the work we are doing to an audience 
outside of ourselves to help build the local 
economy.

BT&C: Berkshire County has long been 
active in terms of support for local agricul-
ture and the revitalization of the local food 
system, well before the concept became 
nationally popular and trendy. what do you 
attribute this to?

alberg: I think it boils down to a 
willingness of people in the Berkshires to 
work together. The people who work with 
food here believe it’s more important for 
the whole to be recognized. We all work as 
a team because we recognize that is what 
will develop the food economy for ev-
eryone involved. It will also help to keep 
tourism thriving.

I think the fact that, in the Berkshires, 
local food means that the food comes 
from a farm four miles down the road also 
makes a big difference. Most other regions 
don’t get that same sense of community 
and connection to local food sources.

BT&C: There paradoxes in the larger 
food system today. on one hand, our food 
has become increasingly industrialized 
and corporate, and there is growing con-
cern about the health impact of additives 
and other characteristics of mass-market 
food products. The environmental, social 
and economic effects of the mass-market 
food industry have also become conten-
tious issues. however, there is also a 
growing interest and demand for health-
ful alternatives, such as fresh local foods, 
and a growing market for them. are you 
optimistic or pessimistic about the current 
status of the overall food system?

alberg: I’m not sure that optimism 
or pessimism applies. There are no easy 
answers.

Our history has demonstrated that the 
way we produce and consume food wasn’t 
planned or executed with our local commu-
nities or our health in mind. The economics 
often push the momentum in the opposite 

direction when it 
comes to the good of 
the people. There is 
an increasing aware-
ness in the media and 
the public, and that 
has helped pushed the 
agenda forward.

Because of an 
increase in food al-
lergies, for example, 
many people have 
been taking a hard 
look at what they put 
into their bodies. Five 
years ago, it was very 
hard to find gluten-
free food for people 
who suffered from ce-
liac disease and other 
wheat-intolerant reac-
tions. Today, there 
are more products in 
the stores and menu 
items in restaurants 
that are gluten free 
to serve that popula-
tion. There’s a whole 
other conversation 
about why humans 
are having bad reac-
tions to our wheat 
supply, but that has a 
lot to do with how our 
industrialized food 
system has changed 
the biology of the 
plants we eat.

In general, fresh 
and healthy foods 
are becoming more 
available because 
there is a demand for 
it. However, I don’t 
believe our basic food 
system will go in that direction complete-
ly, because of the economics.

I battle with that conversation myself. 
I know what the right thing to do is when 
it comes to food. But I also realize that 
it’s very complicated. For example, I have 
friends who are dairy farmers and they rely 
on GMO corn for feed. That’s not necessar-

ily the best approach from my perspective. 
But when it comes down to it, they are 
farmers, and they believe that’s what they 
need to do to stay in business and sup-
port their family. Who am I to say they’re 
wrong? Ultimately it boils down to personal 
priorities and individual decisions.

continued on page 16

Above: Brian Alberg joins other players in the local food system at the Outstand-
ing in the Field (OITF) event at Lila Berle’s farm in Great Barrington on Sept. 7. 
Shown here (from left) are Jenna Bufano, assistant farmer at Rawson Brook 
Farm in Monterey; Susan Sellew, farmer/owner at Rawson Brook Farm (maker 
of Monterey Chevre); and Jeremy Stanton, chef/owner of The Meat Market and 
Fire Roasted Catering in Great Barrington. The following night Alberg hosted a 
second OITF event at Hancock Shaker Village. (Photo by Tim Newman)

Below: Chef Alberg prepares plates along with Bjorn Somlo, chef/owner at Nudel 
in Lenox, at last April’s ChefX event at the Crimson Sparrow in Hudson, N.Y.,  in 
which teams of chefs from the Berkshires and Hudson Valley swapped venues 
to create special meals showcasing regional farm-to-table cuisine. These and 
other events are among ongoing efforts by Alberg and others in the region to 
promote the Berkshires as a culinary destination. (Photo by Angela Cardinali)
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Pittsfield
70 South St.

(413) 447-7304

110 Dalton Ave.
(413) 395-9626

Dalton
488 Main St.

(413) 684-1551

Great Barrington
325 Main St.

(413) 528-2840 

The Community’s Bank Since 1889 
www.pittsfieldcoop.com

Member FDIC                 Member SIF                      Equal Housing Lender

5 Reasons 

to Bank 

with 

The Co-op

1) Our 124 years of continuous service to this community makes us a rare bird
indeed. When our neighbors need a hand, we try to give them a leg-up.

2) The Co-op features the most seasoned lending team in the County –
although none came over on the Mayflower.

3) We employ 49 local folks who are dedicated to building a better 
community – their community. The Co-op's thankful for their contributions.
You will be too.

4) When businesses want to talk turkey with The Co-op, they're breaking 
bread with one of the best capitalized lenders in the entire Commonwealth.

5) Bringing cash, integrity and character to the table is one thing ... but in the
end, it's all about pie.  And, we want to see that you get a bigger piece.



16 December 2013 berkshire TraDe & commerce

Turn him into a 
Master Mind Reader 
with the Wish List

 STOP & SHOP PLAZA, MERRILL ROAD, PITTSFIELD
 442-6911

 Mark E. Kasuba, Gemologistwww.medwardjewelers.com

After all these years, he still can’t read your mind.
So just tell us about that piece you’ve fallen in love with.

And we’ll tell him. He’ll love his new powers

oN The record
continued from page 14

BT&C: one dilemma is that healthy, 
fresh food is more expensive. as a result, 
many people can’t afford it, and they have 
to continue eating less healthy diets be-
cause of the cost. do you believe that can 
be changed?

alberg: It’s tough. Again, it comes 
down to economics. If a restaurant could 
make a quality lunch with local food for 
the same price as a Big Mac, it would be 
a no-brainer. But that’s never going to 
happen because of the cost of local food. It 
costs more because the methods of farm-
ing cost more.

In my opinion, we have to re-think the 
way we look at food. Money is obviously 
a factor, but it should not be the only thing 
to consider. That’s why our individual 
decisions and priorities are important.

If you are going out for lunch, do you 
go to an independent restaurant that uses 
quality local ingredients and is a little more 
expensive, or do you go for a cheap meal at 
the burger chain down the street? Those are 
the kinds of decisions we all have to make 
regularly, as individuals and as businesses.

I believe education is very important in 
this, so people can learn about the real cost 
of food. Not all calories are good calories. 
There are also bad calories. The results of 
eating bad calories are a true cost in terms 
of our health. There are other costs and 
benefits involved, in terms of the commu-
nity, the economy and the environment.

The thing to remember is that you may 
pay a little more for local products, but 
you are buying fresh wholesome food and 
you’re also helping local businesses and 
preserving farmland. Realistically, money 
does matter though. So we have to make 
choices. Basically, we have to pick and 
choose our battles.

At the Red Lion, I can’t do everything 
using only local ingredients because of 
the volume involved. So I have to choose 
what’s most important and focus on that.

As individuals, we also have to make 
compromises. If you want to enjoy restau-
rant meals made with fresh food from local 
sources, you can choose to do that, but it 
may mean that you go out to eat a little less 
often. Or when you go shopping, you can 
choose to buy quality fresh food for certain 
items and make adjustments by spending a 
little less when you buy other items.

I think the more people make choices 
to buy at least some fresh local food, 
it will become easier as they make the 

adjustments. It will also support having a 
system in place that can do more to pro-
vide quality fresh food that is healthy.

BT&C: how did you originally become 
interested in food and cooking?

alberg: My interest started by watch-
ing my mom working in the kitchen when 
I was nine. I think I really got interested 
in food because the only time my family 
really seemed to get along was around the 
table, and I associated that with food. It’s 

still the only time we really get along, so I 
guess I was right.

My first job was as an apprentice with 
a classical French chef. Then I worked at 
summer camp in the Adirondacks with CIA 
(Culinary Institute of America) instructors. 
I’ve learned from every kitchen person I 
ever worked with, but formally my training 
was at the CIA in Hyde Park, N.Y.

BT&C: in terms of passing along skills 
to a new generation of aspiring chefs, you 
are also active as a volunteer with the 
culinary arts program at the railroad street 
youth Project (rsyP) in great Barrington, 
where young people work and train with 
participating chefs and restaurants, and 
prepare special fund-raising dinners for the 
public. what is your view of that program? 

alberg: I love the RSYP culinary 
program. It helps youth learn culinary arts, 
and also learn teamwork and hospitality.

The benefits are three-fold. The kids 
benefit by learning a trade. The community 
benefits by the students being productive 

and learning traits that can enhance our 
community, and the chefs and restaurants 

benefit by adding to 
the labor pool.

BT&C: what is 
your personal ap-
proach to food and 
cooking? how do 
you apply that in 
your professional 
role as a chef?

alberg: Person-
ally, I would have to 
say my favorite styles 
of cooking would be 
French and Italian – 

real Italian, and I apply those techniques to 
the food from our region.

The food at the Red Lion is New 
England regional cuisine, which is pretty 
vague. But we’ve come to translate that 
into using fresh local ingredients that 
stay true to our heritage. We do not limit 
ourselves to an established menu and are 
always using our experience and relation-
ships to develop our menu to further re-
flect our region. Menu development stems 
from what is in season. Often, I sit at the 
end of the year with farmers to help decide 
what to grow for the following year.

BT&C: Looking ahead, what do you see 
as the major priorities for bolstering the 
local food system?

alberg: One of the things we’ve been 
emphasizing is preserving the harvest. 
There is such a short growing season in 
the Northeast, and we have been looking 
at how to extend the season by freezing, 
canning and curing to preserve more of 
the food that is grown. That, in turn, can 
support higher volumes of production and 
purchasing throughout the year.

At the Red Lion, for example, we start 
in September by cooking fresh fruits and 
vegetables and then putting them in bags 
and freezing them. That way, I can expand 
what we buy from farmers in season, and 
then in March we will still have things to 
serve that are local. Many of our special 
dinners feature foods that we have pre-
served by smoking, pickling and freezing, 
which is a great thing to be able to do.

Another way we can truly bolster the lo-
cal food system is to create more opportu-
nities for visitors to join us in the off-sea-
son. Most travelers enjoy food, and some 
travel specifically for culinary experi-
ences. We are working to build events and 
experiences in the Berkshires and Hudson 
Valley to build culinary tourism, especially 
outside of July and August. Outstanding 
in the Field and ChefX dinners are just 
two examples of events featuring regional 
chefs helping to build awareness about 
Berkshire food culture. We’re planning 
more in the coming year so we can truly 
build a system that has positive economic 
impact on farmers, food makers and chefs 
working in our communities.◆

“At the Red Lion, I spend 
almost three-quarters of 
a million dollars annu-
ally with local farmers 

and suppliers. I know that 
when I purchase pro-

duce or meat locally, I’m 
bringing in quality food 
and helping those farms 
to survive and thrive.”

XLNTfood and wine

150 Main Street, Lee, Mass. 413.243.6397   cheznousbistro.com

French chef, American baker, real food
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INdUsTrY issues
Manufacturing study
continued from page 1

Anderson said the report is intended to be 
used by economic development organizations 
and others to help them develop their own 
priorities, strategies and actions to retain and 
attract manufacturing here.

It is also designed to provide information 
for businesses, including companies that are 
already here and those that may be consider-
ing in locating in Berkshire County.

“A foremost goal is to set the stage for 
existing businesses here to grow,” said 
Anderson, who is president and CEO of 
Pittsfi eld Cooperative Bank. “It will also 
provide information for outside companies 
that are thinking of relocating or setting up 
satellite operations here. When businesses 
need this information, it’s now available 
to them. They can, for example, see the 
existing strengths and weaknesses of the 
labor force so they can take steps to fi ll 
their needs.”

Anderson said the study addresses a wide 
range of questions and issues, including the 
potential and limitations for manufacturing 
here.

“We wanted it to look at the overall situ-
ation of manufacturing in the Berkshires, 
including the strengths and weaknesses, and 
what needs to be worked on to improve it,” 
said Anderson. “What does our workforce 
look like? How can people be trained to 
meet the specifi c requirements of businesses? 
Those are the kinds of questions we all need 
to know more about.”

He said the report is also intended to 
help efforts to identify specifi c opportuni-
ties in the Berkshires, such as potential 
customers that manufacturers here can do 
business with.

“There is a lot of activity in New York state 
and other areas around Berkshire County,” 
he said. “Industries nearby, such as the 

GlobalFoundries semi-conductor plant in 
Malta, N.Y., could be a market for manu-
facturers here. How might Berkshire County 
companies tie in with these operations and 
take advantage of their presence?”

Anderson said the 
study was originally 
prompted by Barry 
Clairmont, a profes-
sional accountant who 
is treasurer of PERC 
and a member of the 
Pittsfi eld City Council. 
“Barry was publicly 
asking questions about 
economic development 
and manufacturing here,” said Anderson. 
“He came to me and said that he hadn’t 
found any concrete data to identify specifi c 
opportunities and issues. We agreed that it 
was important to pull information together 

and get this done to lay the groundwork for 
further actions. So we proposed that PERC 
undertake this study.”

Anderson said the report is intended to 
fi ll in these gaps and clarify the situation 

for everyone involved 
in regional economic 
development, includ-
ing the business com-
munity, organizations, 
government, schools 
and the public.

“We want it to be 
widely available to 
practitioners,” he said. 
“Everyone will use the 

information for their own purposes in the 
way they think is best. But hopefully this 
will provide the information so that we are 
all on the same page.”

The study was prepared and written for 

PERC by the UMass Donahue Institute for 
Economic and Public Policy Research.

“Our charge was to bring together the fac-
tual data and to document what most people 
know intuitively about manufacturing here,” 
explained Dan Hodges, director of economic 
and public policy research at the Donahue 
Institute. “I don’t think the results surprised 
anyone, but there were some interesting fi nd-
ings that were somewhat unexpected.”

Among other fi ndings (see related story on 
next page), Hodges said the study revealed 
just how much the manufacturing economy in 
the Berkshires has fallen off since the 1970s. 
“One thing that is notable is the level of de-
cline in the overall scale of manufacturing 
in Berkshire County over those decades,” he 
said. “That’s a national trend, but the extent 
of that decline has been much greater in 
Berkshire County than nationally.”

continued on next page

“What does our workforce 
look like? How can people be 

trained to meet the specifi c 
requirements of businesses? 
Those are the kinds of ques-

tions we all need to know 
more about.”
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Profile of Manufacturing in the Berkshires 
 
This section of the report provides a profile of the manufacturing industry sector in Berkshire County.  All 
material in this section is generated from the latest industry-level and establishment-level data available to the 
research team in terms of jobs, wages, gross domestic product (GDP), and business locations. 

Manufacturing Industry Trends 

Manufacturing remains a critical part of the economy of Berkshire County. Key strengths reside primarily in 
paper manufacturing, plastics and rubber products, printing, chemicals, minerals, fabricated metal, and machinery. 
And in terms of total wages, manufacturing is the second-largest industrial sector in the county.  
 
Despite shrinking over time (see below), manufacturing remains a crucial part of the Berkshire County economy, 
and the economic base of the state. Manufacturing provided 8.8% of all employment in the Berkshires in 2011 
(the most recent data available), a slightly lower share of jobs than in Massachusetts statewide. Only the Health 
Care, Retail Trade, and Accommodation and Food Services industries are larger, as is also true for Massachusetts 
as a whole. The Berkshires have relatively strong concentrations in trade and transportation, education and health 
care services, and leisure and hospitality services. 
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Figure 1 from the Berkshire Advanced Manufacturing Study shows employment by industry (privately owned) for both the state and county in 2011. Despite 
declines over recent decades, the study notes that “manufacturing remains a crucial part of the Berkshire County economy, and the economic base of the 
state. Manufacturing provided 8.8 percent of all employment in the Berkshires in 2011, a slightly lower share of jobs than in Massachusetts statewide. Only the 
Health Care, Retail Trade, and Accommodation and Food Services industries are larger, as is also true for Massachusetts as a whole.”

Business Checking 500
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berkshirebank.com 
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Wealth ManagementLife is exciting. Let us help.

B bankresourcesB Gresourcessmall bank
attention

Lets you make the most 
of your time and money.

For more information and fast turnaround time, call or visit your local branch.
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No Fee
No Fee
$0.35 / Trans.
Free
Free

Overdraft Protection
Remote Deposit Service
Merchant Services
Small Business Online Bill Pay
Check/ACH Fraud Protection

Available
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Free
Available

Insurance products are provided by Berkshire Insurance Group, Inc., a Berkshire Bank affiliate, and in New York by Berkshire Insurance Agency, a 
registered trade name for Berkshire Insurance Group, Inc., a Berkshire Bank affiliate: Insurance and investment products are not FDIC or DIF insured, are 
not a bank deposit or guaranteed and may lose value.

Banking products are provided by Berkshire Bank: Member FDIC. Member DIF. Equal Housing Lender. Berkshire Bank is a 
Massachusetts chartered bank. *Items include deposits, deposited items, checks processed against the account, electronic deposits 
and withdrawals.
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continued from previous page
Much of this has been the cumulative 

result of the departure of General Electric, 
the closing of several large paper mills and 
the loss of other large and small manufac-
turing operations that have shut down or 
left the area.

Hodges noted, however, that the study also 
found upsides in the situation.

“At the same time, conditions today 
indicate that manufacturing is still a major 
segment of the economy in Berkshire County, 
and it continues to be vital, with many op-
portunities,” said Hodges. “There are 175 
manufacturing related establishments in 

the Berkshires, and many of them are doing 
well. The data shows that manufacturing 
continues to be one of the major sources of 
employment and the second-largest source 
of wages in the county.”

Advanced manufacturing
He added that the nature of manufactur-

ing has shifted. “One of the major changes 
is that manufacturing here has gone from 
large operations like GE to smaller and more 
diverse companies. The real vitality today 
is with the firms that are small, nimble and 
productive.”

The report is focused on advanced manu-

facturing because that is often touted as the 
future for this sector.

“We all talk in broad terms about ‘advanced 
manufacturing’ here, but most people don’t 
really know what ex-
actly that means,” said 
Anderson, “That’s one 
of the key answers we 
wanted to identify and 
clarify.”

One of the messages 
in the report is that ad-
vanced manufacturing should be viewed as 
a type of operation rather than in terms of 
particular industries or products.

In its introduction, the report notes that it 
was originally intended to focus on specific 
industries associated with advanced manu-
facturing such as nanotechnology, plastics 

molding, medical de-
vices and life sciences 
manufacturing.

However, Hodges 
said that the concept of 
advanced manufactur-
ing refers more to the 
equipment, methods 

and skills of operations, rather than specific 
products or industries.

“No one type of product dominates 

INdUsTrY issues

By John Townes
Overall, the 37-page Berkshire Advanced 

Manufacturing Study points out that, while 
the decline of manufacturing has created a 
“void” in the region, the sector continues 
to be a dynamic and important part of the 
Berkshire economy with many opportuni-
ties for growth. 

Manufacturing activity and employment 
in the Berkshires have declined dramatically 
over the past three decades. In quantifying this 
trend, the report states that 30 years ago manu-
facturing jobs supplied more than 40 percent 
of the county’s employment base. By the early 
1990s, more than half of manufacturing jobs 
in the region had been eliminated. Between 
2001 and 2011 manufacturing employment 
continued to fall from 8,410 to 4,622, a decline 
of 45 percent. In the last five years, over 18 
manufacturing companies closed their doors. 
By 2011 manufacturing comprised 8.8 percent 
of jobs in the Berkshires.

This mirrored an overall decline in manu-
facturing in the United States. However, the 
report indicates the trend was more significant 
here. It also ran counter to other nationwide 
trends in the sector.

“In Massachusetts and the nation as a 
whole, real manufacturing wages and GDP 
rose between 2001-2011, indicative of ef-
forts to increase productivity and transition 
to more capital and technology intensive 
production,” the report states. “However, 
over the same period, Berkshire County 
experienced decreases in both real wages 
and manufacturing GDP.”

At the same time, the report emphasizes 
that manufacturing still has an important 
role in the Berkshires, and has significant 
potential for growth.

“Manufacturing does represent a crucial 
share of wages paid in the region,” the study 
says. “Weekly wages in the Berkshires across 
all industries averaged $761 in the most re-
cently available data, while manufacturing 
wages were the highest-averaging industry 
in the region, at $1,284 per week. Despite 
employing less than 9 percent of the region’s 
workers, this higher average wage makes 

manufacturing the second-largest source of 
earnings in the region, after Health Care and 
Social Services. Manufacturing accounts 
for nearly 15 percent of all wages paid in 
Berkshire County.”

The composition of industries has become 
more diverse and balanced among top sectors, 
according to the study. The largest share of 
manufacturing jobs are in the paper industry, 
followed by plastics and printing. After that 
are chemicals, nonmetal minerals, fabricated 
metals, and machinery.

While paper and metal fabrication have 
experienced the most dramatic recent de-
clines, the report also notes the continued 
strong presence of plastics and rubber 
manufacturing.

“Despite a gradual declining trend, plastic 
and rubber product manufacturing has been 
highly concentrated in the Berkshires as com-
pared to the state and the nation at relatively 
steady levels since 2001 with a concentration 
more than twice as large as the U.S. and 
Massachusetts,” the report notes.

The study also outlines issues, opportuni-
ties and potential strategies and resources to 
stimulate advanced manufacturing here. 

Berkshire County’s location is seen as an 
asset, rather than a obstacle, because of its 
proximity to New York, Boston and other 
markets, including manufacturing activity 
in nearby upstate New York and the Pioneer 
Valley.

“Lost generation”
Based on its interviews and other informa-

tion, the report states that one of the major 
issues of concern to manufacturing employers 
here is finding workers with the skills required 
for advanced manufacturing. Employers also 
cited a need for younger workers to replace 
retiring older employees.

It notes that there was a “lost generation” 
of trained younger workers for manufactur-
ing, in which people who grew up in the 
decades when the manufacturing economy 
was declining were often dissuaded by their 
parents from entering manufacturing. Many 
of these younger people chose to either 
leave the area, attend college or go into 
other types of jobs.

In light of this, training should be a high 
priority, the study notes.

The report cites the recent increase in 
efforts to bolster training in manufacturing 
skills. These include programs at Berkshire 
Community College and other schools aimed 
at training young people for manufacturing 
positions, and related programs such as 
STEM (science, technology, engineering 
and math) curricula. 

However, it also points out that, so far, 
the level of participation by young people 
in these programs is not yet sufficient to 
match the current and anticipated needs of 
employers.

According to the report, local infrastruc-
ture and capacity concerns are also viewed as 
significant challenges to sustained success.

The expense of doing business here was 
cited by interviewees, particularly high 
costs of energy, health care, technology and 
equipment. Taxes were also cited, as well as 
a perceived shortage of meaningful economic 
development incentives, especially when 
compared to some other parts of the state.

According to the study, the quality of life 
here is seen as an important asset in attracting 
and retaining manufacturers. However, the 
high cost of housing and shortage of afford-
able housing options are flagged as barriers 
to attracting workers. 

It also cites the perceived scarcity of 
suitable sites for manufacturing facilities in 
Berkshire County as an issue. 

The report points out that, despite this per-
ception, Berkshire County does have a good 
mix of suitable potential sites for manufactur-
ers. It suggests that a more concerted effort 
be undertaken to inventory sites, promote 
them and add the appropriate ones to the 
MassEcon list of market-ready sites.

It also suggests that proactive steps be 
taken to identify contaminated sites and the 
extent of cleanup required. It recommends 
that remediation and permitting for those sites 
be expedited to make them available.

The report also cites a desire among 
businesspeople to see greater progress at the 
William Stanley Business Park in Pittsfield. 
“Based on informant interviews, there is 
a sense from business leaders that a more 
dynamic and well-communicated master 
plan could help to market and provide new 
tenants to that site,” it states.

Collaborative strategies
Overall, the study suggests that, in addition 

to opportunities provided by the markets, 
the region would also benefit by enhancing 
and increasing public-private initiatives and 
partnerships, and fostering collaborative 
regional strategies and initiatives.

“Several firms indicated demand for a 
strong regional economic development plan, 
in which individual businesses collaborate 
with local chambers of commerce, educa-
tional institutions, and economic develop-
ment organizations,” states the report.

It notes that several respondents wanted the 
Berkshires to learn from “best practices” in 
other regions, such as the Precision Manufac-
turing Regional Alliance Project (PMRAP), 
a coalition in the Pioneer Valley.

The study mentions some specific initia-
tives to stimulate advanced manufacturing 
at the federal, state and regional level as ex-
amples of available resources or approaches 
that could be emulated in the Berkshires.

The report emphasizes that the participa-
tion of the business community is an essential 
ingredient in economic development and 
revitalization of the manufacturing sector. 
It adds that the nature of Berkshire County 
can be an asset in this regard.

“Industry leaders must have a stake in the 
development and execution of any programs 
for them to be sustainable, even with strong 
partners in education and government,” it 
states. “This can be a challenge, given how 
stretched business owners can be with their 
time and resources. The Berkshires may actu-
ally have an advantage in being a relatively 
small community where many industry lead-
ers have known each other for many years 
and could build from those relationships. 
In addition, the scale of the manufacturing 
industry in the Berkshires can be seen as an 
advantage in terms of conducting outreach to 
businesses to understand their needs and work 
towards collaborative initiatives to the benefit 
of the entire industry’s competitiveness.”◆
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Manufacturing Industry Sectors in the Berkshires 

Examination of the top ten sectors of manufacturing in the Berkshires shows that the industry is now fairly evenly 
balanced across the top sectors with the most jobs in paper, plastics and printing (620 jobs or more).  But as 
shown in Figure 6, four other sectors (chemicals, nonmetal minerals, fabricated metals, and machinery) have at 
least four hundred employees.  So, similar to the trend in more small to medium sized companies, the mix of 
manufacturing is also less concentrated in a few sectors than it was in the past. 
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Over time, the largest decreases in manufacturing have come from the paper and metal fabrication sectors. Paper 
manufacturing has dropped more steadily while metal fabrication declined rapidly between 2003 and 2004 and 
had not recovered. In fact, metal fabrication provided as many jobs in the region as paper manufacturing in the 
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Figure 6 from the Berkshire Advanced Manufacturing Study looks at manufacturing employment by sector in Berkshire County (2011 data). As described in 
the report, the chart shows that “the industry is now fairly evenly balanced across the top sectors with the most jobs in paper, plastics and printing (620 jobs 
or more)” but also that “four other sectors (chemicals, nonmetal minerals, fabricated metals, and machinery) have at least 400 employees. So, similar to the 
trend in more small to medium sized companies, the mix of manufacturing is also less concentrated in a few sectors than it was in the past.”

declININg bUT NoT dead

Study: Manufacturing 
remains important part 
of Berkshire economy  

“The information in the 
report lets people know that 
there are still opportunities 

in manufacturing, especially 
for young people.”

helping BuSineSSeS Find qualiFied employeeS
413-499-2220 www.berkshireworks.org160 North St., Pittsfield

Connecting Workers and Employers

★ TAX CTAX CTAX CTAX CTAX COOOOOMMMMMPPPPP,,,,,     IIIIINNNNNCCCCC.....
TAX & FINANCIAL PLANNING
BOOKKEEPING & PAYROLL

Ralph Stroffolino, EA CFP
Debra Watroba & Donna Sciola, Payroll Admin.

Dan Boulais, Business Consultant

100 NORTH ST. • SUITE 310 • PITTSFIELD
Tel: 448-6222 • E-mail: info@tax-comp.com • Fax: 443-5619

137 north st.  • suite D • PittsfielD

PERSONALIZED PAYROLL SERVICE!
Our complete payroll service supports a wide range of pay types and schedules,
and includes check printing, direct deposit, tax filings, full compliance and more.
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manufacturing in the Berkshires,” said 
Hodges. “Advanced manufacturing is more 
about methods of production that utilize 
sophisticated computers and other high-tech 
equipment, and require advanced skills. We 
found that advanced manufacturing can oc-
cur in any sector.”

There are also many areas of overlap. He 
cited as an example one businessperson they 
interviewed whose company uses advanced 
manufacturing processes to make a complex 
paper product that is used in health care.

This dynamic opens up a variety of oppor-
tunities in diverse industries, especially for 
companies that have the flexibility to make 
different types of products on demand.

In that context, Hodges said, successful 
economic development strategies should con-
centrate on creating conditions to attract and 
support advanced manufacturing companies, 
whatever industries they work with.

“What is important is that, while the 
products and ultimate customers may differ, 
the skill sets for advanced manufacturing 
businesses are similar, such as math, elec-
tronics, computer operations and mechanical 
skills,” he said.

Hodges said that a key common denomi-
nator for all advanced manufacturers is the 
need for workers with the specific training 
and skills to handle these jobs.

“The consensus among the people we 
interviewed is that the workforce here is 
strong,” he said. “There is a perception that 
the county’s legacy of manufacturing is seen 
as a positive influence in terms of the quality 
of workers.”

However, he added, there is also a clear 
need for more training in the skills of ad-
vanced manufacturing to supply the workers 
required for those types of operations.

“Berkshire Community College and 
vocational schools are working hard to be a 
resource for manufacturers,” said Hodges. 
“There is a need to continue to build on 
those things.”

He noted that Berkshire County has not 

been as aggressive or consistent in coordi-
nating efforts to develop the workforce for 
advanced manufacturing as other regions 
have been.

“There have been efforts which have 
had some successes,” he said. “But it has 
largely been in fits and start. They have not 
been as active or influential as they have 
been in other areas. In the Pioneer Valley, 
for example, businesses banded together to 
collectively strengthen their workforce in a 
concerted way. In order to compete, Berkshire 
County will have to take similar steps on a 
unified basis.”

Clarify misconceptions
Richard Vinette, a board member of 

PERC, believes the study will serve several 
purposes, including addressing misconcep-
tions about the status of manufacturing in 
the region.

“There have been a lot of questions about 
the state of manufacturing in Berkshire 
County,” said Vinette, the former longtime 
executive director of the Lee Community 
Development Corp. who is now an economic 
development consultant and attorney. “The 
study addresses the perception that manufac-
turing is dead here. The information in the 

report lets people know that there are still 
opportunities in manufacturing, especially 
for young people. It’s important for parents 
to know that, so they can guide the education 
of their children to prepare them for those 
opportunities.”

Vinette also sees the report as helping to 
clarify the relationship of Berkshire County 
to the manufacturing activity occurring in 
nearby regions.

“There has also been a lot of discussion 
about outside activity like Global Foundry, 
and speculation whether that would be good 
or bad for us,” he continued. “We wanted 
to get some perspective and information on 
that. I think the report provided objective 
information about that supply chain which 
will be useful.”

Vinette believes the report also can pro-
vide impetus for Berkshire County to take 
advantage of public programs to support the 
manufacturing sector.

“The study can help Berkshire County to 
get on board with the programs to support 
advanced manufacturing that the adminis-
tration of Governor Patrick has initiated,” 
he said.

While the report is not a strategy or policy 
document, its conclusion does list several 
recommendations based on the findings. 
These are stated as:

• Prioritize workforce training as a col-
laborative high-profile initiative,

• Complete and implement the master 
plan for the William Stanley Business Park 
in Pittsfield,

• Expand the region’s emerging assets in 
life sciences,

• Expand the region’s connections to state-
level and regional manufacturing initiatives, 
and

• Pro-actively improve the ecosystem 
for manufacturing to help overcome cost 
disadvantages.

The complete study is available online 
on the “News” page of the PERC website 
(percloans.com/news/).◆

Berkshire Advanced Manufacturing Study  
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approximately 45 percent.  In Massachusetts and the nation as a whole, real manufacturing wages and GDP rose 
between 2001- 2011, indicative of efforts to increase productivity and transition to more capital and technology 
intensive production. Over the same period, Berkshire County experienced decreases in both real wages and 
manufacturing GDP (though less pronounced than the drop in employment). 
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Real Manufacturing 
Wages (2011 Dollars) 2001 2011 

% Change 
2001-2011 

US  $     56,157   $     59,210  5% 
MA  $     71,163   $     77,572  9% 
Berkshire County  $     64,694   $     59,210  -8% 

Manufacturing 
Employment 2001 2011 

% Change 
2001-2011 

US 16,386,001 11,701,497 -29% 
MA 389,232 253,948 -35% 
Berkshire County 8,410 4,622 -45% 
Real Manufacturing 
GDP (2005 Chained 
Dollars) 2001 2011 

% Change 
2001-2011 

US    1,326,063     1,674,500  26% 
MA 27,604 45,454 65% 
Berkshire County 670 528 -21% 
"#$%&'(!34"!58:>B!CDDEB!CDEEQ!3:R!N'?2#.+6!N'+6!O-SB!*9?B!CDDEB!CDEE!
 
 
As mentioned, manufacturing employment has been declining in Massachusetts and nationally over a long period. 
This has been felt in an even more pronounced way in Berkshire County since the 1970s, where the decrease in 
manufacturing employment has been consistently worse than in Massachusetts as a whole and as compared to the 
country overall. The following two charts show this decline from the 1970s, with 1969 and then 2000 indexed as 
1, and any decimal lower than 1 as a decline from those points.T In recent years, manufacturing employment 
continued to decrease more in the Berkshires than in the state, and more in the state than in the country. 
 
& &

                                                      
8   CA25N Total full-time and part-time employment by NAICS industry, Private nonfarm employment, and CA25 Total full-time and part-time 
employment by SIC industry: Manufacturing (index), Berkshire County. Note: 1969-1999 is on the basis of SIC codes and 2001-2011 is on the basis of 
NAICS codes. Among these codes there have been recodes over the period. The estimates of employment for 1969-74 are based on 1967 Standard Industrial 
Classification (SIC). The estimates for 1975-87 are based on the 1972 SIC. The estimates for 1988-2000 are based on the 1987 SIC. The estimates of 
employment for 2001-2006 are based on the 2002 North American Industry Classification System (NAICS). The estimates for 2007-2010 are based on the 
2007 NAICS. The estimates for 2011 forward are based on the 2012 NAICS.  

Table 2 from the Berkshire Advanced Manufacturing Study shows comparative data for the United States, 
Massachusetts and Berkshire County over the past decade in terms of overall employment, inflation-adjusted 
wages and GDP. “While employment trends over this time period showed decreases in the state and the 
country, with losses of approximately 30 percent of all manufacturing jobs, the decrease was even more 
pronounced in Berkshire County with a loss of approximately 45 percent,” the study notes. “In Massachusetts 
and the nation as a whole, real manufacturing wages and GDP rose between 2001-2011, indicative of efforts 
to increase productivity and transition to more capital and technology intensive production. Over the same 
period, Berkshire County experienced decreases in both real wages and manufacturing GDP.”
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By John Townes
In today’s digital era, museums are 

augmenting their physical facilities with 
virtual versions of their resources and 
attractions online.

In a local example of this, the Hancock 
Shaker Village Museum in Pittsfield has 
significantly redesigned and expanded its 
website, hancockshakervillage.org.

The newly relaunched website is intended 
to serve as a national Shaker history portal and 
to provide access to the institution’s 22,000-
object collection and curriculum resources, 
both for museum visitors and users of the 
site throughout the world.

“The new site puts more content about 
Hancock Shaker Village and its resources 
online to make it available digitally,” said 
Linda Steigleder, the museum’s president 
and CEO. “It will help us to reach and serve 
more people.”

In addition, a related website, www.experi-
ence.hancockshakervillage.org, has also been 
launched. This site is specifically formatted 
for use on tablets and smart phones and 
presents narrated video segments, interactive 
games, and searchable databases.

The staff of the historic museum on 
Route 20 in western Pittsfield has been 
planning and developing the new website 
for two years. The project was funded by a 
$150,000 grant from the Institute of Museum 
and Library Services, a federal source of 
funding and support.

Laura Wolf, the museum’s director of 
operations and marketing, led the technical 

development of the site with a team from 
area businesses, including Studio Two of 
Lenox, The Magazine Works in William-
stown, and Mad Macs in Pittsfield. (Wolf 
recently accepted a new position with the 
Berkshire Visitors Bureau.)

Lesley Herzberg, curator of the museum, 
evaluated the site’s academic content with a 
team of Shaker scholars that included Mario 
DePillis, Susan Eisenhandler, Rob Emlen, 
Tim Rieman, and Glendyne Wergland.

The site now includes new videos and 
special virtual online exhibitions, along with 
games and other learning tools for children 
and adults. An interactive map shows build-
ing details, sample artifacts, audio clips and 
links to pages with additional information 
about each building.

The site also features searchable databases 
of the museum’s collections and information 
about Shakers who lived at Hancock. These 
include digitized records with photographs 
and descriptions of objects, historic pho-
tographs, maps and other ephemera in the 
collection. It also includes digital versions 
of oral histories, videos and manuscripts 
related to the museum.

There are “micro-sites” with special 
online exhibitions and information about 
events, and initiatives related to specific 
subjects, such as the village’s CSA (Com-
munity Supported Agriculture) program and 
its Master of Science in Design and Historic 
Preservation programs.

For formal presentations or guided tours at 
the museum, flat screen televisions are now 

stationed in the classroom spaces. A large 
projection screen in the conference center 
allows the display of virtual content that a 
group leader navigates on a nearby iPad.

In addition, the museum is installing Wi-Fi 
service throughout the village, to ensure that 
the online content is accessible to all mobile 
devices on the property.

The website augments the offerings of 
the museum in several ways, explained 
Steigleder.

She noted, for example, that the website 
makes detailed information about the mu-
seum and the Shakers available anywhere, 
for people who are interested in the subject 
or those conducting research into related 
subjects.

“It’s designed to make information about 
the museum and its resources accessible to 
people who are planning a visit, to help them 
while they are here or are following up on 
a visit,” she said. “It is also used by people 
who may never have a chance to actually 
come to the village in person.”

Steigleder, who joined Hancock Shaker 
Village as president and CEO in July 2012, 
described the website as both an additional ed-
ucational resource and a practical guide to the 
museum. It also gives people an opportunity 
to plan their trips more comprehensively.

“The website is one more tool to help 
visitors to penetrate the property and learn 
about what’s here in more depth,” she said. 
“In a museum like this you want to have as 
many tools for people as possible. Tradition-
ally these on-site tools have included signs 
and educational displays, guided tours, in-
terpretive staff and other assistance such as 

orientation films. Today, with mobile phones 
and tablet computers, people also bring their 
own tools to the museum.”

She added that the website accommodates 
the increasing use of digital technology in 
daily life and in education. It also provides 
the flexibility to change content over time.

“People have different learning styles, and 
this is an additional way to serve them based 
on their own preferences,” she said.

One benefit of the new online system, 
Steigleder noted, is that it provides the op-
portunity for people to go into more depth 
about specific subjects and aspects of the 
museum during their visits.

“You can tailor your visit to what you’re 
currently interested in, to give the experience 
of visiting more personal relevance,” she 
said. “If you want to learn more about the 
agriculture or furniture or architecture here, 
you can go into those subjects in more detail 
by using the website while you are here.”

The enhanced website also has a market-
ing benefit. “Museums want to give people 
reasons to come back,” she said. “By mak-
ing people more aware of everything that’s 
here, they are more likely to want to return to 
explore different aspects of the village.”

At first, it may seem may seem paradoxi-
cal to encourage people to bring the habit of 
staring at portable screens into a historic site 
about a religious sect dedicated to simplicity 
and natural living.

However, Steigleder emphasized that 
care has been taken to preserve the existing 
qualities of the museum.

“We made it a point to do this discretely, 
and not make it intrusive or cover every 
surface with technology,” she said. “Some 
people don’t want to bring the technology-
driven life into the village. One visitor, for 
example, told me they enjoy coming here 
because they’re able to get away from all 
that and unwind. We don’t want to change 
or overshadow that environment here. This 
is simply an additional option for people who 
choose to use it.”◆

As part of the overall website redesign, Hancock Shaker Village has also launched a complementary 
website – experience.hancockshakervillage.org – that is designed primarily for use by visitors to the 
museum, either at newly installed tablet kiosks or with their own mobile devices during their tour.

Redesigned website enhances visitors’ 
experience at Hancock Shaker Village

Webpages
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ellen G. Lahr is presi-
dent of eGLahr Com-
munications & PR, 
serving business and 
nonprofit clients in the 
Berkshires and New 
York’s Capital Region. 
She can be reached at 
at ellenlahr.com.

By eLLen Lahr
As the calendar year winds down, nonprofit 

organizations, educational institutions and 
for-profit businesses in the Berkshires are 
swapping plans and ideas in an annual busi-
ness ritual: preparing the annual report.

For many, this may be seen as yet another 
task to be crossed off the year-end list, along 
with tax preparation and the financial audit. 
In fact, your annual report is a high-impact 
public relations opportunity, whether you are 
on a budget or flush with funds.

If your organization does not communicate 
regularly throughout the year, your annual 
report may be your most important mes-
sage. If you have an established outreach 
routine – as many organizations do – your 
year-end update should proudly cap off and 
round up your marketing and communica-
tions for the year.

Either way, annual reporting engages your 
internal and external audiences, and if done 
with compelling narrative, strong design 
and a confident leadership message, the 
effort spent highlighting 2013 will benefit 
you in 2014.

So, if you must do it, do it right. If it’s op-
tional, consider doing it for the first time.

If budgets allow (not all do), annual reports 
are best developed and shared in printed 
form – the ideal format for best shelf life and 
undivided attention. But if money is tight, 
make use of economical and story-friendly 
email marketing programs to share your news 
beyond your core audience. (Don’t expect 
people to click through to your website to 
your PDF attachment.)

Ideally, annual reports are available in 
your offices and reception areas, at board 
meetings, annual meetings and fund-raising 
events. They make great handouts at trade 
shows, networking events and in client 
introductions.

Along with your website and your business 
card, your annual report is a touchstone of your 
professionalism and financial transparency. It 
tells who you are, what you do, how well you 
do it, who benefits, who supports and contrib-
utes – and what’s in store for the future.

Different roles
For nonprofits, an annual report is a 

showcase for a variety of good works and 
for recognizing the work of board members 
and benefactors, grant-funding agencies, staff 
members, peer collaborators and volunteers 
who are vital for recurring support, engage-
ment and measurable results.

A well-presented recap of the year’s activi-
ties and budgetary issues gives confidence 
to new funding sources and potential donors 
– those you are determined to connect with 

next year – and to the clients and patrons who 
benefit from the fruits of your work.

Caution: Beware of the ego report, in which 
profiles of wealthy donors and high-powered 
board members overpower the stories of 
day-to-day staffers and change-agents who 
are the backbone of your organization (often 
behind the scenes).

Tip: Engage your employees in the report-
planning processes. Get them talking. They 
have the core stories of your success.

For banks, credit unions and other business-
es, annual reports are a platform for potentially 
numbing financial reporting. But there are 
plenty of great stories behind your numbers: 
stories of growth and expansion, stand-out 
employees, smart shifts in business strategy 
due to market forces, creative problem-solving 
and client relations vignettes.

Caution: Beware of mind-numbing finan-
cial data and dry executive messages that 
speak to boards and shareholders but not to 
your customers and clients. Tip: Follow the 
money to the real narrative. Since numbers 
talk, peel back the data to uncover behind-the-
scenes snapshots that resonate with customers, 
vendors and the business community.

Essentials
Whether you lead a for-profit or non-

profit organization or business, the annual 
report typically touches on key high-level 
elements:

• Your mission: What do you do, and 
why?

• Your market, audience and clientele: 
Who benefits from your work? Who supports 
your work?

• Your strategies: How did you adapt to 
changing trends? How did business challenges 
or regulatory issues impact you this year?

• Your performance: What did you make, 
invent, re-purpose or patent? Did you expand 
or contract? What were your results – in 
numbers and in success stories?

• Your vision for the future: Where are 
you going? How will you get there?

Now, what are the elements of a great 
annual report?

• A strong theme. Focus on concepts and 
messages that drove your work this year 
–  whether innovation, customer service or 
community engagement.

• A conversational, jargon-free tone. Write 
for the donor and the customer who has never 
met your organization, and for the client or 
volunteer who considers you “family.”

• Show, don’t tell. If your foundation gave 
away thousands in scholarship funds in 2013, 
highlight the students’ stories. Likewise, if 
your bank had a great year in lending, share a 
success story from a customer who benefited. 

If your school or college completed a new 
academic building, show how it will impact 
teaching and learning.

• Go “lite” on text. Individual narratives 
and stories should be brief, quick and read-
able. Vast amounts of gray text will lose your 
21st century readers.

• Be generous with photos. A great photo 
and cutline can tell an entire story. Stay away 
from stiff, posed headshots of your CEOs and 
board presidents and consider more casual 
images.

• Testimonials and graphics tell stories 
beautifully. Use them.

Here’s the challenge: Small and medium-
sized organizations do not always have the 
dedicated staff and finances to plan, write 
and produce great annual reports. Even large 
organizations may be so immersed in their 
work that a “bird’s eye view” of the orga-
nization is hard to find. Sometimes board 
members can fill the void, but a skilled writer 
and public relations person can take on the 

coordinating task, tease out your stories and 
work with your team to tell your annual story 
in your voice, for your audiences.

Now you can begin to canvass your staff 
and leadership for their impressions of 2013, 
and begin to build your 2014 goals. It’s not 
too early to start the process.

aUThor’s noTe: Thanks to Jennifer 
dowley, president of Berkshire Taconic 
Community Foundation, which adminis-
ters grants for more than 1,100 nonprofits 
through the region each year, and to abbie 
von schlegell, CFre, of a. von schlegell 
& Co., a nonprofit consulting and board 
governance advising firm, for sharing their 
insights on this subject.◆

Tell YoUr sTorY Well

Treat your annual report like the prime pR opportunity it is

coMMUNI cations

Dr. Molin is accepting new patients and may be reached at 413.664.4088

Northern Berkshire  

Healthcare welcomes  

Nina Molin, MD  

to Northern Berkshire  

Family Medicine

MEDICAL EDUCATION
University of New York at Stony Brook

POST-GRADUATE TRAINING
Internship and residency in internal 
medicine primary care at the University 
of Rochester School of Medicine and 
Dentistry. Dr. Molin is board certified by 
the American Board of  
Internal Medicine.

ADDITIONAL INFORMATION
Dr. Molin most recently was a staff 
physician and integrative medicine 
specialist at Canyon Ranch in Lenox, 
Massachusetts and private practice, 
consulting with patients on diverse 
medical needs including chronic 
disorders, nutritional medicine, 
women’s health, preventive medicine 
and healthy aging. 

BerkShares Business of the Month
“THE POTTERY IS VERY QUIET,” insists Daniel Bellow, owner of Daniel Bellow Porcelain.  And 

if you see his work you’re sure to agree.  Its strength is not in being �ashy or cute, but rather 
in its gravity, simplicity, and its feel.  “�is is manufacturing,” Bellow says, “can’t you see the clay 
under my �ngernails?”   

Bellow has been a full time potter for the past twelve years.  In 2000, he came back to ceramics—
his “�rst love and passion”—after a 14-year detour into print journalism.  When asked how he has 
been able to make his pottery business work in a world that greatly favors cheap imports, he jokes 
that he considers it a miracle.  But then he will tell you that to make a living as a potter you have 
two options, you either need to have a nice teaching job or you need to sell pots.    

What he does is sell pots.  For three years now, Bellow has been selling mugs and kitchenware to 
the hip nation-wide retailer Anthropologie.  But he also has relationships with many local busi-
nesses.  He sells at seasonal markets and at She�eld Pottery, the Red Lion Inn, Lauren Clark Fine 

Art, Local in Lenox, Mass MoCa’s de-
sign store, and Classic Country in East 
Chatham.  And the two main inputs 
for his business—clay and gas to �re the 
kiln—he purchases from She�eld Pot-
tery and Stockbridge Gas Co.

Bellow describes what he does as the 
most elemental form of work, “You 
make things with your hands; you put 
them in front of people; they buy them; 
and you can pay your mortgage.”  His 
enthusiasm for the physical, the tactile, 
and the tangible leads naturally to an 
a�nity for BerkShares, which he calls 
“just another form of cash money.”  It’s 
especially gratifying when customers 
�nd out they can pay him with Berk-
Shares and they say “oh good, now I 
don’t have to use my credit card!”   

�ough he admits it can be di�cult for small-scale manufacturers to survive, he sees his business 
and BerkShares as a part of a larger movement. “I like to think that I’m on the leading edge of 
a major trend in our society, which is a return to things that are produced by people you know. 
I think that it’s an anomaly that everything we consume is made in China. It’s a freak economic 
distortion brought on by the availability of cheap fossil fuel.  Once there is no more cheap fossil 
fuel, local industry will revive.  People will need things here and they’ll have to be made here be-
cause the transportation costs will be enormous.”  With this in mind, he envisions opportunities 
to expand production and take on more apprentices, and even move into a larger studio space.

With the introduction of a newly developed line of pottery and the holiday season coming up, 
Bellow’s studio has been busy, churning out 1000 pieces last month alone.  Each one is handmade 
by either Bellow or his apprentice and as Bellow likes to boast, “each piece is di�erent.”  He says 
he’s aiming for the Japanese ideal of “looking perfect even though it’s imperfect.” 

Look for Daniel Bellow’s pottery at Crispina Ffrench’s annual holiday show, and keep your ears 
open to hear about his holiday open studio.  “Other plans are still secret,” he says, so “stay tuned.”

Daniel Bellow Porcelain
12 Benton Avenue, Great Barrington, MA (413) 429 7111

You know Dasher and Dancer
and Prancer and Vixen!

              They visit us every holiday season.  You should, too!
The Williams Inn is your kind of place, be it for a company party, a
social get-together, a family celebration, or any occasion at all. Enjoy
our old fashioned brand of hospitality as our cracklin’ fireplaces warm
you with holiday cheer!

1090 Main Street
Williamstown, MA 01267

413.458.9371
Fax: 413.458.2767

           williamsinn.com

Choice dates available.
Reserve today!

Please contact
Marilyn Faulkner
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brIcKs &mortar
Dollar general
continued from page 1

Valley food items, DG Home housewares, 
and EverPet products for dogs and cats.

Space is also allocated for seasonal 
merchandise. “For the holiday season, for 
example, we have an extensive selection of 
trim-a-tree products,” said MacDonald.

While the range of merchandise is wide, it 
is not deep. Compared to supermarkets and 
big-box retailers such as Walmart, which 
may stock several similar varieties of a given 
product or item, the options tend to be fewer 
at a Dollar General store.

According to MacDonald, that’s part of 
the trade-off that comes with operating stores 
that may be less than one-tenth the size of the 
big-box competitors. While product selection 
may not be as extensive, he said, the values 
are comparable and the convenience is far 
greater at Dollar General.

“It’s very simple,” he said. “Our value 
model is convenience and everyday low 
prices you can trust.”

MacDonald noted 
that a typical customer 
visit to a Dollar General 
store averages about 10 
minutes and involves 
the purchase of just a 
handful of items. “Our 
stores are designed for 
convenience – easy in, easy out,” he said.

This concept extends to the typical store’s 
parking lot as well, which is relatively small 
(about 30 spaces) and within a few steps of 
the store entrance. “Our customers can be in 
and out with what they came for in about the 
time it takes to get across the parking lot [at 
a big-box retailer],” he quipped.

While the “convenience store” concept is 
nothing new, some iterations of that model 
over the years have offered convenience at 
a certain price (e.g., that tiny but expensive 
jar of mayonnaise you bought at the corner 
store because you forget to get it at the 
supermarket).

According to MacDonald, that pricier 
aspect of convenience is not a part of the 
Dollar General equation. With over 11,000 
stores, he said, the company has the econo-
mies of scale, buying power and supply chain 
logistics to keep prices competitive with other 
discount retailers.

“Our focus at Dollar General is on provid-
ing an attractive and appealing combination 
of excellent price and convenience,” he 
said.

In addition to the traditional 9,000-square-
foot store model, the company also has what 
are known as Dollar General Plus stores, 
which are based in a larger 14,000-square-
foot envelope and carry a wider selection 
of goods than the traditional Dollar General 
store.

The company has recently introduced 
a third format, known as Dollar General 
Market, which features a greater emphasis 
on food and groceries. “There are only about 
a hundred of those so far,” said MacDonald, 
noting that they tend to be located in areas 
that are underserved in terms of existing 
grocery stores or supermarkets.

Tapping New England market
All of the stores currently operating in – or 

being planned for – Berkshire County are of 
the conventional model.

Residents of the town of Adams were the 
first to become acquainted with the chain, 
which opened a newly constructed store at 155 
Columbia St. (Route 8), a short distance north 
of the town center, a little over a year ago.

The Adams store was the second to open in 
Massachusetts, preceded by one in Chicopee. 
Before the Adams store opened, the nearest 

Dollar General store to 
the Berkshire market 
was in the neighboring 
southern Vermont town 
of Pownal. That store 
opened in 2011 along 
Route 7, about halfway 
between Williamstown 
and Bennington.

MacDonald noted that the company’s 
ongoing expansion had brought it into the 
Northeast several years ago, but that it has 
just recently begun spreading into New 
England states.

“We’ve been in New York for a while 
and Vermont for about five years now,” he 
said. About a dozen stores currently oper-
ate in Vermont, and three have been opened 
in both Connecticut and New Hampshire. 
None have been opened to date in Maine or 
Rhode Island.

By contrast, Dollar General has over 200 
stores in New York and some 440 in Penn-
sylvania, where it also recently built its 12th 
regional distribution center, which is slated 
to open this fall.

It remains to be seen whether this type 
of density is in store for Massachusetts and 
other New England states. For the time being, 
however, Berkshire County has become the 
focal point of the company’s growth in the 
region, accounting for about half of the stores 
currently planned for Massachusetts.

The other four Berkshire stores in the 
works are in Lanesboro, Pittsfield, Sheffield 
and Williamstown.

Of these, the project farthest along is in Wil-
liamstown, where a new Dollar General store is 
being fitted into an existing commercial build-
ing at 384 Main St., which it will share with 
an existing Subway franchise. The company 
is leasing space there from building owner 

“We like to think of ourselves as your 
neighborhood general store,” said Dan 
MacDonald, senior director of corporate 
communications for Dollar General at the 
company’s Goodlettsville, Tenn., headquar-
ters. “Convenience is a big part of the value 
we offer our customers.”

That convenience, said MacDonald, comes 
in terms of both the specific location of the 
company’s stores and the selection of prod-
ucts with which they are stocked.

He explained that the typical Dollar 
General store involves a 9,000-square-foot 
“envelope” (both free-standing buildings and 
stores that are part of a larger retail or com-
mercial complex) with about 7,300 square 
feet of sales floor space.

That sales floor is filled with a wide range 
of consumable goods, housewares, health and 
beauty products, family apparel, automotive 
supplies and pet food, among several other 
categories of merchandise. “You’d be amazed 
at how much we can stock in this size store,” 
MacDonald commented.

He noted that the merchandise predomi-
nantly is comprised of name-brand products 
that are offered at discount prices. These 
are augmented in many departments by the 
company’s own value brands such as Clover 

A Dollar General store opening soon in this existing commercial building at 384 Main St. in Williamstown 
will feature a different look than the standard store design seen at locations in Adams and Pownal.

Berkshire County has be-
come the focal point of the 
company’s growth in the 

region, accounting for about 
half of the stores currently 
planned for Massachusetts.

Malcolm J. Chisholm Jr.
Registered Patent Attorney
Patent, Trademark and Copyright Law

Serving Western Mass. Since 1992

P.O. Box 278, 220 Main St., Lee, MA • 413-243-0551
See our web site at www.mjcpatents.com

lee commercial/oFFice Space
approx. 1,400 sq. ft.

5 offices (plus storage room & rest room)
Handicap accessible (ramp) • on-site parking

rent: $1,500/mo. including heat • lease & security 

For details, contact Don Raiche at Carriage House Real Estate

413-637-2100
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$375,000
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Join in the spirit at The Red Lion Inn, the perfect setting for year-end celebrations  
& holiday parties! Our exceptional contemporary cuisine supports local farms. 
If  you need to take care of  business, we’re also available for year-end meetings. 
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Mainwill Associates of Boston, which about 
six years ago redeveloped the site that had 
previously been home to a used car dealership 
and, earlier, a Burger King restaurant.

A portion of the space being occupied by 
Dollar General had been vacant since the 
building was redeveloped, while other portions 
were occupied by a dry cleaning business and 
an unrelated laundromat. The laundromat, 
owned by principals of 
Mainwill Associates, 
was closed to make way 
for Dollar General. The 
dry cleaning business 
relocated to the nearby 
Colonial Plaza.

A new section has 
been built to the rear 
of the existing building to provide adequate 
storage space for the store. As of early No-
vember, interior work was continuing toward 
an anticipated opening of the store in the 
coming weeks.

Heading south to Lanesboro, construction 
is underway on a new building that will house 
a Dollar General store at 525 South Main 
St. (Route 7).

That site is next to a commercial complex 
that has the town’s post office, a bank branch 
and other tenants. A large red barn on the 
site was razed to accommodate the 9,100-

square-foot store, which is being developed 
by North Carolina-based Primax Properties. 
The barn had housed various businesses over 
the years, most recently the Party Barn, a 
party supply retailer, which has moved to a 
nearby location on South Main Street.

The Lanesboro project, which cleared the 
local permitting process in September, is 
moving forward toward an anticipated soft 

opening in early 2014. 
As of early Novem-
ber, the steel frame for 
the building had been 
erected and was being 
enclosed.

In Pittsfield, a pro-
posed Dollar General 
store on outer West 

Housatonic Street (Route 20) is moving 
through the preliminary permitting process. 
The 1.2-acre site, at the corner of Callahan 
Drive and West Housatonic Street, is owned 
by Callahan Sign Company. Plans for the 
proposed 9,100-square-foot store call for a 
curb-cut access on the Callahan Drive side 
of the site. The developer for the project, 
Tennessee-based GBT Realty, received 
preliminary approval from the city’s Com-
munity Development Board in September. 
MacDonald said the store project remains 
“at the due-diligence stage.”

Earlier, a different Pittsfield location on 
the city’s north side had been targeted for a 
Dollar General store. That site, along upper 
North Street between New Road and Clifford 
Street, was dropped by Primax in favor of the 
Lanesboro site a short distance to the north.

At the southern end of Route 7 in the town 
Sheffield, plans for a Dollar General store at 
660-680 North Main St. have given rise to 
a measure of controversy and divisiveness 
within the community.

That site, just to the north of The Bridge 
restaurant and a branch of Salisbury Bank, 
previously had a few dilapidated buildings 
which have been removed. A sign on the 
site indicates that Dollar General is “com-
ing soon.”

“Soon” remains a relative concept. While 

other store projects in the county have faced 
some local opposition and have been sub-
jected to scrutiny for parking, aesthetics and 
other issues by town officials, the Sheffield 
site has become embroiled in a more heated 
and multi-faceted dispute between residents, 
various town boards and officials, and Pri-
max, the developer of the proposed store.

At issue, in a nutshell, were questions 
surrounding the seemingly hurried issuance 
of a building permit for the Dollar General 
project last March, prior to a town meeting 
vote on a proposed bylaw amendment that 
would have added new town review measures 
for projects over 5,000 square feet (including 
Dollar General). That bylaw amendment was 
rejected by town voters.

continued on next page

At 525 South Main St. (Route 7) in Lanesboro, construction continues on a 9,100-square-foot building that 
will house another Dollar General store. Company officials say a soft opening is anticipated in January.

In Pittsfield a Dollar General store is being planned for this commercial lot at the corner of West Housatonic 
Street (Route 20) and Callahan Drive. The company had earlier eyed a location on upper North Street.

The Sheffield site has become 
embroiled in a heated and 

multi-faceted dispute between 
residents, various town boards 

and officials, and the devel-
oper of the proposed store.

Mark McKenna Heather Bartini Erin Carlotto
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AllendAle Shopping Center • 5 CheShire roAd • Suite 60 • pittSfield, MA 01201
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plenty of free parking • elevator • Central heat & A/C incl.
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Tel: 413-236-5957 • Cell: 413-464-4211
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Up to one year
free rent

with a 5-year lease.
(for a limited time only)
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continued from previous page
However, opposition to the proposed store 

remained strong and prompted a review of 
the project by the town’s zoning board of ap-
peals. The board determined that there were 
several zoning bylaw violations associated 
with the project, leading the ZBA to revoke 
the building permit.

From there the controversy intensified, as 
Primax filed a lawsuit challenging the board’s 
ruling. The prospect of a costly legal battle to 
defend the ZBA’s ruling fueled even greater 
division among town residents. On one side 
are those who are in favor of the store project, 
along with others who may have different 
opinions about Dollar General but question 
the wisdom of spending town funds to fight 
what may be a Quixotic battle. On the other 
side are those who feel the retail chain is a poor 
fit for the community and that it is worth the 
fight – and expense – to block the project.

These two camps will be squaring off at 
a special town meeting scheduled for Nov. 
18, at which voters will weigh in on two 
competing articles: one that would authorize 
the use of $30,000 of town funds to fight the 
appeal of the ZBA’s ruling; and a non-binding 
measure that would advise against using town 
funds for that purpose.

In the meantime, the town and Primax 
have been engaged in some initial mediation 
efforts, although that process appears to be 
on the back burner awaiting results from the 
Nov. 18 town vote.

party. This arrangement, MacDonald said, is 
the norm for the company in other regions as 
well. “We generally do not own the buildings 
we occupy,” he said.

Those buildings, by and large, can most 
charitably be described as utilitarian. The 
stores in Adams and Pownal typify this look: a 
squat steel building in a innocuous beige color 
with a matching textured masonry facade. A 
brown metal panel stretches across the upper 
section of the facade, upon which the yellow-
and-brown Dollar General sign is positioned. 
That sign, modest in its dimensions, is cen-
tered over the store entrance which is fitted 
with a matching brown metal awning.

The store soon to open in Williamstown 
will have a significantly 
different look by virtue 
of being placed in an ex-
isting building that fea-
tures several windows 
and a natural wood and 
brick exterior.

According to MacDonald, the stores are 
designed for efficiency rather than aesthetic 
appeal. “To keep our prices low, we have a 
standard store design,” he said.

He noted, however, that the company 
(through its developer partners) does provide 
some flexibility within that basic design to 
accommodate local requirements or requests 
by town officials. “We work well with com-
munities in the sighting and design of our 
stores,” MacDonald said, “and we do make 
adjustments – obviously, within reason.”

Such is the case with the store being built 
in Lanesboro, where town officials gained 

concessions in building design such as the 
addition of faux shuttered windows on the 
front and sides to mitigate the austere look of 
the building. It is possible, said MacDonald, 
that similar aesthetic improvements may be 
arranged for the proposed stores in Pittsfield 
and Sheffield if and when they move forward 
to ground breaking and construction.

Small-town niche
With one store open and four more in the 

works, it remains to be seen whether Dollar 
General’s Berkshire boomlet is near its end 
or just beginning.

MacDonald said he had no firm informa-
tion on any additional stores being planned 
for the region. He noted, however, that the 
small-town nature of the county fits the 
company’s profile.

“A community as small as 5,000 people can 
support one of our stores,” he said. “We’re 
a small-town company, a part of the fabric 
of rural America.”

Dollar General’s roots reflect that small-
town focus. The company was founded in 
1939 as J.L Turner & Son Inc. in Scottsville, 
Ky., originally as a wholesale venture and 
then shifting to retail operations.

In 1955 the company opened its first store 
under the Dollar General name in Springfield, 
Ky., with the concept that no item would be 
priced at more than one dollar. (That pricing 
model no longer applies to Dollar General, but 
it is still followed by a number of so-called 
“dollar store” chains such as Dollar Tree.) 
Other stores owned by J.L Turner & Son 
were subsequently converted to the Dollar 
General format.

The business changed its name to Dollar 
General Corporation 
in 1968 in conjunction 
with becoming a pub-
licly traded company. 
After several decades 
of steady expansion, 
the company was ac-

quired in a private equity buyout in 2007 
valued at $7.3 billion. However, its return 
to being a privately held company was 
short lived. In 2009, the investment group 
that purchased it filed for an initial public 
offering, and Dollar General again became 
publicly owned (NYSE:DG).

In October of this year, Dollar General 
marked the opening of its 11,000th store in 
Murfreesboro, Tenn. (it reached the 10,000-
store milestone in March 2012). The company 
has over 100,000 employees, led by Chair-
man and CEO Rick Dreiling, and is on track 
to create about 6,000 new jobs in 2013.

With the spread of big-box retailers such as 
Walmart into all types of suburban and rural 
markets over the past few decades, the debate 
over the impact that these discount retailers 
have on local businesses is largely over: in 
order to survive, existing retailers have learned 
to coexist by offering a different shopping 
experience and value for their customers.

The same concept applies with the category 
of “small-box” discount chains typified by 
Dollar General as these stores have become 
ubiquitous. Small, independent “mom-and-
pop” convenience stores that have survived 
in the shadow of supermarkets and big-box 
retailers are not facing anything dramati-
cally different in terms of competition from 
Dollar General.

“We exist side by side with small retailers 
in our communities,” said MacDonald.

More often, he added, it is the chains 
themselves that are directly in competition 
with each other. For example, MacDonald 
noted that a significant competitor for his 
company is the 7,000-store Family Dollar 
chain, which has local stores in Pittsfield and 
North Adams. “Theirs is a similar model to 
what we do,” said MacDonald.

And, while Dollar General stores are tar-
geted for communities too small to support 
a Walmart or other big-box retailer, the two 
types of stores are often relatively close to 
one another (as with the Adams store, which 
is about two miles away from the Walmart 
Supercenter in North Adams).

As for Dollar General’s overall effect 
on the communities in which it operates, 
MacDonald characterized it as a positive 
one. “The biggest impact we have on a com-
munity is that we help people stretch their 
budget,” he said.◆

brIcKs &mortar

Other than acknowledging an awareness of 
the Sheffield controversy, MacDonald said he 
had no other information about the situation, 
which he characterized as one involving the 
town and the site’s developer as opposed to 
Dollar General itself.

Store aesthetics
In Sheffield, as well as with other stores 

in Berkshire County, Dollar General is – or 
will be – leasing the facilities from another 

This sign at 660-680 North Main St. in Sheffield marks the spot for a proposed Dollar General store, which 
remains embroiled in legal disputes and related controversies that have sharply divided town residents.

“The biggest impact we have 
on a community is that we 
help people stretch their 

budget,” said MacDonald.

Dr. Jeannette Liu, a board certified and highly experienced 
Neurosurgeon, has joined the BMC medical staff and the 
Neurosurgery Professional Services of BMC physician practice. 
She is accepting new patients in need of brain, spinal and 
peripheral nerve care. Dr. Liu provides comprehensive 
Neurosurgical services to the Berkshires.   

Jeannette Liu, MD 
Neurological & Spinal Surgery 
Neurosurgery Professional Services of BMC
777 North St., 5th Floor, Pittsfield 
413-447-2870 

Board certified in Neurological Surgery 
Medical degree from The Johns Hopkins University School 
of Medicine 
Residency in Neurosurgery at the University of Texas 
Medical Branch, Galveston 
Served as a Neurosurgeon in the United States Air Force, 
with the rank of Major 
Came to the Berkshires from Good Shepherd Medical 
Center, Longview, TX 
For an appointment with Dr. Liu, ask your physician for a 
referral or call 413-447-2870 

WANT YOUR BUSINESS 
TO SHINE THIS 

HOLIDAY SEASON?

DECK YOUR BUSINESS INSIDE AND OUT WITH 
A HUGE SELECTION OF LIGHT SETS, GARLAND, 

WREATHS, TREE STANDS, EXTENSION CORDS 
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LIVE TREES COMING SOON!
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547 North St.
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North Adams
179 State Rd.
413-663-6600

Lee
57 Park St.

413-243-2541

Gt. Barrington
256 Main St.
413-528-4520

THE CHOICE IS EASY...TRUST THE FOLKS AT CARR
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Berkshire County real estate transfersreal estate
The following real estate 
transactions are provided by 
Banker & Tradesman real 
estate data Publishing. only 
properties valued at $75,000 
or higher are included.

ADAMS
2-8 Allen St.
Buyer: Nancy King +
Seller: Patrick Soucy
Price: $177,500
Mortgage: $133,500
Lender: Adams Community
Date: 10/16/13

1 High St.
Buyer: Paul Trzcinski +
Seller: Adams Community 
Bank
Price: $85,000
Date: 10/8/13

22 Jordan St.
Buyer: Deutsche Bank
Seller: Wayne Molleur Jr +
Price: $77,000
Date: 9/30/13

69 Lime St.
Buyer: Brian Comalli +
Seller: Jason Richardson
Price: $139,000
Mortgage: $141,836
Lender: Academy Mtg
Date: 9/30/13

6 Overlook Ter.
Buyer: Ryan Joppich
Seller: William Sikorski
Price: $78,500
Mortgage: $70,000
Lender: Adams Community
Date: 9/20/13

45 Park St.
Buyer: RSB Properties LLC
Seller: Samuel Adams Ent 
LLC +
Price: $250,000
Date: 10/1/13

49-53 Park St.
Buyer: RSB Properties LLC
Seller: Samuel Adams Ent 
LLC +
Price: $250,000
Date: 10/1/13

7 Stevens St.
Buyer: Cilby Clark +
Seller: David Dean
Price: $123,000
Mortgage: $110,000
Lender: Adams Community
Date: 10/10/13

40 Victoria Ter.
Buyer: Julie Gardner
Seller: Trela Edward Est +
Price: $99,900
Mortgage: $60,000
Lender: Adams Community
Date: 9/20/13

ALFORD
7 Dellea Rd.
Buyer: Goldman Family 
Farm LLC
Seller: 7 Dellea Partners LLC
Price: $357,420
Date: 10/10/13

95 Green River Rd.
Buyer: Carol Saginaw +
Seller: Leo Auerbach +
Price: $435,000
Mortgage: $235,000
Lender: Wells Fargo
Date: 9/25/13

BECKET
199 Bancroft Rd.
Buyer: FHLM
Seller: Mary Lefebvre +
Price: $153,000
Date: 10/18/13

715 George Carter Rd.
Buyer: Robert Steinberg +
Seller: William Vestecka +
Price: $325,000
Mortgage: $260,000
Lender: Citibank
Date: 10/17/13

3529 Jacobs Ladder Rd.
Buyer: Charles Timman +
Seller: Elaine Liemer
Price: $325,000
Mortgage: $260,000
Lender: Amer Internet Mtg
Date: 10/16/13

683 King Richard Dr.
Buyer: Christopher Smith +
Seller: Carrol Gingold
Price: $135,000
Date: 10/18/13

1725 Main St.
Buyer: Arthur Nappo Jr +
Seller: John Roethel +
Price: $89,000
Date: 9/30/13

9 Needle Ln.
Buyer: Greylock FCU
Seller: Dawn Mclaughlin +
Price: $127,000
Date: 10/17/13

551 Otis Rd.
Buyer: Michael Preihs +
Seller: Bruce Haskins +
Price: $250,000
Mortgage: $200,000
Lender: Allied First Bk
Date: 9/24/13

74 S. Cove Rd.

Buyer: James Laramy +
Seller: Moylan FT +
Price: $234,900
Mortgage: $211,450
Lender: Trustco
Date: 10/4/13

269 Skyline Ridge Rd.
Buyer: David Edell +
Seller: Sean Mcglone +
Price: $425,000
Mortgage: $135,000
Lender: Village Mtg
Date: 9/27/13

CHESHIRE
85 Horns Beach Rd.
Buyer: Ann Morrell +
Seller: US Bank
Price: $75,000
Date: 10/10/13

55 Lake Shore Dr.
Buyer: Kenneth Alesevich +
Seller: Mark Pringle
Price: $110,000
Mortgage: $136,800
Lender: MountainOne
Date: 9/24/13

CLARKSBURG
5 Henderson Rd.
Buyer: Jennifer Senecal +
Seller: Glenn Beverly +
Price: $80,000
Mortgage: $80,000
Lender: Adams Community
Date: 9/26/13

DALTON
73 Ashuelot St.
Buyer: John Garham 3rd +
Seller: John Ostermann +
Price: $160,400
Date: 9/25/13

367 E. Housatonic St.
Buyer: Michael Steele +
Seller: Berk Bldg & Dev LLC
Price: $288,200
Mortgage: $270,908
Lender: Academy Mtg
Date: 9/20/13

28 Elmore Dr.
Buyer: Stephen Tosk +
Seller: National Equity Inc
Price: $430,000
Mortgage: $285,000
Lender: TD Bank
Date: 10/4/13

248 Grange Hall Rd.
Buyer: Alena Buka +
Seller: David Gardner +
Price: $195,000
Mortgage: $191,290
Lender: Academy Mtg
Date: 10/18/13

368 High St.
Buyer: Richard Derose
Seller: Michael Stephenson
Price: $120,000
Mortgage: $96,000
Lender: Adams Community
Date: 9/24/13

448 High St.
Buyer: Richard Dietlin +
Seller: DTK LLC
Price: $190,000
Mortgage: $188,000
Lender: DTK LLC
Date: 9/27/13

112 Kimberly Dr.
Buyer: Charles Gaudette
Seller: Holsborg Maria 
Est +
Price: $161,000
Date: 10/8/13

680 Main St.
Buyer: Irfan Ozberak
Seller: Michael Martin +
Price: $155,000
Date: 9/30/13

235 North St.
Buyer: Brad Stewart
Seller: Kristine Jones
Price: $140,000
Mortgage: $112,000
Lender: Greylock FCU
Date: 9/20/13

676 Old Windsor Rd.
Buyer: Michelle Mason
Seller: Kimberly Bachman +
Price: $245,000
Mortgage: $220,500
Lender: Greylock FCU
Date: 10/16/13

36 Otis Ave.
Buyer: George Baumann Jr
Seller: FNMA
Price: $96,500
Mortgage: $91,675
Lender: Academy Mtg
Date: 9/17/13

20-22 Porter Ave.
Buyer: Michael Lacker +
Seller: Butler Harriet Est +
Price: $167,000
Mortgage: $151,400
Lender: Pittsfi eld Coop
Date: 10/7/13

River Birch Ln. U:9
Buyer: Allen Hochfelder 
RET +
Seller: Monroe England +
Price: $480,000
Mortgage: $200,000
Lender: Berkshire Bank
Date: 9/2013

EGREMONT
27 Baldwin Hill Rd.
Buyer: Peter Rathjens +
Seller: Eliot Tatelman +
Price: $4,600,000
Date: 9/16/13

37 Creamery Rd.
Buyer: Michael Ukropina +
Seller: David Pott +
Price: $962,500
Mortgage: $650,000
Lender: Northern Trust
Date: 9/23/13

15 Partridge Dr.
Buyer: David Kurtzer +
Seller: Geoffrey Gottlieb +
Price: $480,000
Mortgage: $280,000
Lender: Wells Fargo
Date: 10/2/13

64 Prospect Lake Rd.
Buyer: Todd Cather +
Seller: Athena Kazantzis
Price: $95,000
Date: 9/27/13

GREAT
BARRINGTON

64 Castle Hill Ave.
Buyer: Daniel Mcmanmon
Seller: Robert Ohaver +
Price: $425,000
Mortgage: $340,000
Lender: Lee Bank
Date: 9/16/13

135 Christian Hill Rd.
Buyer: FHLM
Seller: Shannon Sinico +
Price: $367,325
Date: 9/20/13

3 Dehon Rd.
Buyer: CSB Service Corp
Seller: Darren Katz +
Price: $250,000
Date: 10/17/13

86 Egremont Plain Rd.
Buyer: Nicolas Holliday
Seller: Gerald Solomon +
Price: $200,000
Mortgage: $160,000
Lender: USAA Fed SB
Date: 10/15/13

20 Gilmore Ave.
Buyer: Erika Maassen +
Seller: Walsh FT +
Price: $252,400
Mortgage: $227,160
Lender: Village Mtg
Date: 10/4/13

14 Lake Ave.
Buyer: John Corcoran +
Seller: Judith Waldman 
RET +
Price: $400,000
Mortgage: $285,000
Lender: Berkshire Bank
Date: 9/20/13

10 Linda Ln.
Buyer: Collin Reiners +
Seller: Michael Troiano +
Price: $375,000
Mortgage: $356,250
Lender: Roundpoint Mtg
Date: 10/3/13

28 Monument Valley Rd.
Buyer: Stephen Daniels +
Seller: Jenna Schoonmaker
Price: $170,000
Mortgage: $250,000
Lender: Pittsfi eld Coop
Date: 9/16/13

216 Oak St.
Buyer: Andrew Naventi +
Seller: Kay Chester Est +

Price: $198,000
Mortgage: $158,400
Lender: Lee Bank
Date: 10/7/13

95 Railroad Ave.
Buyer: Frederick Gordon 
3rd +
Seller: Doreen 
Vandermolen
Price: $185,500
Mortgage: $46,375
Lender: Greylock FCU
Date: 9/27/13

HINSDALE
145 George Schnopp Rd.
Buyer: Jeremy Ferin
Seller: USA VA
Price: $168,00
Mortgage: $159,60
Lender: Greylock FCU
Date: 10/17/13

70 South St.
Buyer: JKG Foods LLC
Seller: Rakeshkumar Vyas
Price: $250,000
Mortgage: $97,000
Lender: Seller
Date: 9/26/13

LANESBORO
6 Bena St.
Buyer: George Nardin 
3rd +
Seller: George Nardin +
Price: $80,000
Mortgage: $64,000
Lender: Greylock FCU
Date: 10/16/13

676 Cheshire Rd.
Buyer: Jason Webster +
Seller: Charles Shogren +
Price: $95,000
Mortgage: $70,000
Lender: Greylock FCU
Date: 10/18/13

60 Meadow Ln.
Buyer: Alain Toumayan +
Seller: Eva Douillet
Price: $175,000
Date: 9/18/13

91 Old State Rd.
Buyer: Deutsche Bank
Seller: Frank Lafrazia +
Price: $127,500
Date: 10/18/13

525 S. Main St.
Buyer: Sea Mountain 
Ventures LLC
Seller: William Shirley +
Price: $240,000
Mortgage: $1,079,046
Lender: Branch Banking & Tr
Date: 9/24/13

Silver St. Lot 2
Buyer: Berkshire Natural 
Resource
Seller: Molly Jacobs
Price: $110,000
Date: 10/18/13

39 Stormview Rd.
Buyer: Jerry Carter +
Seller: Dawn Werle +
Price: $395,500
Mortgage: $355,950
Lender: Peoples Bank
Date: 10/4/13

94 Summer St.
Buyer: FNMA
Seller: Matthew Bazonski +
Price: $171,046
Date: 9/27/13

53 Sunrise St.
Buyer: Christine Eklund
Seller: Deborah Lucey
Price: $345,000
Mortgage: $258,750
Lender: Adams Community
Date: 9/27/13

LEE
450 Devon Rd.

Buyer: Edward Fry
Seller: Pascucci Aldo Est +
Price: $336,100
Mortgage: $268,800
Lender: Lee Bank
Date: 9/27/13

65 Golden Hill
Buyer: Ryan Davis +
Seller: Michael Hayden
Price: $338,000
Mortgage: $270,000
Lender: NBT Bank
Date: 10/15/13

830 Greylock St.
Buyer: Christopher Long +
Seller: Mark Saunder +
Price: $245,000
Mortgage: $196,000
Lender: Berkshire Bank
Date: 10/4/13

350 Moose Dr.
Buyer: Gene Joseph +
Seller: Moose Drive LLC
Price: $370,000
Date: 9/25/13

340 Pleasant St.
Buyer: Christopher 
Gaughan +
Seller: Donald Marchand +
Price: $165,000
Mortgage: $125,000
Lender: Greylock FCU
Date: 10/15/13

60 Prospect St.
Buyer: Laura Davis
Seller: Derek Gale
Price: $250,742
Mortgage: $160,000
Lender: Berkshire Bank
Date: 9/26/13

210 Prospect St.
Buyer: Bettina Zumdick
Seller: Twing Gerald Est +
Price: $120,000
Mortgage: $114,000
Lender: Greylock FCU
Date: 9/27/13

45 Stockbridge Rd.
Buyer: Jerrold Lozner +
Seller: Bartholomew Collins
Price: $600,000
Mortgage: $480,000
Lender: Salisbury B&T
Date: 10/15/13

880 East St. U:11D
Buyer: Robert Nathanson +
Seller: Stanley Bernstein +
Price: $265,000
Mortgage: $198,750
Lender: NBT Bank
Date: 10/10/13

770 Summer St. U:3C
Buyer: Richard Litt LT +
Seller: Robert Crossman +
Price: $375,000
Mortgage: $300,000
Lender: Lee Bank
Date: 10/11/13

770 Summer St. U:4B
Buyer: Elana Steinberg +
Seller: Richard Jacobs +
Price: $700,000
Mortgage: $200,000
Lender: Lee Bank
Date: 9/20/13

770 Summer St. U:7B
Buyer: Robert Clyman +
Seller: Ann Bialek

Price: $512,500
Date: 9/27/13

LENOX
69 Church St.
Buyer: 67 Church Street 
LLC
Seller: Housatonic Street NT +
Price: $875,000
Date: 9/27/13

66 Dunmore Ct.
Buyer: David Reitman +
Seller: Gregory Federspiel +
Price: $477,000
Mortgage: $360,000
Lender: Lee Bank
Date: 10/18/13

49 East St.
Buyer: Edward Grems 3rd +
Seller: Edmund Dana Jr +
Price: $512,000
Mortgage: $362,000
Lender: Adams Community
Date: 9/27/13

287 Housatonic St.
Buyer: Scott Parkinson +
Seller: Bryan Wong +
Price: $295,000
Mortgage: $265,500
Lender: BNC Natl Bk
Date: 9/16/13

59 New Lenox Rd.
Buyer: William Dubritz +
Seller: Richard Chandler +
Price: $215,000
Mortgage: $172,000
Lender: Greylock FCU
Date: 9/26/13

107 New Lenox Rd.
Buyer: Jerrold Kohn +
Seller: Michael Faucher +
Price: $259,000
Mortgage: $207,200
Lender: Greylock FCU
Date: 10/11/13

320 Pittsfi eld Rd.
Buyer: Mount Carmel Care 
Center
Seller: Sisters of Providence
Price: $4,926,349
Date: 10/1/13

329 Pittsfi eld Rd.
Buyer: Ventas Devonshire 
LLC
Seller: Sisters of Providence
Price: $13,100,000
Date: 10/1/13

67 Sherwood Dr.
Buyer: Richard Digrigoli
Seller: Irving Sanders +
Price: $220,000
Mortgage: $220,000
Lender: Joyce Digrigoli
Date: 10/15/13

295 Walker St.
Buyer: Francois Thoms +
Seller: William Fitzgerald +
Price: $225,000
Date: 9/23/13

1 Coldbrooke S U:A
Buyer: Carol Green
Seller: Rona Meizler
Price: $512,000
Date: 9/17/13

7 Coldbrooke S U:C
Buyer: David Oelberg +

Seller: Balter RT +
Price: $345,000
Mortgage: $207,000
Lender: Lee Bank
Date: 9/30/13

10 Meadow Ln. U:5
Buyer: David Eastzer
Seller: Harriet Thaul
Price: $170,000
Date: 10/18/13

1 Morgan Manor U:7
Buyer: Matthew Ballinger +
Seller: Christopher Connor +
Price: $117,000
Mortgage: $93,600
Lender: MountainOne
Date: 9/20/13

6 Rolling Hills U:1
Buyer: Maxine Blake +
Seller: Anita Herman
Price: $165,000
Mortgage: $75,000
Lender: Mortgage Master
Date: 10/7/13

6 Rolling Hills U3
Buyer: Edith Kaye
Seller: William Halpern LT+
Price: $120,000
Mortgage: $114,000
Lender: Premier Source
Date: 10/17/13

14 Sedgewick Ln. U:14
Buyer: Arthur Loring +
Seller: 14 Sedgewick Lane LLC
Price: $865,000
Date: 10/2/13

18 Woods Ln. U:18
Buyer: Alan Weinstein +
Seller: HVG FT +
Price: $675,000
Date: 10/1/13

MONTEREY

10 Beartown Mountain Rd.
Buyer: Julie Vayer
Seller: Edward Chastain +
Price: $380,000
Mortgage: $200,000
Lender: Mortgage Master
Date: 10/11/13

124 Pixley Rd.
Buyer: Susan 
Tannenbaum T +
Seller: Judith Walderman 
RET +
Price: $400,000
Date: 9/30/13

136 Tyringham Rd.
Buyer: Thomas Ryan +
Seller: Pasche Margaret Est +
Price: $250,000
Mortgage: $200,000
Lender: TD Bank
Date: 9/26/13

NEW
MARLBORO

116 Hatchery Rd.
Buyer: Greylock FCU
Seller: Keth Janwich +
Price: $225,000
Date: 9/17/13

865 New Marlboro
Buyer: Megumi Fukui
Seller: William Spaulding 
RET +
Price: $300,000
Date: 10/9/13

476 New Marlboro
Buyer: White Properties LLC
Seller: HD Rood American 
Legion
Price: $110,000
Mortgage: $98,000
Lender: Seller
Date: 9/20/13

continued on next page
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NOW CARRYING
WOOD JUNGLE GYMS 

IN SHEFFIELD!

• Windows
• Siding
• Additions
• Remodeling
• Kitchen/Baths

• Custom Build
• Roofs
• Decks
• Gutters
• Handyman Services

“any job large or small…
we do it right or not at all.”

www.morrisonshomeimprovement.com

we do it right or not at all.”

www.morrisonshomeimprovement.com

SHoWroom
674 north Street, Pittsfi eld, mA 01201

Phone: 413-442-3001
Fax: 413-443-8066

Award Winning – Customer Driven

WE TAKE HARD WATER PERSONALLY.

Culligan Water Conditioning, Inc.
392 Pittsfield Road

Lenox, MA
413-499-1144

Offer expires 12/31/13. See participating dealer for details. ©2013 Culligan International Co. 
May be subject to credit approval. Not valid with other offers. Dealer participation may vary. 
Coupon must be presented at time of sale. Contaminants may not be in your water.

Is your water softener giving you 100%?
We’ll make laundry brighter, skin smoother and hair shinier. 
We’ll knock out the rust and throw out the scale. We target 
odors, stains, and spots too. If you want to get “hooked-up”, just 
say “Hey Culligan Man”® or contact us at culligan.com.
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176 Norfolk Rd.
Buyer: Gary Casarsa
Seller: Wells Fargo
Price: $119,000
Date: 10/15/13

NORTH ADAMS
23 Barth St.
Buyer: Adam Hildabrand +
Seller: PF&DA Dilorenzo 
NT +
Price: $116,900
Mortgage: $113,350
Lender: Greylock FCU
Date: 10/7/13

226 Bradley St.
Buyer: Jay Cooper +
Seller: Windsor Lake T +
Price: $173,700
Mortgage: $180,000
Lender: Adams Community
Date: 9/30/13

71 Cady St.
Buyer: Matthew Trombley +
Seller: Thai Poeuk
Price: $92,500
Mortgage: $94,387
Lender: Academy Mtg
Date: 9/25/13

530 Church St.
Buyer: Michael Girard
Seller: Amber Demarsico-
Birkland +
Price: $145,000
Mortgage: $100,000
Lender: Adams Community
Date: 10/18/13

5-7 Edgewood Ave.
Buyer: FNF Servicing Inc
Seller: Tracy Jackson +
Price: $188,149
Date: 9/30/13

54 Foucher Ave.
Buyer: Sarah Bull-Samson +
Seller: Ryan Davine
Price: $118,000
Mortgage: $120,408
Lender: Berkshire Bank
Date: 9/25/13

104 Greylock Ave.
Buyer: Yan Zhu
Seller: Jeanne Steuer +
Price: $147,600
Date: 9/20/13

35 Highland Ave.
Buyer: Christopher Thomas +
Seller: Matthew Cushman +
Price: $169,500
Mortgage: $135,600

Lender: MountainOne
Date: 10/4/13

416 Notch Rd.
Buyer: Ryan Davine +
Seller: Michelle Masse
Price: $205,000
Mortgage: $184,000
Lender: MountainOne
Date: 9/20/13

47 Oak Hill
Buyer: James Moulton +
Seller: Beck Thomason +
Price: $210,000
Mortgage: $203,700
Lender: Greylock FCU
Date: 9/30/13

28 Rich St.
Buyer: Suzanne Hunger
Seller: James Moulton
Price: $115,000
Mortgage: $85,000
Lender: Carolyn Schwalbe
Date: 9/20/13

98 Richview Ave.
Buyer: Anne Rodgers
Seller: Christopher Thomas +
Price: $115,000
Mortgage: $117,346
Lender: Academy Mtg
Date: 9/27/13

100 Union St.
Buyer: Valerie Melton +
Seller: Peter Senecal
Price: $100,000
Mortgage: $98,188
Lender: Quicken Loan
Date: 10/2/13

166 W. Shaft Rd.
Buyer: Peter Senecal
Seller: Anthony Luczynski +
Price: $199,000
Mortgage: $90,000
Lender: Landmark CU
Date: 10/18/13

188-190 W. Shaft Rd.
Buyer: Joseph Cantoni +
Seller: Cindy Lafond +
Price: $180,000
Mortgage: $135,000
Lender: MountainOne
Date: 10/15/13

OTIS
702 Becket Rd.
Buyer: Richard Francoeur +
Seller: Angelina Dubourg
Price: $218,000
Mortgage: $118,000
Lender: Wells Fargo
Date: 10/9/13

115 High Rise Rd.
Buyer: Stacey Lavertu
Seller: Indymac Venture LLC
Price: $173,000
Date: 10/10/13

140 High Rise Rd.
Buyer: Joshua Taber
Seller: Leonard Mandile
Price: $100,000
Mortgage: $98,188
Lender: Village Mtg
Date: 10/9/13

Norton Rd.
Buyer: Old Baldy 
Mountain RT +
Seller: Richard Oneil +
Price: $450,000
Date: 9/23/13

PERU
91 Middlefi eld Rd.
Buyer: Matthew 
Mcinerney
Seller: P&C Rodhouse NT +
Price: $140,000
Mortgage: $112,000
Lender: Greylock FCU
Date: 10/18/13

PITTSFIELD
2 Almon Ave.
Buyer: Joanne Wallace
Seller: Mark Placido +
Price: $199,000
Date: 10/16/13

92 Asci Dr.
Buyer: Barbara Russo
Seller: Ralph Nightingale +
Price: $173,000
Mortgage: $138,400
Lender: Greylock FCU
Date: 9/27/13

225 Benedict Rd.
Buyer: Greylock FCU
Seller: Michele White +
Price: $80,000
Date: 10/17/13

561 Benedict Rd.
Buyer: Michael Desanty
Seller: Wendy Newton
Price: $281,750
Mortgage: $247,000
Lender: Adams Community
Date: 9/30/13

162 Blythewood Dr.
Buyer: Roger Burdick
Seller: Dery Hope Est +
Price: $440,000
Date: 9/27/13

179 Bradford St.
Buyer: Sylvia Cone
Seller: David Pravia +
Price: $105,000
Date: 9/18/13

92 Broadview Ter.
Buyer: Scott Monti
Seller: Debra Carlon
Price: $120,000
Mortgage: $113,000
Lender: Greylock FCU
Date: 9/27/13

76 Chapel St.
Buyer: Charles Mcnally +
Seller: Berkshire Omega 
Corp
Price: $163,000
Mortgage: $154,000
Lender: Lee Bank
Date: 9/27/13

56 Charles St.
Buyer: Jeffry Bradway +
Seller: 56 Charles Street 
RT +
Price: $196,000
Mortgage: $156,800
Lender: MountainOne
Date: 10/18/13

152 Churchill St.
Buyer: Kyle Flynn-Kasuba
Seller: Brad Stewart +
Price: $226,000
Mortgage: $214,700
Lender: Greylock FCU
Date: 9/20/13

102 Clarendon St.
Buyer: Natan Morin
Seller: Monica Iwanowicz
Price: $159,900
Mortgage: $151,900
Lender: First Fed Boston
Date: 9/27/13

65 Clydesdale Dr.
Buyer: Robert Crist +
Seller: Steven Leach
Price: $235,000
Date: 10/1/13

11 Crane Ave.
Buyer: George Aslan +
Seller: Michael Mcneil
Price: $150,755
Mortgage: $120,604
Lender: Greylock FCU
Date: 9/20/13

489 Crane Ave.
Buyer: Princewill Abanulo
Seller: Gloria Williams
Price: $177,500
Mortgage: $168,625
Lender: Academy Mtg
Date: 10/18/13

207 Doreen St.
Buyer: Catherine Scaccia
Seller: John Healey
Price: $139,900
Mortgage: $124,511
Lender: Pittsfi eld Coop
Date: 9/27/13

1755 East St.
Buyer: David Pravia +
Seller: Stephanie Adornetto
Price: $133,500
Mortgage: $126,800
Lender: Greylock FCU
Date: 10/1/13

531 Elm St.
Buyer: John Demartino +
Seller: Linda Kordana
Price: $99,000
Date: 9/30/13

28 Faucett Ln.
Buyer: Steven Terrill +
Seller: George Aslan Sr +
Price: $341,000
Mortgage: $323,950
Lender: Academy Mtg
Date: 9/20/13

25 Glory Dr.
Buyer: Edward 
Albuquerque Jr +
Seller: Andrew Gorski +
Price: $340,000
Mortgage: $289,000
Lender: Greylock FCU
Date: 10/8/13

49 Grove St.
Buyer: HSBC Bank
Seller: Alice Chilcoat +
Price: $127,415
Date: 10/18/13

55 Hancock Rd.
Buyer: Paul Keir
Seller: Roy Matthews
Price: $239,900
Mortgage: $191,920
Lender: Greylock FCU
Date: 9/26/13

216 Holmes Rd.
Buyer: FHLM
Seller: Ronald Smith +
Price: $98,372
Date: 9/19/13

39 Howe Rd.
Buyer: Thomas Cotter
Seller: Shauna Spiewak
Price: $148,000
Mortgage: $50,000
Lender: Greylock FCU
Date: 10/2/13

23 Jayne Ave.
Buyer: Kimberly Conant
Seller: Enid Furhman
Price: $130,000
Mortgage: $115,700
Lender: Pittsfi eld Coop
Date: 9/25/13

311 Lenox Ave.
Buyer: CSB Service Corp
Seller: Dana Dermody +
Price: $90,000
Date: 101/10/13

65 Lexington Pkwy.
Buyer: Matthew 
Schweitzer +
Seller: Ben Kaplan +
Price: $259,000
Mortgage: $109,000
Lender: Lee Bank
Date: 9/18/13

100 Linden St.
Buyer: Louis Costi +
Seller: Richard Quintero +
Price: $80,000
Mortgage: $50,000
Lender: Pittsfi eld Coop
Date: 10/2/13

81 Maple Grove Dr.
Buyer: Gregory Ryer
Seller: Michael Lacker +
Price: $154,900
Mortgage: $152,093
Lender: Academy Mtg
Date: 10/7/13

390 Merrill Rd.
Buyer: 390 Merrill Road LLC
Seller: Furniture 
Discounters Inc +
Price: $310,000
Date: 10/17/13

21 Newell St.
Buyer: FNMA
Seller: Sophia Harris +
Price: $172,056
Date: 10/10/13

63 Oak Hill Rd.
Buyer: Wendy Newton
Seller: Sandra Smith +
Price: $185,000
Date: 9/30/13

259 Onota St.
Buyer: Stephanie Quetti
Seller: Broad Meadows LLC
Price: $87,400
Mortgage: $83,030
Lender: Berkshire Bank
Date: 9/27/13

47 Ontario St.
Buyer: Corey Gaudette +
Seller: Gregory Race
Price: $119,900
Mortgage: $113,900
Lender: Greylock FCU
Date: 9/20/13

779 Pecks Rd.
Buyer: Michael Ferriter
Seller: Donna Porter
Price: $157,000
Mortgage: $111,100
Lender: Greylock FCU
Date: 10/18/13

88 Plunkett St.
Buyer: Myrtha Dextra
Seller: John Patella +
Price: $105,000
Mortgage: $103,098
Lender: Academy Mtg
Date: 10/18/13

51 Richard Dr.
Buyer: Michael Palmieri
Seller: Aleksander Kutik +
Price: $235,000
Mortgage: $175,000
Lender: Greylock FCU
Date: 9/30/13

56 S. Onota St.
Buyer: Justin Langlais
Seller: Tiffany Brower
Price: $118,000
Mortgage: $114,460
Lender: Greylock FCU
Date: 9/25/13

60 Sheffi eld St.
Buyer: FNMA
Seller: Daniel Reed +
Price: $165,899
Date: 9/30/13

128 South St.
Buyer: Scarafoni Financial 
Grp LLC
Seller: Dominick Dasilva
Price: $455,000
Date: 10/11/13

100 Stearns Ave.
Buyer: David Mack Jr
Seller: Peter Cravish
Price: $171,500
Mortgage: $172,122
Lender: Academy Mtg
Date: 10/4/13

37 Waubeek Rd.
Buyer: Jeffrey Lyon +
Seller: William Lyon +
Price: $128,000
Mortgage: $132,000
Lender: Greylock FCU
Date: 9/25/13

65 Wilson St.
Buyer: FNMA
Seller: Jeremy Smith +
Price: $113,437
Date: 9/30/13

71 Wilson St.
Buyer: Greylock FCU
Seller: David Munson Jr +
Price: $106,415
Date: 10/1/13

31 Winesap Rd.
Buyer: Anthony Denovellis +
Seller: Thomas Kelley
Price: $262,000
Mortgage: $235,500
Lender: Adams Community
Date: 10/4/13

1136 Barker Rd. U:67
Buyer: William Powers +
Seller: Bennett Nunberg +
Price: $425,000
Date: 9/30/13

1 Colt Rd. U:10
Buyer: Charles Wetherell +
Seller: Anthony Guillou +
Price: $90,000
Date: 10/2/13

4 Fieldstone Dr. U:4
Buyer: Klanny Lambert +
Seller: George Tillis +
Price: $328,000
Date: 10/11/13

1450 North St. U:402
Buyer: Dheeraj Kaplish +
Seller: Kathleen 
Nagelschmidt +
Price: $128,000
Mortgage: $121,600
Lender: Greylock FCU
Date: 10/11/13

71 S. Church St. U:S202
Buyer: Michael Ende +
Seller: David Carver
Price: $280,000
Date: 10/1/13

10 Sunrise Cir. U:10
Buyer: Thomas Kelley
Seller: Margaret Apkin-Freer
Price: $382,500
Mortgage: $110,000
Lender: Adams 
Community
Date: 10/4/13

200 W. Housatonic St. U:17
Buyer: Daniel Furlano +
Seller: Whaling Properties
Price: $117,000
Mortgage: $93,600
Lender: Greylock FCU
Date: 10/18/13

RICHMOND
210 E. Slope Rd.
Buyer: Howard Graff +
Seller: Paul Sintoni +
Price: $790,000
Date: 10/4/13

234 E. Slope Rd.
Buyer: Paul Lennard +
Seller: Stephen Tosk +
Price: $367,500
Date: 10/4/13

115 Lenox Rd.
Buyer: CSB Service Corp
Seller: Oliver Palma +
Price: $160,000
Date: 10/11/13

2073 Swamp Rd.
Buyer: Asma Abbas +
Seller: James Heil
Price: $267,000
Mortgage: $253,650
Lender: Greylock FCU
Date: 10/8/13

SANDISFIELD
367 Deer Run
Buyer: Steven Lilien +
Seller: Robert Goldner
Price: $325,000
Date: 9/20/13

168 N Beech Plain Rd.
Buyer: James Stanganelli +
Seller: Bayview Loan Svc 
LLC
Price: $90,000
Date: 9/20/13

285 N. Beech Plain Rd.
Buyer: Daniel Stevens +
Seller: Christopher 
Vreeland +
Price: $300,000
Mortgage: $240,000
Lender: Village Mtg
Date: 9/20/13

SHEFFIELD
152 Berkshire School Rd.
Buyer: Philip Gura +
Seller: David Cady
Price: $360,000
Mortgage: $235,000
Lender: Country Bank
Date: 9/27/13

131 Blair Ln.
Buyer: Andrea Chevalier
Seller: Peter Palmer Jr +
Price: $145,000
Date: 10/11/13

801 Clayton Rd.
Buyer: James Mcgraw +
Seller: Jayson Mendoza +
Price: $395,000
Mortgage: $275,000
Lender: Pittsfi eld Coop
Date: 10/8/13

County Rd.
Buyer: Matthew Sardi
Seller: John Rosazza +
Price: $145,000
Date: 10/18/13

725 Polikoff Rd.
Buyer: Richard Pepino +
Seller: Joyce Freundlich 
RET +
Price: $280,000
Mortgage: $220,000
Lender: Lee Bank
Date: 9/27/13

486 Sheffi eld Egremont Rd.
Buyer: Michael Johnston +
Seller: Greylock FCU
Price: $75,000
Date: 10/11/13

135 Sycamore Ter.
Buyer: John Oneil +
Seller: HSBC Bank
Price: $166,599
Mortgage: $192,000
Lender: MountainOne
Date: 9/26/13

STOCKBRIDGE
5 Devon Rd.
Buyer: Jon Irsfeld +
Seller: Charles Tenney
Price: $150,000
Date: 10/15/13

8 Housatonnuck Rd.
Buyer: Peter Ungaro +
Seller: Gerald Lipkin
Price: $203,500
Mortgage: $152,625
Lender: Monument Mtg
Date: 10/11/13

86 Interlaken Rd.
Buyer: Stuart Press
Seller: Don Deno
Price: $2,500,000
Mortgage: $700,000
Lender: Don Deno
Date: 9/16/13

31-A Park St.
Buyer: Ivan Rosa +
Seller: David Jadow +
Price: $220,000
Mortgage: $176,000
Lender: Salisbury B&T
Date: 9/18/13

10 Partridge Way
Buyer: Glenn Bergman +
Seller: Martin Renner T +
Price: $310,000
Mortgage: $248,000
Lender: Pittsfi eld Coop
Date: 10/10/13

5 Shamrock St.
Buyer: Jonathan Williams +
Seller: Douglas Kramer
Price: $269,000
Mortgage: $215,200
Lender: Digital FCU
Date: 9/20/13

19 Hawthorne Rd. U:7
Buyer: Myra Kressner
Seller: Joyce Coffman
Price: $400,000
Date: 10/2/13

WASHINGTON
Washington Mountain
Buyer: Jerome 
Yavarkovsky +
Seller: Phillip Coleman +
Price: $168,000
Date: 10/18/13

WEST
STOCKBRIDGE

9 Maple St.
Buyer: Dan Hazen +
Seller: Deborah Bennett
Price: $295,000
Mortgage: $236,000
Lender: Lee Bank
Date: 9/18/13

2 Moscow Rd.
Buyer: Igor Gomberg +
Seller: Goat Town 
Industries LLC
Price: $275,000
Date: 9/18/13

21 Woodruff Rd.
Buyer: Robert Shaloff +
Seller: Maxine Blake +
Price: $450,000
Mortgage: $337,500
Lender: Wells Fargo
Date: 9/27/13

WILLIAMSTOWN
164 Cole Ave.
Buyer: Mark Reach +
Seller: Rebecca Tucker-
Smith +
Price: $352,000
Mortgage: $281,600
Lender: MountainOne
Date: 10/18/13

104 Forest Rd.
Buyer: Susan Mahler
Seller: Donald Mulhern +
Price: $495,000
Mortgage: $255,000
Lender: Greylock FCU
Date: 10/18/13

718 Henderson Rd.
Buyer: Daniel Spaulding
Seller: Elizabeth Johnson
Price: $105,000
Date: 9/30/13

66 Hoxsey St.
Buyer: Eco Solutions LLC
Seller: Connie Lincoln +
Price: $261,000
Date: 9/26/13

53 Lee Ter.
Buyer: Soledad Fox
Seller: Kenneth Meyer
Price: $220,000
Date: 9/26/13

711 Main St.
Buyer: Erryn Leinbaugh +
Seller: JA Munzer +
Price: $620,000
Mortgage: $589,000
Lender: MountainOne
Date: 10/11/13

1425 Main St.
Buyer: Joshua Swift +
Seller: Peter Davenport
Price: $710,000
Mortgage: $568,000
Lender: Sonali Weerackody
Date: 9/20/13

20 Mount Williams Dr.
Buyer: Ann Clark-Killiam
Seller: Henry Flynt Jr +
Price: $149,000
Mortgage: $119,200
Lender: Greylock FCU
Date: 10/15/13

767 N. Hoosac Rd.
Buyer: FNMA
Seller: Patrick Ryan +
Price: $283,622
Date: 10/4/13

1062 N. Hoosac Rd.
Buyer: Wells Fargo Bank
Seller: Charles Fisk +
Price: $162,623
Date: 9/19/13

349 Syndicate Rd.
Buyer: David Bergeron +
Seller: Kevin Riley +
Price: $120,000
Date: 9/26/13

407 N. Hemlock Ln. U:407
Buyer: EKC FT +
Seller: Kalker Mary Est +
Price: $335,000
Date: 9/23/13

WINDSOR
755 North St.
Buyer: Warren Mayer +
Seller: John Fisher +
Price: $320,000
Mortgage: $250,000
Lender: Adams Community
Date: 10/10/13

1475 Savoy Rd.
Buyer: George Pereira +
Seller: Nicole Pierce
Price: $240,000
Mortgage: $100,000
Lender: Lee Bank
Date: 10/4/13                   ◆
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part of the appeal. Tucked away among the 
wooded hills of rural New Marlborough, the 
bucolic estate remains outside of the reach of 
such modern-day conveniences (or distrac-
tions) as cell phone service.

“This is a perfect property for us,” said 
Will Regan, development director for CMC. 
“In addition to the buildings, the setting is 
very peaceful and serene. That is important 
because people who come to a program like 
this need to have the right environment. This 
property has great views and a lot of acreage 
where clients can walk and enjoy nature.”

Expansion of business model
CMC was founded 10 years ago by psy-

chologists Jeffrey Foote, Ph.D., and Carrie 
Wilkens, Ph.D. They operate the practice 
from an office in Manhattan, and they also 
have an office in Westchester County. CMC 
has a 20-member clinical staff.

Regan is Wilkens’ husband and is a partner 
in Mepal Manor LLC, a corporation formed 
to develop and operate the residential treat-
ment facility. He explained that CMC’s 
programs in New York are conducted on a 
day-treatment basis in their offices. Clients 
continue to live at home and engage in their 
regular activities, while integrating the thera-
peutic sessions into their schedules.

CMC’s new residential center at Mepal will 
accommodate adults who go there voluntarily 
to focus on more intensive treatment outside 
of their familiar environment.

“Most people can benefit from the treat-
ment program in New York on an outpatient 
basis,” said Regan. “However, there is a 
smaller subset of people who need to tem-
porarily stop the clock and get away from 
the stresses in their lives to focus on making 
the necessary changes. Those are the people 
who will be coming here.”

He said that people will stay at the center 
for varying lengths of time, depending on 
their needs. An average stay will be about 
a month. The services at the center will be 
provided on a private-pay basis.

In addition to CMC’s own clients, the 
residential center will serve people referred 
to it by other mental health providers, ac-
cording to Regan. “CMC has a wide reach 
and visibility, and we expect to have referrals 
from all over,” he said. “While patients can 
come from anywhere, we expect that most 
will come from the Northeast.”

Regan said that establishing a residential 
center has been a long-standing goal for the 
practice. “CMC has been wanting to add a resi-
dential program for some time, and four years 
ago we started researching possible sites,” he 
said. “Massachusetts was interesting to us for 
a number of reasons. Jeffrey Foote loves the 
Berkshires, and he steered us here.”

Regan added that before purchasing the 
New Marlborough estate, they had looked at 
a number of properties that had the size and 
other characteristics that would meet their 
criteria for the treatment center.

“There aren’t many grand houses in the 
Berkshires that I haven’t walked through over 
the last couple of years,” he said.

Regan noted that the qualities of the Mepal 
estate are well suited to CMC’s purposes. 
“This really stood out among the several 
sites we looked at in Massachusetts and other 
neighboring states,” he said.

CMC is financing development of the New 
Marlborough center through a combination 
of their own resources, other investment 
partners and the mortgage from Lee Bank. 
With extensive renovations and other costs 
included, the overall investment in the fa-
cility will be about $8 million, according 
to Regan.

Regan’s professional background is in the 
development and operation of restaurants, 
and he is managing the conversion project 
on-site. He noted that this project draws on his 
own business experience, while also being a 
professional change. He has divested himself 
of all but one of his all of his restaurants to 
focus on the center full time.

In addition to his connection with CMC 
through his wife, Regan said he has a personal 
motivation in taking on this role.

“I’m used to working on large-scale en-
trepreneurial projects, so I am familiar with 
that aspect of this,” he said. “But this is also a 
professional change that I’m making because 
I believe in what CMC is doing. The people 
who will be coming here are struggling. My 
own family also struggled with addiction, 
so I believe this is something that is very 
important and worthwhile.”

Renovations and upgrades
Mepal Manor was originally built as 

a residential estate in 1907 by New York 
businessman Hildreth Bloodgood. Since the 
1940s it has had a succession of owners and 
uses, including periods when it was used as 
a campus of two different schools.

Wagstaff and Warren, who also operate 
the nearby Gedney Farm conference and 
hospitality center, purchased the property in 
2000 and established a health spa there.

Regan said CMC is currently doing reno-
vation work on the buildings and adapting 
them for its programs. He said they expect 
to be open and in operation sometime in 
early 2014.

The work they are doing on the buildings 
includes cosmetic updating and redecorat-
ing, as well as more substantial repairs and 
improvements to the roofing, masonry and 
other structural elements and mechanical 
systems. This includes a redesign of the 
main entrance and courtyard to the rear of 
the mansion.

The main mansion has 12 bedrooms, in-
cluding 10 that will be available for single 
occupancy and two that can be used for 
double-occupancy. Regan said they are also 
adding a new handicapped-accessible suite. 
The mansion also includes common areas, 
including a great room, a library and a dining 
room. Regan noted that all of the clients will 
reside in the main house.

CMC is converting the second building 
into administrative and clinical offices, which 
are being built within a section that formerly 
was used as a gymnasium. Other sections of 
the building that were set up for spa services, 
yoga classes, and other wellness-related ac-
tivities will continue to be used for similar 
purposes under CMC’s operation.

Regan noted that CMC plans to add 
some exterior features such as gardens to 
grow produce for the center’s kitchen, but 
otherwise they do not plan to undertake 
additional construction or changes to the 
buildings or grounds. “We’re not adding 
to the footprint of the existing buildings or 
significantly changing how the property will 
look,” he said.

The center will have a staff of about 25 
people. This will include its clinical staff and 

related technical positions as well as house-
keeping and maintenance, a chef and kitchen 
staff and other support positions. 

“The clinical professionals will initially 
come from our own staff, but otherwise we’ll 
be mostly hiring local people,” said Regan. 
He noted that some of the non-clinical ser-
vices available to clients at the center will 
be provided by outside professionals on a 
contract basis.

In its work with clients, the practice 
(motivationandchange.com) uses holistic 
evidence-based motivational techniques. 
CMC’s treatment protocols are intended to 
offer an alternative to traditional treatment 
models for addiction like 12-step programs. 
The specifics are flexible to address the issues 
and goals of individuals.

The program uses methods to help clients 
weigh the costs and benefits of change and 
commit to it for reasons that make sense 
to them. It also uses cognitive-behavioral 
techniques to help them develop the concrete 
skills and strategies to change. The treatment 
helps them to identify stressors and “triggers” 
of their substance use and compulsive be-
havior, and to develop effective coping skills 
for avoiding, reducing and managing those 
issues, and to develop different healthier 
habits and patterns.

While the New Marlborough property’s 
seclusion serves a certain purpose in sup-
porting this approach to treatment, Regan 
noted that isolation of clients is not part of 
the picture.

In addition to the clients’ interaction with 
professional staff, the center is intended to 
provide an environment in which residents 
also support each other.

“There is a level of social interaction and 
engagement that will be a central part of the 
process here,” Regan explained.

The goal in creating this sort of setting, 
he continued, is to allow people to focus on 
their treatment in a way that they can’t do 
in their daily lives. But that does not mean 
avoiding or withdrawing from interaction 
with others.

While unable to provide specific costs, 
Regan said that the residential center’s 
treatment will not be inexpensive. He noted, 
however, that CMC currently attracts a broad 
range of people from differing backgrounds 
and situations for its existing nonresidential 
programs.

“It is expensive to provide this type of 
service,” he said. “But when someone has 
the need to make a serious change in their 
lives, they are very motivated and they find 
a way.”

Regan said the reception the project has 
received from the local community has been 
positive.

“The town and community here have been 
a joy to work with,” he said. “There has not 
been a peep of opposition or criticism. To 
the contrary, we are seeing a lot of outright 
support. When we explain what we’re doing, 
people say they think this is a great use for 
this property.”◆

New role for Mepal
continued from page 1

Set on a hilltop in rural New Marlborough, the 
century-old mansion at Mepal Manor has filled 
various functions over the years – from private 
residence to school to resort. Will Regan (right) 
is overseeing the conversion of the building for 
its new use as a residential center for addiction 
treatment programs. Following a few more months 
of renovations and other preparations, Regan says, 
the center is slated to open in early in 2014.
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