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By John Townes
Berkshire Pathways is a clubhouse with 

a purpose.
Located in a suite on the fourth floor of 53 

Eagle St. in downtown Pittsfield, Berkshire 
Pathways is a nonprofit agency that provides 
people diagnosed with a mental illness with 
job-hunting and other vocational preparation 
services, as well as social support and an 
environment where they can develop overall 
life skills.

Among its other services, Berkshire 
Pathways offers a transitional employment 
program, which provides employers with 
workers, as well as tax credits and other 
incentives.

Berkshire Pathways (413-464-7949) is 
operated by Human Resources Unlimited 
(HRU), an agency based in Springfield (www.

hru.org), which established the local service 
in July 2013. It has a six member staff, cur-
rently headed by interim program manager 
Donna Sorensen.

Berkshire Pathways is based on the 
“clubhouse” model of service delivery. A 
clubhouse is a community that has been 
intentionally organized to support people 
living with the effects of mental illness, such 
as bipolar disorder or schizophrenia, among 
other conditions.

Its purpose is to provide a framework that 
combines self help and group activities, to 
encourage and enable participants to lead 
full and productive lives.

A primary goal is to help members to 
pursue and gain employment. This includes 
helping members to develop and apply 

continued on page 16

By Brad Johnson
“Matchmaker, matchmaker, make me a 

match…oh, and can you do it in 12 minutes 
or less?”

In what sounds like a mash-up of Old 
World convention and contemporary speed 
dating, a new kind of matchmaking will 

be taking place at 
the Crowne Plaza 
Hotel in Pittsfield 
in early December. 
Not with a Fiddler 
on the Roof, but 
with bankers in the 
ballroom, along 
with other lending 
organizations and 
business counsel-

ing services – all of whom will be ready to 
talk with potential business borrowers or 
those looking for guidance on their existing 
or proposed ventures.

All this and more comes in the form of 
“Capital Matchmaking/Business Coaching, 
a Business Borrower-Lender Matchmak-
ing Event,” which is being presented by 
the Springfield branch office of the U.S. 
Small Business Administration (SBA), in 
conjunction with the Berkshire office of the 
Massachusetts Small Business Development 
Center (MSBDC) Network, and the Berkshire 
Chamber of Commerce. The free program 
will be held on Dec. 2 from 1 to 4 p.m. in 
the Crowne Plaza’s grand ballroom.

“It’s a take on the speed-dating concept,” 
explained Oreste Varela, branch manager of 
the Springfield SBA office, referring to those 
social events where singles pair up at a table 
for a few minutes of chat before moving on 
to the next station and repeating the process

 continued on page 12

making 
matches
New SBA ‘speed-dating’ program 
looks to connect businesses with 
resources they need for success

pathways to social engagement

Agency’s ‘clubhouse’ model fosters life skills 
among ‘members’ impacted by mental illness 

Carrie and Michael Oring have left 
established careers in health care and 
law to take on their new role as owners 
of The 1896 House lodging and dining 

complex in Williamstown.

By Brad Johnson
For many professionals who voluntarily choose to pursue what 

is colloquially referred to as a “second career,” there is often a leap 
of faith involved that adds a certain edge to the process. After all, 
giving up the safety and security of a steady job for the uncertainty 
of a new line of work can be rife with risk.

Such is the case with Michael and Carrie Oring. When they 
decided to take a break from their established careers in law and 
health care, they followed their heart and focused on fashioning a 
new life in the hospitality trade.

“We both decided that we wanted to do something different, 
but where we would still be involved and engaged,” Michael Or-

ing said. That decision led the couple on a path from their former 
Maryland home in the Washington, D.C., metro area to what has 
become their new residence in the innkeepers’ quarters at The 1896 
House in Williamstown.

And, while it remains to be seen how this change of venue and 
occupation plays out over the long term, the Orings are betting on 
a storybook finish of “happily ever after.”

That sentimental phrase, Michael Oring explained, is behind the 
name of HEA Enterprises LLC, the real estate holding company 
they established for the purchase of the multi-component lodging 
and dining complex earlier this year.

continued on page 18

Leap of faith leads to new life in hospitality trade

Donna Sorensen (left), interim program manager, and Francine Mead, senior employment coordinator, are 
among the key staff at Berkshire Pathways in downtown Pittsfield. They are shown here in the agency’s 
career and education unit, where a Berkshire Pathways member researches employment options.

The free 
program will be 
held on Dec. 2 

from 1 to 4 p.m. 
in the Crowne 
Plaza’s grand 

ballroom.
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housie Market fills variety 
of needs, niches in village

By John Townes
The vacant space left by the closing of 

the Corner Market in a commercial block 
in the central village of Housatonic didn’t 
stay empty for long.

It has been filled by a new commercial 
occupant that offers a more contemporary 
version of the site’s former role.

After an extensive renovation of the 
interior and exterior, The Housie Market & 
Cafe opened in the space at 226 Pleasant St. 
in late June.

In addition to offering a selection of retail 
convenience and grocery items, The Housie 
Market & Cafe serves breakfast, lunch and 
snacks from 6:30 a.m. to 4 p.m. weekdays 
(the store remains open until 6 p.m.). It is 
also open from 8 a.m. to 5 p.m. on Saturday, 
and 8 a.m. to 4 p.m. on Sunday.

Owner Amy Hagerty said The Housie 
Market (413-274-0261 and Facebook page 
The Housie Market) is a mix of the familiar 
staple fare of a small neighborhood grocery 
and cafe, but with an individualistic twist.

As an example, one of its menu items is a 
sandwich made with peanut butter and kimchi 
(a Korean staple made with fermented cab-
bage and other vegetables).

“I wanted to revive the old Corner Mar-
ket into something completely different – a 
casual corner eatery with healthy meals, 
convenience items, snacks for the neigh-
borhood kids, and coffee for the bus stop 
parents outside,” Hagerty said. “But I also 
want people to get in their cars and make a 
special drive to Housatonic for the Housie 
Market & Cafe experience.”

In an earlier culinary venture, Hagerty 
founded the original Baba Louie’s in Great 
Barrington in 1995, which became a popular 
variation of a pizza restaurant with an em-
phasis on unique mixtures of fresh, healthy 
ingredients. She operated it until selling it 

to Paul Masiero in 2001. (That business has 
subsequently been expanded with additional 
restaurants in Pittsfield and Hudson, N.Y.)

Hagerty – who said she has an inclination 
to start, build and eventually sell businesses 
– subsequently operated a clothing store, Dry 
Goods, in Lenox for six years.

She said she was drawn by the opportunity 
to open a business in Housatonic.

“I love Housatonic, and this space was 
a chance to get back on the horse and start 
another restaurant,” Hagerty said. “How-
ever, I didn’t want to just go back into the 
restaurant business. I only wanted to do 
it if I could offer something unique. So I 
thought about it and 
came up with this con-
cept. We’re offering a 
menu that no one else 
is doing.”

She purchased the 
site of the Corner Mar-
ket as a business condominium, which she 
cleared out and extensively renovated and 
remodeled. It has 20 seats, including a lunch 
counter and tables, with additional outdoor 
seating in the summer. It also contains a Kid’s 
Corner in one section.

The Housie Market has a contemporary 
look that reflects both the rustic character 
of the region and the industrial heritage of 
Housatonic. For example, Hagerty obtained 
fire doors from a local lumberyard site and 
converted them into a counter.

“I’d describe it as industrial, but cozy and 
warm,” said Hagerty.

She has a staff that ranges from five to 
eight people, depending on the season.

Hagerty said in both the cafe and market 
sections, she offers a mix of familiar staples 
but also emphasizes the use of fresh, healthy 
ingredients, and products of local growers 
and food producers. “It’s still a market for 
the community, but we also have alternative 
products,” she said.

The menu includes breakfast bowls and 
sandwiches, ranging from the basics, such 
as an egg, bacon and cheddar sandwich to 
more unusual items. Meal prices range from 
about $5.50 to $8.

One specialty is the Diamond in the Rough, 
a dish Hagerty developed that includes a hard-
boiled egg baked inside a buttermilk biscuit 
mixed with Asiago and other cheese, bacon 
and garnishes with a side of salsa. Other 
unique items include an Egg and Polenta bowl 
and Rice Porridge with scallion and egg.

The lunch menu features traditional 
build-your-own deli sandwiches, as well as 
pre-designed items such as an Egg Salad and 

Asiago Sandwich, and a Pork Tenderloin 
Sandwich with sesame, cilantro and jalapeno 
mayonnaise. Sandwiches are available in a 
variety of breads and wrappings.

Also available are salads, baked goods 
and snack items. The cafe also serves beer 
and wine.

Hagerty said she is considering additional 
options for the business, including expand-
ing with dinner service on certain nights, 
and sponsoring cooking classes and other 
activities.

Hagerty said she was drawn to the location 
for both personal reasons and a belief that 
Housatonic is undergoing a renaissance.

The village, which 
is located a few miles 
west of Route 7 be-
tween Great Barrington 
and Stockbridge (and 
is technically part of 
Great Barrington), is a 

small community that was once an industrial 
settlement.

It has become a low-key but popular place 
to live over the past decade or so, offering 
the qualities of a traditional community along 
with the diversity of a local arts scene and 
other ventures.

Hagerty lived there in the 1990s, and has 
recently moved back to the village.

“It’s a great place for young families,” she 
said. “I raised a daughter here.”

She believes it is currently experiencing 
a fresh wave of renewal and new business, 
such as the nearby Pleasant & Main restau-
rant and store, which opened earlier this year 
(July 2014 BT&C).

Hagerty is confident Housatonic has the 
potential to support a variety of businesses, 
both to serve the local population and as a 
destination for visitors.

“People are swarming to live here, and it’s 
ready for more businesses,” she said. ”The 
more the merrier.”

Hagerty said her experience in her first 
months in business have supported that belief. 
She said The Housie Market has become a 
popular gathering spot for local residents and 
workers, as well as passersby and people from 
other sections of the Berkshires who make 
the trip specifically to eat there.

“The summer was great,” she said. “We’ve 
been busy and have attracted many regulars, 
and that’s continued into the fall.”

Hagerty noted, for example, that young 
people frequent the store for snacks. ”In the 
afternoons, kids get off the bus and stop in,” 
she said. “That’s the best, because I want this 
to be a place for everyone.”◆

Amy Hagerty has transformed the commercial space in central Housatonic formerly occupied by the 
Corner Market into a multi-faceted and eclectic enterprise known as The Housie Market & Cafe.

“I didn’t want to just go back 
into the restaurant business. I 
only wanted to do it if I could 

offer something unique.”
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Introducing: the BerkShares Board

visit www.berkshares.org to see the full Board of Directors

“A LL OF OUR LOCAL BUSINESSES should trade in BerkShares,” says Catherine Chester, an 
attorney at Hellman Shearn & Arienti LLP. In her view, BerkShares help to combat 
one of the main challenges that face the Berkshires. “We have an aging and a declining 

population, and BerkShares put our region on the map in a new way—not just for the arts or 
for the scenery, but for the economy.” In her view, the kind of vibrant and diverse Main Street 
culture that BerkShares support—both directly and indirectly—is what will draw new busi-
nesses and new people to the area.

It worked on Brian Hailes. �ough British by origin, Hailes worked in the telecommunica-
tions business in Atlanta for thirty years. He and his wife Monica only recently moved to the 
Berkshires. “We came for the music, but when we saw the vitality of the region we decided to 
stay.” BerkShares immediately caught his attention. �is self-described “globalist” sees nothing 
contradictory about his enthusiasm for global trade and his support for BerkShares. “BerkShares 
are a means of stimulating trade in the local economy without subsidies, without trade barriers, 
and without a cost to anyone unless someone in the chain decides to cash out—and even then 
it’s only 5%. Stimulating the local economy is of course in my best interest because I live here 
and I want a vibrant place to live. �at, to me, is a very attractive economic model.”

Kate Chebatoris, too, is a transplant to the Berkshires. “My husband and I moved to Egremont 
because we thought it was a good place to bring up our son. BerkShares were launched shortly 
after we got here, and they just seemed to express what a wonderful progressive community we 
were in.” Chebatoris designs sweaters for big companies, sending the technical specs to factories, 
where sometimes tens of thousands of her sweaters are made at a time. As a member of the 
Board of BerkShares, she wants to turn her attention to the local supply chain. She points to 
the huge potential to grow �ber in the Berkshire Hills, but explains that we need to develop the 
end product and the market. “�e idea needs to cook and percolate and �nd its level. It’s about 
paying the real cost for our clothes, not paying the cost of having a third-world labor force make 
our clothes, which come with all those carbon miles attached. I know it’s ambitious, but I’d like 
to set the seed and start nursing it through to see where it will go.”

As the owner of Equinox Farm, Ted Dobson has probably grown a large portion of the greens 
that you have eaten at local restaurants over the past thirty years. To Dobson, BerkShares is a nat-
ural and necessary element in a larger movement towards a “full-on ecological system” that can 
provide the fundamentals of food, fuel and �ber for our County. “If we continue on this path 
of—dare I say it—food self-su�ciency, we could feed the whole county using 500 acres or fewer. 
BerkShares is a currency that actually re�ects an understanding that we can do things for our-
selves. �ey re-emphasize the value of local production. And that’s my motive for participating.” 

Otis Denner-Kenny’s family owns and operates an organic vegetable farm called Little Seed 
in Chatham, NY. His upbringing has taught him the power and importance of community 
self-reliance. “I see BerkShares as a way that we can self-promote and build community values 
into our local economy. I think it’s important for people to be able to decide for themselves 
what kind of currency they want to use, instead of just having one option that is controlled by 
a central authority.”

“BerkShares are a very exciting venture; they really de�ne the creative things that we do so well 
here,” says Jennifer Tabakin, Great Barrington’s Town Manager. “Our region displays a unique 
combination of support for our community, our local businesses, and our environment. So 
much of what we consume is not made locally, and there’s a growing awareness of the associated 
cost to our economy, our incomes, and our ability to work together.” Often, Tabakin says, en-
trepreneurial opportunities can be generated when we look for ways to reduce the distance that 
our goods travel to get to us. “�e U.S. is in need of places to model ways to support the growth 
of appropriately scaled small businesses. �at’s really the heart of what we are doing here in the 
Berkshires, and so it’s really important for us to succeed.”
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news & notes from the region

Multicultural BRIDgE gets 
behind book on diversity

By John Townes
As part of its mission to increase awareness 

and appreciation of diversity, the Multicultural 
BRIDGE organization is publishing a book of 
profi les and photographs of county residents, 
ranging from local natives with deep family 
roots in the Berkshires to people who have 
been transplanted here more recently.

Titled Berkshire Mosaic – a Multicultural 
BrIdGe Living history Project, the book 
will contain about 50 profi les of individuals 
of diverse ethnic and cultural backgrounds, 
ages and circumstances.

“The mission of BRIDGE is to embrace 
the diversity and different experiences of the 
people who live here, and this book is one 
way to do that,” said 
Gwendolyn Hampton 
VanSant, executive di-
rector and co-founder 
of the community-
based nonprofi t orga-
nization that provides 
cultural literacy and 
diversity training and 
other programs and 
activities.

The purpose of the 
book, she said, is to 
create an overview 
of the community at 
this point in time, to 
acquaint people with 
the variety of people 
who live and work here, and to encourage 
a sense of shared community.

VanSant noted that the title also refl ects a 
goal of multiculturalism.

“Mosaic is an alternative to the traditional 
idea of America as a ‘melting pot,’ in which 
different groups melt together into similar-
ity,” she said.

Rather, she explained, America is a mosaic 
of people who become part of the overall 
pattern and shared goals of the nation, but 
also maintain and celebrate the heritage and 
identity of their backgrounds.

The organization plans to self-publish the 
book in 2015.

In addition to $2,000 raised from other 

sources to help to defray the expenses of 
developing, producing and printing the 
book, BRIDGE has been conducting a fund-
raising drive on the crowdsourcing website 
Indiegogo.com that started in September.

Their goal has been to raise $5,000 by 
Nov. 20. People who pledge at least $20 
will receive a copy of the book when it is 
printed. There are additional incentives for 
larger amounts, including commemorative 
tote bags and bookmarks.

VanSant noted that, unlike some crowd-
sourcing sites, on Indiegogo they are able 
to collect all of the money that has been 
pledged, regardless of whether they raise 
the full amount by the deadline.

“People can also contribute to the project 
after the Indiegogo drive is fi nished,” she 
added.

VanSant said that the book itself is also a 
fund-raising initiative. 
Money that is earned 
from sales (over the 
production costs) will 
benefit the programs 
of BRIDGE.

The book project 
originated in 2012 in 
a conversation between 
VanSant and Kate Ab-
bott, a member of the 
editorial staff of the 
Berkshire eagle news-
paper. They discussed 
the idea of profi ling a 
cross section of county 
residents, which led to 
a series of columns in 

the newspaper, and a related blog, called 
On The Bridge written and photographed 
by members of the eagle staff, freelancers 
and others.

“After it had been running for a while, 
people said these stories should all be col-
lected in one place, and that led to the book,” 
said VanSant. “It’s an anthology.”

She noted that, in addition to the experi-
ences of the individuals, the profi les cover the 
family backgrounds of the subjects, includ-
ing those whose families have been in the 
Berkshires for generations, as well as those 
who arrived from elsewhere. “It’s a living 
history project,” she said.

VanSant and Abbott edited the book. Nick 

Davies is also working on its production and 
design, and others have also assisted with 
the project.

There is also additional material, including 
commentaries by VanSant, Abbott and other 
community members.

VanSant noted that one goal is for the book 
to be used in local schools as an educational 
resource. “It includes references and a reading 
guide and other supplemental material that 
can be used as the basis of an educational 
curriculum by schools,” she said.

VanSant said the preparation of the book 
is in its fi nal stages, and their goal is to print 
and release it by next spring.

She said the plan is to print and distribute 
about 200 copies of the book initially. In addi-
tion to the advance sales of copies, they hope 
to sell it in bookstores and other venues.

One advantage of self-publishing, she 
noted, is that once the book has been pre-
pared for publication, additional copies can 
be printed in the future as needed.

For information about Multicultural 
BRIDGE, go to www.multiculturalbridge.
org. The site also includes a link to the  
Berkshire Mosaic project and the Indiegogo 
fund-raising page.◆

An Indiegogo campaign is being used to raise funds 
for the Berkshire Mosaic project. Contributions 
can still be made past the Nov. 20 deadline.

Mark McKenna Heather Bartini Erin Carlotto
Business Banking Personal Banking Mortgage Banking
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HOLIDAY PARTIES
Award-winning cuisine and superior 
service in a spectacular setting for 
company and family holiday 
gatherings of all sizes. 
 Call our Sales Department at 
(413) 637-1662 to plan an 
event to remember.

GIFT CARDS
A perfect way to send holiday 
cheer and thank your employees, 
clients, and colleagues in a unique way! 
To order, call (413) 881-0736.

Karma
and shadows
follow one
everywhere .
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By John Townes
Classical Tents & Party Goods has packed 

up their wares and moved from Lenox to 
Pittsfi eld.

The event-supply rental business relocated 
this summer from its former quarters in a 
12,000-square-foot leased facility in Le-
noxdale to a 20,000-square-foot building it 
purchased at 43 Downing Industrial Pkwy.

The business provides rentals of tents and 
other supplies and equipment for weddings, 
parties and other events. They carry linens, 
dishes, fl atware, fl ooring, lighting, tables and 
other furniture and items.

The move was prompted by a combination 
of factors, according to Katherine Lockridge, 
who, with her husband Ben Naylor, owns 
the business. “We needed a space that was 
larger and more modern and better suited to 
our needs,” said Lockridge. She noted that a 
signifi cant rent increase at their prior location 
was also a factor.

After a lengthy search, they came upon a 
vacant building in the Downing Industrial 
Park (off Hubbard Avenue on the city’s east 
side) which had previously housed a plastics 
manufacturing operation. On June 20, they 
completed their purchase of the property for 
$750,000 from Rufo Plastic Products LP. 
Financing was provided by NBT Bank.

Lockridge noted that the building is in 
good condition, but required some work to 
modernize and tailor it to their needs. She 
estimated the cost of renovations and reloca-
tion at about $115,000.

Several upgrades
She said the new, larger facility has en-

abled them to upgrade their operations in a 
number of ways. 

In addition to providing more storage 
room for their inventory, the move has en-
abled them to enlarge their showroom and 

pitching tents in pittsFielD
Rental fi rm fi nds new home in former plastics facility

customer service area. On another front, 
the facility has four loading docks for the 
company’s fl eet of trucks, compared to one 
at the previous site.

Lockridge noted that parking for visitors 
and staff is also improved, with large paved 
areas instead of the dirt lot that was used in 
Lenoxdale.  

The spacious warehouse storage area has 
two sections: one dedicated to housing the 

company’s tents, and one for its other as-
sorted inventory.

Lockridge noted that they turn off the heat 
in the section that houses the tents during the 
colder months, when they are not being used. 
“In addition to reducing our utility bill, it’s 
better for the tents to be kept in an unheated 
environment,” she said.

Another operational advantage of the new 
location comes from being on the city’s water 
system, as opposed to the prior location’s 
well water. Lockridge explained that this 
reduces the labor involved in cleaning the 
company’s glassware by eliminating most of 
the spotting that persistently occurred when 
washing with well water.

The improved showroom allows them 
to display their inventory better, and offers 
other features to enhance their ability to 
serve customers.

The showroom, which is on the second 
fl oor of the building’s front offi ce section, 
includes lighted display cases as well as 
several sample table settings featuring vari-
ous products and supplies.

“People can see the selection of china, 
fl atware and other settings, and they can 
dress the tables to see what they like,” 
Lockridge said.

The larger space also allows Classical 
Tents to handle customer traffi c more effi -
ciently on busy days, when they often have 
back-to-back showings.

“We now have a screen that can drop down 
to create a separate meeting room,” Lockridge 
explained. “So, if one group wants to spend 
additional time when another group is coming 
in, we now have a separate room where they 
can go to discuss their options.”

Classical Tents & Party Goods (413-
443-2222 or www.classicaltents.com) was 
founded in 1986, and was purchased by 
Lockridge and Naylor in 1995. It had been 
based in Lenoxdale for 10 years, and before 
that was in Lee.

The company currently has eight year-
round employees, with the staff increasing 
to 22 during the busy season from April to 
October.

Lockridge said they decided to purchase 
the Pittsfi eld site after exploring various 
options. “We’ve always been based in south 
county, and we initially looked there, but there 
are not a lot of 20,000-square-foot buildings 
with loading facilities around,” she said. “We 
were a little nervous about leaving there. 
However, Pittsfi eld is a central location, and 
people from south county have been able to 
fi nd us here.”

Lockridge said the relocation required 
several months of planning, with the prepa-
ration and move conducted in steps during 
the summer.

“It was very challenging, because the move 
was occurring simultaneously with the height 
of the season, during our busiest year ever, 
and we couldn’t lose a week or even a day of 
work,” she said. “We were coordinating the 
plumbers, electricians and other vendors, and 
moving our equipment and inventory while 
we were also handling our rental work.”

They managed to accomplish it, while 
only having to close for four days for the 
fi nal stage of the move.

Bigger weddings 
In addition to the relocation, Lockridge 

said the business has been going through 
several other transitions.

Classical Tents & Party Goods handles 
many types of events including corporate 
gatherings, birthday parties, charitable func-
tions and small private parties. The mainstay 
of their business, however, is weddings.

Lockridge said that they have been serv-
ing an increased number of larger weddings 
this year. She attributed that, in part, to an 
improvement in the economy.

“The recession scared people, and they 
were less inclined to have large weddings,” 
she said. “Now, the economy is fi nally get-
ting healthier, and as a result weddings are 
getting bigger and more elaborate. Now, more 
people are willing to plan weddings of 200 
people or more.”

She said that her business has also placed 
more of its marketing emphasis on attracting 
larger weddings.

In addition, she said, in recent years the 
collaborative efforts of sponsors of the Lenox 
Wedding Tour (now known as the Berkshire 
Wedding Tour) have been raising the profi le of 
the county as a destination for weddings.

Lockridge said that they are planning other 
behind-the-scene changes in their staffi ng 
structure and the way they handle their op-
erations to better serve this market. 

She noted that her business is very heavily 
service oriented. “We have succeeded be-
cause of our emphasis on customer service,” 
she said. “We’re always looking for new ways 
to better serve the customer.”

Despite the stress and pressure of complet-
ing the move, Lockridge said it has been well 
worth the effort, and they are happily settled 
into their new site.

“We’ve loved being a part of the southern 
Berkshire community,” she said. Now that 
we’re in Pittsfi eld, we’ll get to call all of 
Berkshire County our home.”◆

Right: The 20,000-square-foot former plastics man-
ufacturing facility at 43 Downing Industrial Pkwy. is 
now home to Classical Tents & Party Goods, which 
purchased and moved to the building this summer 
after operating for several years in Lenoxdale. 
Below: One of the advantages of the new facility is 
a more spacious showroom, where co-owner Kath-
erine Lockridge (right) and senior rental coordinator 
Michele Hotchkin are seated at one of the sample 
table settings. The space allows customers to view 
and try out multiple options for their events.

★ 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 fi lings, full compliance and more.
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holiday Farmers’ Markets 
stretching into new year

By John Townes
Berkshire Grown is expanding on what 

has become an annual holiday tradition, by 
extending the calendar of its Holiday Farm-
ers’ Markets where local growers and food 
producers can sell their products to consum-
ers in the winter.

In addition to its established and popular 
Holiday Farmers’ Markets in November and 
December, the organization is sponsoring two 
additional events in January and February.

These will be held during three-day holi-
day weekends around Martin Luther King 
Jr. Day and Presidents Day (which, by a 
coincidence of the calendar, also includes 
Valentine’s Day).

Barbara Zheutlin, executive director of 
Berkshire Grown, explained that the No-
vember and December markets have been 
successful both in terms of attracting the 
public and in participation by vendors.

“The Holiday Markets have been very 
popular, and people have said they wanted 
more,” said Zheutlin. “So we have decided 
to add two new markets this winter.”

Berkshire Grown is a nonprofit, commu-
nity-based organization that supports and 
promotes local agriculture and the food 
production economy. Its mission is to help 
expand the market for locally grown and 
produced food through events, workshops, 
promotions, advocacy, and education.

First held in 2009, the Holiday Farmers’ 
Markets are intended to expand the sales 
season for local growers and producers, and 
to offer area residents a venue to purchase 
local food for their holiday meals, as well as 
for gifts for the holiday season.

“Berkshire farmers tell us that the Berkshire 
Grown Holiday Farmers’ Markets have be-
come a essential source of income for them,” 
said Zheutlin. “Also, in addition to a place 
to buy local foods, the markets have become 
community events and a holiday tradition for 
many people.”

The markets feature late-season produce, 
as well as meat, cheese and other dairy prod-
ucts, and value-added food products such 
as bread and baked goods, jams, chutneys, 
maple syrup, honey and other items from 
producers in the region. The markets also 
carry wreaths, woolen goods, yarn, candles 
and other gift and holiday items made by 
local farmers and producers

Since their inception, there have been four 
markets, with two each in Great Barrington 

and Williamstown, that are held on a weekend 
in mid-November and mid-December.

The same schedule holds true for the 
upcoming events, which begin with Holiday 
Farmers’ Markets on Nov. 22 at Monument 
Valley Middle School, 313 Monument Valley 
Rd., in Great Barrington; and on Nov. 23 at 
the Williams College 
Towne Field House, 
82 Latham St., in Wil-
liamstown. These are 
followed by markets on 
Dec. 13 in Great Barrington and on Dec. 14 
in Williamstown, both at the same venues. 
All markets are from 10 a.m. to 2 p.m., and 
admission is free. 

In addition to products for sale, the events 
feature other activities. The Great Barrington 
market on Nov. 22 will feature the Fiddling 
Femmes playing traditional fiddle tunes at 11 
a.m. and Hicks O’Lydian at noon. Children’s 
activities will include a find-the-rutabaga 
scavenger hunt and hands-on snack-making 
with Food Adventures. The Nov. 23 Wil-
liamstown market will feature traditional 
acoustic music by the MoCA jam band and 
face painting and seasonal crafts activities 
for children.

Zheutlin said that the growing attendance 
and number of vendors are solid indicators 
of the popularity of these events.

She noted that last year the November 
market in Great Barrington attracted 1,300 
people and the Williamstown market drew 
about 1,500.

New markets in south county
Once the November and December 

markets have been held, and the traditional 
holiday season gives way to the long stretch 
of winter ahead in the new year, farmers 
and shoppers will now have two additional 
opportunities to connect – at least in south 
county.

The new Holiday Farmers’ Markets will 
be held in Great Barrington at Monument 
Valley Middle School, on Jan. 17 and Feb. 
14 from 10 a.m. to 2 p.m.

Zheutlin said that they decided to hold 
these markets in Great Barrington after 
researching the options.

“We did a survey of vendors in the Holiday 
Markets to find out how many would be inter-
ested in participating in markets later in the 
winter,” she said. “There was more interest 
among vendors in the southern part of the 
county, so we decided to concentrate this year 
on the Great Barrington market.”

She added that Jane Iredale, the president 
and founder of Iredale Mineral Cosmetics in 

Great Barrington, agreed to be a lead sponsor 
of the new winter markets.

Zheutlin emphasized that the January and 
February markets are also open to vendors 
from the northern Berkshires.

Given the time of year, she said that there 
will be less perishable produce in the January 

and February markets, 
and the emphasis will 
be more on preserved 
and non-perishable 
foods and other items.

She noted, however, that the availabil-
ity of some winter produce is on the rise. 
“More farmers are extending their growing 
season with the use of greenhouses and hoop 
houses,” she said.

Co-sponsors of the Holiday Farmers’ Mar-
kets include Iredale Mineral Cosmetics, the 
Massachusetts Department of Agricultural 
Resources, and Williams College. Other 
support has been provided by the William-
stown Chamber of Commerce, Berkshire 
Co-op Market, Berkshire Organics, Greater 
Berkshire Agriculture Fund of The Carrot 
Project, Guido’s Fresh Marketplace, Kimball 
Farms, Kripalu Center for Yoga & Health, 
and Sweet Brook Farm.◆

Berkshire Grown is sponsor-
ing two additional events in 

January and February.

24 Hour Monitoring & Emergency Service
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326 Springside Ave., Pittsfield, mA
413-445-4030 • 800-370-2525

 STOP & SHOP PLAZA, MERRILL ROAD, PITTSFIELD
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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...

If you eat poison,
don't forget to

lick the plate clean .
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Massachusetts Museum of Contemporary Art (MASS MoCA) in North 
Adams has unveiled the specifics of a major expansion, as the culmination 
of a three-decade public-private project to repurpose its 16-acre complex 
of 26 historic mill buildings as a mixed-use center for contemporary per-
forming and visual arts and commercial activity.

This third phase of the overall project encompasses physical renova-
tions and programming initiatives that include long-term installations and 
changing exhibitions, artist residencies, expanded art fabrication facilities 
and improved music festival amenities, among other features.

The project will be funded by a new $25.4 million state infrastructure 
grant, supplemented by private funds raised in MASS MoCA’s $30 million 
drive, known as the “Confluence Campaign” (some $13.5 million has been 
pledged or raised to date in the Confluence Campaign).

One major addition will be a series of temporary exhibitions, long-term 
installations, and scholarly programs, including a partnership with the Robert 
Rauschenberg Foundation, focusing both on artworks by Rauschenberg 
and on work by other established and emerging artist. Other prominent 
artists with an ongoing presence will include Laurie Anderson, Jenny 
Holzer, Louise Bourgeois, James Turrell and Gunnar Schonbeck (of The 
Bang on a Can Festival).

These long-term installations will occupy some 90,000 square feet of 
gallery and public circulation space. In addition, the Phase III refurbish-
ments will include renovation of 20,000 square feet of additional exhibition 
space to augment MASS MoCA’s existing 120,000 square feet of galleries 
dedicated to seasonally changing exhibitions.

There will also be enhanced visitor and artist-hosting amenities, including 
rehearsal rooms and other concert and music festival support facilities. In 
addition there will be conferencing and meeting facilities for professional 
conferences and private social functions. A system of bike paths, includ-
ing new bridges across the Hoosic River, and other infrastructure will also 
bolster MASS MoCA’s physical connections to the community.

The Phase III renovations are expected to commence in summer 2015, 
with the new programs and renovated facilities opening to the public by 
mid-2017. The architects are Bruner/Cott and Associates of Cambridge, 
who were also the designers of MASS MoCA’s first two phases.

Details of the project were slated to be formally announced in a press 
conference scheduled for Nov. 17 (which coincided with the press time 
for this issue of Berkshire Trade & CommerCe).

Earlier in the month, it was also announced that MASS MoCA has been 
awarded a $500,000 three-year grant from The Andrew W. Mellon Founda-
tion to support the creation and presentation of new work at the intersection 
of the visual and performing arts through its Confluence Artist Residencies, 
which will host two residencies per year dedicated to the creation of new 
interdisciplinary work. It leverages the museum’s existing technical and 
production residency program, Made at MASS MoCA.

The Mellon initiative targets projects that cross over between the 
performing and visual arts and will increase MASS MoCA’s services, 
facilities, expertise, and audience interactions with artists whose works do 
not fit easily into a narrow definition of art. The chosen projects require, 
on average, three-week residencies and involve multiple artists and their 
respective support staff. 

The first full-scale Confluence Artist Residency will occur between 
Feb. 20 and March 8, 2015, when dancer/choreographer Lucinda Childs, 
architect/artist Frank Gehry, and composer John Adams will be in resi-
dence at MASS MoCA to reconceive available Light, a work originally 
created in 1983.

Over the course of the Mellon-funded project, MASS MoCA will also 
offer two specialized Confluence Internships for those interested in pursu-
ing a career at the junction of the visual and performing arts. Confluence 
interns are trained and mentored in all areas of production, in a program 
modeled after MASS MoCA’s visual arts internship program with Williams 
College and the Clark Art Institute.◆

MASS MoCA unveils details of phase III expansion

Carr Hardware & Supply Co., with four loca-
tions in Berkshire County, has been featured in the 
November issue of hardware retailing Magazine 
as one of the five profiles of independently owned 
hardware stores. It is featured for its strong niche 
business operations, including its MRO (mainte-
nance, repair and operations) doing business as 
Carr Supply, and its rental business, Carr Rental. 
The international industry publication interviewed 
vice president and co-owner Bart Raser, who spoke 
about the various transitions of the business since 
Carr Hardware opened in 1928.

Berkshire United Way has significantly 
upgraded its website (www.berkshireunitedway.
org). The new version allows for mobile compat-
ibility, and adds social media interactivity, custom 
designs to help reinforce Berkshire United Way’s 
key messages, embedded video placements on the 
home page, and other features. It also includes a 
new option to donate to Berkshire United Way 
through a user’s bank account. The plan to launch 
a new website was part of Berkshire United Way’s 
2013-2016 strategic plan.

The Norman Rockwell Museum in Stock-
bridge has received a competitive grant of $150,000 
from the Institute of Museum and Library Services 
under the federal agency’s Museums for America 
Program. The grant supports a new project called 
“Norman Rockwell’s World,” which will utilize 
software and creative production to create in-
teractive multimedia experiences related to the 
museum’s collection of Rockwell’s work.

Berkshire Medical Center has been desig-
nated as a Center of Excellence in Minimally 
Invasive Gynecologic Surgery (COEMIG) by 
the American Association of Gynecologic Lap-
aroscopists and Surgical Review Corporation. In 
addition, Daniel Barraez-Masroua, MD, Andrew 
Beckwith, MD, Robert Benner, MD, Herbert Kan-
tor, MD, and Cassandra Service, MD, have earned 
the prestigious COEMIG designation. They are 
members of the BMC medical staff and practice 
with Berkshire OB/GYN Associates.

Elder Services of Berkshire County has an-
nounced this year’s sub-grants to other organiza-
tions through funding from Title III of the Older 
Americans Act, to fund services and workshops 
which expand the availability of services for 
Berkshire seniors and caregivers. They include 
funds for the Alzheimer’s Association Caregiver 
Education Series, which will be presented at Elder 
Services. Others include six-hour caregiver train-
ing through Berkshire Area Health Education 
Center, and community legal aid through the 
Berkshire Elder Law Project, and registered 
nurse in-home visits by Porchlight Visiting Nurse 
Association for single visits to people not covered 
by Medicare. Other grants include temporary relief 
services for caregivers by Molari Home Health 
Care, a fall-prevention program provided by the 
Northern Berkshire YMCA, and an  exercise 
class sponsored by the Pittsfield Family YMCA. 
Individuals interested in any of these programs 
may call Louisa Weeden at 413-499-0524.

SABIC Innovative Plastics in Pittsfield will 
contribute up to $25,000 to schools or not-for 
profit organizations in the Berkshires to sup-
port science, technology, engineering and math 
(STEM) education or environmental programs. 
Applications are due by Dec. 5. For information, 
visit kbam.geampod.com/KBAM/Reflection/
Assets/19774_8.pdf.

The 2015 Berkshire International Film 
Festival (BIFF) has issued a call for submissions 
for feature, documentary and short films. Selected 
films will be chosen by the end of March and 
announced in April. The 10th annual BIFF will 
be held May 27-31, 2015 at the Triplex Cinema, 
and the Mahaiwe Performing Arts Center in 
Great Barrington, the Beacon Cinema in Pittsfield 
and other venues. In addition to other screenings, 
the festival will once again feature an audience 
award, the “Next Great Filmmaker Award” for 
short film, which carries a $2,500 prize sponsored 
by Berkshire Bank, and a juried prize for docu-
mentary and narrative feature films with a $5,000 
cash prize. The submission deadline is March 1, 
2015. For information, visit biffma.org.

On Sept. 18, Berkshire County Arc opened 
its 35th residence on Dug Road in Westfield. The 
house is the third Berkshire County Arc residence 
that is funded through an Acquired Brain Injury 
Waiver through the Department of Developmental 
Services. The residence provides four individuals 
who have had brain injuries with a supportive 
alternative to nursing home placement, which 
is often common for brain injury survivors. 
Berkshire County Arc, which is celebrating its 60th 
anniversary this year, opened the first residential 
program in 1971 in Pittsfield. Today, the agency’s 
35 residences serve 123 individuals with develop-
mental disabilities and brain injuries throughout 
Berkshire and Hampden counties.

Massachusetts College of Liberal Arts 
(MCLA) has received $5,000 from the AT&T 
Foundation to fund five $1,000 scholarships for 
undergraduate students at the school. This fund-
ing will help non-traditional and underserved 
students to dedicate more time to their studies, 
accelerating their progress in completing college 
graduation requirements. For more information, 
call the MCLA Office of Financial Aid at 413-
662-5219… Guardian Life Insurance Company 
of America’s Berkshire Regional Office has 
awarded MCLA $7,500 for the expansion of the 
Berkshire Compact for Education’s Career Fair 
for 8th Graders.The funding will allow the Career 
Fair, which originally began as a north county 
event, to offer an additional program in Pittsfield. 
At the fair, students learn about different types 
of jobs and careers to help them make informed 
decisions about course selection in high school, as 
they begin to think about higher education.

Longtime manager Robert Climo and his wife, 
Karen, have purchased The Great Barrington 
Bagel Company at 777 Main St. in Great Bar-
rington from Marvin and Judy Lieberman, who 
opened the business in 1996. The Climos will 
continue to run the business as a bagel eatery and 
delicatessen serving bagels, sandwiches, soups, 
salads, fish and traditional fare as well as provid-
ing event catering. The Liebermans will work on 
a part-time basis as consultants.

Adams Community Bank is again partnering 
with Boxes of Love to support U.S. troops over this 
holiday season. Boxes of Love is an organization 
started by Patty Erdeski of Stamford, Vt., while 
her son was serving in Afghanistan, in which her 
practice of sending care packages to him evolved 
(at her son’s request) to include care packages sent 
to other troops serving with him. Erdeski currently 
has the names of over 100 military personnel 
serving overseas, and she has now sent over 400 
packages to these troops. Adams Community 
Bank is encouraging others to join Erdeski in this 
effort to make life a little brighter for our troops 
during this holiday season. Donations of items 
to include in Boxes of Love packages are being 
accepted at the bank’s seven branch locations. 
A full list of recommended items is available 
branch lobbies or online at www.facebook.com/
pages/Adams-Community-Bank. Those with a 
loved one overseas who might like to receive a 
Box of Love can send the information to Erdeski 
at tjamd@sover.net. For additional information 
contact, Kristin Bona at 413-749-1165, kbona@
adamscommunity.com.

Home Instead Senior Care is sponsoring the 
Be a Santa to a Senior program in cooperation 
with local nonprofits, retailers and volunteers. 
The program identifies lonely and isolated 
seniors who are least likely to receive a gift or 
a visit this holiday season, and provides them 
with gifts and companionship. Students from 
Williams Elementary, Crosby Elementary and 
Capeless Elementary schools have volunteered 
to decorate gift bags, and students from Hillcrest 
Educational Center Campuses have volunteered 
to make personalized cards. Students from the 
Health Tech Program at Taconic High School 
will help deliver gifts to residents at Hillcrest 
Commons. Local Stop & Shop Supermarkets 
and Berkshire West Athletic Club have set up 
collection points to help with the gift collection 
and distribution. Program officials hope to col-
lect 900 gifts in order to help more than 300 area 
seniors this holiday season. For more information 
about the program, visit BeaSantatoaSenior.com 
or call 413-442-0907.
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Berkshire Hills Bancorp Inc. (NYSE: BHLB) 
and Hampden Bancorp Inc. (Nasdaq: HBNK) 
have signed a definitive merger agreement under 
which Berkshire Hills Bancorp, parent company of 
Berkshire Bank, will acquire Hampden Bancorp 
and its subsidiary, Hampden Bank, in an all-stock 
transaction valued at approximately $109 million. 
Berkshire Hill’s’ total assets will increase to $7.1 
billion, including the $706 million in acquired 
Hampden assets. According to a joint announce-
ment, this in-market merger is expected to create 
efficiencies, strategic growth and market share 
benefits for the consolidated operations of the two 
banks in the Springfield area. Hampden Bank op-
erates 10 branches in the greater Springfield area, 
and Berkshire Bank operates 11 branches in this 
market. “This in-market partnership will create a 
strong platform for serving our combined custom-
ers, while producing attractive returns for both our 
existing shareholders and the new shareholders 
from Hampden joining us in this transaction,” said 
Michael Daly, president and CEO of Berkshire 
Hills Bancorp. Under the terms of the merger 
agreement, each outstanding share of Hampden 
common stock will be exchanged for 0.81 shares 
of Berkshire Hills common stock. The merger is 
valued at $20.53 per share of Hampden common 
stock based on the $25.35 average closing price of 
Berkshire Hills stock for the five-day period end-
ing Nov. 3. The $20.53 per share value represents 
133 percent of Hampden’s $15.49 tangible book 
value per share and a 6-percent premium to core 
deposits based on financial information as of Sept. 
30. The definitive agreement has been approved by 
the boards of directors of both companies, and is 
subject to the approval of Hampden’s shareholders, 
as well as state and federal regulatory agencies. 
The merger is targeted to be completed early in 
the second quarter of 2015.

The Southern Berkshire Chamber of Com-
merce has launched a canister campaign to 
raise funds for a fireworks display following the 
Holiday Stroll on Dec. 13. Wheeler & Taylor, 
in partnership with Preferred Mutual Insurance, 
has offered $2,000 towards the fireworks display, 
challenging the community to match that amount 
through small donations. The Shopper’s Guide 
has donated 100 canisters around Great Barrington 
in public places such as stores and restaurants. 
People can also make donations by calling the 
chamber at 413-528-4284.

Berkshire Medical Center in Pittsfield and 
Fairview Hospital in Great Barrington, both 
operated by Berkshire Health Systems, have been 
recognized as 2013 Top Performers on Key Qual-
ity Measures by The Joint Commission, a leading 
national accreditor of healthcare organizations. 
The program recognizes hospitals for improving 
performance on evidence-based interventions 
that increase the chances of healthy outcomes 
for patients with certain conditions. This is the 
third consecutive year BMC and Fairview have 
been recognized.

Berkshire Farm and Table and The Red 
Lion Inn in Stockbridge, in partnership with 
Haven’s Kitchen restaurant in New York City, 
is taking Berkshire cuisine to Manhattan with a 
monthly series, Cooking and Conversation with 
Brian Alberg and Berkshire Tastemakers. The 
series, taking place at Haven’s Kitchen restaurant, 
began Nov. 6 and continues for four months. The 
participatory instruction presentations will feature 
Alberg, executive chef at The Red Lion Inn, and 
other Berkshire food producers to highlight their 
process and products. Other producers who are 
slated to participate include Hosta Hill in West 
Stockbridge, Wandering Star Craft Brewery 
in Pittsfield, Berkshire Mountain Distillers in 
Sheffield, Cricket Creek Farm in Williamstown 
and Black Queen Angus Farm in Berlin, N.Y. 

Berkshire South Regional Community 
Center has received an award of $30,000 from 
The Green Foundation to help fund operating 
expenses. Based at 15 Crissey Rd. in Great Bar-
rington, Berkshire South provides activities and 
programs to build a sense of community through-
out the region, and to enhance the recreational, 
educational, cultural, health and social well-being 
of the residents of the southern Berkshires… 
The Price Chopper supermarket chain’s Golub 
Foundation is sponsoring the 2014 Community 
Thanks Supper at Berkshire South Regional Com-
munity Center in Great Barrington on Nov. 25 . 
A contribution of $400 in Gift Cards from Price 
Chopper has helped to provide turkey, stuffing, 
mashed potatoes and other supplies for the meal, 
which is being prepared and served by volunteers. 
The program is now in its seventh year, and last 
year’s supper fed more than 200 guests.

Porchlight VNA/Home Care operations 
in Lee and Chicopee have been named to the 
Top 25 percent and Top 500, respectively, of 
the 2014 HomeCare Elite, a recognition of the 
top-performing home health agencies in the 
United States. The award is sponsored by OCS 
HomeCare by National Research Corporation, a 
provider of for home health metrics and analyt-
ics, and DecisionHealth, publisher of the home 
health Line.
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is cut by a crew of Berkshire Place residents (right) at 
a Nov. 10 ceremony marking completion of the orga-
nization’s new $10 million facility at 290 South St. in 
Pittsfi eld. After several years of planning, construction 
of the new Berkshire Place was launched last fall on 
the site of the former Saint Theresa’s Church (October 
2013 BT&C). The facility was built by Allegrone Con-
struction Co. of Pittsfi eld from a design by EGA, PC, an 
architectural fi rm based in Newburyport. The project 
was fi nanced through a tax-exempt bond issue by 
MassDevelopment, the state’s quasi-public develop-
ment and fi nance agency, with participation by NBT 
Bank, Adams Community Bank and others. The new 
facility (below) consists of two main fl oors for nursing-
care operations, with a partial lower fl oor at the base 
for other operations. The 54 Medicare-certifi ed beds 
are situated in private rooms with private full baths, 
with 27 rooms per fl oor. It replaces the existing 125-
year-old building at 89 South St. that has a licensed 
capacity of 44 beds. The ribbon cutting ceremony 
also featured remarks by Shaun Heimann, president 
of the Berkshire Place board; Pittsfi eld Mayor Daniel Bianchi; and Edward Forfa, executive director of the independent, nonprofi t organization that has provided 
senior care services since 1888. Forfa noted that the overall design of the new 41,000-square-foot facility is based on the concept of reducing the number of 
steps for residents and staff through more effi cient arrangement of residential living and service areas. Attendees at the ceremony were offered a glimpse of 
these features in a tour of the new Berkshire Place led by Allegrone project superintendent Rob Rosier. Offi cials with Berkshire Place have not yet announced 
future plans for the older building, which is located in the city center next door to the Berkshire Museum and a few steps away from the Colonial Theatre. 

The Massachusetts Health Policy Commission 
has awarded Berkshire Medical Center (BMC) 
a total of $3 million to enhance the delivery of 
high-quality health care in northern Berkshire 
County. The grant will support the development 
of a “Patient Centered Medical Neighborhood” 
as well as enhance behavioral health care for the 
northern Berkshire region. These initiatives will be 
aligned with the fi ndings of the Stroudwater needs 
assessment, an independent report commissioned 
by the state Department of Public Health after the 
unexpected closure of North Adams Regional 
Hospital (NARH) last March. The Stroudwater 
report, released publicly in September shortly 
after BMC and parent company Berkshire Health 
Systems (BHS) completed the purchase of the 
NARH campus, detailed the healthcare market 
needs of northern Berkshire County. “This grant, 
when coupled with signifi cant additional fi nancial 
contributions from us, will enable BHS to provide 
essential primary care, preventive health and behav-
ioral health services in northern Berkshire,” said 
David Phelps, president and CEO of BHS. “Using 
a virtual Patient Centered Medical Neighborhood 
concept, we can effectively and effi ciently coor-
dinate the efforts of individual consumers, local 
and regional healthcare providers and community 
service agencies in pursuing health and wellness 
and disease management strategies and provide im-
proved access to behavioral health services through 
telemedicine tools and integration of behavioral 
health services with primary care practices.”

Twenty-nine local nonprofit organizations 
have received grants totaling $111,000 from The 
Guardian Life Insurance Company of America 
in support of programs benefi ting Berkshire County 
citizens, predominantly in the areas of fi nancial lit-
eracy, workforce development, and health and well-
ness. Grant recipients and their programs include: 
Berkshire Community Action Council, Project 
Reconnect; Berkshire Community College, 
Campus & Community Garden for Sustainable/
Healthy Living; Berkshire County Arc, Transi-
tions Community-Based Services; Berkshire 
County Regional Employment Board, Youth 
Works Summer Employment Program; Berkshire 
County Regional Housing Authority, Navigat-
ing to Self-Suffi ciency Workshops; Berkshire 
Regional Planning Commission, Chronic Disease 
Self-Management Program; Berkshire South 
Regional Community Center, Teen Outreach 
Nutrition Exercise Program; Central Berkshire 

Habitat for Humanity, Building for Tomorrow 
Financial Literacy Program; Construct Inc., 
Project Home Collaborative; Elder Services of 
Berkshire County, AARP Foundation Finances 
50+; Elizabeth Freeman Center, Advocacy, Relief 
& Empowerment Program; Hillcrest Educational 
Centers, Pre-Vocational Culinary Program & Staff 
Certifi cation; Junior Achievement of Western 
Massachusetts, Financial Literacy School Pro-
grams; Literacy Network of South Berkshire, En-
couraging Entrepreneurship; MCLA Foundation, 

Career Fair for 8th Graders; Miss Hall’s School, 
Money Matters Financial Literacy Workshop; 
Tapestry Health, Clinical Family Planning & 
Preventative Health Services; The Association for 
Community Living, Teen & Young Adult Health 
& Wellness Program; The Brien Center, Career 
Skills Development for Young Adults in Mental 
Health Recovery; The Food Bank of Western 
MA, Door-to-Door Delivery Program; The Nutri-
tion Center, Food Adventures; and Volunteers in 
Medicine, Dental Program.

The U.S. Department of Transportation 
Pipeline and Hazardous Materials Safety 
Administration has awarded $50,000 to the 
Berkshire Regional Planning Commission
(BRPC) under its Pipeline Safety Information 
Grants to Communities – Technical Assistance 
Grants Program. This education and awareness 
program will focus on existing pipelines and 
the proposed Tennessee Gas Northeast Energy 
Direct Project that will run through fi ve counties 
in Massachusetts and will affect 31 communities. 
BRPC will partner with the Franklin Regional 
Council of Governments, Pioneer Valley Plan-
ning Commission, Montachusett Regional 
Planning Commission, and Northern Middlesex 
Council of Governments. Through this project, 
local offi cials will be provided with technical 
assistance to gain a greater understanding of their 
roles and responsibilities from proposal through 
the lifetime of the pipeline. Topics will include 
environmental review and land use analysis as 
well as emergency response training. BRPC will 
engage consultants with environmental, land use, 
engineering, and emergency response expertise 
to develop an education and awareness program 
and review potential environmental and land 
use impacts within Berkshire County in rela-
tion to the proposed project’s path, and examine 
potential alternatives as a model analysis which 
can be replicated in other counties. It will also 
hold public workshops for affected communi-
ties, and conduct pipeline failure emergency 
response training.◆
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• 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

FLYNN AUDI
600 MERRILL RD., PITTSFIELD MA 01201

413-443-4702

FLYNN AUDI
600 MERRILL RD., PITTSFIELD MA 01201

413-443-4702

2015 Audi A3
       $355/mo.*

2015 Audi Q5

1.9% APR*

#S5199 #S5133

Lease 
for only

* 36 mo. lease. Financing through Audi Financial Services Inc. $2500 cash or trade. Cap cost & reduction  
plus 1st payment, taxes, registration & doc fees additional. 10k mi/yr. Valid thru 11/30/14.
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Knowing business 
is our business.

At MountainOne Bank, our commercial lenders pride themselves on knowing the local market and 

understanding your financing needs. With this knowledge, we’re better able to tailor solutions to meet 

the specific requirements of your company or real estate project. We offer everything you need from 

commercial real estate construction loans and permanent financing to term loans and revolving lines 

of credit. Additionally, MountainOne Bank is an SBA Preferred Lender.

To get started, please contact us:

Tim Rhuda  Eastern MA  (781) 681-7237  timothy.rhuda@mountainone.com       

Paul Brindle   Western MA  (413) 449-5304  paul.brindle@mountainone.com

Member FDIC. Member DIF. Equal Housing Lender. 

Walpole, MA

$2,100,000
Commercial Mortgage  

& Revolving Line  
of Credit

Medical Device Distributor

Chestnut Hill, MA

$6,300,000
Construction,  
Commercial  

Mortgage & Revolving 
Line of Credit

Retailer

Dorchester, MA

$2,000,000
Construction &  

Commercial Mortgage

Residential Development

Oneonta, NY

$7,900,000
Commercial Mortgage  

& Equipment Term

Franchise Expansion

Dorchester, MA

$2,000,000
Construction &  

Commercial Mortgage

Real Estate Development

Sutton, MA

$1,900,000
Revolving Line of Credit  

w/SBA Guaranty &  
Commercial Mortgage  

w/SBA Guaranty
Manufacturer

East Otis, MA

$6,000,000
Revolving Line 

of Credit
Road and Site Materials Distributor

Dalton, MA

$4,900,000
Commercial Mortgage, 

Revolving Line  
of Credit & Debt  

Restructure
Manufacturer

Cohasset, MA

$1,300,000
Construction &  

Commercial Mortgage

Residential Development

Lenox, MA

$1,100,000
Construction &  

Commercial Mortgage

Mixed-Use Residential, Medical 
O�ice & Retail Development

Quincy, MA

$3,000,000
Commercial 
Mortgage
Retail & O�ice Building

Holbrook, MA

$1,300,000
Commercial Mortgage, 

Revolving Line of  
Credit, Term Loan, SBA

Wholesale distributor

32 Karen Pines Street  
Dedham, MA 02026

978.264.3264

Client 
Approval
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Ongoing: Berkshire Business 
Builders networking meeting ev-
ery Thursday morning from 8:30 
to 9:30 a.m. at 55 Church Street 
in Pittsfi eld. All business people looking for an opportunity 
to network are invited. For information, call Kathy Hazelett 
at 413-442-8581.

Ongoing: The Job Club meets Mondays from 10 to 11 a.m. 
at the North Adams Public Library and from 1 to 2 p.m. at 
BerkshireWorks Career Center at 160 North St. in Pittsfi eld. 
Facilitated by Millie Calesky, business and life coach and 
certifi ed career development facilitator, the free and informal 
program helps participants who are seeking employment to 
expand their network of contacts and provides valuable job-
search tips. It also serves as a support group throughout the 
job-search process. For information, visit www.berkshireworks.
org or call 413-499-2220.

Nov.18: Berkshire Visitors Bureau 2014 Annual Meeting at 
the Clark Art Institute in Williamstown with overview of annual 
results and preview of 2015 programs. 6:30 p.m. Preceded by 
Marketing Showcase at 5:30 p.m. Free for Bureau members 
and their employees. 413-743-4500.

Nov. 18, Dec. 16: Pittsfi eld Green Drinks, informal gathering 
of people interested in conservation and environmental issues on 
third Tuesday of each month. 5:15 p.m. at Rainbow Restaurant 
on First Street (tentative location). Sponsored by the Berkshire 
Environmental Action Team (BEAT). For more information and 
meeting location, contact Jane Winn at jane@thebeatnews.org 
or 413-230-7321.

Nov. 18: Veterans Only Job Fair sponsored by Berkshire-
Works Career Center. 10 a.m. to 1 p.m. at the Career Center, 
160 North St., Pittsfi eld. For information and pre-registration, 
call 413-499-2220 ext. 110.

Nov. 19: Business-to-Business Showcase with exhibitors and 
networking opportunities, sponsored by the Berkshire Chamber 
of Commerce. 4 to 7 p.m. at the Crowne Plaza in Pittsfi eld. 
Free. 413-499-4000.

Nov. 19: Working with Interns workshop sponsored by Berkshire 
County Regional Employment Board. Noon at 1Berkshire Central 
Station, 66 Allen St. in Pittsfi eld. 413-499-4000.

Nov. 19: Server training for northern Berkshire establishments 
that serve liquor for on-premise consumption (restaurants, bars, 
and clubs). Sponsored by the Northern Berkshire Community 
Coalition’s nb21 (not before 21, not in northern berkshire) 
program, with the cost shared between attendees and nb21. 5 
to 9 p.m. (including light supper) at the Bounti-Fare Restaurant 
in Adams. Space limited to 35 participants. To register and 
for payment details, contact Lois Daunis at 413-663-7588 or 
ldaunis@nbccoalition.org.

Nov. 19: Healthy Weight Loss & Maintenance for Life, 
public talk presented by the Pittsfi eld Family YMCA. Featur-
ing licensed nutritionist Corinne Hillman in a fun, educational 
session on adopting the right habits for proper nutrition, a 
balanced exercise regimen, and increased energy and fi tness. 
7 to 8:15 p.m. at the Pittsfi eld Family YMCA, 292 North St. 
For more information, contact Lisa at 413-499-7650 ext. 33 or 
ldevergilio@pittsfi eldfamilyymca.org.

Nov. 20: Living with Bipolar Disorder, free showing of 
the fi lm followed by a discussion. 7 p.m. at the North Adams 
MoviePlex8 at 86 Main St. in North Adams. Open to the public 
but seating is limited. Register by email to sperrone@bhs1.org 
or call 413-447-2987.

Nov. 20: Informational seminar on Health Savings Accounts 
(HSAs) presented by Salisbury Bank, featuring Kim Downey, 
CTFA, assistant vice president and trust offi cer, and Eileen Lee, 
assistant vice president and branch manager. Linda King, human 
resources specialist at Salisbury Bank, will also be available to 
answer HSA related questions. 5:30 to 6:30 p.m. at the Mason 
Library Community Room, 231 Main St., Great Barrington. 
Free, but reservations are suggested. Contact Kevin Norton at 
860-435-9801 ext. 1010 or knorton@salisburybank.com and 
type “Health Savings” in the subject line.

Nov. 20: BYP Networking Social at Country Club of Pittsfi eld, 
5 to 7 p.m. Free for BYP membership cardholders; $5 for others. 
Registration at 413-499-4000.

Nov. 21 Deadline for nominations for the 2014 Esther Quinn 
(EQ) Award and the Francis H. Hayden Memorial Award, which 
will be presented by the Berkshire Chamber of Commerce the 
organization’s annual meeting on Dec. 12 at the Crowne Plaza 
Hotel in Pittsfi eld. To obtain nomination forms for these awards, 
visit berkshirechamber.com, call 413-499-4000 ext. 126, or 
email dthomas@berkshirechamber.com. Completed forms must 
be submitted no later than 3 p.m. on Nov. 21.

Nov. 21: Northern Berkshire Interfaith Action Initiative meet-
ing will feature two topics. Kristin Irace will discuss The Nutrition 
Center. Chip Joffe-Halpern, executive director of Ecu-Health 
Care will discuss the new open enrollment period to sign up for 
the state’s health insurance program. 10 a.m. at the First Baptist 
Church in North Adams. Public invited. 413-664-0130.

Nov. 22, 23: In Our Own Voice Speaker Training conducted by 
National Alliance on Mental Illness (NAMI) Berkshire County 
from 8:30 a.m. to 5 p.m. in Pittsfi eld. NAMI In Our Own Voice 
presenters speak about their experiences with mental illness, 
recovery, treatments, coping skills and successes to a group for 60 
to 90 minutes to help to inspire others who are living with mental 
illness and to change the perception of mental illness through 
education. Applications and information at 413-443-1666.

Nov. 22: Berkshire Yoga and 
Dance and Fitness Grand 
Opening with opportunity to 
meet instructors and receive free 

instruction. Open to public. 9:15 a.m. to 4:30 p.m. at 55 North 
St. Suite 201 in Pittsfi eld.

Nov. 22-23, Dec. 13-14: Holiday Farmers’ Markets sponsored 
by Berkshire Grown, with foods and gift items from local farms, 
producers and artisans. Markets take place 10 a.m. to 2 p.m. 
on Nov. 22 and Dec. 13 at Monument Valley Middle School in 
Great Barrington and Nov. 23 and Dec. 14 at Williams College 
Towne Field House in Williamstown. Holiday markets will also 
be held Jan. 17 and Feb. 14 in Great Barrington (see story on 
page 5). For information, visit Berkshiregrown.org.

Nov. 22: The Corvettes Doo Wop Revue concert benefi t for 
the Pittsfi eld Rotary Foundation. 7:30 p.m. at The Colonial 
Theater in Pittsfi eld. 413-997-4444.

Nov. 22: Fall Open House at Southern Vermont College in 
Bennington, giving prospective students and their families an 
opportunity to learn about the college’s majors, athletics, campus 
life, academic support, scholarships and fi nancial aid. 10 a.m. 
to 3 p.m. Pre-registration at www.svc.edu/openhouse. For more 
information, call 802-447-6300 or email admissions@svc.edu.

Nov. 24: The Berkshire Food Project Annual Thanksgiving 
Dinner in the dining hall of the First Congregational Church in 
North Adams. Free and open to the public. No reservations needed. 
For information, call Valerie or Sally at 413-664-7378.

Nov. 25: Community Thanks Supper at Berkshire South Re-
gional Community Center in Great Barrington, with seatings at 
4, 5 and 6 p.m. Seating is limited and reservations are required. 
Register at front desk or call 413-528-2810 ext. 10.

Nov. 29: Small Business Saturday, a national program spon-
sored by American Express to encourage shopping at local 
business during holidays. Berkshire Chamber of Commerce 
is providing businesses with related promotional kits. For 
information, call 413-499-4000 ext. 117.

Dec. 2: Capital Matchmaking/Business Coaching, a busi-
ness borrower and lender event sponsored by the U.S. Small 
Business Administration, Massachusetts Small Business 
Development Center Network and the Berkshire Chamber of 
Commerce. Opportunity for entrepreneurs to meet with banks 
and other lenders and service providers to network and learn 
about borrowing and fi nancing options (see story on page 1). 
1 to 4 p.m. at the Crowne Plaza in Pittsfi eld. Free. Information 
and RSVP at 413785-0484.

Dec. 3: Holiday Celebration presented by Downtown Pittsfi eld 
Inc. and the Berkshire Chamber of Commerce, with light hors 
d’oeuvres and cash bar, music, raffl es and more. 5 to 8 p.m. 
at the Crowne Plaza Hotel in downtown Pittsfi eld. For ticket 
information, call 413-443-6501.

Dec. 3, 4: Hoarding Disorder: From Clutter to Chaos, program 
focusing on the emotional, psychological, social, fi nancial and 
legal effects of Hoarding Disorder, for the general public and for 
human service professionals. Presented at the following times 
and locations: Dec. 3 at Mason Library in Great Barrington 
from 5 to 6:30 p.m.; Dec. 4 at The Harper Center, Williamstown 
Council on Aging in Williamstown at 1 p.m.; and at Devonshire 
Estates in Lenox from 5 to 7 p.m. Free of charge. For social 
workers and case managers, two CEU’s will be awarded. For 
more information, or to RSVP, call 413-881-1401 and leave 
message with contact information.

Dec. 4: Sparkle Benefi t Gala sponsored by Berkshire Creative 
at Ventfort Hall in Lenox. Featuring cocktails and hors d’oeuvres, 
live music and silent auction. 6:30 p.m. $50 advance, $60 at 
door and $85 couple. ($5 discount for members.) Information 
at www.berkshirecreative.org.

Dec. 4: Great Barrington Green Drinks, informal gathering 
of people interested in conservation and environmental issues 
on fi rst 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, 6, 7: Williamstown Holiday Walk with variety of 
activities in Williamstown. Includes carols at the Clark Art 
Institute on Dec. 5 from 5 to 7 p.m.; a free showing of Elf at 
Images Cinema at 1 p.m., Habitat Holiday Tree Showcase at 
First Congregational Church from 2 to 6 p.m., and the Holiday 
Walk throughout downtown Williamstown from 3 to 6 p.m. on 
Dec. 6. Details posted at williamstownchamber.com.

Dec. 5: Berkshire Community Action Council Annual Pro-
viders Forum, 8 a.m. at the Berkshire Hills Country Club in 
Pittsfi eld. RSVP to Robin Litchfi eld at 413-418-3671 by Nov. 
21. Breakfast buffet included.

Dec. 10: North Adams Green Drinks, informal gathering of 
people interested in conservation 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. 

Dec. 12: Berkshire Chamber of Commerce Annual Meeting
with election of offi cers and directors, and presentation of Esther 
Quinn and Francis H. Hayden Memorial Awards. 4 p.m. at the 
Crown Plaza in Pittsfi eld. $40. RSVP at 413-499-4000.

Dec. 13: 2014 Holiday Stroll, 3 to 7:30 p.m. in downtown 
Great Barrington, presented by the Southern Berkshire Chamber 
of Commerce. Vendor applications are due by Nov. 21. For 
information, call 413-528-4284 or email betsy@southernberk-
shirechamber.com.

Dec. 13, 14: Holiday Weekend at Lenox Library, including 
Nutcracker Dance Workshop on Dec. 13 at 9:30 a.m. for children 
ages 5-10. Free but pre-registration is required. 10th Annual 
Gingerbread House Competition and Silent Auction on Dec. 
14 from 1 to 3 p.m. Businesses, individuals and organizations 
are invited to bring entries to be judged, with prizes to winners. 
Auction of gingerbread houses will benefi t library. Admission 
free for competitors, and $5 per person, $10 per family for 
others. For information or to register by Dec. 8, visit www.
lenoxlib.org or call 413-637-2630.

Dec. 18: Employer Community Conversation sponsored 
by Berkshire United Way for business owners, managers and 
HR personnel to discuss issues facing employees and strate-
gies to improve their situation and enhance workforce and 
productivity. 8 a.m. at Country Club of Pittsfi eld, with light 
breakfast. For information and registration, call Nancy Stoll at 
413-442-6948 ext. 20.◆
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FOR RENT LENOX CENTER
COMMERCIAL OFFICE/RETAIL SPACE

750 sq. ft. with one large raised display window,
hardwood fl oors, new heating system (2014), A/C,

2 rooms, offi  ce & bathroom, storage available.
$1,250/mo. plus utilities • Available January 2015

Call Carla at 413-298-1664

One of many historical 
properties we protect

every day.

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

The Colonial Theatre 
111 South Street, Pittsfield

(413) 997-4444 
www.BerkshireTheatreGroup.org

11/26 • 7:30PM
THE KINKS’

DAVE DAVIES
“YOU REALLY GOT ME,” “LOLA” 

“ALL DAY AND ALL OF THE NIGHT”

12/4 • 8PM

BLACKHAWK 
& THE OUTLAWS

BLACKHAWK: 
“GOODBYE SAYS IT ALL” 

“I’M NOT STRONG ENOUGH TO SAY NO”
THE OUTLAWS: 

“GREEN GRASS AND HIGH TIDES” 
“THERE GOES ANOTHER LOVE SONG” 

12/3 • 7:30PM

THE WAILERS
PERFORM LEGEND

“ONE LOVE,” “THREE LITTLE BIRDS” 
“REDEMPTION SONG”

December 14–22

by Charles Dickens
adapted & co-directed by Eric Hill

co-directed by Travis G. Daly

Annual 
Community 
Production

1090 Main St. Williamstown, MA 01267    
413. 458. 9371  ·  www.WilliamsInn.com

NOW 

MANAGED 

BY

Hospitality Remastered

Conferences and Events  for Groups up to 250

   

2014 Buick Verano 

McAndrews-King 
Buick GMC Truck Inc. 

224 Columbia St., Rt.8 Adams 
(413) 743-0584 

mcandrewsking.com 

Bigger is not Better… Better is Better 
See the Easy Guys for a great deal  

on a new or pre-owned vehicle. 
Peter Conklin, Mike Harrington 

Bob Hillard or Dan Maloney
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placemaRket
tools oF the tRaDe
After the expo’s over, 
it’s time to your turn 
leads into customers

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

Last month, we talked about how ex-
hibiting at a business expo (such as the 
Berkshire Chamber of Commerce’s upcom-
ing Business-to-Business Showcase on Nov. 
19) can be a great way to gain exposure for 
your business. We also discussed ways to 
get the most out of your expo experience, 
and, perhaps, some of those tips are now 
being put to use.

So, let’s assume that your business has a 
successful experience at an expo, with many 
interested and engaged visitors stopping by, 
and lots of business cards collected by the 
end of the evening.

Now what? You have to fi gure out what 
to do with all of the business cards, beyond 
having them in a pile on your desk. 

First things fi rst: if you have any hot leads 
from the expo, call them right away! Don’t 
let hot leads get cold!

The next thing you need to do is incorporate 
these new people into your marketing system. 
Don’t have a true “system?” Many don’t. It’s 
time to develop one. And the foundation for 
a marketing system is a database of all of the 
contacts you have – customers/clients, pros-
pects, strategic partners, referral sources, etc. 
These may be divided into segments based 
upon different aspects of your business.

Your database can be in something as 
simple as Excel, it may be an industry-specifi c 
program, or it can be a professional contact 
management software.

For the lattermost, I recommend Act! – it 
is a true contact management software that 
allows you to not only keep track of name, 
company, address, phone numbers and 
email addresses, it also allows you to track 
every contact you have with them, specifi c 
information you may need to refer to in the 
sales process, important dates to remember 
for them, and it will remind you when it’s 
time for you to contact them again. 

NOTE: If you go online to www.act.com/
products, I do not recommend you spend the 
money on the fi rst two options (Act! Cloud 
and Act! Hosted), as they do not offer the 
full range of options I have described above. 
Spend the money and get Act! Pro. Then 
you’ll own it , there will be no monthly charge, 
and you’ll have everything you need. (No, I 
don’t make any money from Act!)

The next thing to do is to contact all of 
the others you met at the expo; this infor-
mation works for any kind of networking. 
How should you contact them? I would 
recommend using a digital communication 
like Constant Contact or Mail Chimp. Both 
will keep a copy of your database “in the 
cloud” and allow you to email a personal-
ized message (remember “Mail/Merge?”) 
to the contacts you select. Make sure the 
header of your email message is consistent 
with your website – you need to continue to 
brand yourself. 

What should you say? Depends upon the 
kind of company you have. Certainly you 
want to thank them for stopping by your 
booth, but you’ll want to include a brief 
reminder about who you are and what your 
company can do to help them. If you have any 
kind of incentive to offer, this a great time to 
remind them. Discounts, freebies, package 
deals – all with a deadline date clearly stated. 
You need them to take action NOW!

This message can serve as the springboard 
for your company’s direct marketing cam-
paign, which would keep you in touch with 
your customers and prospects on a regularly 
scheduled basis. Your campaign will differ 
depending upon whether you’re wanting to 
develop new clients or just making sure that 
you keep the ones you have.

You can’t assume that everyone will 
remember you and will call you when they 
need you. You can assume, however, that your 

competition will be trying to develop your 
customers to be their own! And, as I often 
repeat in this column, it costs much less to 
more fully develop an existing customer than 
it does to fi nd a new one. Convert as many 
visitors to your booth as you can!

Next time, we’ll talk more about devel-
oping and using the marketing “system” I 
mentioned above. In the meantime, I wish 
you all a very happy and healthy start to the 
holiday season!◆

email your fi rm’s news 
and announcements to:

info@btaconline.com

Let us help you manage 
your snow and ice
removal this winter

WE’RE THE PROfESSIOnalS…the only company in the Berkshires 
with a nationally certifi ed  snow professional on staff .

 Safety conscious, informed & professional…that’s what you get 
when you hire ENERGETIC.

Off ering per event or seasonal contracts to take the guess work out of your budgeting process.

ENERGETIC
4 1 3 - 4 4 2 - 4 8 7 3

A certified member of

BEFORE THE SNOW FALLS,
CALL ENERGETIC…

Member FDIC
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with a new partner. The goal in these situations 
is to see if a spark of chemistry and mutual 
interest takes shape during any of these ran-
dom pairings that may then lead to a second 
encounter and possible relationship.

The SBA’s event shares a similar format 
and goal. On one side of the table are lenders,
business advisors or other service providers; 
on the other side are entrepreneurs or business 
owners who may be 
looking for fi nancing 
or other forms of as-
sistance for new or es-
tablished ventures. In 
each of six 12-minute 
sessions, the two sides 
will have a chance to 
talk about the particulars of a given business 
concept or ongoing venture – respectively 
gaining an understanding of the business 
owner’s needs and an awareness of what the 
lender or service provider has to offer.

At the 11-minute mark, an announcement 
is made for participants to prepare to move 
on to their next stop in the cycle, where the 
basic process begins again with new pairings 
and new discussions.

“Twelve minutes may seem like a short 
amount of time to cover a lot of ground,” 
said Varela. “But it gives [entrepreneurs] 
an opportunity to give an extended elevator 
speech, to talk about an idea they have for 
a business or to discuss an issue related to 
any part of the business cycle.”

The idea, Varela pointed out, is not that 
business owners are going to seal a deal for 
fi nancing or meet some other specifi c need 
they have during one of these 12-minute ses-
sions. “It’s really more of an introduction,” 
he said. “Our collective goal is to increase 
the awareness of the services that are avail-
able to them.”

This introduction, he added, can then plant 
the seed for the next step in the process. 
“Our hope is that an attendee will make a 
good connection, and that they will then 
follow up [with another meeting] later on,” 
Varela said.

“They’ll have an opportunity to ‘test 
drive’ a connection,” added Keith Girouard, 
regional director of the Berkshire MSBDC 
Network offi ce, which is both a co-sponsor 
and participant for the SBA event.

“We have a shared interest in creating an 
event that will showcase local resources,” 
Girouard said.

He noted that the top areas of interest for 
business owners include gaining access to 
capital they need to start or grow a business, 
and getting technical assistance and guidance 

to help with specifi c aspects of business op-
eration. Both of these will be front and center 
at the SBA’s matchmaking event.

“From my perspective, business suc-
cess starts with awareness,” Girouard said. 
“This event is a good opportunity to build 
awareness about the local resources that are 
available to help people make their business 
a success.”

Recent roll-out
Varela explained that the borrower-lender 

matchmaking events are a relatively new 
program offered by the SBA. “We just 

started with a Boston 
event about two years 
ago, and we’ve been 
doing one or two a 
year in various regions, 
including one last May 
in Springfi eld,” he said. 
“We wanted to offer it 

in Berkshire County as well, and so we’ve 
been working with our local partners there 
to make that happen.”

The matchmaking event begins with a 
general introduction and discussion of the 
program and its ground rules. Attendees will 
have an opportunity to sign up to meet with 
up to six local lenders, advisers and service 
providers among more than 20 that are slated 
to participate.

An outer ring of tables will include 
representatives from area banks and other 
entities that provide business fi nancing. An 
inner ring of tables will have organizations 
that provide business advising or counseling 
services, such as the MSBDC, SCORE and 
Berkshire Enterprises.

Whether an attendee signs up to meet with 
lenders, consultants or both largely depends 
on what their particular situation is, Varela 
noted. “These lenders and organizations that 
are participating can help on several different 
levels,” he said.

For example, someone with just the begin-
nings of a business concept may gravitate 
toward the inner ring to talk with experts in 
business plan development. A start-up look-
ing for fi nancing options may spend more 
time with lending entities. And an existing 
business looking to expand or rebrand their 
venture may benefi t from discussions in 
both rings.

“Some people come with prepared busi-
ness plans and credit reports,” said Varela. 
Those things may be useful for some discus-
sions at the event, but they are not required. 
“Of course, for any business looking to 
borrow money, these will be needed for that 
next step in the process.”

For his part, Girouard said he looks for-
ward to meeting with a range of different 
people with different needs, and providing 
them with answers and information they are 
looking for. 

Joining him at the MSBDC table will be 
Nancy Shulman, senior business advisor, and 
Susan Himmel, client services coordinator. 
“Our intention in 12 minutes – or even fi ve 
minutes – is to provide value,” he said. “We 
want people to come away with information 
they can use.”

In most cases, however, this will be just 
be a sampling of the in-depth guidance Gir-
ouard’s offi ce can provide. “You can’t do it 
all in a speed-dating session,” he said. “But 
it gets the process started.”

Varela noted that the program is intended 
to be casual and informal. “It’s not meant 
to be a stressful or high-pressure event,” 
he said.

While the program follows a prescribed 
structure, Varela said that each of the match-
making events that have been held to date 
has taken on its own characteristics and 
fl ow. “It can be a little haphazard at times,” 
he said, noting that coordinating movement 
through the various sessions can become 
complicated, depending on the number of 
participants, and which services are most 
in demand. “If registration is high enough, 
we’ll do staggered settings so that things 
balance out,” he said.

Varela said that advance registration for 
the program is strongly encouraged, although 
walk-in participants may be accepted. To 
register for this event, or for more informa-
tion, contact Varela at 413-785-0484 or at 
oreste.varela@sba.gov.◆

SBA matchmaking event
continued from page 1

“This event is a good opportu-
nity to build awareness about 
the local resources that are 

available to help people make 
their business a success.”
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Production process
O’Donnell said his business has two facets. He manufactures 

bats with standard designs and specifi cations that are available 
for general purchase. He also makes customized bats that are 
designed and created to an individual customer’s specifi ca-
tions, based on the person’s size, playing style and requests for 
performance characteristics, appearance and other qualities.

The process of making bats starts when O’Donnell orders 
and receives bulk shipments of dowels, known as “billets.” 
He uses primarily maple and ash for his bats.

“I cut those into the dimension of the basic bats,” he said. 
“Then I shape them to the specifi c profi le of the individual 
bat on a lathe.”

Other steps along the way include the use of a retrofi tted drill 
press to “cup” the bat, which involves creating an indentation 
at its barrel end for weight reduction and balance purposes.

After that he sands and prepares the surface, using the process 
of bone rubbing. This involves rubbing a cow bone over the 
wood to smooth the surface and impart other characteristics 
that affect its performance and durability.

In terms of woodworking, O’Donnell said that the average 
bat takes about one-and-a-half hours to produce, although the 
process varies depending on whether it is a custom design or 
one that is more standardized.

The work is done in stages. The basic cutting takes about a 
half-hour, and the detail work takes an hour.

Once a number of bats have been completed in the woodwork-
ing shop, O’Donnell then takes them into the fi nishing process. 
This begins with the application of a paint or stain to the bat, 
with a wide variety of colors and fi nishes to choose from.

This is followed by two to three applications of a clear-coat 
fi nish – with a day’s drying time between each coat. Finally, 
an “ODO” logo is applied to the bat (O’Donnell noted that 
all caps are used in the logo to create a more stylized look on 
the fi nished product).

Target markets
O’Donnell said his bats are oriented to a variety of customers 

including casual players, members of youth and adult amateur 
leagues, and summer collegiate league players and teams, 
among others. He has also sold bats for use by members of 
the Pittsfi eld Suns baseball team.

In addition to bats for use in play, he also sells them as 
trophies and mementoes.

O’Donnell said that his primary market is regional, although 
he has sold bats to customers as far away as Alaska, Colorado 
and Florida.

One market that O’Donnell hopes to cultivate is volume sales 
to teams and leagues, especially summer collegiate leagues.

“Either teams purchase bats, or individual players order 
their own individual bats,” he said. “In business terms, it’s a 
big boost when a team makes a bulk order for bats.”

In addition to other makers of wood bats, competition also 
exists in the form of aluminum bats. Many high 
school and college leagues have converted over 
the years to metal bats.

However, other leagues either allow both 
types, or only use wood bats for safety reasons 
or because of their performance characteristics. 
Some leagues, such as the Cal Ripken youth 
league, have shifted back to using wood bats.

O’Donnell said that, so far, people have found 
out about his bats primarily through word of 
mouth. He also has been actively promoting them 
through direct contact with players, teams and 
leagues, and at venues like a booth he had at the 
Pittsfi eld Farmers Market this past season.

He also is connecting with potential customers 
by participating in events at the area’s indoor 
batting ranges. For example, he was on hand 
at a Nov. 2 open house at The Cages at the 
Mill, an indoor sports facility in North Adams, 
where attendees could take some swings with 
Odo bats.

Custom bat maker hoping for home run with venture
on the job

By John Townes
If one were looking for people whose names are well suited 

to their livelihood, Casey O’Donnell would certainly fi t the 
bill.

Like the protagonist in Ernest Thayer’s famous baseball 
poem “Casey at the Bat,” O’Donnell operates a business that 
is centered on that key piece of equipment in the game.

With his Pittsfi eld-based venture, the Odo Bat Company, 
he makes handcrafted wooden baseball bats, which he sells 
to individual players, teams and leagues.

O’Donnell is confi dent that, unlike the “mighty Casey” 
who struck out in the poem, his business is well positioned to 
score in the market.

While he is in an industry dominated by large firms, 
O’Donnell said the time is right for small bat-makers who 
provide custom products. There is, he noted, a growing interest 
among players in bats that are handcrafted, and which can also 
be tailored to individual preferences and specifi cations.

“There’s been a big push and demand in the market to-
wards boutique bat companies,” O’Donnell said. “There’s an 
increasing number of smaller companies like mine that take 
the time to craft bats on an individual basis. People appreciate 
the quality.”

O’Donnell noted that there are many factors that affect the 
performance and characteristics of a bat, including the type 
of wood used, its weight, shape and size.

The cost of Odo bats varies, with a general price range of 
$80 to $100 for an adult bat and $60 to $65 for a youth bat.

“My bats are very competitively priced for the market, and 
they cost about 50-percent less than other custom bats,” he 
said.

O’Donnell, who grew up in Pittsfi eld, traces the origins of 
his business back about four years ago while he was in col-
lege at the University of Massachusetts Boston. Initially, he 
made a handful of bats for friends who are baseball players. 
“I didn’t sell the bats to them, but they covered the cost of 
materials,” he said.

After graduating with a degree in political science in 2013, 
O’Donnell moved back to Pittsfi eld and decided to pursue the 
business of making and selling his bats on a full-time basis. 
The company is currently based at his family home on West 
Housatonic Street. He chose the name Odo Bat Company based 
on his longtime nickname.

While it is still a very small one-person business, Odo Bat 
Company (413-441-8004) is a growing concern, increasing 
from sales of just a handful of bats during O’Donnell’s college 
days to some 150 bats in 2013.

“It looks like we’re going to sell at least 200 bats this 
year,” he said in a late summer interview. Although at that 
time the playing season had already wound down here in the Northeast, O’Donnell noted 
that a good portion of his production and sales still lay ahead. He estimated that between 
50 and 100 bats would be sold as gifts for the upcoming holiday season.

growing number of players taking swings 
with company’s hand-crafted equipment

Above: Casey O’Donnell displays a selection of his 
products at Odo Bat Company, a small venture in 
Pittsfi eld that manufactures and sells hand-crafted 
wooden baseball bats.  Left: A key part of the produc-
tion process involves shaping the maple or ash dowel 
on a lathe in O’Donnell’s workshop. Right: O’Donnell 
holds a bat-to-be that is fresh off the lathe and ready 
for subsequent steps in the production process.  
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diverse world of the daily grind

He also has a Facebook page (Odo Bat Company) and is currently 
setting up a website (odobatco.com). “One thing that has been really 
helpful for small bat companies is social media,” he said. “A lot of 
people have learned about us through Facebook.”

Father’s role
Surprisingly, O’Donnell has not been a lifelong ball player himself. 

“I just started playing in a local league myself fairly recently,” he 
said. “I enjoy it now, but I wasn’t an active player before then.”

He explained that, after failing to make Little League when he was 
a boy, he turned to other interests, particularly music, instead.

However, he had many friends who were baseball players, and he 
did have an interest in the social and cultural aspects of the game.

He initial involvement in making bats while in college was both 
inspired and facilitated by the woodworking skills of his father, 
Kevin O’Donnell.

“My dad is a very skilled wood craftsman,” he said. “One day, I 
was watching him making fi shing lures. They were small, but had 
the shape of a baseball bat. That gave me an idea, and I asked him 
to help me make a bat. That led me to start making them for friends, 
as a different way to be involved in baseball. I loved making them, 
and that grew into the business.”

He added that his father has been very supportive and helpful in 
the business, providing expert guidance and other assistance.

O’Donnell initially traveled back to Pittsfi eld on weekends and 

Left: O’Donnell uses a retrofi tted drill press to “cup” the end of the bat, which 
reduces weight and provides proper balance. Below: Several steps later, in-
cluding the application of stain, paint and clear-coat fi nish over the course of 
several days, O’Donnell’s bats are ready to get into customers’ hands.

vacations to make the bats in his father’s wood shop. Having returned 
to Pittsfi eld following college, he continues to use that facility, al-
though he said his plan is to eventually move the operation into a 
separate shop set up specifi cally for bat production.

To that end, he said his goal is to continue to grow the business to 
a point where a dedicated shop is a necessity, and that he is receptive 
to various options for how that process occurs.

“I want to create a sustainable business by doing something I love, 
and I’m committed to this for the long term,” he said. “I also want 
it to be based in Pittsfi eld and to employ people here. I’m open to 
whatever scale that will require.”

But he also plans to maintain the personal touch. “I prefer to rely 
on direct sales, because I like dealing with people,” he said.

While baseball is a seasonal game, O’Donnell said he is busy with 
the business throughout the year. The peak sales season starts in early 
spring and continues through baseball season. As noted above, another 
busy time for sales is the holiday shopping season.

“I’m always working, even when I’m not actively selling,” he 
said. “The baseball season is obviously my busiest time, but in the 
non-peak season I’m busy preparing and making a basic stock for 
the next season.”◆
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bank deposit, “NOT guaranteed BY 
THE BANK,” “NOT INSURED BY ANY 
FEDERAL GOVERNMENT AGENCY”  
and may lose value.
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skills & training
Berkshire pathways
continued from page 1

personal qualities that also can be translated 
into success at finding a job and in employ-
ment performance.

Berkshire Pathways is structured as a 
membership organization, in which the 
member-clients and staff work together to 
operate the clubhouse and its programs.

“We’re here to help people gain self con-
fidence and life skills by participating in a 
community,” explained Francine Mead, se-
nior employment coordinator with Berkshire 
Pathways. “When they come here and get 
involved in our activities and services, it 
fosters social connections and a sense of 
accomplishment and empowerment.”

She emphasized that Berkshire Pathways 
is not a mental health treatment or therapy 
program. Instead, its role is complementary 
to such treatment, by offering practical train-
ing and positive experiences that will help 
members to enhance their life skills.

“Our focus is not on treating the illness or 
concentrating on their problems,” said Mead. 
“We start with what is right with the person, 
and help them to develop their strengths and 
confidence themselves.”

In addition to goal-oriented activities, 
Berkshire Pathways provides a setting 
for shared recreational activities in the 
clubhouse and off-site locations, and a 
setting that fosters social connections and 
friendships.

Berkshire Pathways contracts with the 
state Department of Mental Health (DMH), 
which funds the individual members who 

participate, based on service units. The 
program has enrolled approximately 150 
individuals in its first year, and an average 
of about 30 members visit the clubhouse a 
day, according to Margaret Jordan, director 
of mental health services at HRU.

The membership is diverse. While the 
participants all have been impacted by mental 
illness, the nature and degree of those effects 
are varied.

Some members have more severe condi-
tions that have caused isolation and have 
limited their daily functioning to a signifi-
cant extent.

Others are able to function and interact with 
society to a greater degree, and may have high 
levels of job qualifications. However, they 
have been limited in fulfilling their potential 
by their mental conditions in specific ways, 
such as extreme anxiety.

Rather than formal structured programs, 
the emphasis at Berkshire Pathways is on 
goals and activities that 
the individual client 
wants to accomplish 
on his or her own. The 
staff provides guidance 
and assistance for plans 
to achieve them. These 
are flexible and are pe-
riodically revisited.

At the same time, the clubhouse model 
emphasizes interaction within the group 
setting. Members have responsibility for 
guiding and determining many of the deci-
sions of the clubhouse, with the six-person 
staff providing support and guidance.

“Most agencies are staff driven,” said 
Sorensen. ”But here it is not a matter of the 
staff teaching people. This is a place where 
people come together on an equal basis and 

help each other. The staff is here to support 
them, and we participate as members of the 
community.”

Sorensen and Mead added that members 
also provide assistance, guidance and mutual 
support to other participants.

Team participation
One basis of the approach at Berkshire 

Pathways is a set of “teams” that have dif-
ferent areas of focus. They meet regularly 
and work together.

Among these are teams responsible for 
operation of the Business Center, which plans 
and handles the operations, activities and 
finances of the clubhouse. Others are focused 
on Member Services, Career Development 
and Hospitality.

While the staff has the ultimate respon-
sibility and decision-making power for the 
program, Mead said the emphasis is on hav-
ing members set the direction, implement 
its operations and make specific decisions 
as much as possible.

“If a team wants to do something that the 
staff does not feel is practical, we point out 
the problems and encourage the members 
to come up with alternatives themselves,” 
she said.

As an example of how this system operates, 
the Berkshire Pathways office suite contains 
a large room with a kitchen and dining area 
that operates as a business. Meals are served 
daily. Clients can buy a meal for $2 (or 

purchase a package of 
meals), which covers 
its costs. There is also 
a snack bar.

T h e  m e a l s  a r e 
planned, prepared and 
served by members, 
with the guidance of 
a staff member. The 

team members also oversee the budget and 
how the revenue will be spent on food and 
other expenses.

This provides participants with specific 
vocational skills as well as experience in the 
operations of a business.

In terms of vocational preparation, each 
member develops an individual rehabilitation 
plan that identifies training and job-placement 
priorities as well as preferences.

Members are also provided with career 
counseling, interview skills training, resume 
writing, and job search assistance from the 
staff as needed. They have access to com-
puters and other resources for their career 
development.

Members also get together on a regular 
basis to share job-related information and 
strategies, and to provide each other with 
moral support.

Transitional employment
In addition to jobs that members find and 

apply for on their own, Berkshire Pathways 
also works directly with employers on 
placement and transitional employment 
programs. In these programs, an employer 
designates a position, usually entry level, 
and Berkshire Pathways provides qualified 
workers.

The Eagle Street offices of Berkshire Pathways include a fully equipped kitchen, where members operate a 
cafe service as a business in which they plan, prepare and serve meals to other clients at the agency.

“This is a place where people 
come together on an equal 
basis and help each other. 
The staff is here to support 
them, and we participate as 

members of the community.”Malcolm J. Chisholm Jr.
Registered Patent Attorney
Patent, Trademark and Copyright Law
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Generally, a position is allocated to the 
program on an ongoing basis. Specifi c work-
ers are designated to hold that position for a 
specifi c period, such as six months. After that, 
another worker is assigned to the slot.

When a worker’s allotted time is over, the 
employer may choose 
to hire the person for 
a different position, 
or the worker might 
move on to another job 
elsewhere.

The idea is that the 
transitional positions provide a springboard 
for entry into the job market, explained 
HRU’s Jordan.

“These programs are designed to give 
a member entry-level experience in the 
workplace,” said Jordan. “If an employer 
wants to hire the person for a permanent 
job after the designated period, they can. Or 
the person might use the experience to look 
for a job somewhere else, or decide to go 
back to school or receive some other form 
of vocational training.”

Jordan noted that the program is designed 
to benefi t employers by providing motivated 
workers, and it includes support and backup 
to ensure that the transitional employee 
meets their needs. The employer makes the 
fi nal decision on selection of workers for the 
position, and also has the option of ending 
the employment of a particular person if 
there are problems with satisfactory fulfi ll-
ment of the job.

Participating employers are eligible to 
receive a Work Opportunity tax credit. It is 
also anticipated that cash benefi ts will soon 
become available under the Workforce Incen-
tive Training Fund.

Jordan said that Berkshire Pathways 
currently has arrangements with several 
employers in Berkshire County, including 
restaurants. It is currently seeking additional 
companies and organizations to participate. 
She noted that interested employers should 
call Berkshire Pathways for information.

Membership and eligibility
In addition to Berkshire Pathways, HRU 

currently operates offi ces, clubhouses and 
other vocational training programs in Spring-
fi eld, Westfi eld, Northampton, Holyoke and 
Southbridge, and in Hartford, Conn.

Founded in 1970 as Car-Val Industries, it 
originally served as the vocational training 
center for residents of Belchertown State 
School. In 1980, it expanded its programs 
into the larger community, and subsequently 
added programs for people with mental 
illness.

“Our original focus was on serving people 
with developmental disabilities,” said Jordan. 
“In 1985, the DMH asked us to expand into 
mental health services. Today we serve clients 
in both categories, and we also have services 
for people with physical disabilities.”

Among its other programs, HRU currently 
operates fi ve other clubhouses similar to 
Berkshire Pathways in other western Mas-
sachusetts communities.

Jordan said that HRU decided to open 
Berkshire Pathways when the state DMH 
issued requests for bids to open and operate 
new clubhouse programs in the state, includ-
ing Berkshire County and Holyoke.

“We had expertise in that service in this 
part of the state, so we submitted proposals 
for those locations, and we were awarded 
the contracts,” said Jordan.

To be eligible, members must be over 18, 
and have been diagnosed with a mental ill-
ness which results in substantial functional 
limitations. The diagnosis must also be on 
the state’s list of qualifying conditions. In 
addition, prospective members must submit 
a referral by a therapist, psychiatrist or case 
manager, and be approved by the DMH.

Most members are already receiving treat-
ment for their conditions and are referred to 
Berkshire Pathways by mental health profes-
sionals, community agencies or other social 
service providers.

For others who are interested in mem-
bership but are not receiving treatment or 
services elsewhere, Berkshire Pathways will 
refer them to a psychiatrist or a community 
mental health agency, such as the Brien Cen-
ter, for an evaluation, which also connects 
them with other services.

Participation in Berkshire Pathways is to-
tally voluntary, and there are no requirements 
for the nature or extent of participation.

“It is totally up to the member,” said Mead. 
“Clients come as frequently or infrequently as 
they want, and they determine how involved 

they choose to be.”
Mead said that some 

members participate 
actively on a regu-
lar basis, while others 
come less frequently. 
Some may focus inten-

sively on achieving a specifi c goal, such as 
preparing for a job, and they become less 
involved when they achieve that. Clients 
may also participate on different levels at 
different times, based on their current situ-
ations and needs.

If members lose contact completely, they 
are eventually placed on an inactive list, but 
can become active again later.

In addition to clubhouse-based services, 
Berkshire Pathways provides rides, home 
visits and outreach to members who are 
receiving hospitalization.

Sorensen said that, ultimately, Berkshire 
Pathways aims to provide a setting and re-
sources that will enable clients to fulfi ll their 
potential and fi nd satisfaction and involve-
ment in life to the fullest extent possible.

“We’re here to engage clients so they can 
concentrate on what they can do for them-
selves,” she said.◆

“We’re here to engage 
clients so they can 

concentrate on what they 
can do for themselves.”
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Lest one think that this warm and fuzzy 
sentiment is anything short of genuine, the 
pattern continues with the seemingly nonsen-
sical legal names chosen for operation of the 
restaurant and pub – Micazajo Enterprises 
Inc. – and for the lodging business – Jozacami 
Enterprises Inc.

These, Oring divulged, are comprised of 
the fi rst two letters of the names of all four 
members of the family: Michael and Carrie, 
and their two sons Zac and Josh (with the 
order reversed in the two business names).

“We’re a really close family,” Oring com-
mented. While the younger son, Josh, 17, 
remains in the D.C. metro area to participate 
in a hockey program there, Oring noted that 
20-year-old Zac has joined his parents in 
Williamstown and is now attending Massa-
chusetts College of Liberal Arts as a business 
major. “He decided to transfer to MCLA for 
his sophomore year so that he could be part of 
our new venture,” Oring said, noting that Zac 
is involved in various aspects of operations, 
primarily at the pub and restaurant.

For both Zac and his parents, the choices 
that have brought them to their new lives in 
the northern Berkshires suggest an open-
ness to shaking things up a little. “I think 
it speaks to an adventurous spirit,” said 
Michael Oring.

This adventurous spirit also played a role 
when the Orings found themselves with an 
opportunity to take on a signifi cantly larger 
business operation than they had envisioned 
when fi rst starting down this path from their 
former careers.

Michael Oring is a lawyer who for the 
past several years had worked with a non-
profi t organization that provides assistance 
to national and international travelers who 
fi nd themselves in emergency situations or 
other travel-related complications. Carrie 

Oring is a registered nurse who has worked 
both in hospital settings and, more recently, 
in administration of occupational health pro-
grams under federal government contracts. 
“We have both been in professions involved 
in helping others,” said Oring.

With this background, he said, it seemed a 
natural step to transition into the hospitality 
trade, where they could continue to “help” 
others in a hands-on way by providing com-
fortable accommodations and an enjoyable 
travel experience.

Path led to package deal
Thus began their search for a small coun-

try inn, B&B or other similar operation to 
purchase that fi t their vision and goals for a 
new life in the hospitality trade.

“When we started down this path, what 
we were looking for had to hit on a lot of 
different levels,” said Oring. For example, 
the ideal business would need to be a well 
established operation with a proven fi nancial 
track record.

After several months of scouting out po-
tential candidates for purchase across a wide 
territory, the couple came upon The 1896 
House in early spring of this year.

Situated a few miles south of town center 
along a stretch of Cold Spring Road that 
also serves as both Route 2 and Route 7, the 
business has been a mainstay of the northern 
Berkshire hospitality scene for several de-
cades, including almost 30 years of operation 
by longtime owners Denise Richer and Sue 
Morrelle.

The business is comprised of two related 
lodging components – 1896 House Brookside 
and 1896 House Pondside – on diagonally op-
posite sides of the road that have a combined 
36 units. Situated between them on the east 
side of the road is the large former barn that 
houses the pub and restaurant operations (as 
well as six luxury suites that are part of the 
Brookside operation). The restaurant had, 
at various times over the years, operated 
under separate ownership from the lodging 
side. But, more recently, it was owned and 
operated by Richer and Morrelle.

As Oring explained, when the prior own-
ers put The 1896 House on the market, they 
were looking to sell its combined operations 
as a package deal. “They had interest from 
buyers for the separate parts,” he said, “but 
they were intent on fi nding new owners who 
would keep the [entire] business together.”

For the Orings, the idea of taking on a 
signifi cantly larger operation than they had 
envisioned required a real gut check. Ulti-
mately, though, their discussions with the 
owners and their careful assessment of the 
operations gave them the confi dence that this 
was the business they were looking for.

“It was a leap of faith for us,” said Oring. 
“But we could see that the stars were aligning 
for us, and that was a big part of it.”

He also noted that the prior owners’ com-
fort level in having the Orings take over the 
business they had built over the past 30 years 
was an important factor. “Carrie and I feel 
good that Sue and Denise saw in us a good 
fi t for all of this,” he said.

From the Orings’ introduction to the prop-
erty in early spring, the process progressed 
to a purchase and sale agreement in June and 
a closing on the sale on Aug. 29. The $2.5 
million purchase was fi nanced through an 
SBA-backed loan from NBT Bank.

Prior to the closing, the Orings moved to 
Williamstown, taking up temporary quarters 
in an apartment in the center of town. Over the 
next month and a half, they worked closely 

with the owners to get a hands-on sense of 
the operations.

“The process went very smoothly, and 
working with Sue and Denise was fantastic,” 
said Oring. Not only did they gain inside 
familiarity with the business they were 
taking over, but they also got to know their 
“co-workers” – as Oring described them – the 
roughly 40 staff members who keep things 
running at the inn and restaurant.

Given their newness to the hospitality 
trade, this was vitally important to making a 
smooth transition, according to Oring. “Once 
we did take ownership, these relationships 
were already in place,” he said. “Everybody 
stayed. We have a great team.”

Oring’s description of The 1896 House’s 
staff as co-workers is apt, inasmuch as the 
new owners have taken a hands-on role in 
operating the business. From their on-site 
residence in the innkeepers’ quarters in the 
Brookside lodging section, the Orings are – 
by proximity and necessity – engaged in all 
aspects of the business.

“This is defi nitely more than a full-time 
effort for us,” said Oring. “There are a lot 
of moving parts here.”

Steady sailing
Since the Orings’ search for an inn to take 

over centered on those with well-established 
operations, the new owners of 1896 House are 
not looking to signifi cantly alter or reinvent 
that which is already working.

“Sue and Denise hit upon a good recipe for 
success here,” Oring said. “Are there things 
we can do in the future to build on that suc-
cess? Absolutely. When it slows down a little, 
we may look at what things we might like to 
do. But what we have here today works very 
well, and we’re going to focus on making 
sure that doesn’t change.”

One small but symbolic change that they 
have made since taking ownership involved 
a revival of the past practice of including 
a hot breakfast buffet at the restaurant for 
lodging guests.

“One of the fi rst things we did was return 
this,” said Oring, who explained that the 
breakfast amenity had been suspended while 
the business was on the market, and when the 
possibility existed that the restaurant could 
end up under separate ownership. (During 
this time, the hot buffet was replaced with a 
continental breakfast served in common rooms 
in the Brookside and Pondside buildings.)

“The staff loved that we brought this 
back,” he said, noting that offering guests the 

The 1896 house
continued from page 1

The former barn with the number “1896” on its slate roof  (above) houses the restaurant operations, as well 
as a handful of luxury suites on the right side of the building that are part of the adjacent Brookside lodging 
section. Across the road is The 1896 House Pondside (below), which has 14 additional guest rooms.

This property – most recently 
operated as España, a Spanish 
restaurant and tapas bar 
– is located between the 
centers of Williamstown and 
North Adams, just minutes 
away from the Sterling and 
Francine Clark Art Institute, 
MASS MoCA, Williams College 
and Massachusetts College of 
Liberal Arts. The perfect turn-
key opportunity to own your 
own restaurant, it features a 
new bar, beautiful hardwood 
throughout, seating for 60 customers, and a patio and porch for additional seasonal 
seating. Upstairs are additional rooms for possible offi  ce use, plus a full bath. Price 
includes building, business, furniture, fi xtures and equipment…$359,000

nortH adaMS
turn-key restaurant at 896 State road

413.458.0093
191 Water Street

Williamstown, MA
www.burnhamgold.com

Licensed in Massachusetts

throughout, seating for 60 customers, and a patio and porch for additional seasonal 

williaMStown
217 Main Street, gateway to “the village Beautiful”
The once-famous Four 
Acres ,  a  wonder fu l 
long-time family-owned 
restaurant, is now ready 
for revival – or perhaps 
p u t  t o  a n  e n t i r e l y 
different use  – by a 
new owner with both 
the right vision and an 
astute appreciation of 
the value of this prime 
commercial property. Commercially zoned .43-acre site has excellent visibility and 
accessibility as part of the high-traffi  c Main Street business district. Includes ample 
parking for any number of re-use concepts, such as retail/pharmacy, professional 
offi  ce, or other commercial uses. Priced to sell…$399,000

commercial property. Commercially zoned .43-acre site has excellent visibility and 
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By Brad Johnson
If their prior track record is any indication, 

Lynne and Mickey Soldato are looking at a 
good chance of success with their newest 
restaurant venture, The Roasted Garlic.

The Pittsfi eld couple just marked the 11th 
anniversary of opening Zucchini’s Restaurant 
on upper North Street. And Mickey Soldato, 
along with his three sisters, celebrated the 
50th year of operation at Mario’s, a landmark 
restaurant established 
by their parents across 
the border in New Leb-
anon, N.Y.

Now, they have tak-
en what Lynne Soldato described as a turn-
key operation at the former Fresco’s Wood 
Fired Pizza at 483 W. Housatonic St. and 
re-launched it as The Roasted Garlic.

According to Soldato, the new mid-market 
restaurant has some similarities to the cross-
town Zucchinis, but also has its own style. 
“Mickey developed the menu and wanted to 
do something a little different,” she said. “It 
has a different feel to it.”

That begins with their signature dish, an 
appetizer known simply as Whole Roasted 
Garlic Head ($7), which is served with crispy 
baguette and roasted tomatoes.

The trend continues with the Chopped Ital-
ian Market Salad ($12). Packed with salami, 
provolone, cherry peppers, pepperocini and 
more, it is one of about a half-dozen salad 
offerings on the menu.

An extensive selection of burgers and 
sandwiches leads off with Mickey’s Crunch 
Burger ($10), featuring Jack cheese, back, 
tomato, lettuce, pickles, potato chips (in with 
the burger), grilled onions and horseradish 
Russian dressing.

Wood-fi re pizzas are a main component 
of the menu, available in 10-inch and 14-
inch sizes (11.95 and $15.95). The signature 
offering here is The Roasted Garlic Pizza, 
with tomato sauce, ricotta and whole roasted 
garlic topped with arugula salad.

Entrees and pasta dishes are priced at 
less that $20. Leading the way on this 
section of the menu is the White Bean and 
Chicken Bolognese ($14), served over 
gemelli pasta.

The Roasted Garlic has a full liquor li-
cence, which was transferred from the former 
restaurant operation there. Including minor 
renovations, computer equipment updates, 
the liquor license and other expenses, Soldato 

estimated that start-
up costs for the new 
venture were about 
$70,000 – which she 
described as “a very 

reasonable amount” to get a new restaurant 
up and running.

Soldato explained that she and her hus-
band are acquaintances of the owners of 
the building, who were also initially silent 
partners in Fresco’s. When their partner-
ship with Fresco’s operator dissolved a 
few years ago, they took an active role in 
operating the restaurant until it closed in 
November 2013.

That closing came as the result of the 
Soldatos’ interest in the space as the site for 
a new restaurant. “We started talking, and 
things fell into place,” Soldato said.

The Roasted Garlic (413-499-9910 and 
www.theroastedgarlic.com) opened for busi-
ness on July 2 with a staff of about 25 full- and 
part-time employees. Soldato said the team 
was able to hit the ground running, thanks 
to training they got at the Soldatos’ other 
restaurant. “We brought the staff on about a 
month ahead of time at Zucchinis, and that 
really made a difference,” she said.

The Soldatos also brought a seasoned 
staffer from Zucchinis, Tara Flynn, to serve 
as general manager at The Roasted Garlic.

The Roasted Garlic has seating for 45 
inside (including bar stools) and has seasonal 
outdoor seating for 20. Hours are Monday 
through Saturday from 11:30 a.m. to 10 p.m., 
and Sunday from noon to 9 p.m.◆

“Mickey developed the menu 
and wanted to do something 

a little different.”

convenience of a hot breakfast on site makes 
sense from an operational perspective.

“It also speaks to why we’re doing this 
to begin with,” he added. “It’s the kind of 
touch that can really make a difference in 
our guests’ experience here. And it’s nice to 
see the response that we’ve gotten from our 
guests about this.”

While guests may also choose to enjoy 
a lunch or dinner at the restaurant (which 
offi cially operates as the ’6 House Pub), 
the operations there are more dependent on 
serving the general public – whether local 
residents or visitors to the region.

“Sue and Denise called it ‘the pub with 
panache,’” said Oring, noting that the fare 
is “upscale but homey” and the ambiance 
“comfortable, warm and cozy.”

Led by executive chef Evan Crocker, the ’6 
House Pub serves a menu largely centered on 
American cuisine. “Our focus is on offering 
great food at very reasonable prices,” said 
Oring. The restaurant is open seven days for 
dinner, from 5 to 9:30. During the off-season, 
lunch is served on weekends only from 11:30 
a.m. to 4 p.m.

Facilities at the restaurant are also used to 
host private parties, weddings and other social 
functions. Oring noted that expanding this 
side of the business to accommodate larger 
gatherings is something being considered 
for the future.

The lodging operations are also not ex-
pected to change signifi cantly in the near 
future. Oring said The 1896 House has built 
a well-established clientele over the years, 
serving repeat visitors from New York City, 
Boston, and other regions including Canada. 
“We really draw from all over,” he noted.

In addition to cultural and recreational 
attractions, visitors are also drawn to the 
area by Williams College, which represents 
a signifi cant source of business for The 1896 
House. “The college is a great resource,” 
said Oring. Beyond individual guests who 
are visiting the college, he noted that other 
programs and activities there also generate 
business for the motel. For example, sports 
teams from other colleges often book rooms 
there when coming to town for games or 
other events.

With a strong fall foliage season, the pace 
of business has been brisk for the Orings since 
taking over at The 1896 House. But the couple 
appear to be well-suited to the demands of 
their new careers. “We have the energy and 
ideas to make this work for us,” Oring said 
during a late October interview.

“We really have a lot of fun here,” he 
added. “Carrie always says that we’re 
working so hard but that it feels like we’re 
on vacation.”

That impression resonates at random times 
throughout their days, Oring noted, such 
as when pausing for a moment on a bridge 
crossing the brook that runs between the 
motel and restaurant to enjoy the sight and 
sound of the water rushing by.

“It’s moments like these,” he said, “that 
remind us how much this really fi ts what we 
were looking for.”◆
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Over $100 Million in 
Commercial & Residential  

Sales over a 25 Year Career

BARB DAVIS-HASSAN,CCIM
BROKER/OWNER

6+ ACRE COMMERCIAL SITE
Route 7 – Lanesboro

Six buildings ranging from 500 to 6,000 sq. 
ft. with 1,000’ road frontage on 6+ acres. Five 
buildings on 5 acres with total 12,700 sq. 
ft. offered at $1,395,000. One building with 
2,800 sq. ft. at $499,900. Or all being offered 
at $1,895,000.(4068B)

REDUCED

413-447-7300 • 413-822-4742
www.BarbHassanRealty.com

FOR SALE/LEASE
$449,900 

Wendell Avenue mixed-use property with 
GREAT CASH FLOW (approx. $55K NOI).
Seven residential units and two commercial 
rentals. New siding, windows, roof. Off-street 
parking. Short walk to courts, downtown. 
Lease space, up to 3,000 sq. ft. available, can 
be subdivided. Call Barb for details. (4070B)

REDUCED

real estate
the place for
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By John Townes
A former animator is bringing new life to 

a historic building in Lenox that once served 
as the Berkshire County Courthouse.

The project involves an extensive reno-
vation of the building at 27 Housatonic St. 
that was purchased in April 2013 by Steve 
Oakes. 

Formerly of New York City and now a 
resident of Otis, Oakes is compiling a small 
but growing portfolio of prominent proper-
ties in a number of Berkshire communities, 
a process that reflects a shift from his former 
career in film animation and media produc-
tion to his new role as real estate investor 
and developer.

In addition to his purchase of the Lenox 
building from the Khoury family for 
$545,000, Oakes also acquired a commercial 
block at 77 East St. at the northeast corner 
of Park Square in Pittsfield for $450,000, 
and a commercial block at 54 Main St. in 
downtown Lee for $600,000.

Before coming to the Berkshires, Oakes had 
lived and worked in New York City for most 
of his adult life, where he pursued a career 
in film animation and media production. His 
company, Curious Productions, primarily 
worked on media projects oriented to young 
people, including educational and commercial 
television shows, and advertisements.

One of his best-known projects was pro-
ducing Pee Wee’s Playhouse, a television 
show hosted by Pee Wee Herman, which was 

a popular cultural icon for both children and 
adults in the 1980s.

Oakes said he and his wife had been visit-
ing Berkshire County for many years.

“We started coming here as typical tour-
ists for weekends and vacations,” he said. 
“Eventually, we were here so often that it 
made sense to buy something. We found a 
property in Otis and built a house about 10 
years ago.”

He started spending more time here after 
selling his production company about six 
years ago.

“Since then, I’ve been flipping what many 
New Yorkers do,” he said. “I visit the city for 
a getaway on the weekends, and come back 
here to live during the week.”

Oakes said that the change in his life also 
prompted his entry into real estate investment 
and management.

“I’m still relatively young and I’m not 
ready to retire,” he said. “I was looking for 
a new profession. I had experience with real 
estate and properties for my former company, 
and I love historic buildings and town centers. 
So I decided to take a portion of the proceeds 
from the sale of my former business and invest 
in properties in Berkshire County.”

Over the past few years he has been work-
ing with Kim Wilder of Barnbrook Realty 
in Great Barrington to locate properties that 
fit his interests.

To date, this process has led to the three 
purchases in Lee, Lenox and Pittsfield, al-
though properties in other towns have been 
closely considered.

While the properties he has acquired are 
all different, Oakes noted that they share a 
common profile.

“Each one is unique,” he said. “However, 
they have similar characteristics. I love his-
toric downtown properties that have a strong 
relationship to the community. They also are 
in good locations and are able to generate 
reasonable income.”

Full-scale renovation
Oakes began work on the Lenox court-

house renovation project in September, after 
waiting until the summer tourist season was 
over. The primary contractor is Allegrone 
Companies.

“If the weather cooperates, we hope to 
have it completed by the end of the year,” 
said Oakes in an early 
November interview.

Although its ap-
pearance and physical 
condition had dete-
riorated over the years, 
the building has an 
important place in the history of the town 
and the county.

The structure was originally built on Main 
Street to serve as a courthouse in 1791, when 
Lenox was the county seat of Berkshire 
County. The court and its operations were 
moved to a more imposing new building on 
Main Street in 1815, which now houses the 
Lenox Library. (The county seat was moved 
to Pittsfield in 1868.)

After the construction of the new court-
house, the original courthouse building was 
used for town offices for several years. In 
1903, the building itself was moved to its 
present location on the northeast corner of 
Housatonic and Church streets for commer-
cial and residential uses.

The building has four storefronts that cur-

rently are occupied by Shots Cafe, the Brava 
restaurant, the Maximum Styles Hair Salon 
and Bella Ti clothing boutique.

The renovation project involves both 
cosmetic and structural work to the wood-
frame building. The wiring, plumbing and 
other basic systems and fixtures are being 
replaced, and a new sprinkler system is be-
ing installed.

The weathered shingles on the exterior 
are being removed and will be replaced by 
clapboard that will more closely replicate 
its original appearance, Oakes said. Other 
architectural details will be highlighted or 
replaced.

The top floor, which contains three apart-
ments, has been totally gutted. The space is 
being overhauled and remodeled into what 

Oakes described as 
mid-range, market-rate 
rental units.

In addit ion,  the 
building is being bol-
stered with work on 
its foundation and its 

system of support beams.
Other changes will be made, including 

the replacement of steps with small ramps 
at the entrance to the storefronts to allow for 
handicapped access.

The businesses all remain open during 
the project.

Oakes acknowledged that he was initially 
hesitant about buying the building because 
of its age and condition.

“At first glance, I was skittish,” he said. 
“But it’s a great building and location, and 
the price was right, so I jumped in.”

While he was prepared to undertake a 
major renovation, Oakes acknowledged 
that it has become more extensive than 
anticipated.

continued on page 23

Real estate
New career in real 
estate investment 
leads to small but 
growing portfolio
Buildings in three communities all 
play role in downtown commerce

Former animation professional Steve Oakes has embarked on a 
new career in real estate investment and development, including 
his current renovation of the former county courthouse building 
in Lenox that he purchased in 2013 (shown here). This property 
joins others he purchased in Lee and Pittsfield as part of a small 
but growing portfolio of downtown commercial holdings.

“I love historic downtown 
properties that have a 

strong relationship to the 
community.”

LENOX CENTER SPACE FOR RENT
...A RAINBOW’S END!!!

Current retail boutique, approx. 1,750 sq. ft. plus 
ample additional storage, 2 large 3-sided display 

windows, wall-to-wall carpeting, office, break room, 
bathroom, 5 dressing rooms, air conditioned, new 

heating system (2014).

$2,800/mo. plus utilities • Available immediately

Call Carla at 413-298-1664

SpEcialiStS in rESidEntial Moving & warEHouSing. 
locally & worldwidE.

Proudly serving the Berkshires for over 90 years.
Quality service • competitive rates
A Family Owned & Operated Business Since 1923

visit our website at www.castinemovers.com

icc mc73444
uS Dot 058227

or toll FrEE

1•800•225•8068413•499•4982

Impeccable 1/2 double with 3 
bedrooms & 1.5 baths. Laundry 
room on first floor. Spacious 
kitchen with plenty of cabinets. 
Enclosed front porch. Walk-to-
town location in a pleasant, 
friendly neighborhood. $1,100 
per month plus utilities. One-
year lease required.

call Sheila at 413-243-0096

Lee ResidentiaL
RentaL OppORtunity

Lee, MA • 413-243-0096
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Berkshire County real estate transfers

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
35 Alger St.
Buyer: Jeffrey Macek +
Seller: USA HUD
Price: $75,000
Mortgage: $70,500
Lender: Greylock FCU
Date: 9/126/14

13 Arnold Ave.
Buyer: Steven Sprague
Seller: Mary Daigneault
Price: $135,000
Mortgage: $60,000
Lender: Adams Community
Date: 10/10/14

168 Friend St.
Buyer: Denise Blaisdell
Seller: Robert Tomkiewicz +
Price: $184,900
Mortgage: $181,550
Lender: Stearns Lending
Date: 10/8/14

99 Howland Ave.
Buyer: M&T Bank
Seller: Shoba Inc +
Price: $201,000
Date: 10/6/14

12 Morningside Ave.
Buyer: Michael Rapisarda +
Seller: John Green +
Price: $235,000
Mortgage: $150,000
Lender: Adams Community
Date: 9/25/14

4 Powers St.
Buyer: Brenda Hanlon +
Seller: Myrtle Franceschini
Price: $138,000
Mortgage: $93,000
Lender: Greylock FCU
Date: 10/9/14

35 Temple St.
Buyer: Trevor Crombie
Seller: David Nicholas Jr +
Price: $115,000
Mortgage: $92,000
Lender: Adams Community
Date: 10/1/14

62-1/2 Valley St.
Buyer: Timothy Herrmann +
Seller: Mendel Matilda Est +
Price: $120,000
Mortgage: $106,800
Lender: Adams Community
Date: 10/10/14

6 Woods Dr.
Buyer: Joshua Clairmont
Seller: Rotolo Home 
Improvement
Price: $168,000
Mortgage: $153,000
Lender: Greylock FCU
Date: 10/2/14

BeckeT
209 E. Shore Rd.
Buyer: Mary Canty +
Seller: East Shore Road LLC
Price: $245,000
Mortgage: $183,000
Lender: Adams Community
Date: 10/16/14

189 High St.
Buyer: Franklin Woods Invest
Seller: Leonard Spencer
Price: $85,000
Date: 10/8/14

3008 Jacobs Ladder Rd.
Buyer: Daniel Farrington
Seller: Kevin Palmer
Price: $170,000
Mortgage: $173,469
Lender: Adams Community
Date: 10/16/14

1247 Main St.
Buyer: Greylock FCU

Seller: Natasha Broadwell +
Price: $117,000
Date: 10/6/14

249 Old Pond Rd.
Buyer: Laurance Cerutti +
Seller: Leona Perlman RET +
Price: $435,000
Date: 9/22/14

130 S. Cove Rd.
Buyer: Kevin Farrell
Seller: Fred Williams
Price: $141,600
Date: 10/10/14

cHesHire
120 North St.
Buyer: Robert Katz +
Seller: Eileen Nuttal
Price: $127,500
Date: 10/2/14

187 Wells Rd.
Buyer: Patrick Filiault +
Seller: Jeffrey Dubreil +
Price: $185,000
Mortgage: $179,450
Lender: Adams Community
Date: 9/15/14

22 Wilshire Dr.
Buyer: Robin Powers
Seller: Michael Rapisarda +
Price: $210,000
Mortgage: $168,000
Lender: Greylock FCU
Date: 9/25/14

dAlTon
477 E. Housatonic St.
Buyer: Robert Tebben
Seller: Jeffrey Wasuk
Price: $172,000
Mortgage: $137,600
Lender: Greylock FCU
Date: 9/19/14

17 Florence St.
Buyer: Amanda Lesnick +
Seller: Beverlee Denneen
Price: $135,900
Mortgage: $121,410
Lender: USAA Fed SB
Date: 10/14/14

62 Greenridge Dr.
Buyer: Joan Robinson
Seller: Casey Montemagni
Price: $135,000
Mortgage: $91,000
Lender: Academy Mtg
Date: 9/29/14

9-11 John St.
Buyer: Robert Zeigler
Seller: Christopher Atwood +
Price: $157,000
Mortgage: $133,450
Lender: MountainOne
Date: 10/14/14

96 Judith Dr.
Buyer: Kathryn Fahey
Seller: Gary Kirby +
Price: $140,000
Mortgage: $74,500
Lender: Academy Mtg
Date: 10/17/14

74 Lindsay Dr.
Buyer: Stephen Wildrick +
Seller: Jennifer Farrelly
Price: $331,000
Mortgage: $297,900
Lender: Greylock FCU
Date: 10/3/14

1014 Main St.
Buyer: Jacqueline Aubuchon
Seller: Howard Mckibbin +
Price: $161,000
Mortgage: $164,285
Lender: Academy Mtg
Date: 9/18/14

375 Washington Mountain
Buyer: Steven Seltzer
Seller: Scott Smith +
Price: $195,00
Date: 9/19/14

egreMonT

Baldwin Hill Rd. Lot 4A
Buyer: Deepali Desai +
Seller: Baldwin Woods NT +
Price: $250,000
Date: 10/6/14

34 Blunt Rd.
Buyer: Sanny Makki +
Seller: Charles Wolf +
Price: $810,000
Mortgage: $400,000
Lender: HSBC Bank
Date: 10/15/14

55 Boice Rd.
Buyer: Linda Ellerbee +
Seller: Leslie Drucker +
Price: $155,000
Date: 9/22/14

General Knox Ln.
Buyer: Claudia Ricci +
Seller: Beckerman Balken
Price: $270,000
Date: 10/14/14

Jug End Rd.
Buyer: Birches NT +
Seller: South Egremont Prop
Price: $1,000,000
Date: 10/17/14

84-A Undermountain Rd.
Buyer: Birches NT +
Seller: South Egremont Prop
Price: $1,000,000
Date: 10/17/14

greAT
BArringTon

7 Depot St.
Buyer: Christy Thorne
Seller: Laurie Conquest
Price: $166,000
Mortgage: $132,800
Lender: Lee Bank
Date: 9/25/14

12 E. Mountain Rd.
Buyer: 12 East Mountain 
Road RT +
Seller: George Raymond +
Price: $700,000
Mortgage: $530,000
Lender: Lee Bank
Date: 10/17/14

6 Fairview Rd.
Buyer: Frederick Madison +
Seller: Linda Vermilyea
Price: $100,000
Mortgage: $80,000
Lender: Greylock FCU
Date: 9/22/14

23 Giddings St.
Buyer: Julian Koerner +
Seller: John Guarnieri +
Price: $180,000
Date: 10/10/14

25 Lake Ave.
Buyer: Richard Brousseau +
Seller: Joseph Pothul +
Price: $150,000
Date: 9/16/14

7 Manville St.
Buyer: Ivan Kruh +
Seller: Vincent Giracca +
Price: $307,500
Mortgage: $246,000
Lender: Lee Bank
Date: 9/16/14

7 Meadow Ln.
Buyer: Michael Jaffe +

Seller: Roy FT +
Price: $392,500
Mortgage: $314,000
Lender: Fairway Ind Mtg
Date: 10/2/14

241 Monument Valley Rd.
Buyer: Steven Bronstein +
Seller: Gregory Dow +
Price: $267,500
Date: 10/17/14

30 Prospect St.
Buyer: CG Grace 
Properties LLC
Seller: Howard Steinberg +
Price: $331,000
Date: 9/15/14

38 Quarry St.
Buyer: Robert Michels
Seller: Neda Michels
Price: $335,000
Date: 10/17/14

155 State Rd.
Buyer: L&R Block LLC
Seller: Anthony Doyle
Price: $300,000
Mortgage: $813,784
Lender: Pittsfield Coop
Date: 9/25/14

360 Park St. N U:5
Buyer: Mary Ryce
Seller: Kristen Brazie +
Price: $103,000
Mortgage: $82,400
Lender: Salisbury B&T
Date: 9/15/14

HAncock
2732 Hancock Rd.
Buyer: Edward Derby Jr +
Seller: Botto FT +
Price: $210,000
Mortgage: $185,000
Lender: Adams Community
Date: 9/23/14

HinsdAle
313 Ashmere Dr.
Buyer: Eric Hall +
Seller: Lynn Lanoue +
Price: $300,000
Mortgage: $300,000
Lender: UBS Bank
Date: 10/17/14

374 Maple St.
Buyer: JP Morgan Chase
Seller: Rebecca Kelly +
Price: $114,800
Date: 10/3/14

110 Peru Rd.
Buyer: Chris Aylesworth +
Seller: Kelley Taylor
Price: $229,500
Mortgage: $100,000
Lender: People Bank
Date: 10/10/14

lAnesBoro
15 Goodell Rd.
Buyer: John Keesee +
Seller: Dean Shaw +
Price: $175,000
Mortgage: $175,000
Lender: Dean Shaw
Date: 10/1/14

N. Main St.

Buyer: Carl Amick +
Seller: Clear Water Creek 
LLC
Price: $75,000
Date: 10/8/14

203 Narragansett Ave.
Buyer: Ann Okeefe
Seller: Laurence Brady Jr
Price: $275,000
Mortgage: $245,000
Lender: Greylock FCU
Date: 10/1/14

620 S. Main St.
Buyer: 439 Pittsfield Road 
LLC
Seller: Carlo Torra Jr +
Price: $180,000
Mortgage: $200,000
Lender: Pittsfield Coop
Date: 10/15/14

lee
85 Antelope Dr.
Buyer: Jeanne Mcconnell +
Seller: Alder Lorna Est +
Price: $165,000
Date: 9/25/14

300 Leisure Lee Rd.
Buyer: Daniel Zaccardo
Seller: William Glassner
Price: $315,000
Mortgage: $200,000
Lender: Salisbury B&T
Date: 9/26/14

5 Navin Heights

Buyer: Michael Mcinerney +
Seller: Marcia Stein
Price: $330,000
Mortgage: $264,000
Lender: Greylock FCU
Date: 10/17/14

295 Prospect St.
Buyer: Elizabeth Sparks +
Seller: Douglas Schueler +
Price: $225,000
Mortgage: $180,000
Lender: Lee Bank
Date: 10/17/14

50 Tyringham Rd.
Buyer: Alan Wilcox +
Seller: Patrick Mahon +
Price: $112,000
Date: 10/14/14

880 East St. U:600A
Buyer: Audrey Stein
Seller: Philip Kobrin
Price: $90,000
Date: 9/15/14

lenox
9 Brunell Ave.
Buyer: Nancy Kalodner +
Seller: Sharon Kennedy
Price: $233,000
Date: 9/24/14

15 Kneeland Ave.
Buyer: Deborah Matteodo +
Seller: Madelyn Yucht
Price: $950,000
Mortgage: $750,000

Lender: Mortgage Master
Date: 10/14/14

56 Plunkett St.
Buyer: Warren Hagler
Seller: Karen Howitt +
Price: $75,000
Date: 10/16/14

34 Tucker St.
Buyer: Richard Miskinis Jr +
Seller: Lynne Reber
Price: $276,900
Mortgage: $276,900
Lender: Lynne Reber
Date: 10/9/14

53 Tucker St.
Buyer: Cynthia Schwartz
Seller: Richard Syriac +
Price: $190,000
Mortgage: $172,125
Lender: Lee Bank
Date: 10/9/14

385 Under Mountain Rd.
Buyer: Vikrant Yadav +
Seller: Kevin Sprague +
Price: $7560,000
Mortgage: $487,500
Lender: JP Morgan Chase
Date: 10/15/14

161 Walker St.
Buyer: Peter Levin +
Seller: Lisa Szczepaniak
Price: $390,000
Date: 10/16/14

175 Walker St.
Buyer: Peter Levin

Seller: Lisa Szczepaniak
Price: $390,000
Mortgage: $500,000
Lender: Peter Levin
Date: 10/16/14

19 Coldbrooke S U:B
Buyer: Eleanor Frank +
Seller: Lee Collins
Price: $622,500
Date: 10/15/14

Evergreen Trail U:26
Buyer: Deborah Roth FT +
Seller: Kathryn Hatch
Price: $412,000
Date: 10/9/14

Morgan Manor U:1
Buyer: Thomas Shoemaker +
Seller: Elliott Morss
Price: $137,500
Date: 10/6/14

7 Rolling Hills U:8
Buyer: Donna Marsico +
Seller: Janeen Eisler
Price: $175,000
Date: 10/7/14

MonTerey
22 Bidwell Rd.
Buyer: Douglas Schmidt Jr +
Seller: Jo Ann Reiss RET +
Price: $937,500
Mortgage: $656,250
Lender: Continental Home
Date: 10/3/14

continued on next page

Lauren A. Dudley, MD 
Rheumatologist Dr. Lauren Dudley, a board certified and fellowship 

trained Rheumatologist, has joined the medical staff of 
Berkshire Medical Center and the physician staff of 
Rheumatology Professional Services of BMC. She 
provides comprehensive Rheumatology services and is 
accepting new patients.   

Rheumatology Professional Services of BMC 
BMC Medical Arts Complex 
777 North St.., Pittsfield 
413-499-8551 

Board certified in Internal Medicine 
Fellowship trained in Rheumatology, Dartmouth-
Hitchcock Medical Center 
Medical degree from the University of Connecticut 
School of Medicine 
Residency in Internal Medicine at Brown 
University/Rhode Island Hospital 
For an appointment with Dr. Dudley, ask your 
physician for a referral or call Rheumatology 
Professional Services of BMC, 413-499-8551 

Central Pittsfield Commercial Property
Just two blocks from BMC, two blocks from the Barrington Stage, one 
block off of North Street and within the B-G business district, this 2,700 
sq. ft. secure masonry 
building in excellent 
condition offers a wide 
variety of potential uses. 
Ample on-site and on 
street parking, sturdy, full 
dry basement, all utilities, 
central AC, natural gas, 
low insurance rates. 
Offered fully equipped 
as a long-established and 
profitable neighborhood 
bar with banquet/meeting 
room and full kitchen. Other uses permitted include contractor, office, retail, 
residential, club, social services, storage, etc. Owner welcomes offers.

413-458-5000
info@harschrealestate.com
www.harschrealestate.com

We appraise
everything real estate

Residential • Commercial  • Industrial 

Business In Place • Subdivisions 

Easements (Permanent & Temporary) 

 Hotels • Motels • Inns

STaTE CERTIfIEd GEnERal aPPRaISER #75094

Fast, Reliable Service

413-662-2227
or online at:

www.wilkinsonappraisal.com
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Real estate
continued from page 21

58 Cronk Rd.
Buyer: Cronk Road LLC
Seller: Timothy Kirby +
Price: $75,000
Date: 10/17/14

new
MArlBoro

Brewer Hill Rd. Lot A
Buyer: Ronald Frohne
Seller: Leif Thorne-Thomsen
Price: $360,000
Date: 10/10/14

28 Downs Rd.
Buyer: Cathy Cohen +
Seller: David Busch RET +
Price: $150,000
Mortgage: $125,000
Lender: David Busch RET
Date: 10/7/14

229-231 Hartsville New
Buyer: Emily Rachel
Seller: Samuel Mills 3rd
Price: $525,000
Mortgage: $325,000
Lender: Pittsfield Coop
Date: 10/10/14

207 Konkapot Rd.
Buyer: Lee Rafkin +
Seller: Robert Friedman 
RET +
Price: $587,000
Mortgage: $400,000
Lender: Bank of America
Date: 10/17/14

156 Woodleigh Ave.
Buyer: Steven Litvack +
Seller: Frederick Vorck +
Price: $675,000
Mortgage: $540,000
Lender: Village Mtg
Date: 10/17/14

norTH AdAMs
55 1st St.
Buyer: Anthony 
Annichiarico +
Seller: Frank Cariddi +
Price: $121,500
Mortgage: $121,500
Lender: Academy Mtg
Date: 10/17/14

586 Barbour St.
Buyer: Renee Royal
Seller: Mary Pariesien RET +
Price: $108,500
Mortgage: $54,350
Lender: Adams Community
Date: 9/19/14

465 Curran Hwy.
Buyer: Haskins Holdings LLC
Seller: JSL 3 Inc
Price: $78,000
Mortgage: $64,000
Lender: Adams Community
Date: 9/26/14

151 Franklin St.
Buyer: Michael Choquette
Seller: VP Vadnais +
Price: $129,500
Mortgage: $132,142
Lender: Academy Mtg
Date: 9/30/14

92 Greylock Ave.
Buyer: Daniel Horan +
Seller: Lesage Barbara Est +
Price: $125,000
Date: 9/16/14

30 Hall St.
Buyer: Anthony Williams +
Seller: Keith Starr +
Price: $90,000
Mortgage: $90,000

Lender: Michael Starr
Date: 9/25/14

44-46 Hall St.
Buyer: David Atwell +
Seller: Adams Community 
Bank
Price: $85,000
Mortgage: $110,000
Lender: NBT Bank
Date: 10/1/14

32 Hathaway St.
Buyer: Denise Markonish
Seller: Melvin Goober +
Price: $131,000
Mortgage: $133,673
Lender: Academy Mtg
Date: 10/7/14

121 Johnson St.
Buyer: John Brown
Seller: Jacqueline Thomas
Price: $96,000
Mortgage: $98,064
Lender: MountainOne
Date: 9/29/14

44 Lois St.
Buyer: Brian Reed
Seller: Quimby Marjorie 
Est +
Price: $85,000
Mortgage: $45,000
Lender: Greylock FCU
Date: 9/29/14

73-79 Main St.
Buyer: Paul Bruninghaus +
Seller: Martin Sonkin
Price: $179,000
Date: 9/26/14

65 Meadow St.
Buyer: Zusammen LLC
Seller: Alfred George +
Price: $187,000
Date: 9/30/14

73 N. Holden St.
Buyer: David Atwell +
Seller: Adams Community 
Bank
Price: $85,000
Mortgage: $110,000
Lender: NBT Bank
Date: 10/1/14

16 Overlook Ter.
Buyer: Paula Delaurentiis
Seller: Kimberly Bissaillon
Price: $183,000
Mortgage: $83,000
Lender: Adams Community
Date: 9/16/14

825 W. Shaft Rd.
Buyer: Alison Rice
Seller: Northern Berkshire 
Habitat
Price: $168,100
Mortgage: $102,000
Lender: Seller
Date: 9/29/14

66 Yale St.
Buyer: Elmer Wehrle +
Seller: William 
Montgomery +
Price: $157,000
Date: 9/24/14

oTis
66 Dimmock Rd.
Buyer: Matthew Martin
Seller: Alan Mack +
Price: $150,000
Date: 10/9/14

66 Dimmock Rd.
Buyer: Matthew Martin
Seller: Alan Mack +
Price: $145,000
Mortgage: $142,500
Lender: Lee Bank
Date: 9/30/14

1332 E. Otis Rd.
Buyer: FHLM
Seller: Richard Parrow +
Price: $188,649
Date: 10/9/14

511 Pine Rd.
Buyer: John Tonlino 3rd +
Seller: Donald Minkley +
Price: $425,000
Mortgage: $231,700
Lender: Lee Bank
Date: 10/16/14

143 Rainbow Rd.
Buyer: Thomas Buck
Seller: Mark Ferraro +
Price: $130,000
Mortgage: $65,000
Lender: Suntrust
Date: 10/9/14

481 W. Center Rd.
Buyer: Carl Feidner
Seller: John Smigel +
Price: $320,000
Mortgage: $256,000
Lender: Wells Fargo
Date: 10/17/14

Peru
2 E. Main Rd.
Buyer: Charles Raynor
Seller: Sally Ridgeway
Price: $150,000
Date: 9/29/14

PiTTsfield
7 Aberdeen Rd.
Buyer: Joshua Ross +
Seller: William Heaton Jr +
Price: $139,000
Mortgage: $127,880
Lender: Greylock FCU
Date: 10/17/14

5 Alcott Ln.
Buyer: Anna Cervone T +
Seller: Humphrey Mary Est +
Price: $245,000
Date: 10/3/14

72 Alden Ave.
Buyer: Jacob Brown +
Seller: Edward Murray +
Price: $99,000
Mortgage: $74,250
Lender: Greylock FCU
Date: 9/15/14

338 Appleton Ave.
Buyer: Brenda North +
Seller: Devin Rock
Price: $220,000
Mortgage: $155,000
Lender: RBS Citizens
Date: 9/19/14

14 Arlington St.
Buyer: Bliss Rufo
Seller: Ralph Frisina +
Price: $205,100
Mortgage: $144,000
Lender: Greylock FCU
Date: 9/17/14

66 Asci Dr.
Buyer: Mary Matteotti +
Seller: George Oconnell
Price: $166,500
Date: 10/14/14

605 Benedict Rd.
Buyer: Trang Hoang
Seller: Stephen Kramek +
Price: $368,000
Mortgage: $294,400
Lender: Greylock FCU
Date: 9/30/14

101 Broadview Ter.
Buyer: Douglas Mccormick
Seller: Cheryl Cunningham +
Price: $77,333

Mortgage: $95,000
Lender: Pentagon FCU
Date: 9/29/14

Cascade St. Lot
Buyer: Dorothea Johnson
Seller: Gerald Sime IRT +
Price: $190,000
Date: 10/8/14

65 Cecelia Ter.
Buyer: Jeannine Poulton +
Seller: Anna Stanton T +
Price: $116,000
Mortgage: $112,128
Lender: Academy mtg
Date: 9/26/14

215 Chapel St.
Buyer: Denise Forbes +
Seller: FNMA
Price: $75,000
Mortgage: $60,000
Lender: Greylock FCU
Date: 10/16/14

95 Chickering St.
Buyer: Hannah Delisle +
Seller: Janet Levatin
Price: $159,500
Mortgage: $151,525
Lender: Greylock FCU
Date: 9/19/14

1189 Churchill St.
Buyer: Darren Lee +
Seller: Michael Mcinerney +
Price: $495,000
Mortgage: $417,000
Lender: Greylock FCU
Date: 10/17/14

152 Cole Ave.
Buyer: Marco Adorno
Seller: Nelson Hajjar
Price: $113,000
Date: 10/2/14

5 Crane Ave.
Buyer: Albindian Realty LLC
Seller: Richard Gagnon +
Price: $122,900
Mortgage: $90,000
Lender: Lee Bank
Date: 9/25/14

276 E. New Lenox Rd.
Buyer: Wendy Greiner +
Seller: Colleen Marion
Price: $175,500
Mortgage: $149,175
Lender: Greylock FCU
Date: 10/17/14

51 Foote Ave.
Buyer: Mark Montemagni +
Seller: Gary Pitcher +
Price: $80,000
Date: 10/8/14

37 Garden St.
Buyer: Claudia Fitzgerald
Seller: Carl Ameen Sr
Price: $128,000
Mortgage: $102,400
Lender: Greylock FCU
Date: 10/16/14

10 Goodman Ln.
Buyer: Shamika Mungin
Seller: Central Berk Habitat
Price: $129,000
Mortgage: $103,200
Lender: Seller
Date: 9/26/14

42 Hamlin St.
Buyer: Thomas Beuth
Seller: Bruce Ronan
Price: $132,400
Mortgage: $129,400
Lender: Seller
Date: 9/30/14

96 Hawthorne Ave.
Buyer: Jacob Menard
Seller: Leslie Wetherell-
Potash +

Price: $145,000
Mortgage: $129,000
Lender: Pittsfield Coop
Date: 10/1/14

180 High St.
Buyer: Laura Vidale
Seller: Jessica Mormann
Price: $190,000
Date: 9/30/14

280 Holmes Rd.
Buyer: Neal Tolchin +
Seller: James Brian +
Price: $360,000
Mortgage: $150,000
Lender: Lee Bank
Date: 9/18/14

335 Holmes Rd.
Buyer: Michael Cantor +
Seller: Ryan Sabourin
Price: $212,000
Mortgage: $169,600
Lender: Kansas St Bk
Date: 9/19/14

941 Holmes Rd.
Buyer: CSB Service Corp
Seller: Richard Laughren +
Price: $215,000
Date: 10/14/14

115 Karen Dr.
Buyer: Kenneth Pearce 3rd +
Seller: A P Bramer +
Price: $308,000
Mortgage: $246,400
Lender: Trustco
Date: 9/24/14

22 Kenilworth St.
Buyer: Benjamin Strauss +
Seller: John Moynahan +
Price: $305,000
Mortgage: $289,750
Lender: Greylock FCU
Date: 10/1/14

110 Kittredge Rd.
Buyer: Cheshire Green LLC
Seller: Michael Larochelle +
Price: $95,000
Date: 9/29/14

27 Lakeway Dr.
Buyer: Jacqueline Ziemek
Seller: Doreen Vaccaro
Price: $112,500
Mortgage: $106,875
Lender: Greylock FCU
Date: 9/15/14

55 Lucia Dr.
Buyer: Michael Mcneil
Seller: Patricia Walker +
Price: $100,000
Date: 10/8/14

163 Maple Grove Dr.
Buyer: Ronald Smith
Seller: Alfred Cimini Jr +
Price: $125,000
Date: 9/24/14

1 Maple Ln.
Buyer: Samantha 
Bruchbacher +
Seller: Michael Mcneil
Price: $188,000
Mortgage: $169,200
Lender: Greylock FCU
Date: 9/17/14

134 Meadowview Dr.
Buyer: Patricia Wallender
Seller: Raymond Janas +
Price: $157,500
Date: 10/1/14

34 Meleca Ave.
Buyer: Denise Johnson
Seller: Matthew Greiner +
Price: $164,000
Mortgage: $114,000
Lender: Berkshire Bank
Date: 10/16/14

62 New Hampshire Ave.
Buyer: Debra Vall
Seller: MHFA
Price: $95,000
Mortgage: $93,279
Lender: Academy Mtg
Date: 9/29/14

11 Pacific St.
Buyer: David Chambers
Seller: Kevin Brennan +
Price: $90,000
Mortgage: $67,500
Lender: Greylock FCU
Date: 9/15/14

456 Pecks Rd.
Buyer: Kari Messana +
Seller: Gingras NT +
Price: $135,000
Mortgage: $128,250
Lender: Greylock FCU
Date: 9/26/14

1025 Pecks Rd.
Buyer: David Jones
Seller: Robert Winnard +
Price: $90,000
Mortgage: $45,000

Lender: Berkshire Bank
Date: 10/6/14

23 Pine Grove Dr.
Buyer: Charles Nester
Seller: Eleanor Carey
Price: $135,000
Mortgage: $137,902
Lender: USAA Fed SB
Date: 9/26/14

145 Pine Grove Dr.
Buyer: Donald Bernier +
Seller: Jahn Emily Est +
Price: $155,000
Date: 9/30/14

56 Pine St.
Buyer: Anthony Gaynor
Seller: Brazee David Est +
Price: $94,000
Mortgage: $96,021
Lender: United Bank
Date: 9/29/14

115 Pomeroy Ave.
Buyer: John Hover +
Seller: Mitchell Barack
Price: $171,500
Mortgage: $137,200
Lender: Greylock FCU
Date: 9/30/14

429 Pomeroy Ave.
Buyer: A P Bramer +
Seller: Edward Sottile Jr +
Price: $150,000
Mortgage: $115,000
Lender: Greylock FCU
Date: 9/24/14

575 Pomeroy Ave.
Buyer: Neil Davis +
Seller: W Stanley Cooke 
IRT +
Price: $350,000
Mortgage: $280,000
Lender: Greylock FCU
Date: 10/10/14

31 Revere Pkwy.
Buyer: Candy Jezewski
Seller: Valerie Petersen
Price: $171,000
Mortgage: $167,902
Lender: Merrimack Mtg
Date: 10/17/14

23 Richmond Ave.
Buyer: US Bank NA Tr
Seller: Fred Brown +
Price: $98,000
Date: 9/23/14

20 Roselyn Dr.
Buyer: Walchenbach FT +
Seller: Steven Pirola +
Price: $185,000
Date: 9/25/14

48 Scammell Ave.
Buyer: Eric Newton
Seller: Edmund Nicholson Jr +
Price: $115,000
Mortgage: $92,000
Lender: Greylock FCU
Date: 9/16/14

154 Sherwood Dr.
Buyer: Richard Roman +
Seller: Paul Proudy +
Price: $265,500
Mortgage: $30,000
Lender: Greylock FCU
Date: 9/30/14

232 Springside Ave.
Buyer: Paul Gniadek LT +
Seller: Joseph Haddad +
Price: $109,000
Date: 10/3/14

15 Spruce St.
Buyer: Kenneth Anderson
Seller: Melinda Schneider
Price: $85,250
Mortgage: $68,200
Lender: Adams Community
Date: 9/30/14

29 State St.
Buyer: Margery Senecal
Seller: Trevor Doyle
Price: $128,900
Mortgage: $90,000
Lender: Greylock FCU
Date: 10/3/14

494 Tamarack Rd.
Buyer: Aaron Altshuler
Seller: Steven Mcdermott +
Price: $212,000
Mortgage: $170,000
Lender: Navy FCU
Date: 9/26/14

740 W. Housatonic St.
Buyer: Greylock FCU
Seller: Christafer Dodge +
Price: $75,000
Date: 10/6/14

1030 West St.
Buyer: Michael Daly +
Seller: Vaughn Nixon
Price: $700,000
Mortgage: $500,000

Lender: Peoples Bank
Date: 10/15/14

1189 West St.
Buyer: William Moskalski +
Seller: Philip White
Price: $128,000
Mortgage: $102,000
Lender: Commonwealth Mtg
Date: 10/3/14

46 Winter St.
Buyer: Adam Testa +
Seller: Ashley Paradise
Price: $89,900
Mortgage: $80,910
Lender: Greylock FCU
Date: 10/16/14

16 Worthington St.
Buyer: Keith Larosa +
Seller: Worthington Street 
NT +
Price: $82,000
Mortgage: $65,600
Lender: Greylock FCU
Date: 9/26/14

ricHMond
190 Orchard Circle
Buyer: Ryan Sabourin +
Seller: Daniel Shepard +
Price: $380,000
Mortgage: $300,000
Lender: Lee Bank
Date: 10/10/14

63 Sleepy Hollow Rd.
Buyer: Jeffrey Mitchell
Seller: Jeanne Kes +
Price: $240,000
Date: 10/15/14

2793 State Rd.
Buyer: William Gray
Seller: Linda Witz
Price: $131,600
Mortgage: $134,429
Lender: Academy Mtg
Date: 10/17/14

sAndisfield
335 Lakeshore Dr.
Buyer: Charles Schleien +
Seller: Howard Sankel
Price: $409,500
Mortgage: $327,600
Lender: Wells Fargo
Date: 10/6/14

112 Town Hill Rd.
Buyer: Susan Scott +
Seller: Brian Lock +
Price: $280,000
Date: 9/15/14

sHeffield
413 Clayton Rd.
Buyer: Francine Groener +
Seller: Jeffrey Wilcoxson +
Price: $245,000
Date: 9/29/14

363 Home Rd.
Buyer: Rita Welch
Seller: Peter Saunders
Price: $128,500
Date: 9/15/14

1224 N. Main St.
Buyer: Natural Habitat LLC
Seller: Martha Hamilton
Price: $145,000
Date: 10/9/14

486 Sheffield Egremont Rd
Buyer: Michael Johnston
Seller: Edward Delmolino +
Price: $84,775
Date: 9/22/14

sTockBridge
4 Cherry Hill Rd.
Buyer: Jane Kasten
Seller: Nancy Nirenberg NT +
Price: $250,000
Mortgage: $200,000
Lender: Village Mtg
Date: 10/3/14

2-A Glendale Rd.
Buyer: Peter Boyd +
Seller: Peter Hogan
Price: $242,500
Mortgage: $230,375
Lender: Salisbury B&T
Date: 9/29/14

24 Goodrich St.
Buyer: Wells Fargo Bank
Seller: Stephen Campetti +
Price: $234,910
Date: 9/30/14

25 Prospect Hill Rd.
Buyer: Nathan Hayward 
3rd RET +
Seller: Debra Spicehandler 
RET +

Price: $1,300,000
Date: 9/16/14

17 Willard Hill Rd.
Buyer: Kathryn Mansfield
Seller: Jane Kasten
Price: $615,000
Mortgage: $492,000
Lender: Lee Bank
Date: 10/10/14

200 Old Stockbridge Rd. U:M5
Buyer: Elizabeth Upton T +
Seller: Winden GHR LLC
Price: $379,000
Date: 9/18/14

wAsHingTon
204 Johnson Hill Rd.
Buyer: Luisa Mccarty +
Seller: Georgette Keator 
RET +
Price: $211,800
Mortgage: $190,620
Lender: Greylock FCU
Date: 9/18/14

wesT
sTockBridge

Great Barrington Rd. Lot 2
Buyer: Jennifer Capala
Seller: Mary Seppala
Price: $142,100
Date: 10/10/14

306 Great Barrington Rd.
Buyer: Arnold Angerman +
Seller: Gary Tucker RET +
Price: $500,000
Mortgage: $400,000
Lender: Wells Fargo
Date: 10/17/14

5 Silvermine Ln.
Buyer: 5 Silver Mine RT +
Seller: Lance Anderson +
Price: $850,000
Date: 9/19/14

37 Stockbridge Rd.
Buyer: Dana Brigham
Seller: George Livingstone 
RET +
Price: $211,500
Mortgage: $169,200
Lender: Village Mtg
Date: 10/15/14

williAMsTown
156 Bulkley St.
Buyer: Christian Malone +
Seller: Elizabeth Hastings  
RET +
Price: $740,000
Date: 9/19/14

13 Cold Spring Rd.
Buyer: Daniel Aalberts +
Seller: James Carothers +
Price: $449,000
Date: 10/3/14

103 Lindley Ter.
Buyer: Michael Williams +
Seller: Mcnagny NT +
Price: $207,828
Mortgage: $166,262
Lender: Greylock FCU
Date: 10/1/14

147 Main St.
Buyer: Deborah Brooks
Seller: Lenore Freeman
Price: $200,000
Date: 10/17/14

460 Main St.
Buyer: Olympic Pizza 
Family Restaurant
Seller: Charles M & T 
Nikitas T +
Price: $325,000
Mortgage: $243,750
Lender: Adams Community
Date: 10/3/14

1062 N. Hoosac Rd.
Buyer: Roger Larocca
Seller: FNMA
Price: $84,000
Date: 9/25/14

94 Southworth St.
Buyer: Kevin Ellingwood +
Seller: Gwen Tauber +
Price: $365,000
Mortgage: $300,000
Lender: Adams Community
Date: 9/22/14

windsor
300 High Street Hill
Buyer: Holly Higenbotham +
Seller: Thomas Gillooly +
Price: $275,000
Mortgage: $220,000
Lender: Florence SB
Date: 10/15/14

◆
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NOW CARRYING
WOOD JUNGLE GYMS 

IN SHEFFIELD!

We at Barnbrook Realty are pleased to 
announce that we are the newest affiliate of 

Christie’s International Real Estate,
the art world’s only real estate company.

Global expertise.
Tailored service.

Christie’s credibility.
Barnbrook Realty, exclusive affiliate of 

Christie’s International Real Estate.

413-528-4423 • 271 Main St., Great Barrington • www.barnbrookrealty.com
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“Once we got into it, we found a lot of old 
renovation mishaps that had to be fi xed, and 
it also had to be brought up to modern code 
standards,” he said.

For example, he said, important interior 
supports had to be replaced. “Unfortunately, 
when new windows were installed at one 
point, several important structural beams 
were cut. So we’re replacing those sections 
and reinforcing the entire structure. It was 
like fi guring out a puzzle. Fortunately, Al-
legrone is really good at this.”

The renovation plans for the building were 
approved by the town’s Historic District 
Commission this summer. Oakes estimated 
that the overall cost of the project will come 
to about $500,000. 

Beyond the work currently being done, 
Oakes said additional enhancements may 
come at a later date. He noted that one of 
the items on his wish list is placing a cupola 
atop the building, and he is seeking historic 
preservation grants for that.

“If you look at the roof, you’ll see a funny 
platform that seems to be there for no reason,” 
he said. “That actually was the base of a cu-
pola that used to be there. I can’t do it now, 
but I eventually want to place a new recreation 
of the cupola there at some point.”

Work on other buildings
Oakes noted that work is also being done 

on his other two buildings in Lee and Pitts-
fi eld, but nothing as extensive as with the 
courthouse. “We’re doing some upgrades and 
repairs to those buildings, but they are structur-
ally sound and in good shape,” he said.

Still, he added, the work is enough to keep 
some members of the building trades busy. “I 
would say that contractors have become my 
new best friends,” he commented.

The Pittsfi eld building, coincidentally, is 
directly across the street from the current 
Berkshire County Courthouse.

That property also has an interesting his-
tory, Oakes noted. The two-story, 11,000-
square-foot commercial building sits on a site 
that had once been owned by Parson Thomas 
Allen and his wife Eliza, who were prominent 
fi gures in Pittsfi eld’s early history.

The building itself was constructed in 1920 
and was named for J.A. Butler, a builder with 
an adjacent lumber company. It is also known 
as Court Square because of its proximity to 
both Park Square and the current Berkshire 
County Courthouse.

The building has several storefronts, 
including the longtime offi ce of Bardwell, 
Bowlby & Karam Insurance Agency (the 
building had previously been owned by 
Bowlby Family Realty LLC, which sold it 
to Oakes in February 2013), and a space that 
has long housed a variety of eateries. Otto’s 
is the current occupant of that space.

Upstairs it contains 18 offi ces, all but two 
of which are currently occupied by profes-
sional tenants. “With that central location 
across from the court-
house, it’s very popular 
with attorneys,” Oakes 
noted.

“It’s  a beautiful 
building, and upstairs 
has mahogany walls,” 
he added. “I kept one 
of the offi ces for my own use. I’m doing 
some renovations to make the interior look 
more like it was originally, and also have 
replaced the cluttered signs that were on 
the exterior.”

The two-story, 9,700-square-foot building 
at 54 Main St. in Lee currently houses Cake-
walk Bakery and Timothy’s Restaurant on 
the street level, and has apartments upstairs. 
Oakes purchased the building in late 2012 
from the Curran Group LLC.

For many years it housed the former 
Hyatt Hardware store. Oakes noted that he 
recently met a member of that family at a 
party. “When I mentioned what I was doing 
[with the building], he said: ‘Wow, my family 
used to own the hardware store there.’ We 
had a great conversation. Things like that 
make this so interesting.”

Another interesting feature, Oakes noted, 
is that the building is constructed of stone 
from a local quarry.

“Several earlier buildings at the site had 
been made of wood and had burned down,” 
he said. “Apparently, embers from the steam 
locomotives going by fl ew onto the roof. Fi-

Investment properties
continued from page 20

“I’m careful, but if I fi nd 
a great site with the right 

characteristics and is under 
$1 million, I’m defi nitely 

interested.”

$300 $250 $125Adult
14-69 years

Offer ends 12/20 Offer ends 12/20

Ski or Snowboard Package

Junior
7-13 years

Kids & Srs.
6 & under or 70 & up

Season Passes

Lift Ticket 3-Packs Season Long Rentals

Order Today
Prices Increase on 12/1

Order Online Today: www.SkiButternut.com  |  Or Call: (413) 528-2000

$135 $100
ages 14+ ages 7-13

$149 $109
Adults 14+ Jr. 13 & younger

You Could Drive Farther 
& Pay More..  But Why?

Order Today
Prices Increase on 12/1

You Could Drive Farther 
& Pay More..  But Why?

Ski Butternut
380 State Road, Great Barrington, MA 01230

22 Trails, 11 Lifts inc. 3 Quads, 100% Snowmaking, Impeccable Grooming,
1,000ft Vertical, 2 Terrain Parks, Lessons, Rentals, Ski Shop, Tubing, more...

nally, the town required that any new building 
there had to be made of masonry.”

With these three properties now in his 
portfolio, Oakes said 
there may still be room 
for more. 

While emphasizing 
that he plans to keep his 
activities on a manage-
able scale, and within 
his available resources, 

he said he continues to be on the lookout 
for interesting local properties, and hopes 
to purchase one or two more.

“When I started this, I decided it would 
be best to buy several properties to have a 
critical mass,” he said. “I’m careful, but if 
I fi nd a great site with the right characteris-
tics and is under $1 million, I’m defi nitely 
interested.”◆

Does your BusiNess accept creDit carDs?
If you could save money and do business 

locally, why would you not want to?
I have helped more than 90 other local business owners

save over $150,000 by providing lower fees to process their
credit cards and provide local service.

BERKSHIRE MERCHANT SERVICES
Don Raiche • 413-637-2100

www.BerkshireMerchantServices.com
MEMBER Of THE BERKSHIRE CHaMBER Of COMMERCE

MEMBER Of THE SOUTHERn BERKSHIRE CHaMBER Of COMMERCE

FOR SALE
GREAT BARRINGTON

Medical offi ce building, directly 
across from Fairview Hospital 
entrance. With 3,356 sq. ft., 
10 rooms, one full bath, two 
half baths, A/C, full ADA/DPH 
handicap access, private parking. 
$485,000 (condo ownership).

183 Main Street|Great Barrington

413-429-7733 
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Member FDIC & SIF                    Equal Housing Lender     www.pittsfieldcoop.com

Do you still recognize your 
bank or credit union?

            
               

      

          
   

              
              

           

     Equal Housing Lender  

     Equal Housing Lender  w

     

Jay Anderson
President & CEO

Tim Kiely
Manager
Pittsfield
70 South St.
(413) 447-7304

Steve Rogers
Manager
Pittsfield
110 Dalton Ave.
(413) 395-9626

Sandi Girard
Manager
Dalton
431 Main St.
(413) 684-1551

Ed Schumann
Manager
Gt. Barrington
325 Main St.
(413) 528-2840

     

     Time To Go
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     goes on out-of-state fishing expeditions for new customers? Angry that your
c                       

      
     

   

(We didn't mention that our consumer
and commercial lending teams are the

most experienced in the county!)

C’mon, admit it…when you walk inside your “local” financial institution lately, do you know the staff?
When you’re reading the news about their new hires or those being promoted are you asking,
“Who’s that?”

And, where’s your bank investing your deposits? Canada? Boston? Wall Street? Why not our streets?

Community banks like us – The Co-op was established in 1889 – are back in vogue. Small by
definition, staffed by local folks, singular in our mission to help our friends and neighbors build a
better place to live, work and play. 

We Feature Friendly and Familiar Faces


