
MARCH 2015“The Business Journal For Berkshire County”Vol. 18 No. 11

Berkshire Trade &
CommerCe  monthly

strength in numbers

By John Townes
While some communities may endeavor to reinvent themselves 

as shopping meccas and tourist destinations after losing their core 
industries, Lenox is not in such a position, 
having long since achieved that status.

As an outgrowth of its role as a resort area, 
the town has been a prominent center for retail-
ing stretching back to the 19th and early 20th 
centuries and the Berkshire Cottage era. This 
was enhanced in subsequent decades with the 
popularity of automotive tourism, and even 
more so in the late 1930s and beyond, when Tanglewood was estab-
lished and began drawing thousands of visitors to the town during 
its summer season.

Many Lenox businesses over the years were sustained by this 
bustling market of prosperous shoppers.

Nevertheless, the town’s merchants historically have faced chal-
lenges that stem from entrenched seasonal 
business patterns. And, today, they also must 
contend with contemporary national economic 
trends that have made life more difficult for many 
brick-and-mortar retailers in recent years.

In light of these long-standing and more re-
cent trends, an assortment of Lenox merchants 
have formed a new organization to work to-

gether to bolster their individual businesses, and collectively enhance 
and promote the town’s appeal as a destination for shoppers.

continued on page 10

By John Townes
After two years of preparation and orga-

nizing, a wide-ranging coalition of religious 
congregations in Berkshire County has 
publicly launched an ambitious new entity 

to work together to 
address core social 
and economic issues 
– particularly those 
that affect people 
with low and moder-
ate incomes.

Berkshire Inter-
faith Organizing 
(BIO) is based on 
a model known as 
“faith-based com-
munity organizing.” 

There are similar organizations in other 
regions, but this strategy is new to Berkshire 
County.

“Berkshire County has a growing number 
of people who are having trouble making ends 
meet, even if they have more than one job,” 
said Lauryn Levesque, the new president of 
BIO and a member of First Church of Christ 
in Pittsfield. “As congregations, we see those 
problems firsthand. We need to combine our 
voices to address the causes of poverty and 
the challenges facing the working poor.”

Levesque, who is also postmaster at the 
Pittsfield Post Office, said the overall mission 
of BIO is to harness the collective resources 
and memberships of local congregations to 
identify issues, conduct research into them, 
develop solutions and take action.

“The premise of the community organiz-
ing model is that it starts at the grass roots,” 
Levesque said.

continued on page 18

By Brad Johnson
Lesa Bennett thought she was escaping 

the winds of Wyoming when she moved 
across country to become the new owner of 
Blackinton Manor in North Adams.

She found, however, that the Berkshires 
can be blustery in their own right, such as on 
an early February morning when a snowstorm 
blew in from the west, with snowflakes swirl-
ing in steady winds and arctic chill.

“I wasn’t really expecting this,” said 
Bennett during a phone interview, a note of 
good-natured acceptance punctuating her 
comment.

More surprising to her than the day’s 
wicked weather was the small flurry of 
activity she had already seen at the bed-and-
breakfast, a stately and historic structure set 

back off of Massachusetts Avenue a short 
distance from the Williamstown line.

Within a day of the Jan. 15 closing on her 
purchase of the property, Bennett got a call 
from an couple looking to arrange accom-
modations there for the upcoming Martin 
Luther King holiday weekend.

“I hadn’t even settled in here myself,” 
Bennett recalled. She added that, although 
Blackinton Manor was a turnkey operation, 
she was not yet prepared to jump into her new 
role as innkeeper, and she had to graciously 
turn those guests away. “They were very 
understanding,” she laughed.

Within a week, however, a few more calls 
came, and Bennett began booking guests 
for late January and early February. “I was

continued on page 14

‘BIO’ builds new 
platform to take 
on tough issues
Area congregations follow ‘faith-
based community organizing’ 
model on social justice priorities

From rockies to berkshires

New owner of Blackinton Manor begins 
innkeeper duties sooner than expected

Lenox merchants work together toward common goals 

Several members of the Lenox Merchants Group gather for a photo following one of their weekly meetings in late January. The organization took shape last fall 
through the efforts of MacKimmie Co. co-owner Doris Barsauskas (front and center), who saw a need for greater collaboration among the town’s retailers after 
joining their ranks last spring.  (Photo courtesy of Lenox Merchants Group. See page 10 for the names of other members shown here.)

“We need 
to combine 
our voices 
to address 

the causes of 
poverty and 

the challenges 
facing the 

working poor.”

“We felt there is a need for 
a group specifically focused 
on merchants, because retail 
businesses have particular 

needs and challenges.”

Lesa Bennett has left her longtime home in Wyoming to take on a new career as innkeeper at historic 
Blackinton Manor in North Adams. She completed her purchase of the five-bedroom B&B on Jan. 15.
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local singles scene gets 
assist from BerkshireFlirt

By Brad Johnson
Amid growing concerns about a dwindling 

and aging population, efforts are being made 
on multiple fronts to increase Berkshire 
County’s appeal to those who are just starting 
their adult lives. 

Whether native or new to the area, they are 
the ones needed to reinvigorate the county’s 
workforce, to bring new business ideas and 
practices into the mix, and – putting it plainly 
– to start new families and begin repopulating 
our cities and towns.

One such effort, while modest in scope, 
comes straight from the heart – taking aim 
at what by many accounts are the county’s 
diffi cult dating dynamics.

“It’s a challenge,” said Julia Dixon, man-
aging director of Berkshire Creative (part 
of the 1Berkshire consortium of economic 
development entities). “I’ve been here fi ve-
and-a-half years and have always found it 
diffi cult to date.”

Dixon, who came to the Berkshires from 
New York City in her mid-twenties for a 
change of career and location, is represen-
tative of the type of young professional the 
county needs to attract to begin reversing 
its troubling demographic trends. She noted 
that her own frustration with the social scene 
for singles is shared by many others like her, 
who see it as a major impediment to setting 
down lasting roots in the region.

To address this shortcoming, Dixon and 
a group of other young Berkshire residents 
interested in creating more social opportuni-
ties for local singles have recently formed 
BerkshireFlirt, which they describe as “the 
county’s only independent group devoted to 
organizing events for singles.”

“The hardest thing for many single people 
here is just fi nding opportunities to meet other 
singles,” said Dixon. “The whole thing is a 
challenge because of the demographics.”

thing, we thought, ‘Let’s do an event for 
singles here for Valentine’s Day.’”

Aside from her own personal experience 
with the region’s challenging singles scene, 
Dixon said she is also involved in the broader 
issue of the region’s demographics on a pro-
fessional level as a member of a new 1Berk-
shire task force that was formed last summer. 
She said the “Population Group” task force 
is comprised of about 30 individuals from 
various professional backgrounds who will 
explore ways to attract and retain a greater 
number of young adults in the county.

While employment opportunities, housing 
and other related matters are vital aspects of 
attracting young professionals to the area, 
Dixon said it’s also important to facilitate the 
process by which singles become couples, 
and couples become families. “That whole 
cycle can translate into helping to address 
this issue of demographics,” she said.

Beyond their debut on Valentine’s Day, 
Dixon said BerkshireFlirt will be doing 
its part to facilitate that cycle by organiz-
ing additional events to bring area singles 
together. Next up will be an open event for 
singles (21 and over) at the Taggart House 
in Stockbridge on March 28.

She said they hope to try different types 
of events and formats at a variety of loca-
tions throughout the county in the months 
ahead.

“We’re still fi guring it out and playing 
it by ear,” she said. “But we know there’s 
a need and interest in what we’re trying to 
do. We’ve heard from a number of people 
already who have said, ‘Thank goodness 
you’re doing this!’”

For more information about Berkshire-
Flirt and its upcoming events, visit www.
facebook.com/BerkshireFlirt or email berk-
shirefl irt@gmail.com.◆

salon serves as base for 
self-styled entrepreneurs

By Brad Johnson
Being your own boss is, of course, one 

of the main attractions when starting a new 
business.

This was true for Monique Grosz, who last 
year opened Divine Hair Design in Pittsfi eld 
after working at several other salons in the 
region over the past 25 years. In doing so, 
however, she also decided to extend that same 

She noted that BerkshireFlirt looks to 
increase interaction among area singles 
through a variety of informal social events 
and happenings. “We just want to help people 
to meet each other in an environment that’s 
safe and comfortable,” she said.

The very fi rst of these BerkshireFlirt gath-
erings is, appropriately enough, scheduled for 
Valentine’s Day, Feb. 14. (Editor’s note: This 
issue of BT&C went to press on Feb. 12. Due 
to the different time lines for mail, newsstand 
and online distribution of BT&C, some may 
be reading this story before the Feb. 14 event, 
and others after it takes place.)

Dixon said the kick-off event, held at 
Thistle & Mirth in downtown Pittsfi eld, 
will be an all-singles mixer – a casual, non-
thematic socializing opportunity for anyone 
romantically unattached. It begins at 5 p.m. 
with general mixing, followed at 6 by a 
session of facilitated ice-breaker questions 
that are designed to encourage interaction 
among attendees.

“This is a beta test for the kind of things 
we want to do with BerkshireFlirt,” Dixon 
said. “It’s not theme-oriented, even though 
its being held on Valentine’s Day.”

She explained that organizers were limit-
ing attendance at the Feb. 14 mixer to about 
40 people, beginning with those who prereg-
istered for the free event at the BerkshireFlirt 
Facebook page. Others showing up at the 
door may be admitted on a space-available 
basis. “We’ll be trying to achieve a balanced 
attendance [of men and women], which is 
one of the reasons we are doing the advance 
sign-ups on Facebook,” said Dixon.

BerkshireFlirt’s social mixer is slated to be 
followed by Thistle & Mirth’s own scheduled 
event for Valentine’s Day, a playful reading 
of Fifty shades of grey, with reader sign-ups 
at 7 p.m. and readings beginning at 8. Dixon 
said BerkshireFlirt attendees may choose to 
join in that event, which is free and open to 
anyone.

The choice of Thistle & Mirth for the 
inaugural BerkshireFlirt event was no ac-
cident. Dixon noted that the concept for 
BerkshireFlirt took shape amidst a gather-
ing of her friends for a round of mimosas at 
one of the club’s Second Sunday events in 
mid-January.

“This idea had been fermenting for 
months,” said Dixon. “Four of my friends 
and I met at Second Sunday, and, when we 
began talking about the whole dating scene 

BerkshireFlirt co-founders Stephanie Mendoza (left) and Julia Dixon lend their own mirth to Thistle & 
Mirth during a promotional photo shoot for their inaugural singles mixer, which will be held on Valentine’s 
Day at the downtown Pittsfi eld nightspot. in background, bartender James Campagna also fi nds himself 
caught up in their infectious laughter. (Photo by Marc J. Wrzesinski)
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sense of entrepreneurial independence to oth-
ers associated with her new business.

In contrast to the more conventional com-
mission-based arrangement with associate 
stylists, Grosz chose instead to welcome two 
additional stylists to her shop as independent 
contractors.

“It’s kind of new to this area,” said Grosz, 
referring to the so-called “booth rental” ar-
rangement in which individual stylists or 
cosmetologists pay for regular use of a styling 
station in an existing salon, where they can then 
serve their own clientele. “Not many places do 
it, but it’s starting to gain in popularity.”

Grosz, a registered cosmetologist, got a 
fi rst-hand taste of the booth rental concept 
at one of the salons she worked at just prior 
to opening Divine Hair Design. “It seemed 
like a nice arrangement, where you could 
be in business for yourself but not actually 
have the business,” she said. “That’s what 
gave me the idea to do it when I opened my 
own place.”

Conceivably, Grosz could have continued 
renting a booth herself for years to come had 
an opportunity not presented itself to open 
her own salon.

“I knew the owner of a shop who was 
leaving the area,” Grosz recalled. That salon, 
Alley Cat, was operated by Grace Boino in 
a small space in a commercial building at 
the corner of Elm Street and Holmes Road. 
At the end of 2013, Grosz arranged with 
Boino and building owner Dave Coco to 
take over the lease for the Alley Cat space 
at 222B Elm St.

After a month of substantial renovations, 
installation of new equipment, and acquisi-
tion of necessary city permits, Grosz opened 
Divine Hair Design in February 2014.

“I had two styling stations to start,” said 
Grosz, “but I was on my own until May.” At 
that time, her friend Tricia Furlong, a stylist 
and nail technician, became the fi rst indepen-
dent contractor to join her at the salon.

“She was looking for a change and trying 
to fi nd a way to stay in her profession but 
have more control over her schedule,” said 
Grosz. She noted that, as the mother of young 
children, Furlong needed more fl exibility 
in her hours that she could get working on 
a commission-basis in other salons. “We 
discussed what we could do, and she came 
on board,” said Grosz.

Another stylist and a friend of Furlong’s, 
Maureen Garner, followed her to Grosz’s 
shop, coming on as an independent contrac-
tor in December. “She had been a stylist at 
another salon and was also interested in being 
an independent contractor,” said Grosz. “So I 
renovated the space to accommodate her.”

In addition to bringing on the two inde-
pendent contractors, Grosz also expanded 
the scope of her operations over the fi rst few 
months of business. This included setting up 
a separate room to the rear of the salon for 
manicures, pedicures and other services.

“My vision was to start a place just for 
me,” she said. “But that vision got bigger 
as I went along, and I saw the potential to 
do more here.”

With three styling stations and three 
independent stylists, Divine Hair Design 

(413-236-8036) serves a clientele comprised 
primarily of women, but which also includes 
a good number of men and children. “We’re a 
family-friendly salon,” said Grosz. She noted 
that walk-ins are welcome, but appointments 
are recommended.

The shop is open Tuesday through Satur-
day, with hours varying slightly from day to 
day: 9 a.m. to 2 p.m. on Tuesday, 9 to 4 on 
Wednesday, 9:30 to 4 on Thursday, 9:30 to 5 
on Friday and 9 a.m. to 3 p.m. on Saturday. 
Grosz noted that, in some cases, customers 
can schedule appointments outside of these 
hours. “We can often do evening hours by 
appointment,” she said.

The ability to be fl exible with the salon’s 
schedule is just one of the ways that Grosz 
has enjoyed running her own shop. “The 
freedom to do it my own way is the biggest 
thing,” she said.

That also includes freedom to add specifi c 
services that she could not do when work-
ing at other salons. One example she cited 
was providing her coloring customers with 
more options for what kind of products are 
used. In addition to conventional treatments, 
Grosz also offers organic coloring products 
that eliminate the harsh chemical smell and 
other undesirable aspects.

As shop owner, Grosz also has a much 
wider range of responsibilities and duties 
than her fellow stylists. “There are things 
that I have to take care of, and that’s part of 
owning a business,” she said.

But she noted that all of the stylists share 
in the sense of entrepreneurial independence 
at Divine Hair Design. And that, she said, 
creates a different, calmer work environment 
than exists in larger salons.

“At big salons, there’s often a lot of drama,” 
she commented, citing tensions among staff 
stylists and lack of control over scheduling 
as contributing factors to high turnover 
rates at these businesses. “I just wanted a 
place where people are treated fairly and 
with dignity.”

While she enjoys the modest size of her 
current operation, Grosz said she may look 
to expand the booth rental concept at some 

point, either through a larger location or sec-
ond shop. “I would be tempted to do that,” 
she said. “But, right now, it’s working well 
just as it is.”◆

When Monique Grosz had an opportunity to open her own salon after 25 years of working for others, she 
chose to set up the business in a way that lets fellow stylists share in the entrepreneurial independence.
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By John Townes
After 20 years in business, Mahaiwe Art 

Supply and Book Store at 22 Mahaiwe St. 
in Great Barrington has started a new chap-
ter that also makes its original name more 
accurate.

The business has long been an art supply 
store owned by Barbara Matz with assistance 
from her husband Eliyho Matz. In its original 
incarnation, it became a popular provider of 
paint, brushes, paper, easels and other sup-
plies for artists in the region.

However, despite the word “book” in its 
name, it was not a bookstore.

Also, for the past four years, Barbara 
Matz had put the art supply business on a 
semi-hiatus, due to other commitments that 
required her to be away from home for ex-
tended periods. It operated during that time 
on a very limited basis.

Recently, the couple re-launched the 
business. In addition to revitalizing its long-
time role as an art supply store, they have 
expanded its scope to also actually include 
a bookstore that is operated by Eliyho Matz 
and emphasizes books on travel, as well as 
natural science and philosophy.

They opened the new edition of the busi-
ness in September.

“We see this as a new beginning,” said 
Barbara Matz. “The art supply business 
has been revitalized, and we’ve added a 
bookstore.”

Mahaiwe Art Supply and Book Store is 
located on a street off Route 7 in the southern 
end of town, in a house that is also their home. 
The art supply store is in one section of the 
building, and the bookstore in another.

The bookstore sells pre-owned books 

with a particular focus on travel literature. 
It also has books on science and philoso-
phy. Eliyho Matz estimated that there are 
about 5,000 books in stock, but he also has 
access to many thousands of other titles in 
his personal collection.

Matz, who recently retired from a career 
in the stationery supply industry, explained 
that selling books is actually the fulfillment 
of one of their original goals for the busi-
ness. “I’ve collected books all of my life, 
and I have acquired thousands of them over 
the years,” he said. “We originally included 
books in the name of the store, because it 

was always my dream to eventually have 
a bookstore here. Now that I have retired 
from the stationery business, that’s what 
I’ve finally done.”

He explained that a primary emphasis is 
on books that are tales of great journeys, 
histories of travel routes and the personal 
journals or memoirs of 
explorers, adventur-
ers, historical figures 
and other travelers.

“It has books by or 
about people who have 
captured the experi-
ence of travel, ranging 
from reminiscences of those who crossed the 
Sahara on camels, to people who explored the 
jungles of South America, and history of the 
great routes like the Silk Road,” he said.

It does not, however, carry contemporary 
guidebooks or similar fare for those looking 
for hotel reviews or sightseeing tips.

Matz, who noted ironically that most 
of his own traveling has been vicariously 
through reading, said he is drawn to travel 
literature because of his interest in knowledge 
and ideas.

“When you read about the experiences of 
travelers, it brings history, geography, and the 
evolution of cultures and ideas to life,” he 
said. “You can find fascinating information 
about how people have lived in different 
times and locations.”

He added that travel books also provide 
other vital information. “It’s important to col-
lect data from travelers, and these books are 
filled with important facts,” he said. ”You can 
learn about everything from geography and 
politics to the importance of olive oil.”

He said that the anecdotes in travel 
literature also offer different perspectives 
on the varied ways that people deal with 
common issues.

“For example, one traveler wrote about 
a tribe in Mali that had a tiny house that 
was half-sized,” he said. “It’s designated 
as the place in the village where people 
go to settle disputes. Why? Because it’s so 
small that people can’t stand up and start 
hitting each other. So they have to settle it 
peacefully.”

Matz is a natural raconteur, and conver-
sation with him can be a journey in itself, 
ranging far and wide over different subjects 
liberally sprinkled with opinions and ques-
tions and jokes.

“My children gave me a different name,” 
he said, in one example of his use of puns. 
“They called me Sitting Book.”

He described his love of books as an out-
growth of his original goal of becoming an 
academic researcher and writer. In addition 
to his business career, he has researched 
and written on a variety of subjects over 
the years.

Matz grew up in Israel near Tel Aviv and 
came to the United States to attend the Uni-

versity of Massachu-
setts. After receiving 
his bachelor’s degree, 
he went to New York 
City, with the goal 
of earning advanced 
degrees.

However, he gave 
up his formal academic career for pragmatic 
reasons, and because he believed his major 
focus of study was very controversial and 
would have made it difficult for him to ad-
vance in that field.

He explained that one of his primary re-
search interests has been the Holocaust, and 
why it was allowed to happen.

“To understand the Holocaust you have to 
understand why America and the rest of the 
world did not move in sooner to stop it,” he 
said. “I did a detailed analysis of leadership 
and responses. One of the questions I raised 
was why America did not do more sooner. It 
was a massive failure of diplomacy, strategic 
intelligence and politics.”

He continued to pursue that research and 
has written up his findings in a book.

However, he decided to take a different 
course professionally.

“I realized that there would be a lot of 
resistance to my conclusions,” he said. “I 
had a wife and family to support, and so I 
went into business instead.”

Matz became a representative and manager 
in the stationery and office supply busi-
ness, working for companies that included 
Emco.

The couple moved to the Berkshires 24 
years ago. His wife started the art supply 
store, while he continued in his own business 
career, pursued his researching and writing 
into various subjects and engaged in his 
passion for acquiring books.

Matz retired from the business last year, 
although he still does some work as a sales 
representative.

Mahaiwe Art Supply and Book Store is 
generally open daily from 9 a.m. to 5 p.m. 
or by appointment (413-528-4073). “We’re 
usually here, and whenever the sign is out, 
we’re open,” said Matz.

Although there will be a blog page for the 
bookstore that is informational, and they do 
sell special orders of books and art supplies 
by mail, they have not jumped on the Internet 
or e-commerce bandwagon.

“I don’t want to do that,” said Matz. “I 
want the bookstore to be a local business 
where people can come in, relax, chat and 
enjoy the accumulated knowledge that is on 
the shelves.”◆

Eliyho Matz (aka “Sitting Book”) holds one of his favorite titles from among the thousands of pre-owned 
books on travel that line the shelves at Mahaiwe Art Supply and Book Store, an eclectic business that 
he operates with his wife Barbara from their Great Barrington home. 

vicarious enjoyment

store sure to satisfy 
those whose taste is 
for travel literature 

“I want the bookstore to be a 
local business where people 
can come in, relax, chat and 

enjoy the accumulated knowl-
edge that is on the shelves.”

Dr. Steven Will, a board certified and fellowship trained 
Neurosurgeon, has joined the BMC medical staff and the 
Neurosurgery Professional Services of BMC physician practice. 
He is accepting new patients in need of brain, spinal and 
peripheral nerve care. Dr. Will provides comprehensive adult 
Neurosurgical services to the Berkshires.   

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

Board certified in Neurological Surgery 
Fellowship trained in Spinal Neurosurgery at The Cleveland 
Clinic
Medical degree from Cornell University, New York 
Residency in Neurosurgery at New York Presbyterian 
Hospital-Cornell Medical Center 
Previously served at South Shore Hospital in Weymouth 
For an appointment with Dr. Will, ask your physician for a 
referral or call 413-447-2870 

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

Serving Western Mass. Since 1992

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

By John Townes
The acronym STEM (Science, Technol-

ogy, Engineering and Math) has become a 
familiar educational term in recent years to 
describe curricula in subjects that prepare 
students for careers in technical and scien-
tific fields.

The Berkshire South Regional Commu-
nity Center in Great Barrington is launch-
ing a variation of STEM studies – known 
as STEAM – to provide new educational 
activities in its Out-of-School day care and 
activity programs for young people.

With STEAM, the added “A” stands for 
Art and reflects the inclusion of a creative 
component to complement the technical 
curricula.

“A number of schools and educators are 
recognizing that to be successful in techni-
cal fields it is also important to be creative,” 
said Laura Harner, director of programs 
at Berkshire South. “So they are adapting 
STEAM to also include studies in art, be-
cause that encourages innovative thinking 
and creativity.”

She added that Berkshire South is coor-
dinating its educational programs with area 
schools, and that the Berkshire Hills Regional 
School District has a STEAM curriculum.

Berkshire South is a nonprofit commu-
nity and activity center at 15 Crissey Rd. 
Its mission is to enhance the recreational, 
educational, cultural, health and social 
well-being of the residents of the southern 
Berkshires.

Among its other activities, Berkshire 
South operates state licensed out-of-school 
activity and day care programs for children 
from kindergarten to age 14. These are held 
after school, and during school vacations. 
Berkshire South also has a summer day 
program.

The Out-Of-School program includes 

various recreational and developmental 
activities. The STEAM program will be 
integrated into those.

The launch of the STEAM program is 
funded by a $20,000 grant from the Robbins-
de Beaumont Foundation, which has given 
several previous grants 
to Berkshire South.

Harner said the staff 
of Berkshire South 
is implementing the 
STEAM program this 
winter. She noted that 
the grant will cover 
training of staff by the 
Flying Cloud Institute 
in New Marlboro, as well as equipment and 
supplies.

“This is something we had already wanted 
to do, and having this financial support allows 
us to fully integrate the STEAM program into 
the Out-of-School activities,” Harner said.

She explained that the program will include 
a variety of activities, with an emphasis 
on projects oriented to teaching STEAM 
subjects in an engaging and interdisciplin-
ary way.

“Kids naturally want to investigate,” she 
said. “The STEAM projects will include 
hands-on experiments and projects. Many 
of them will grow out of the things in other 
activities that arouse their curiosity.”

This will include, for example, working 
together on projects 
such as constructing 
model buildings.

“We might also do 
an experiment to ob-
serve what happens 
when you add too 
much water to Play-
dough, to illustrate the 
physical properties of 

materials,” she said. “Or, while they’re in 
the swimming pool, we’ll do activities that 
teach them about buoyancy. There are many 
possibilities.”

In conjunction with the STEAM initia-
tive, the foundation grant will also fund 
installation of a shade system in Berkshire 
South’s courtyard. Harner said this structure 
will essentially create an outdoor class-
room which will be utilized in the STEAM 
programming.◆

“This is something we had 
already wanted to do, and 

having this financial support 
allows us to fully integrate 

the STEAM program into the 
Out-of-School activities.”
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Pittsfield Shakespeare in the Park (PSP) 
has announced that it will hold auditions on Feb. 
20 and 22 for its second annual free outdoor 
summer production, which will be romeo and 
Juliet, directed by PSP’s artistic director Enrico 
Spada. The production, co-sponsored by the city’s 
Office of Cultural Development, will run for 
three weekends, July 16 to Aug. 2, in the new 
performance pavilion at the First Street Common 
downtown. Additionally, this spring PSP will 
present a series of free PopUp Shakespeare read-
ings in venues around the city, beginning March 
21 at the Lichtenstein Center for the Arts. An 
Indiegogo crowd-funding campaign was launched 
in early February to raise $7,500 in 40 days to help 
cover the costs. The auditions will be held at the 
Lichtenstein Center for the Arts on Feb. 20 from 
6 to 10 p.m. and Feb. 22 from 10 a.m. to 4 p.m. 
For information, visit www.pittsfieldshakespeare.
org. Major funding support for romeo and Juliet 
is provided by Berkshire Bank, with additional 
support from the Feigenbaum Foundation, 
Greylock Federal Credit Union, the Lenox 
Cultural Council and other local businesses, 
with in-kind support provided by Qualprint and 
the City of Pittsfield.

Greylock Insurance Agency (GIA) has made 
a $250 donation to the Breaking Bread Kitchen, 
which was matched with a $500 donation from 
the Arbella Insurance Foundation’s “Let’s Drive 
Out Hunger” initiative. The $750 check was 
presented by Jessica Havens, GIA account man-
ager, to Paul Mulholland, co-chair of Breaking 
Bread Kitchen. Breaking Bread is a partnership 
of eight south county churches and groups that 
volunteer on Thursday evenings to serve free hot 
meals to community residents at the Sheffield 
American Legion.

The Fine and Performing Arts Department’s 
arts management program at Massachusetts 
College of Liberal Arts has received a $15,000 
Art Works grant from the National Endowment 
for the Arts (NEA) to support a collective impact 
project, “Leveraging Change: Improving Access 
to Arts Education for Rural Communities,” to 
increase access to arts education throughout the 
region. MCLA, along with the Massachusetts 
Cultural Council, the Vermont Arts Council 
and the Berkshire Readiness Center, will add 
to the emerging body of literature on rural arts 
education initiatives by examining and compiling 
best practices in rural areas of the United States 
that have been successful in increasing access to 
arts education. “Berkshire County is rich with as-
sets in arts and education – we could be a national 
model for regional collaboration if we activated 
a more connected approach,” said MCLA arts 
management professor Dr. Lisa Donovan, grant 
co-director. “This research will allow us to develop 
tools that will help us think and work together 
to catalyze a regional vision for arts education 
so that every student has access to the diverse 
artistic offerings the Berkshires are known for.” 
The partnering groups will review existing data 
and research tools that can be employed in making 
the case for the importance of arts education ac-
cess, and consult with national and organizational 
thought leaders who can offer insight into best 
practices, Donovan explained. The project will 
culminate with the production of a workbook to 
help organize initiatives in rural communities. For 
more information, go to www.mcla.edu.

Elder Services has received three grants 
totaling $16,000 from the Berkshire Taconic 
Community Foundation (BTCF). A grant 
for $10,000 was received from the William J. 
and Margery S. Barrett Fund, to help provide 
meals to seniors in Adams, Cheshire, and Savoy 
through Elder Services’ Nutrition/Meals on 
Wheels program. A second grant of $4,000 was 
given through BTCF’s Central Berkshire Fund 
to defray the costs of providing meals to seniors 
in Becket, Dalton, Hinsdale, Peru, Washington 
and Windsor. The Central Fund also provided a 
grant of $2,000 for Elder Services’ SHINE pro-
gram, which provides, free of charge, unbiased 
health insurance information and guidance to 
those on Medicare, and assistance in enrolling 
for Medicare Part D.

Hillcrest Dental Care (HDC) has been award-
ed a $1,813 grant from the Central Berkshire Fund 
of Berkshire Taconic Community Foundation 
to provide free, in-school, oral health education 
to Berkshire County children in elementary 
school and daycare. The educational program, 
which began in 2011, offers oral health and 
nutrition information and supplies to children 
as part of their school day, at no cost to educa-
tional facilities or families. HDC hygienists, in 
collaboration with elementary school personnel, 
develop the curriculum. Hillcrest Dental Care 
is a comprehensive family dentistry practice 
operated by Hillcrest Educational Centers, with 
offices in Pittsfield and North Adams… The Mas-
sachusetts Bankers Association Charitable 
Foundation has awarded Hillcrest Educational 
Centers a $5,000 unrestricted grant during its 
annual year-end community grant season. The 
grant awarded to Hillcrest will be used for their 
2015 annual campaign.

Berkshire Arts and Technology Charter Pub-
lic School (BART) in Adams has been awarded a 
$14,992 Creativity and Innovation grant from the 
Massachusetts Department of Elementary and 
Secondary Education. The two-year grant provides 
funding to purchase equipment for a new digital 
fabrication lab, or makerspace, and for the design 
and implementation of “Discover, Design and 
Build” – a yearlong, cross-disciplinary high school 
course that BART will offer starting in the 2015-16 
school year. Students will learn how to use digital 
tools that include a 3-D printer, 3-D scanner, laser 
cutter, large format printer and design and modeling 
software. As members of a team students will work 
with a high level of autonomy and independence in 
a class that will combine mathematics, engineering, 
physics and digital media. The curriculum for the 
class will create a direct link between community 
organizations, businesses, and BART students. 
Students will work with community leaders in 
North Adams and Adams, and with engineers from 
General Dynamics. Students will meet with city 
council members and town administrators to discuss 
issues that are mutually important to city leaders 
and the young people of the community. Student 
teams will then be tasked to choose one of the chal-
lenges facing the community and begin the process 
of developing a solution to the problem.

Kensington High Performance Products, a sup-
plier to window professionals across the country, 
honored Morrison’s Home Improvement Spe-
cialists Inc. of Pittsfield with the “Silver” deal-
ership award. The Pennsylvania-based company 
cited Morrison’s for sharing the same qualities 
Kensington adheres to, such as recognizing and 
supporting the adoption of state-of-the-art innova-
tion in products and manufacturing techniques. 
“It is our goal to partner with home improvement 
specialists who share our commitment to energy 
efficiency and customer satisfaction,” said Jim 
Harder, director of sales and marketing for Kens-
ington. “We have accomplished this goal with 
Morrison’s Home Improvement Specialists.” 

Massachusetts College of Liberal Arts 
(MCLA), in partnership with Greylock Federal 
Credit Union, has announced a new program, 
“Greylock Teach Fellows.” The program will build 
a community of high school students interested 
in careers as public school teachers in Berkshire 
County. Greylock is supporting the program with 
a $100,000 pledge to “Sowing Seeds for Success: 
The MCLA Campaign for the Future.” The new 
program will offer as many as 20 to 30 high school 
students interested in teaching at the K-12 level a 
variety of educational experiences over a three-
year period. Particular emphasis will be placed on 
high-demand fields such as science, technology, 
engineering and math (STEM). Equally important 
are the program’s aims to increase the diversity 
of teachers throughout county’s K-12 schools. 
Greylock’s funding will support student explora-
tion through a range of experiences, including a 
college course, mentoring, college advising, and 
workshops and field trips. In the high schools, 
MCLA will join local teachers to facilitate and 
coordinate the program. Initiatives include a plan 
to reinstate the Future Educators of America (FEA) 
club in both Pittsfield high schools. MCLA also 
will offer a foundational “Education and Society” 
college course to be taught by a MCLA faculty 
member at the high schools for dual-enrollment 
credit at no cost to the students.

Carr Hardware & Supply Co., with four 
locations in Berkshire County, was recently pre-
sented with the 2014 LED Retailer of the Year 
Award from Greenlite, a leader in energy efficient 
lighting products. The award is presented to the 
top retailer in the country for operational excel-
lence from both a consumer and business partner 
perspective. Carr Hardware earned full points 
in the areas of Merchandise Sales and Program 
Representation. Carr also received full points for 
its strong business relationship practices in the 
areas of Retailer Reliability, Effective Communi-
cation, Management Interaction, and Community 
Integration. The award was presented to Dave 
Paris, vice president and senior buyer, a 43-year 
employee of Carr Hardware.

The Northern Berkshire YMCA is promot-
ing and encouraging health and wellness with the 
launch of Wellness Wednesdays, taking place the 
third Wednesday of every month. The program, 
which began Jan. 21, invites all residents of 
northern Berkshire County to check out and use 
any of the Northern Berkshire YMCA‘s amenities, 
as well as partake in free services provided by 
local health and wellness practitioners. For more 
information, class descriptions or questions, call 
413-663-6529 or visit ymcanb.org.

Berkshire Bank announced that its recent ini-
tiative to move customers from paper statements 
to eStatements – in an effort to reduce their carbon 
footprint – resulted in 1,099 customer conver-
sions. As a result of this campaign (held from 
Nov. 1 to Dec. 31), Berkshire Bank Foundation 
is donating $3,500 to local food banks, having 
previously pledged donations for every account 
that converted to eStatements.

The Berkshire Museum will present the third 
annual Berkshire Awards to three honorees who 
have made significant contributions to creating, 
keeping and promoting artistic, historical and 
natural heritage in the Berkshires at a ceremony 
on March 13 at 5:30 p.m. at the museum. This 
year’s honorees are Lila Berle, a lifelong leader 
in farming, preservation, and land conservation 
in the Berkshires; preservationist and community 
leader Churchill Cotton; and Mary Rentz, an active 
community organizer and long-time promoter of 
public arts in the Berkshires. “Our community is 
an extraordinarily creative one, with a rich tradi-
tion of innovation,” said Van Shields, Berkshire 
Museum’s executive director. “It is an honor to 
celebrate those people who, through their service, 
have made an indelible impact on this place and 
have inspired others through their example.” 
Sponsorships and tickets for the ceremony are 
available. For more information, visit www.
berkshiremuseum.org/berkshire-awards or call 
Bill Blaauw at 413-443-7171 ext. 313 or email 
at wblaauw@berkshiremuseum.org.

The American Health Care Association and 
National Center for Assisted Living (AHCA/
NCAL) have selected Fairview Commons 
Nursing & Rehabilitation Center as a recipient 
of the Silver Achievement in Quality award for 
outstanding performance in the healthcare profes-
sion. Fairview joined North Adams Commons 
and Hunt Nursing and Rehabilitation Center 
(Danvers) in winning the 2014 Silver Award, 
three of only 81 facilities nationwide and the 
only ones selected in Massachusetts. All three 
are affiliates of Berkshire Healthcare Systems. 
The award will be presented to Fairview Com-
mons and other recipients during AHCA/NCAL’s 
66th Annual Convention and Exposition, Oct. 
4-7, in San Antonio, Texas…Berkshire Health 
Systems Comprehensive Breast Center has been 
recognized as a Certified Quality Breast Center of 
Excellence in the National Quality Measures for 
Breast Centers Program (NQMBC). This honor 
represents a commitment by the BHS Breast Cen-
ter to provide the highest level of quality breast 
health care to patients in the community. “This 
level of excellence is made possible by the ongoing 
commitment of our team of breast health providers 
across the spectrum of care at Berkshire Health 
Systems, who work to provide the highest level of 
care for our community,” said Lisa Loring, MD, 
medical director of the BMC Women’s Imaging 
Center. “As a native of Berkshire County, I know 
what a close-knit community we are. The people 
we care for are our neighbors, friends, loved ones, 
and I am proud of our staff for consistently striv-
ing for excellence.”

Okerstrom Lang Ltd. Landscape Architects 
is celebrating its 25th year in business by moving 
its design studio across the hallway, in the 1902 
Harland B. Fosters cast iron building at 17 Bridge 
St. in downtown Great Barrington.. Established in 
1990, the firm was created by Craig Okerstrom-
Lang, RLA, ASLA in Great Barrington. Special-
izing in design, master planning, permitting and 
construction management, the firm has been 
involved in shaping outdoor spaces in cities, towns 
and private homes throughout the Berkshires and 
adjacent Connecticut and New York.
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news & notes from the region

Stone House Properties LLC, with offices in 
West Stockbridge, Great Barrington and Chatham, 
N.Y., was the top selling office in Berkshire 
County for 2014, according to data provided by 
the Berkshire County MLS. The offices together 
transacted over $70 million in sales volume. Stone 
House also had the most sales priced at over $1 
million for 2014, and for the past five- and 10-
year periods. The locally owned company has 
16 agents, 10 who are licensed brokers, and is 
a member of Leading Real Estate Companies of 
the World and Luxury Portfolio.

Youth Center Inc., located in Adams, recently 
received a $2,500 Honorable Mention Award 
through the Massachusetts Bankers Association 
Charitable Foundation, which gives awards to 
deserving social service agencies recommended 
by member banks. The Youth Center award was 
recommended by member bank, Adams Com-
munity Bank. “The Youth Center’s programming 
aims to help young people build positive connec-
tions within their families,” said Charles O’Brien, 
president and CEO at Adams Community Bank. 
“The Center’s mission is to provide community-
based educational, recreational, and social activi-
ties in a safe, supportive environment and to ensure 
young people grow up to be productive citizens, 
which is needed in our community.”

Berkshire Taconic Community Foundation 
has announced the first round of deadlines for 
competitive grants that are open to regional non-
profits, students and schools in fiscal year 2015. 
For fund details, deadlines and application forms, 
visit www.berkshiretaconic.org/SearchGrants.

The Berkshire Visitors Bureau (BVB) re-
cently participated in the National Tour Associa-
tion’s annual exchange with tour operators from 
around the world to bring additional groups to the 
area. Michelle Murphy, the BVB’s representative, 
had 42 one-on-one meetings over the course of 
two days at the event. The majority of operators 
were interested in cultural venues that could ac-
commodate groups of 30 to 40 people. Student 
tour groups were particularly interested in action 
adventures. Also representing the Berkshires at 
this exchange were Nick Calderazzo, owner of 
Twin Travel Concepts, Brian Butterworth, vice 
president of sales of Main Street Hospitality 
Group, Megan Cokely, group sales coordinator 
and administrator of Visiting Ensemble Events 
of the Boston Symphony Orchestra/Tanglewood, 
and Tracie Barry, director of sales and marketing 
for the Crowne Plaza.

Community Access to the Arts (CATA) has 
received a total of $56,200 in grants for its 2014-
2015 program year. Grants include general oper-
ating support from the Massachusetts Cultural 
Council, the John Sellon Charitable Residual 
Trust and the Green Foundation. CATA also 
received support for its performing arts programs 
from the Dr. Robert C. & Tina Sohn Foundation, 
the Coolidge Hill Foundation, Xeric Founda-
tion, and Berkshire Life Charitable Foundation. 
In addition, CATA received funding through the 
Berkshire Taconic Community Foundation, 
Greylock Federal Credit Union, and several 
site-specific grants including support from the 
City of Pittsfield, the Pittsfield Cultural Council, 
the Fund for Williamstown, the Seven Towns 
Educational Partnership Fund, the Tri-Town 
Rotary and MountainOne Financial. CATA 
serves people with disabilities across Berkshire 
County, through shared experiences in the visual 
and performing arts. CATA provides nearly 1,000 
individual arts workshops annually in 37 different 
human service organizations and in its own studio 
in Great Barrington.

Greylock Federal Credit Union announced 
that its annual Berkshire United Way support sur-
passed previous records, with a total of $131,185. 
Greylock Federal employees raised $100,185 
through raffles, Shred Day, flower sales, employee 
recognition night, trivia night and employee pay-
roll pledges (with a 90-percent participation rate). 
The credit union provided corporate support for 
the campaign with $31,000, plus half the cost of 
the 2015 Ford Fiesta donated for the annual car 
raffle through its partnership with Johnson Ford 
Lincoln Nissan. (The winner of the raffle was 
Michael Mroz Sr. of Williamstown, who works 
for Onyx Specialty Papers.)

Berkshire HorseWorks in Richmond has se-
cured its nonprofit 501c3 designation, a step that 
will support its effort to provide EAGALA Model 
Equine Assisted Learning (EAL) and Equine As-
sisted Psychotherapy (EAP) to a greater number of 
those in need in Berkshire County and neighboring 
communities. Hayley Sumner, founder and execu-
tive director, first launched the organization in 2013 
as a for-profit entity. Since its inception, Berkshire 
HorseWorks has been treating at-risk youth, veter-
ans, families, individuals, and couples with a broad 
range of challenges. In addition, it partners with 
local and national organizations to strengthen their 
workforces through team-building and personal 
wellness initiatives (see June 2014 BT&C).

Three nonprofit community organizations have 
partnered to offer free tax preparation services to 
Berkshire County households with incomes of 
less than $53,000. Some of these households may 
also qualify for an Earned Income Tax Credit of 
up to $6,044. With funding from the Berkshire 
United Way, Central Berkshire Habitat for 
Humanity and Construct Inc. have joined forces 
to provide a free VITA Tax service. VITA is the 
Volunteer Income Tax Assistance Program by 
IRS trained and certified volunteers. Berkshire 
County residents meeting the household income 
requirement should call 413-442-3181 to schedule 
appointments in Pittsfield or Great Barrington.  
Those who electronically file on their own can use 
the website: myfreetaxes.com/upstreetfreetax. If 
household income is less than $58,000, state and 
federal filing will be free.

IS183 Art School of the Berkshires is offering 
all employees of nonprofits in the region the mem-
ber rate on their first IS183 class. The art school 
offers a wide variety of workshops, classes and 
events for beginners as well as for more advanced 
artists. To qualify, registration must be done by 
phone or in person. Visit www.is183.org for the 
complete schedule of workshops, classes, camps 
and events. Call 413-298-5252 ext. 100 or stop 
by IS183 at 13 Willard Hill Rd. in the village of 
Interlaken in Stockbridge.◆


 
 

 

 

MEMBER FDIC/MEMBER DIF           EQUAL HOUSING LENDER

The
proTecTion 

your business 
needs

Burglar Alarm & Fire Alarm Systems
UL Central Station Monitoring
CCTV Systems • Access Control

Heat Loss Monitoring

New eNglaNd dyNamark
Security ceNter

413-442-5647 • 800-821-SAFE
www.nedynamark.com
Protecting area businesses since 1978



8 March 2015 Berkshire Trade & coMMerce

By John Townes
In conjunction with other changes in the 

organization, the Ventfort Hall Museum of the 
Gilded Age in Lenox has appointed Beverly 
Rainey as its new executive director.

For Rainey, the job title may be new, but 
she is very familiar with Ventfort Hall as a 
member of the organization’s staff since 2009. 
She started as its museum shop manager, and 
in 2013 she became operations manager.

“I’ll be doing many of the same things I 
have already been doing,” said Rainey, who 
started in the position in late January. “The 
main difference is that I’ll be more involved 
in areas like development, and I will be going 
out into the community to represent Ventfort 
Hall to the public.”

 Rainey added that her appointment as 
director refl ects an overall revitalization of 
the organization, which was formed in 1994 
to save the grand but deteriorated remnant 
of the Berkshire Cottage era, and transform 
it into a museum of the Gilded Age.

“The organization has accomplished a lot, 
and had to overcome many challenges since 
1994, when this was a building in shambles,” 
said Rainey. “Like a phoenix, it rose from 
the ashes and has been restored into a viable 
museum.”

The organization is now moving into 
the next stage in its development, she said. 
Among other priorities, there is still a great 
deal of physical work that needs to be done, 
which will require capital resources. 

“There are a lot of challenges ahead, and 
we’ve been preparing to do work that is neces-
sary,” Rainey said. “We have a re-energized 
board with new ideas, an excellent staff, 
and a great cadre of volunteers, who are the 
backbone of the organization.”

She said the board, staff and volunteers at-

tended a retreat last year to discuss the status 
of the museum and develop strategies to move 
forward. “It was very constructive, and gave 
everyone a renewed sense of commitment,” 
she said, adding that they have since reorga-
nized some of the roles of the staff and board, 
and made other internal changes.

Rainey noted that the position of executive 
director was recently revived. She explained 

that the position had previously existed, but 
it was eliminated a few years ago follow-
ing the departure of former director Jeffrey 
Follmer.

“Members of the board took on the re-
sponsibilities of the job,” said Rainey. “But, 
recently, they decided that the museum had 
grown enough to restore that position, and 
they invited me to apply.”

The organization has a paid staff of six to 
eight, depending on the season, and about 
50 volunteers.

The 12-member board includes a mix of 
long-time and newer members. It is com-
prised of local residents, second-homeowners 
and members who live in other regions. 

Located at 104 Walker St. in the center 
of Lenox, Ventfort Hall (gildedage.org) is 
open seven days a week throughout the year. 
In addition to mansion tours  and teas, the 
organization sponsors a variety of lectures, 
presentations and other programs and events 
about the Gilded Age and other topics and 
themes. 

Remnant of Gilded Age
 Ventfort Hall is one of the Berkshire Cot-

tage mansions that were built as elaborate 
vacation homes by the nation’s elite during 
the Guided Age of the late 19th and early 
20th centuries.

Lenox, Stockbridge and Pittsfi eld were part 
of the annual social circuit for the wealthy 
in summers. Although most of their owners 
only spent a short time here annually, the 
Berkshire Cottages were lavish estates.

Ventfort Hall is an imposing Jacobean 
Revival mansion that was occupied by 
George and Sarah Morgan as their summer 
home. Sarah, the sister of J. Pierpont Morgan, 
purchased the property in 1891, and hired 
Rotch & Tilden, prominent Boston archi-
tects, to design the house in the Jacobean 
Revival style. Construction was completed 
in 1893.

Originally on 27 acres, the mansion had 
28 rooms when it was built, including 15 
bedrooms, 13 bathrooms and 17 fi replaces. 
The interior features a grand entry and three-
story great hall and staircase.

After the deaths of the Morgans, the 
property was purchased in 1925 by railroad 
executive W. Roscoe and his wife Mary. 
They sold Ventfort Hall in 1945, and the 
house went through a series of owners. It 
was used as a dormitory for Tanglewood 
students, a summer hotel, the Fokine Ballet 
Summer Camp and housing for a religious 
community.

By the 1980s the house had fallen into 
serious disrepair and the structure was dete-
riorating rapidly. At one point it was slated 
to be demolished and replaced by a modern 
nursing home. However, this raised opposi-
tion among local residents, and that project 
was abandoned. 

A nonprofi t preservation group, The Vent-
fort Hall Association (VHA), was formed in 
1994, and they raised money through private 
donations and loans to purchase the building 
for $500,000 in 1997.

 The site was listed on the National 
Register of Historic Places, and the project 
received fi nancial and other support from 
that agency and the Massachusetts Historical 
Commission.

Since then, the Ventfort Hall organization 
has undertaken a complete restoration in 
phases. This has included major reconstruc-
tion of the building’s structural elements and 
the masonry of the brick exterior walls. Exten-
sive interior rehabilitation was also required, 
including installation of a new electrical 
system, plumbing and other infrastructure, 
in addition to cosmetic improvements to 
recreate its original appearance. 

Initial interior restoration on the main 
fl oor enabled the museum to be opened to 
the public on a limited basis in 2000. As 
subsequent construction and detail work was 
completed, the mansion’s original grandeur 
was replicated.

However, in 2012, the project encountered 
a diffi cult situation, when the town informed 
the organization that it had to intensify work 

arts & culture
uP through the ranks

staff member takes 
on new leadership 
role at Ventfort Hall

When the board at Ventfort Hall Museum of the Gilded Age recently decided to revive the position of executive 
director, they selected veteran staff member Beverly rainey as the right person to lead the organization.

WORKSHOPS OFFERED BY BCC THIS SPRING

www.berkshirecc.edu
413-236-2127

WKS 1185-E1
CAPITAL CAMPAIGNS
Tues., 3/3-4/7 •  6-8 PM

Intermodal Education Center  •  $120

WKS 400-E1
BARTENDING & MIXOLOGY

Mon., 2/23-4/13
5:30-7:30 PM 

Italian American Club  •  $220

WKS 1164-E1
PHLEBOTOMY TECHNICIAN

PROGRAM
Mon. & Wed., 3/4-6/17 

6-9:30 PM 
Main Campus  •  $1,599

WKS 6092-E1
PHARMACY TECHNICIAN PROGRAM
Tues. &  Thurs., 3/10-5/5  •  6-9:30 PM

Main Campus  •  $999
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to address safety issues and bring the building 
up to code standards. It was also made clear 
that the museum would have to install an el-
evator to comply with requirements for access 
to the disabled in order to keep second-floor 
display spaces open to 
the public.

 “It was a major chal-
lenge, and there’s still 
a lot of work to do,” 
Rainey said. “Our first 
task was to bring the 
basement up to code. 
Next we’ll install a 
sprinkler system and 
install the elevator.” 

Rainey said that, while firm about the 
requirements, the town officials have had 
a positive working relationship with the 
museum. “They understand the situation 
and have been willing to work with us on 
this,” she said.

She added that the organization is working 
to raise the money to complete these projects. 
“Funding the elevator and sprinkler system 
is a priority, and will require significant 
capital,” she said.

Downton Abbey of the Berkshires
While the immediate priority is comple-

tion of the projects to bring the building up 
to code, Rainey said future goals include 
opening up the third floor and the basement 
to the public.

The organization derives its income from 
private contributions, grants and earned 
income.

Overall, Rainey said, the museum is 
holding its own financially, although it is a 
continual challenge

“We have some amazingly loyal contribu-
tors who give regularly, including some who 
make substantial contributions,” said Rainey. 
“We also have a great marketing and devel-
opment staff.”

Ventfort Hall’s earned income is generated 
primarily through admission tickets, draw-
ing about 10,000 visitors annually for tours. 
Revenue also comes from special programs 
and benefits, and from rentals of facilities for 
weddings, private parties and meetings. 

“We’ve placed a lot of emphasis on rent-
als, and that has gotten increasingly busy,” 
said Rainey.

One boon for the museum has been the 
popularity of the television series Downton 
Abbey, a British serial about the residents 
and staff of a similar British mansion and 
estate in the early 20th century.

“There has been a definite increase in in-
terest as a result of that show,” said Rainey, 
noting that PBS held a preview screening 
for its members at Ventfort Hall. “This is 
the Downton Abbey of the Berkshires, and 
we do events and promotions that tie in with 
that theme.”

For example, Ventfort Hall will host “The 
Art of Dining at Downton Abbey” featuring 
food historian, author and TV personality 
Francine Segan in a talk and high tea on 
Feb. 21.

Rainey grew up in Pittsfield. She started 
her career in the HR department at Berkshire 
Life before moving to Boston where she 
worked in that field at New England Life. She 
subsequently married and moved to South 

Carolina. She established the HR department 
of Milliken & Company a large textile busi-
ness in Spartanburg, S.C. She then operated 
a gift shop with her sister. She subsequently 
entered into retail management with Belk 

Department Stores of 
the Carolinas and two 
other home accessories 
merchants.

Rainey returned to 
the Berkshires in 2009 
for family reasons.

“A couple of years 
before I moved back 
here I came up to the 
Berkshires with some 

friends for a visit, and we happened to take 
a tour of Ventfort Hall,” she said. “I didn’t 
know anything about its background, but I 
was very impressed by the museum. Then, 
when I moved back, I saw that a job here was 
available at that great museum I’d visited. I 
applied and got the job.”◆

A remnant of the Berkshire Cottage era of the Gilded Age, Ventfort Hall has been the subject of a lengthy 
and complicated restoration effort over the past two decades. While that work continues, the museum 
has become a steady year-round attraction in Lenox, drawing some 10,000 visitors annually.

Rainey said the popularity of 
the TV series Downton Abbey 
has been a boon for the mu-
seum. “This is the Downton 
Abbey of the Berkshires, and 
we do events and promotions 
that tie in with that theme.”

PRESIDENTS DAY
SAVINGS EVENT

#S5320

2014 Allroad
SALE $43,440
MSRP $49,440

2014 A5 COUPE
SALE $40,480
MSRP $45,980

FLYNN AUDI
600 MERRILL RD., PITTSFIELD MA 01201 • 413-443-4702

*36 mo. lease. Financing through Audi Financial Services Inc. $2999 cash or trade. Taxes, registration, acquisition & doc fees additional. 25 per mile over 30,000 for term. Valid thru 3/2/15.

2015 A3 TDI
$299/month*

2015 Q5 2.0 Quattro
$499/month*
MSRP $44,175

#S5149

36
MPG NAVIGATION

save
$6,000

save
$5,500

Clean Diesel

#S5320

SAVINGS E

$299/month*

MSRP $34,795
#S5149

#S4148#S4148

Clean Diesel

#S4326
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lenox Merchants group
continued from page 1

The Lenox Merchants Group, which was 
organized as an informal collaboration last 
fall, is comprised of about 20 owners of retail 
businesses in the town. Members say their 
goal is to improve the town’s ability to draw 
shoppers throughout the year. This includes 
enhancing its appeal to local customers as 
well as more effectively capitalizing on the 
tourists who flood the town during the peak 
tourism seasons.

“There’s been a lot of support for this,” said 
Doris Barsauskas, who initiated the group. 
“People want to unite to bring additional 
energy into the town, and help each other to 
strengthen our individual businesses.”

She and her husband, Vytas, own MacKim-

mie Co., a shop at 67 Church St. that sells 
blankets, throws and other textile products.

Although they started MacKimmie Co. 
four years ago, it is a relative newcomer to 
the town. The couple moved to Lenox and 
relocated the business from its original site in 
the coastal town of Marblehead last spring.

“We had a solid business, but we decided 
to relocate because Marblehead wasn’t a 
destination that attracted a lot of customer 
traffic,” said Doris Barsauskas, who noted 
that they sell both in the store and online. 
“We researched communities from coast to 
coast before choosing Lenox.”

She noted that Lenox appealed to them 
for both business and personal reasons. “It’s 
a great location for a 
business like ours,” 
she said. “It’s also a 
community we wanted 
to live in.”

Barsauskas  said 
that, while their initial 
experience in Lenox 
met their expectations, they also saw issues 
that they believed needed to be addressed 
in terms of the cohesiveness of the business 
community.

“Lenox is a wonderful place, and we’ve 
done well here,” she said. “But the town has 
suffered from a lack of communication. We 
didn’t know our neighboring businesses, 
and in some ways it felt like we were on 
our own here.”

That prompted Barsauskas to take action. 
“I decided to start knocking on the doors of 
other businesses and introducing myself,” 
she said. “Everyone was very friendly. I also 
found that there was a general agreement that 
there was a need for more communication 
and collaboration. People wanted to work 
with each other more closely.”

As a result, she and several other busi-
nesspeople started holding informal weekly 
meetings last fall where they discussed topics 
of mutual interest.

“At first, just a handful of people showed 
up,” Barsauskas recalled. “But, each week, a 
few more people came, and a core of regulars 
developed. We found 
that the conversations 
generated fresh ideas.”

That led to the for-
mation of the Lenox 
Merchants Group, and 
a day-long meeting at 
Cranwell Resort to dis-
cuss its goals and de-
velop a working plan.

Barsauskas noted 
that they decided to 
form a new indepen-
dent  group ra ther 
than work through the 
Lenox Chamber of 
Commerce or other ex-
isting organizations.

“Many of us are also 
members of the cham-
ber,” she said. “But we 
felt there is a need for 
a group specifically 
focused on merchants, 
because retail business-
es have particular needs 
and challenges.”

Barsauskas empha-
sized that the group is 
not intended to compete 
with the chamber or 
other organizations or 
business development 
initiatives. She added 

that they expect to collaborate with the cham-
ber, the town government and other groups 
such as the Berkshire Visitors Bureau on proj-
ects related to the merchant group’s goals.

“This complements what the chamber 
does, and offers an additional form of ex-
posure for merchants,” she said.

New people, fresh ideas
Charles Flint, a longtime member of the 

Lenox business community, expressed en-
thusiasm about the merchants group, and is 
a participating member.

“I think it’s great, and Doris and the other 
members have been doing all the right things,” 
said Flint, who has operated a fine art and 

antiques business in 
Lenox for over 30 years 
(see related article on 
opposite page). “We 
had a similar group in 
Lenox many years ago, 
and that was very suc-
cessful. I think Lenox 

especially needs something like this now, 
and so I was very excited about it.”

Flint added that he is particularly encour-
aged by the involvement of newer members 
of the business community.

“Everybody brings something to the table,” 
he said. “It’s important that this group has 
new people and fresh ideas. Times change, but 
sometimes those of us in the old guard hold 
on to our old ideas. So it’s valuable to have 
input from people with a different perspective 
and a contemporary approach.”

Bonnie Burton, owner of Colorful Stitches, 
a yarn store and knitting instruction business at 
48 Main St., sees the Lenox Merchants Group 
as part of a resurgent sense of purpose and op-
timism in the town’s business community.

“I believe there’s a renewed spirit in 
Lenox, and people are excited about the 
town’s prospects,” said Burton. “People are 
committed to the town, and are willing to 
put their money into their businesses here, 
and do the necessary work.”

She cited herself as an example. She origi-
nally joined the existing Colorful Stitches 

as a co-owner in 2007. 
In January of this year, 
she purchased her for-
mer partner’s share to 
become the sole owner 
of the business.

Burton said that she 
has been impressed by 
the effectiveness and 
sense of common pur-
pose among the group’s 
membership.

“It’s a great group 
of people, and every-
one worked together 
and pulled this together 
quickly,” Burton said. “I 
think it’s going to make 
a positive difference.”

Many challenges
The Lenox Mer-

chants Group is ad-
dressing a number of 
issues and challenges.

Flint believes it is 
particularly important 
for the business com-
munity to join forces 
now, to help the town 
regain its momen-
tum after disruptions 
caused by a series of 
downtown street and 

placemarket

WHo’S WHo iN LENox MErCHANTS GrouP
Front row (left to right): Cassandra Sohn, Sohn 
Fine Art Gallery; Doris Barsauskas, MacKimmie 
Co.; Carlene Tavares; Lenox Print & Mercantile.
Middle row: Bonnie Burton, Colorful Stitches; 
Judie Culver, Purple Plume; Kate Pincus, Weaver’s 
Fancy; Laurie Donovan, Laurie Donovan Designs, 
Elizabeth Powell/Local, Joy and Charles Flint, 
Charles Flint Fine Art & Antiques.
Back row: Allison Crane, Willowbrook Home; 
Suzannah Van Schaick, Second Home; Tony 
Chojnowski ,  Casablanca,  Shooz,  Swtrz ; 
Stephanie Hoadley, Hoadley Gallery; Scott 
Barrow, Scott Barrow Photography; Benjamin 
Heyman, Concepts of Art.
(Member businesses not represented in the photo 
include Berkshire Classic Leather & Silver, Glad 
rags, The Gifted Child, B. Mango & bird, Andrew 
DeVries Sculptor, The Wit Gallery, Mary McGurn 
online Communication Support, Sarah Williams/
Vida Sana Healing Arts, Shear Designs.)

“It’s a great group of people, 
and everyone worked togeth-

er and pulled this together 
quickly. I think it’s going to 
make a positive difference.”

All Your IT Needs          Hardware          Software          Networks          Support          Service          Web Sites

SINCE 1987 1 Fenn Street, Pittsfield 413.499.0607 compuworks.biz

you watch your business.
we’ll watch your IT.

we’ve got your back: 
Backup & Disaster Recovery, E-mail Filtering, Network Monitoring, Managed Print Services

new services

Time to start your business planning for 2015!
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

BerkShares Business of the Month

more stories like this one at www.berkshares.org

N ESTLED ’NEATH THE SHADOW of Race Mountain, the Stagecoach Tavern is tucked be-
neath layers of history. Few places in Berkshire County have served as a “watering 
hole” longer than this tavern on Route 41 in She�eld, and few have accumulated as 

much character. �e oldest parts of the low-slung tavern date back to the early 1770s, while the 
grand brick “Coach House” was added in 1829. �e 1820s were the heyday of the ‘turnpike 
era’ of early American history, when stagecoaches became the most popular mode of transporta-
tion. After miles on bumpy roads, travelers would rest and refresh themselves at taverns like the 
Stagecoach while the horses were watered and changed.

To this day, the Stagecoach Tavern is a beloved stopping-o� place, with a �replace to warm 
your bones, a restaurant, and a bar. According to Casey Rothstein-Fitzpatrick, the Stagecoach 
boasts “the most cozy and relaxed atmosphere in the northeastern United States.” Casey has just 
recently taken over the management of the Stagecoach Tavern from his father David Rothstein, 
owner of the adjoining Race Brook Lodge since 1990 and the Stagecoach Tavern since 2004.

Casey’s mother is Nancy Fitzpatrick of 
Red Lion Inn fame, so he grew up in the 
Berkshires “immersed in the hospitality 
world.” He did not originally imagine 
that he would follow in his parents’ foot-
steps but three years ago, after time spent 
in New York, Greece, and other places, he 
“ran out of excuses to not be here” and 
he came back to the Berkshires. “It’s a 
rural yet cosmopolitan community, and 
there are not many places like that in the 
world.” He jumped into the family busi-
ness when he returned. “It’s kind of in my 
blood.  It’s a lot of fun to let that natural 
element emerge from within me.” 

�e business may run in his veins, but it 
has still been a learning process. “It’s kind 
of like taming a wild animal,” he says. But 

it seems that Casey has the right instincts. He has registered the Stagecoach and Race Brook 
Lodge to accept BerkShares, started a garden to help supply the restaurant, and hired a young 
chef who grew up in She�eld, Kyle Pezzano. “We’re interested in supporting the local economy 
because it supports us so much. So we accept BerkShares, giving people an opportunity to keep 
their money local, and then that incentivizes us to �nd local purveyors so that we can keep the 
circulation going.”  �e Race Brook Lodge is even o�ering guests a special package: “When 
they check in we give them a �stful of BerkShares and a treasure map of great local businesses. 
�ey can go on a local shopping spree!”

Since taking the reins, Casey has started thinking of new ways to use the “great, fun, functional 
spaces” that David, an architect, has created over the years. Highlights include the Down Coun-
ty Social Club—a speakeasy below the Tavern with sometimes local and sometimes imported 
live music—and Swing Night, a monthly swing dance series in the beautiful post-and-beam 
barn behind the Stagecoach. In March, the Stagecoach is opening a new space called the “Shay’s 
Lounge,” named after Daniel Shays, who Casey says was a regular customer in the late 1700s. 

Is that true? Bring your local currency and investigate for yourself. It doesn’t matter if you like 
drinking or dancing, dining or hiking. No matter what, Casey says, “just come on down to the 
Stagecoach!” 

The Stagecoach Tavern
864 S. Undermountain Rd, Sheffield (413)229-8585

Mountain Goat 
Artisan Gallery

130 Water St. • Williamstown
413-884-5339

Tuesday-Saturday from noon to 5 p.m.
(closed Sunday & Monday)

Featuring the hand-crafted products of 
local potters, woodworkers, furniture 

makers, photographers, painters, jewelry 
makers and more…

Great selection of one-of-kind items
for gift-giving or home use

Stop in today and Support theSe memberS 
of the berkShire Creative eConomy!
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By John Townes
Charles Flint’s involvement in the new Lenox Merchants Group 

(see related story) is hardly the first time he has taken an active 
interest in the town’s commercial viability. 

The longtime member of the Lenox business community is this year 
marking the 50th anniversary of his business, Charles Flint Fine Art 
& Antiques, in which he specializes primarily in high-end antiques, 
folk art and fine art from the 18th and 19th centuries.

For more than 30 of those years his business has been based in 
the historic Lenox village. Flint also had a major role in shaping 
the contemporary identity of the town center 
as a developer of commercial properties in the 
1980s.

In addition to sales in his gallery and 
headquarters at 52 Housatonic St., Flint sells 
to buyers throughout the United States and 
internationally, and is also an appraiser.

Flint’s profession combines several of his pas-
sions – among them art, history and collecting. “I started collecting 
things when I was a kid, starting with antique bottles I found,” said 
Flint, a native of Lee. “I also drew and painted all the time.”

Flint was strongly influenced by Norman Rockwell, and is an 
expert on the artist. He is an authenticator at the Norman Rockwell 
Museum in Stockbridge and owns a large collections of photographs 
of Rockwell.

“When I was young, I got star-struck when Norman Rockwell 
moved to Stockbridge because I loved his work and was amazed that 
he chose to live here,” Flint recalled. “I made it a point to get ahold of 
the saturday evening Post every week to see his latest illustrations. 
He inspired me to go to art school.”

However, Flint’s career as an artist was not meant to be, and he 
left art school before completing his studies.

“I realized I was probably never going to be a successful artist, 
and so I decided to use my knowledge of art and collecting in some 
other way,” he said.

Flint started in his present career at age 19, initially scouring 
through items in tag sales and other sites looking for potentially 
valuable “finds” that he bought and sold to dealers.

“I was working in construction, and started out as a picker as a side 
job,” he said. “I did the same thing as those guys on the TV show 
[American Pickers], but focused more on high-end items.”

He became a retail dealer himself in 1977, when the owner of a 
gift shop in the Lenox Square plaza on Main Street offered him space 
in the basement for a gallery.

“I literally started at the bottom,” said Flint, who has a well-known 
affection for puns.

In 1979, needing more space for his growing business, he purchased 
a house and large barn on Church Street. He converted the house 

into a shop, and also renovated the barn. “I worked on the barn over 
time, and did a lot of the work myself,” he recalled.

He converted the barn into a retail building, which currently houses 
the Sohn Fine Art gallery.

What started as a relocation became a second business, as Flint 
acquired other homes and properties in the town center and converted 
them into retail space. Over the next decade, he redeveloped a total 
of nine properties.

In the process, he expanded the town’s central business district 
onto Church Street, which had been primarily a residential area. He 

was also among a handful of developers who 
gave Lenox a new look.

“I initially bought sites when I needed space 
for my own business, and also as an investment,” 
he said. “I enjoyed it. It was a lot of fun.”

He said conditions were conducive to this 
activity, as that section of Lenox was undergoing 
a transition to a larger commercial district. 

“It was easy to buy properties at the time,” he said. “I started by 
knocking on people’s doors and asking if they wanted to sell their 
houses. Eventually, people came to me asking if I wanted to buy.”

For a time, he was based in the Kimball Inn, a mansion on the 
corner of Walker and Kemble streets.

Flint largely phased out of his development and construction 
activities in the late 1980s. He attributed that to a combination of 
economic conditions and other interests.

One of his specialties as a dealer was Shaker furniture, and from 
1988 to 1991 he was the director of the Mount Lebanon Shaker Vil-
lage Museum in nearby New Lebanon, N.Y.

“I closed the construction business in 1990, during the recession,” 
he said.

After leaving the Shaker Museum, he refocused on his art and 
antiques business, which he has continued to operate with his wife, 
Joy. “I couldn’t do it without her,” he said.

He purchased the site of his present gallery in 2000.
Flint is also active in the community, and has been on numerous 

boards of historical museums and other institutions. He also serves 
as an auctioneer and appraiser at charity events, and is an ardent 
local historian.

While he has seen Lenox weather various ups and downs over the 
years, he is bullish about the town and its prospects.

“It’s a unique and special place, and it’s gaining momentum,” he 
said. “I think Lenox has always been able to adapt to the times and 
build a better mousetrap. For example, in other communities there’s 
often concern when a bypass is being considered, because of the 
impact on the businesses in the center of town. But Lenox was the 
first town in the area to have a bypass, and after it was built the center 
of town became more successful than ever.”◆

infrastructure construction projects in the 
last several years.

“Lenox was always a busy place where 
people came to shop and socialize,” he said. 
“However, the construction projects caused 
many people to stay away. The town didn’t do 
a very good job of letting the pubic know that 
we were still open for business. So, now that 
those projects are finished, we have to work 
hard to bring Lenox back to what it was.”

Barsauskas said merchants have also had to 
deal with the combined effect of the national 

economic downturn and the trend to online 
shopping. “We’re not only competing with 
the flat economy since 2008, but also a whole 
new way of shopping and retailing,” she 
said. “We have to learn how to better utilize 
modern strategies like online commerce and 
social media.”

The group is also tackling the perennial 
challenge of the seasonal “boom and bust” 
cycle that underlies some segments of the 
Berkshire economy.

The contrast over the years between the 

bustling activity of summer and the consider-
ably slower midwinter has been especially 
noticeable in Lenox, where many businesses 
have often either cut their hours or closed for 
the off-season.

“It’s a challenge to even out the highs 
and lows that take place over the year,” said 
Burton.” We benefit from tourism in the 
summer, but it can be tough in winter. One 
of the things we’re working on is developing 
strategies to fill in those voids.”

continued on next page

Charles Flint, who has been a mainstay of the Lenox business community for over 30 years, is marking the 50th anniversary of his art and antiques business.

“I realized I was probably 
never going to be a successful 
artist, and so I decided to use 
my knowledge of art and col-
lecting in some other way.”

Youthful passion for ‘collecting things’ leads to long career

visit our new & 
improved website:

www.BarbHassanrealty.com
…now with an

expanded search capaciTy
and other new features to better 

meet your real estate needs

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

over $100 million in 
Commercial & residential  

Sales over a 25 year Career

barb daviS-haSSan,CCim
broker/owner

for sale/lease
$399,900 

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

5+ AcRE cOMMERciAL SiTE
Route 7 – Lanesboro

Five buildings ranging from 500 to 6,000 sq. 
ft. with approx. 750’ road frontage on Route 7. 
Combined over 12,000 sq. ft. of finished space 
now offered at $1,100,000. See MLS 199000 at 
barbhassanrealty.com for more details.(4068B)

reduced

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

FOR SALE – PiTTSFiELd
300 Tyler Street – $349,900

Business property with over 5,800 sq. ft. on two stories. 
In high-traffic area zoned BG (General Business) for 
use as retail, general office, storage, restaurant, etc. 
Parking in rear and on street; full basement. Area 
recently awarded Economic Development Grant. Call 
Barb for more details or showing. (4073B)

real estate
the place for
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continued from previous page
Burton added that Lenox has a number 

of potential markets to tap into throughout 
the year.

“In addition to the local population and 
second homeowners who are here, visi-
tors come up for skiing and other seasonal 
activities. And resorts like Canyon Ranch 
and Kripalu have guests year-round. So it’s 
largely a matter of encouraging them to come 
into Lenox and shop.” 

A related issue is the long-standing per-
ception that Lenox is a “tourist town” with 
expensive shops and restaurants oriented to 
upscale visitors rather than local shoppers 
and more modest income levels.

Incremental approach
Barsauskas said the group has been dis-

cussing these and other issues in detail, and 
is developing strategies to address them

She added that, while the group has a 
number of long-range goals and plans, they 
are trying to develop the organization incre-
mentally, and focus on the basics initially.

“We have a lot of ideas,” she said. “But we 
made a conscious decision to move forward 
carefully. We want to start by doing a few 
things very well. Then we can see where 
we are after a year, and look at what else 
we can do.”

She said the immediate priorities include 
setting up a framework to better coordinate 
the activities of downtown businesses, and 
to communicate among each other and with 
the public.

“Many of our goals are pretty simple, and 
are fairly basic,” she said. “It’s a matter of 
connecting the dots. We just need to work 
together and go about doing them well.”

One goal is devising strategies to better 
capitalize on times when the town is busiest, 
such as in the summer when the infl ux of 
tourists is heaviest, and during events like 
the annual Apple Squeeze festival. They also 
hope to organize events at other times to bring 
in additional shoppers. In December, they 
sponsored a one-day Holiday Stroll.

Barsauskas noted that merchants in Lenox 
sometimes have irregular hours.

In winter, she said, not knowing whether a 
store is open can also discourage people from 
going into Lenox to shop. “If too many stores 
are closed, it leads to a false perception that 
Lenox is a ghost town in winter,” she said.

But even in the summer, she added, some 
businesses close early in the evening, even 
though that is when the streets are most 
filled with potential 
customers.

She said that one 
goal is to designate 
specific times when 
as many businesses as 
possible are open, and 
also to increase the public’s awareness of 
business hours in the off-seasons.

“We’re trying to encourage more consis-
tency in store hours,” she said. “In addition to 
creating sales opportunities for each business, 
it also helps to maintain the overall level of 
activity in town. That’s one of the little things 
that can make a difference.”

That also ties in with another goal, which 
is to better convey information about business 
activity to the public.

“We haven’t done as good a job at telling 
our story as we should,” Barsauskas said. 
“We have to let people know about what’s 
going on. It’s important to have a central 
information source where the public can go 
to fi nd out what’s happening in Lenox and 
what we have to offer.”

To that end, one of the group’s initial 
projects was to set up a Facebook page 
(www.facebook.com/shoplenox) as a 
clearinghouse for information about retail 
activity in the town.

It promotes events, and also includes 
information about sales, promotions and 
other information about individual stores. 
All of the core members can post items on 
the page.

Another initiative is outreach to area 
hospitality businesses and restaurants, to 
encourage their guests to come into Lenox 
to shop during their stay.

“We’re looking at putting together wel-
come packages with promotional material 
and coupons that inns and resorts can give to 
their guests,” said Barsauskas.” It’s a way of 
saying, ‘Here we are,’ to let them know that 
there is a great place for shopping nearby.”

The group is also envisioned as a training 
and business development resource for mem-

bers, with workshops 
and other methods of 
providing information 
and assistance to help 
them gain ideas and 
knowledge.

“Everyone has areas 
in which they have specifi c knowledge and 
expertise,” said Barsauskas. “The group 
provides an opportunity to share that with 
other members.”

In a larger sense, Barsauskas said members 
want to expand the potential market by rais-
ing awareness of what Lenox has to offer to 
a wide range of potential customers. That 
includes more active promotion and outreach 
to local shoppers in neighboring communities 
such as Pittsfi eld.

“Pittsfi eld is a large market with many 
potential customers, and we want to do a 
better job of encouraging them to come to 
Lenox to shop,” she said.

Barsauskas acknowledged that includes 
addressing the stereotype that some people 
have of Lenox as catering exclusively to 
upscale tastes and incomes.

She noted that one opportunity is the in-
creasing interest many people have of buying 
quality items, and supporting independent 
local businesses.

“On the positive side, Lenox is associ-
ated with quality,” she said. “However, 
there’s also a misconception that we’re all 
high-end stores that only carry expensive 
merchandise. That’s not true. Many of us 
have varied price ranges, including items 
that are moderately priced and offer good 
value. We just have to let more people 
know that.”◆

placemarket

“We haven’t done as good a 
job at telling our story as we 
should. We have to let people 
know about what’s going on.
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Jake educating local 
high school students. 
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By deB hasTings waTson
Watch TV late at night and you’ll see all 

sorts of commercials for “free” websites and 
Facebook pages. The “customers” are so con-
vincing! It’s tempting, right? Remember the 
couple who said they sat down after dinner 
and together built their company’s website? 
How about the one-page Hibu sites? Every-
one knows you need to be found online.

Small businesses are always trying to find 
inexpensive ways of marketing. New ven-
tures spend so much money getting open for 
business that there’s often little money left 
for getting customers in the door. So these 
“free” options seem like solutions sent from 
heaven. They’re not.

As someone who has been helping small 
business owners improve their marketing – 
including their websites – for 24 years, these 
companies are so frustrating.

Once the business owner has actually 
signed on the bottom line, and usually got-
ten locked into a contract, they discover that 
“free” isn’t really free. They find that the 
people “designing” their website or Facebook 
page often have little or no experience in mar-
keting. And they realize that they are using 
a template and plugging round information 
into square holes. It’s not a surprise that the 
effectiveness is missing.

And, if you are talked into a site with Hibu 
(formerly Yellow Pages) and you let them 
register your domain name, be advised that 
you won’t get that domain name back before 
your annual contract is done, no matter what 
the quality of the content of the web page 
they put together for you. You can be as-
sured that you will have all sorts of monthly 
payments due.

Don’t get taken
When these and other offers tempt you 

with low- or no-cost solutions, how do you 

not get taken?  In these cases, keep in mind 
the time-honored maxim: “If it seems too 
good to be true, it usually is.”

These are businesses. Their purpose is to 
make money. These “freebies” are called a 
“loss leader” – a pricing strategy where a 
product is sold at a price below its market 
cost to stimulate other sales of more profit-
able goods or services. 

We love coupons. They get us into a store 
to buy something at a discount. The store, 
of course, is hoping we’ll buy more than we 
intended. But this is different. Marketing your 
business is imperative to your existence. You 
can’t be “winging it” with something this 
important. There are times to go for discounts 
and times where you simply have to under-
stand, “You get what you pay for.”

Do your research 
Before you commit to any of these types 

of companies, search online for reviews for 
each of the services you’re considering. Talk 
with people who have used these companies 
before. And remember: they are not market-
ing experts, they know technology. You will 
need to have your own personalized, market-
ing content to give them.

Or you can look up companies that actu-
ally do know marketing and can utilize that 
knowledge with the technology component.

Take into consideration your own level 
of knowledge about marketing, technology, 
graphics, etc. Some reviews you see may be 
from people who program HTML or are true 
“techno-gurus.” For them, it’s easy. Will it 
be for you?◆

tools oF the trade

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

MULTI-UNIT INVESTMENTS COMMERCIAL PROPERTIES

RESTAURANT COMMERCIAL LAND

NORTH ADAMS  $109,500
Storefront condo
1,258 sq. ft. unit

Block from Mass MOCA
Beautifully renovated 

GREAT BARRINGTON  $1,700,000
82+/- acres  •  Barn
2 houses with 5 income apartments
Views and river frontage

CANAAN  $249,500
3+/- acres in C-2 Commercial Zone
Great visibility on the NY/MA border
577+/- feet of road frontage

LENOX  $895,000

Ideally located in C3A zone
4,000+/- commercial building

Restored post and beam 
carriage barn

Restaurant equipment & 
furnishings included

Second floor
3 bed/1.5 bath apartment

PITTSFIELD  $99,000
Business opportunity

Operated as service station
Newer heating systems

LENOX/LEE  $715,000
Historic manor house 
On 220 acre campus 
24,000 sq. ft. building

Many possibilities
EXCEPTIONAL PRICE!

SHEFFIELD  $574,000
Handsome carriage barn
Ample parking • 5+ acres
2nd floor 3 bed residence
1st floor commercial space

CANAAN  $249,500
2,500 sf. with 3 offices

I-90 and Rt-102 intersection
Boarder of W. Stockbridge

3+/- acres

Broker interest

PITTSFIELD  $309,900
(2) 2-family homes 

On large lot
3 bedrooms/1 bath units

Off-street parking

PITTSFIELD  $229,900
3-family with 27’x27’ garage

3-bedroom units
4 electric meters

PITTSFIELD  $179,900
2-family flat off W. Housatonic

Recently built
3 bedrooms in each unit

PITTSFIELD  $999,900
(6) 2-family buildings

Built in 2010
Fully rented, good income

1+ acre

PITTSFIELD  $795,000
16 units in 3 buildings

Walk to downtown
Recently renovated

Natural gas

PITTSFIELD  $699,000
10 units plus 2 storefronts
12 separate electric meters

New roof 
Deleaded apartments

PITTSFIELD  $139,900
Recently renovated duplex

4 bedroom/1 bath in each unit
Off-street parking

PITTSFIELD  $139,900
Recently built 2-family

3 bedroom/1 bath in each unit
2 electric meters and heat

PITTSFIELD  $139,900
Remodeled 2-family in SW
Fully rented • Nice yard

Separate utilities

LEE  $625,000
The Morgan House Inn, Restaurant and Tavern

Recently renovated  •  11 guest rooms

38 MAIN  STREET 
W. STOCKBRIDGE, MA

(413) 232-4253

9 MAIN  STREET
CHATHAM, NY
(518) 392-0332

40 RAILROAD STREET
GT. BARRINGTON, MA

(413) 528-4211

www.StoneHouseProperties.com
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lodging & dining

not even expecting to be open this winter,” 
she said, noting that she had planned for a 
few months of minor renovations and other 
freshening up of the inn before opening the 
doors to guests.

Deciding to at least temporarily amend 
those plans, Bennett had what she described 
as a soft opening with her first guests, a 
couple who had come up from Connecticut 
in late January. “It was a real surprise to have 
people coming a week after moving here,” 
she said, noting that these and other guests 
who called for bookings had first visited 
the existing website for the inn, which the 
previous owners had kept in operation for 
her following the sale.

Despite the earlier-than-expected opening 
that they prompted, Bennett took these off-
season calls as a positive sign in terms of 
her basic plan for the inn’s operation under 
her ownership. “The previous owners had 
focused mostly on summer and fall foliage 
seasons, and less so in the winter,” she said. 
“I’m going to be doing this with the idea of 
being busy year-round.”

Career change
Bennett’s own arrival in the Berkshires 

was almost as abrupt as the welcoming of 
her first guests.

Originally from the small town of Ever-
green, Colo., Bennett has for the past 30 years 
lived in Casper, Wyo., where she worked 
as an educator and behavioral specialist for 
grades K-12.

In anticipation of her retirement last fall, 
Bennett said for the past few years she had 
been exploring the possibility of starting a 
new career as owner of a small inn or bed-
and-breakfast. “I’ve been interested in B&Bs 
for some time,” she said, noting that this type 
of accommodation was what she preferred 
in her own travels.

Her search for a suitable property to 
purchase and operate started out in her own 
native Colorado. “I looked at one in a small 
town there a few years ago,” she recalled, 
adding that she ultimately decided it was in 
too remote of a location.

Eventually, she turned her sights to the 
Northeast, with the goal of being closer to 
her daughter and son-in-law who live and 
work in Boston. Previously, they had both 
worked at Williams College, and Bennett’s 
occasional visits to them served as her intro-
duction to the northern Berkshires. During 
one of those earlier visits she had also been 
a guest at Blackinton Manor, which was 
then owned and operated by Paul and Laura 
Macionus.

This past summer, on a visit to the region, 
she learned that Blackinton Manor was 
being offered for sale. She arranged for a 
viewing of the inn with Al Marden of Alton 
and Westall Real Estate, who was handling 
the listing.

“I could see that it was in very good con-
dition,” she said, noting that her search for 
a B&B in this region began and ended with 
just one property. “I looked at this inn and 
said, ‘I think I’m ready!’”

In the ensuing months, Bennett worked out 
an agreement with the Macionuses to pur-
chase the property for $550,000. Financing 
was provided by a bank in Bennett’s former 
home in the Rockies to cover the purchase 
price as well as some renovations and other 
related improvements.

That renovation work, said Bennett, will 
be modest in scale, thanks to the quality of 
work undertaken when the building was first 

Blackinton Manor
continued from page 1

Lesa Bennett joins “Buddy” in a sitting area between guest rooms by the second-floor landing at Blackinton Manor. The gregarious Black Lab mix travelled with 
Bennett by car from their former home in Casper, Wyo., in January to begin their new lives in the northern Berkshires and new careers in the hospitality trade. Built in 
1832, the italianate Federal style manor (below) has operated as a B&B since the early 1990s. Bennett is looking to build a steady year-round business at the inn.

converted to a B&B. “From what I under-
stand, a lot of renovations were done several 
years ago, and the building overall is really 
in good shape,” she said.

One area that will get some significant 
attention, however, is the kitchen, which 
Bennett is in the process of redesigning to 
fit her standards. “The flow of the kitchen 
needs to be changed,” she said, noting that 
she has long had a passion for cooking and 

has attended culinary programs in Italy and 
other locations.

Another priority will be the conversion 
of a screened-in porch to an all-seasons 
enclosure that will fit with her plans to ac-
commodate guests year-round. “Otherwise, 
I’ll mostly just be freshening things up,” 
she said.

For this and other work, she has been 
recruiting a team of carpenters, plumbers 

and other tradespeople from the northern 
Berkshire community. And, in doing so, she 
has by coincidence connected with some of 
the same ones who had handled renovations 
several years earlier.

“It’s been very interesting to find that so 
many people I have hired for renovations 
have a history here,” Bennett said, adding 
that she has been very impressed with the 
professionalism and responsiveness of the 
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tradespeople she has lined up. “I’m getting a 
lot of great help and guidance from them.”

Early history
In terms of history, the building has its 

share. Built in 1832, the Italianate Federal 
style manor was originally a residence of 
the Blackintons, a prominent family of that 
era who operated local mills and other com-
mercial ventures.

Over the years, as this section of the com-
munity developed, the area took on its own 
character and identity, with those living there 
referring to themselves as residents of Black-
inton instead of North Adams. This aspect of 
community identity has been preserved in the 
neighborhood’s designation as the Blackin-
ton Historic District and its inclusion on the 
National Register of Historic Places.

The estate was used by a succession of 
owners as a private residence through most 
of the 20th century. In the early 1990s, the 
building, which by then had fallen into dis-
repair, was rehabilitated and converted to a 
B&B by Dan and Betsey Epstein. They sold 
the business and property to Paul and Laura 
Macionus in 2005.

Blackinton Manor is comprised of a three-
fl oor main building with some 4,300 square 
feet and an attached carriage house that has 
been converted for guest accommodations. 
The building sits on one-and-a-half acres of 
attractively landscaped grounds, included 
among which is an in-ground swimming 
pool.

The inn has fi ve guest rooms – each with 
its own name, and each with a private bath. 
Rates range from $175 to $215 in season and 
$155 to $180 at slower times of the year.

The guest rooms as well as common ar-
eas are decorated with period antiques and 
artwork. The manor also includes owners’ 
quarters above the kitchen and carriage house, 
as well as an owners’ apartment on the third 
fl oor that has two bedrooms and a bath.

Those owners’ quarters are now being put 
to use by Bennett, who, along with her Black 
Lab mix Buddy, constitute the B&B’s staff. 
“I’m doing it on my own, along with Buddy,” 
said Bennett, noting that early guests have 
enjoyed the welcome they receive from her 
friendly canine companion. “I always make 
sure people know I have a dog when they 
are booking a room.”

While Bennett serves as hostess, chef 
and other guest-oriented roles, she said she 
is utilizing professional services from the 
area for other functions, such as cleaning 
and maintenance.

While she will continue to accommo-
date occasional guests through the winter 
and early spring, Bennett said she plans to 
close for a period in April during which the 
kitchen renovations and other work will be 
completed. “There are some things that can’t 
be done while guests are here,” she said.

Bennett said this schedule will have 
Blackinton Manor back open in time for the 
busy summer season ahead. Among other 
attractions and events that will bring guests 
to her inn, she noted the return of Wilco and 
the Solid Sound Festival to MASS MoCA 
this summer. “I’m already booked up for 

Wilco and for the [college] graduations,” 
she said.

While fi lling her beds during the summer 
and fall foliage seasons is less of a challenge, 
Bennett said she will be looking at ways to 
boost business at other times of the year. This, 
she said, will include an emphasis on use of 
the inn for small business retreats or confer-
ences, as well as small weddings, private 
parties and other social functions.

“My busy season looks pretty solid, but I 
do need to come up with things to generate 
business for the other months,” she said. 
“I’m open for other types of business to go 
on here.”

Then again, with the early spurt of book-
ings she has experienced, Bennett is well 
ahead of where she thought she’d be. “I’m 
surprised – pleasantly surprised – that I’m 
getting calls at this time of year,” she said. “I 
hadn’t thought I’d be open until June.”◆
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banking & finance

EAST MEETS WEST: Robert Fraser links geographic 
markets as Mountainone Ceo

By Brad Johnson
For some stories, it’s necessary to fi rst take 

a look back before looking forward.
Such is the case with the story of Robert 

Fraser’s ascension last autumn to president 
and CEO of MountainOne Financial, the 
mutual holding company for MountainOne 
Bank and the bank’s insurance and invest-
ment services subsidiaries.

When Fraser assumed his prior position 
as president and chief operating offi cer of 
MountainOne Bank in 2013, it was the lat-
est step in his involvement in the innovative 
community banking concept that had been 
pioneered by the bank’s mutual holding 
company.

At that time, three separate financial 
institutions – Hoosac Bank and William-
stown Savings Bank in Berkshire County, 
and South Coastal Bank in eastern Massa-
chusetts, where Fraser had served as CEO 
– had just completed a process through 
which they formally merged operations 
under one charter. This came after several 
years during which the banks all operated 
under their own charters and identities but 
with the same mutual holding company – a 
unique partnership in which shared services 
and other efficiencies strengthened the 
individual institutions.

It was that innovative arrangement which 
fi rst led Fraser to accept a position as senior 
vice president with South Coastal in 2007. 
“To be honest, that was what made it attrac-
tive for me to leave my position with Citizens 
Bank and join South Coastal,” said Fraser 
in a late January interview. “I saw that the 
partnership would enable South Coastal to 
grow and enhance our relationships in that 
marketplace, while also allowing each entity 
to maintain their unique identity.”

Shortly after joining South Coastal, which 
then operated three branches in the region 
immediately south of Boston, Fraser rose 
to CEO of that bank, where he continued 
to collaborate with his cross-state partners 
in ways that combined the capital strength 
of the Berkshire-based banks with the more 
robust commercial lending opportunities in 
South Coastal’s market.

That arrangement worked well on many 
levels, but fell short in some others.

While still under the leadership of former 
MountainOne Financial CEO Steve Crowe, 
who had pioneered the original partnership 
concept, the mutual holding company deter-
mined that the individual banks under the 
MountainOne banner would not be able to 
achieve the fullest benefi ts of their partner-
ship if they each continued to operate under 
their respective charters (which, among other 
things, required each bank to separately 
fulfi ll a wide range of costly regulatory and 
compliance functions).

Thus, in July 2012, Hoosac Bank and Wil-
liamstown Savings Bank took the fi rst step 
by formally merging under the one charter 
and one name, MountainOne Bank.

At the same time, a leadership change 

was in progress, with Crowe announcing 
plans to step down as president and CEO of 
MountainOne Financial. He was succeeded 
by Thomas Leavitt, who joined MountainOne 
from Merchants Bank in September 2012, 
and who continued the charter consolidation 
process begun by Crowe.

That led to South Coastal coming under 
MountainOne’s charter in July 2013, after 
which all locations operated as MountainOne 
Bank. As part of that process, Fraser was 
named president and chief operating offi cer 
of the combined institution (having until 
then been CEO of South Coastal as well as 
executive vice president of MountainOne 
Bank).

In this new position, Fraser continued to 
serve as a direct link between the bank’s two 
distinct geographic regions, splitting his time 
each week between offi ces in North Adams 
and Rockland. “The focus was on creating a 
common culture in the [newly consolidated] 
bank,” he said.

It was a position Fraser might have ex-
pected to occupy for some time to come.

That changed in September 2014, when 
Leavitt announced his decision to leave 
MountainOne for a position with a bank 

in his home state of Vermont. Shortly after 
that, the board of MountainOne Financial 
announced that it had selected Fraser to 
succeed Leavitt as president and CEO 
of both the mutual holding company and 
MountainOne Bank, describing him as “the 
consensus choice of the board to lead us to 
the next phase of growth.”

It is a role and responsibility that Fraser 
said he readily accepts, not only in terms of 
guiding the continued growth of MountainO-
ne Bank as it steps up activity at both ends of 
the state, but also in the growth and develop-
ment of its insurance subsidiaries – Coakley, 
Pierpan, Dolan & Col-
lins (CPDC) and True 
North Insurance – and 
True North Financial, 
its investment services 
company.

“When Tom left to 
go back to Vermont, 
my role expanded, not 
only in title but also through involvement 
in our other subsidiaries,” said Fraser. He 
explained that previously he had focused 
exclusively on the combined operations of 
MountainOne Bank. As president and CEO 
of the mutual holding company, that over-
sight also includes CPDC and True North’s 
insurance and investment services.

Different markets
With a few years under his belt now in 

the Berkshire market and his deeper his-
tory on the eastern side of the state, Fraser 
brings fi rst-hand knowledge and experience 
in both geographic regions that the bank 
serves. In that respect, he is well positioned 
to guide MountainOne toward its optimum 
niches in those respective markets – niches 
that are as distinctly different as the regions 
themselves.

“First, you have to recognize that each 
geographic area has its own culture,” said 
Fraser. “We don’t approach this as everything 
being homogenous.”

That, he added, translates into the bank 
playing different roles and meeting different 
needs in these distinct markets.

“We see ourselves in the Berkshire market 
continuing to expand organically and serving 
as an institution with exceptional depth of 
experience, products and services,” Fraser 

said. “We’re an $800 million bank that has 
the depth and stability to serve all aspects of 
the Berkshire market.”

“In eastern Massachusetts, it’s a different 
picture,” he continued, noting that Mountai-
nOne’s focus in that geographic market tends 
to be more commercially oriented.

“There we fi ll a niche for small business 
lending and real estate development,” Fraser 
said. He added that the bank generally serves 
businesses with revenues of $10 million and 
under – a sector that generates ample com-
mercial lending opportunities for a bank of 
MountainOne’s size but that may fall be-

low the radar of larger 
money center banks. 
“These businesses like 
working with a bank of 
our size,” he said. “Our 
customers like know-
ing who the decision-
makers are.”

While commercial 
lending is a focus of the eastern operations 
of MountainOne, that does not exclude other 
banking services. For example, Fraser noted 
that a few years ago South Coastal had es-
tablished a new mortgage loan production 
offi ce in Danvers, a community to the north 
of Boston.

“That offi ce has been very successful,” 
he said – so much so that MountainOne has 
now expanded the Danvers operation to a 
full-service branch location.

“We felt that we could leverage that 
success and fi ll a void in that market with 
a full-service offi ce,” said Fraser. That of-
fice, MountainOne’s seventh, opened in 
December and held a grand-opening event 
on Jan. 23.

Beyond the opening of the Danvers offi ce, 
Fraser said, there are no plans currently on 
the drawing board to establish additional 
new offi ces in that region. “We have a base 
of business there now that is well served by 
our existing offi ces,” he said.

Financial Center concept
In the Berkshire market, the past few 

years have been more dynamic in terms of 
offi ce locations and how specifi c operations 
are clustered.

Most prominently, this included the 
completion of the MountainOne Financial 

robert Fraser, who last September was named CEo of Mountainone Financial and Mountainone Bank, brings experience with the bank’s operations at both ends of the 
state. He earlier served simultaneously as CEo of South Coastal Bank and executive vice president of Hoosac Bank, both which are now part of Mountainone.

“We see ourselves in the 
Berkshire market continuing 

to expand organically and 
serving as an institution with 
exceptional depth of experi-
ence, products and services.”
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Center at Williams Stanley Business Park 
in central Pittsfield in 2012.

That facility, which was preceded by a 
much smaller office in downtown Pittsfield, 
was envisioned as a high-profile base from 
which the bank and its subsidiaries could 
tap a greater share of business in the central 
Berkshires and points south.

According to Fraser, MountainOne has 
made good progress toward that goal over 
the past three years. “Since we opened that 
location we have opened a lot of commercial 
accounts,” he said. “I’m also pleased with 
the presence it has provided for CPDC in the 
central Berkshire market.” (CPDC’s presence 
in the city expanded considerably following 
its acquisition of the former Stevenson & 
Company agency in 2012.)

While the eastern operations of Mountai-
nOne Bank have an emphasis on commercial 
lending, that side of the business has also 
been a key element in the bank’s full scope 
of services in the Berkshires, Fraser noted. 
He added that the bank’s presence in Pittsfield 
has led to continued growth in its commercial 
lending activity. “Over the past year we have 
developed some significant and high-profile 
accounts,” he said.

Key among those are two current commer-
cial development projects in the hospitality 
sector in Pittsfield.

In the city’s downtown, MountainOne 
Bank is providing financing for the new 
$14 million Hotel on North. The 45-room 
boutique hotel project is being developed 
in two adjacent buildings at 273 North St. 
by owners Laurie and David Tierney III of 
MM&D LLC, in conjunction with Main 
Street Hospitality Group, the hotel’s operator 
and management company.

At the city’s southern gateway along 
Routes 7/20, MountainOne is also providing 
financing for the new $10 million Hilton 
Garden Inn being developed by Great Bar-
rington-based hotel operator Vijay Mahida 
and his company, Prem Management LLC. 
That 95-room national chain franchise is 

being built on a rise behind Guido’s Fresh 
Marketplace, just south of the Dan Fox Drive 
intersection at 1032 South St.

Fraser said MountainOne’s financial 
backing of these projects, both of which are 
expected to be completed later this year, 
reflects the bank’s assessment that they will 
play a significant role in the city’s efforts 
to tap a larger share of the regional tourism 
trade. “Both of these projects are going to 
really contribute to the continued develop-
ment of the tourism industry there,” he said. 
“They also complement 
each other in terms of 
what they bring to the 
market.”

In these and other 
ways, Fraser said, the MountainOne Financial 
Center is making its presence known in the 
city. That presence is also being made more 
clear in a literal sense through a change in the 
center’s signage at the corner of East Street 
and Silver Lake Boulevard.

Fraser explained that the signage is cur-
rently being revamped from what had simply 
been the MountainOne Financial Center to 
now include the full names of the bank, in-
surance and investment services operations 
that are based there.

“We were reviewing the MountainOne 
Financial Center concept and decided that 
the brand names were important and should 
be included in the signage,” he said. That, he 
added, was especially important in terms of 
continuing to position the insurance company 
in the Pittsfield market.

296 Main
In the northern Berkshires, meanwhile, a 

similar branding consideration is also play-
ing out – this time in a way that is bringing 
a former bank office back into use.

The former Williamstown Financial Cen-
ter at 296 Main St., which had previously 
housed a Hoosac Bank branch office as well as 
offices for CPDC and True North, was closed 
in 2013 as part of the consolidation of Hoosac 

Bank and Williamstown Savings Bank under 
the same charter. The CPDC and True North 
operations were moved to the Williamstown 
Savings Bank office less than a mile up the 
road at 795 Main St., and the 296 Main St. 
building was put on the market.

“It didn’t make sense for us to continue 
to operate the two branches such a short 
distance apart,” said Fraser.

When, after several months on the market, 
the property had not yet attracted a buyer, 
MountainOne decided to put the building 

back to use for some of 
its own operations.

The left side of 
the building that had 
housed a bank branch 

is now being renovated for use by CPDC and 
True North. The right side of the building 
(where CPDC and True North had earlier 
been located) is being offered for lease to 
other commercial tenants. Additionally, 
MountainOne plans to install a new 24-hour 
drive-up ATM at the location.

Fraser explained that this change in plans 
stemmed in part from the building’s contin-
ued availability and MountainOne’s deci-
sion to reinforce the branding and visibility 
of its insurance and investment services 
subsidiaries.

Unlike in Pittsfield, however, where the 
signage at the MountainOne Financial Center 
could readily be changed to prominently in-
clude the CPDC and True North names, regu-
lations in Williamstown prohibited the kind 
of significant change in signage that would 
be needed at the 795 Main St. office.

While signage constraints were one 
small factor, more important were the is-
sues of customer access and convenience 
for the insurance and investment services 
subsidiaries. Fraser noted that feedback 
from customers following the closing of 
the Williamstown Financial Center had 
indicated a preference among many for the 
former location.

“We are constantly evaluating how best to 

serve our customers, and it was determined 
that providing additional physical access in 
Williamstown for our True North Financial 
and CPDC customers was of paramount 
importance,” he said. “These MountainOne 
companies continue to grow, and they simply 
need more space and increased visibility.”

Following completion of renovations, 
CPDC and True North will move into the 
building – which will now be known simply as 
“296 Main” – by late April or early May.

Aside from these changes at Mountai-
nOne’s existing offices, Fraser said a pos-
sible expansion of its Berkshire operations 
is not out of the question. “In the future I see 
us in south county,” he said. “It’s a logical 
progression for us.”

Should such an expansion take place, 
Fraser said, it would likely begin with a mod-
est step at first. “I would look for Pittsfield 
to be the model for that,” he said, referring 
to the original limited office that was estab-
lished on North Street for loan origination 
and related functions.

While CPDC and True North may also 
be part of any future south county presence, 
they have yet to extend operations to Moun-
tainOne’s eastern offices. “True North and 
CPDC are centric to Berkshire County at this 
time,” said Fraser. Noting that he would like 
to see them grow beyond the Berkshires, he 
added that there are no current plans for them 
to enter the eastern market.

On a broader level, one thing that Fraser 
does not expect to change anytime soon is 
MountainOne’s commitment to remain a 
mutual bank, as opposed to conversion to 
a publicly owned stock bank. “We’re not 
for sale,” he said. “We’re a mutual bank 
and we’re committed to the mutual bank-
ing model.”

That commitment as an institution is also 
reflected on a personal level for Fraser as 
CEO of the mutual holding company. “This is 
something I believe in strongly,” he said. “In 
that way, I’m committed to this as ‘the care-
taker’ of our mutual banking model.”◆

“We’re a mutual bank and 
we’re committed to the 

mutual banking model.”
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Congregations collaborate
continued from page 1

BIO, which is a 501c3 nonprofit organiza-
tion, was publicly unveiled on Jan. 25 at its 
first convention, which was held at St. Mark 
School in Pittsfield. The event was attended 
by more than 200 members of 14 founding 
congregations, along with representatives 
of other organizations. Pittsfield Mayor Dan 
Bianchi, state Sen. Ben Downing and other 
officials also attended.

At the convention, BIO also presented 
the two issues that they are initially focus-
ing on as priorities: food insecurity and 
transportation.

Levesque said BIO is designed to be 
a flexible organization that can work to 
advance social and economic justice in a 
variety of ways.

Potential courses of action include rallying 
public support for state policies or legislation, 
undertaking projects to help solve particular 
issues or problems, and working with other 
organizations.

For example, she said, if a proposed state 
law is being debated in Boston that reflects 
the priorities of BIO, the organization can 
launch a campaign to generate public aware-
ness and support.

Or, if a basic need is identified, BIO can 
either lead or work with other organizations to 
develop and implement projects to solve it.

“There are many options,” Levesque 
said. “Now that we have the organization 
in place, we’ll work on the specifics mov-
ing forward.”

However, Levesque added, the emphasis of 
BIO is on initiatives with long-term effects, 
rather than short-range services or one-time 
activities.

“Providing direct assistance for people 
who need help is very important, and our 
congregations and members already work 
on providing that,” she explained. “But with 
BIO we don’t just want to put band-aids 
on the symptoms. Our goal is to focus on 
systemic changes. Ideally, we would like to 
make the need for this kind of organization 
unnecessary.”

She noted that the impact of recent 
snowstorms in the Berkshires provided a 
stark illustration of the type of problems 
that exist.

While these storms, like other weather-
related events or natural disasters, created 
unusual short-term situations, Levesque 
explained that they highlighted the under-
lying problem of food insecurity. Not only 
did they cause requests by families for food 
assistance to increase significantly, she said, 
they also hindered the ability of trucks from 
Western Massachusetts Food Bank in the 
Pioneer Valley to bring in adequate supplies 
for local food pantries.

“Food pantries are constantly running 
short of food because there is such a need, 
and the storms made it even worse,” she 
said. “Beyond the immediate circumstances, 
it highlighted a more important question: 
Why are so many families in need of food 

assistance? BIO will examine what can be 
done to reduce that level of need.”

Structure and method
While issues of poverty have always ex-

isted, Levesque believes they have become 
more severe and widespread.

“A generation ago, a family could have one 
wage earner with a job that would support 
the family,” she said. “But today, it requires 
paychecks from two or more jobs. And even 
then, many working people still cannot earn 
enough to cover the basic necessities. Work-
ing in downtown Pittsfield, I see what many 
people are struggling with every day.”

She added that this pattern often traps the 
working poor in a vi-
cious cycle. “It makes it 
difficult or even impos-
sible to work, because 
a person may not have 
transportation, or they 
lack access to child 
care,” she said.

In order to narrow 
down this complex 
matrix of broad issues 
to a manageable agenda, BIO is structured to 
provide a system to address these problems 
methodically.

Levesque said BIO relies on a method 
and structure that starts at the congregation 
level.

In addition, a group of clergy and lay lead-
ers will meet approximately once a month 
to communicate, coordinate and provide 
overall guidance. There is also an executive 
council comprised of representatives from 
each congregation.

On another level, study groups are formed 
to examine specific issues in depth, and 
recommend and develop proposed actions 
and strategies.

Levesque said that over the past two 
years, the groundwork was laid among the 
congregations.

“Each congregation held discussions, and 
members gave their ideas and opinions,” 
she said. “These covered a range of ques-
tions. What are the most pressing needs of 
people? What are the biggest challenges 
people face? Which of those are unique to 
the Berkshires? In addition, members of the 
congregations were encouraged to ask their 
friends and neighbors and people they do 
business with.”

From all of that, she said, the results were 
analyzed, and priorities and action plans 
determined. Initially, food and transportation 
were selected as priorities to work on.

“There were a lot of different issues that 
people felt were important, and we looked for 

the most common threads,” Levesque said, 
noting that the two mentioned most frequently 
were food insecurity and transportation.

“Berkshire County has a number of trans-
portation providers, but there is no coordina-
tion, which makes it difficult to get around 
without a car,” she said. “And the major 
provider of public transportation, BRTA, 
shuts down in the evening. So people who 
have to rely on that are limited in the hours 
they can work.”

Levesque said BIO will look for ways to 
rectify this problem in specific ways.

The methods used by BIO to determine 
its priorities and actions are also intended 
to be ongoing and fluid, Levesque noted. 

Other priorities will be 
added over time. The 
organization is also 
designed to be able to 
respond quickly to cir-
cumstances that arise.

BIO also will work 
to raise the profile of 
Berkshire County in 
Boston, so that the 
region receives its fair 

share of resources and consideration when 
policies are developed.

Levesque noted that BIO has held dis-
cussions with Berkshire County’s elected 
officials, and they have expressed support 
for the organization.

Different approach
Churches traditionally have provided as-

sistance to the needy and worked on social 
issues. In addition to working as individual 
congregations, they have also collaborated 
on an interfaith basis.

However, the faith-based community or-
ganizing model for BIO reflects a different 
approach for the Berkshires.

“It’s been in existence for many years, 
and organizations like this are already active 
in many other regions,” said Wendy Krom, 
who originally initiated BIO and is one of 
its lead organizers.

She explained that BIO originated in north-
ern Berkshire County while she was working 
as a neighborhood organizer for Northern 
Berkshire Community Coalition.

“One of the supporters of NBCC is the 
Catholic Campaign for Human Develop-
ment,” said Krom. “Someone from that 
organization asked me one day if there 
would be any interest among congregations 
here in faith-based community organizing. 
I mentioned this to local clergy leaders. 
We looked into it and decided it was worth 
pursuing.”

The members of individual congrega-

tions in the northern Berkshires were polled 
to decide whether they wanted to join the 
organization, which led to an initial core 
group. They held an initial gathering in 
the fall of 2012, and they began to lay the 
groundwork.

“Early on we also realized that, for this to 
have a real impact, it needed to be larger than 
northern Berkshire, so we started contacting 
congregations in Pittsfield and other sections 
of Berkshire County,” said Krom.

Once a significant number of churches 
agreed to participate, training programs for 
clergy and lay leaders were held in 2013.

The core founding members include: 
Congregation Knesset Israel, Pittsfield; First 
Church of Christ on Park Square, Pittsfield; 
First Congregational Church, Dalton; First 
Congregational Church, Williamstown; Lee 
Congregational Church, Lee; Sisters of St. 
Joseph – local sisters; South Congregational 
Church, Pittsfield; St. Mark Catholic Parish, 
Pittsfield; St. Mary of the Assumption (North 
American Martyrs) Catholic Parish, Cheshire 
and Lanesboro; St. John’s Episcopal Church, 
Williamstown; and St. Stephen’s Episcopal 
Church, Pittsfield.

Krom said BIO is still adding member 
congregations. She estimated that currently 
at least 12 other congregations have made a 
commitment to join or are considering it.

In any group of people, finding agreement 
and consensus is challenging. In addition, 
religious doctrine and social engagement 
take many different and often contradictory 
forms, from liberal activism to conservative 
advocacy.

With a large and diverse group of congre-
gations from varied religions, that poses one 
challenge for BIO.

For example, while there may be agree-
ment that low wages is a problem, liberals 
might advocate for a higher minimum wage 
while conservatives might say that the prob-
lem is too much government regulation and 
mandates on employers.

However, Krom said the faith-based or-
ganizing model is designed to accommodate 
differences and encourage common ground. 
“It brings people together across lines of 
differences,” she said.

She noted that faith-based organizing 
draws on three basic elements, and that the 
organizing process is considered an important 
goal in itself.

“One core principle is to encourage people 
to look for issues of common concern, and 
work together to find practical solutions,” 
Krom said.

Another basic element is communication. 
“It is designed to encourage relationship 
building among members,” she said. “It’s 
very energizing for congregations. People 
who might have sat next to each other in 
church and never had a conversation start 
having deep discussions.”

A third element is developing leadership 
skills among the participants. “It encour-
ages people to become active and involved 
in the community,” she said. “That’s very 
empowering, and gives members of the faith 
community a voice at the table.”

For more information about Berkshire In-
terfaith Organizing and its activities, contact 
Wendy Krom at 413-464-1804 or email to 
berkshire.organizing@gmail.com.◆

Members of several area congregations raise their banners at the Jan. 25 public debut of Berkshire interfaith organizing (Bio) at the St. Mark Catholic School in 
Pittsfield. Collectively they look to address several social justice issues, including initial priorities of food security and transportation. (Photo courtesy of Bio)

“We don’t just want to put 
band-aids on the symptoms. 

Our goal is to focus on 
systemic changes. Ideally, we 
would like to make the need 
for this kind of organization 

unnecessary.”
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health & fitness

By Brad Johnson
With a mantra of “Fit for Life,” Suzanne 

Merritt doesn’t let much slow her down.
Even following surgical treatment for 

breast cancer three years ago, within less 
than two weeks the certifi ed fi tness instruc-
tor and personal trainer was again leading 
classes and working with individual clients 
at Lenox Fitness Center.

That same perseverance has now led 
Merritt to take on ownership of the fi tness 
center where she has worked for the past 
eight years.

“It’s been a dream of mine for a long time,” 
said Merritt, who completed her purchase of 
the well-established Lenox business from 
Robert and Audrey Hart in late December 
after a few years of on-again, off-again ne-
gotiations and other complications.

“When Rob approached me again about 
a purchase in December 2013, I put an offer 
on the table, and it took a year to get to the 
closing,” said Merritt.

The $800,000 purchase price included the 
business and property at 90 Pittsfi eld Rd. 
(a portion of the property where a cellular 
communications tower is installed was not 
part of the deal). To fi nance the purchase, 
Merritt worked with Lee Bank to secure an 
SBA-backed loan.

Given her long association with the fi tness 
center, Merritt said there is a certain degree 
of continuity that accompanies her new role 
as owner. That includes, among other things, 
the same basic rate structure and member-
ship plans, mostly the same staff, and the 
same team of fi tness instructors (who work 
on a contract basis) to lead the wide range 
of classes that have long been a mainstay 
of the club.

“There is very much that will remain the 
same,” said Merritt. “These are the things 
that work well here and that members have 
come to expect from us.”

That, however, still leaves ample room 
for change under Merritt’s ownership, as 
she focuses the fi tness center and its opera-
tions on the niche that it fi ts best within the 
region’s crowded and competitive health-
and-fi tness market.

“I’m coming in with a new vision,” said 
Merritt, one that stresses the importance 
of fi tness in members’ lives and supports 
their efforts to achieve their own personal 
fi tness goals.

One overt indication of that focus is the 
newly shortened name of the business to 
Lenox Fit Inc. from its previous full name 
of Lenox Fitness Center & Spa.

“The spa is no more,” said Merritt, refer-
ring to the array of spa services that gradu-
ally had been added at Lenox Fitness Center 
following its move to its current location in 
2000. (The business had earlier operated since 
1987 in a basement facility in a commercial 
building in Lenox village where the town’s 
post offi ce is located.)

“I felt the fi tness center had gotten away 
from what had always set it apart, which was 
the strength of its fi tness programs and in-
struction,” said Merritt. By jettisoning the spa 
services, she said, the business will be better 
positioned to achieve its core mission.

“I want [Lenox Fit] to be of the highest 
caliber in terms of fi tness for residents of 
Berkshire County,” she said. “I don’t want 
to be the go-to place for nails.”

“My tag line is ‘Fit for Life,’” she added. 
“And when I say that, what I’m talking about 
is providing a service that works for where 
people are in their lives. That’s what Lenox 
Fit is about.”

To that end, she said, Lenox Fit will con-
tinue to provide members with a full range 
of fi tness machinery and equipment for their 
own individual workout regimens, while 
also offering class instruction and individual 
guidance geared toward safe and effective 
progress on their fi tness goals. And it will 
do so in an atmosphere that is welcoming to 
individuals of all ages and fi tness levels.

“When you walk in the door, we make 
you feel at home,” said Merritt.

While spa treatments are no longer part 
of the picture, Merritt noted that Lenox Fit 
will continue to offer therapeutic massage 
services, which she said can be an important 
part of some members’ fi tness programs.

Similarly, she said, Lenox Fit has also 
added the services of a registered dietitian, 
who is available to members on a consultant 
basis for guidance on nutritional aspects of 
their fi tness goals.

Beyond the opera-
tions of the fi tness cen-
ter, Merritt said other 
sections of the building 
are being prepared for 
lease to other profes-
sional services.

One of these will be an established physical 
therapy practice that will be relocating to an 
offi ce at Lenox Fit this fall. While not directly 
associated with the fi tness center, the addition 
of the physical therapy practice will provide 
some new opportunities for “cross-over” in 
terms of treatment and facilities for the two 
businesses, Merritt said.

Two additional offi ce suites will be avail-
able for lease to other types of business 
or professional purposes. “They could be 
health-and-fi tness related, or they could be 
something completely different,” she said.

As part of the process of assuming owner-
ship of the business and building, Merritt said 
she is undertaking a number of renovations 
and upgrades in the months ahead that will 
collectively cost in excess of $200,000.

Began as member
Merritt will continue in her established 

role as fitness instructor and personal 
trainer at Lenox Fit (413-637-9893 or on 
Facebook). Assisting her in operation of the 

club are two full-time 
staff members: Tom 
Libardi, fitness and 
facilities director; and 
Margaret Apkin-Freer, 
business manager and 
front desk. An addi-
tional half-dozen or so 

part-time employees round out the staff.
Merritt said she fi rst became acquainted 

with Lenox Fitness Center as a member 
herself. As she became more interested in 
competitive fi tness programs and activities 
on a personal level, she began to see an 
opportunity to become involved in fi tness 
training on a professional level. “I realized 
I could do this as a career,” she said. “I’m 
really good with people.”

First gaining certification as a fitness 
instructor eight years ago, she continued to 
add other levels of certifi cation over time, 

including as a personal trainer fi ve years ago. 
In that capacity, she said, her work took on a 
much more focused and specialized aspect. 
“I teach specifi c things based on each indi-
vidual’s needs,” she explained.

Together, her group instruction and per-
sonal training schedule make for a busy work 
week. “Right now, I do six classes a week, and 
about 25 to 30 personal training hours,” she 
said. That can go up to 45 hours during what 
she referred to a the “heavy season,” which 
includes the period around the start of the new 
year as well as late spring through summer, 
when several clients who are second-home 
owners return to the region.

If all goes as planned, she and other in-
structors will be busier still, as Merritt looks 
to boost membership levels at Lenox Fit. 
She noted that in the two years prior to her 
purchase, the club had dropped from about 
800 members to 550. Following her purchase, 
that has grown back to about 600 – a positive 
step toward her goal of bringing membership 
back above 800 within two years.

Merritt believes the club’s renewed em-
phasis on fi tness, along with its central loca-
tion, will allow her to attract new members 
from throughout the region. “We are in a 
primo location that allows us to reach out to 
people anywhere in Berkshire County who 
are interested in the kind of programs and 
services we provide,” she said.◆

‘the sPa is no more’

New owner wants 
emphasis back on 
fi tness at lenox Fit 

New owner Suzanne Merritt has renamed Lenox Fitness Center & Spa as simply Lenox Fit, a change that refl ects her desire for the facility “to be of the highest caliber 
in terms of fi tness for residents of Berkshire County.” She continues to support that goal through her own work as a fi tness instructor and personal trainer there.

“I felt the fi tness center had 
gotten away from what had 

always set it apart, which was 
the strength of its fi tness pro-

grams and instruction.”
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people on the move
Berkshire Community College (BCC) has an-

nounced the creation of a new Alumni Association 
Board, with the election of 13 directors whose 
mission will be to work to advance both BCC 
and its alumni. In addition, the board plans social 
and informative events for all alumni. Officers 
of the Alumni Association Board include: Cindy 
Shogry-Raimer ’91 (president), vice president of 
operational risk management at Greylock Federal 
Credit Union; Ashlee Zanconato ’10 (vice presi-
dent), co-owner and general manager of Powder 
Hounds Restaurant and adjunct faculty member 
in BCC’s Hospitality Program; Jessica Russo 
’10 (secretary), telecommunications specialist at 
Berkshire Health Systems; and Jeffrey Hiltpold 
’09 (elected trustee), senior configuration manage-
ment engineer for Mission Integration Systems 
at General Dynamics – Advanced Information 
Systems (GDAIS). Others elected to the board 
include: Sharon Connors ’00, assistant director 
at KidZone; Dawn Dellea ’88, ’89, manager of 
alumni and parent engagement at Williams College; 
Daniel Dillon ’62, relationship development officer 
at Greylock Federal Credit Union; Sue Fennell-
Ivas ’80, real estate paralegal and title examiner at 
Cain, Hibbard and Myers PC; Kathy Gowdey ’70, 
professor and program advisor in Business Software 
Systems at BCC; Kevin O’Hara ’74, author and 
retired nurse; Christopher Richards ’05, quality 
engineer at GDAIS; Bryan Stowell ’08, software 
engineer at GDAIS; and Stan Walczyk ’71, owner 
of O’Laughlin’s Home Care Pharmacy. All former 
students and graduates of Berkshire Community 
College are automatically members of the Alumni 
Association.  For more information, visit www.
berkshirecc.edu or contact Jennifer Kerwood at 
alumni@berkshirecc.edu.

Berksh i re  Hea l th 
Systems has announced 
the appointment of Ste-
ven Will, MD, a board 
certified and fellowship 
trained neurosurgeon, 
to the medical staff of 
Berkshire Medical Center 
and Neurosurgery Profes-
sional Services of BMC. 
Prior to his new position 
at BMC, Will served at 
South Shore Hospital in Weymouth and also 
provided neurosurgical coverage to fill community 
needs at many other medical centers, including 
Berkshire Medical Center. He specializes in spinal 
surgery, intracranial surgery for tumors, trauma 
and ventricular-peritoneal shunts, as well as pe-
ripheral nerve decompressive surgery. Will also 
provides a range of non-surgical therapies.

Sommelier Dan Thomas has been added to the 
management team of Main Street Hospitality Group 
with his appointment to the position of wine and 
bar director. Main Street Hospitality Group owns 
and manages The Red Lion Inn in Stockbridge, 
where Thomas has held the role of sommelier since 
2007. Over his seven years at the Inn, Thomas has 
expanded The Red Lion’s wine list to include over 
400 selections and 50 half-bottle selections, with 
a focus on international artisan producers and lo-
cal northeastern regional wines. In this new role, 
Thomas will oversee all Main Street Hospitality 
Group wine and bar programs, working directly 
with wineries, breweries and distilleries. He will 
also search for new products and collaborate with 
local producers on projects. 

Lesia Gribbin has been appointed to the 
position of graphic designer at the marketing 
and creative agency Winstanley Partners. Grib-
bin studied graphic design at Studio Art Centers 
International in Florence, Italy, and maintains 
membership with the New York City chapter of 
AIGA, the professional association for design. 
She joins the Lenox-based agency following stints 
at The new york Post, global design consultants 
Dragon Rouge, and Delmar, N.Y.-based advertis-
ing agency 2Communiqué. She brings experience 
in visual communication, concept development 
and branding to her new position, in addition to 
proficiency in digital design, lithography, pho-
tography and illustration.

The Southern Berkshire 
Chamber of Commerce 
has announced its 2015 
officers and board of di-
rectors. Officers include: 
Scott Rote, executive 
vice president at Wheeler 
& Taylor Insurance, board 
president; Pat Seward, 
owner of Seward’s Tires, 
board vice president; Li-
ana Toscanini, develop-

ment and marketing director at Community Access 
to the Arts (CATA), board secretary; and Dan 
Burke, vice president of finance and controller at 
Iredale Mineral Cosmetics, board treasurer. Board 
members include: Bob Crowle, business manager 
at the Berkshire Co-op Market; Georgann Far-
num, branch manager at Salisbury Bank’s Great 
Barrington branch; Julie Hannum, director of 
the South County Center at Berkshire Community 
College; Robin Hare, director of operations at 
the Shopper’s Guide; Peter Laipson, provost of 
Bard College at Simon’s Rock; Melissa Lydon, 
financial advisor at RBC Wealth Management; 
Todd Mack, president of Music in Common; 
Vijay Mahida, owner of the Fairfield Inn & Suites 
by Marriott; Don Raiche, president of Berkshire 
Merchant Services; Colin Smith, partner at Smith 
Watson & Company; Barbara Watkins, owner of 
Evergreen; and Karin Watkins, general manager 
at the Mahaiwe Performing Arts Center.

Berkshire South Re-
gional Community Center 
has announced that com-
munity advocate Barbara 
Manring has rejoined its 
board of trustees. A sup-
porter of Berkshire South 
since its doors opened in 
2002, Manring has been 
involved on many levels 
and in a variety of capaci-
ties, including trustee, fit-

ness trainer, and as a member of Berkshire South’s 
Fund Development Committee, among others. In 
her return to the board, she will serve to further 
deepen the relationship between Berkshire South, 
its active board and the public at large.

Edson Chipalo ,  a 
Berkshire Community 
College student, has been 
appointed community 
college segmental stu-
dent advisor on the Mas-
sachusetts Department 
of Higher Education’s 
board. In his new role, 
he will represent the com-
monwealth’s community 
colleges for this academic 
year. The competitive election process required 
Chipalo, who currently serves as student trustee on 
BCC’s board of trustees, to submit an application 
and letters of recommendation as well as partici-
pate in a debate with other student candidates.

Susan LeBeau recently marked the milestone 
anniversary of 40 years of service with Adams 
Community Bank, serving as a teller with both 
the former Adams Co-Operative Bank and its suc-
cessor, Adams Community Bank. LeBeau began 
her career with the bank on Jan. 10, 1975 and has 
worked in the Park Street branch in Adams ever 
since. She will be honored at the bank’s annual 
Service Award Celebration this spring. 

CompuWorks has an-
nounced promotions for 
three members of its key 
leadership team. Joe An-
drews has been promoted 
to vice president of op-
erations. Andrews joined 
CompuWorks in 1995 
and has held positions of 
service manager, opera-
tions manager and gen-
eral manager. In his new 
position Andrews will be 
responsible for all aspects 
of daily operations, and, 
as a member of the senior 
leadership team, he will 
share responsibility for 
the strategic develop-
ment and direction of the 
company.  John Sinopoli 
has been promoted to vice 
president of business de-
velopment. Sinopoli has 
been with CompuWorks 
since 2013, before which 
he was chief information 
officer at Berkshire Bank. 
In his new senior leader-
ship role Sinopoli will fo-
cus on strategic direction 
and development oppor-
tunities for CompuWorks. 
Matt Speed has been pro-
moted to vice president 
of technology services. 

Speed has been with CompuWorks for 18 years, 
during which he has worked through the ranks in 
all capacities in the technical arena and earned a 
wide range of industry certifications, including 
Cisco Certified Network Associate (CCNA), Citrix 
Certified Administrator (CCA), Microsoft Certi-
fied IT Professional (MCITP) and VMware Sales 
Professional (VSP). In his new position Speed will 
be further developing and refining the company’s 
product and consulting services.

Dr. Bruce Navom, DC, had joined Living Well 
Chiropractic and Nutrition, where he will continue 
serving his patients from the Living Well office in 
North Adams as well as his satellite office at the 
Allendale Plaza in Pittsfield. A well-known chi-
ropractor in north and central Berkshire, Navom 
has been practicing in the region since 1978. He 
is a member of the American Chiropractic As-
sociation, Massachusetts Chiropractic Society, 
and served for a number of years as president of 
the Berkshire Chiropractic Society. 

Erin Carlotto has 
joined Greylock Federal 
Credit Union as a mort-
gage loan officer. She 
will be assuming the role 
of former mortgage loan 
officer Maureen Phillips, 
who will transition to a 
role in member educa-
tion at the credit union. 
Carlotto has 11 years of 
banking experience in 
Berkshire County, including three years as a 
loan originator.

Berkshire United Way has hired Nataly 
Garzon as coordinator of youth development. 
Garzon, a 2014 Williams College graduate, will 
work throughout Berkshire County to increase 
opportunities for youth to build aspirations for a 
bright future. She will also lead the efforts of Face 
the Facts, a community coalition which aims to 
reduce teen pregnancy in the county.◆

Speed
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Physical Medicine & Rehabilitation 
Dr. Neville Walker has joined the BMC medical staff and 
the physician staff of Physical Medicine & Rehabilitation 
Services of BMC. He is accepting new patients in need of 
Physical Medicine & Rehabilitation services and is 
partnered with Dr. Marlyn Ramos-Lamboy at Physical 
Medicine & Rehabilitation Services of BMC.  
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Ongoing: Berkshire Business Builders networking meeting 
every Thursday morning from 8:30 to 9:30 a.m. at 55 Church 
Street in Pittsfield. All business people looking for an op-
portunity 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 Berk-
shireWorks Career Center at 160 North St. in Pittsfield. Facilitated 
by Millie Calesky, business and life coach and certified career 
development facilitator, the free and informal program helps par-
ticipants 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.

Ongoing: North Adams Regional Hospital Workers’ As-
sistance Center, Monday-Thursday 9 a.m. to 2 p.m., for those 
affected by the NARH layoffs; and Friday 9 a.m. to 2 p.m., for 
anyone seeking job search assistance. Services include resume 
critique, interview preparation, career counseling, online job 
application assistance, and more. Room 106 at City Hall, in 
North Adams. 413-672-0097 or 413-672-0098.

Ongoing: Veterans Workshop for veterans and their spouses, 
Mondays 10 a.m. to noon at BerkshireWorks Career Center in 
Pittsfield. Topics include: cover letter and resume development, 
interviewing skills, networking, labor market information, and 
more. For more information, call David Nash, veterans represen-
tative, at 413-499-2220 ext. 211 or email dnash@detma.org.

Ongoing: Learn Your Labor Market, with an overview of 
how labor market information can help with your job search, 
occupational evaluation, and career development plan. Tuesdays 
10 to 11 a.m. at BerkshireWorks Career Center. To register, call 
413-499-2220 ext. 110.

Ongoing: Veterans Representative in North Adams on Tuesdays 
from 10 a.m. to 2 p.m. at North Adams City Hall, Room 106; 
in Great Barrington on Wednesdays from 9 a.m. to 2 p.m. at 
Berkshire Community College South County Center, 343 Main 
St. For more information, call David Nash at 413-499-2220 ext. 
211 or email dnash@detma.org.

Ongoing: Career Center Seminar, with an overview of services, 
resources, and options available at BerkshireWorks Career 
Center. Tuesdays and Thursdays from 2 to 3 p.m. Register by 
calling 413-499-2220 ext. 110.

Ongoing: Creating Your Resume Workshop and Interview 
More Effectively Workshop, held on alternating Thursdays 
from 10 a.m. to noon at BerkshireWorks Career Center. Refer-
ences and cover letters are also discussed. Register by calling 
413-499-2220 ext. 110. 

Through Feb. 28: February Food Drive sponsored by Guido’s 
Fresh Market to collect food for the needy. Collection bins are 
placed at Guido’s in Great Barrington and Pittsfield. (Donated 
items can be purchased at store or brought from home. Guido’s 
will have special sale prices on select needed items.) Food in 
Great Barrington will be donated to Construct, and food in 
Pittsfield to local food pantries.

Feb. 14: Winter Farmer’s Market sponsored by Berkshire 
Grown, with food products, crafts and other goods from local 
farmers and producers. Also features entertainment and activities 
for families. 10 a.m. to 2 p.m. at Monument Mountain Middle 
School in Great Barrington.

Feb. 15, 22: Fuel Emergency Assistance Benefit Gospel 
Concert featuring The Messengers and The Gospel Gang. Feb. 
15 at 3 p.m. at Berkshire South Community Center in Great 
Barrington, and Feb. 22 at First United Methodist Church in 
Pittsfield. Funds support the PACC (Pittsfield Area Council 
of Congregations) Fuel Emergency Fund administered by the 
Salvation Army and the Emergency Fuel Assistance Fund of 
CONSTRUCT, INC. in Great Barrington. For information, 
call 413-528-1985.

Feb. 16: Business 101: Spot-On-Cleaning, a 15-week-long 
custodial training program, offered by Goodwill of the Berk-
shires at its Job Skill Building Maker Space at 158 Tyler St. in 
Pittsfield. Provides hands-on training of the ins-and-outs of all 
aspects of the business of custodial cleaning. Goodwill’s job 
training programs are available at no cost or low cost to agencies 
and individuals. To register, contact Pam Bennett at pbennett@
goodwill-berkshires.org or 413-442-0061.

Feb. 17, March 17: Pittsfield Green Drinks, informal gather-
ing 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.

Feb. 18: Free Admission Days at MASS MoCA, with free 
admission to the museum for North Adams residents with 
government-issued ID or utility bill. Free Admission Days take 
place the 18th of each month from February through May.

Feb. 18: Chamber Nite at Mingo’s Bar and Grill in North 
Adams, for members of the Berkshire Chamber of Commerce. 
5 p.m. RSVP. 413-499-4000 ext.126.

Feb. 19: Clean Energy Policy in the Commonwealth, presented 
by state Sen. Ben Downing, as part of Massachusetts College 
of Liberal Arts’ Green Living Seminar Series. 5:30 p.m. in 
Murdock Hall room 218. The series continues through April 
30, and all seminars are free and open to the public. For more 
information, go to www.mcla.edu/greenliving or contact Dr. 
Dan Shustack at 413-662-5301.

the month in business
Feb. 21: Winterfest in downtown North Adams and at Windsor 
Lake, with full day of activities and entertainment, highlighted 
by the chowder competition from noon to 2 p.m. and a free skate 
at Peter W. Foote Ice Rink from 2 to 4. For information, email 
tourism@northadams-ma.gov or call 413-664-6180. 

Feb. 22: Chili Cook-Off at Catamount ski area to benefit 
Roe Jan Food Pantry. 3 to 6 p.m. Contestants can bring chili 
in a crock pot, with winner receiving a season’s pass to 
Catamount. $10 entry fee. Advance registration required. 
518-325-3200 ext. 110. 

Feb. 23: Turning Your Life Around, a free eight-week series 
of workshops offering tools to help individuals get ahead in life, 
for those 16 or older with a self-improvement goal for work, 
education or training. Classes held Monday through Thursday 
from 1 to 3 p.m. at the Pittsfield Adult Learning Center at 
141 North St., Suite 4 in Pittsfield. Part of an Adult Career 
Pathways initiative funded by the Massachusetts Department 
of Elementary and Secondary Education. For information call 
the center at 413-499-9530.

Feb. 24: Massachusetts Food System Plan Public Meeting for 
all supporters of the region’s food economy. Topics will include 
reducing hunger and food insecurity, increasing jobs and sales in 
food production, and improving 
regulations and policies. 3 to 6 
p.m. at the Berkshire Athenaeum 
in Pittsfield. Contact David Elvin 
at 413-781-6045.

Feb. 24-25: Shadow Days for 
students interested in enrolling 
at Berkshire Arts and Technology Charter Public School 
(BART), providing them with an opportunity to experience 
classes alongside current BART students.Pre-registration 
required. Call Monique Nottke at 413-743-7311 ext 132 or 
email monique.nottke@bartcharter.org.

Feb. 25: Putting Solar Energy to Work, a Brown Bag Lunch 
Seminar sponsored by the Berkshire Chamber of Commerce 
with presentation by US Light Energy. Noon at 1Berkshire 
Central Station on Allen Street in Pittsfield. Call 413-499-
4000 to register.

Feb. 25: Post-Hospital Care a free presentation on options 
for patients following discharge. Part of Berkshire Senior 
Subjects series of programs sponsored by Hillcrest Commons 
and Nursing Center. Free. 10 a.m. at the Ralph Froio Senior 
Center on North Street in Pittsfield. Registration is requested 
by calling 413-445-9747.

Feb. 26: 100 Bridge: Rural Development in the 21st Century, 
presentation and discussion with Ted Dobson, Ellen Kennedy 
and Jennifer Tabakin, sponsored by the Community Develop-
ment Corporation of South Berkshire. 5:30 p.m. at Castle St. 
Cafe in Great Barrington. Free.

Feb. 26: Municipal Planning to Meet Challenges of Climate 
Change, presented by Lauren Gaherty, Berkshire Regional 
Planning Commission, as part of Massachusetts College of 
Liberal Arts’ Green Living Seminar Series. 5:30 p.m. in Murdock 
Hall room 218. The series continues through April 30, and all 
seminars are free and open to the public. For more information, 
go to www.mcla.edu/greenliving or contact Dr. Dan Shustack 
at 413-662-5301.

Feb. 26: Monopoly Tournament to benefit Berkshire County 
ARC, co-sponsored by financial services firm Raymond 
James. $30 entry fee. 5:30 p.m. at Berkshire Hills Country 
Club. For information and registration, call Garnet Williams 
at 413-499-4241 ext. 275.

Feb. 26, March 26: Thank You Thursdays, annual series of 
customer appreciation events presented by Guido’s Fresh Mar-
ketplace at both the Pittsfield and Great Barrington locations.
For more information, visit www.guidosfreshmarketplace.com 
or Guido’s Facebook page.

Feb. 27: Application Deadline for the Youth Leadership 
Program sponsored by the Berkshire Chamber of Commerce, 
which develops young individuals as the next generation of 
community leaders. Applications open to current high school 
sophomores. For information and application, visit www.berk-
shirechamber.com/ylp or call 413-499-4000 ext. 126.

Feb. 28: John P. Farkas Fund Grant Deadline, for grants 
for technical assistance and consulting services to farmers and 
landowners on protecting farmland, transferring land to heirs, 
and arranging sale or lease of land (extension of previous 
deadline). For forms or information, contact Peggy McCabe 
at American Farmland Trust, 413-586-9330 ext. 17 or at pmc-
cabe@farmland.org.

March 2: Free Basic Computer Course for job seekers, with 
priority for former employees of North Adams Regional Hos-
pital. Sponsored by BerkshireWorks Career Center, and takes 
place at McCann Technical School in North Adams. Register 
by Feb. 23. Sarah Ogden at 413-672-0098.

March 5: Berkshire Career Fair sponsored by the Berkshire 
Chamber of Commerce to connect job seekers and employ-
ers with available jobs. 10 a.m. to 4 p.m. at Berkshire Hills 
Country Club in Pittsfield. Free to public. Booths for employ-

ers start at $99. Information at 
413-499-4000.

March 5: Empower Your Em-
ployees, a presentation sponsored 
by Southern Berkshire Chamber 
of Commerce of an initiative by 
Berkshire United Way to increase 

productivity and stability of workplaces by providing services 
to assist financial stability of employees. 10 a.m. at Berkshire 
Community College South Campus in Great Barrington.

March 5: Building Support for the Shift to Clean Energy, 
presented by Rob Sargent with Environment America, as part of 
Massachusetts College of Liberal Arts’ Green Living Seminar 
Series. 5:30 p.m. in Murdock Hall room 208. The series contin-
ues through April 30, and all seminars are free and open to the 
public. For more information, go to www.mcla.edu/greenliving 
or contact Dr. Dan Shustack at 413-662-5301.

March 5: Great Barrington Green Drinks, informal gathering 
of people interested in conservation and environmental issues 
on first Thursday of each month. 5:30 p.m. at the Prairie Whale, 
178 Main St. For more information, contact Erik Hoffner at 
ehoffner@orionmagazine.org or 413-528-4422.

March 11: Good News Business Salute sponsored by the 
Berkshire Chamber of Commerce. 7:45 a.m. at the Country 
Club of Pittsfield. RSVP. 413-499-4000.

March 11: 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.

March 13: Third annual Berkshire Awards presented by the 
Berkshire Museum to three honorees who have made significant 
contributions to creating, keeping, and promoting artistic, histori-
cal, and natural heritage in the Berkshires. Ceremony at 5:30 p.m. 
at the museum. Sponsorships and tickets for the award ceremony 
are available. For more information, visit www.berkshiremuseum.
org/berkshire-awards or call  413-443-7171 ext. 313.

March 21: “The Vanishing Public Sphere: A talk about land,” 
by Eric Holt-Giménez, executive director of Food First. 7 p.m. 
at First Congregational Church, Main Street, Great Barrington, 
immediately following the annual meeting for Community 
Trust in the Southern Berkshires. Free for members; $10/
BerkShares for non-members (membership is $10/BerkShares). 
More information at communitylandtrust.org.

March 22: “Confessions of an 81-year-old Public Garden: How 
to Remain Young, Beautiful, and Relevant,” lecture presented 
by Michael Beck, executive director of the Berkshire Botanical 
Garden, as part of Lenox Library’s Distinguished Lecture Series. 
4 p.m. in the Lenox Library, 18 Main St., Lenox. Free and open 
to the public. For information, call 413-637-2630.

Mar. 23: March Maple Dinner sponsored by Berkshire Grown, 
6 p.m. at Cranwell Resort in Lenox. For information and reserva-
tions call 413-528-0041 or visit Berkshiregrown.org. 

March 24: Business Info Fair sponsored by Southern Berkshire 
Chamber of Commerce. 5:30 to 7:30 p.m. at Berkshire South 
Regional Community Center. For details call 413-528-4284.◆
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real estate
The following real estate 
transactions are provided by 
Banker & Tradesman real 
estate data Publishing. only 
properties valued at $75,000 
or higher are included.

ADAMS
10 Alger St.
Buyer: Leanne Muir
Seller: Nathan Girard +
Price: $134,500
Mortgage: $137,244
Lender: Academy Mtg
Date: 1/13/15

229 East Rd.
Buyer: Tristanne Chalmers
Seller: Beverly Osterhout
Price: $110,000
Mortgage: $97,900
Lender: Adams Community
Date: 12/10/14

5 Kingsmont Lane
Buyer: Sue Oneil
Seller: Jeffrey King +
Price: $85,000
Date: 12/22/14

13 Morningside Ave.
Buyer: Thomas Nimmons
Seller: Jacob Keplinger +
Price: $194,000
Mortgage: $155,200
Lender: Academy Mtg
Date: 12/12/14

14 Summer St.
Buyer: Mark Walden +
Seller: Richard Whitman +
Price: $140,000
Mortgage: $142,857
Lender: Adams Community
Date: 12/16/14

103 Summer St.
Buyer: PSB Properties LLC
Seller: Matthew 
Felderwerth +
Price: $120,000
Date: 12/9/14

4 Edmunds St. U:M102
Buyer: Jean Morin T +
Seller: Sandra Lamb
Price: $210,000
Mortgage: $150,000

Lender: Adams Community
Date: 12/11/14

ALFORD
West Road Lot
Buyer: East Road Alford 
NT +
Seller: Robert Heilbrun +
Price: $500,000
Date: 12/9/14

BECKET
40 Access Rd.
Buyer: Judd Lafreniere +
Seller: Dolan Shirley Est +
Price: $205,000
Mortgage: $194,750
Lender: Academy Mtg
Date: 12/11/14

103 Algerie Rd.
Buyer: John Berry +
Seller: Buttaro Anthony 
Est +
Price: $200,000
Mortgage: $27,000
Lender: Freedom CU
Date: 12/18/14

809 County Rd.
Buyer: David Kong +
Seller: Dana Welts +
Price: $189,000
Mortgage: $151,000
Lender: Capital One
Date: 12/15/14

522 Leonhardt Rd.
Buyer: Barbara Rawson
Seller: Elizabeth 
Jarzebowski
Price: $220,000
Mortgage: $150,000
Lender: RBS Citizens
Date: 12/8/14

679 Main St.
Buyer: Anthony Foglietta
Seller: Troy Casey
Price: $144,000
Mortgage: $136,800
Lender: Berkshire Bank
Date: 12/22/14

568 Seneca Dr.
Buyer: Barry Farber +

Seller: Dorothy Schindel 
RET +
Price: $457,500
Date: 12/17/14

40 Williams Rd.
Buyer: Alice Hackman
Seller: Frank Mccullough 
Jr +
Price: $315,000
Date: 12/29/14

CHESHIRE
4 Devonshire Dr.
Buyer: Jacob Keplinger _
Seller: Andre Wallace +
Price: $229,000
Mortgage: $170,300
Lender: Academy Mtg
Date: 12/12/14

219 Notch Rd.
Buyer: Heidi Balawender
Seller: Laurie Cuevas
Price: $220,000
Mortgage: $126,000
Lender: Adams Community
Date: 12/31/14

589 Notch Rd.
Buyer: Carol Phelps +
Seller: Heidi Balawender
Price: $180,000
Mortgage: $90,000
Lender: Adams Community
Date: 12/29/14

CLARKSBURG
495 West Rd.
Buyer: Krista Chilson +
Seller: Peter Dolle
Price: $85,000
Mortgage: $82,450
Lender: Greylock FCU
Date: 12/15/14

DALTON
17-19 2nd St.
Buyer: Cynthia Cantwell
Seller: Peter Flipse +
Price: $225,000
Mortgage: $225,000
Lender: USAA Fed SB
Date: 1/7/15

415 E. Housatonic St.
Buyer: Carolyn Pierce
Seller: Jason Shepard
Price: $159,000
Mortgage: $118,000
Lender: Greylock FCU
Date: 12/30/14

430 E. Housatonic St.
Buyer: James Bigelow +
Seller: Royal Jonas +
Price: $250,000
Mortgage: $198,000
Lender: Adams Community
Date: 12/12/14

54 Grange Hall Rd.
Buyer: James Polidoro Sr
Seller: James Polidoro Jr
Price: $165,000
Mortgage: $130,500
Lender: Greylock FCU
Date: 1/6/15

45 Hale St.
Buyer: FNMA
Seller: Robert Bird +
Price: $199,706
Date: 1/13/15

120 Hubbard Ave.
Buyer: Shannon Petersoli
Seller: Sally Kellogg T +
Price: $350,000
Mortgage: $350,000
Lender: Sally Kellogg
Date: 1/5/15

57 Jennings Ave.
Buyer: James Keifer
Seller: FNMA
Price: $117,000
Mortgage: $93,600
Lender: Pittsfi eld Coop
Date: 12/17/14

46 Johnson Rd.
Buyer: Keith Klinedinst +
Seller: Joyce Evans +
Price: $299,400
Mortgage: $254,490
Lender: Greylock FCU
Date: 12/12/14

112 Kimberly Dr.
Buyer: Eric Pratt +
Seller: Charles Gaudette
Price: $330,000
Mortgage: $280,000
Lender: Merrimack Mtg
Date: 12/31/14

33 Mountain View Ter.
Buyer: Josean Sanchez
Seller: Judd Lafreniere +
Price: $168,500
Mortgage: $165,447
Lender: Academy Mtg
Date: 12/10/14

132 Pinecrest Dr.
Buyer: Greylock FCU
Seller: James Fenn +
Price: $195,250
Date: 12/16/14

156 Pinecrest Dr.
Buyer: Greylock FCU
Seller: James Fenn +
Price: $195,250
Date: 12/16/14

176 Pleasant St.
Buyer: Lisa Collins +
Seller: Kathy Townsend
Price: $175,000
Mortgage: $140,000
Lender: Greylock FCU
Date: 1/7/15

44 Westview Rd.
Buyer: Jeffrey Ducharme +
Seller: Gary Ferrulli +
Price: $313,000
Mortgage: $297,350
Lender: MountainOne Bank
Date: 1/6/15

96 Depot St. U:D
Buyer: Paul St Denis
Seller: Peirce Phyllis Est +
Price: $95,500
Mortgage: $85,950
Lender: Greylock FCU
Date: 12/30/14

488 E. Housatonic St. U:8
Buyer: Susan Mcmahon
Seller: Daniel Delorey 3rd
Price: $129,900
Mortgage: $60,000
Lender: Greylock FCU
Date: 12/11/14

EGREMONT
21 Lakeside Dr.
Buyer: Cheryl Congdon
Seller: Georgie Downing 
RET +
Price: $102,000
Date: 12/16/14

36 Mount Washington Rd.
Buyer: Jennifer Owen +
Seller: Barbara Kelley
Price: $240,000
Mortgage: $192,000
Lender: Village Mtg
Date: 12/11/14

47 Whites Hill Rd.
Buyer: Blue Bear LLC
Seller: H2 Holdings LLC
Price: $350,000

Date: 1/12/15

FLORIDA
293 River Rd.
Buyer: Sandra Pratt +
Seller: Nancy Shea
Price: $150,500
Date: 12/15/14

GREAT
BARRINGTON

Berkshire Cir.
Buyer: Massachusetts DOT
Seller: Housatonic 
Railroad Co
Price: $12,130,000
Date: 1/7/15

132 Christian Hill Rd.
Buyer: Urban Financial 
America
Seller: Miriam Ungerer +
Price: $222,133
Date: 12/24/14

179 Division St.
Buyer: Berkshire Farm 
Ptnshp
Seller: Andrew Talbot +
Price: $459,900
Date: 12/15/14

15 Dresser Ave.
Buyer: Carla Collins +
Seller: James Bashour +
Price: $255,000
Mortgage: $204,000
Lender: Salisbury B&T
Date: 1/6/15

93 East St.
Buyer: Shimon Rotches +
Seller: Laurie Wetherbee +
Price: $143,000
Mortgage: $145,918
Lender: Village Mtg
Date: 12/12/14

70 Hollenbeck Ave.
Buyer: Amy Callahan
Seller: John Corcoran
Price: $783,000
Mortgage: $628,000
Lender: Greylock FCU
Date: 1/15/15

211 Oak St.
Buyer: Dana Delarosa
Seller: Martin Pastori +
Price: $240,000
Mortgage: $216,000
Lender: Greylock FCU
Date: 12/15/14

246 Park S. N
Buyer: Robert Wood +
Seller: Mary Barnum +
Price: $225,000
Date: 12/19/14

6 Pothul Dr.
Buyer: SJ&L RT +
Seller: Joseph Pothul +
Price: $142,500
Date: 1/6/15

17 Prospect St.
Buyer: Veronica Singer
Seller: Joseph Lisanti +
Price: $550,000
Mortgage: $391,000
Lender: Pittsfi eld Coop
Date: 12/18/14

11 Wright Ln.
Buyer: Saul Maldonado
Seller: Eugene Funk Sr
Price: $165,750
Mortgage: $132,600
Lender: Lee Bank
Date: 1/6/15

19 Burning Tree Rd U:23
Buyer: Laurie Lindner

Seller: Cottags Barrington 
Brk NT +
Price: $529,000
Date: 12/10/14

HANCOCK
Lebanon Mountain Rd.
Buyer: Advance Machine 
& Tool
Seller: 249 Lebanon Mtn 
Road NT +
Price: $355,000
Mortgage: $902,000
Lender: NBT Bank
Date: 1/8/15

200 Whitman Rd.
Buyer: Andrew Guntlow +
Seller: Suzanne Shenkman 
RET +
Price: $270,000
Mortgage: $243,000
Lender: Greylock FCU
Date: 1/15/15

Corey Rd. U:46
Buyer: Mary Rocchio +
Seller: Judith Klaubert
Price: $240,000
Date: 12/12/14

JJS Lodge U:862
Buyer: John Lloyd +
Seller: Michael Shenberg +
Price: $410,000
Date: 12/8/14

HINSDALE
100 Lenore Dr.
Buyer: David Dudley 2nd +
Seller: Daniel Walsh Jr +
Price: $444,000
Mortgage: $399,600
Lender: Greylock FCU
Date: 12/17/14

560 Peru Rd.
Buyer: Arthur Errichetto 3rd
Seller: Susan Mcmahon
Price: $154,000
Mortgage: $151,210
Lender: Academy Mtg
Date: 12/10/14

1320 Plunkett Ave.
Buyer: Ronald Lachance +
Seller: Carolyn Pierce
Price: $156,000
Mortgage: $148,200
Lender: Academy Mtg
Date: 12/30/14

251 Watson Rd.
Buyer: Ashley Paradise
Seller: JP Morgan Chase 
Bank
Price: $219,000
Mortgage: $208,050
Lender: Lee Bank
Date: 12/30/14

LANESBORO
57 Balance Rock Rd.
Buyer: Michael Boroniec +
Seller: Joseph Botz +
Price: $153,000
Mortgage: $122,400
Lender: Greylock FCU
Date: 12/30/14

690 Cheshire Rd.
Buyer: Ryan Mcintyre +
Seller: Daniel Gaylord +
Price: $140,000
Mortgage: $112,000
Lender: Academy Mtg
Date: 1/16/15

13 Imperial St.
Buyer: FNMA
Seller: Betty Poincelot +
Price: $108,039

Date: 12/15/14

451 Williamstown Rd.
Buyer: Andrew Wieneke
Seller: Katie Turton +
Price: $140,000
Mortgage: $124,600
Lender: Adams Community
Date: 12/8/14

LEE
600 Devon Rd.
Buyer: Homeworks 
Construction
Seller: Cornerstone LLC
Price: $80,000
Date: 12/8/14

600 Devon Rd.
Buyer: Elaine Sabatelli +
Seller: Homeworks 
Construction
Price: $345,000
Date: 12/8/14

49 E. Center St.
Buyer: Brian Spagnoletti
Seller: Catherine Lipscomb
Price: $155,000
Mortgage: $152,192
Lender: Academy Mtg
Date: 12/16/14

305 Laurel St.
Buyer: FNMA
Seller: Dolores Oneil +
Price: $231,793
Date: 12/24/14

615 Laurel St.
Buyer: TD Bank
Seller: BJK Fusco Inc +
Price: $460,000
Date: 1/9/15

220 Leisure Lee Rd.
Buyer: Timothy Spofford +
Seller: Jeffrey Frankel +
Price: $170,000
Date: 1/9/15

330 Pleasant St.
Buyer: Roberta Boldya
Seller: Hillard Moreyn
Price: $185,000
Mortgage: $175,750
Lender: LoanDepot.com
Date: 1/14/15

1630 Pleasant St.
Buyer: Brendan Hurley +
Seller: Bossidy Sewall T +
Price: $175,000
Mortgage: $140,000
Lender: Pittsfi eld Coop
Date: 12/31/14

182 W. Park St.
Buyer: Anneke Leffel +
Seller: Peter Sitzer
Price: $230,000
Mortgage: $172,500
Lender: Luxury Mtg
Date: 1/16/15

880 East St. U:4D
Buyer: Carmella 
Buttacavoli +
Seller: Anita Cohen +
Price: $235,000
Mortgage: $176,250
Lender: Guaranteed Rate
Date: 12/11/14

850 Summer St. U:M6
Buyer: Eisler Family RE LLC
Seller: Enlightennext Inc
Price: $192,000
Date: 12/30/14

LENOX
18 Franklin St.
Buyer: KBJB Properties LLC
Seller: G&G Props

Price: $375,000
Mortgage: $300,000
Lender: Pittsfi eld Coop
Date: 1/8/15

92 Hubbard St.
Buyer: Amber Parisi
Seller: Paul Piretti +
Price: $260,000
Mortgage: $208,000
Lender: Greylock FCU
Date: 12/22/14

7 Melville Ct.
Buyer: Jennifer Farrely +
Seller: Nicholas Disantis
Price: $695,000
Mortgage: $350,000
Lender: Lee Bank
Date: 12/18/14

67 Old Stockbridge Rd.
Buyer: Robert Miller +
Seller: John Whittenton +
Price: $313,750
Mortgage: $225,000
Lender: Bank Fund Staff FCU
Date: 12/12/14

19 Pinecrest Dr.
Buyer: 19 Pinecrest LLC
Seller: Arthur Kopta T +
Price: $230,000
Date: 12/31/14

90 Pittsfi eld Rd.
Buyer: Sumer LLC
Seller: Robert Hart Jr +
Price: $800,000
Mortgage: $510,000
Lender: Lee Bank
Date: 12/31/14

Evergreen Trail U:28
Buyer: Kathryn Hatch
Seller: Lenox Woods 
Kennedy Pk NT
Price: $395,375
Date: 12/31/14

MONTEREY
10 Hupi Woods Cir.
Buyer: Richard Cherneff +
Seller: Ruth Cherneff
Price: $100,300
Mortgage: $100,300
Lender: Ruth Cherneff
Date: 12/22/14

63 Laurel Hill Rd.
Buyer: Clint Massengill +
Seller: Daniel Tessler +
Price: $300,000
Mortgage: $240,000
Lender: Lee Bank
Date: 12/12/14

34 Main Rd.
Buyer: CSB Service Corp
Seller: Creighton Peet +
Price: $180,800
Date: 12/17/14

165 Pixley Rd.
Buyer: Diana Lim +
Seller: Osborne Dugan +
Price: $230,000
Date: 12/8/14

NEW
MARLBORO

123 Canaan Valley Rd.
Buyer: Stuart Lawrence +
Seller: Edgar Koerner +
Price: $261,800
Mortgage: $185,000
Lender: Lee Bank
Date: 1/16/15

353 Clayton Mill River Rd.
Buyer: Edward Fainer
Seller: Marion Newman
Price: $125,000
Date: 1/9/15

• 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
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193 Hatchery Rd.
Buyer: NBT Bank
Seller: James Cullen +
Price: $112,000
Date: 1/5/15

NORTH ADAMS
484 Barbour St.
Buyer: Ryan Morrissey +
Seller: Deborah Gray +
Price: $135,000
Mortgage: $137,755
Lender: Academy Mtg
Date: 1/16/15

73 Bradley St.
Buyer: Tracy Ring
Seller: Maralyne Weinberg 
RET +
Price: $119,000
Mortgage: $121,428
Lender: Adams 
Community
Date: 12/22/14

432 Church St.
Buyer: Gordon Wilson
Seller: Michael Towler +
Price: $153,500
Mortgage: $115,125
Lender: Stifel B&T
Date: 12/30/14

360 Eagle St.
Buyer: Melissa Kimok-
Braman
Seller: William S&E 
Senecal NT +
Price: $125,000
Mortgage: $121,250
Lender: MountainOne Bank
Date: 12/23/14

21-23 High St.
Buyer: Bim Burns
Seller: High Street 
Condominium
Price: $157,000
Mortgage: $125,600
Lender: Greylock FCU
Date: 1/7/15

278 Houghton St.
Buyer: Diane Spina +
Seller: Therese Taft
Price: $75,000
Mortgage: $60,000
Lender: Adams Community
Date: 12/19/14

1391 Massachusetts Ave.
Buyer: Blackinton Manor 
LLC
Seller: Paul Macionus Jr
Price: $550,000
Mortgage: $610,000
Lender: First Interstate
Date: 1/15/15

39 Meade Ave
Buyer: Corey Shafer +
Seller: Laurie Singer +
Price: $156,500
Mortgage: $145,000
Lender: Adams Community
Date: 12/16/14

225 North St.
Buyer: Peter Annichiarico +
Seller: Sean Stephen +
Price: $99,000
Mortgage: $88,110
Lender: Adams Community
Date: 12/16/14

896 State Rd.
Buyer: GR Hospitality 
Holdings
Seller: Isalco Inc
Price: $225,000
Mortgage: $25,000
Lender: Galo Lopez
Date: 1/12/15

209 Veazie St.
Buyer: Francis Beaudreau Jr
Seller: David Harpin
Price: $85,000
Mortgage: $64,000
Lender: Greylock FCU
Date: 1/16/15

35 Whitman St.
Buyer: Wayne Santelli
Seller: Nancy Wood
Price: $142,000
Mortgage: $90,000
Lender: TD Bank
Date: 12/29/14

OTIS
343 Lake Shore Dr.
Buyer: Allan Polak +
Seller: Jose Fernandez +
Price: $345,000
Mortgage: $145,000
Lender: Salisbury B&T
Date: 12/23/14

317 Pine Rd.
Buyer: Harley Dulude Jr +
Seller: Peter Mcallister +
Price: $540,000
Mortgage: $417,000
Lender: Village Mtg
Date: 12/16/14

33 S. Main Rd.
Buyer: Marjorie Wilke
Seller: William Degen
Price: $84,000
Date: 1/2/15

1816 S. Main Rd.
Buyer: Karen Camp
Seller: Patrysha Catucci
Price: $92,000
Date: 12/18/14

PERU
7 Ash Ln.

Buyer: FNMA
Seller: Christopher 
Hookie +
Price: $303,559
Date: 12/23/14

PITTSFIELD
9 Alcott Ln.
Buyer: Peggy Hawkins
Seller: Dumas Henrieta Est +
Price: $217,700
Date: 1/9/15

148 Allengate Ave.
Buyer: Andre Wallace +
Seller: Joseph Rodgers +
Price: $182,250
Mortgage: $173,130
Lender: Greylock FCU
Date: 12/12/14

19 Arlington St.
Buyer: Sandra Mccool +
Seller: Cristina Murcia
Price: $255,000
Mortgage: $242,250
Lender: Academy mtg
Date: 12/15/14

21 Arlington St.
Buyer: Liam Gorman +
Seller: Mark Benham +
Price: $208,500
Mortgage: $166,800
Lender: First Bank
Date: 12/23/14

41 Arlington St.
Buyer: Shannon Maloney
Seller: Margaret Scanlon
Price: $135,000
Mortgage: $126,900
Lender: Academy Mtg
Date: 1/5/15

75 Center St.
Buyer: Eileen Markland
Seller: Paul Goldman +
Price: $125,000
Mortgage: $100,720
Lender: Greylock FCU
Date: 12/31/14

1 Clarkson Ave.
Buyer: Meredith Bruns
Seller: Terry Taillefer
Price: $162,500
Mortgage: $159,556
Lender: Academy Mtg
Date: 1/9/15

24 Cobble Stone Cove
Buyer: Jessica Kane +
Seller: Roger Burdick
Price: $275,000
Mortgage: $275,000
Lender: USAA Fed SB
Date: 1/9/15

Coltsville Ln.
Buyer: Massachusetts DOT
Seller: Housatonic 
Railroad Co
Price: $900,000
Date: 1/6/15

891 Crane Ave.
Buyer: WJK Realty LLC
Seller: Helen Koziara 
RET +
Price: $508,100
Mortgage: $293,000
Lender: Berkshire Bank
Date: 12/30/14

91 Dawes Ave.
Buyer: Joseph Mccauley +
Seller: John Curley IRT +
Price: $230,000
Mortgage: $223,100
Lender: Greylock FCU
Date: 12/31/14

24 Delancy Ave.
Buyer: Amanda Degiorgis +
Seller: Christine Rupprecht
Price: $149,900
Mortgage: $142,405
Lender: Lee Bank
Date: 1/9/15

122 Dewey Ave.
Buyer: Susan Nichols 
RET +
Seller: Peter Manzolini +
Price: $85,000
Mortgage: $68,000
Lender: Pittsfi eld Coop
Date: 1/16/15

29-31 Edward Ave.
Buyer: Emilie Papa +
Seller: Michael Granfi eld +
Price: $137,500
Mortgage: $101,750
Lender: Lee Bank
Date: 12/29/14

20 Frederick St.
Buyer: Marie Peckham +
Seller: Scott Graves
Price: $288,000
Mortgage: $273,600
Lender: Academy Mtg
Date: 1/7/15

100 Gravesleigh Ter.
Buyer: Stacey Rapant +
Seller: Nelick LT +
Price: $325,000
Mortgage: $260,000
Lender: Pittsfi eld Coop
Date: 1/7/15

50 Greenway St.
Buyer: Advance Machine 
& Tool
Seller: Francis Curro
Price: $150,000
Mortgage: $902,000
Lender: NBT Bank
Date: 1/8/15

49 Hazelwood Ter.
Buyer: Shane Stinnard +

Seller: Chris Hayden +
Price: $127,500
Mortgage: $82,500
Lender: Greylock FCU
Date: 12/31/14

225 Highland Ave.
Buyer: Carey Hinkley
Seller: Robert Duzlak +
Price: $160,000
Date: 12/12/14

941 Holmes Rd.
Buyer: Phaik Tan +
Seller: CSB Service Corp
Price: $220,000
Date: 12/12/14

69 Howe Rd.
Buyer: Joshua Rumlow +
Seller: Jeffrey Pieropan +
Price: $248,000
Mortgage: $256,184
Lender: Academy Mtg
Date: 1/16/15

110 Kittredge Rd.
Buyer: Jose Saldana
Seller: Cheshire Green LLC
Price: $205,000
Mortgage: $160,000
Lender: Greylock FCU
Date: 12/10/14

170 Lenox Ave.
Buyer: Lev Kalyuzhny +
Seller: Josephine Urban +
Price: $85,000
Date: 1/9/15

16 Lillybrook Rd.
Buyer: Robert Powers
Seller: Michael Daly
Price: $615,000
Date: 12/11/14

81 Livingston Ave.
Buyer: Mame Opoku
Seller: Warren Cooke
Price: $135,000
Mortgage: $132,554
Lender: Academy Mtg
Date: 12/16/14

75 Mountain Dr.
Buyer: Lynn Wallace +
Seller: Abigail Toby Landa 
FT +
Price: $185,000
Mortgage: $160,000
Lender: Greylock FCU
Date: 12/18/14

10 Noblehurst Ave.
Buyer: Rachel Shepardson
Seller: Richard Marcotte 
IRT +
Price: $155,000
Mortgage: $147,250
Lender: Greylock FCU
Date: 12/29/14

15 Oswald Ave.
Buyer: Megan Rose
Seller: Karen Gomula +
Price: $130,500
Mortgage: $123,975
Lender: Lee Bank
Date: 1/9/15

85 Parker St.
Buyer: Priscilla Boateng
Seller: Scott Oconnell +
Price: $128,500
Mortgage: $126,172
Lender: Academy Mtg
Date: 1/9/15

219 Partridge Rd.
Buyer: Thomas Corrigan
Seller: Lynn Mutlu +
Price: $193,000
Mortgage: $183,000
Lender: Greylock FCU
Date: 12/12/14

47 Rhode Island Ave.
Buyer: Erin Roark

Seller: Giovanna Messana +
Price: $144,000
Mortgage: $136,800
Lender: Academy Mtg
Date: 12/30/14

7 S. Onota St.
Buyer: Courtney Mathes
Seller: Mark Benham +
Price: $120,000
Mortgage: $90,000
Lender: Greylock FCU
Date: 12/19/14

63 Scammell Ave.
Buyer: Joan 
Mastrogiovanni +
Seller: Mark Field
Price: $215,000
Mortgage: $191,000
Lender: Pittsfi eld Coop
Date: 12/12/14

157 Seymour St.
Buyer: 157 Seymour Street 
LLC
Seller: Ellene Parastatidis
Price: $193,900
Mortgage: $77,763
Lender: Seller
Date: 12/30/14

60 Sheffi eld St.
Buyer: David Zahn +
Seller: FNMA
Price: $130,000
Date: 12/12/14

368 W. Housatonic St.
Buyer: Tatiana Lavalle +
Seller: Gloria Pizzuto
Price: $111,000
Mortgage: $105,450
Lender: Lee Bank
Date: 12/10/14

565 W. Housatonic St.
Buyer: Audrey Gregoire +
Seller: Howard Cooper
Price: $97,000
Mortgage: $95,243
Lender: Academy Mtg
Date: 12/12/14

740 W. Housatonic St.
Buyer: Marissa Quinn
Seller: Greylock FCU
Price: $122,500
Mortgage: $120,280
Lender: Academy Mtg
Date: 1/9/15

1394 W. Housatonic St.
Buyer: Charles Tefer +
Seller: David Zahn +
Price: $240,000
Mortgage: $216,000
Lender: Greylock FCU
Date: 12/12/14

55 Walden Ln.
Buyer: Sandra Walters
Seller: Ernest Gregory
Price: $200,000
Mortgage: $190,000
Lender: Greylock FCU
Date: 12/11/14

124 Windsor Ave.
Buyer: US Bank NA
Seller: Douglas Armstrong +
Price: $110,287
Date: 12/9/14

5 Woodland Dr.
Buyer: Sandra Rubin +
Seller: William Mcneil
Price: $385,000
Mortgage: $308,000
Lender: Bank of America
Date: 1/7/15

N/A
Buyer: Massachusetts DOT
Seller: Housatonic 
Railroad Co
Price: $12,130,000
Date: 1/6/15

71 S. Church St. U:N103
Buyer: Kevin Farrington +
Seller: South Church St Assoc
Price: $192,000
Date: 12/121/4

RICHMOND
274 Shore Rd.
Buyer: Kris Wechter +
Seller: Michael Riordan +
Price: $227,500
Date: 12/17/14

293 Shore Rd.
Buyer: Miles Garfi nkel +
Seller: Kris Wechter +
Price: $225,000
Mortgage: $168,000
Lender: Bay State Savings
Date: 12/16/14

SANDISFIELD
343 Lakeshore Dr.
Buyer: Deborah Zipkin +
Seller: Jose fernandez +
Price: $345,000
Mortgage: $145,000
Lender: Salisbury B&T
Date: 12/19/14

22 Roberts Rd.
Buyer: Kevin Whitford +
Seller: Gregory Millard +
Price: $300,000
Date: 12/29/14

SAVOY
Griffi n Hill Rd. Lot
Buyer: Jonah Tolchin +
Seller: Bonnie Stapleberg
Price: $107,500
Date: 12/12/14

497 Loop Rd.
Buyer: David Bienvenue +
Seller: Steven Daniels +
Price: $99,900
Mortgage: $79,900
Lender: Adams Community
Date: 12/15/14

Main St.
Buyer: Michelle Kunzmann
Seller: Stasz Edmund Est +
Price: $91,850
Date: 12/30/14

SHEFFIELD
535 Sheffi eld Egremont Rd.
Buyer: Mathew Friedman +
Seller: John Stookey +
Price: $1,750,000
Mortgage: $417,000
Lender: Prospect Mtg
Date: 12/19/14

STOCKBRIDGE
14 Castle Hill Rd.
Buyer: Leonard Sigal +
Seller: Robert Fredsall Jr +
Price: $367,000
Mortgage: $290,000
Lender: Salisbury B&T
Date: 1/2/15

4 Glendale Rd.
Buyer: Jahama RT +
Seller: RC Jones +
Price: $1,775,000
Date: 12/17/14

6 Glendale Rd.
Buyer: Jahama RT +
Seller: RC Jones +
Price: $1,775,000
Date: 12/17/14

56-A Glendale Rd.

Buyer: Andrew Talbot +
Seller: Mills Robert Est +
Price: $375,000
Date: 1/16/15

23 Ice Glen Rd.
Buyer: Christopher White
Seller: Ice Glen Road LLC
Price: $190,000
Date: 1/5/15

5 Interlaken Rd.
Buyer: Chad Astore +
Seller: Hardiman Robert Est +
Price: $197,000
Mortgage: $201,020
Lender: Village Mtg
Date: 12/19/14

6 Interlaken Rd.
Buyer: Evan Smith +
Seller: Patricia Martin
Price: $420,000
Mortgage: $373,800
Lender: Pittsfi eld Coop
Date: 1/7/15

16 South St.
Buyer: David Roberts
Seller: CSB Service Corp
Price: $115,000
Date: 12/8/14

17-19 South St.
Buyer: Stockbridge Land T 
Seller: James Kiggen
Price: $85,000
Date: 12/19/14

3 Willow St.
Buyer: Michael Brex
Seller: Sarah Kinder
Price: $225,000
Mortgage: $290,000
Lender: Salisbury B&T
Date: 12/10/14

8 Church St. U:1
Buyer: Bonnie Watson 
Kniskern LT +
Seller: Jensen Dorothy Est +
Price: $260,000
Date: 12/15/14

19 Hawthorne Rd. U:2A
Buyer: James Shapiro FT  +
Seller: Jamida NT +
Price: $620,000
Date: 1/15/15

TYRINGHAM
7 Stonebridge Way
Buyer: Thomas Heiss +
Seller: John Heiss +
Price: $120,835
Date: 12/30/14

7 Stonebridge Way
Buyer: John Heiss +
Seller: Seven Stonebridge 
LLC
Price: $241,670
Date: 12/30/14

WASHINGTON
286 Johnson Hill Rd.
Buyer: Laura Otulak
Seller: Eric Beube RET +
Price: $330,000

Mortgage: $145,000
Lender: RBS Citizens NA
Date: 12/8/14

WILLIAMSTOWN
93 Candlewood Dr.
Buyer: Peter Harrison
Seller: Gil Rohald +
Price: $233,000
Mortgage: $208,000
Lender: Greylock FCU
Date: 1/12/15

243-245 Cole Ave.
Buyer: Christopher Lovell +
Seller: Robert Buhner +
Price: $270,000
Mortgage: $170,000
Lender: Greylock FCU
Date: 12/9/14

17 Elm St.
Buyer: Christina Marks
Seller: Lynn Unwin +
Price: $104,900
Mortgage: $94,050
Lender: MountainOne Bank
Date: 1/15/15

761 Henderson Rd.
Buyer: Stephen Aftosmis +
Seller: Edward Grees +
Price: $398,000
Mortgage: $300,000
Lender: US Bank
Date: 1/5/15

284 Sand Springs Rd.
Buyer: Minalben Vyas +
Seller: Govardhan Krupa Inc
Price: $425,000
Mortgage: $340,000
Lender: Adams Community
Date: 12/10/14

Thistle Path U:28
Buyer: Steven Kurzban +
Seller: Paul Lindstrand

Price: $253,500
Mortgage: $120,000
Lender: Adams Community
Date: 12/11/14

Windfl ower Way U:19
Buyer: Thomas Connolly +
Seller: William Grennon 
NT +
Price: $230,000
Date: 12/10/14

WINDSOR
Crane Road Lot
Buyer: Allen Bird +
Seller: Leslie Bird
Price: $222,867
Date: 12/8/14

9 Hinsdale Rd.
Buyer: Allen Bird +
Seller: Leslie Bird
Price: $222,867
Date: 12/8/14

535 Peru Rd.
Buyer: Megan Anello +
Seller: James Iwanowicz
Price: $169,000
Mortgage: $165,938
Lender: Academy Mtg
Date: 12/17/14

2241 Route 9
Buyer: Jason Shepard
Seller: Vinnie Regan +
Price: $242,000
Mortgage: $229,900
Lender: Lee Bank
Date: 12/31/14

585 Shaw Rd.
Buyer: Raymond Lemoine
Seller: Allan Boschen
Price: $290,000
Mortgage: $230,000
Lender: Greylock FCU
Date: 1/15/215                 ◆

From the legacy of 
innovator William 
Stanley to the Berkshire 
Innovation Center,  
we’re lighting up  
growth and innovation 
in downtown Pittsfield.

Join other successful 
companies who have 
discovered their future 
at the William Stanley 
Business Park. 

Incentives available.

Innovation Happens Here!

William 
Stanley 

Business 
Park

Williamstanleybp.com  413.494.7332  Pittsfield, MA

One of many historical 
properties we protect

every day.

1-800-369-3905
www.LeeAudioNSecurity.net
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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

J      
   
   

      
   

     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


