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By John Townes
Collaboration was one of the core values of the Shaker way of life. 

That spirit has taken contemporary form in a recently announced col-
laborative partnership between Hancock Shaker 
Village and the Berkshire Museum.

The collaboration also reflects the efforts by 
nonprofit cultural institutions to focus on sharing 
resources to advance their mutual interests in a 
difficult economy and continually shifting tastes of the public.

In late May, the two Pittsfield museums announced the results 
of extensive three-year joint discussions and an in-depth study to 
explore strategic partnership options between them.

One of the subjects that had been on the table was the possibility 
of actually merging the two nonprofit institutions.

That option was ruled out for the foreseeable future, but the 
museums have decided to work together more 
closely on joint programming, marketing and 
other activities.

“Engaging in this process was extremely 
valuable,” said Bill Hines Jr., president of the 

Berkshire Museum’s board of trustees. “While a formal merger will 
not be pursued, collaborative programs, especially in the areas of 
exhibitions and education, will now be explored.”

continued on page 12

CEO Marilyn Sperling reflects on her 
30-year career with Greylock Federal

Focus on common good

Land trust pursues 
innovative model for 
community-oriented 
development goals

By John Townes
 The Community Land Trust in the South-

ern Berkshires (CLTSB) has launched an 
ambitious initiative to create an innovative 
model for community-oriented economic de-
velopment throughout Berkshire County.

Their plan is to establish an umbrella or-
ganization that can be used by members of 
communities to form a network of local land 

trusts to facilitate the 
public acquisition 
of land for purposes 
such as affordable 
housing, sustainable 
agriculture, and sup-

port for community-oriented businesses.
“Whoever controls land controls the 

economy,” explained Billie Best, president 
of the board of the land trust. “A community 
land trust is a way to manage shared owner-
ship of the land for the common good.”

Land trusts are often associated with 
acquisition of land to preserve forests and 
open space and wildlife habitat.

While her organization shares those 
goals, Best noted that there is a distinction 
between a community land trust such as 
CLTSB and those that are oriented primarily 
to preservation.

“Conservation is also important, but the 
focus of a community land trust like ours is to 
provide a tool for the community to acquire 
and hold land for sustainable economic devel-
opment that benefits the public and supports 
shared community needs and goals.”

Best explained that the land that is acquired 
could be used for a variety of purposes. She 
described it as a democratic community-
based land management tool that is overseen 
by members of the community.

continued on page 20

Cultural institutions embrace collaboration
Museums nix merger option in favor of multifaceted partnership opportunities

Deep connection to credit 
union coming to an end 
with upcoming retirement 

By Brad Johnson
A little later this year, Marilyn Sperling 

will celebrate her 60th birthday – all the more 
noteworthy in light of the fact that exactly 
half of those 60 years have been spent in the 
employ of Greylock Federal Credit Union.

For the past five of those years, Sperling 
has served as president and CEO of the 
county’s largest credit union, which boasts 
some 70,000 members, 10 full-service of-
fices and assets of $1.07 billion. She will be 
stepping down from that position at the end 
of this year, bringing to a close her career 
in local banking that stretches back to 1975, 
when she first took a job right out of high 

school with the former Berkshire Bank & 
Trust Co.

“If I had a nickel for every person who 
has asked me what I’ll be doing,” Sperling 
quipped during a recent interview about her 
upcoming retirement.

She acknowledged, however, that people’s 
interest in her future is understandable, as is 
their curiosity about why she would decide 
to leave her position as the head of Greylock 
Federal after a relatively short tenure and at 
a relatively young age.

For Sperling, it’s simply a matter of fol-
lowing through on a plan set in place well 
before assuming her post as CEO.

“My husband, Steve, and I have been 
working hard for many years, and we have 
had this goal of retiring at 60 for a long time 
now,” Sperling explained. “When I took this 
position, I told the board that the time frame

continued on page 16
After five years as CEO, and a total of 30 years with the credit union, Marilyn Sperling will be ending her 
career with Greylock Federal in the coming months as part of her long-established retirement plan.

Shown here by the Shaker exhibit in the Feigenbaum Hall of Innovation at the Berkshire Museum, Van Shields and Linda Steigleder, who head the museum and Han-
cock Shaker Village respectively, say they believe both institutions stand to gain from a collaborative partnership that has been taking shape in recent months.

“We all agreed that there is 
more to gain by collaboration 
than as de facto competitors.”

“Whoever 
controls land 
controls the 
economy.”
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Brookhouse rises from 
fi re-ravaged V’s Doghouse

By Brad Johnson
When an electrical fi re last September 

destroyed V’s Doghouse, a popular sports 
pub and restaurant on Route 8 in Lanesboro, 
Ed Vella and his family had some decisions 
to make.

“It was a total loss,” said Vella, a Pittsfi eld-
based contractor and co-owner with his wife, 
Brenda, of V’s Doghouse. “My wife and I 
were out of town when we got the news. 
Things always happen that way.”

Returning to deal with the situation, Vella 
said he and other family members involved in 
the business got together to discuss the path 
ahead – whether to take the eventual insur-
ance settlement and move on with their lives, 

or to rebuild and commit to the restaurant 
business for years to come.

“We had a family meeting to decide what to 
do,” said Vella, noting that his wife and their 
son, Jared, were the ones primarily involved 
in operating V’s Doghouse. “It was doing 
well before the fi re, but I needed to be sure 
they wanted to continue [with the restaurant 
business] before deciding to rebuild.”

The consensus was clear among the Vellas 
that rebuilding was the way to go. “We went 
right to work,” said Vella, “and had it done 
in record time.”

The rebuilding process was facilitated by 
Vella’s own construction experience, and by 
the group of local contractors he recruited 
for the project. “We had a lot of great people 
working with us on this,” Vella said. “They 
were the ones who made it possible to be 
back in business so soon.”

Among the contractors contributing to the 
construction process were C.R. Porter Build-
ers, D.F. Electric, John’s Tractor (for founda-
tion work), Dan Paris of Zeitler Plumbing, 
Biros Plumbing and Heating, and Hinkley 
Drywall. Vella also cited the role played 
by Dave Nickum of Sound Advice, who 
assisted with the rebuilt restaurant’s “state-
of-the-art” sound and TV system; and B&G 
Restaurant Supply, who were instrumental 
in getting the restaurant equipped and ready 
for business.

As the rebuilding process moved forward 
through the fall and winter, the Vellas also took 
the opportunity to make some changes and 
improvements to the business that they had 
bought in October 2009. Vella noted that the 
original building had been home to a number 
of different pubs and eateries over the years, 
and had gone through several renovations and 
modifi cations through that process.

Starting from scratch with the new build-
ing, Vella said they were able to design a 
more open fl oor plan for the main dining and 
lounge areas, and create a more streamlined 
kitchen and other back-of-house operations. 
“It gave us an opportunity to set things up the 
way we wanted instead of what other people 
had done before us,” he said.

As a result, the 3,500-square-foot building 
has a more spacious feel even though it’s 
about the same size as the former structure. “It 
fi ts the exact same footprint,” said Vella.

Along with the new fl oor plan, several 
other improvements were made.

Some of these were low profi le, such as 
the use of highly energy effi cient systems 
and materials throughout the building, and 
the use of repurposed materials for some 
fi xtures and decor. It also included more 
visible improvements, such as the installa-
tion of 22 48-inch plasma TVs that provide 

Jared  Vella and his cousin, Courtney Failla, are among family members involved in operation of the new 
Brookhouse Sports Pub & Restaurant. The eatery’s name is a combination of two earlier pubs operated by 
the Vellas: the Brook and, more recently, V’s Doghouse, which was destroyed in a fi re last year. Brookhouse 
(shown below) was built on the same site as V’s Doghouse, which the Vellas had purchased in 2009.
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patrons with a wide selection of sports 
programming. “That was a big upgrade for 
us,” said Vella.

Aside from the new look of the building 
both inside and out, the most significant 
change was the new name the Vellas selected 
for the business. Rather than return as V’s 
Doghouse (a name they inherited when 
they bought the earlier Zen’s Doghouse in 
2009), they came up with the new name of 
Brookhouse Sports Pub and Restaurant.

“We used to own a restaurant in Lanesboro 
called The Brook,” Vella explained. “So, we 
decided to take parts of both names and came 
up with Brookhouse.”

The rebuilt and rechristened restaurant 
opened for business on May 12 to what Vella 
said was an overwhelming welcome by past 
customers of V’s Doghouse.

“The response has been phenomenal,” said 
Vella. “All the regulars are back. They were 
looking forward to us reopening. And we’ve 
seen a lot of new people as well.”

Brookhouse has indoor seating for about 
70 customers, including 20 or so seats at the 
large wrap-around bar at the center of the 
pub. High-top tables are arranged adjacent 
to the bar, and a partial wall is used to create 
a separate dining area on the other side of 
the room. An outside dining area to the rear 
is also available in season.

The pub has a full menu with several 
starters, soups and salads priced from $4 
to $12. Wraps, sandwiches, hot dogs and 
burgers are also featured, ranging from $6 
to $9. Full dinners include such staples as 
lasagna, fisherman’s platter, 8-ounce sirloin, 
and others priced from $10 to $16. “We also 
have great wings that come a lot of different 
ways,” said Vella.

He noted that, throughout the menu, the 
emphasis is on reasonable prices, including a 
kids’ menu that features a handful of favorites 
all priced at $6 or less.

Brookhouse has a full liquor license, and 
features over 50 bottled beers and another 
dozen or so on tap, including several local 
microbrews.

In addition to Brenda and Jared Vella, a 
few other family members are involved in the 
pub’s operations. Among them are the Vellas’ 
other son, Jonathan, and their niece, Courtney 
Failla. “It’s a real family business,” said Ed 
Vella, although noting that his own involve-
ment in minimal due to the demands of his 
contracting business and related activities.

Brookhouse (413-499-3331) is open 
Tuesday through Saturday from 11:30 a.m. 
to 10 p.m. and Sunday from noon to 9 p.m. 
for kitchen service. Bar hours are extended 
until midnight Tuesday through Saturday 
and 10 p.m. on Sunday.◆

IT firm adds to downtown 
doings with music series

By John Townes
A business long based in downtown 

Pittsfield is doing its part this summer to 
add a new element to the city’s expanding 
cultural scene.

CompuWorks, an IT services firm, is initi-
ating and sponsoring a series of free musical 
events in downtown Pittsfield. Officially 
known the CompuWorks Shire City Sessions, 
the series will be held on three Mondays – July 
20, Aug. 17 and Sept. 14 – from 5 to 9 p.m. at 
the Shire City Sanctuary, 40 Melville St. All 
events are free and open to the public.

Each event will feature original music by 
two bands plus food trucks, craft beer, wine 
and more. The performances are slated to 
be held outdoors on the grounds of Shire 
City Sanctuary, the site of the former Notre 
Dame church.

Shire City Sanctuary’s owners, crispina 
ffrench and Chris Swindlehurst, have been 
renovating the site and converting it into a 
mixed-use facility that includes a perfor-
mance and meeting space in the church build-
ing. (The concerts will be held in the church 
building if the weather is inclement.)

The series will offer a wide range of styles 
from singer-songwriters to swing-jazz to hard 
driving rock, with an emphasis on perform-
ers who write their own material, rather than 
cover bands.

CompuWorks is underwriting the series, in 
partnership with a team of local business and 

community leaders including How We Roll, 
Shire City Sanctuary, Encore Audio, Pitts 
House Concerts, and the city’s Department of 
Cultural Development.

“CompuWorks is 
excited to be helping 
to bring original live 
music to downtown 
Pittsfield this summer,” 
said Alan Bauman, a 
founding partner of CompuWorks, which 
is based at 1 Fenn St. “We’ve been a down-
town business for almost 30 years and we’re 
thrilled to be adding to the creative energy 
that has been helping to make downtown 
Pittsfield a more vibrant place to be.”

Bauman said the purpose of the series 
is straightforward. “There’s no big agenda 
involved,” he said. “We just wanted to do 
something fun, and thought this would be 
good for downtown Pittsfield.”

He added that they deliberately chose 
Monday evenings for events. “That’s gener-
ally one of the quietest nights of the week 
in summer, with less going on,” he said. 
“Many restaurants are traditionally closed on 
Mondays, and this gives people who work 
in the hospitality industry something to do 
on their night off.”

Bauman said the idea was initially inspired 
by a trip he and his wife took to California 
last winter. While there, they attended a free 
concert series at a winery in Sonoma. “It was 
really enjoyable,” he said. “We thought it 
would be something that we could easily do 
in Pittsfield, and it snowballed from that.”

Bauman said one of the people he contacted 
was Kathy Lloyd, who operates How We 
Roll, a food truck based in Pittsfield.

“We wanted a food truck there, so I 
talked to her about it,” he said. “Then she 
suggested the Shire City Sanctuary as a 
possible site, and she put us in touch with 
crispina. Shire City Sanctuary is a great spot 
for something like this. It has the facilities 
that are required, and, if the weather is bad, 
we can move it indoors.”

They also recruited concert organizer 
John Bennett to facilitate the musical side 
of the series.

The July 20 show will feature US Elevator, 
a collaboration between Johnny Irion and San 
Francisco-based producer Tim Bluhm. They 

will be joined on stage by members of Rhode 
Island’s Deer Tick. The show will also feature 
The Lucky 5, a band that blends swing and 

gypsy jazz.
The Aug. 17 show 

features Wild Adriatic, 
an Albany-based band 
with a hard rock style 
similar to Led Zeppelin 
and Humble Pie. Also 

performing will be progressive jam rock 
band B.A. Dario.

The Sept. 14 show includes Whiskey 
Treaty Roadshow, a collaborative project 
of singer-songwriters working in the vein 
of Americana, rock and roots-folk music. 
Also performing will be The Novel Ideas, a 
country folk quintet.

While the featured bands tour nation-
ally, many have connections to the region, 
noted Bauman. For example, Billy Keane, a 
Pittsfield musician, is a member of Whiskey 
Treaty Roadshow.

Bauman said that if this summer season 
goes well, they hope to make the series a 
regular annual event. For more information, 
visit shirecitysessions.com.◆

“We just wanted to do 
something fun, and thought 

this would be good for 
downtown Pittsfield.”
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By John Townes
One of the Berkshires most familiar and 

visible properties, Cranwell Spa & Golf 
Resort, has changed hands.

In early July it was announced that the 
380-acre property at 55 Lee Rd. (Route 7/20) 
in Lenox was purchased for $18 million by 
55 Cranwell LLC, whose principals include 
L.D. Builders and CampGroup LLC.

The resort was sold by Berkshire Cranwell 
Limited Partnership LLC, which has owned 
and operated it since 1993. That company’s 
principal is Dan Burack, who has overseen 
it as a family business with his wife, Carol, 
and their son, Peter.

“We’re very proud of our accomplish-
ments and the community relationships 
we’ve established over the years,” said Dan 
Burack, who lives and Lenox and Westchester 
County, N.Y. “We’re especially pleased that 
the new ownership has also had strong ties 
to the Berkshires for many years and will 
continue to be stewards of this premier New 
England resort.”

To manage the resort, the new owners 
have retained Hay Creek Hotels (www.
haycreekhotels.com), a firm founded in 
2005 and headquartered in Westport, Conn., 
which specializes in small, independent 
hotels, including historic properties such 
as Cranwell. Hay Creek has also served a 
similar management function for the Or-
chards Hotel in Williamstown for the past 
several years. 

CampGroup LLC, based in White Plains, 
N.Y., is one of the largest owners/operators 
of for-profit summer camps in the nation. It 
operates 12 summer camps in New England 
and the Midwest, including four in Berkshire 

County (Camp Winadu, Camp Danbee, Camp 
Mah-Kee-Nac and Camp Watitoh).

“We have long admired Cranwell’s posi-
tion of prominence in the community and 
are thrilled to be a part of such an important 
Berkshires establishment,” stated Andrew 
Benerofe, chairman of CampGroup. “We 
plan to elevate the already outstanding guest 
experience and enhance the resort’s position 
as a destination.”

L.D. Builders is the largest residential 
builder in the Berkshires, with over 300 
single-family and multi-family condomini-
ums. The Berkshire-based company, which 
is owned and operated by David Ward and 
his family, engages in the acquisition, devel-
opment, construction, management and sale 
of commercial and residential real estate in 
the Berkshires.

L.D. Builders and its wholly owned subsid-
iaries, Mountain Brook Realty and Berkshire 
Home Design Center, have developed several 
single family and condominium projects. They 
include Silver Maple Farm and The Pines at 
Bousquet Mountain in Pittsfield, Ashmere 
Landing in Hinsdale, Devon Meadow in Lee, 
and Barrington Brook in Great Barrington.

The company also owns and manages the 
Lenox Commons and Lenox Woods resi-
dential and commercial complex on Route 
7/20 in Lenox.

Continuity of services
Cranwell has 300 full- and part-time 

employees, led by General Manager Carl 
Pratt. The new owners and management 
indicated that a majority of the current staff 
will be given the opportunity to continue in 
their roles.

“The Buracks created a family atmosphere 
for both the employees and the guests that we 
intend to continue,” said Norm MacLeod, 
CEO of Hay Creek Hotels. “We recognize the 
importance of valued employees to provide 
superior service and inspire an exceptional ex-
perience for our guests. The current employees 
at Cranwell are a key ingredient to the resort’s 
success, and we look forward to working with 
Carl Pratt and his whole team.”

Pratt noted that the resort will also maintain 
continuity of guest services under its new 
ownership. “We will focus on ensuring the 

guest experience continues uninterrupted, 
especially during this summer,” he said.

Pratt said that, after 22 years of operating 
Cranwell, the Buracks felt it was time to turn 
over the business to new operators.

“They had done a great deal to create the 
current environment and experience at Cran-
well, and they decided it was time to pass 
the torch,” said Pratt. “They quietly made 
it known to see who might be interested. 
Fortunately, buyers surfaced with strong ties 
to the Berkshires, and who understand the 
resort and this market.”

David Ward with L.D Builders said the 
deal came about through personal connec-
tions among the participants.

“I had known Andy Benerofe many years 
ago when we both lived in Florida,” said 
Ward. “More recently, my company also built 
a house for Arthur Kessler, who is one of the 
directors of CampGroup. We had heard that 
Cranwell might be for sale, and we discussed 
the possibility of a partnership to purchase it. 
Andy also knew the Buracks and approached 
them. We were able to arrange financing and 
make an offer that was reasonable to the 
Buracks, and it went from there.”

Historic estate
Cranwell is a historic estate property, and 

its large mansion and sprawling grounds have 
long been a prominent landmark along Route 
7/20 at the gateway to the Berkshires.

In 1853 the core of the property was a 
farm that was purchased as a home by the 
Rev. Henry Ward Beecher, a colorful and 
nationally prominent figure who was active in 
the women’s suffrage and anti-slavery move-
ments, and was the brother of Harriet Beecher 
Stowe, the author of Uncle Tom’s Cabin.

In 1869 the family sold the property to 
General John Rathbone, who built a large 
house known as Wyndhurst. In 1894, John 
Sloane, co-owner of the famous furniture firm 
W & J Sloane, purchased the property, and 
constructed a large “Berkshire Cottage” man-
sion that is now the site’s centerpiece. He also 
commissioned Frederick Law Olmsted, the 
landscape architect who created New York’s 
Central Park, to design the grounds.

In 1930 the property was sold to Edward 
Cranwell. In 1939 he deeded it to the Society 
of Jesus of New England, who established a 
Catholic preparatory school, known as Cran-
well, which operated there until 1975.

It was purchased in 1985 by local investors 
who operated it until 1992, when a partner-
ship headed by Burack (who had also been an 
original investor in the nearby Canyon Ranch 
Spa) acquired it, and significantly modern-
ized and expanded it over the years.

Today, Cranwell has 114 guest rooms 
and suites and privately owned townhomes. 
The property also contains an 18-hole golf 
course, one of the largest resort spas in the 

Northeast, three restaurants, and function 
rooms for conferences, weddings and other 
events. It recently received the Trip Advisor 
“2015 Certificate of Excellence.”

Logical connection
Although a resort such as Cranwell is a 

departure from the commercial activities the 
new owners are best known for, Ward said 
there is a logical connection between the 
property and their other businesses.

“It’s a great fit for what we already do,” 
he commented, noting that Hay Creek 
Hotels will have primary responsibility for 
managing the resort and its operations for 
the partners.

As a builder and developer, Ward said his 
own primary focus is on maintenance and 
construction of physical facilities.

CampGroup will develop relationships 
with its camps in the area, including market-
ing Cranwell to the families of the campers 
who visit the Berkshires. There is also the 
possibility of activities such as golf clinics 
for the campers there.

“Basically, we decided to do this because 
it’s a once-in-a-lifetime opportunity that 
would never come again,” said Ward. “Cran-
well is an iconic property, and it would be 
impossible to replicate it today. There will 
never be another Cranwell.”

Ward added that the property also appealed 
to him as a builder and developer.

“I’m a real estate guy, and we’re always 
looking for new opportunities,” he said. “I’m 
always telling people the real estate business 
is about all about location, location, location  
– and this is the perfect location.”

In terms of the physical complex itself, 
Ward said that there are two priorities under 
its new ownership.

The site was originally redeveloped under 
the town’s Great Estate bylaws, which are 
intended to allow contemporary uses of 
historic estate properties, including new con-
struction, while preserving their traditional 
characteristics as much as possible.

Cranwell is allowed to add up to 41 new 
guest rooms. The new owners will start the 
planning and permitting process to build 
those rooms, with a goal of opening them 
by 2017. Ward said they do not have specific 
plans yet, but he expects they will construct 
one or two new buildings in the central hos-
pitality complex to house them.

When asked if they plan to build additional 
new housing on other sections of the property, 
Ward said there are no plans for that at the 
present time.

The other priority is to update the exist-
ing facilities. “The buildings are structurally 
sound, and the previous owners did a fantastic 
job with the facilities,” said Ward. “But, after 
20 years, it needs work. We have to re-do 
and modernize the guest rooms, and do other 
maintenance and renovation work to update 
the buildings and enhance the grounds.”

He noted that they will also be working 
on the golf course. “It’s already a very nice 
golf course, and we just want to upgrade it 
a bit,” he said.

In business and operational terms, Ward 
said the primary goal is to increase the overall 
annual occupancy rate, which is currently 
about 60 to 65 percent.

“The trick with Cranwell is that it’s 
very busy in the summer and peak tourism 
months,” he said. “But it also needs to be 
more active between October and April.”

He said they will be working to bolster off-
season business by marketing its attractions 
like the spa and other activities. “We want 
to get more corporate conferences and other 
groups here,” he said. “We’re also looking at 
special activities that will attract guests dur-
ing the winter and off-season months.”◆

cRanwell ResoRT

New owners envision 
expansion following 
$18 million purchase

A partnership group with strong local ties has purchased Cranwell, with plans to continue to build on the 
accomplishments and improvements made by the prominent Lenox resort’s former longtime owners.

60

MovieQuiet Generators
Temporary power without the noise 
or nuisance - for special events, working in 
noise-sensitive environments,  
�lm/video locations.

Limelight Productions, Inc

1-413-243-4950
www.LimelightProductions.com

Balanced Approach…
Rock Solid Advice

Securities offered through
LPL Financial, member FINRA/SIPC

Retirement Income Planning
& Asset Management

92 Elm St. • Pittsfield
413.442.8190
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BTF gives patrons more to 
chew on beyond stage fare

By John Townes
The Berkshire Theater Festival (BTF) in 

Stockbridge has added culinary offerings to 
the theatrical fare it is best known for.

At the beginning of July, BTF opened 
Jane’s Cafe, which is inside the Fitzpatrick 
Main Stage building.

Named after the late Jane Fitzpatrick, the 
cafe will be catered by The Red Lion Inn, 
the Stockbridge inn she started and ran for 
many years. She and her family have also 
been longtime supporters of BTF.

The menu, created by The Red Lion 
Inn’s executive chef, Brian Alberg, includes 
handcrafted sandwiches, salads and sweets 
prepared fresh daily by the inn staff.

Until now, BTF, which was founded in 
1928, only offered candy and other snacks 
and beverages.

“The addition of the cafe is one way we 
can enhance the total experience we offer 
to patrons,” said Tony Simotes, managing 
director and artistic associate of Berkshire 
Theater Group (BTG), the nonprofit entity 
that operates BTF and the Colonial Theatre 
in Pittsfield.

Simotes said the cafe was initiated by Kate 
McGuire, director and CEO of BTG. It is 
located in a section of the rear of the theater 
that is under the balcony. Some seating was 
removed to make room for it.

“Seating in that section was problematic 
because it was more difficult to hear the 
performances,” said Simotes. “Kate had the 
idea of taking out those seats and utilizing 
it as a cafe, to infuse new energy while also 
adding another revenue source.”

He noted the availability of food was 
also an important amenity, because the BTF 
complex on Route 7 is located some distance 
from the nearest available restaurants and 
cafes in downtown Stockbridge.

“It’s a long walk, and inconvenient to go 

somewhere else if you want something to 
eat once you’re here,” he said.

Jane’s Cafe is open at 5 p.m. for evening 
performances and at noon for matinees. It 
closes 15 minutes prior to performances, 
and reopens during intermission. It is closed 
on Sundays. Simotes 
noted that the cafe may 
also add service after 
shows.

Seating in the cafe 
is limited. Theater pa-
trons can reserve a seat 
in the cafe when purchasing a ticket, and they 
will be issued on a first-come, first-served 
basis. Patrons order meals at the counter, 
and they are delivered by a server.

Theatergoers also have the option to walk 
up and purchase a meal to take and eat outside 
under the Main Stage tent or on The Unicorn 
Theater patio.

All of the items on Jane’s Cafe menu are 
made fresh daily by The Red Lion Inn.

Featured sandwiches include “The Head 
Liner” (grilled chicken breast, Mill River Farm 
pesto mayo mesclun on focaccia bread); “The 
Producer” (marinated grilled vegetables with 

Rawson Brook Farm Goat cheese on Berkshire 
Mountain Bakery focaccia); “Exit Stage Left” 
(turkey breast with cranberry mayo, lettuce, 
and stuffing on Pittsfield Rye Co. multi-grain 
bread); “The Lead” (roast beef with horserad-
ish mayo on a brioche roll); and “The Under 

Study” (peanut butter 
and jelly on country 
white bread). Other 
items include arugula 
salad with grilled veg-
etables and chick peas; 
grilled chicken caesar 

salad; and an assortment of sweets.
Simotes noted that use of the cafe is not 

limited to theatergoers. “If someone just wants 
to stop in and pick up a meal to take out and eat 
elsewhere, they’re also welcome,” he said.

Simotes added that guests may also be 
seeing BTF cast members patronizing the 
cafe. “It’s useful to have this for the actors 
and staff too,” he said. “If a cast member 
wants something to eat before a perfor-
mance, it’s not practical to get in the car or 
walk into Stockbridge and get something. 
Now they can stop into the cafe and grab 
something on site.”◆

“The addition of the cafe 
is one way we can enhance 

the total experience we 
offer to patrons.”
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At its recent annual meeting the Berkshire 
County Regional Employment Board (BCREB) 
highlighted several accomplishments over the past 
year, including training in health care and manu-
facturing, employer outreach and engagement, 
rapid response services to assist those impacted 
by North Adams Regional Hospital’s closing, and 
more collaborative efforts in meeting the demand 
for more highly skilled workers. During the last 
fi scal year, BCREB leveraged over $2.9 million, 
which assisted 387 companies to train over 1,200 
individuals, placed 450 high school students in 
internships, and assisted more than 2,800 stu-
dents in job shadowing and career exploratory 
activities. In addition, BerkshireWorks Career 
Center provided employment services to 2,900 
job seekers and 407 employers.

Fairview Hospital in Great Barrington has 
earned two national recognitions from Health-
grades, an online resource for information about 
physicians and hospitals. The Healthgrades 2015 
Outstanding Patient Experience Award recognizes 
outstanding performance in the delivery of a posi-
tive experience for patients during their hospital 
stay. The second award, the Healthgrades 2015 
Patient Safety Excellence Award, honors hospital 
performance in the prevention of serious, poten-
tially preventable complications during hospital 
stays. Fairview was one of only three hospitals in 
Massachusetts to receive both awards.

The Guardian Life Insurance Company of 
America, has awarded grants totaling $111,000 to 
24 nonprofi t organizations in Berkshire County, as 
part of the company’s ongoing support of fi nancial 
literacy, workforce development, and health and 
wellness in the region. Guardian grant recipients 
for 2015 include: Berkshire Community Ac-
tion Council, Berkshire Community College,
Berkshire County Arc, Berkshire County 
Kids’ Place, Berkshire County Regional Em-
ployment Board, Berkshire County Regional 
Housing Authority, The Caleb Group, Central 
Berkshire Habitat for Humanity, Child Care of 
the Berkshires, Community Health Programs,
Construct, Inc., Ecu-Health Care Inc., Elder 
Services of Berkshire County, Elizabeth Free-
man Center, Goodwill Industries, Helen Berube 
Teen Parenting Program, Junior Achievement 
of Western Massachusetts, Literacy Network of 
South Berkshire, the MCLA Foundation, Miss 
Hall’s School, Northern Berkshire Community 
Coalition, Tapestry Health, Food Bank of West-
ern MA and Volunteers in Medicine.

The Federal Energy Regulatory Commission 
(FERC) has issued a Notice of Intent (NOI) which 
will start the formal process to develop the scope of 
the Environmental Impact Statement (EIS) for the 
new proposed natural gas pipeline running across 
the Berkshires. All interests have until Aug. 31  
to submit comments to FERC regarding concerns 
they believe should be included in the scope of the 
EIS. There will be a formal FERC public hearing 
in Pittsfi eld at Taconic High School  on July 28 
at 7 p.m. Registration to sign up to speak begins 
at 6 p.m. A copy of the NOI can be found on the 
Berkshire Regional Planning Commission 
website (www.berkshireplanning.org).

Berkshire Grown has launched a new and 
expanded website (www.berkshiregrown.org) that 
includes Map-o-licious, an interactive map that 
shows locations of farmers and vendors of local 
food products in the Berkshires. The new website 
also includes expanded information, news and fea-
tures of interest to locavores and other consumers 
and supporters of the regional food economy. It 
also has a section for farmers and producers and 
other Berkshire Grown members. The site was 
created by Glen Geiger, a Stockbridge-based web 
designer. Berkshire Grown is a nonprofi t member 
organization that provides support services for 
food producers, and information to consumers to 
promote awareness of the regional food system. 
Barbara Zheutlin, director of Berkshire Grown, 
said the purpose of the new site is to provide a 
comprehensive reference source. “We’re thrilled 
with it,” she said. “In addition to being very useful, 
the website helps to explain what Berkshire Grown 
does in a very clear and concise way.” 

This summer, Yoga Great Barrington (Yo-
gaGB) marks its 20 year anniversary of providing 
yoga and meditation instruction in the Berkshires. 
The second-fl oor studio, just off of Main Street at 
30 Elm Court, was fi rst established by actress and 
fi ber artist Karen Allen as Berkshire Mountain 
Yoga in 1995. Allen is a long-time practitioner of 
Hatha and Ashtanga yoga. The studio continued 
under subsequent proprietors, including Alice 
Smith (2000-2006), and Deborah Salem, who re-
christened the studio Yoga Great Barrington when 
she took ownership in 2006. After seven years, 
Salem selected its current proprietors, Radiance 
Yoga founders and co-directors Gillian Gorman 
and Scott Moraes, to succeed her. Gorman and Mo-
raes, who established Radiance Yoga in Pittsfi eld 
in 2011, bring to the studio a collective 30-plus 
years of experience in yoga instruction, Pilates, and 
massage therapy. In celebration of the anniversary, 
YogaGB invites the public to share any pictures, 
stories, and experiences at yogagb.com or at www.
facebook.com/yoga.greatbarrington.9.

The Sterling and Francine Clark Art Insti-
tute in Williamstown, and its culinary partner, 
STARR Events and executive chef Daniel Hardy, 
have expanded dining options at the museum this 
summer with three distinct experiences featuring 
locally sourced ingredients. Cafe 7, on the lower 
level of the Clark Center, offers homemade soups, 
sandwiches, and fresh salads. Francine’s, located 
in the West Pavilion of the Clark Center, is a casual 
summer lunch spot where visitors can purchase 
a picnic meal or a quick snack. Tables overlook 
refl ecting pools, while picnic tables across the 
campus encourage al fresco meals. The Stone 
Hill Cafe, located at the Lunder Center at Stone 
Hill, offers a selection of casual meals for dining 
on the terrace, with views of the Taconic Range 
and Green Mountains. A new sustainable menu 
features a variety of grain bowls and a selection 
of healthy lunch options. Indoor seating in the 
Hunter Studio is also available.

Greylock Federal Credit Union has released 
the 2015 lineup for its free summer movie events. 
“Movies at the Park” takes place on Friday eve-
nings from July 17 through Aug. 7 beginning at 
dusk at Clapp Park on West Housatonic Street in 
Pittsfi eld. Greylock Federal is also sponsoring 
“CU at the Cinema” on Wednesdays through Aug. 
26 at 7 p.m. at the Beacon Cinema, 57 North St. 
in Pittsfi eld. The schedule at Clapp Park includes: 
July 17, Jumanji;  July 24, Big Hero 6; July 31, 
The Lego Movie, and Aug. 7, Frozen. The schedule 
for CU at the Cinema includes:  July 15, Indiana 
Jones – Raiders of the Lost Ark; July 22, Princess 
Bride; July 29, Goonies; Aug. 5, Shrek; Aug. 12, 
Back to the Future; Aug. 19, Hook; and Aug. 26, 
Harry Potter and the Sorcerer’s Stone.

Berkshire Medical Center has been recog-
nized by the Paul Coverdell National Acute Stroke 
Registry for Defect-Free Care for stroke patients 
with a designation that a minimum of 85 percent of 
stroke patients received all of the interventions for 
which they were eligible. The Coverdell Hospital 
Collaborative awards were developed in 2009 to 
recognize participating hospitals, like BMC, for 
their achievements in improving the quality of 
care provided to stroke patients. BMC is one of 
49 institutions in Massachusetts participating in 
the program.

The Berkshire Museum has been awarded a 
$13,200 Let’s Play Improvement Grant to use to-
ward the purchase of an Imagination Playground in 
a Cart, an innovative playground equipment system. 
The grant was provided by Dr. Pepper Snapple 
(DPS) and the national nonprofi t KaBOOM! The 
grant, which will allow the Berkshire Museum to in-
stall the system at the museum, is part of Let’s Play, 
a community partnership led by DPS to get kids 
and families active nationwide. It is an innovative 
design in play equipment that encourages creativity, 
communication, and collaboration in play.

Berkshire Bank has unveiled a new logo that 
builds on its “America’s Most Exciting Bank” 
brand. As described by the company, the new 
logo builds on the “x” in “exciting” – creating a 
new, modern look and feel that refl ects the bank’s 
growth, and positioning it for the future. “The 
logo represents our strong culture and mission 
to be America’s Most Exciting Bank, our desire 
to help customers fi nd life’s exciting moments, 
and our commitment to high performance,” said 
Berkshire Bank CEO Mike Daly. “Over the last 
decade, we have launched innovative programs 
and a new model of branch banking while ex-
panding our geographic footprint across New 
England and New York. The logo refl ects how far 
the Bank has come and our plans for the future.” 
The new logo will be rolled out this summer and 
fall throughout the bank’s footprint and will be 
visible in the branches, on employee apparel and 
across digital channels.

The Pittsfi eld Family YMCA has received 
funding support from local and regional foundations 
for its two summer literacy programs, the YMCA/
Marilyn Hamilton Literacy-Sports Program and 
Bright Futures: Summer Literacy Program. Both 
programs are focused on supporting area youths’ 
literacy skills during the summer months. The 
YMCA/Marilyn Hamilton Literacy-Sports Pro-
gram, in collaboration with Manny and Vannessa 
Slaughter, serves as many as 100 students age 7-14 
who primarily live in the Westside neighborhood of 
Pittsfi eld. The program focuses on literacy curricu-
lum, sports and educational fi eld trips. It is free for 
children to attend, although all participant parents 
must complete a registration form. Session dates 
are Mondays through Thursdays from 10 a.m. to 3 
p.m. through Aug. 20. Lunch is provided. For more 
information, contact Manny Slaughter at 413-281-
5660 or Vannessa Slaughter at 413-281-0102. This 
program is funded by Berkshire United Way, City 
of Pittsfi eld, Greylock Federal Credit Union, 
TD Charitable Foundation, Soldier On, Sheriff 
Thomas Bowler and the Berkshire County Deputy 
Sheriffs’ Association, Aaron’s and individual do-
nors. The YMCA Bright Futures: Summer Literacy 
Program serves 40 students entering grades 2-6 
who would benefi t from reading development over 
the 2015 summer and are referred to the program 
through their schools’ administration. It focuses on 
literacy and physical activities such as educational 
fi eld trips and sports activities. Registration for that 
program is closed. This program is funded by the 
Walmart Foundation, the Alliance of Massachu-
setts YMCAs, Berkshire United Way and the Y’s 
Tie Dye Dash Color Run. For more information, 
visit www.pittsfi eldfamily ymca.org.

The Berkshire Metropolitan Planning Or-
ganization (MPO) has initiated a 30-day public 
comment period on three transportation plans. The 
2016 Long Range Regional Transportation Plan 
(RTP) is a comprehensive document that provides 
the basis for future transportation investment and 
planning in the region, and is updated every four 
years. The MPO’s annual documents include the 
Unifi ed Planning Work Program, which outlines the 
transportation planning studies to be undertaken in 
the upcoming federal fi scal year, and the Transpor-
tation Improvement Program, which lays out the 
projects and programs to be implemented in 2016 
through 2019. Copies of these draft documents are 
available on the Berkshire Regional Planning 
Commission website, (www.berkshireplanning.
org) and at local public libraries. The public com-
ment period for these three plans will close on 
July 31. Public workshops have been scheduled to 
provide more information on these plans, beginning 
at 5:30 p.m. on July 15 at the BRPC offi ces, 1 Fenn 
St., Pittsfi eld, and on July 28 at the Lee Library, 
100 Main St., Lee. For more information, contact 
Clete Kus at 413-442-1521 ext. 20.

Collaborate
engineering
architecture
civil/survey

planning

50 depot st  dalton ma 01226  413 684 0925
44 spring st  adams ma 01220  413 743 0013

www.hillengineers.com
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with reception, 3 offi ces and 
conference/breakroom

• Upstairs apartment and/or more 
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Property is ideal for contractor, professional 
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business near central downtown.

Buildings are available for lease and/or sale. 
Possible fi nancing available.

for more details, call:

413-443-5933 ext. 111
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The Great Barrington-Sheffi eld Housing 
Rehabilitation Program is seeking licensed 
contractors for roofi ng, asbestos removal, chimney 
building and repair, electrical service and repair, 
gas and oil and other tasks. For more informa-
tion or an application, visit tinyurl.com/CDBG-
Contractor or call 413- 442-1521 ext. 17 or 32.

The employees of Adams Community Bank 
have raised a total of $25,339.88 in a recent program 
to support the mission of two local organizations that 
assist individuals and families affected by cancer. 
Moments House and PopCares each received 
checks in the amount of $12,669.94 through the 
fund-raising initiative, which included several 
activities and events organized by bank person-
nel. “This demonstrates a strong commitment 
to our neighbors and the residents of Berkshire 
County and represents the bank’s true community 
spirit,” said Charles O’Brien, president and CEO 
of Adams Community Bank. Moments House is 
a nonprofi t day-time facility located in Pittsfi eld 
serving anyone impacted by a cancer diagnosis. 
PopCares Inc., a nonprofi t charity, was established 
in honor and memory of Bill “Pop” St. Pierre, who 
taught people the importance of sharing small acts 
of kindness with others on a daily basis. More 
information about the organizations is available at 
www.momentshouse.org and www.popcares.org.

Rural Intelligence, a regional online magazine, 
has launched The Rural Intelligence Guide to the 
Berkshires and Beyond as an app for iPhone, iPad 
and Android devices. The free app features links 
to venues, activities, and travel resources in the 
Berkshires and the adjoining regions of Columbia 
and Dutchess counties in New York and Litchfi eld 
County in Connecticut. It is available at the App 
Store and Google Play. For a link to download 
the app, visit ruralintelligence.com.

Renovations have been completed and new 
offi ces for MountainOne Financial divisions 
Coakley, Pierpan, Dolan & Collins Insurance 
Agency (CPDC) and True North Financial are 
now open at 296 Main St. in Williamstown. CPDC 
and True North will occupy the west side of the 
building’s fi rst fl oor, with the remaining fi rst-fl oor 
space and second-fl oor available for lease. Those 
operations had earlier been based in that same build-
ing when MountainOne Bank operated a branch 
offi ce in the facility. The banking operations were 
later consolidated into the MountainOne branch a 
short distance away that had been the former Wil-
liamstown Savings Bank offi ce, and the CPDC and 
True North operations also moved to that location. 
Earlier this year, MountainOne decided to return 
the CPDC and True North operations to the 296 
Main St. building, and also installed an advanced 
ATM there for banking customers. “Our desire to 
provide convenient access in Williamstown for 
our CPDC and True North Financial customers, as 
well as increased visibility for these entities, was 
of paramount importance in our decision process,” 
said Robert Fraser, MountainOne president and 
CEO. “Re-establishing fi nancial services at this 
iconic location is a strong signal to the residents and 
businesses of Williamstown that we are committed 
to bringing value to the local community.” Building 
renovations at 296 Main St., completed by North 
Adams based Moresi & Associates Development, 
included a gut rehab of the fi rst-fl oor interior space 
to suit staffi ng levels and customer fl ow for CPDC 
and True North. During this process, the property 
also underwent general upgrades, including roof 
updates, resurfacing portions of the parking area, 
and an upgrade to the building’s HVAC system. In 
addition to the 296 Main St. location, True North 
Financial will maintain a presence in MountainOne 
Bank’s 795 Main St. offi ce in Williamstown. True 
North Financial also has offi ces in North Adams 
and Pittsfi eld. CPDC has additional offi ces in North 
Adams, Adams, and Pittsfi eld.

The Zine, Berkshire Community College’s 
journal of literary and visual arts, is now avail-
able online at www.berkshirecc.edu/zine. The 
student-driven publication, which is produced 
each spring, features creative pieces in short 
fi ction, creative nonfi ction, poetry, visual art, 
script and literary criticism. Juliana Spallholz, 
assistant professor of English, serves as advisor. 
The editors-in-chief for the 2015 journal are Nikki 
Hall and Daniel Raferty. The Zine is supported 
by the BCC Foundation.

The Pittsfi eld Cooperative Bank has earned 
the Berkshire United Way’s Pinnacle Award for 
a fund-raising campaign that included a 94-percent 
employee participation rate. The employee contri-
butions were matched 100 percent by the bank for 
a total of $29,240 in the 2014-2015 giving cycle. 
Pittsfi eld Cooperative achieved Pinnacle Status 
by meeting specifi c criteria, such as a percentage 
increase in dollars raised, individual leadership 
giving of $1,000 or more, company matching, 
and a high percentage of employees contributing. 
In particular, the 94-percent employee participa-
tion rate far surpassed the United Way’s Pinnacle 
benchmark of 40-percent workforce giving. “As a 
true community bank, we are committed to giving 
back in a way that will make a signifi cant impact,” 
said Pittsfi eld Cooperative President Jay Anderson. 
“The United Way’s funded programs are designed 
to raise the aspirations of our young people and 
contribute to building a foundation for the future 
of our community. A 94-percent giving rate is a 
remarkable feat by our people. We will shoot for 
100 percent next year.” Berkshire United Way Presi-
dent and CEO Kristine Hazzard said the addition 
of Pittsfi eld Cooperative Bank to Pinnacle Status 
refl ects the commitment of the bank’s leadership 
team and their employees. “Pittsfi eld Coopera-
tive Bank has been a strong partner of Berkshire 
United Way’s for many years,” said Hazzard. “In 
addition to their employees giving, the fact that 
the Co-op matches those donations dollar for 
dollar is amazing. It motivates employees to give 
and creates a greater impact in the community.” 
Dalton branch manager Sandra Girard and assis-
tant branch manager Jennifer Vasolino served as 
co-chairs for the bank’s campaign, and will again 
lead the upcoming effort. “We were thrilled with 
the enthusiastic response we received from our 
employees,” said Girard. “Earning the Pinnacle 
Award is a great honor and we look forward to 
surpassing our goals again this year.” 

United Personnel received the Champions 
of Hope Award at the 93rd United Way Annual 
Celebration & Meeting at Chez Josef in Agawam. 
The Champions of Hope Award is given to a lo-
cal organization that demonstrates commitment 
and drive to support various community-based 
initiatives. “We are so honored to receive the 
Champions of Hope Award, and appreciate being 
part of various community initiatives, including 
the work of the United Way, to make western 
Massachusetts a great place to live and work for 
all in our region,” United Personnel President 
Tricia Canavan commented.

Berkshire Bank has selected 30 high school 
seniors to receive a total of $45,000 in scholarships 
through its Berkshire Bank Foundation Scholar-
ship Awards Program. Each of the recipients 
will receive $1,500. A team of 200 Berkshire 
Bank employee volunteers reviewed nearly 300 
applications to select the winners, who live in 
the regions served by Berkshire Bank. The eight 
recipients from Berkshire County are: Charlotte 
Cahillane, Lenox Memorial High School; Rob-
ert Yvon, Monument Mountain Regional High 
School; Cameron Black, Monument Mountain 
Regional High School; Andrew Whitaker , Mount 
Greylock Regional High School; Anna Black and 
Shelby Davis, Pittsfi eld High School; and Alyssa 
Barnes and Patrick Tierney, Taconic High School. 
The scholarship awards recognize students who 
have exemplifi ed community service through their 
volunteer efforts, have been successful academi-
cally, and have a fi nancial need.

Massachusetts College of Liberal Arts
(MCLA) will again offer its Robotics Camp for 
girls and boys interested in science and robotics. 
Designed for students entering the sixth through 
ninth grades in the fall, campers will use Lego 
Mindstorm RCX and NXTs to create robots. 
Beginner and advanced levels are available. The 
camp will run July 20-24, from 9 a.m. to 4 p.m., 
in the MCLA Church Street Center. Activities 
will include science projects, rocket-building and 
launching, a robotics competition, and a trip to 
“outer space” in the Star Lab. Camp tuition is $350, 
which includes admission, activities kits, snacks 
and water. Campers must bring their own lunch. 
Participants may be dropped off  from 8:30 to 9 a.m. 
and picked up at 4 p.m. For more information, call 
413-662-5575 or go to www.mcla.edu/Academics/
continuing-education/summercamps.

Riverbrook, a Stockbridge residence for 
women with developmental disabilities, opened 
its doors to some 200 family, friends, volunteers 
and community members for a June 20 celebration 
event. Director Deborah Francome expressed her 
gratitude to all of those individuals who help to 
make Riverbrook a success. In addition to thank-
ing staff members, volunteers and the families of 
the women who live at Riverbrook, Francome 
recognized businesses that employ many of the 
residents. She emphasized that the businesses 
that support Riverbrook with well-paying jobs for 
residents “lift and strengthen all of us.” Francome 
said that in 2014, a total of 7,665 residential service 
hours were recorded at Riverbrook, and more than 
38,000 hours of day programming were supported 
at 34 locations throughout Berkshire County. Four 
special honorees were recognized: The Red Lion 
Inn, which has supported jobs for Riverbrook 
women for more than 25 years; Marian Help-
ers, with which Riverbrook has had a working 
relationship for more than 30 years; The Kripalu 
Center for Yoga and Health, a partnership that 
is nearly 20 years old; and state Rep. Smitty Pig-
natelli, who, Francome noted, “has been there for 
us in so many ways for many years.” Located in a 
former mansion on Ice Glen Road, Riverbrook was 
founded in 1957 as a private residential school. It is 
the oldest facility in the Northeast serving women 
with developmental disabilities.◆
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Mulching ★ Rototilling ★ Painting ★ Fencing ★ Junk Removal
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(Leave Message)Free Estimates                                                             Firewood for Sale

413.458.0093
191 Water Street

Williamstown, MA
www.burnhamgold.com

Licensed in Massachusetts

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

commercial property. Commercially zoned .43-acre site has excellent visibility and 

Bring your imagination and set up shop! 
Built in 1934 and originally operating as 
a sausage manufacturing plant, this mill  
offers 5,960 square feet of space, with a 
cement floor, steel beam construction, 
upgraded natural gas heating system, and 
400-amp three-phase electrical system. 
Also features half-bath, attic and cellar. 
The building sits on three-quarters of 
an acre, with plenty of parking, storage 
shed, and loading dock. Call today for 
your showing…$229,000

adaMS
commercial opportunity at 23 Mill Street

If your plan is to invest in IT  
when it breaks, 
you don’t have a plan.

Expect more.

compuworks.biz

1 Fenn Street  
Pittsfield, MA

413-499-0607 
800-207-1926
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people on the move
Elisabeth Cary, director of education at the 

Berkshire Botanical Garden, has received the 
Elizabeth Abernathy Hull Award from the Gar-
den Club of America. The Lenox Garden Club 
nominated Cary for the award, which is given 
annually to an individual who, through working 
with children under 16 years of age in horticulture 
and the environment, has inspired their apprecia-
tion for the Earth’s beauty and fragility.

The Clark Art Institute has appointed Christo-
pher Heuer as associate director of its Research 
and Academic Program (RAP). A widely recog-
nized specialist in early modern European art and 
architecture, Heuer was an assistant professor 
in the Department of Art and Archaeology at 
Princeton University from 2007-2014 and most 
recently the Samuel H. Kress Senior Fellow at the 
Center for Advanced Study in the Visual Arts at the 
National Gallery of Art, Washington, D.C. Heuer’s 
work at the Clark will focus on organizing many 
of RAP’s intellectual events and collaborations, 
as well as daily engagement with the residential 
scholars in the Clark’s Fellows program.

Meredi th  Tiede-
mann with Salisbury 
Trust Wealth Advisory 
Services has earned the 
Certified Private Wealth 
Advisor (CPWA) desig-
nation. Administered by 
Investment Management 
Consultants Association, 
the CPWA designation 
is designed for financial 
advisors and consultants 

who work with high-net-worth clients on the life 
cycle of wealth.

Rosalie Girard, founder and director of 
Berkshire Nursing Families (BNF), was among 
95 women honored by the Commission on the 
Status of Women at a recent ceremony celebrating 
everyday heroines in Massachusetts. Nomina-
tions are gathered annually from across the state 
for women who make outstanding contributions 
to their organizations and communities, and the 
honorees are nominated by state legislators as 
a means of recognizing these women for their 
previously unnoted yet valuable community 
contributions.

Lee Bank has an-
nounced that the bank’s 
board of directors ap-
proved a management 
transition plan whereby 
Chuck Leach will suc-
ceed David Bruce as 
president and CEO of the 
bank, effective on July 9. 
Leach, a Lee resident, has 
most recently served as 
senior vice president in 

charge of wealth management at Berkshire Bank. 
Prior to that, he served in senior management 
roles at TD Bank Wealth Management Group 
in Pittsfield and the Gilder Technology Group 
in Housatonic. “Chuck Leach brings a wide 
range of experience from both the banking and 
financial sectors,” said Bruce, who has served as 
president and CEO of Lee Bank since 1989. “His 
commitment to our community and a personal ap-
proach to banking are in keeping with Lee Bank’s 
philosophy and vision as a community based and 
independent full-service bank.” Though Bruce is 
stepping down from the day-to-day operations, he 
will continue to serve as chairman of the board 
of directors of Lee Bank and its mutual holding 
company, Berkshire Financial Services.

Lindsey Struck has been named general 
manager of Hotel on North, a new boutique hotel 
in Pittsfield (June 2015 BT&C), where she is 
responsible for providing leadership, overseeing 
operations, and coordinating marketing efforts. 
Struck brings 20 years of New England hospitality 
experience, serving most recently as director of 
rooms at the Ocean Edge Resort & Golf Club in 
Brewster. Previously, she held leadership roles at 
Castle Hill Inn in Newport, R.I., and Mohegan Sun 
Resort and Casino in Uncasville, Conn.

Porchlight CEO Holly 
Chaffee has been named 
vice president of the 
Home Care Alliance of 
Massachusetts Inc., a 
statewide association of 
home care agencies and 
their allies, dedicated to 
promoting home care as 
an integral part of the 
healthcare system. Chaf-
fee has led Porchlight 
(formerly Lee Regional VNA) since 2009. Over 
the past six years, she has orchestrated a pivotal 
name change and rebranding of the organization 
and oversaw a merger with the former Chicopee 
VNA and Great to Be Home Care. During her 
tenure, Porchlight has consistently earned Home 
Health Care Elite status and earned consecutive 
deficiency-free surveys by the Massachusetts 
Department of Public Health.

Stanton Home, a Great Barrington residence 
for people with special needs, has welcomed 
four community members to its board of trust-
ees: Spring Burke, who has long worked in 
the banking industry, currently with Salisbury 
Bank; Scott Sanes, an attorney who, with his 
wife, Cherri, are opening a nonprofit teahouse in 
Great Barrington with a mission to impact lives 
and affect social change for autistic and other 
special needs adults; Chris Schaeffe, who has 
had a lifelong involvement in Waldorf education 
as a student, a co-founder of a Waldorf school, a 
parent of Waldorf school graduates and as a board 
member and an advisor to Waldorf schools; and 
Maggie Strohmier, who has been a resident of 
Stanton Home since 1989, leading an active life 
there, with many friends both in and outside of 
the residence.

The Berkshire County Regional Employment 
Board (BCREB) has elected the following officers 
for FY 2016: Patrick Reuss, SABIC Innovative 
Plastics, president; Eva Sheridan, MountainOne 
Financial, vice president; Michael Supranowicz, 
Hillcrest Educational Centers, vice president; 
Doug McNally, Frosthollow Associates, Youth 
Council chair; James Brosnan, McCann Tech-
nical School, treasurer; Robert Keegan, Cres-
cent Creamery, secretary; and Albert Ingegni, 
Berkshire Healthcare Systems, at-large.

Ella Baff, executive and artistic director of 
Jacob’s Pillow Dance Festival, has accepted a new 
position as senior program officer for arts and cul-
tural heritage at the Andrew W. Mellon Foundation 
in New York. Recognized as an esteemed leader in 
the arts and cultural field, Baff has been at the helm 
of Jacob’s Pillow for the past 17 years. She will 
continue to serve as executive and artistic director 
through the end of the 2015 season.

MountainOne Bank 
has announced several 
promotions within its 
management team. Lynne 
Carlotto has been pro-
moted to executive vice 
president, senior risk 
management & CRA of-
ficer, responsible for de-
veloping, implementing, 
monitoring and adminis-
tering all aspects of Com-
pliance, Bank Secrecy, 
Anti-Money Laundering, 
and CRA (Community 
Reinvestment Act). She 
also oversees credit ad-
ministration and qual-
ity control, and serves 
on MountainOne’s CEO 
Council. Carlotto joined 
MountainOne in 2012 
and has over 25 years of 
experience in the banking 
industry. Paul Brindle 
has been promoted to 
senior vice president and 
western Massachusetts 
commercial lending team 
leader, where he oversees 
the regional commer-
cial lending team and 
is responsible for com-
mercial loan business 
development in Berkshire 
County. Brindle, who 
joined MountainOne in 
2010, has over 20 years 
of commercial experi-
ence in senior lending 
positions at Berkshire 
County and eastern New 
York banks. Matt Kreiser 
has been promoted to 
vice president, commer-
cial lending officer, with 
responsibility for growth 
of MountainOne’s South 
Shore commercial lending portfolio. Kreiser joined 
MountainOne in 2008 as a commercial lender, also 
providing credit analyst support. Prior to Mountai-
nOne, he served in commercial lending and credit 
analyst roles in the South Shore market. Marie Har-
ris has been promoted to assistant vice president, 
senior credit analyst, expanding her role to include 
assisting in department training programs, with 
a focus on compliance with commercial lending 
underwriting and reporting guidelines. She also 
serves as back-up support to the vice president of 
credit administration. Harris joined MountainOne 
in 2013 as a commercial credit officer. Prior to 
that, she served in credit administration and credit 
analyst positions at Bank of Canton.

The Boys’ & Girls’ Club of the Berkshires 
has appointed interim executive director Chris 
Jacoby as permanent executive director. Jacoby 
had held the interim position since being appointed 
in March. Jacoby retired from the Pittsfield Public 
School system in July 2014 after 33 years as an 
educator. He was the principal of the Theodore 
Herberg Middle School from 2001-2014 and has 
held positions as a teacher and a coach.

Maureen Phillips, 
who was recently named 
member financial educa-
tion program coordinator 
at Greylock Federal Credit 
Union, has earned her 
designation as a Certified 
Credit Union Financial 
Counselor (CCUFC) from 
the Credit Union National 
Association (CUNA). The 
designation was earned 

through the CUNA Financial Counseling Certi-
fication Program, which develops credit union 
counseling professionals to guide members with 
financial education. Phillips’ CCUFC designation 
positions her to work with other Greylock managers 
to expand the credit union’s ongoing free Member 
Education Series seminars and programs in local 
schools. She is also creating a comprehensive 
financial counseling program to fulfill Greylock’s 
mission of improving the financial lives of its 
members and their families.

Thomas Ryder has joined Lee Audio ‘N Secu-
rity Inc. as a senior technician and project engineer 
in the company’s Clifton Park, N.Y., satellite office. 
Ryder is NICET certified and brings a wealth of 
Fire Alarm experience to the company. He has 
worked on Fire Alarm systems in the Albany area 
for the past nine years and holds certification from 
Honeywell to design, install, and service their Noti-
fier Fire Alarm systems as well as their Security, 
Access Control, and CCTV Systems.

Berkshire United Way has announced several 
new hires and promotions that position the orga-
nization to expand its role in the community and 
enhance fund-raising efforts to create sustainable 
change in the community. Jennifer Kerwood 
has been hired as vice president of development, 
returning to Berkshire United Way after 15 years. 
She will oversee the development team that works 
to acquire and maintain the financial support that 
ensures Berkshire United Way can continue to lead 
the efforts for community improvement. Prior to 
her return to Berkshire United Way she served as 
director of development and alumni relations at 
Berkshire Community College. Joey Esposito 
has joined as coordinator of marketing and com-
munications, managing Berkshire United Way’s 
contact with the press as well as coordinating its 
marketing initiatives across Berkshire County. 
Esposito is a writer and was a senior editor for the 
entertainment website IGN in Los Angeles, until 
returning home to the Berkshires and serving as 
trade show coordinator at Laurin Publishing. In 
addition, the organization has promoted Nancy 
Stoll to vice president of community impact, 
Karen Vogel to community impact program man-
ager, Jonah Sykes to development manager, Erin 
Breen to donor database specialist, and Valerie 
Schueckler to senior accountant.

Berkshire Taconic Community Foundation 
has awarded scholarships to Shaun Cusson of 
Hillcrest Educational Centers and Carolyn Valli of 
Central Berkshire Habitat for Humanity to attend 
Harvard Business School’s ‘Strategic Perspectives 
in Nonprofit Management’ program this summer. 
Taught by a team of Harvard faculty and drawing 
nonprofit CEOs from around the world, the pro-
gram explores the changing requirements of non-
profit leadership and fiscal management through 
case studies of high-performing nonprofits.

Amanda Murray has joined the Berkshire 
Museum staff as the curator of the Little Cin-
ema. In her new role, Murray will be choosing 
films for the weekly showings, as well planning 
special screenings, organizing film-themed talks 
and events, and improving the movie-going ex-
perience for Little Cinema audiences. Murray is 
a media producer, curator, and filmmaker based 
in western Massachusetts. With the independent 
production company Wicked Delicate Films, she 
produced the feature-length documentary The 
Search for General Tso, a 2014 Tribeca Film 
Festival premiere and 2015 Sundance Selects/
IFC Films release. She has produced programs 
and multimedia for the Berkshire Museum, Mis-
sissippi Civil Rights Museum, Lower East Side 
Tenement Museum, National Building Museum, 
Providence Athenaeum, and National Trust for 
Historic Preservation.◆
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Job Postings 
Job Matching/Pre-Screenings 
Recruitments & Job Fairs 
Access to Interview & Conference Rooms 
Informational Workshops & Seminars 
Layoff Aversion Strategies 
Labor Market/Wage Statistics  
Grants & Tax Credit Opportunities 
Training funds 
Unemployment Information 
Human Resources & Management Skill Trainings 

160 North St., Pittsfield, MA   ∙   413.499.2220   ∙   www.berkshireworks.org 

Creating connections and strengthening opportunities  

for Job Seekers and Employers. 

 

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

• tAlking meDicAl PenDAntS • HeAt loSS monitoring • Free eStimAteS

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

326 Springside Ave., Pittsfield, mA
413-445-4030 • 800-370-2525

…because home is where the heart is!

We Offer:
◆ Personal Care
◆ Live In Service – Up to and
 Including 24 Hour Care
◆ Medication reminding
◆ Homemaking
◆ Companionship
◆ Shopping and errands
◆ Door to Door Services for
 Appointments & Procedures

Call us to set up an appointment 
for a complimentary assessment!

413-464-7524
137 North Street • Suite 202

Pittsfield, MA 01201
www.mtviewhomecare.com
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the month in business
Ongoing: Last Word Toastmasters public speaking club in 
Pittsfield, meets from 6:30 to 8 p.m. on the second and fourth 
Tuesdays of the month at Reid Middle School, 950 North St., 
from September to May, and at Berkshire Medical Center, 
725 North St., from June to August. Information at lastword.
toastmastersclubs.org.

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 
BerkshireWorks Career Center at 160 North St. in Pittsfield. 
Free and informal program helps participants who are seeking 
employment to expand their network of contacts and provides 
valuable job-search tips. For information, visit www.berkshire-
works.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 101 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. For information, call David Nash, veterans representa-
tive, 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 July 27: CATA Annual Art Show at the Lichtenstein 
Center for the Arts, 28 Renne Ave. in Pittsfield, featuring works 
by participants in Community Access to the Arts (CATA). 
Poetry Reading July 24 at 5 p.m. Free during hours of art 
center, Wednesday-Saturday 11 a.m. to 4 p.m. Information at 
communityaccesstothearts.org.

July 10-12: Stockbridge Library Association Used Book Sale 
to benefit the library, under a tent on the front lawn at 46 Main 
St. in Stockbridge from 9 a.m. to 5 p.m.

July 12: Berkshire Grown Benefit Brunch with featured 
speaker Ruth Reichl, food author and former new york Times 
film critic. Brunch from 11 a.m. to noon and talk at 1 p.m. in 
Cherneff’s Barn in Sheffield. 413-528-0041.

July 15: Chamber Nite @ Ramblewild aerial adventure park, 
110 Brodie Mountain Road, Lanesboro, from 5 to 7 p.m., for 
members of Berkshire Chamber of Commerce and guests. From 
3 to 4 p.m. discounted admission offered for two-hour climb 
before the networking event. To register or for more informa-
tion, call 413-499-1600 ext. 126.

July 15: WAM Theater Benefit at Hilltop Orchards in Rich-
mond, with cocktail hour, entertainment, auction and other 
activities. 6:30 p.m. $50 or $100. 
Information and tickets at www.
WAMTheater.com.

July 16: 3rd Thursdays outdoor 
street festival in downtown Pitts-
field from 5 to 8 p.m., with this 
month’s theme #ArtsMatter. For 
more information, visit discoverpittsfield.com/3rdthursdays/, 
email slemme@pittsfieldch.com or call 413-499-9348.

July 16-Aug 2: Romeo and Juliet, produced by Pittsfield Shake-
speare in the Park with a cast featuring local actors. Thursdays 
through Sundays 8 p.m. at the First Street Common in Pittsfield. 
Free. Pre-show concert co-sponsored by the Whitney Center 
for the Arts on Fridays and Saturdays at 7 p.m. Information at 
www.pittsfieldshakespeare.org.

July 16: SlideLuck at Stonover Farm in Lenox, a community 
potluck to bring together people, art, music and ideas. Includes 
slideshow of work by area artists whose work will be available 
for sale in the Stonover Barn Gallery, with portion of proceeds 
to benefit IS-183. 6:30 to 9:30 p.m. For information call 413-
298-5252 ext.100.

July 16: Study of Lightning Effects - Kennedy Space Center, 
presentation by the Berkshire section of the Institute of Electrical 
and Electronics Engineers. Lunch meeting from 11:30 a.m. to 1 
p.m. at the Lenox High Voltage Laboratory, 115 East New Lenox 
Rd. For reservations and information, contact David Rueger at 
413-344-3557 or daverueger@yahoo.com.

July 16-Aug. 27: Personal Budgeting Workshop co-sponsored 
by Central Berkshire Habitat for Humanity, and the Berkshire 
Athenaeum. Financial Empowerment Director Lin Schreiber will 
lead participants to create a budget customized to meet personal 
needs and goals using You Need A Budget software and library 
computers. Weekly from 10 a.m. to noon. Free but registration 
required at www.pittsfieldlibrary.org or 413-499-9480.

July 17: Application deadline for scholarships awarded by 
the Berkshire Business & Professional (BPW) organization to 
working women residing in Berkshire County who meet estab-
lished eligibility criteria. For information and an application, 
go to www.berkshirebpw.org, on Facebook, or contact BBPW 
Scholarship Committee Chair June Roy-Martin at 413-499-4000 
ext. 117 or jroymartin@berkshirechamber.com.

July 17-19: 12th Annual Student Art Show at Flying 
Cloud Institute, beginning with a July 17 performance of the 
student-created rock opera “Tipping the Scales” at Flying 
Cloud, 731 South Sandisfield Rd., New Marlborough at 3:30 
p.m., followed by an exhibit of student artwork at the New 
Marlborough Meeting House on Route 57, from 4 to 6 p.m. 
Select student artwork is for sale and will be on display July 
18-19 from 11 a.m. to 4 p.m. For more information, contact 
Kristen Sparhawk at ksparhawk@flyingcloudinstitute.org or 
call: 413-229-3321.

July 18,  Aug. 15: Pittsfield Repair Cafe offering free advice 
and repairs of clothing and small home items. Open to public. 
1 to 5 p.m. in the basement of St. Stephen’s Church (Allen St. 
entrance) in Pittsfield. Visit Pittsfield Repair Cafe on Facebook 
or call 413-212-8589.

July 18: Back to Our Roots, gala party to benefit Hancock 
Shaker Village, 5 to 10 p.m., with cocktails, dinner and dancing 
under the Main Tent, featuring locally sourced cuisine by Fire 

Roasted Catering and music by 
the Lucky Five Jazz Band. For 
tickets, call 413-443-0188.

July18: That Stockbridge Main 
Street Look: Place Idea and 
Image, cemetery tour sponsored 
by Stockbridge Library. Meet at 

cemetery gate on Main Street at 4 p.m. $5 requested donation. 
413-298-5501 for information.

July 19: Van Gough Lectures by Leo Jansen, a researcher at 
the Huygens Institute for the History of the Netherlands and an 
editor of the Van Gogh Letters Project, on “A Wonderful Thing 
to Have: Vincent van Gogh Writing about Nature.” 4 p.m. at the 
West Pavilion of the Clark Center  in Williamstown. Information 
at clarkart.edu or call 413-458-2303.

July 21, Aug. 18: Pittsfield Green Drinks, informal gathering 
of people interested in conservation and environmental issues on 
third Tuesday of each month. 5:15 p.m. at J. Allen’s Clubhouse 
Grille. 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.

July 22: Spark! at Naumkeag in Stockbridge, a free network-
ing event for members and supporters of the creative economy, 
sponsored by Berkshire Creative. 5:30 to 7:30 p.m. Information 
and RSVP visit berkshirecreative.org/about-spark.

July 22: Understanding the Societal Context: What People 
with Impairments are Up Against, a workshop with Jo 
Massarelli of the SRV Implementation Project, 8:30 a.m. to 
4 p.m. at the Holiday Inn, North Adams. Registration is $50. 
Contact Deb DiDonna for details and to register at 413-664-
9382 ext. 15.

July 22-26: Shaker Seminar, annual conference of Shaker 
scholars, hosted by Hancock Shaker Village in Albany, N.Y. 
Call 413-443-0188 to register. For more information, visit 
hancockshakervillage.org, and go to Programs & Events.

July 23: Drive for Scholarships Golf Tournament sponsored 
by Great Barrington Rotary to fund scholarships for students 
in the Southern Berkshire Regional School District. 9 a.m. at 
Wyantenuk Country Club. Ed McCormick at 413-528-0630.

July 23: Berkshire County Meetup for Women in Business, 
to bring together businesswomen in the northern Berkshires, 
southern Bennington County, and surrounding areas to share 
strategies for success and make new connections. With featured 
guest Sarah Eustis, CEO of Main Street Hospitality Group, 
who will speak about her professional experience, followed by 
networking and discussion led by career coach and leadership 
consultant Cathy Crosky. 5 to 7 p.m. at Cloud85 Co-Working 
Space, 85 Main St., Suite 224, North Adams. RSVP by going 
to meetup.com and searching “A Berkshire County Meetup 
for Business Women.”

July 25: Author Talk by Letty Cottin Pogrebin discussing 
her latest novel, “Single Jewish Male Seeking Soul Mate.” 6:30 
p.m. at the Lenox Library. Books will be available for purchase 
and signing. Free. Co-sponsored the library and The Bookstore 
in Lenox. For information about the book, visit www.lettycot-
tinpogrebin.com or call the library at 413-637-2630.

July 28: Bikeway Reception and Public Information Gather-
ing as part of end-to-end group ride to publicize the Western New 
England Greenway, a multi-segment bike route from New York 
City to Montreal. The tour will stop at 10 a.m. at the Ashuwillti-
cook Trailhead adjacent to the Berkshire Mall in Lanesboro. The 
Upper Housatonic Valley National Heritage Area (Housatonic 
Heritage) and the Berkshire Bikepath Council will present in-
formation and sign up volunteers for regional cycling initiatives. 
Cyclists can join the local portion of the ride starting at Lenox 
High School at 9 a.m. Information at www.WNEGreenway.org, 
or Facebook page WesternNewEnglandGreenway.

July 29: Digital Retargeting: Turning Window Shoppers into 
Customers, a Brown Bag Lunch Seminar sponsored by the 
Berkshire Chamber of Commerce. Noon at 1Berkshire Central 
Station, 66 Allen St. in Pittsfield. RSVP. 413-499-4000.

July 29: Concert Fundraiser with Berkshire Ukulele Band and 
Berkshire Sings! to benefit cultural programs of Berkshire South 
Regional Community Center. Co-sponsored by Salisbury Bank. 
Beer and wine available for purchase at 6 p.m. with seating in 
the auditorium at Berkshire South at 6:30 p.m. $15 adults and 
$10 children 5 to 12. Tickets are available at the Berkshire 
South front desk or at 413-528-2810 ext. 10. 

July 29: Dig and Dine #2, with full service dinner in construc-
tion area on Main Street in downtown Great Barrington. $45. 
For information, call Barbara at 413-528-0511. 

July 30: Business After Hours at Salisbury Bank, 201 Main St. 
in Great Barrington, sponsored by Southern Berkshire Chamber 
of Commerce. 413-528-4284.

Aug. 3: UCP’s 17th Annual Golf Tournament at Berkshire Hills 
Country Club in Pittsfield. $130 per player or $500 for foursome. 
Sign up by July 17 at http: //bit.ly/ucpgolf2015. For more details, 
call 413-442-1562 or visit www.ucpberkshire.org.

Aug. 6: 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.

Aug. 8: 5th Annual Miniature Golf Tournament, fund-raising 
event for Berkshire Family & Individual Resources (BFAIR), at 
The Range in North Adams. Includes cookout lunch from 11 a.m. 
to 3 p.m., with miniature golf tournament start times at 11:30 a.m. 
and 1 p.m. $25 adult, $10 children 6-12, free for 5 and under. 
Sponsorship opportunities available. For information or to register, 
call Carol Fox at 413-664-9382 or visit www.bfair.org.

Aug. 9: Kindred Great 8 (Gr8t) Road Race an 8-mile course 
to benefit the Porchlight Nursing Assistant Training Program, 
co-sponsored by Kindred Great Barrington Nursing and 
Rehabilitation, Porchlight VNA/Home Care, and Berkshire 
Running Center. 8 a.m. at Kindred Great Barrington facility on 
Maple Avenue (Route 23). Registration information at www.
berkshirerunningcenter.com.

Aug. 20: 3rd Thursdays outdoor street festival in downtown 
Pittsfield from 5 to 8 p.m., with this month’s theme All The 
World’s a Stage. For more information on 3rd Thursdays, 
visit discoverpittsfield.com/3rdthursdays/, email slemme@
pittsfieldch.com or call 413-499-9348.◆

email your firm’s news 
and announcements to:

info@btaconline.com

news & notes from the region
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HealTH & fitness

By John Townes
Berkshire Health Systems (BHS) and the 

Golub Corporation, which operates the Price 
Chopper/Market 32 supermarket chain, have 
teamed up to create a new walk-in healthcare 
center that is intended to provide convenient 
and rapid access to medical care for minor 
ailments, while alleviating some of the patient 
load of the hospital Emergency Department 
and primary care physicians.

BHS Walk-In Care opened in late April in 
the Price Chopper store that is currently being 
converted into a Market 32 (the new brand 
of the supermarket chain) at the Berkshire 
Crossing retail complex at 555 Hubbard Ave. 
in Pittsfield.

The new center is next to the supermarket’s 
pharmacy. It is designed to provide local 
residents and visitors with convenient, rapid 
and affordable treatment of minor illness 
and conditions.

“Our community wants access to effec-
tive, timely care, and 
this is one more way 
we can provide that,” 
said Brenda Cadorette, 
vice president of acute 
care and chief nursing 
officer at BHS.

As part of BHS, the Walk-In Care center 
is integrated into the region’s overall health 
system. BHS is the county’s major healthcare 
provider. It operates the county’s two hospi-
tals, Berkshire Medical Center in Pittsfield 
and Fairview Hospital in Great Barrington, 
as well as primary care and other medical 
practices and services throughout Berkshire 
County.

As a result, Walk-In Care has a direct 
connection to BHS’s provider network. It 
also coordinates patient care closely with 
other independent practices and providers 
in the region.

Walk-In Care serves people two years of 
age and older, and is open Monday through 
Friday from 10 a.m. to 6 p.m.

As the name implies, people can walk into 
the center without making an appointment 
and quickly be seen. It is staffed by Linda 
Schermerhorn, a family nurse practitioner, 
who conducts an evaluation, provides treat-
ment and advice, and can write prescriptions. 
She also communicates with the patient’s 
own physician and forwards records for 
follow-up care.

BHS Walk-In Care treats a variety of 
conditions including allergies, congestion, 
cold and cough, earache and ear infections, 

flu-like symptoms, muscle aches and pains, 
motion sickness, pink eye or styes, respira-
tory or sinus infection, sore throat or strep 
throat, and urinary tract infections, among 
others. It can also handle other tasks, such 
as tick removal.

The facility is equipped to treat people 
who have difficulty leaving work for minor 
healthcare, as well as for working parents 
with sick children.

BHS Walk-In Care can also be less ex-
pensive for the patient and insurer. It is able 
to bill to insurance providers, and handle 
co-pays and self-pay.

Reducing ER traffic
Another major goal is to help to alleviate 

two important issues in the healthcare sys-
tem, including the patient load in hospital 
Emergency Departments and the shortage 
of primary care physicians.

Some patients go to Emergency Depart-
ments for relatively minor non-critical condi-
tions if they are either unable to obtain same-
day appointments with their regular doctor or 
do not have a primary care physician.

This not only burdens the Emergency De-
partment, but can also be very costly to the 

patient due to higher 
co-pays or deductibles 
for emergency care.

“The Emergency 
Room is not the most 
appropriate place to go 
for many conditions,” 

said Cadorette. “You don’t want to go to the 
ER for a mild rash, for example.”

In addition to adding unnecessary patient 
traffic in the Emergency Department, these 
visits also can be more time consuming than 
necessary for patients.

“In the Emergency Department triage 
system, the patients with the most critical 
conditions, and who need immediate treat-
ment, are always taken first,” Cadorette said. 
“So, those with non-critical conditions may 
have to wait a long time to be seen.”

By providing a source of immediate treat-
ment for minor conditions, BHS Walk-In 
Care can reduce the number of people going 
to the Emergency Department. This in turn 
can free up hospital resources to better handle 
patients with critical medical needs.

In an era where primary care physicians 
also have to deal with heavy patient loads, 
BHS Walk-In provides a convenient alterna-
tive to having to wait for an appointment to 
see a doctor.

“If your doctor is booked up and is unable 
to set up an appointment within a day or two, 
the walk-in cener is a place where you can go 
and be seen right away,” said Cadorette.

However, the new center is designed to 
complement, not replace, regular primary 

care or truly needed critical care in the Emer-
gency Department.

Cadorette noted that a visit to the regular 
doctor is the preferred course of action.

”We do recommend that, whenever pos-
sible, people first try to see their primary 
care doctor,” she said. “One reason we open 
at 10 a.m. is to give people a chance to call 
their primary care practice to see if they can 
get an appointment within a day or two. But 
the walk-in center is an alternative when that 
isn’t possible.”

There are limitations on what the center 
can treat. It is not de-
fined as a “clinic” by 
public health regula-
tions, and it is unable 
to provide advanced 
levels of care.

For example, while 
the nurse practitioner 
can prescribe many medications, she can-
not prescribe those that are categorized as 
controlled substances. The center can also 
perform a strep culture or pregnancy test, 
but cannot do procedures that involve draw-
ing blood.

Schermerhorn said she is trained to deter-
mine what forms of treatment are necessary, 
and whether more advanced or emergency 
care is required.

“I assess the person and evaluate whether 
I can treat them or if they need to go to their 
primary physician or the Emergency Depart-
ment,” she said. “If someone comes in with 
symptoms of a cardiac arrest, for example, 
I’ll immediately call an ambulance to take 
them to the hospital.”

In less immediate situations, she can pro-
vide treatment and, if needed, facilitate the 
process of follow-up care with an individual’s 
own doctor.

“If someone has a common infection, I can 
treat that,” she said. “However, if there are 
indications there is something more serious 
going on, I’ll recommend that they see their 
primary physician are soon as possible. I’ll 
also contact the physician’s office to inform 
them of the situation, to facilitate that.”

Business relationship
The business relationship between Golub 

Corporation and BHS is basically one of a 
landlord and tenant.

BHS leases the space from the supermar-
ket, and operates Walk-In Care independently. 
BHS owns and manages the center, employs 
Schermerhorn, and covers all expenses and 
earns all revenue.

The Schenectady, N.Y.-based supermarket 
chain initiated the idea for the walk-in center, 
and proposed it to BHS last year.

Price Chopper already hosts two other 
similar facilities in New York state, in Malta 
and Latham, which are operated by providers 
in those regions.

This is part of the company’s goal of adding 
walk-ins to its supermarkets as a service to 
its customers. In part, this reflects an overall 
transition that the company is undertaking 
on a phased-in basis. This includes gradually 
remodeling its Price Chopper stores, rebrand-
ing them as Market 32, and expanding their 
products and services.

BHS Walk-In Care also augments the 
services of the supermarket’s in-store phar-
macy. While customers can choose to fill 
prescriptions wherever they choose, the 
walk-in center provides a potential source 
of customers who choose the convenience 
of having it done on site.

“Being a neighborhood supermarket, we 
are uniquely positioned as an accessible, 
convenient and familiar destination for our 
communities,” said Kathy Bryant, Price 
Chopper’s vice president of pharmacy. “BHS 
Walk-In Care aligns nicely with our pharmacy 
services and health and wellness offerings 
throughout the store.”

It also reflects a larger national trend of 
establishing such facilities in drug stores and 
other retailers, including large chain stores 
such as Walmart and CVS.

In addition to providing another income 
source and helping to bolster customer traf-
fic for retailers, this is also seen as one way 
to increase access to care outside of the 

traditional channels while reducing overall 
healthcare costs.

BHS agreed to Price Chopper’s proposal 
for a combination of reasons, said Michael 
Leary, director of media relations at BHS.

“The Market 32 store is a good fit for us 
because it is centrally located and accessible 
to people in a large geographic section of the 
county,” he said.

More importantly, he continued, it also ties 
in with the overall mission and goals of BHS 
as a regional healthcare provider.

“Our obligation is to provide continuity 
of care in Berkshire 
County,”  he said . 
“Medical walk-in cen-
ters are being estab-
lished throughout the 
country, and they will 
be coming to Berkshire 
County. We believe it is 

important for us to offer this because we are 
in a position to connect BHS Walk-In Care 
with Berkshire County’s existing network of 
healthcare services. Our nurse practitioner 
makes sure that the care she gives is connected 
to the patient’s own physician, and to ensure 
that there will be follow through.”

Leary added that it also ties in with overall 
initiatives by BHS to expand primary care 
services. BHS is actively working to add pri-
mary care and related services in a number of 
ways, including the recent opening of a new 
practice, Lenox Primary Care, in the Lenox 
Commons complex in that town.

“The walk-in center is one more way to 
increase access to primary care, in addition to 
everything else we are doing,” said Leary.

There have not been any discussions about 
adding walk-in centers in the chain’s other 
supermarkets in the Berkshires.

However, Leary said BHS is exploring the 
possibility of additional walk-in centers in 
the county. One priority, he said, is providing 
this service in northern Berkshire County, 
where BHS has become the major provider 
of health services following the collapse of 
the Northern Berkshire Healthcare system 
and closing of North Adams Regional Hos-
pital last year.

The trend toward medical walk-in centers 
is also taking other forms, including those 
equipped to handle a wider range of condi-
tions, but which do not require the level of 
Emergency Department care.

In addition to its new center at Price Chop-
per, BHS is exploring the possibility of estab-
lishing a separate walk-in urgent care facility 
in downtown Pittsfield that would provide a 
more extensive range of services.

Also, MedExpress, a national healthcare 
company company that operates walk-in 
centers in many locations, has announced 
plans to open an urgent care center on Dalton 
Avenue in Pittsfield in 2016, following ex-
tensive renovations to the former warehouse 
it will occupy.

Solid demand
The initial response to BHS’s new walk-in 

center at Price Chopper would seem to vali-
date the concept for this business model.

Since the center opened on April 21, it has 
treated about 500 patients, at an average of 
50 to 60 per week.

Schermerhorn said the volume of business 
at the center keeps her very busy, but she 
finds it satisfying.

“I really enjoy working here, and I like 
the atmosphere,” she said. “I appreciate the 
ability to see one person at a time, and give 
them my full attention.”

Schermerhorn is a registered nurse with a 
master’s degree in science as a family nurse 
practitioner. Among her other experience, 
she worked for 12 years at the 510 North 
St. medical walk-in clinic operated by Com-
munity Health Program.

Currently she is the sole staff person at the 
walk-in center. However, BHS is consider-
ing expanding its schedule at some point 
to include weekend service, which would 
necessitate additional staff there.

For more information, visit the BHS Walk-
In Care website at www.berkshirehealthsys-
tems.org/walk-in or call BHS Walk-In Care 
at 413-442-0910.◆

Walk-in center meets needs on both sides of healthcare equation
BhS, Golub Corp. team up 
on new facility that reflects 
growing trend in industry

“Our community wants 
access to effective, timely 
care, and this is one more 
way we can provide that.”

“BHS Walk-In Care aligns 
nicely with our pharmacy 

services and health 
and wellness offerings 
throughout the store.”
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In addition to discussions between the 
boards of the two organizations, the process 
included a study of the possibilities for col-
laboration conducted by TDC, a Boston-based 
consulting fi rm that works with nonprofi t or-
ganizations on management and other issues. 
The study was funded by a $100,000 grant 
from the Dyson Foundation, a regional family 
foundation based in Millbrook, N.Y.

of the Joint Committee in discussion and 
analysis, and in canvassing a cross section 
of our stakeholders to educate them and get 
their feedback,” he said.

Exploring opportunities
At their respective board meetings in May, 

the trustees of each institution endorsed the 
development of selected shared programs 
and asked the staff of the two institutions to 
work together to explore the opportunities 
for that.

Van Shields, executive director of the 
Berkshire Museum, 
said the process in-
v o l v e d  e x t e n s i v e 
evaluations of the two 
museums, including 
their differences and 
similarities, and ways 
that their missions and 
interests overlap.

“We all agreed that 
there is more to gain by 
collaboration than as de facto competitors,” 
said Shields.

However, he added, it was also deter-
mined that the interests of both museums, 
and the public and other stakeholders, 
were best served by remaining separate 
organizations.

“In looking at all of this, the possibility 
of becoming one organization was consid-
ered, but it was decided not to pursue that,” 
he said.

Shields said the two institutions are looking 
at partnerships on a variety of levels.

“Some of these are relatively modest and 
can be undertaken now,” he said. “Others 
are more ambitious, and require more time 
and planning.”

He said they will be working together on 
joint marketing, such as co-producing cards, 
brochures and other printed advertising and 
promotional material that feature both loca-
tions and encourage visits to both.

Another option involves special offers, 
such as discounts on admission to those who 
visit both sites.

Some of the potential collaborations may 
be behind-the-scenes and focused on the 
practical aspects of operations.

“There may be possibilities to pool our 
resources to handle common opportunities 
and problems, such as shared purchasing of 
certain items,” said Shields.

On a larger scale, the institutions envision 
working together to jointly present special 
exhibits and programming that would occur 
at both locations. Such cooperative programs 
would allow the two museums to share audi-
ence, themes and complementary spaces.

“We’re looking at ways to cross-pollinate 
our audiences, and gain from each other’s 
strengths with programming where the full 
experience is best played out at both loca-
tions,” Shields said.

“Exhibits and programming require 
funding, and this also opens up the possi-
bility of joint fund raising for collaborative 
projects,” he said.

Linda Steigleder, president and CEO of 
Hancock Shaker Village, concurred. Doing 
projects together makes it possible to pres-
ent programming that they do not have the 
breadth of resources to accomplish individu-
ally, she said.

“The talks with the Berkshire Museum 
have been about how we might work together 
to serve our audiences better by providing 

programming that is 
more impactful than 
what we can do sepa-
rately,” she said. “We 
both operate very mod-
estly. But each museum 
has separate strengths. 
Working on projects 
jointly can speak to 
those strengths.”

An example Shields 
and Steigleder cited is staging exhibitions 
by solo artists and/or group shows that in-
clude work at both sites to provide a wider 
range of content.

“It can take advantage of the outdoor 
space at Hancock Shaker Village to present 
sculptures, and use the Berkshire Museum 
for works that are suited for the galleries 
there,” Steigleder noted.

Other possibilities include educational 
exhibits about subjects that overlap with 
the thematic focus of both museums, which 
would be presented at both sites.

Financial pressures
Like many nonprofi t institutions, Han-

cock Shaker Village experienced fi nancial 
pressures in the economic recession. Its 
budget went from surplus to defi cit, and its 
attendance declined. In 2010 the museum 
curtailed its winter season, and the organi-
zation also went through staff cutbacks and 
other measures to adjust.

Late last year, an article in the new york 
Times (Dec. 30, 2014) highlighted those 
issues and described the discussions as ex-
ploring a possible merger. The article, and 
subsequent coverage in local media, left the 
impression among some that a merger may 
be imminent.

Steigleder emphasized, however, that 
the talks were not driven by that, and that 
Hancock Shaker Village has stabilized and 
improved its fi nancial position.

“We’ve operated with a balanced budget 
for the past two years,” she said. “This ar-
rangement with Berkshire Museum is all 
about programming.”

Steigleder acknowledged that Hancock 
Shaker Village has had to face challenges, 
but she said that situation is not unusual for 
independent nonprofi t organizations.

“We’re operating on a very modest budget, 
compared to organizations that have large 
endowments,” she said. “It’s not easy. That’s 
a perennial pressure all smaller independent 
institutions face.”

She added that collaborations or merg-
ers are not necessarily an effective way to 
improve operating budgets.

“Institutions have fi xed costs,” she said. 
“We all still have to pay for electricity and 
other operating expenses. There’s not a lot of 
opportunity to save on those, especially with 
organizations that are operating on a bare-
bones basis. That’s something organizations 
have to handle individually.”

Shields agreed that most small indepen-
dent museums have continual and increasing 
pressures, especially in Berkshire County.

“There are a lot more museums and other 
cultural institutions than there used to be,” 
he said. “That’s a good thing, but it also 
means there is more competition, and that 
makes it more diffi cult to sustain individual 
institutions. Museums also have to fi nd new 
ways to make themselves relevant to younger 
generations.”

Located off Route 20 on 750 acres by the 
Pittsfi eld-Hancock line, Hancock Shaker 
Village is on the former site of a community 
of Shakers, a religious sect  known for their 
ingenuity and simplicity. In 1960, the site 
was restored and opened to the public as a 
museum, in a community-based initiative 
that was spearheaded by the late Amy Bess 

aRTs & culture
The decision is based on shared goals 

and missions, according to Dan Cain, chair 
of Hancock Shaker Village’s board of 
trustees.

“The study provided a wonderful opportu-
nity for each of our organizations to reach a 
better understanding of our own strengths, as 
well as to learn about the other institution,” 
he said. “We identifi ed a variety of ways we 
might work together going forward.”

Cain added that the process also included 
extensive conversations with stakeholders of 
the two organizations.

“TDC did a superb job of leading members 

Museums collaborate
continued from page 1

“The talks with the Berkshire 
Museum have been about 

how we might work together 
to serve our audiences better 
by providing programming 
that is more impactful than 
what we can do separately.”
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Miller. It includes 20 historic buildings, a 
working farm and a collection of more than 
20,000 authentic Shaker artifacts.

The Berkshire Museum was established by 
Zenas Crane in 1903 as a community-oriented 
museum of art, history, and natural science. 
It houses a large collection of items related 
to these disciplines, 
and sponsors programs 
and exhibitions that 
emphasize educational 
connections between 
the disciplines.

Despite the contrast 
between the settings of 
an urban, multidisciplinary museum and a 
rural restoration with a specific focus, Shields 
said the two organizations are a good fit for 
collaborations.

“On the surface we look very different,” 
he said. “We also have somewhat different 
audiences. They have a national and inter-
national audience, and we are basically a 
community museum. We also have different 
interpretative modalities.”

Shields added, however, that in other ways 
they complement each other. “The way they 
carve out their mission is connected with us 
in interesting ways,” he said.

He noted that one of the themes of Hancock 
Shaker Village is the creativity and innova-
tive spirit of the Shakers, and the way they 
related to the environment.

“Since I came here, I’ve learned a lot more 
about the Shakers,” he said. “They were de-
sign heroes and innovators in sustainability. 
That is also one of the areas that we focus on 
at the Berkshire Museum. So there are a lot 
of opportunities for linkages between what 
we do and what they do.”

He added that the two museums and staffs 
also have developed personal connections. 
“Our people know each other really well, and 
we’ve developed a level of trust that doesn’t 
always happen,” he said. “One of the benefits 
of this is that we’ll be able to work together 
more closely.”

While the current focus on collaboration 
is a new initiative, Shields and Steigleder 
both noted that their organizations have 
partnered with each other, and other institu-
tions, all along.

In recent years, for example, the two 
museums and Arrowhead, the museum in 

the former home of 
Herman Melville in 
Pittsfield, have offered 
joint ticket packages.

Both directors also 
said they hoped to see 
more of these partner-
ships among non-profit 

institutions in the Berkshires.
“We had a joint grant with Arrowhead 

from the Massachusetts Cultural Council 
to develop storage for their collections, 
and we’re in discussions with a number of 
organizations on collaborative initiatives,” 
said Shields. “I’d like to see more of that 
throughout the county.”

Steigleder noted that one impetus for 
Hancock Shaker Village’s interest in working 
with the Berkshire Museum was a general 
desire to forge more partnerships with local 
institutions. She believes there is a growing 
interest in that on a wider level.

“We were already doing collaborations 
on programs with institutions outside of 
Berkshire County, and have had good re-
sults,” she said. “We wanted to do more of 
that with organizations here as well, and 
collaborating with the Berkshire Museum 
was one way to bring that home.”

Steigleder said it’s important for muse-
ums and other nonprofit institutions to take 
a businesslike approach, and she believes 
most do.

“We’re always thinking in business 
terms, and adjusting policies and actions 
to adapt to changing conditions,” she said. 
“However, these business strategies should 
be motivated by the mission of serving the 
public. Ultimately, that’s why we’re all 
here.”◆

“Exhibits and programming 
require funding, and this 

also opens up the possibility 
of joint fund raising for 
collaborative projects.”
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aRTs & culture

By John Townes
The stakes have been raised as a three-

year $2.2 million fund-raising campaign 
by the Mahaiwe Performing Arts Center 
in Great Barrington is heading into the 
homestretch.

Three years ago, the community-based 
nonprofit organization’s board of directors 
launched a drive, called the IMPACT Cam-
paign, to bolster the Mahaiwe’s financial 
stability and provide additional resources 
for programming.

The goal was to raise that amount by this 
September, which is the 10th anniversary of 
its restoration and reopening as a year-round 
performing arts center.

By spring of this year the Mahaiwe had 
quietly raised some $1.95 million from grants 
and large gifts. That positioned the organiza-
tion for the final phase in which it has now 
turned to the community and local supporters 
to help take the campaign over the top to raise 
the remaining $250,000 by Sept. 1.

As an additional incentive for contributors, 
the Mahaiwe recently announced that an 
anonymous donor has offered to match each 
dollar raised with an additional two dollars 
once the entire goal is met. This bonus amount 
of $500,000 would take the campaign over 
and above the original goal.

Both one-time gifts and multi-payment 

pledges will qualify for the two-to-one match, 
as long as the commitment is made by Sept. 1. 
(For more information in the campaign, visit 
www.mahaiwe.org/IMPACT_Campaign.)

In its initial weeks, this final push was 
already yielding results, with an additional 
$75,000 in pledges raised by early July, ac-
cording to Beryl Jolly, executive director of 
the Mahaiwe. “We still have an additional 

$175,000 to go in the next two months,” she 
said. “But we’re confident that we’re on track 
to meet that goal.”

Noting that the organization is currently on 
a sound financial footing, Jolly explained that 
a primary goal of the overall campaign is to 
further solidify the Mahaiwe’s financial base. 
“The Mahaiwe is quite secure,” she said. “For 
the past three years, we’ve operated with a 
balanced budget. The campaign will build on 
that to strengthen our overall position.”

The funds will be used to pay off the Ma-
haiwe’s mortgage, and place it on a debt-free 
footing. In addition, 
$600,000 is slated to be 
set aside in a special ac-
count with a revolving 
line of credit to provide 
a financial cushion for emergencies or other 
necessary expenses that may arise.

Jolly noted that this allocation has a some-
what similar purpose as an endowment, but it 
is not an investment fund and is different in 
other respects. “It will create a cash reserve,” 
she explained. “It is similar to a savings ac-
count, with very strict protocols on how it 
can be used.”

She added that, in the future, the organi-
zation may take the next step to create an 
actual endowment.

The balance of the money raised will be 
applied to programming for the venue. “We’ll 
be looking at taking the Mahaiwe to the next 
level of excellence,” she commented.

Jolly said they will use the additional 
money to enhance the level of artists it books, 
as well as supporting educational programs 
and initiatives to ensure that the theater is 
accessible to the entire community.

Transitions through the years
Located at 14 Castle St. in downtown Great 

Barrington, the Mahaiwe originally opened in 
September 1905, and is one of the oldest sur-
viving theaters in the country. In its early years, 
the theater presented touring vaudeville acts 
and performers such as John Philip Sousa. It 

became a movie theater 
in the  1930s.

By the later part of 
20th century, the the-
ater was struggling. 

When it was threatened with closure by the 
movie chain that owned it, the community 
rallied to save the theater.

As an outgrowth of that effort, the Ma-
haiwe Performing Arts Center was formed as 
a nonprofit organization in 2002. It acquired 
the theater and began the initial stages of 
laying the groundwork for its renovation 
and revitalization.

It launched its first six-month presenting 
season with a Centennial Celebration in May 
2005. The theater was then temporarily closed 
to complete its restoration, at a cost of over 
$9 million, and it reopened on a permanent 
year-round basis in 2006.

The 680-seat Mahaiwe Performing Arts 

Mahaiwe marks 
10th year with 
final phase of 
capital campaign
$500k challenge grant 
gives boost to community-
based fund-raising effort

Beryl Jolly, executive director of the Mahaiwe Performing Arts Center, says the nonprofit cultural venue is making progress toward raising the final $250,000 in a 
three-year, $2.2 million capital campaign. A challenge grant from an anonymous donor will add $500,000 to the total if the goal is reached by Sept. 1 .

“We’ll be looking at taking 
the Mahaiwe to the next 

level of excellence.”
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Center presents a wide variety of program-
ming, including live music, dance and theater, 
as well as classic films, live HD broadcasts 
of opera and other events. In addition to its 
own programming, the venue is also used by 
other organizations for events.

It is also the site of arts education pro-
grams, including school-time performances 
and residencies that have served over 12,000 
students from 35 schools.

Jolly said 50 percent of the theater’s operat-
ing budget is covered by earned income and 
the other 50 percent from contributions and 
grants. The Mahaiwe generates in excess of 
$1 million in ticket revenue from 150 events 
each year. Jolly said performances typically 
reach at least 80-percent capacity.

Keys to success
Restoration projects like the Mahaiwe are 

ambitious, but also risky. Jolly attributed the 
Mahaiwe’s success in its first 10 years to a 
combination of factors.

“We have an excellent staff and board,” 
said Jolly, who has been with the organization 
since the theater opened in 2005. “That’s vital 
to the success of any organization.”

She said the theater has also gained audi-
ence acceptance due to its programming 
philosophy and community orientation. “We 
focus on a combination of quality, diversity 
and accessibility,” she said. “While we bring 
in a broad range of performers, we try to focus 
on those who are at the top of their game.”

She noted that accessibility to a wide range 
of audiences is also a priority. The ticket 
prices for specific shows are largely deter-
mined by the cost of individual performers, 
and can fluctuate greatly, but the organization 
keeps them as low as possible, said Jolly.

“We’re always very mindful of ticket 
prices, and we want to keep them as afford-
able as we can, “she said. “And for almost 
every show, we have tickets available in the 
balcony for $20 to $30. We also have special 
programming with that in mind. For example, 
we have an upcoming special performance 

by [prominent dance company] Paul Taylor 
for $20 per family.” (That event is slated for 
July 12 at 2 p.m.)

Jolly said they also meet the challenge 
of operating a year-round theater in the 
Berkshires – where the seasonal fluctuations 
of weather and potential audiences varies 
greatly – by carefully adapting the program-
ming. “We look at it month-to-month,” she 
said, “You look at the scale in February 
compared to July, and plan accordingly.”

Structurally, she said, the Mahaiwe is in 
good shape, although they have to plan for 
ongoing maintenance of the old building.

“The last 10 years has been an exciting jour-
ney,” she said. “We’ve received tremendous 
community support. And we’re a theater in a 
small rural town that has become a regional 
destination that attracts audiences from the 
larger region, with people coming to the Ma-
haiwe from New York and Connecticut.”◆

LEE – FIRST TIME OFFERED
Unique parcel with 3 buildings on Railroad 
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generations, the two original buildings date 
from 1865. Mixed-use building is 4,200+ 
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off-street parking, natural gas heat. A one-
of-a-kind offering! $624,900. R2517
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PITTSFIELD OPPORTUNITY
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for me was five years. So, the announcement 
of my plan to retire at the end of the year 
came as no surprise to them, and it gave them 
plenty of time to put together a well laid out 
plan for this transition.”

That transition will take place gradually 
over the coming months, with the first step 
involving a nationwide search for Sperling’s 
successor.

Overseeing that process is a search com-
mittee headed by longtime board member 
and former chair Sheila LaBarbera and 
facilitated by the national search firm D. 
Hilton & Associates. Sperling noted that the 
search will evaluate candidates from within 
the credit union, as well as local and national 
candidates. “The internal candidates will be 
given the same considerations as those from 
outside Greylock,” she said.

As there is no set timetable for comple-
tion of that search process, Sperling said her 
official departure date will remain flexible 
to accommodate a brief cross-over period 
between her and her successor. “Once the 
appointed CEO is in place, I will still be here 
for a short period of time to ensure a smooth 
change of leadership,” she said.

Different circumstances
That arrangement stands in pointed con-

trast to Sperling’s own unanticipated ascen-
sion to CEO five years earlier, when a series 
of events unfolded in dramatic fashion over 
the course of several weeks.

“This kind of transition that we are doing 
now is definitely the preferred approach,” 
she commented.

In June 2010, longtime Greylock CEO 
Angelo Stracuzzi resigned following revela-
tion of a criminal assault conviction in Maine 
several years earlier and a related series of 
improprieties that came to light regarding 
supervision of Stracuzzi’s probation by a 
member of Greylock’s board at the time 
(who also resigned).

While this situation had all the markings 
of a full-blown scandal and public relations 
crisis for the credit union, one aspect that 
caused little immediate concern for Grey-
lock’s board was how to fill the leadership 
vacuum created by Stracuzzi’s abrupt depar-
ture. After accepting Stracuzzi’s resignation, 
the board immediately tapped Sperling to 
serve as interim CEO.

That position, however, proved to be 
short-term. Within a few weeks, the board 
announced that Sperling would be elevated 
to the top post on a permanent basis, citing 
her unique qualifications and extensive 
experience with the institution, as well as 
her existing working relationship with Grey-
lock’s management and staff.

At that time, Sperling had already com-
piled a 25-year tenure at Greylock Federal. 
Prior to that were 10 years at Berkshire Bank 
& Trust, where she started as a teller fresh 
out of high school and moved through posi-
tions of higher responsibility before joining 

Greylock (then Pittsfield GE Employees 
Credit Union) in 1985.

At Greylock she held a wide range of 
positions in loan supervision, mortgage 
lending, and all aspects of customer sales 
and service. Her career 
progression reached 
a milestone in 2003 
when she became the 
first woman to serve as 
senior vice president at 
Greylock, responsible 
for the credit union’s 
entire branch network, 
among other duties.

Having cracked the 
glass ceiling at that level, Sperling said she 
did not necessarily anticipate an opportunity 
to rise to the top post. “I did not envision 
myself as next in line,” she commented in a 
2010 BT&C story following her ascension 
to CEO.

Despite the abrupt circumstances involved, 
Sperling at that time described herself as both 
comfortable and confident in her new posi-
tion. “I don’t see my job as having changed 
that much,” she commented in the 2010 

story. “Having been 
here for 25 years makes 
a big difference. I know 
every nook and cranny 
in this place.”

Five years later, 
those nooks and cran-
nies have grown all 
the more familiar to 
Sperling, as have the 
top-to-bottom work-

ings of the institution she oversees.
That stems in part from what she described 

as her inclusive management style. “I’m a 
collaborative leader,” she said. “I update and 
meet regularly not only with the management 
team, but also with our employees throughout 
the credit union. I believe that keeping the 
staff fully informed on the direction we’re 
going helps them to understand and contrib-
ute to the process.”

Early challenges as CEO
That management approach was especially 

important in her early days as CEO, when the 
circumstances of her predecessor’s departure 
were still fresh in the public’s mind, but also 
when other challenges were taking shape 
that could more directly impact the credit 
union’s performance.

Those challenges included the national 
recession which, while technically over in 
2009 by economists’ standards, was just 
starting to be felt locally a year after that. 
“The bad economy didn’t really hit Berkshire 
County until 2010,” said Sperling.

“Prior to my ascension to CEO, we were in 
a growth mode where we had put up some new 
branches strategically,” Sperling recalled. 
“To do that meant dipping into our capital 
[reserves], but we felt we had to extend our 
reach in our market.”

While expanding Greylock Federal’s 
footprint was important to the credit union’s 
ability to grow and serve its members, the 
cost of that expansion and the convergence 
of an economic downturn created a more 
challenging management dynamic for the 
newly appointed CEO.

“When the bad economy hit in 2010, our 
big focus was on loan quality,” Sperling 
said, noting that the need to reduce the po-
tential for losses became a higher priority 
not just for Greylock but for most financial 
institutions.

“One of the things I put together was a 
more enhanced risk management function,” 
said Sperling. “That included hiring a risk 
management specialist, Paul Marchetti, to 
analyze data and anticipate the risk rather 
than respond to it afterward.”

Through this risk management function, 
she said, the credit union was able to more 
accurately project loan losses, ensure that 
ample reserves were maintained, and imple-
ment prudent internal controls.

“No one likes to put resources into this 
kind of thing,” Sperling commented. “But 
it’s a necessary part of this industry, and it’s 
the direction that things are heading where 
[regulators] want to see proactive risk man-
agement.”

In implementing these and other measures 
early in her tenure as CEO, Sperling said her 
established relationship with Greylock’s top 
management and her collaborative approach 
to working with them made an important 
difference. “It was a time when I needed 
everyone’s buy-in on the direction we were 
going,” she said. “We set some focused long-
term goals, and all of us worked doggedly 
to make this happen.”

What happened, in essence, is that Grey-
lock’s financial performance continued to 
improve even as the effects of the economic 
downturn continued to be felt. For 2014, the 
credit union posted net income of $5.4 mil-
lion, with assets in excess of $1.07 billion, 
$837 million in total loans and $960 million in 
total deposits. Its capital ratio grew from 8.76 
percent in 2013 to 9.4 percent in 2014.

“I feel that, over the past five years, 
Greylock has become a much stronger orga-
nization,” said Sperling. “Our capital is the 
strongest it has been in 14 years.”

Field of membership
While Sperling will end her tenure with 

the credit union on solid financial ground, 
she noted that there are both challenges and 
opportunities lying ahead in terms of Grey-
lock Federal’s continued growth.

Among those challenges are the current 
limitations of the credit union’s field of 
membership criteria, and the high level of 
membership it has already achieved within 
those criteria.

As outlined in its federal charter, member-
ship in the credit union is open to anyone 
living, working, worshiping or going to 
school within Berkshire County. Sperling 
noted that the population in Berkshire County 
is at about 130,000 and shrinking, and that 
the credit union is already at a 60-percent 
saturation within its available field of mem-
bership. “That presents a challenge for us in 

Long career at Greylock
continued from page 1
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Marilyn Sperling says the process of recruiting her successor at Greylock Federal is vastly different from the 
circumstances that led to her ascension to CEO five years ago following the resignation of former CEO Angelo 
Stracuzzi. “This kind of transition we are doing now is definitely the preferred approach,” she notes.

“I’m a collaborative 
leader,” Sperling said. “I 
believe that keeping the 

staff fully informed on the 
direction we’re going helps 

them to understand and 
contribute to the process.”
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terms of how we can continue to grow our 
membership,” she said.

Some recent developments may allow 
for incremental stretching of the field of 
membership limitations.

Sperling noted that Greylock has received 
a Low Income Designation (LID) from the 
National Credit Union Association, which 
was based on analysis showing that more 
than half of Greylock’s members live in 
areas designated as low income by federal 
standards.

The credit union also has been certified 
by the U.S. Treasury Department’s Com-
munity Development Financial Institutions 
(CDFI) Fund, which allows Greylock to 
expand services addressing the needs of 
low to moderate income families. “We are 
the first credit union in Massachusetts to get 
this certification,” said Sperling.

She explained that, among other things, 
these designations allow the credit union to 
apply for federal grant funds that can be used 
toward programs and initiatives aimed at 
better serving the needs of low to moderate 
income families in the region. That includes 
some ability to take on members outside the 
existing criteria who would benefit from the 
programs and initiatives.

“Through these designations, federal agen-
cies are providing credit unions with more 
tools to help meet the needs of families facing 
tough economic times,” Sperling said.

She noted, for example, that Greylock 
Federal plans to submit a grant proposal 
this fall for a program that would focus on 
enhanced financial literacy for this sector of 
the population. “I think it’s something that’s 
truly needed,” she said.

On a broader basis, Sperling said she has 
been actively lobbying, along with others in 
the credit union industry, for some reform 
of field-of-memberships regulations. That 
included a trip earlier this year to Washing-
ton, D.C., where she and other credit union 
CEOs and board members of the National 
Credit Union Administration discussed their 
concerns about field-of-membership rules.

“I shared our story about our [LID and 
CDFI] designations, and how we are boxed 
in in terms of our field of membership,” 
she said.

Sperling noted that credit unions such as 
Greylock Federal are currently limited to 
serving members within a specific geographic 
market, known as a Metropolitan Statistical 
Area, or MSA. There are some 380 MSAs 
nationwide, and they vary widely in terms of 
population from as high as 19 million to as low 
as 45,000. Sperling noted that the Berkshire 
County MSA that Greylock serves is at the 
low end of that spectrum. “We are number 
330 in terms of population,” she said.

The implications of this are that credit 
unions in the larger MSAs have much larger 
fields of membership to draw on compared to 
those in the MSAs with much lower popula-

tion density. “Our basic question is: ‘Where 
is the fairness in that?’” said Sperling.

The relief that Greylock Federal someday 
hopes to receive from these limitations and 
inequities is relatively modest, according to 
Sperling. She explained that she would like 
to see the credit union’s field of membership 
extended to contiguous 
communities around 
Berkshire County.

“There is a ‘do-
nut’ around Berkshire 
County that is made 
up of hilltowns and 
smaller communities 
that are outside of our 
field of membership,” 
she said. “But many 
people [in these communities] do business 
in Berkshire County, and there is a common 
bond.”

In Sperling’s view, an adjustment that 
would allow Greylock Federal to serve 
these contiguous communities – especially 
though the programs related to low and 
moderate income families – would seem to 
make sense.

“I feel we’re going to see some field-of-
membership reform in the coming year or 
two,” she said, noting that any such reform 
will come under the watch of whoever suc-
ceeds her as CEO.

Role as mentor
Having positioned the credit union for 

a smooth transition to new leadership, 
Sperling has also played a role in ensuring 
that women as well as men are given equal 
consideration for that and other top manage-
ment positions.

In addition to the glass ceilings she has 
broken through on her own rise to CEO, 
Sperling said she takes pride in her long-time 
role as a mentor to other women at the credit 
union and in other local business circles.

“My story here at Greylock is my legacy,” 
she commented, noting her steady encour-

agement of other women along their own 
career paths. “I hope that what I’ve done here 
inspires others to learn all they can about the 
business that they’re in. It will help them to 
grow professionally and become the ‘answer 
grapes’ – the go-to person.”

Looking back to earlier stages in her own 
career path, Sperling 
noted that there were 
times when she ques-
tioned how she was 
handling the balancing 
act between family and 
professional life.

“When I was young-
er, I was a single moth-
er,” she said. “I remem-
ber one time going to 

our pediatrician and asking, ‘How do you 
get rid of mother’s guilt?’ He said, ‘Marilyn, 
you’re setting a good example for your son.’ 
I carried that thought with me and recognized 
the truth in that.”

And, in addition to applying that to her 
home life, she said she also strove to set an 
example for other women in their efforts 
to balance their personal and professional 
lives.

With her own professional career now 
drawing to a close, Sperling said she is deeply 
gratified to have had the opportunity to lead 
the institution that she has been a part of for 
three decades.

“It has been the most rewarding five years 
of my whole career,” she said. “I felt like I 
made a difference not only at Greylock, but 
in the community.”

When asked – given the satisfaction she 
has gained from this last stage in her career 
– if there had been any wavering in her re-
solve to stick to the retirement time line that 
she and her husband had targeted, Sperling 
responded with a decisive “No, not at all” 
and a laugh.

“We both live very hectic lives,” she added. 
“It will be nice to smash that alarm clock and 
live on our own schedule.”◆

“I feel we’re going to see 
some field-of-membership 

reform in the coming year or 
two,” she said, noting that 
any such reform will come 
under the watch of whoever 

succeeds her as CEO.
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A LMOST 10 YEARS IN as chef and co-owner of CafeADAM, and Adam Zieminski has 
only one complaint: he can’t �nd anything to complain about. “�e Berkshires are 
a great place to set up shop if you’re a chef,” he says. “It’s such a rich community of 

restaurants and farms and there’s a strong relationship with the customers. We all learn from 
each other and share a mutual respect.”

Zieminski and his wife Sylwia Orczykowska established their Great Barrington restaurant 
in 2006, taking over the space where Zieminski’s parents had run a bakery called Sweet 
Peas. Since then, Zieminski says, “We’ve grown up a little bit!” Two years ago, in order to 
accommodate a growing customer base, they moved into their current location in the Jenifer 
House Commons, where they have been able to spread out and make the space their own, 
with 85 seats and a full bar.
 
In true Berkshire fashion, CafeADAM combines worldly sophistication with a cozy a�ec-

tion for the local. Zieminski, who grew up 
in Housatonic, says he made a conscious 
decision to become a chef at age 13, and 
has always been drawn to stay in the Berk-
shires. With training in French and Italian 
cuisine and cooking experience in the UK, 
the chef says that his style may be “hard 
to nail down,” but he and Sylwia have 
dubbed it “modern European,” leaving 
themselves the �exibility to plate avant-
garde dishes and respond to the seasonality 
of local ingredients.

Looking at the food scene now, compared 
to when he was young, he says, “It’s almost 
night and day. When I was growing up 
there was not as much information out 
there and there was very little transparency 
in the supply chain. �e education wasn’t 
there, either.” Since then, he says, there’s 
been a great “progressive change.” He 

points to Bizalion’s imported olive oil, the proliferation of local cheese, meat, and preserved 
things, local breweries, Berkshire Mountain Distillers, and our local vegetable farms. “It’s 
great to be able to showcase all these great products and have people appreciate them.”

In the summer, Zieminski likes to let the ingredients speak for themselves. “�e local farms 
are at their peak, and everything is so fresh it’s like a Garden of Eden. We do a lot more 
chilled foods, raw food. We’re serving ceviche, raw oysters, steak tartar, quick-seared �sh. 
Very light, easy-to-digest dishes, with crisp white wines and rosés. It’s my favorite kind of 
cuisine.” 

Zieminski may be a master foodie, but this is one chef who knows it’s not all about food. 
He sees CafeADAM as part of a bigger movement focused on developing the Berkshires in 
a way that shares our common wealth, preserves our iconic New England charm, but also 
stays modern. “It comes down to the farms, small cafes, restaurants, mom & pop stores, 
craftspeople, artists, landscapers, and service providers that are native grown. It takes people 
that are savvy and unique programs like BerkShares. When you look at the big picture in the 
world—between politics and war and where money is going–it’s a privilege and it’s liberat-
ing to have our own currency. It’s an action when you use BerkShares. It’s an instant way to 
not feel helpless; to do something that makes a di�erence. It’s like voting.”

CafeADAM (413) 528 7786
420 Stockbridge Rd. (Rte 7) Gt. Barrington, MA

Over $115 Million in 
Commercial & Residential  

Sales over a 27 Year Career

BaRB DaviS-HaSSan,CCiM
BROkeR/OwneR

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

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

for sale – pittsfield
real estate only – $139,900

Long-term tenant in place. 2nd floor apartment needs 
to be finished. 3-phase electric, two gas boilers, 
new vinyl siding, off-street parking. (4075B)

reduced

for sale – pittsfield
$699,900 

South Street building with over 18,000 sq. ft. on four 
floors plus partial basement. Parking lot in rear holds 
42 vehicles. Full commercial kitchen, lots of office 
space. Large open auditorium with 20’ ceilings. 
Contact Barb for more details (4074B)

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

6.7-acre commercial site
route 7 – lanesboro

Six buildings ranging from 500 to 6,000 sq. ft., 
totaling over 15,000 sq. ft. of space. Offered at 
$1,429,900 combined, or at $1,100,000 for five 
buildings on 5 acres, and  $375,000 for one 2,800 
sq. ft. building on 1.59 acres.See MLS 211309 
and 211308 at barbhassanrealty.com for more 
details.(4068B)

reduced

real estate
the place for
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By John Townes
Like many other businesses and profes-

sions, travel agencies have gone through 
major upheavals, with the increasing domi-
nance of the Internet and other technological 
and economic changes.

Not very long ago, travel agencies were a 
common sight, and were a staple for people 
who were buying airline tickets, or seeking 
expertise and recommendations and reser-
vations for hotels, group tours, cruises and 
business trips.

However, rather than call or visit their 
local travel agent, today’s travelers are more 
likely to turn to their computers or mobile 
devices and head for mega-sites like Price-
line or Expedia to research their trips online, 
and purchase tickets and rooms. They also 
visit the websites of destinations directly for 
information and reservations.

As a result, the familiar traditional office-
based travel agency has become an increas-
ingly rare sight, leading to the perception 
among some people that travel agencies may 
join other business on the endangered species 
list in the age of Internet commerce.

Nevertheless, Rhonda Serre of Pittsfield 
was bullish enough about the profession to 
recently open a new travel agency, Wow 
Moments World Travel.

Serre acknowledged that the proliferation 
of Internet travel sites, combined with the 
recession and other changes, have prompted 
the demise of many travel agencies.

“The sheer volume of travel information 
available online has made it difficult for some 
traditional brick and mortar travel agencies 
to compete,” she said.

She emphasized, however, that the indus-
try has survived, and travel agents continue 
to have a vital role. In fact, she added, the 
profession is on an upswing.

“Despite the massive ad campaigns on the 
Internet, and the visibility of these mega-
travel sites, travel agencies are alive and well 
and thriving,” she said. “Last year, many 
agencies had their best year ever.”

Serre, who opened Wow Moments World 
Travel last October, said the industry has 
adapted by updating their business models 
while continuing to offer their traditional 
core services. Her website – www.Wow-
WorldTravel.com – describes her business 
as “Travel Agency 2.0.”

She explained that the new generations of 
travel agencies combine service and expertise 
with modern tools and resources, including 
the Internet. “Today’s travel agents are able 
to offer the best of both worlds,” she said. 
“There is so much noise and clutter to weed 
through on the Internet that savvy travelers 
still recognize the value of advisors who can 

make sense of the chaos. And travel agents 
can also usually match or beat the prices of 
the large online travel sites.”

For Serre, the opening of Wow Moments 
World Travel (844-366-4598) is a return to 
her roots. She grew up in a family that was 
heavily oriented to travel, and when she was 
young, she helped her grandmother operate 
a travel business, Kay’s Cruises.

As a young adult, Serre worked in the 
travel industry, before changing course and 
pursuing a career in government and the 
nonprofit sector. She worked on the staff of 
former Congressman John Olver, and as an 
executive at the MassDevelopment agency. 
She also worked as a teacher in the Pittsfield 
public schools.

Several years ago, she decided to return 
to the travel industry. Before starting her 
own agency, she worked for travel firms 
in New York City and telecommuted from 
Pittsfield.

When preparing to launch Wow Moments, 
she worked with the Berkshire regional office 
of the Massachusetts Small Business Devel-
opment Center to build the business plan, 
financial models, and budget guidelines.

She said the name of her agency is based on 
a family tradition. “We’d regularly send each 
other notes with pictures and descriptions of 
unusual things we saw or experienced,” she 
said. “We called them ‘Wow Moments.’”

Changes in industry
Serre noted that there have been fundamen-

tal changes in the role of travel agents.
“It used to be that you’d go a travel agent 

for anything related to travel,” she said. “But, 
now, a travel agent is more of an advisor 
and specialist.”

For example, travel agencies were once the 
primary source of airline tickets. Commis-
sions on those sales were a basic source of 
income for agencies. However, that changed 
in the 1990s as airlines cut commissions, and 
the responsibility for making reservations and 
purchasing tickets was increasingly shifted 
directly to consumers.

“It used to be that you had to go to a 
travel agent when you wanted to purchase 
an airline ticket,” Serre said. “But that’s no 
longer the case. Now 
the customer can get 
tickets on their own.”

This shift was inten-
sified by the growth of 
online travel sites such as Priceline, which 
created a market for direct ticket purchasing, 
as well as reservations for hotels, rental cars 
and other related services. It also led to a trend 
toward do-it-yourself sleuthing for bargain 
fares and special offers.

Agencies adapted in varying ways. They 
placed more emphasis on commissions 
from other sources, such as tour packages 
and hotels and resorts. Some also initiated 
service fees.

Serre believes that, ultimately, the loss 
of airline ticketing as a primary activity has 
been beneficial.

“From an agent’s perspective, it’s just as 
well that we no longer do that,” she said. 
“Now we concentrate more on offering 
expertise and other services.”

While there are still large agencies, and 
travel agents who work on salary, Wow Mo-
ments also represents a growing trend toward 
independent home-based travel agents who 
earn their income primarily on commissions 
paid by hotels, resorts, cruise lines and other 
destinations and services.

Wow Moments might be described as 
a hybrid between a traditional local travel 
agency and a contemporary business that 
utilizes the Internet and other technology, and 
works in a wider geographic market.

Serre is licensed to do business throughout 

the continental U.S., while also offering in-
person services to local customers. Serre said 
her initial customers have been about evenly 
divided between Berkshire County clients 
and those who are outside of the region.

“I use the Internet for research, to promote 
the business and to communicate with cli-
ents,” she said. “But, while we have an online 
delivery system, it’s not an online business. 
An agency like ours is still based on direct 
personal service and relationships.”

Serre, who operates the business out of her 
home, explained that she is foregoing many 
of the expenses of having a brick-and-mortar 
office, such as rent and utilities, and invests 
those savings in technologies and partner-
ships that enable her to operate efficiently 
and offer savings to customers.

“Flexibility and accessibility are key to 
meeting today’s traveler’s needs,” she said. 
“The business is wherever you need it to be. 
I can just as easily meet you for coffee if 
you’re local or set up a webinar conference 
if you are further away.”

Serre noted that another benefit of working 
with a travel agent is dealing with unforeseen 
emergencies or complications.

“If you’re traveling on your own and miss 
a connection, it can be very lonely in the 
airport,” she said. “Rather than standing in 
a long line to book another flight, they can 
call me, and I’ll often be able to take care of 
it right away, and get them on their way.”

Specific niches
In addition to the physical and technologi-

cal changes in the industry, Serre said that 
her business also reflects another trend in 
the profession.

Rather than being all things to all people, 
the new generation of agencies are often 
highly specialized, she explained.

“Many travel agencies today are operating 
on more of a micro-level by targeting specific 
niches,” she said.

In line with that strategy, she is focusing 
primarily on three segments of the market: 
corporate travel, the entertainment industry, 
and weddings and other group trips. She 
also handles other types of travel, but those 

are the areas she is 
emphasizing.

“I am concentrat-
ing on the markets 
that reflect my own 

background, and the segments of the market 
that I have worked in and am familiar with,” 
she said.

Serre, who has an MBA from the Univer-
sity of Massachusetts, explained that she is 
utilizing her background and knowledge 
of business to develop a niche in corporate 
travel. That includes handling the purchase 
of airline tickets, and arranging itineraries 
and other aspects of business trips.

“There’s a growing market for outsourcing 
the planning of corporate travel,” she said. 
“Businesses don’t want to have their staff 
taking a lot of time going on Priceline to find 
the best deals. It’s easier and more efficient 
for them to email a travel agent and have us 
make the arrangements.”

She noted that major travel agencies do 
that for large corporations. “I’m focusing on 
offering the same type of services for small 
businesses,” she said. “A company can give 
me the parameters, and I can take care of 
everything for them.”

She added that her emphasis on personal 
service also means dealing with special 
circumstances.

As an example, she recalled working 
late on Dec. 31 to help a small business ar-
range to attend a trade show and process the 
transaction before the end of the fiscal year. 

continued on next page

IndusTRY issues

While today’s technology has diminished the prominent role once played by local travel agencies, Rhonda 
Serre believes there is still value to be delivered through the services of a professional travel agent. She 
has backed that belief with the formation of her own Pittsfield agency, Wow Moments World Travel.

Travel agent’s role 
remains relevant in 
today’s technology
wow Moments owner describes 
business as ‘Travel Agency 2.0’

“There’s a growing market 
for outsourcing the planning 

of corporate travel.”

SpEcialiStS in rESidEntial Moving & warEHouSing. 
locally & worldwidE.

Proudly serving the berkshires for over 90 years.
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visit our website at www.castinemovers.com

icc mc73444
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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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Tools oF THe TRade

Strategic partnership 
can make difference 
for small businesses

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

By deB waTson
“United we stand, divided we fall.” 

Though not usually cited in reference to 
small businesses, it nonetheless applies. 
Small businesses need to stick together and 
help each other.

Most are familiar with different types of 
Leads groups, especially those who maintain 
a member’s exclusivity in a specifi c niche 
within their industry, like BNI, for example. 
But there’s another approach that is under-
utilized and can be incredibly effective: 
marketing with your strategic partners.

What are strategic partners? As Wikipedia 
describes it: “Typically two companies form 
a strategic partnership when each possesses 
one or more business assets that will help the 
other, but that each respective other does not 
wish to develop internally.”

This is actually how Business Marketplace 
got off the ground almost 25 years ago in Den-
ver. I had a bookkeeping service, a graphic 
designer, a printer, and a public relations 
person working with me to fi nd a way to 
pool our resources and fi nd new customers. 
None of us were competition for the others. 
Here’s how it can work:

One or many – You can market with one or 
more strategic partners. The important thing 
is that there is exclusivity of industry niches 
(unless agreed upon in advance). And all 
partners must be committed to each other.

Trust – You must trust each other, it’s 
absolutely imperative. If you’re going to 
be marketing to other people or businesses 
together, you must trust that the quality of 
product or service your partners offer is of 
the same high quality as yours, and that they 
will treat the customers as you would. The 
Golden Rule applies here, too.

Exclusivity – It is most effective if 
partners agree to exclusivity. When you 
begin a joint marketing campaign, it is very 
possible that you will speak with someone 
who not only needs what you offer but also 
your partner’s product or service. You must 
make a commitment to only refer prospects 
to your strategic partners, even if you know 
(and like) others in the same business. If the 
others you know are better, you should be 
partners with them instead!

Sharing – All partners must agree to share 
their databases of customers and prospects. 
There are ways to keep your list private from 
the other partners. But it should not just be 
one company’s database, unless it’s agreed 
upon up-front. It’s important that all partners 
are equally invested, to the extent they can. 
A more established business will likely have 
more contacts than a start-up.

Financial stake – All Partners should be 
fi nancially invested equally, unless otherwise 
agreed upon. The last thing you need is an 

placemaRKeT

“I knew that making that end-of-year deadline 
would have a positive impact on the busi-
ness’s cash fl ow,” she said.

Serre is also focusing on the entertainment 
market, which she worked with in her previ-
ous travel positions. That includes making 
arrangements for performers on tours, as 
well as arranging for cultural conferences 
or other events that involve travel.

“It can mean helping make plans for per-
formers who are traveling out of the area, or 
bringing outside people here,” she said.

Her third area of specialty includes arrang-
ing weddings and other group trips.

Those jobs have included helping a large 
church group from South Carolina arrange 
a Caribbean cruise. Other examples include 
arranging a weekend gathering for a group 
of friends in New York, and birthday celebra-
tions in Cancun, among others.

Her initial focus for weddings has been ar-
ranging them in other areas, including Hawaii. 
These are also known as destination weddings, 
in which the couple chooses a location or vaca-
tion setting away from where they live.

“With those weddings, it’s a combination 
of serving as a travel agent and wedding plan-
ner,” she said. “They require getting the wed-
ding guests to the destination from various 
locations, and making the arrangements for 
accommodations while they are there. I can 
also help plan the wedding itself, including 
booking a facility and handling details like 
food and fi nding a photographer.”

Finding deals
One of the perceived selling points of the 

online travel sites is the ability to fi nd special 
deals on airline tickets, hotel rooms and other 
expenses. Travelers often spend time and effort 
looking for the lowest prices available.

This has been benefi cial to consumers, 
Serre noted. “The Internet has brought 
public awareness to the fact that there are 
variations in rates, and they can save you 
money,” she said.

However, she added, the do-it-yourself 
approach is not necessarily the least ex-
pensive. Online deals may also come with 
limitations or conditions that are less than 
desirable, because they are the lowest prior-
ity of customer.

On the other hand, she said, travel agents 

argument, with one party saying, “Well, I 
paid more money than you did, so I get to 
have my way.” Like any good partnership, 
it must be balanced and fair.

Marketing – Determine the best marketing 
campaign for all concerned. What works for 
one company may not work for another. I 
recommend having a meeting to put together 
a marketing plan for the strategic partnership, 
determining your goals, who you will try 
to reach, and with what specifi c marketing 
activities.

For example, strategic partners going in 
together on an expo booth can help divide 
the expense and increase the presence and 
personnel at these events. You should agree on 
the decorating theme and even how you will 
all dress so that you complement each other. 
I recommend having an incentive that can be 
used for any/all companies represented in the 
booth. Here are some things to consider:

• Come up with an over-all theme that 
includes the various partners so that visi-
tors understand why you’re all in the booth 
together.

• All who are in the booth need to be able 
to at least speak about the other partners, 
keeping a prospect engaged until you can 
turn the prospect over to the person who can 
give them more details.

• Don’t have too many people in the booth. 
There won’t be any room for prospects, and, 
if it is too crowded, people will walk past 
you.

• Make sure you have marketing materials 
representing all partners, and all of a high 
quality. You don’t want one person having a 
beautiful, glossy brochure and another having 
fl yers copied onto colored paper.

Another marketing activity for strategic 
partners to share is a direct mail campaigns. 
Marketing collateral materials (postcards, 
brochures, newsletters, etc.) can be effec-
tive if you can tie the strategic partners 
together. For example, if you’re a wedding 
planner, it would make sense if you share 
info on a wedding dress store and a tuxedo 
shop together.

role of travel agencies
continued from previous page

generally work with bookings that are also 
less expensive, but are on an equal footing 
as customers who pay standard prices.

“We can generally match the prices you’d 
get online from the goliath travel websites,” 
she said. “One reason for that is they are still 
offering retail prices, while travel agents work 
in the wholesale market.”

She explained that agencies such as hers 
are members of industry consortiums, which 
purchase blocks of rooms in volume on a 
wholesale basis. This allows agents to offer 
them at a lower price. She added that com-
missions on sales are paid by the properties, 
not the customer.

“In the present environment, people often 
think you have to choose between price and 
service,” she said. “But that’s not the case, if 
you know what you are doing. That’s where 
a professional travel agent comes in. We 
can offer objective assessments. If someone 
thinks they have found a good deal online, 
I’m happy to look at it and offer an honest 
opinion. If I think it really is a good deal, 
I’ll tell them to go ahead and take it. But if I 
see a problem, or know that something better 
is available, I’ll let them know that, and let 
them make their own decision.”◆

Strategic partners can also collaborate 
on an open house event. For example, if 
a new restaurant is having an open house, 
and they carry specifi c beers, wines, baked 
goods, etc., representatives from the various 
products would be good partners to have on 
site. A wedding venue’s open house might 
also have a fl orist, string quartet or caterer 
present.

Participation in seminars and presentations 
can also work for strategic partners. I have 
had times when I was presenting to a chamber 
of commerce about marketing topics, and 
then had strategic partners speak about the 
specifi c areas of sales and graphic design 
principles. It all tied together.

Strategic partnerships do not necessarily 
require active marketing together. Remem-
ber that these relationships, if they are good 
ones, will prove their worth by providing 
the most effective referrals. And we all need 
good referrals!◆
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New land trust model
continued from page 1

Best said this has a great deal of potential 
for meeting a variety of social, economic 
and environmental needs that might be 
overlooked or actively hindered by high real 
estate values, pressures of sprawl and other 
market forces.

“The goal is to provide sites for projects 
that address community essentials, such as 
affordable and mixed-income housing, food 
security and locally oriented businesses that 

provide jobs with livable wages,” she said. 
She noted that the land trusts could also work 
in conjunction with governments and other 
organizations to provide land resources for 
projects.

CLTSB was established in 1980 by Susan 
Witt and the late Bob Swann.

They were also founders of the E.F. 
Schumacher Society, which is now the 
Schumacher Center for a New Economics, 
an organization that develops strategies 
and promotes sustainable, locally oriented 
economic systems. Among other projects, 
the Schumacher Center developed the Berk-
Shares local currency in 2006.

The land trust was started with 10 acres 
off Jug End Road in Egremont, where four 
houses were built, and where the Schumacher 
Center’s offices and library are also located. 
Residents own the structures, but the land is 
owned and leased to them by the trust. This 
provides continuity of use over time.

The land trust subsequently led the devel-
opment of Forest Row, a development of 18 
homes clustered on 21 acres of community-
owned land in Great Barrington. In 1998, 
CLTSB purchased 17 acres at Indian Line 
Farm, the first community supported agricul-
ture (CSA) venture in the nation, and leases 
that back to the farming operation there.

Best, who is also on the staff of the 
Schumacher Center as its community land 
trust program director, said that the current 
initiative is intended to expand to support 
more of those types of activity.

It is focused on Berkshire County, but 
is intended to serve as a model that can be 
replicated throughout the United States and 
in other countries, she added.

Two-tiered strategy
In order to accomplish this, CLTSB is 

currently reinventing itself and splitting into 
two separate but related organizations.

Best said that CLTSB is taking a two-tiered 
approach that is based on a legal framework 
the IRS created to enable nonprofit organiza-
tions to own for-profit ventures. This structure 
is frequently used by schools, churches and 
other nonprofit organizations that have sepa-
rate holdings that generate income for their 
parent institutions and organizations.

She explained that land trusts did this to 
create a vehicle to acquire land, and develop 
and manage it on a larger scale.

She said CLTSB had to be restructured to 
pursue these goals. “In order to be able to 
encourage donations of money or land, they 
have to be tax-deductible,” she explained.

However, the land trust did not qualify for 
nonprofit status because of the nature of its 
activities. “In order to be tax exempt, a land 
trust has to be focused on either conserva-
tion or providing low-income housing,” she 
explained. “But economic development is 
not considered a charitable, tax-deductible 
activity, so it did not quality for that.”

Its educational role, however, does qualify 
for nonprofit status.

In February CLTSB established a new 
entity, the Berkshire Community Land 
Trust Inc. (BCLT) as a nonprofit educational 
organization. In March 
they filed an application 
to the IRS for BCLT to 
become a 501c3 tax-
exempt organization.

BCLT’s mission is 
to conduct research 
and present educational 
programs and materials about strategic uses 
of land trusts for community development. 
It will also consult and provide technical 
assistance to local land trusts.

In a subsequent step, they are also recon-
stituting the original land trust, which owns 
and manages property, and are submitting an 
application to the IRS for status as a 501c2 
organization.

A 501c2 is a category for ventures or 
investment properties owned by nonprofit 
organizations. They pay taxes and can earn 
a profit like any other business. However, 
they must turn over any profits they earn to 
support the organizations that own them.

If their applications are approved by the 
IRS, the nonprofit BCLT will accept dona-
tions of property, and then transfer the deed 
to the land trust.

“The land trust will be similar to a hold-
ing company,” Best said. “It would own and 
manage the land and could develop the sites. 
Any profit it might earn from projects would 
go back to the educational organization to 
support its activities.”

Once this basic framework is in place, 
Best added, other land trusts could also be 
formed on that basis within local communi-
ties under this umbrella. These might be for 
general purposes, or to receive and oversee 
specific properties.

Best said those land trusts would be 
initiated and operated by members of the 
individual communities. She added that local 
land trusts formed under BCLT would have 
their own management and have a great deal 
of autonomy, within the guidelines of the 
overall organization.

“Ideally, it would be great if this led to a 
Pittsfield Land Trust, a North Adams Land 
Trust and a whole network of them around 
the county,” she said.

This legal structure does not require that the 
land be used for any specific purpose related 
to its nonprofit parent. Nonprofit institutions 
often own businesses or investment proper-
ties that have little or no relationship to their 
core mission.

However, because of the basic mission of 
BCLT, the use of the properties and projects 
managed by the land trusts will be expected 

to be aligned with the 
social and economic 
goals of the parent or-
ganization, said Best.

“Because of the na-
ture of this, and the 
governance system, 
there will be basic 

common goals,” she said. “Also, the donors 
of properties will have their own vision for 
what should be done with it. If they choose 
to donate it to the land trust, that most likely 
means they share the basic goals.”

Meeting variety of needs
Best said that community ownership of 

land makes it possible to allocate land for 
strategic purposes, and target social and 
economic benefits. For example, she said, a 
trust can allocate land to develop commercial 
sites that are designed and priced to reduce 
the cost of facilities for entrepreneurs.

Community ownership of land through 
trusts can also address housing issues, she 
continued.

This, for example, offers an alternative 
to outside investors and absentee landlords 
buying up distressed properties simply as 
investments and either neglecting them or 
gentrifying them. A local land trust can 
acquire these types of property to provide 
appropriate housing that meets the needs of 
the population in perpetuity.

On a larger scale, this structure can also help 
to encourage greater neighborhood diversity. 
Land owned by the trust could be used to 
develop mixed-income housing, to reduce 
the increasing division between upscale areas 
that are unaffordable to many people, and 
lower-income areas where the social problems 
caused by poverty are self-perpetuating.

“It’s not healthy or desirable to warehouse 
the poor in neighborhoods where everyone 
is struggling,” Best said. “And it’s also not 
good for people who are affluent to only be 
around people who are like themselves. One 
solution is to use community-owned land 
to develop neighborhoods with a diverse 
mix of housing.”

Best said that land trusts can also acquire 
farmland that would both provide opportu-
nities for farmers and increase local food 
security.

She noted that programs like the state 
purchase of development rights to preserve 
farmland have limitations that land trusts 
can help to rectify.

“Having farmland under agricultural 
easement does not necessarily mean it is 
accessible to many farmers or contribute to 
regional food security, especially if the own-
ership and use is limited,” she said. “Also, 
housing for farmers and farm workers is not 
as available as it should be.”

Land trusts could acquire farmland, and 
build housing for farmers, and lease it to them 
at an affordable price with conditions such 
as requiring sustainable agriculture practices, 
or specifying that the farm produce food for 
regional consumption.

“It would enable a farmer to earn a good 
income, and it would also preserve the land 
as productive farmland,” she said.

Best emphasized that the initiative is in 
its early stages. She also emphasized that it 
will likely be a long-term process to develop 
to its full potential.

For example, she said, initially they will 
not have the financial resources to buy land. 
Instead, she expects that it will have to rely 
on donations of property.

“This is going to take years to build on,” 
she said. “But it’s important for us to plan 
for the next 100 years, and begin to make 
the investment to ensure that land is avail-
able to meet the needs of our communities 
in the future.”◆

“Ideally, it would be great if 
this led to a Pittsfield Land 
Trust, a North Adams Land 

Trust and a whole network of 
them around the county.”

Real estate

www.EnergeticLandscaping.com

ADAMS - $290,000

Long running sports pub open 7days/
week serving lunch & dinner daily with 
99 person capacity. Price includes real 
estate, liquor license, entertainment 
license, furnishings, all kitchen/cooking 
equipment, & POS system. Outdoor 
patio with additional seating overlooks 
Ashuwillticook Rail Trail. Large parking 
lot plus additional public parking in rear 
of building. Excellent foot traffic.

    98 Summer St.
    Adams, MA 01220

413-743-0450 • 413-446-3226
www.monarchrealty-ma.com

NORTH ADAMS – $345,000

Prime Downtown Location! Circa 1850 
Second Empire Building! 8,000+ sf 
for living & working. Ideal property for 
professional, artist, trendy concerto 
entertaining, health industry, ecommerce, 
ebay, antique dealers & more!

PLAINFIELD – $309,950

Popular establishment with expansive 
bar. Fully updated kitchen, separate 
dining room, recreational room with pool 
table, jukebox, fireplace & dance floor. 
Full lottery & liquor license.

NORTH ADAMS - $139,900

A++ Location! 1,673 sf brick structure 
with garage on .63 acre with frontage 
on Route 8 & South State Street. Abuts 
BRAND NEW Cumberland Farms; across 
from Walmart. Contractors, architects, 
retailers, storage & more!

entrepreneurial
OppOrtunitieS!



21August 2015  Berkshire trAde & CommerCe

commentarysoundIng board
Darcie Sosa is com-
munications lead with 
Friends of St. Mary’s, 
an ad hoc committee 
exploring preservation 
and reuse options for 
the former Catholic 
church in Pittsfi eld.

By darCIe sosa
Some could say, “What is historic and 

worth preserving varies with the beholder, 
but some defi nition is needed.”

To me and the Friends of Saint Mary’s 
ad hoc committee, historic and preserva-
tion simply mean valuable and worth the 
trouble. We and the thousands of people 
who signed a Change.org petition to stop 
the demolition of the former Saint Mary’s 
the Morning Star Church on Tyler Street 
in Pittsfi eld recognize the value that this 
and other former churches, mill buildings 
and historic homes have. These structures 
serve as physical reminders of what once 
was – a tangible piece of a community that 
continues on as generations come and go.

Those of us who love old architecture 
and old buildings know that the tangibility 
of these beautiful, historic and often once-
sacred structures can offer new opportuni-
ties for a community’s future.

We all know the value many business 
owners place on our seasonal tourists and 
second-home owners. People can visit 
many beautiful places in New England 
and upstate New York. Although we offer 
a gorgeous, scenic outdoors, we are not 
unique. What really brings people to the 
Berkshires is the combination of the gor-
geous outdoors, a unique, vibrant cultural 
scene and our beautiful downtowns.

And, unlike the sprawl of the 1980s and 
1990s, where malls were all the attrac-
tions, it seems that downtowns are making 
their way back. Downtown Great Bar-
rington is thriving. Restaurants, offi ces and 
retailers of all kinds occupy the store-
fronts, and the sidewalks are fi lled with 
people visiting all of these. Downtown 
Pittsfi eld has recently taken a chance and 
built the beautiful boutique Hotel on North 
in what was formerly the Besse-Clarke 

department store. Downtown North Adams 
has revived many of the city’s old mills 
and churches into artist housing and into 
what will soon be the largest contemporary 
art museum in the country, MASS MoCA.

Others are able to see the value in preserv-
ing and reusing these historic structures.
But, what is it about 
these buildings that 
inspires and motivates 
people into action? Is it 
the warmth of the ma-
terials, marble, or old 
brick? Is it the feeling 
that others once resided 
inside the walls? That, 
at another time, these 
buildings held activity 
and community? May-
be older buildings are 
just more interesting. 
The different levels, the 
vestiges of other uses, 
the awkward corners, 
the mixtures of styles – 
they’re at least something to talk about.

America’s downtown revivals suggest 
that people like old buildings. Take a trip 
to downtown Northampton, for example, 
where original brick buildings still stand, 
full of apartments and condos, restaurants 
and shops. Historic bank buildings are now 
jewelry stores and Urban Outfi tters. People 
from all walks of life are drawn to the 
downtown fi lled with historic buildings – 
eating, shopping and enjoying performanc-
es. And this happens there every weekend.

Whether the feeling is patriotic, hip, 
warm or reassuring, older architecture 
tends to attract people. Regardless of how 
we actually spend our lives, many of us 
prefer to picture ourselves living around 
old buildings. There’s a term used by 

preservationists – “historic building stock” 
– which refers to a community’s inventory 
of old buildings ready to fulfi ll new uses. 
This term exists because so many of us 
understand the value of these structures.

Google “repurposed churches” and 
you’ll get pages of results from people all 

over the world who 
have realized the ar-
chitectural and acous-
tic value of once reli-
gious structures, and 
have converted them 
into homes, libraries, 
community centers 
and even restaurants 
and breweries. And, 
as the congregations 
continue to shrink 
and more churches 
close their doors, we 
need to think about 
how these buildings 
can still serve the 
neighborhoods they 

are in, and how attractive new occupants 
can breathe new life into these structures.

People who support historic preservation 
also know that, once these buildings are 
gone, they can never come back. Decades 
before I even existed, Pittsfi eld’s Union Sta-
tion, seen by many as a marble marvel, was 
torn down in the name of urban renewal. Its 
demolition is still considered an abomi-
nation by preservationists and tourism 
experts. And, even if we wanted to replicate 
these buildings, they would never be made 
with the same quality of materials. They are 
built with solid materials that would cost a 
fortune to build from scratch.

The Friends of Saint Mary’s group 
formed after the verbal agreement from 
the Dunkin’ Donuts franchiser, Cafua 

Management, that the uniquely beautiful 
Saint Mary the Morningstar Church in the 
Morningside neighborhood would not be 
demolished, as originally planned, to make 
way for a new Dunkin’ Donuts location. 
For many of us, the idea of sacrifi cing this 
inspiring structure for a donut shop was 
wrong on so many different levels, and we 
appreciate Cafua’s change of course with 
regard to the church building itself.

Meanwhile, Cafua appears to still be in 
negotiation with the Diocese of Springfi eld 
to purchase the two plots the former church 
sits on, with the goal of eventually siting 
one of its stores there. While their verbal 
commitment not to demolish the church 
itself may provide a temporary reprieve, 
those of us committed to the church build-
ing’s preservation need to ensure that this 
structure is placed in the hands of someone 
who shares that goal – someone who can 
truly develop it to become a functioning 
part of a neighborhood that is looking to 
revive itself. This building can – and should 
– become a place that brings positivity and 
growth to the neighborhood, and serves its 
residents on many levels.

Pittsfi eld and other communities in the 
Berkshires need their old buildings to main-
tain a sense of permanence and heritage. 
By preserving and showcasing our historic 
buildings, tourists and longtime residents 
alike are able to witness and enjoy the 
aesthetic and cultural history of the area. 
As Berkshires residents, we all take pride 
in our home. Let’s continue to keep every 
aspect of it beautiful for all to enjoy.◆

FIndIng new use FoR sT. maRY’s

preservation of older buildings pays off on many levels

St. Mary’s can – and should 
– become a place that brings 
positivity and growth to the 

neighborhood, and serves its 
residents on many levels.

Our Small Business banking professionals are trained to help your business 
become everything you dream it could be. We are a preferred Small Business 
Administration (SBA) lender and participant in the Massachusetts Treasurer's 
O�ce Small Business Partnership Program. 

Smart Small Business Lending
Berkshire o�ers a full suite of �nancial services to help make your small  
business thrive and prosper:

 » Commercial Lines of Credit
 » Financing Equipment
 » Financing Property Needs

To learn more about our Small Business Banking, contact:
Darin Burniske
413-441-1540

Life is exciting. Let us help.SM

�-���-���-����
berkshirebank.com

Banking · Insurance
Wealth Management

become everything you dream it could be. We are a preferred Small Business 
Administration (SBA) lender and participant in the Massachusetts Treasurer's #1 SBA      Lender

in Western Mass.
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LoansLoans

       Big
  Dreams
       Big       BigBuild

Banking products are provided by Berkshire Bank: Member FDIC. Equal Housing Lender. 

Insurance products are provided by Berkshire Insurance Group, Inc., a Berkshire Bank affiliate, and in New York by Berkshire Insurance Agency, a registered trade name for Berkshire Insurance Group, Inc., a Berkshire Bank affiliate: Insurance and investment 
products are not FDIC-insured, are not a bank deposit, “NOT guaranteed BY THE BANK,” “NOT INSURED BY ANY FEDERAL GOVERNMENT AGENCY” and may lose value.

Banking products are provided by Berkshire Bank: Member FDIC. Equal Housing Lender. 

Insurance products are provided by Berkshire Insurance Group, Inc., a Berkshire Bank affiliate, and in New York by Berkshire Insurance Agency, a registered trade name for Berkshire Insurance Group, Inc., a Berkshire Bank affiliate: Insurance and investment 
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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
41 E. Jordan St.
Buyer: Carrie Gazaille
Seller: Earl Kornn +
Price: $112,000
Mortgage: $99,700
Lender: Adams Community
Date: 6/11/15

12 E. Orchard Ter.
Buyer: David Kondej
Seller: Guettler Patricia 
Est +
Price: $225,000
Mortgage: $218,250
Lender: Greylock FCU
Date: 6/12/15

25-217 Grove St.
Buyer: Trevor Crombie
Seller: Paul Trzcinski
Price: $100,000
Mortgage: $405,000
Lender: Pittsfield Coop
Date: 5/18/15

111-113 Grove St.
Buyer: Trevor Crombie
Seller: Paul Trzcinski
Price: $440,000
Mortgage: $405,000
Lender: Pittsfield Coop
Date: 5/18/15

118 Howland Ave.
Buyer: Trevor Crombie
Seller: Paul Trzcinski
Price: $440,000
Mortgage: $405,000
Lender: Pittsfield Coop
Date: 5/18/15

58-60 Lime St.
Buyer: Francis Dustin
Seller: Adams Community 
Bank
Price: $85,000
Mortgage: $41,000
Lender: Adams Community
Date: 5/28/15

72 Lime St.
Buyer: Bradley Sherman +
Seller: Tina Bradbury
Price: $81,800
Mortgage: $79,346
Lender: MountainOne Bank
Date: 5/26/15

4 Sayles St.

Buyer: Keith Comer +
Seller: Tina Smith +
Price: $115,000
Mortgage: $117,346
Lender: Adams Community
Date: 6/1/15

47 Walling Rd.
Buyer: Christina Randall
Seller: Scott Nichols +
Price: $292,500
Mortgage: $262,957
Lender: Adams Community
Date: 6/8/15

7 West St.
Buyer: Trevor Crombie
Seller: Paul Trzcinski
Price: $440,000
Mortgage: $405,000
Lender: Pittsfield Coop
Date: 5/18/15

Alford
3 Dellea Rd.
Buyer: Kahnstruct LLC
Seller: Goldman Family 
Farm LLC
Price: $3,525,000
Date: 6/1/15

7 Dellea Rd.
Buyer: Kahnstruct LLC
Seller: Goldman Family 
Farm LLC
Price: $3,525,000
Date: 6/1/15

21 Dellea Rd.
Buyer: Kahnstruct LLC
Seller: Goldman Family 
Farm LLC
Price: $3,525,000
Date: 6/1/15

131 Route 71
Buyer: Benjamin Farkas +
Seller: Thomas Neumann +
Price: $1,522,500
Date: 6/9/15

19 West Rd.
Buyer: Andrew Hare +
Seller: Don Castiglione 
QPRT +
Price: $375,000
Mortgage: $300,000
Lender: Pittsfield Coop
Date: 6/11/15

BeCket
445 Beech Tree Ln.
Buyer: Marco Artioli +
Seller: Paul Colchamiro +
Price: $230,000

Mortgage: $184,000
Lender: NBT Bank
Date: 5/29/15

193 Long Bow Lane W
Buyer: Ira Korner +
Seller: 193 Long Bow 
Lane NT +
Price: $404,500
Date: 6/5/15

Cheshire
94 Ingals Rd.
Buyer: Michelle Thompson
Seller: June Love
Price: $118,000
Mortgage: $115,862
Lender: Mtg Equity
Date: 6/1/15

dAlton
32 Cumberland Cir.
Buyer: Raymond Noyes +
Seller: Roosa John  Est +
Price: $110,000
Mortgage: $104,000
Lender: Pittsfield Coop
Date: 5/29/15

500 Old Windsor Rd.
Buyer: Luis Teixeira
Seller: Keith Taylor +
Price: $236,000
Mortgage: $231,725
Lender: Merrimack Mtg
Date: 6/3/15

1101 South St.
Buyer: Courtney Decker
Seller: Holly Heck
Price: $127,000
Mortgage: $110,000
Lender: Berkshire Bank
Date: 6/1/15

Red Barn Rd. U:290
Buyer: William Gravel +
Seller: Irene Blaymore
Price: $373,000
Date: 5/28/15

Red Barn Rd. U:573
Buyer: Paul Rodhouse
Seller: Georgia Wirth T +
Price: $264,000
Date: 6/1/15

egreMont
8 Hickory Hill Rd.
Buyer: Robert Schroeder +
Seller: Matthew Mervis +
Price: $570,000
Mortgage: $456,000

Lender: Webster Bank
Date: 6/1/15

155 Hillsdale Rd.
Buyer: Juan Sanabria +
Seller: Franziska Kenney
Price: $223,000
Mortgage: $178,400
Lender: Greylock FCU
Date: 6/1/15

200 Hillsdale Rd.
Buyer: Eileen Breindel +
Seller: Salisbury B&T
Price: $627,500
Date: 6/9/15

67 Jug End Rd.
Buyer: Maria Olsen +
Seller: Robert Spurr Sr
Price: $150,000
Mortgage: $90,000
Lender: Seller
Date: 6/8/15

62 Sheffield Rd.
Buyer: George Meyer +
Seller: David Divine
Price: $140,000
Mortgage: $100,000
Lender: Seller
Date: 5/27/15

84-A Undermountain Rd.
Buyer: Roger Goldman +
Seller: Birches NT +
Price: $1,537,500
Mortgage: $900,000
Lender: Lee Bank
Date: 6/11/15

9 Wester Hook Rd.
Buyer: Marco Benitez +
Seller: John Price 3rd T
Price: $204,500
Mortgage: $173,825
Lender: Adams Community
Date: 5/21/15

greAt
BArrington

9 Button Down Lane
Buyer: Button Down Lane 
IRT +
Seller: Button Down 
Lane Inc
Price: $1,700,000
Mortgage: $1,600,000
Lender: Seller
Date: 6/3/15

54 Cottage St.
Buyer: Hui Zheng
Seller: Richard Chen +
Price: $150,000
Mortgage: $100,000
Lender: Seller

Date: 5/18/15

116 East St.
Buyer: Neil Hirsch +
Seller: Timothy Lee +
Price: $357,000
Mortgage: $325,000
Lender: Martin Piper
Date: 6/5/15

50 Hurlburt Rd.
Buyer: Eric Jordahl +
Seller: Peter Greer +
Price: $2,100,000
Mortgage: $2,000,000
Lender: Goldman Sachs Bk
Date: 6/9/15

15 Lovers Lane
Buyer: John Studzinski
Seller: Cooperman Stephen 
Est +
Price: $1,000,000
Date: 6/9/15

533 Main St.
Buyer: Melissa Kennedy
Seller: William Reed
Price: $182,500
Mortgage: $146,000
Lender: Greylock FCU
Date: 5/20/15

487 Old Stockbridge Rd.
Buyer: Nancy Walter T +
Seller: Paula Schultzmann
Price: $420,000
Date: 5/18/15

260 State Rd.
Buyer: Brian Faggioni +
Seller: Mary Donovan
Price: $290,000
Mortgage: $222,000
Lender: Pittsfield Coop
Date: 5/29/15

Stockbridge Rd.
Buyer: Hapman Holdings 
LLC
Seller: Lipsky Karl Est +
Price: $122,000
Date: 6/5/15

hinsdAle
1175 Washington Rd.
Buyer: Robert Duzlak +
Seller: Robert Duzlak +
Price: $200,000
Mortgage: $150,000
Lender: Greylock FCU
Date: 5/28/15

lAnesBoro
217 Bailey Rd.
Buyer: Shaun Kennedy +
Seller: Andrew Flint +
Price: $354,500
Mortgage: $336,775
Lender: Greylock FCU
Date: 5/29/15

24 Chicopee St.
Buyer: Luke Mlynarczyk
Seller: Michelle Callahan
Price: $149,900
Mortgage: $152,959
Lender: Academy Mtg
Date: 5/22/15

11 Monica Dr.
Buyer: Susan Garrison +
Seller: Paul Burgess +
Price: $119,000
Mortgage: $95,200

Lender: Greylock FCU
Date: 5/29/15

20 Westview Rd.
Buyer: Ursula Allen
Seller: Shannon Sumner +
Price: $163,800
Mortgage: $155,610
Lender: Academy Mtg
Date: 6/12/15

lee
361 Bradley St.
Buyer: Sean Barry
Seller: Janice Braim +
Price: $215,000
Mortgage: $215,000
Lender: Academy Mtg
Date: 6/11/15

970 Cape St.
Buyer: Sandeep Verma +
Seller: Matthew Ranzoni +
Price: $299,000
Mortgage: $284,000
Lender: NBT Bank
Date: 6/2/15

180 Forest St.
Buyer: Rebecca Stannard
Seller: Julia Sitko +
Price: $158,900
Mortgage: $156,021
Lender: Academy Mtg
Date: 5/22/15

305 Laurel St.
Buyer: Christopher 
Hayden +
Seller: FNMA
Price: $124,900
Mortgage: $99,900
Lender: NBT Bank
Date: 6/5/15

25 Rose Ave.
Buyer: Edward 
Abderhalden Jr +
Seller: P&M NT +
Price: $211,500
Mortgage: $142,000
Lender: Greylock FCU
Date: 6/3/15

90 Saint James Ave.
Buyer: Henry Lara +
Seller: Tracy Fraser
Price: $189,900
Mortgage: $180,405
Lender: Greylock FCU
Date: 5/28/15

121 Tamarack Ave.
Buyer: Matthew Burd +
Seller: Tamara Schuerer +
Price: $190,000
Mortgage: $186,558
Lender: Academy Mtg
Date: 5/28/15

lenox
186 E. Dugway Rd.
Buyer: Alexis Kennedy +
Seller: Marilyn Valeri
Price: $240,000
Mortgage: $228,000
Lender: Adams 
Community
Date: 6/12/15

42 Hawthorne St.
Buyer: Paul Zelinke 4th +
Seller: Supranowicz FT +
Price: $517,500
Mortgage: $300,000

Lender: Northrup 
Grumman FCU
Date: 5/20/15

390 Housatonic St.
Buyer: Steven Seltzer
Seller: Zuzana Wiener
Price: $131,000
Date: 6/3/15

207 Hubbard St.
Buyer: Blaise Gregory
Seller: Mark Fischetti +
Price: $349,500
Mortgage: $249,500
Lender: Bank of Canton
Date: 6/8/15

19 Pinecrest Dr.
Buyer: Michael Lenfest +
Seller: 19 Pinecrest LLC
Price: $400,000
Mortgage: $320,000
Lender: Academy Mtg
Date: 6/4/15

22 Willow Lane
Buyer: Matthew Tucker +
Seller: Todd Covert +
Price: $207,600
Mortgage: $166,000
Lender: Lee Bank
Date: 6/5/15

4 Morgan Manor U:7
Buyer: Lucille Drazen +
Seller: Mary Young
Price: $169,000
Date: 5/19/15

5 Morgan Manor U:2
Buyer: Donna Lefkowitz
Seller: Gwendolyn Adam
Price: $162,750
Date: 6/4/15

200 Old Stockbridge Rd. U:1
Buyer: Bart Mosley
Seller: Kenneth Miller +
Price: $485,000
Date: 5/18/15

260 Pittsfield Rd. U:D9
Buyer: Kathleen Keenan 
LT +
Seller: Jean Sanders
Price: $104,500
Date: 6/8/15

260 Pittsfield Rd. U:E4
Buyer: Allan Fishkind +
Seller: Harvey Stoller
Price: $110,500
Date: 5/29/15

1 Rolling Hills U:4
Buyer: Glenn Gorelick
Seller: Zucker FT +
Price: $149,500
Date: 5/28/15

Monterey
Tyringham Rd.
Buyer: Franklin Kern +
Seller: Nancy Kalodner
Price: $75,000
Date: 6/3/15

4 Tyringham Rd.
Buyer: Mark Gerow
Seller: Robert Horvath +
Price: $232,500
Mortgage: $237,498
Lender: Village Mtg
Date: 5/29/15

north AdAMs
52 1st St.
Buyer: David Sookey 3rd +
Seller: Dempsey FT +
Price: $135,000
Mortgage: $119,000
Lender: Adams Community
Date: 5/19/15

49 Charlene St.
Buyer: Scott Sherman
Seller: Mark Wilk +
Price: $129,000
Mortgage: $122,550
Lender: Greylock FCU
Date: 6/1/15

7 Chenaille Ter.
Buyer: Jeffrey Huffman +
Seller: Liliana Sills
Price: $215,000
Mortgage: $191,350
Lender: Adams Community
Date: 5/29/15

101 Chenaille Ter.
Buyer: Anthony Coniglio +
Seller: Taskin NT +
Price: $190,000
Mortgage: $152,000
Lender: Adams Community
Date: 5/27/15

14 Chesbro Ave.
Buyer: Leatrice Wiley
Seller: John Ternan
Price: $107,000
Mortgage: $84,000
Lender: Greylock FCU
Date: 6/4/15

109 Eagle St.
Buyer: Berkshire Woods 
Prop LLC
Seller: James Little +

Price: $450,000
Mortgage: $225,000
Lender: Adams Community
Date: 6/4/15

Massachusetts Ave. Lot
Buyer: Dept of Conservation
Seller: Pine Cobble Assoc
Price: $141,000
Date: 5/20/15

Massachusetts Ave. Lot
Buyer: Dept of 
Conservation
Seller: Pine Cobble 
Associates
Price: $215,000
Date: 6/4/15

580 Mohawk Trail
Buyer: Cumberland Farms 
Inc
Seller: Jackson Dorothy 
Est +
Price: $135,000
Date: 5/29/15

8 River St.
Buyer: River St Package 
Store
Seller: Allen Yolanda Est +
Price: $105,000
Date: 5/28/15

26 Roberts Dr.
Buyer: BFAIR
Seller: Kenneth Sullivan-Bol
Price: $243,000
Mortgage: $326,266
Lender: Adams Community
Date: 6/5/15

115 Wells Ave.
Buyer: Michael Vadnais +
Seller: Kateley Sulvia Est +
Price: $100,000
Mortgage: $102,000
Lender: MountainOne Bank
Date: 6/5/15

21 High St. U:5
Buyer: Cindy Eidel
Seller: High Street 
Condominium
Price: $80,000
Date: 5/29/15

otis
23 Bens Way
Buyer: 211 Housatonic 
Ct NT +
Seller: Richard Burns +
Price: $150,000
Date: 6/8/15

9 Old Stagecoach Rd.
Buyer: Sarah Barber +
Seller: Cheryl Mustain
Price: $680,000
Mortgage: $340,000
Lender: Village Mtg
Date: 6/12/15

Peru
42 Curtin Rd.
Buyer: Christopher Beach +
Seller: Meredith Vogel +
Price: $142,000
Mortgage: $165,000
Lender: Maja Kietzke
Date: 5/28/15

74 E. Main Rd.
Buyer: Richard Nelson +
Seller: Charles Woodward 
Jr +
Price: $181,500
Mortgage: $170,000
Lender: Greylock FCU
Date: 5/29/15

5 Haskell Rd.
Buyer: Maryellen Andrews
Seller: David Duquette Jr +
Price: $139,900
Mortgage: $142,755
Lender: Academy Mtg
Date: 6/12/15

Pittsfield
94 Acorn St.
Buyer: Kenneth Lake
Seller: Vuillemot Arthur 
Est +
Price: $150,250
Mortgage: $147,528
Lender: North American SB
Date: 6/2/15

23 Alcove St.
Buyer: Ashley Lampiasi
Seller: Shawn Lampiasi +
Price: $170,000
Mortgage: $150,000
Lender: Greylock FCU
Date: 5/26/15

54 Alden Ave.
Buyer: Soumaila Bance
Seller: John Bassi
Price: $145,000
Mortgage: $137,750
Lender: Greylock FCU
Date: 6/1/15

290 Barker Rd.
Buyer: Frank Lynch +
Seller: Mary Ellen Hines 
RET +
Price: $245,000
Mortgage: $145,000
Lender: Adams Community
Date: 6/5/15

43 Cambridge Ave.
Buyer: Alison Flynn
Seller: Christine Decarlo
Price: $230,000
Mortgage: $184,000
Lender: Greylock FCU
Date: 5/29/15

rrs TM

NOW CARRYING
WOOD JUNGLE GYMS 

IN SHEFFIELD!

Kyle Chambers, MD

Berkshire ENT & Audiological Associates 
510 North St., Suite #10, Pittsfield 
413-448-8291 

Medical degree from the University of Washington at 
Seattle.
Residency in Otolaryngology and Head and Neck Surgery 
through Harvard Medical School in a combined program at 
Massachusetts Eye and Ear Infirmary, Massachusetts 
General Hospital, Beth Israel Deaconess Medical Center, 
Brigham & Women’s Hospital and Boston Children’s 
Hospital.
For an appointment with Dr. Chambers, ask your physician 
for a referral or call Berkshire ENT & Audiological 
Associates, PC, at 413-448-8291.  
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Berkshire County real estate transfers

165 Churchill St.
Buyer: Joan Labelle
Seller: Michael Mcneil
Price: $165,000
Date: 6/3/15

52 Clydesdale Dr.
Buyer: Marissa Stevenson
Seller: Marilyn Boyle T +
Price: $263,000
Mortgage: $263,000
Lender: USAA Fed SB
Date: 6/10/15

164 Cole Ave.
Buyer: Denise Messana
Seller: Campoli Arlene Est +
Price: $85,000
Mortgage: $85,000
Lender: Greylock FCU
Date: 6/1/15

100 Crane Ave.
Buyer: Sarah Richter +
Seller: Shaun Kennedy
Price: $160,900
Mortgage: $157,985
Lender: Academy Mtg
Date: 5/29/15

84 Davis St.
Buyer: Robert Fachini +
Seller: George Himmel +
Price: $153,000
Mortgage: $136,985
Lender: Pittsfi eld Coop
Date: 5/29/15

61 Dawes Ave.
Buyer: Andrew Beckwith
Seller: Cogbill Helen Est +
Price: $180,000
Mortgage: $144,000
Lender: Monument Mtg
Date: 6/10/15

44 Dexter St.
Buyer: Jennifer Brinton
Seller: Elizabeth Strickler
Price: $133,000
Mortgage: $119,700
Lender: Greylock FCU
Date: 5/27/15

10 Eaton Ln.
Buyer: Daniel Hunter +
Seller: Mcqueen Duncan 
Est +
Price: $327,500
Mortgage: $275,500
Lender: Village Mtg
Date: 6/5/15

173 Eleanor Rd.
Buyer: Scott Ochs +
Seller: Judith Williamson
Price: $282,000
Mortgage: $225,600
Lender: Lee Bank
Date: 5/27/15

24 Fairview Ave.
Buyer: Benoit Robert
Seller: Andre Robert +
Price: $130,000
Mortgage: $95,670
Lender: Quicken Loan
Date: 5/22/15

518 Gale Ave.
Buyer: Ian Peck +
Seller: Jonathan Grenoble +
Price: $410,000
Mortgage: $369,000
Lender: Academy Mtg
Date: 6/11/15

267 Highland Ave.
Buyer: Kayla Winters +
Seller: Jeffrey Quinto +
Price: $169,500
Mortgage: $166,429
Lender: Merrimack Mtg
Date: 5/18/15

230 Holmes Rd.
Buyer: Tiffany Bassi
Seller: Joseph Morse +
Price: $229,000
Mortgage: $222,130
Lender: Lee Bank
Date: 6/1/15

555 Holmes Rd.
Buyer: Nancy Trowill +

Seller: Marcella Estep T +
Price: $210,000
Date: 6/3/15

13 Kathy Way
Buyer: Taner Turan
Seller: Daniel Mazzeo +
Price: $290,000
Mortgage: $232,000
Lender: Greylock FCU
Date: 6/1/15

162 Kittredge Rd.
Buyer: Marc Panetti +
Seller: Jaime Panetti +
Price: $205,000
Mortgage: $120,000
Lender: Greylock FCU
Date: 5/27/15

82 Lenox Ave.
Buyer: Naiya Patel +
Seller: James Driscoll
Price: $122,000
Mortgage: $119,790
Lender: Village Mtg
Date: 6/11/15

244 Lenox Ave.
Buyer: Sharon Greb
Seller: Christina Oberfi eld
Price: $152,000
Mortgage: $144,400
Lender: Academy Mtg
Date: 6/4/15

24 Linn St.
Buyer: Melanie Myers
Seller: Anthony Marchetti
Price: $123,000
Mortgage: $98,400
Lender: Greylock FCU
Date: 5/27/15

126 Livingston Ave.
Buyer: Bryan Wespiser +
Seller: Marissa Stevenson
Price: $209,875
Mortgage: $199,380
Lender: Greylock FCU
Date: 5/29/15

61 Lucia Dr.
Buyer: Gerould Harding
Seller: Arthur Pelletier Jr +
Price: $154,900
Mortgage: $147,155
Lender: Greylock FCU
Date: 5/18/15

6 Marlboro Dr.
Buyer: James Goddeau 3rd
Seller: William Slater 3rd
Price: $120,000
Mortgage: $114,000
Lender: MountainOne Bank
Date: 6/12/15

22 Meadow Ln.
Buyer: Joseph Pasquarelli
Seller: George Yannone +
Price: $115,000
Mortgage: $111,000
Lender: Greylock FCU
Date: 5/29/15

366 Newell St.
Buyer: Matthew Pennell
Seller: Greylock FCU
Price: $105,000
Mortgage: $103,098
Lender: Academy Mtg
Date: 6/12/15

43 Norman Ave.
Buyer: Samantha Stockley
Seller: Jason Smegal
Price: $123,720
Mortgage: $120,000
Lender: Greylock FCU
Date: 6/12/15

30 North St.
Buyer: AC Enterprises LLC

Seller: Covered Bridge 
Lane LLC
Price: $177,500
Date: 6/4/15

63 Nottingham Dr.
Buyer: Rebecca Mazzeo +
Seller: 63 Nottingham 
Drive NT +
Price: $125,000
Mortgage: $124,000
Lender: Greylock FCU
Date: 6/2/15

12 Otis Ave.
Buyer: Jeffrey Quinto +
Seller: Josh Bennett +
Price: $278,500
Mortgage: $264,575
Lender: Greylock FCU
Date: 5/18/15

422 Pomeroy Ave.
Buyer: Trisha Dobson
Seller: Cynthia Robertson 
RET +
Price: $184,000
Mortgage: $180,667
Lender: Academy Mtg
Date: 6/4/15

553 Pomeroy Ave.
Buyer: Christopher 
Welker +
Seller: Geller FT +
Price: $150,000
Mortgage: $145,500
Lender: Greylock FCU
Date: 5/29/15

565 Pomeroy Ave.
Buyer: Rebecca Carmel
Seller: Pittsfi eld Coop
Price: $145,200
Mortgage: $142,570
Lender: Academy Mtg
Date: 5/29/15

72 Reuter Ave.
Buyer: Justin Heaton +
Seller: Oboyle Donna Est +
Price: $114,500
Mortgage: $112,425
Lender: Academy Mtg
Date: 6/12/15

24 Ridgeway Ave.
Buyer: Senen Maruli +
Seller: Harold Brown +
Price: $154,000
Mortgage: $70,000
Lender: Lee Bank
Date: 5/18/15

103 Spadina Pkwy.
Buyer: Laurie Casna
Seller: Jeffrey Napior +
Price: $237,000
Mortgage: $228,705
Lender: Academy Mtg
Date: 5/29/15

37 Tamie Way
Buyer: Andrew Lipps +
Seller: Robert Walter +
Price: $559,000
Mortgage: $279,500
Lender: Lee Bank
Date: 6/11/15

300 Tyler St.
Buyer: Taramahesh LLC
Seller: PCU LLC
Price: $280,000
Mortgage: $210,000
Lender: Lee Bank
Date: 6/4/15

114 W. Housatonic St.
Buyer: ACM Properties 
LLC
Seller: J Peri Campoli +
Price: $245,000
Date: 6/101/15

350 Wahconah St.
Buyer: Moira Lord
Seller: Richard Barry
Price: $76,940
Mortgage: $76,940
Lender: Seller
Date: 6/9/15

399 West St.
Buyer: Roman Cath 

Bishop Spring
Seller: JP Conry
Price: $130,000
Date: 5/19/15

90 Williamsburg Ter.
Buyer: Mary Brown
Seller: Mark Greengold +
Price: $152,000
Mortgage: $122,000
Lender: Greylock FCU
Date: 5/29/15

1 Wilson St.
Buyer: Shane Peaslee +
Seller: Carlos Shacar Jr +
Price: $110,000
Mortgage: $136,000
Lender: Pittsfi eld Coop
Date: 6/12/15

124 Windsor Ave.
Buyer: Michael Mcneil
Seller: US Bank NA Tr
Price: $95,000
Date: 5/29/15

Appleton Ave. U:262
Buyer: Claudia Coplan
Seller: Diane Spinrad
Price: $225,000
Date: 6/12/15

Churchill Crst. U:29
Buyer: Erin Carlotto
Seller: Kurt Hospot +
Price: $179,000
Mortgage: $143,200
Lender: Lee Bank
Date: 5/18/15

182 Union St. U:2
Buyer: Albert Garland 
RET +
Seller: Martha Mohr +
Price: $150,000
Date: 5/22/15

182 Union St. U:3
Buyer: Tabitha Gerber
Seller: Martha Mohr +
Price: $158,000
Mortgage: $153,260
Lender: Lee Bank
Date: 5/29/15

riChMond
131 East Rd.
Buyer: Glen Campbell +
Seller: Barbara Dixon +
Price: $200,000
Mortgage: $204,081
Lender: Academy Mtg
Date: 5/21/15

151 Old Post Rd.
Buyer: Peter Lochery +
Seller: Bradley Baker +
Price: $365,000
Mortgage: $160,000
Lender: Bank Fund Staff FCU
Date: 6/12/15

Perrys Peak Rd.
Buyer: Ira Grossman 
RET +
Seller: Ronald Shaw +
Price: $350,000
Date: 6/9/15

sAndisfield
5 Dodd Rd.
Buyer: Jason Veilleux
Seller: Zoe Marinelli
Price: $144,200
Mortgage: $147,142
Lender: PNC Mtg
Date: 5/19/15

312 Lakeshore Dr.
Buyer: Douglas 
Rosenzweig +
Seller: Jane Brown
Price: $260,000
Mortgage: $234,000
Lender: Wells Fargo
Date: 5/21/15

319 Lakeshore Dr.
Buyer: Michael Orourke
Seller: Michael Moran +

Price: $465,000
Mortgage: $260,000
Lender: Guarantee Rate
Date: 6/12/15

sAVoy
709 Adams Rd.
Buyer: Brian Laumann
Seller: Dana Harris
Price: $122,500
Mortgage: $67,500
Lender: Adams Community
Date: 6/10/15

sheffield
224 Boardman St.
Buyer: Eugene Helfand +
Seller: Jacoby LT +
Price: $360,000
Mortgage: $288,000
Lender: Salisbury B&T
Date: 5/28/15

249 Boardman St.
Buyer: Timothy Schroepfer +
Seller: Oren Gradus +
Price: $585,000
Mortgage: $350,000
Lender: Lee Bank
Date: 5/29/15

221 Polikoff Rd.
Buyer: Renannah 
Weinstein +
Seller: Deborah Kelley
Price: $260,000
Mortgage: $234,000
Lender: Village Mtg
Date: 5/29/15

465 Silver St.
Buyer: Kenneth Smith +
Seller: David West +
Price: $195,000
Mortgage: $156,000
Lender: Berkshire Bank
Date: 6/9/15

stoCkBridge
7 Park St.
Buyer: Meredith Roy
Seller: Robert Concolini Jr +
Price: $190,000
Mortgage: $186,558
Lender: Village Mtg
Date: 6/1/15

24 Pine St.
Buyer: Inkerman Terrace T +
Seller: Michael Dee +
Price: $400,000
Date: 5/19/15

tyringhAM
4 Stonebridge Way
Buyer: Eric Mallet +
Seller: Kipp Kynch +
Price: $527,500
Date: 6/5/15

WAshington
68 Cross Place Rd.
Buyer: Brian Brennan +
Seller: Pete Goucher +
Price: $280,000
Mortgage: $274,928
Lender: Academy Mtg
Date: 5/28/15

1273 S. Washington State Rd.
Buyer: Michael Patton +
Seller: Gregory Viner
Price: $220,000
Mortgage: $216,015
Lender: Academy Mtg
Date: 5/29/15

West
stoCkBridge

9 Stockbridge Rd.
Buyer: James Ballen
Seller: James Schantz +
Price: $200,000
Mortgage: $160,000
Lender: Pittsfi eld Coop
Date: 5/18/15

WilliAMstoWn
99 Buxton Hill Rd.
Buyer: Stephen Palmer +
Seller: George Harvey +
Price: $258,000
Date: 5/20/15

174 Longview Ter.
Buyer: Sanjay Sharma +
Seller: Bernard Rhie +
Price: $315,000
Mortgage: $252,000
Lender: Adams Community
Date: 6/9/15

1012-1016 N. Hoosac Rd.
Buyer: Clossen Scott 3rd +
Seller: Edward Diamond
Price: $220,000
Mortgage: $176,000
Lender: Adams Community
Date: 5/18/15

953 Simonds Rd.
Buyer: Riddhi BR LLC
Seller: Sanju NT +
Price: $410,000

Mortgage: $305,000
Lender: TD Bank
Date: 6/11/15

1080 Simonds Rd. 
Buyer: Anthony Derose
Seller: Paul Markarian
Price: $155,000
Mortgage: $139,000
Lender: Adams Community
Date: 6/8/15

South St.
Buyer: Williams College
Seller: James Maxymillian +
Price: $250,000
Date: 5/26/15

Summer St.
Buyer: Williamstown 

Affordable
Seller: Beverly RT +
Price: $95,000
Date: 5/29/15

Green River Rd. U:1539
Buyer: Peter Frost +
Seller: Jericho Valley 
Ventures
Price: $295,000
Mortgage: $125,000
Lender: Adams Community
Date: 6/1/15

N. Hemlock Ln. U:415
Buyer: Philip Mcknight +
Seller: Feldman RT +
Price: $360,000
Date: 5/21/15

◆

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

www.morrisonshomeimprovement.com

• Windows • Custom Build
• Siding • Roofs
• Additions • Decks
• Remodeling • Gutters
• Kitchen/Baths • Handyman Services

SHOWROOM
674 North Street, Pittsfi eld, MA 01201

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

Award Winning – Customer Driven
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SHOWROOM
674 North Street, Pittsfi eld, MA 01201
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Award Winning – Customer Driven
“They’re Simply Amazing!”

Property Management

One of many historical 
properties we protect

every day.

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

OPEN HOUSEOPEN HOUSE

Enjoy great food on us and enter for a 
chance to WIN A FREE CULLIGAN® 
DRINKING WATER SYSTEM as 
we celebrate the summer in a relaxed 
atmosphere. We’ll be offering FREE 
WATER TESTS if you bring a sample 
of your home’s water. Don’t miss the 
opportunity to mingle with your 
local Culligan Men and Women and 
community members.

Culligan of Lenox
392 Pittsfield Rd • Lenox

(413) 499-1144 • CulliganNortheast.com

AUGUST 22nd
11:00am - 4:00pm

Drinking Water System Giveaway!
FREE Water Tests!

Limited time offer.
Dealer participation may vary.

$6.50
per bag

SALT SALE!

Limited time offer. Dealer participation 
may vary. Same day purchase

not required.

$150 OFF
any new equipment 
purchase, for BBQ

attendees!

Vended Water

Your container
or ours!

per
gallon25¢

Limited time offer.
Dealer participation may vary.
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Community Banking 101

No Monthly Service Charge
Free First Order of Checks*

Free Online Banking

     More $ in Your Pocket

+ No Foreign ATM Charge**

www.pittsfieldcoop.comMember FDIC & SIF

* $25 Deposit to Open     **Other Banks may impose a usage surcharge

Ask for GenGold Checking
 at any of our branches….

PITTSFIELD
70 South Street
413 447 7304

PITTSFIELD
110 Dalton Avenue

413 395 9626

DALTON
431 Main Street
413 684 1551

GREAT BARRINGTON
325 Main Street
413 528 2840
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