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By John Townes
The number of hotel rooms in the cen-

tral Berkshires has 
increased with the 
planned Aug. 17 open-
ing of the new 65,000-
square-foot Hilton Garden Inn at 1032 South 
St. (Route 7/20) in Pittsfield.

The 95-room lodging facility is located 
on a 2.5-acre property on a bluff behind 
Guido’s Fresh Market, on the former site 
of Dr. Lahey’s Garden, near the Pittsfield-
Lenox line.

A franchise of the Hilton Worldwide hotel 

By John Townes
An ambitious initiative with the goal of 

bringing transformation to the Tyler Street 
commercial district in northeast Pittsfield is 
being launched this summer.

In late June it was announced that Pittsfield 
is one of the first 10 cities in the state selected 
to receive significant support, assistance 
and potential investment through the Com-
monwealth Gateway Cities Transformative 
Development Initiative (TDI).

The official work of the TDI is slated to 
be officially launched on Aug. 19 with a 
formal signing ceremony for the agreement 
with the city.

The TDI is multifaceted. It will provide 
a district revitalization plan for Tyler Street. 
It also has many other elements, providing a 
combination of expertise, funding and other 
resources to support community and eco-
nomic development. It is designed to stimulate 
both near-term and long-range progress.

“The TDI has so much potential it’s amaz-
ing,” said Diane Marcella, president of the 
Tyler Street Business Group, an independent 
nonprofit organization that has been active 
in neighborhood community development 
activities for several years, and is working 
closely with the city and TDI staff.

“It’s going to have an important effect,” 
she said. “They’re coming in with a whole 
package of resources, and working with the 
city and community to determine what we 
need, and help us to get things done.”

The wide-ranging TDI program was au-
thorized in 2014 by the legislature. It is part 
of the services of MassDevelopment, the 
state’s quasi-public economic development 
and finance agency.

TDI is part of the Gateway Cities, a state-
wide initiative designed to stimulate revi-
talization in 26 cities in Massachusetts with 
populations between 35,000 and 250,000, and

continued on page 20

TDI targets Tyler 
Street commercial 
district for boost
Initiative uses multifaceted 
approach to revitalization

Unique venture brewing in Great Barrington

Hilton Garden Inn ready to open
$15 million project represents 
latest addition to bustling but 
contentious local lodging scene  

corporation, it is owned by Prem Enterprises, 
a business operated by Vijaysinh (Vijay) 
Mahida, a southern Berkshire businessman 
who also owns the Marriott Fairfield Inn & 
Suites in Great Barrington.

The $15 million project has taken over 
two years to develop, which included lengthy 

delays when its permits 
were challenged by 
two neighboring hotel 
operators shortly after 

it was formally announced in May 2013.
However, the project was able to gain 

the necessary permits, and construction was 
started in 2014. In August, representatives 
from the Hilton Corporation visited and 
inspected the finished hotel; and gave the 
go-ahead to open on Aug. 17.

continued on page 17
Built on a bluff behind Guido’s Fresh Market, the 95-room Hilton Garden Inn is expected to welcome its 
first guests on Aug. 17, marking completion of an often-contentious two-year development process.

“We’re thrilled with the 
way it has turned out.”

Combination teahouse and day center for special needs individuals
may serve as model for nationwide expansion 

By John Townes
A Sheffield couple who have a son with severe autism are orga-

nizing a new nonprofit venture that combines a tea-room operation 
with a larger purpose.

Scott and Cherri Sanes plan to open a teahouse in Great Bar-
rington called ExtraSpecialTeas that 
will sell and serve tea to the public in a 
relaxing setting.

But its primary purpose is to serve as 
a full-time day center for people with 
severe autism and other developmental 
or physical disabilities. It will provide 
them with the opportunity to work, and 
receive vocational training and other therapeutic services from a 
professional support staff, while interacting with their peers and 
the larger community.

“Everyone has something to contribute to the world,” said Cherri 
Sanes, co-founder and director of ExtraSpecialTeas. “They just need 

a chance. This is designed to offer that opportunity to our son and 
others with special needs.”

Their goals for ExtraSpecialTeas extend beyond Berkshire County. 
Their business plan is to establish the Great Barrington teahouse 
as a pilot program, and then expand the concept nationwide, with 

similar programs in other communities 
across the country.

The idea for ExtraSpecialTeas came to 
them when their son, Jache, was approach-
ing his twenty-second birthday last year. 
Jache has a severe form of autism and a 
mitochondrial disorder, which affect his 
cognitive abilities and limit his verbal com-

munication skills. He had been enrolled in an educational life-skills 
day program for special needs students in the public schools.

However, eligibility for that special education, under state 
requirements, ends at the age of 22.

continued on page 8

Scott and Cherri Sanes join their son, Jache, in pouring a cup of tea at their Sheffield home. Jache, who has a severe form of autism, provided the inspiration for 
ExtraSpecialTeas, a business concept that combines a tea-room operation with a day center and vocational program for those with developmental disabilities. 

“Everyone has something to 
contribute to the world. They just 
need a chance. This is designed to 
offer that opportunity to our son 
and others with special needs.”
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By John Townes
For young people, the approach of autumn 

is synonymous with going back to school.
Many senior adults in the Berkshires are 

also preparing to start classes, although in a 
different context, as members of the Osher 
Lifelong Learning Institute (OLLI).

Based at Berkshire Community College 
(BCC), OLLI is an organization that provides 
educational, social and volunteer opportunities 
for people in their fifties and above. It sponsors 
classes, lectures, trips, and special events.

OLLI has four seasonal semesters of 
classes, including the upcoming one, which 
runs from Sept. 15 to Oct. 28. In addition, 
it sponsors talks, trips and other activities 
throughout the year.

As the population age curve moves upward 
due to national and local demographic trends, 
OLLI has stepped up its efforts to attract the 
growing number of people in the Berkshires 
who are entering that phase of life.

“We’ve made a concerted effort to go 
farther in attracting younger members who 
are in their fifties and sixties in our marketing 
and programming,” said Megan Whilden, 
executive director of OLLI.

She noted that, over the past year, OLLI 
has added 300 new members, bringing its 
membership to over 1,000.

While education for younger people is gen-
erally considered to be preparation for adult-
hood and careers, OLLI is oriented to learning 
for its own sake, and offering opportunities 
for intellectual stimulation, social engagement 
and other involvement for seniors.

It offers classes in a variety of subjects. The 

upcoming session includes programs ranging 
from a discussion of the novel Jane eyre to 
legal themes in Shakespeare to a class on the 
history of whiskey. There is a series exploring 
the Massachusetts Museum of Contemporary 
Art (MASS MoCA), and another that exam-
ines Preservation in Pittsfield. There are also 
how-to classes including an Introduction to 
Italian Cooking, among others.

OLLI (413-236-2190 or berkshireolli.org) 
also sponsors lectures and other presentations 
throughout the year, such as an upcoming 
lecture on Art and Politics in 1939 Nazi 
Germany on Sept. 12, by Joan Del Plato, 
professor of Art History at Bard College at 
Simon’s Rock.

The institute also works with cultural part-
ners in the area. This year, for example, OLLI 
is co-sponsoring a film series in conjunction 
with the Lift Every Voice festival.

Broader outreach
The definition of aging has been changing 

with longer life spans, shifting work patterns 
and differing expectations of people who 
were in the Baby Boom generation (and 
their younger siblings) who are becoming 
seniors.

Whilden said OLLI, which marked its 
20th anniversary last year, has been working 
to reflect those changes by diversifying its 
marketing and outreach and programming.

In addition to its website, which includes 
an online catalogue, OLLI is utilizing social 
media with a Facebook page (olliatberkshi-
recommunitycollege) to reach potential and 
current members. Whilden said they have 
also been updating their branding, with more 
colorful graphics that reflect the sensibilities 
of the Baby Boom generation.

In addition they have started holding 
public Open House events, including one 
scheduled for Aug. 22 from 10 to 11:30 a.m 
at the Daniel Arts Center at Simon’s Rock 
of Bard in Great Barrington. These are free 
and open to the public.

“Our Open Houses have been very suc-
cessful, because they’re a way to meet our 
members, which are one of OLLI’s best 
selling points,” said Whilden. “The people 
involved with OLLI are great, and have some 
amazing histories. The Open Houses give 
people an opportunity to see what a dynamic 
and engaged organization it is.”

OLLI is a volunteer-based membership 
organization. While it is affiliated with BCC, 
where its office is located, the institute oper-
ates as an autonomous organization, with its 
own board of directors.

Memberships are required to be eligible 
to take classes. The basic rate of member-
ship is $50 per year, which is tax deductible. 
Individual class fees are $45 for one course, 
$90 for two or three courses, and $100 for 
unlimited courses.

Whilden noted that one goal is for OLLI to 
be accessible to people at all income levels. 
There are partial scholarships for those on 
a fixed or limited income. This is based on 
a $25 annual fee, which includes access to 
two classes at no additional charge.

Classes are offered at several locations 
throughout the county. In addition to the Pitts-

field and Great Barrington campuses of BCC, 
classes are held at Williams College, Mas-
sachusetts College of Liberal Arts (MCLA), 
Simon’s Rock and other locations.

Institute’s origins
OLLI had its origins in 1994, when Tom and 

Judy Easton of Lenox invited 32 acquaintances 
to help establish a lifelong learning program 
for older adults, similar to a program they 
were familiar with in New York. That led to 
the formation of the Berkshire Institute for 
Lifetime Learning (BILL), which originally 
operated under the auspices of Williams Col-
lege. BCC, Simon’s Rock, and MCLA also 
provided support for the organization.

In 2007, BILL became affiliated with 
the Osher Lifelong Learning Institute, a 
national program that funds and supports 
regional lifetime learning programs around 
the country. The institute was founded by the 
Bernard Osher Foundation, an organization 
based in San Francisco, which has a mission 
of improving the quality of life through sup-
port for higher education and the arts. The 
name of BILL was changed to OLLI reflect 
the affiliation.

The Osher Foundation provided $375,000 
in grants over the next three years, which en-
abled the organization to hire a paid executive 
director and expand its outreach and opera-
tions. Overall, Berkshire OLLI has received 
over $2 million in endowment funding.

With that change, Williams College and 
BCC agreed that it would be more appropri-
ate for OLLI and their respective missions 
for BCC to become the institutional sponsor 
of OLLI.

Whilden, the former commissioner of cul-
tural development for the City of Pittsfield, 
took the post as executive director with OLLI 
one year ago. Other than Whilden’s paid 
position, OLLI is operated by its members 
and board, who are volunteers. The current 
board president is Lenn Tabs.

The instructors are also volunteers, includ-
ing some faculty members of BCC and other 
schools, who are also unpaid.

“This is a very member-directed orga-
nization,” said Whilden. “The members 
determine what the classes and activities 
will be. We’re always looking for new ideas 
and projects.”◆

lakota Bar-B-Q expands 
with new take-out service

By John Townes
After cooking and serving barbecue meals 

throughout the region for nine years as a cater-
ing business, Lakota Bar-B-Q has added a new 
take-out service and expanded its space at 2085 
State Rd. (Route 41) in Richmond.

Lakota has been based for three years in the 
building (which also houses the Richmond 
Post Office), where it prepares its food for 
catering jobs.

Until recently it subleased a small section 
of the building from SoMa Catering, which 
also operated there.

The catalyst for the expansion was a move 
by SoMa to a new location at 4 Albany Rd. 

liFelONg leaRNiNg

ollI makes effort to 
attract more members 
from younger end of 
senior adult spectrum

Historic Building in Downtown Pittsfield
2 Historically Restored Offices 
Hardwood Floors & Large Windows

330 & 630 sq. ft. – Total 960 sq. ft.

413-528-9841 ext 2
galebbs@gmail.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

www.balance-rock.com
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in West Stockbridge. Lakota took over the 
space that SoMa vacated.

“For years, the public has been asking up to 
open a restaurant,” said manager Levi Borghi, 
whose father, Mark, owns the business and 
participates in its operations. “With the move 
of SoMa we had more space, and we decided 
to use that to offer take-out service.”

The take out-service opened in May. It 
is not a restaurant. The public orders their 
food at the counter, and the meals are sold 
and packaged for take-out.

However, it does have three tables and 
five bar stools inside, and three picnic tables 
outside for customers to use. “People can take 
their food home with them, but if they choose 
they can eat it here,” said Borghi.

The take-out menu parallels the offerings 
of its catering business. It features barbecue 
meats including chicken, pulled pork and ribs, 
with sides such as cole slaw, potato salad, 
macaroni. There is also a vegetarian salad 
for non-meat eaters.

“Everything is under $10, except for a 
$13.25 sampler,” said Borghi.

As Lakota Bar-B-Q’s name implies, 
the specialty is barbecue, with traditional 
cooking methods. In true barbecue style, 

the meat is prepared with a special rub of a 
secret mix of ingredients, and then cooked 
using smokers.

The business grew out of a hobby project 
that Mark Borghi undertook after a visit to 
Kansas in 2006.

“I saw a cooker there and thought ‘I can 
make one of those,’” said Borghi, who lives 
in Stephentown, N.Y., and is a construction 
foreman at Wel-Kamp Enterprises, a custom 
home-building company in Great Barrington. 
“When I came back home, I designed and 
built one.”

Originally he used it for cooking for his 
family and for entertaining. “It was just a 
hobby,” he recalled. “But one day someone 
driving by saw it, and pulled into the drive-
way and asked if I do parties. That led to the 
catering business.”

For catering jobs, they take the cookers 
to the sites of the job. “People can see it in 
action,” said Borghi.

The original cooker was 18 feet long. 
“After a year, I realized that was too small,” 
he said. “I met with some Amish people 
who make barbecue equipment, and they 
designed a new one that was 24 feet long 
and 7,700 pounds.”

Today Lakota has three cookers, and the 
catering business has grown into a regional 
operation. In addition to private parties, it 
provides food at car shows, farmers markets, 
the Pittsfield Beer Chug and other events 
and gatherings.

“We’ve done pretty much anything you 
can imagine,” said Levi Borghi, who lives 
in Glendale.

Lakota (413-464-3137) is open to the 
public on Thursdays from 11:30 a.m. to 7 
p.m., Friday and Saturday from 11:30 a.m. 
to 8 p.m., Sunday from 11:30 a.m. to 6 p.m. 
and Monday, from 11:30 a.m. to 7 p.m. It is 
closed Tuesday and Wednesday.

While Richmond is not a commercial 
center, Levi Borghi said the take-out busi-
ness has been increasing in its initial months 
of opertion. 

In addition to residents of Richmond and 
nearby towns such as West Stockbridge and 
Lenox, customers have been coming from 
other communities in Berkshire County and 
New York state.

“Our name is established and people are 
familiar with our food,” he said. “Increas-
ingly, they’re hearing about our take-out 
service and making the trip here.”◆
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from Walmart. Contractors, architects, 
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estate, liquor license, entertainment 
license, furnishings, all kitchen/cooking 
equipment, & POS system. Outdoor 
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Chamber initiative targets 
growing role of nonprofits

By John Townes
As the nonprofit sector continues to grow 

as a vital segment of the Berkshire County 
economy, efforts to advance the missions of 
those organizations with pragmatic business 
principles have also gained momentum.

One outgrowth of this is the recent launch of 
Berkshire Nonprofit Solutions, a program that 
provides consultation to nonprofits, with an 
emphasis on maximizing the use of resources, 
including possibilities for collaborations and 
partnerships with other organizations.

That initiative was launched this spring by 
the Nonprofit Business Network, a program 
of the Berkshire Chamber of Commerce that 
includes members of the business community 
and nonprofit organizations.

charity,” said Sheppard. “They contribute to 
the economy on many levels. For example, 
the arts and culture segment was hit by the 
recession, but they are coming back, and 
that is helping to lead the entire county out 
of the recession.”

Nonprofits include substantial economic 
institutions, including area schools and col-
leges, Berkshire Health Systems and major 

cultural organizations 
such as Tanglewood, 
as well as many smaller 
organizations in vari-
ous sectors.

Cumulatively, they 
are a major source of 

jobs, provide a market for products and ser-
vices of area businesses, and contribute to 
the economy in other ways. They also bring 
outside money into the Berkshires through 
grants and other funding, earned income, and 
by attracting the visitors that are the basis of 
the tourism economy.

Among other finding, the report noted 
that nonprofits generate $1.44 billion in total 
expenditures and $2.4 billion in economic 
activity annually, and are responsible for 
27,439 jobs and $100 million in tax revenue 
for the state and local governments.

The report and the formation of the Non-
profit Business Network are outgrowths of 
an initiative that was started in 2008, when 
the Berkshire Chamber of Commerce created 
a task force to explore the development of a 
nonprofit business council.

The purpose was to foster collaboration 
and communications among nonprofits and 
with the business community, and a forum 
to learn from and support one another. The 
network was officially launched in 2012. Its 
leadership includes 18 nonprofits.

“With a declining population, shrinking 
resources and the demand of increasing 
social challenges, it’s vitally important for 
the business community to support these 
services and organizations,” said Jonathan 
Butler, president and CEO of the chamber. 
“But it needs to be done in ways that provide 
the most effective use of resources and get 
the maximum value.”

As one of its specific initiatives, it cre-
ated Berkshire Nonprofit Solutions to assist 
nonprofits by identifying opportunities 
for collaboration, and provide for a more 
efficient distribution of state, federal, and 
philanthropic dollars.

Berkshire Nonprofit Solutions has es-
tablished a process in which nonprofits 
receive initial consultations and analysis. 
It also identifies possibilities for collabora-
tion with other organizations, ranging from 
sharing of resources to formal affiliations 
or mergers.

“There are many areas where organizations 
can share resources in information technol-
ogy, human resources and administration or 
physical facilities, to increase their ability 
to focus on providing their core services,” 
said Butler. “That’s what this program helps 
them to look at.”

Information about Berkshire Nonprofit 
Solutions is available at www.1berkshire.
com/bns.◆

The report will be featured 
Aug. 26 at a special Good 

News Business Salute spon-
sored by the chamber.

The importance of this sector was un-
derscored in June with the release of a 
recent study, “Berkshire County Nonprofits: 
Recession and Recovery,” which was also 
sponsored by the chamber. It is actually the 
third version of the report, which has been 
conducted in approximately three-year in-
tervals since 2009.

The study includes a detailed analysis of 
the economic activ-
ity generated by the 
nonprofit sector, and 
its relationship to the 
overall economy.

The report will be 
featured Aug. 26 at a 
special Good News Business Salute spon-
sored by the chamber from 4 to 6:30 p.m. at 
Cranwell Resort in Lenox. Stephen Sheppard, 
an economics professor at Williams College 
who authored the report, will be the keynote 
speaker. Sheppard is also director of the 
college’s Center for Creative Community 
Development (C3D).

Copies of the full study are also available 
online through the Nonprofit Business Net-
work link on the Berkshire Chamber website 
(berkshirechamber.com).

While the report’s basic findings of the 
growing role of the nonprofit sector are already 
well known, it cited the continuing contrast 
between the stagnation of the overall economy 
and the growth of the nonprofit sector.

The study reported figures from 2012, 
the most recent data available. It indicated 
that the recession affected the Berkshire 
economy earlier than the rest of the coun-
try, and that the economy has remained 
relatively stagnant since then. However, the 
nonprofit sector experienced continued and 
marked growth.

“It’s not news that the Berkshire economy 
continues to struggle, and the previous re-
ports also cite the growth and importance 
of the nonprofits in contrast to that,” said 
Sheppard, who prepared all three studies. 
“But when I was working on the new study, 
I didn’t expect it would become even more 
important, and the extent of that.”

This trend is sometimes perceived as a 
growth in the need for social services because 
of the declining economy. Nonprofits are 
also seen as relying on contributions, rather 
than contributing to economic vitality as 
businesses do.

However, Sheppard emphasized that the 
nonprofit sector is diverse and generates 
significant economic activity

“For some, the size of the nonprofit 
economy is a concern, but it is not only about 

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.  

Offices & shOp space
Downtown PittsfielD • walk to north street

•	Ground	floor	office	space	
with	reception,	3	offices	and	
conference/breakroom

•	Upstairs	apartment	and/or	more	
space	for	offices

•	Large	back	shop/garage/utility	
space	with	office

Property is ideal for contractor, professional 
or investor looking for opportunity to locate a 

business near central downtown.

Buildings are available for lease and/or sale. 
Possible financing available.

For	more	detaiLs,	caLL:

413-443-5933	ext.	111

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

Don’t be S.A.D.! Our Diamond Surgeon General has counseled thousands
of  diamonds, and can quickly make yours twinkle with the best of  them!

No drugs are Necessary.  INjectIoNs Not requIred or advIsed.

Your diamond may suffer from

s.a.d.
aka SOCIAL ANXIETY DISORDER

Is your diamond afraid to go out in public?

Does it get nervous around bigger diamonds?

Does it struggle to catch fire in the sunlight?

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

 Mark E. Kasuba, Gemologistwww.medwardjewelers.com
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Aug. 15, Sept. 19: Pittsfield Re-
pair 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.

Aug. 18. Sept. 15: 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.

Aug. 19: Wellness Wednesday to promote health awareness 
and education at the Northern Berkshire YMCA, 22 Brickyard 
Court in North Adams. Area organizations will offer blood 
pressure and eye screenings, life coaching booth, smoking 
cessation and information about YMCA back-to-school pro-
grams. 4 to 6 p.m.

Aug. 19: Chamber Nite at Darrow School for members of the 
Berkshire Chamber of Commerce. 5 to 7 p.m. at the school, 11 
Darrow Rd. in New Lebanon, N.Y. RSVP. 413-499-1600.

Aug. 20: EMV Credit Card Conversion Workshop to help 
vendors understand transition to new required electronic chip 
card technology. Sponsored by Salisbury Bank and led by 
Kristina DiMeo of East Commerce Solutions. 5:30 p.m. Mason 
Library Community Room, 231 Main St. in Great Barrington. For 
reservations contact Kevin Norton 860-435-9801 ext. 1010.

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.

Aug. 21: Makeup, Martinis & Moustaches benefit in support of 
Berkshire South Regional Community Center. Hosted by Iredale 
Mineral Cosmetics at its downtown Great Barrington head-
quarters, starting at 6 p.m. Tickets are $150 per person availble 
online at www.berkshiresouth.org. For more information, contact 
events@berkshiresouth.org or call 413-528-0397. 

Aug. 21-23: Beer Fest Weekend sponsored by Kelly’s Package 
Store at American Legion Park, Route 9, Dalton, to raise funds 
for the Dalton Community Recreation Association and other 
organizations. Information at kellyspackagestore.com.

Aug. 21-23: Lenox Library Annual Book Sale to benefit 
library’s educational programs. Preview for $5 donation on 
Friday at 11 a.m. to 2 p.m. Free admission after that. Sat. Sun, 
10.a.m. to 5 p.m. 413-445-5679.

Aug. 22: OLLI Open House to introduce programs of Osher 
Lifelong Learning Institute to potential members 50 and above. 
Free. 10 to 11:30 a.m at the Daniel Arts Center at Simon’s Rock 
of Bard in Great Barrington.

Aug. 23: Panel Discussion on Farming, with owners of area 
farms. 6 p.m. at Bascom Lodge at the summit of Mount Grey-
lock. 413-743-1591. 

Aug. 26: Preventing Medicare Fraud, a talk sponsored by 
Hillcrest Commons Nursing and Rehabilitation Center as part 
of its “Berkshire Senior Subjects” monthly series. 10 a.m. at 
the Ralph Froio Senior Center in Pittsfield. Free to public. 
RSVP at 413-445-9747.

Aug. 26: Good News Salute Cocktail Hour at Cranwell Spa, 
Resort and Golf in Lenox, sponsored by Berkshire Chamber of 
Commerce. Keynote speaker Stephen Sheppard, professor of 
economics at Williams College, who will discuss recent study 
of nonprofit economy. 4:30 p.m. RSVP. 413-499-4000.

Aug. 27: 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 Leticia Haynes, vice president for institutional diversity 
and equity at Williams College, who will speak about her profes-
sional 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.”

Aug. 27: Discover Tyler Street annual community celebration 
in the Tyler Street district in Pittsfield, with live entertainment, 
family activities, car show, food and more. Free. 5 to 8 p.m. in 
the parking lot adjacent to PEDA headquarters on Woodlawn 
Avenue. Information at www.tylerstreetpittsfield.com. 

Aug. 28: Mobile Devices: A Look at Smart Phones, Tablets 
and Wearable Technology, topic of dinner meeting presented 
by the Berkshire Section of IEEE. With guest speaker Michael 
Glaberman of MSG Computers + Genesis 10. Cork ‘N Hearth 
Restaurant in Lee, with cocktails at 6 p.m. and dinner at 7 
(followed by presentation). $20 members, $0 nonmembers (no 
dinner, free). Reservations requested by Aug. 24. Call 413-655-
2623 or email rkolod@IEEE.org.

Aug. 28: Good News Salute Cocktail Hour at Cranwell Spa, 
Resort and Golf in Lenox, sponsored by Berkshire Chamber of 
Commerce. Keynote speaker Stephen Sheppard, professor of eco-
nomics at Williams College. 4:30 p.m. RSVP. 413-499-4000.

Aug. 28-30: SummerFest Weekend in downtown Great Bar-
rington. Sponsored by Southern Berkshire Chamber of Commerce. 
For information and vendor applications call 413-528-4284. 

Sept. 3: 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.

Sept. 9: Southern Berkshire Chamber of Commerce Business 
Person of the Year Reception to honor George Smith, partner 
and founder of Smith, Watson & Company. 5:30 to 7 p.m. at 
Chesterwood in Stockbridge. Reservations at 413-528-4284. 

Sept. 9: Obtaining Social Security Disability Income (SSDI): 
An Overview for Health Care Professionals, workshop pre-
sented by Berkshire AHEC at Sweet Brook Rehabilitation & 
Nursing Center, 1561 Cold Spring Rd., Williamstown. Registra-
tion and continental breakfast 8 to 8:30 a.m., program 8:30 to 
10 a.m. $30 if paid by Sept. 2, $35 after Sept. 2. (fee includes 
certificate of completion for professionals). General public 
fee: $15 (pre-registration required). For more information, call 
413-447-2417 or email info@berkshireahec.org.

Sept. 10: Celebrate the Berkshires sponsored by 1Berkshire, 
to honor “Putting the Berkshires on the Map” honoree Hotel on 
North and other winners of Trendsetter Awards. 6 p.m. at The 
Stationery Factory, 63 Flansburg Ave. in Dalton. Information 
at 413-443-1600.

Sept. 12: Harvest Ball, sponsored by the Southwestern Vermont 
Health Care (SVHC) Foundation. Includes presentation of 
the Vision Awards, with this year’s honorees Richard Guer-
rero, MD, recipient of SVHC’s 2015 Health Care Leadership 
Award, and Roby Harrington, recipient of SVHC’s 2015 Distin-
guished Community Service Award. Held at the 1768 Hubbell 
Homestead at Colgate Park in Bennington, Vt. All proceeds 
to benefit the health system. For tickets or more information, 
call 802-447-5017.

Sept. 12, 13: Arts and Crafts Creations Weekend at Lee Pre-
mium Outlets, featuring local artists and craftspeople. 10 a.m. 
to 5 p.m. Interested vendors of handmade, non-food products 
may contact Heidi Cornwell at 413-243-2063 for information. 
$150 registration fee due by Aug. 28. 

Sept. 13: Woofstock 2015, Berkshire Humane Society’s annual 
dog walk and fund-raiser, at the Controy Pavilion on Onota Lake 
(rescheduled from June). Begins with a pancake breakfast at 8 
a.m. ($6 per person). Registration for the walk begins at 10 a.m. 
with an 11a.m. start time for the walk. For more information, call 
413-447-7878 ext. 131, or visit BerkshireHumane.org.

Sept. 14: Retail Associate training program begins at Goodwill 
Maker Space training center, 158 Tyler St., Pittsfield. Classes 
run Monday-Thursday from 9 a.m. to 1 p.m. for 2-1/2 weeks, 
covering a range of operational skills for starting a successful 
career in retail. Training is available at no cost or low cost to 
agencies and individuals. To apply for this or other Goodwill 
job training programs, contact Pam Bennett at pbennett@
goodwill-berkshires.org or 413-442-0061.

Sept. 15: 20th Annual Golf and Tennis Challenge at Stock-
bridge Country Club to benefit the Stockbridge Library and the 
Lenox Library. $145. Information 413-637-2630 ext.121. 

Sept. 17: 3rd Thursdays outdoor street festival in downtown 
Pittsfield from 5 to 8 p.m., with this month’s theme Walk a 
Mile in Her Shoes. For more information on 3rd Thursdays, 
visit discoverpittsfield.com/3rdthursdays/, email slemme@
pittsfieldch.com or call 413-499-9348.

Sept. 17: MS Support Foundation monthly support group 
meeting, 5 to 6:30 p.m. at 85 Main St., Suite 212, North Adams, 
with a presentation by attorney James Sisto from Berkshire Elder 
Law Center on protecting your assets. Light refreshments are 
served. For information, call 413-346-4116.

Sept. 19: Berkshire Walk to End Alzheimer’s, fund-raising 
event at Ashuwillticook Rail Trail. Farnams Road Causeway, 
Cheshire. Registration at 8:30 a.m., ceremony at 9:30 and walk 
at 10. To start a team or for sponsorship information, visit alz.
org/walk or call 800-272-3900.

Sept. 20: Josh Billings Runaground, annual triathlon to benefit 
Berkshire United Way. For information and registration visit 
www.joshbillings.com.

Sept. 24: The Leadership Advantage: Applying the Art and 
Science of Effective Leadership, workshop presented by Jerry 
Posner of The Posner Group, to assist managers, supervisors, 
business owners and organization leaders to improve and enhance 
training, coaching and communication skills. Sponsored by the 
Southern Berkshire Chamber of Commerce. 9:30 a.m. to 12:30 
p.m. at BCC South County Center in Great Barrington. Chamber 
members $49, nonmembers $89. To register or for information, 
call 413-528-4284.

Sept. 24-27: Draft Animal-Power Network (DAPNet), a 
showcase of working horses, oxen and mules in practical ap-
plications for field work, gardening, forestry and more. Held at 
Cummington Fairgrounds, with workshops, events and activities 
scheduled throughout the four days. For schedule and details, 
visit www.draftanimalpower.org, email dapnetinfo@gmail.com 
or call 802-763-0771. 

Sept. 25: Hillcrest Educational Centers 14th Annual Fall 
Classic Golf Tournament benefit at Wahconah Country Club 
in Dalton (rain date Oct. 2). Morning and afternoon shotgun start 
and scramble format. Individual and partial teams are welcome. 
$175 per player includes golf cart, green fees, breakfast, lunch, 
premium player gift and festive dinner. To register, visit www.
hillcrestec.org or contact Sheila Mason, smason@hillcrestec.
org or 413-499-7924 ext. 133.

Sept. 26: Community Shred Day at the Great Barrington branch 
of Salisbury Bank, open to all local residents and businesses as 
part of the bank’s commitment to help in the fight against identity 
theft. Each person may bring up to four boxes of paper (paper 
only; no binders) for shredding by Record Storage Solutions 
personnel from 9 a.m. to noon.

the month in business Sept. 26-27: Hancock Shaker 
Village Country Fair, two-day 
fall festival on the grounds of the 
historic village. 10 a.m. to 5 p.m. 
both days. Farmers and hand-

crafters interested in exhibiting at Country Fair can download 
an application form online at hancockshakervillage.org. Go to 
Programs & Events and click on Country Fair.

Sept. 27: Wine & Beer Tasting Party to benefit the Gladys 
Allen Brigham Community Center, 5 to 7:30 p.m. at Mazzeo’s 
Ristorante in Pittsfield. Tickets $30 and $75 (VIP). For tickets 
and information, call 413-442-5174.

Sept. 30: BerkshireWorks Annual Job Fair to bring together 
job seekers and employers. 9 a.m. to 1 p.m. at Crowne Plaza 
in Pittsfield. Employers interested in participating can call 
413-499-2220 ext. 111.

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 from September 
to May, and at Berkshire Medical Center 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: 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.◆

The Best of Both Worlds…
Home and Business 

201 north summer street • adams • $289,000

Golden opportunity – Architecturally distinctive repurposed former school, with open 
floor plan apartment option along with beautiful separate artisan/studio space. Open 
light, semi-finished lower level with half bath and direct access to the outside makes 
ideal work or play space. Huge third floor “attic” has potential too. Attractive residential 
neighborhood on quiet side street a stroll from the river and open fields. Combine open 
spacious living and working space in this stylish historic building.

Prime  commercially zoned 0.8-acre parcel, located 
between Dunkin Donuts to the west and a professional 
office building to the east, is the last remaining 
undeveloped site along Main Street (Route 2). With 

frontage on two paved roads including 265 ft. on Route 2, this is an ideal site for a wide 
variety of potential commercial uses, or mixed commercial with second-floor residential 
apartments. Owner will build to suit on a long-term lease or sell outright. Strategic 
location, easily accessible and highly visible for retail, professional or commercial uses. 
Southern exposure offers passive solar potential. Broker owned.

Prime Commercial Parcel 
Ready for Development 
m ain street • williamstown • $495,000

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

Jim’s Lawn Care
Call now to arrange for fall Clean Up services

Lawn Mowing & Fertilizer Treatment H Garden Care & Maintenance 
Brush Cutting H Chain Saw Work H Pruning H Hedge Trimming 

Mulching H Rototilling H Painting H Fencing H Junk Removal

413-442-0332
(Leave Message)Free Estimates                                                             Firewood for Sale
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Greylock Federal Credit Union has donated 
$11,000 to Berkshire South Regional Commu-
nity Center in Great Barrington, which will use 
the funds to purchase food and supplies for its 
Weekly Free Community Supper program. “We are 
grateful to Greylock for this generous donation,” 
said Jenise Lucey, executive director at Berkshire 
South. “Our community based program nourishes 
mind, spirit and body, and the guests who attend 
these meals look forward to the social interaction 
as much as the great food.” Over the past year the 
weekly supper has served over 5,000 meals to the 
Berkshire population, with attendees coming from 
17 Berkshire County towns and bordering New 
York and Connecticut communities. Area chefs 
donate their time and talents to prepare nutritious 
and delicious culinary creations for the meals.

Berkshire Farm & Table (BF&T) has orga-
nized hospitality professionals to pioneer a craft 
cocktail movement in the Berkshires. The campaign 
brings together restaurants, bars and retail shops to 
promote craft cocktails as another way to experience 
the Berkshires. Close to two dozen establishments 
are participating in The Summer of Greylock Gin, 
which runs through Sept. 21, to raise awareness 
of an award-winning local spirit produced by 
Berkshire Mountain Distillers. Greylock Gin was 
rated the Number One craft gin in the country by 
The new york Times. Participating establishments 
are offering a diverse range of classic and original 
cocktails using Greylock Gin, and many will of-
fer craft cocktails highlighting fresh botanicals 
grown at the Berkshire Mountain Distillers gardens 
and greenhouses. For more information visit the 
website www.berkshirefarmandtable.org/summer-
ofgreylock… Berkshire Mountain Distillers has 
also recently teamed up with Barrington Coffee 
Roasting Company to create signature aromatic 
coffee bitters. The brand, BMD Coffee Bitters, 
combines Barrington Coffee’s Sumatra Aceh and a 
proprietary selection of dark botanicals that create a 
mix of sweet, savory and dry cocktail flavors. The 
product sells for $15 for a bottle. Recipes and order-
ing information can be viewed at barringtoncoffee.
com/shop/bmd-coffee-bitters. 

Berkshire Community College (BCC) and the 
College of Our Lady of the Elms in Chicopee 
have signed a Memorandum of Understanding 
allowing qualified BCC human services gradu-
ates (and graduates with associate degrees from 
other accredited institutions) to complete Elms 
College’s social work bachelor’s degree program 
at BCC’s main campus in Pittsfield. Classes taught 
by Elms College faculty will be held at BCC on 
Saturdays. Students who complete coursework in 
10 eight-week sessions over a 20-month period will 
be awarded a Bachelor of Science degree in social 
work. Two cohorts, consisting of new and returning 
students, will begin classes Aug. 29. BCC President 
Ellen Kennedy and Elms College President Mary 
Reap originally signed an agreement regarding 
the off-campus program for social work in May 
2013. Classes previously offered in Lee will shift 
to BCC’s main campus. Students will work with 
BCC advisors as they complete their associate de-
grees at BCC and then with Elms advisors as they 
transition into the bachelor’s completion programs. 
In addition to social work, Elms College will also 
offer two online degree-completion programs 
as part of the Memorandum of Understanding, 
including a bachelor’s degree in speech language 
pathology assistant and a bachelor of science degree 
in healthcare management.

This year’s Fall Foliage Parade, sponsored 
by the Berkshire Chamber of Commerce, has 
been scheduled to take place on Oct. 4, and will 
feature a 60th Anniversary theme, reflecting the 
parade’s history. Volunteers and donors are being 
sought for the event, which covers a route from 
Curran Highway into downtown North Adams. 
For information, visit fallfoliageparade.com.

Hotel on North in downtown Pittsfield has 
been selected as the 2015 “Putting the Berkshires 
on the Map” honoree by 1Berkshire, the county-
wide economic development organization, for the 
contribution it is making to the overall image of 
the Berkshires. Hotel on North, which opened on 
North Street in early June, is principally owned by 
David and Laurie Tierney, and is managed by the 
Main Street Hospitality Group. The honor will 
be presented along with other awards at 1Berk-
shire’s fifth annual Celebrate the Berkshires event 
on Sept. 10 at the Stationery Factory in Dalton. 
For information on Celebrate the Berkshires, and 
to reserve tickets, visit 1Berkshire.com.

Pittsfield Cooperative Bank is contributing 
staff time and expertise to serve in a mentorship 
role for the Pittsfield Community Connection, 
a grant-funded initiative with a mission of giving 
high-risk youth the support and opportunities in-
tended to keep them on a path of hope and change 
for the future. This comes on the heels of a $1,000 
donation by Pittsfield Co-op, the first private spon-
sorship of Pittsfield Community Connection. “We 
believe that the Pittsfield Community Connection 
is an important program that could greatly benefit 
from private sector support,” said Jay Anderson, 
the bank’s president. “The program is so important 
we have taken steps far beyond a simple monetary 
donation, and are contributing the valuable time and 
energy of our staff to elevate it to the next level.” 
The mentoring and partners program is a new ad-
dition to this year’s work of the initiative. Linking 
young people with mentors from throughout the 
community, as well as primary caregivers, the 
mentor and partner program will seek to break the 
cycle of poverty. “We would like to thank Pittsfield 
Cooperative Bank for being one of the leaders in 
bolstering the Pittsfield Community Connection 
this year and for recognizing the important work 
of mentoring youth at risk,” said Pittsfield Mayor 
Dan Bianchi. “This is a vital program to change 
the lives of many of our at-risk youths.”

The 2016 edition of the Hilltown Business 
Directory is now soliciting listings. The directory, 
published by Hilltown Community Develop-
ment Corporation, includes businesses in seven 
towns in eastern Berkshire County (Dalton, Hins-
dale, Peru, Becket, Otis, Washington and Windsor) 
as well as towns in western Hampshire, Hampden 
County and Franklin counties. Reservation forms 
are available at www.hilltowncdc.org or from 
Seth Isman at 413-296-4536 ext. 112 or atsethi@
hilltowncdc.org. The deadline is Sept. 14.

In keeping with its philanthropic mission, 
WAM Theatre will be donating 25 percent of the 
box office proceeds from its upcoming production 
of the comedy Holy Laughter to the Hands in 
Outreach and Sisters for Peace girl’s education 
project. WAM regularly donates a significant 
portion of its ticket sales to organizations that sup-
port women’s empowerment. Hands In Outreach 
(HIO), run by Ricky Bernstein of the Berkshires, 
is a small educational sponsorship program for 
poor, inner-city girls in Nepal. With a family 
oriented approach, HIO guides their girls to be 
strong, self-reliant adults. Sisters for Peace (SFP), 
founded by Berkshire resident Caroline Wheeler, 
is a grassroots, nonprofit organization empowering 
women and girls, locally and around the world, 
who are living in impoverished conditions. SFP 
is entirely a volunteer-run organization, and cur-
rently sponsors four HIO girls to attend school. 
Through WAM’s donation, in 2016, it will be able 
to sponsor five girls to stay in school for the entire 
year. WAM will present Holy Laughter from Oct. 
29 through Nov. 22 on the St. Germain Stage at 
the Sydelle and Lee Blatt Performing Arts Center 
at Barrington Stage Company in Pittsfield.

   

2015 GMC Sierra 

McAndrews-King 
Buick GMC Truck Inc. 

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

mcandrewsking.com
Bigger is not Better… Better is Better

2015 GMC Sierra

SpeCiaLiStS in reSidentiaL moving & warehouSing. 
LoCaLLy & worLdwide.

Proudly serving The Berkshires for over 90 years.
Quality service • competitive rates
a family Owned & Operated Business Since 1923

visit our website at www.castinemovers.com

ICC MC73444
US DOT 058227

or toLL Free

1•800•225•8068413•499•4982

Allendale Shopping Center
Retail & Commercial Space Available

sizes & options to sUit YoUR BUsiness
FOR LeASiNg iNFORMATiON CONTACT:

Glenn Langenback • Property Manager
Tel: 413-236-5957
Fax: 413-236-5731
Cell: 413-464-4211

Allendale Shopping Center
5 Cheshire Road • Suite 60

Pittsfield, MA 01201
GLangenback@verizon.net

The
proTecTion 

your business 
needs

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

Heat Loss Monitoring

New eNglaNd dyNamark
Security ceNter

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

Vikas Veeranna, MD
Cardiologist
Cardiology Professional Services at BMC 
Pittsfield: 413-395-7580 
Great Barrington: 413-854-9777 
North Adams: 413-663-3400 

Dr. Vikas Veeranna, a board certified and fellowship trained 
Cardiologist, joins Cardiology Services at BMC and is 
accepting new patients in need of cardiology care. He is 
teamed with Drs. Jeffrey Leppo, Kyle Cooper, Kristen Currie, 
David Finck, Douglas Herr, William Levy, Henry Lyle, Lisa 
Massie, Andrew Potash, Mara Slawsky and Georgianne Valli-
Harwood.

Board certified in Internal Medicine and Cardiovascular 
Disease 
Fellowship trained in Cardiovascular Disease from Wayne 
State University/Detroit Medical Center and in Advanced 
Cardiac Imaging from Brigham & Women’s Hospital 
Residency at Wayne State University after receiving his 
medical degree from Bangalore Medical College 
For an appointment with Dr. Veeranna or one of his 
colleagues, ask your physician for a referral or call 
Cardiology Professional Services at BMC, in Pittsfield, 
413-395-7580, Great Barrington, 413-854-9777, or North 
Adams, 413-663-3400 
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Adams Community Bank has donated $7,000 
to the Cheshire Elementary School Parent 
Teacher Group towards their new playground 
equipment. “This is a community playground 
that is used by children of all ages and is used by 
the public during sporting events,” said President 
and CEO Charles O’Brien. “This gift is a natural 
extension of how we strive to make a positive 
impact in Berkshire County.”

Massachusetts College of Liberal Arts 
(MCLA) has announced that James Clemmer ’86, 
alumni representative to the college’s board of trust-
ees, will assume the position of interim president of 
MCLA on Aug. 14, as MCLA reopens its national 
search for the next president. The college’s current 
interim president, Cynthia Brown, will resume her 
duties as vice president of academic affairs, which 
will allow her to put her name forth as a candidate 
for the upcoming search. Massachusetts Board 
of Higher Education guidelines for presidential 
searches state that an interim president “shall not 
be eligible to be considered for the permanent 
presidency.” As a result, Brown has elected to 
step down from her interim position to pursue this 
opportunity. “The board is responsible for hiring 
MCLA’s next president, so we must ensure that 
the best possible pool of candidates is cultivated 
and put forth for consideration,” said Tyler Fair-
bank, chair of the MCLA board. “This leadership 
transition will maintain the integrity of the search 
process and allow Dr. Brown to compete for the 
position.” Clemmer recently retired from a career 
at Covidien plc, where he last served as president 
of the medical supplies segment. “Jim Clemmer 
is a veteran executive with more than 25 years of 
varied business experience, and will be a tremen-
dous asset to the college in his new role of interim 
president,” Fairbank said.

The 39th Annual Josh Billings RunAground 
Triathlon is seeking participants and volunteers 
to assist with the race, which takes place Sept. 20.  
and requires some 350 volunteers. The race, the 
second oldest triathlon of its kind in the country,  
covers five southern Berkshire County towns 
and consists of a 27-mile bike ride, a 5-mile 
canoe, kayak or paddleboard sprint, and a 6.2 
mile run. Teams and singles of all capabilities are 
encouraged to participate. Race proceeds benefit 
Berkshire United Way. For information, visit 
www.joshbillings.com.

Wild Oats Market in Williamstown provided 
the Williamstown Youth Center with a check for 
$409, representing the proceeds from the co-op’s 
annual Ice Cream Social, held Aug. 1. “The Youth 
Center benefits many in the Wild Oats community 
as well as in the community of North Berkshire 
County,” said general manager David Durfee. 
“We’re extremely pleased to make them the recipi-
ent of the proceeds from this year’s fund-raiser.” 
The Williamstown Youth Center serves children, 
adolescents and their families by providing educa-
tional, athletic, recreational and artistic programs 
in a safe, well-supervised environment that also 
provides age-appropriate challenges.

Berkshire Health Systems has announced a 
further expansion of outpatient surgical procedures 
being performed at the Northern Berkshire Cam-
pus of Berkshire Medical Center. Urologic and 
gynecologic minimally invasive surgery procedures 
are now being scheduled for operating rooms at the 
Northern Berkshire Campus. They join outpatient 
orthopedic surgery, which started in January of 
this year. Urologic surgery is being performed by 
Stephen St. Clair, MD, and Kevin Killeen, MD, 
with Urology Professional Services of BMC. 
Gynecologic surgery is being performed by Charles 
O’Neill, MD, Susan Yates, MD, and Kalpesh Patel, 
MD, who all provide care through Berkshire OB/
GYN of BMC’s northern Berkshire office.

BerkShares Inc. has announced that residents 
and visitors can now exchange their dollars for 
BerkShares at an additional branch of Lee Bank, at 
450 Pittsfield-Lenox Rd. (Route 7) in Lenox. Lee 
Bank has been a long-time partner of BerkShares, 
and its Great Barrington, Lee, and Stockbridge 
branches were among the first to offer BerkShares 
exchange services in September 2006. This is the 
second new bank branch recent months to start 
offering BerkShares. The Great Barrington branch 
of Salisbury Bank started BerkShares exchange 
at the beginning of April. BerkShares program 
coordinator Alice Maggio noted that the Lenox 
branch of Lee Bank is the furthest north of all 
the participating bank branches so far. “We are 
excited to expand the geographic availability of 
BerkShares, as this means that more Berkshire 
residents will have easy access to our local cur-
rency,” she said. BerkShares can be spent at more 
than 400 participating locally owned businesses in 
the Berkshire region. The local currency reminds 
people of the value of locally owned businesses 
and helps them to retain and recirculate money 
in the local economy. BerkShares exchange ser-
vices are available at participating branches of 
Lee Bank, Pittsfield Cooperative Bank, and 
Salisbury Bank and Trust Company. The eight 
participating branches of these three banks can be 
found in Great Barrington, Lee, Lenox, Sheffield, 
South Egremont and Stockbridge.◆
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ExtraSpecialTeas
continued from page 1

“It’s basically ‘Happy Birthday, now leave. 
You’re on your own,’” said Cherri.

But, in investigating the options, the Sanes 
could not fi nd one that addressed the specifi c 
needs of their son and their goals for him. 
They wanted Jache to be able to live a full, 
active life as an adult, in a setting 
that would accommodate his 
condition.

“Our vision for Jache 
is that he be out in the 
community and work-
ing and interacting 
with people,” said 
Cherri. “We didn’t 
want to put him in 
an institutional or 
sheltered setting, 
or have him spend-
ing most of his time 
isolated at home.”

While there are pro-
grams that offer various 
services, she said, none of-
fer the specific combination of 
work opportunity, community engagement, 
and training and support services for those 
with the degree of disability of people like 
Jache.

The Sanes decided to take matters into 
their own hands and establish a day-center 
program for those who were in danger of 
falling through the cracks of the existing 
network of services.

That led to the idea of a combination 
teahouse and day center.

In addition to those with severe autism, the 
venture will serve clients with other develop-
mental disabilities such as Down syndrome, 
as well as those with signifi cant physical 
disabilities who are not eligible for, or would 
not benefi t from, existing services.

“Our focus is on those who don’t have any-
where else to turn,” said Scott Sanes, chairman 
and co-founder of ExtraSpecialTeas.

Organization and funding
To lay the groundwork, they recruited 

friends and other supporters with profes-

sional expertise. They have established a 
501c3 nonprofi t organization with a board 
of directors.

Their goal has been to raise an initial total 
of $150,000, and open ExtraSpecialTeas in 
downtown Great Barrington by the end of 
the year.

The Sanes said they have raised about 
$100,000 as of mid-August, including pro-
ceeds from a national online fund-raising 

challenge, on the crowd-sourcing website 
Crowdrise, that they conducted 

between last November and 
January.

As part of their goal to ex-
pand ExtraSpecialTeas 
on a national level, the 
Sanes have created 
an extensive brand-
ing book that includes 
logos, designs, mer-
chandising and other 

marketing elements 
for the teahouse/day 

center concept.

They are currently 
turning to the local com-

munity to raise additional 
funds, with a benefi t fund-raiser 

tentatively scheduled for Oct. 10.
This summer the Sanes have also moved 

closer to making their teahouse a reality on 
another front by securing a location for the 
venture. They have leased a 1,300-square-
foot, two-level space at 2 Elm St. (just off 
Main Street) in downtown Great Barrington 
and are in the process of preparing it for its 
new use.

Cherri noted that, pending required permits 
and licences, they hope to have ExtraSpe-
cialTeas open by mid-October.

They are also working to expand their vol-
unteer base to help support the organization 
and the teahouse venture once it opens.

The Sanes noted that they have received 
a pledge from the state Department of De-
velopmental Services for $20,000 annually 
per participating special needs adult once the 
day program is operational. In addition, all 
revenues from sales at the teahouse will be 
applied towards its operating budget.

“So, basically, what we need at this point 
is enough to pay the startup costs and provide 
a secure base for the fi rst year,” said Scott. 
“We expect that it will be self-sustaining once 
it is in operation, although we will continue 
to raise funds on an ongoing basis.”

ExtraSpecialTeas will have two sections. 
The lower level ofthe Elm Street space will be 
a storefront teahouse that offers a selection of 
teas and accompaniments, as well as related 
craft items for sale to customers. Upper level 
space will be used as a workshop for training 
and production, and areas for other activities 
and client-support services.

The operation will serve the role of a day 
center, and clients will spend a majority of 
their weekdays in the program. The Sanes 
said it will balance activities that combine 
scheduled jobs with training and other sup-
port services and activities.

Participants in the program will spend allot-
ted periods of time serving tea and performing 
jobs in the front section of the teahouse. At 
other times, they will produce craft items to be 
sold, while also receiving vocational and life-
skills training and other therapeutic services, 
and participating in additional activities.

They will be trained and closely supervised 
by staff. They will have work schedules and 
will be assigned tasks that are appropriate to 
their specifi c abilities and limitations.

The clients will be paid minimum wage 
for the hours they work.

The Sanes are currently concentrating 
on getting the Great Barrington teahouse 
up and running. However, they said their 
long-range goal is to establish a chain of 
similar teahouse/day centers in other loca-
tions around the country.

To support that goal, the Sanes have de-
veloped a brand  book for ExtraSpecialTeas 
that provides an overview of the business 
model and mission, and illustrates plans for a 
range of related products, such as customized 
cups, stamped items and other merchandise 
that would be sold at the teahouses. Some 
of those items would be produced on-site by 
participants in the program.
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The Sanes said they chose the concept of 
a teahouse for the business model because it 
fi t in with their goals for the program.

“Tea is a different experience than coffee,” 
said Scott. “People usually drink coffee for 
a burst of energy. Tea, on the other hand, has 
spiritual connotations, and drinking tea is more 
of a relaxing activity. In many cultures, the 
serving of tea is also a community activity, and 
teahouses are considered to be a safe haven. 
That is the environment 
we want to foster at 
ExtraSpecialTeas.”

They are receiving 
corporate support from 
Tiesta Tea, a specialty 
tea company based in 
Chicago.

While ramping up 
for the opening of their teahouse, the Sanes 
are building public awareness and visibility 
by participating in farmers’ markets in Great 
Barrington, Lenox and Sheffi eld, as well as 
other events and fairs this summer.

Complements existing services
The Sanes emphasized that ExtraSpecial-

Teas (413-429-6500 or www.extraspecialteas.
org) is designed to complement the existing 
services for people with special needs.

They said those other programs also serve 
important purposes. They also envision col-
laborations between ExtraSpecialTeas and 
other organizations.

However, they said ExtraSpecialTeas is 
oriented to a specifi c segment of the disabled 
population, who either do not qualify for other 
programs or have different goals.

For example, there are employment pro-
grams for the disabled that provide work 
experience in workshops or jobs in the private 
sector. However, people with more severe 
disabilities may not qualify because they 
cannot meet certain daily living criteria.

“Our program is for people who are not 
considered employable,” said Scott. “They 
aren’t able to go to college, or get a job bag-

ging groceries in a supermarket. But they 
are capable of achievement, if they are in 
the right environment.”

He added that, in some cases, the training 
and experience may enable participants to 
eventually get jobs elsewhere. “For some, 
this can be a stepping stone,” he said. “Others 
may not be able to advance, and for them this 
will be a long-term safe haven.”

Scott is a personal-injury trial lawyer 
who grew up in Chi-
cago. Cherri is a native 
of Texas. They met 
in Texas, after Scott 
moved there to prac-
tice law.

They fi rst came to 
the Berkshires to attend 
the Autism Treatment 

Center in Sheffi eld (affi liated with the Option 
Institute), and learn its Son-Rise therapeutic 
program. “After visiting regularly, we fell in 
love with the Berkshires and moved here in 
1999,” said Cherri.

Scott continues to practice law in Texas 
and commutes there on a regular basis. He 
also opened a practice in Berkshire County 
last year.

In addition to developing ExtraSpecial-
Teas, the Sanes said they also intend to 
advocate for similar programs based on 
that approach. “We want this to also be an 
inspiration to others,” said Cherri.

They also noted that there is an especially 
pressing need for programs to support autistic 
adults.

“Autism is on an epidemic scale,” said 
Cherri. “Jache is part of a growing wave of 
young people with autism who are reaching 
the age where they will need special services 
as adults. When he was born, about one in 
2,500 people were diagnosed being on the 
autistic scale. Today that is about one in 68 
people. So, as the number of young people 
with autism reach adulthood, there is going 
to be more and more need for services and 
programs like this to help them.”◆

“Our program is for people 
who are not considered 
employable,” said Scott. 
“But they are capable of 

achievement, if they are in 
the right environment.”
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By Brad Johnson
Highlighted by recent implementation of 

the Affordable Care Act (ACA), the process 
of keeping up with increasingly complex 
employee benefit regulations has become a 
major headache for many employers.

The same can be said for the special-
ized insurance agencies and related firms 
that assist employers with their employee 
benefit packages and policies. Burdensome 
compliance issues, regulatory requirements 
and other intricacies of the employee benefit 
industry are stretching the capabilities and 
resources of many smaller firms to the point 
where the ability to fully serve their clients’ 
needs comes into question.

In many cases, these firms decide that 
the best way forward is through the sale of 
the business to a larger company. This con-
solidation trend, which has been consuming 
hundreds of small insurance agencies every 
year nationwide for some time, has acceler-
ated with the passage and implementation 
of the ACA.

One local firm facing this situation, True 
North Insurance, has found a different solu-
tion that allows the agency to continue to op-
erate independently but still tap the resources 
and technology needed to keep up with the 
growing challenges of their industry.

In July, the agency, a wholly owned 
subsidiary of MountainOne Bank, formally 
established an alliance with Digital Benefit 
Advisors, a national company that provides 
employee benefit programs and services 
primarily for small and middle-market 
businesses.

“We’ve been up to our elbows in compli-
ance issues,” said Holly Taylor, president and 
licensed insurance broker with True North. 
A lot of that, she explained, has involved 
figuring out how to adapt to the complexities 
related to the ACA and other changes in the 
employee benefit market.

“You cannot stand still in this industry,” 
Taylor said, noting that many smaller agen-
cies across the country have opted to become 
part of larger national companies. That op-
tion, however, was not one that MountainOne 
wished to pursue for True North. “We felt 
there needed to be another model that works 
for an agency our size,” she added.

The alternative model they came upon 
turned out to be one developed by Digital 
Benefit Advisors over the past several years. 
A division of Digital Insurance, the Atlanta-

based company has itself been involved in 
the acquisition of many employee benefit 
agencies – primarily in larger metropolitan 
areas – as part of its own growth track. More 
recently, however, it has also been forming 
alliances with insurance agencies in other 
smaller markets, an arrangement that its 
co-founder and chief growth officer Mike 
Sullivan describes as a winning proposition 
for all sides.

“It can be an extremely attractive solution 
for firms to be able to meet their clients’ needs 
and remain autonomous,” he said.

Sullivan and Taylor explained that, through 
such an alliance, the smaller agency is able 
to tap the expertise and extensive resources 
of the larger company in return for an es-
tablished portion of revenue generated by 
the smaller firm.

“We share revenue with them, and they 
bring us incredible resources and technol-
ogy,” said Taylor. “This gives us a whole new 
toolbox to use, and gives our customers the 
best of both worlds because they continue to 
get the very personalized services that a small 
agency [like True North] provides.”

“It’s very difficult for a small agency to 
be able to make the kinds of investments 
needed to keep up with our changing in-

dustry,” added Sullivan. “We’ve created a 
model where firms without the resources to 
handle this alone can still continue to meet 
the needs of their clients.”

Complex industry
Sullivan said he and other co-founders of 

Digital Benefit Advisors launched the firm 
in 2000 with an initial focus on the small 
employer marketplace. About five years ago, 
they expanded that focus to include middle 
market employers – those with from 100 to 
2,000 employees.

Like many other areas of modern com-
merce, the employee benefit industry has 
been growing in complexity over time as 
new regulations are added, existing ones 
are amended, and workplace dynamics shift 
under changing economic conditions.

“It has become a much more complex 
business since we first stared,” said Sul-
livan. “And, when the ACA passed and was 
then implemented, our business changed 
dramatically. The requirements on issues of 
compliance, strategy and options shifted to 
a whole new level.”

While larger firms such as Digital have 
had the resources needed to adjust and adapt 
to the changes and new complexities of 

their industry, smaller firms have been left 
to struggle through the thickening weave of 
regulations and compliance issues.

This, as noted above, has resulted in a wave 
of consolidation over the past few years. “If 
you look at our industry, it’s become all about 
scale,” said Sullivan. “The complexity of the 
business is driving consolidation, with about a 
dozen firms out there doing the acquisitions.” 
In 2014 alone, he noted, there were more than 
300 acquisitions of small insurance agencies 
by these larger companies nationwide.

This trend has contributed to the growth of 
Digital Benefit Advisors into what Sullivan 
said is now the largest employee benefit firm 
in the nation, with nearly 28,000 clients and 
over 1.3 million covered members.

Further contributing to that growth has 
been the company’s more recent practice of 
establishing alliances with smaller agencies 
in situations where acquisition is not the right 
answer. The company has formed over 260 
such partnerships to date.

“We are trying to find a balance between 
acquisitions and alliances,” he said. “It’s a 
function of a lot of different things when 
looking at which is the best approach for 
each situation.” For example, he noted that 
bank-owned entities, such as True North, are 
not generally looking to be acquired.

For Digital, there are different advantages 
to each approach. In terms of the alliance 
model, Sullivan said this option allows Digi-
tal to become active in a much wider range 
of markets and communities, where the con-
nections and relationships established by the 
smaller agencies are an important asset.

Alliances also provide a new source of rev-
enue for Digital, without the financial costs as-
sociated with acquisitions. They also allow the 
company to get more out its own investments 
in technology and other resources needed to 
keep pace with the changing industry.

“It’s a great way to grow,” said Sullivan. “It 
allows us to leverage the investments we have 
made to create a new revenue stream.”

Noting that the company’s dual tracks of 
acquisition and alliance have given Digital 
a presence in 35 states to date, Sullivan said 
the trend is bound to continue. “There are 
thousands of firms that will have to look at 
this in the years ahead,” he said.

Driving factors for True North
For True North, the growing complexity of 

the industry has prompted a series of changes 
and adjustments in how the agency does 
business – and how much it interacts with 
individual clients, according to Taylor.

In times past, the agency served primarily 
as a broker to provide employee benefit pack-
ages and related products offered by insurance 
carriers, with revenue earned in the form of 
commissions on those packages. “It used to be 
much more straightforward,” said Taylor.

Today, she added, the greater complexity of 
the industry is placing an even larger burden 
of regulatory compliance on employers, who, 
in turn, are looking for more guidance and 
assistance from their insurance agents.

To that end, Taylor said, the agency had been 
developing a consulting component as part 
of its business model so that it could provide 
the level of assistance needed by clients (and 
their employees), and so that it could also be 
compensated for these additional services.

Taylor noted that in the past few years she 
and the agency’s other licensed broker, Jean 
Stone, had earned their advisor’s license, 
which is required in Massachusetts for an 
agency to engage in fee-based consulting.

“We are working in more of a consulting 
capacity, spending a lot of time talking with 
clients,” she said, noting that the agency’s 
revenues are now comprised of commissions, 
fees for specific compliance services, and 
advisor fees.

Despite these and other adjustments, 
Taylor said keeping ahead of the compliance 
curve was becoming more and more difficult 
for True North and its staff. “Businesses like 
our are overwhelmed by all these complexi-
ties today,” she said.

True North is part of a family of subsid-
iaries owned by MountainOne Bank. The 
others include Coakley, Pierpan, Dolan & 

placeWORK

Licensed brokers Jean Stone (left) and Holly Taylor at True North Insurance now have more resources at 
their disposal to work with clients on employee benefit policies and handle complex compliance issues 
through the agency’s new alliance with Digital Benefit Advisors, a leading national firm in that industry.

allIance advantaGes: agency’s partnership with national firm 
brings key benefits in complex industry
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Collins Insurance, which deals in property 
and casualty insurance products; and True 
North Financial, which offers securities and 
advisory services.

Given this interrelated subsidiary struc-
ture, Taylor noted that the parent company 
was not interested in selling individual com-
ponents. “[MountainOne CEO] Bob Fraser 
likes this model,” she 
commented.

With a sale of the 
agency out of the pic-
ture, Taylor said the 
formation of an alliance 
with a larger firm became the preferred course 
of action. In terms of who to form an alli-
ance with, however, the choice was simple. 
“Digital is the only firm doing this,” Taylor 
said. “They pioneered this business model 
and have been very successful with it.”

Alliance dynamics
While alliance is the term Taylor uses for 

this business model, the specific structure of 
True North’s relationship with Digital is in 
some ways closer to a partnership. This can be 
seen on several levels – such as the respective 
sharing of resources and revenues, and the co-
branding that positions True North and Digital 
as partners in meeting clients’ needs.

The intricacies of the relationship are also 
seen in the way staffing has been adjusted 
and allocated at the agency itself.

Taylor explained that, prior to the alliance, 
True North had seven staff members based 
in offices in Williamstown and Pittsfield. 
Four of those employees have now become 
part of the Digital team – three of them 
with Digital Benefit Advisors and one with 
Digital Insurance.

While these former True North employees 
remain in their Berkshire locations, they are 
managed by and receive training from Digital 
in order to work with the company’s advanced 
systems and technologies.

Aside from who is issuing their paycheck, 
Taylor noted that this change has not altered 

the team dynamic that has served True North 
and its clients well through the years.

“It was a painless restructuring,” she 
said. “One of the goals we had [in pursuing 
the alliance] was that our employees were 
taken care of. And everybody ended up in 
a good place.”

Moreover, she said, the employees who 
are now part of Digital 
are gaining new levels 
of expertise that will 
serve them well in 
their own professional 
development. “This 

partnership provides them with incredible 
training and experience,” she said.

In terms of specific resources that are 
now available to True North through the 
alliance, Taylor said they fall into four key 
areas, beginning with compliance. “We now 
have in-house attorneys, regularly scheduled 
webinars, regular email blasts to clients, and 
a range of other assistance with compliance 
issues,” she said.

True North and its clients also now have 
access to Digital’s Customer Advocate 
Center. This, Taylor said, is a professional, 
dedicated team that is available to employers 
and their employees to help with a wide range 
of issues and problems related to specific 
benefits and claims.

“As a broker, you have to be there when a 
claim issue arises for medical care or other 
situations,” said Taylor. “Clients and employ-
ees can now contact us directly or they can 
call the Customer Advocate Center.”

A third key component of the alliance is the 
added market clout that True North has through 
its relationship with Digital. “This allows us to 
get very attractive pricing from caregivers and 
vendors,” Taylor said. That extends beyond 
compulsory employee benefit products into a 
range of optional programs and products. “It 
allows us to offer much more to our clients 
and their employes,” she added.

The fourth element is technology. “This 
area is critical,” Taylor said. “Digital’s Client 

Management System is light years beyond 
what we had before, and allows us to access 
so many more tools.” This includes having 
a range of portal options to offer clients of 
different sizes and with different needs.

The sum effect of these and other resources 
gained through Digital, said Taylor, is that True 
North – instead of struggling to just keep up 
with its clients needs – can now extend its reach 
to new markets and even larger employers. 
“With these services we’re now in a position 
to compete with larger out-of-area agencies 
and still provide the personalized services that 
clients are looking for,” said Taylor.

In that context, Taylor said True North 
expects to reach out to a wider pool of po-
tential clients on a regional basis. “We want 
to expand to other parts of the state, and we 
now have the critical resources to make that 
possible,” she said.

As that plan plays out, there should also 

be an uptick in staffing and professional op-
portunities with the agency. “We expect there 
will be an expansion of staff over time,” Taylor 
said. “That will also create some exciting op-
portunities for brokers joining our team.”

Sullivan agreed, noting that staffing growth 
and opportunities for advancement may also 
be seen with the Digital contingent at True 
North. “Part of what ties these partnerships 
together is the team, and how it continues to 
work the same way,” he said. “We also want 
to create more opportunities for the staff we 
have at agencies like True North.”

Overall, Sullivan noted that the alliance 
with True North reflects the key benefits that 
both sides achieve through the relationship. 
“This is an excellent example of a strong 
bank and agency that are integrated into a 
local community, and are able to combine 
with our resources in a way to get the best 
of both teams,” he said.◆

“This gives us a whole 
new toolbox to use, and 
gives our customers the 

best of both worlds.”
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BaNKiNg & finance

By Brad Johnson
With little fanfare but a clear sense of 

purpose, Lee Bank has implemented a leader-
ship transition with the introduction of a new 
president and CEO – the fi rst such change in 
over 25 years and only the second in nearly 
half a century.

In early July, the bank announced that 
Chuck Leach has taken the helm as president 
and CEO, succeeding David Bruce, who had 
served in that capacity since 1989. Bruce will 
continue to serve as president and chairman of 
Berkshire Financial Services Inc., the mutual 
holding company for Lee Bank and Freedom 
National Bank in Rhode Island.

In interviews with both the outgoing and 
incoming CEOs, a steadfast commitment 
to remaining an independent mutual bank 
was emphasized, as was the continued focus 
on meeting the fi nancial services needs of 
individuals and businesses throughout the 
community.

Beyond business as usual, however, they 
also spoke of some new opportunities for 
enhanced and expanded services that the 
leadership transition may facilitate. Those 
include further development of trust and 
wealth management functions within the 
bank, which ties in directly to the background 
and experience Leach has in that fi eld.

“Chuck’s skill set was very attractive to 
us,” said Bruce regarding his newly named 
successor. “We chose someone who doesn’t 
have the traditional banking background you 
might expect, but his business acumen and 
leadership skills will allow him to get up to 
speed quickly.”

While he was not on a career path that 
would necessarily suggest a rise to his new 
position as the head of a $300 million mutual 
bank, Leach is no stranger to the world of 
banking and fi nance.

Immediately prior to accepting the position 
at Lee Bank, Leach served as chief invest-
ment offi cer with the Wealth Management 
division of Berkshire Bank, where he had 
responsibility for overall management of that 
business line, including its extension into 
new territories as Berkshire Bank expanded 

its geographic footprint through various 
acquisitions in the Northeast market.

“In my role at Berkshire Bank, I was also 
part of the bank’s strategy team,” he said. “In 
many ways that provided some preparation 
for this job at Lee Bank.”

New England roots
A native of Farmington, Conn., Leach left 

the region to pursue his academic studies in 
southern California. Shortly after earning 
his MBA, he decided to return east in 1999. 
“It was a huge wake-up call,” he said of his 
time on the West Coast. “I realized my roots 
were here in New England.”

He landed in Berkshire County and took 
a position with Gilder Technology Group, 
where among other things he was involved 
in launching an investment fund with the 
Housatonic-based company.

After three years there, Leach took a posi-
tion in what he referred to as “the opposite 
end of the spectrum” as a portfolio manager 
with the former Banknorth (now TD Ban-
knorth). During his fi ve years there, he rose 
to the position of senior portfolio manager. 
In 2007 he was recruited by Berkshire Bank 

to join as portfolio manager with its Wealth 
Management division, and in 2009 he was 
named chief investment offi cer.

Leach has been a resident of Lee since 
2002, where he and his wife, Leigh, are 
raising their two pre-teen children. Noting 
that his wife had formerly worked at Lee 
Bank, Leach said that he was familiar with 
the institution and had an appreciation of the 
role it plays in the community.

“I’ve always admired the bank from afar,” 
he said. “I’ve admired the culture there and the 
commitment to remaining a mutual bank.”

While noting that he was not actively 
looking to leave his position with Berkshire 
Bank, Leach said that he welcomed the op-
portunity to be considered for the position 
at Lee Bank.

“I had a lot on my plate at Berkshire 
Bank and wasn’t in any aggressive way 
looking [for other positions],” he said. That 
changed after he was contacted by a search 
fi rm retained by Lee Bank, and some initial 
discussions were held to see if there was a 
fi t. “I was really attracted to the Lee Bank 
position,” he said. “I view myself as a client 
or customer-oriented person fi rst, and I feel 

the wealth management wiring I have is really 
in synch with a community bank.”

That feeling, apparently, was mutual in 
terms of Lee Bank’s board and search commit-
tee tasked with fi nding Bruce’s successor.

Bruce explained that, based on his own 
goal for eventual retirement, he and the 
board had been engaged in discussions about 
succession plans for a number of years. 
“We put things in motion last fall, with a 
determination to start the search process in 
January,” he said.

A search fi rm was retained to identify 
potential CEO candidates, specifi cally from 
within the Northeast region. “They presented 
us with a slate of 11 candidates, and I did 
a round of initial interviews with several of 
these candidates,” said Bruce.

He and the search committee eventually 
whittled the fi eld down to three fi nalists, 
who were presented to the full board in late 
April. That culminated in the selection of 
Leach for the position, which was formally 
announced on July 2.

“I think that Chuck brought several attri-
butes that we found attractive here, including 
his investment experience,” said Bruce.

He also noted that Leach, in his prior 
positions, had established relationships with 
many key business and community leaders 
in the Berkshires. “That’s something that’s 
hard to quantify, but it’s important when 
it comes to leading an institution like Lee 
Bank,” said Bruce.

Community connection
In a similar fashion, being a longtime 

resident of the community was a factor that 
also played in favor of Leach’s selection. 
Bruce noted that this has been especially 
important to employees and customers of the 
bank. “We’ve heard so many comments from 
people here that they’re happy we selected 
someone who knows – and is part of – the 
community,” he said.

Leach also believes his roots in the com-
munity will serve him well in his new posi-
tion. “I think it’s really, really important to 
have this connection to the community,” he 
said. “And, to the employee base, it was also 
really important. They wanted someone here 
who knows the community.”

This notion of being connected to the com-
munity goes deeper than just knowledge and 
relationships. Bruce and Leach said it also 
speaks to the specifi c role that an institution 
like Lee Bank plays within its community – 
and the belief that this role is best fulfi lled 
by a mutual bank that puts the interests of 
its customers and community fi rst.

“Like Dave, I’m committed to [Lee Bank] 
remaining independent,” said Leach. “I feel 
it’s a competitive advantage.”

Rare change in 
leadership for 
lee institution
after 26 years as bank’s 
CEo, David Bruce passes 
baton to local successor

David Bruce (left) has stepped down from his post as president and CEO of Lee Bank, one in which he has served since 1989. He is succeeded by Chuck Leach, 
who brings a different skill set to the bank with his extensive background in wealth management, most recently as chief investment offi cer with Berkshire Bank. 
Bruce continues to serve as chairman of the bank’s board, and as president and chairman of its mutual holding company, Berkshire Financial Solutions. 
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When interviewed just a few weeks after 
the formal announcement of his new posi-
tion, Leach was still settling in and working 
with Bruce in an ongoing transition process 
of taking the helm at what he described as a 
smoothly running institution.

“In terms of plans as president and CEO, 
my intent is not to be a change agent,” he said. 
“I feel the bank is hum-
ming along nicely.”

He does, however, 
expect that his back-
ground in wealth man-
agement will be benefi cial to the process 
of expanding the bank’s operations in that 
area. “I do feel there is a real opportunity 
for trust and wealth management functions 
here, beyond the independent brokerage that 
is in place right now,” he said. “I’m looking 
forward to developing some of that in the 
months ahead.”

Leach, who is 46, said he also anticipates 
having the opportunity to guide the bank’s 
growth and development across all business 
lines for years to come, just as his immediate 
two predecessors have done.

“I’m here for the long term,” he said. 
“There is a history of long tenure here, and 
I feel that the bank has been successful be-
cause of that.”

Whether he comes close to the 26 years 
that Bruce served as CEO remains to be seen. 
But he noted that Bruce has set an excellent 
example of the kind of CEO that he hopes to 
be as well. “Dave has been a great leader,” 
he said. “He has a lot of respect, and he’s 
very, very engaged.”

New chapter for Bruce
For his part, Bruce said the transition 

away from his responsibilities as president 
and CEO simply closes one chapter of his 
long – and continuing – involvement with 
the bank.

“I’m not retiring yet,” the 61-year-old 
Bruce said. “The plan is for me to continue 
as chairman of the board of Lee Bank, and as 

president and chairman of Berkshire Finan-
cial Solutions for the foreseeable future.”

He said he will handle those responsi-
bilities on a full-time basis for the fi rst year. 
“After that,” he added, “I’ll be cutting way 
back to a part-time basis.”

A native of Greenfi eld, Bruce graduated 
from the former North Adams State College 

(now Massachusetts 
College of Liberal 
Arts) with a major in 
management and a 
minor in fi nance. His 

banking career began in 1977 when he was 
“hired off the street” by a bank in Hanover, 
N.H., where he worked for four years.

Looking to return to the Berkshires, in 1981 
Bruce found a position as treasurer with Lee 
Bank. “When I started we had two offi ces – 
Lee and Stockbridge – and about $60 million 
to $70 million in assets,” he recalled.

The bank at that time was primarily a 
mortgage lender, he said, and had not yet 
developed its business banking function. 
From 1981 to 1989 Bruce served as treasurer, 
while gradually adding other assorted respon-
sibilities in HR, marketing, lending and other 
areas of operations. “I was not necessarily 
being groomed for CEO, but it worked out 
that way,” he commented, noting that he was 
the board’s choice to succeed Sitzer when he 
retired in 1989.

By that time, Bruce said, the bank had 
started to engage in business banking, and had 
expanded its mortgage lending to include 30-
year fi xed-rate loans (beyond the adjustable-
rate products that it previously offered).

While there were a few bumps in the road 
along the way – notably the recession and 
real estate crash of the early 1990s and the 
more severe and recent economic downturn 
in 2008 and beyond – Bruce said the bank has 
experienced “pretty robust growth through-
out the years.”

He noted that the bank’s own exposure to 
the early 1990s real estate crisis was limited. 
“Every bank was impacted to some degree, but 

we had always been a conservative lender and 
came through that relatively unscathed.”

From that period through the mid-2000s, 
he said, the bank made signifi cant gains in its 
real estate activity and commercial lending. 
“For several years, we were seeing 15-to-16
-percent growth in our commercial lending 
like clockwork,” he said.

That track record was interrupted by the 
Great Recession and the sustained economic 
fallout that followed.

Bruce noted that the bank’s navigation 
through good times and bad has been facili-
tated by its practice of doing its planning in 
three-year cycles. “In 2005, for example, we 
focused on our earnings during that period 
of robust activity,” he said. “In 2008, by 
contrast, the question was ‘How do we get 
through this?’ It was not a time period with 
opportunities for growth.”

By 2011 and the next planning cycle, he 
continued, the bank began looking at avenues 
for growth, which included the opening of 
new branch offi ces in Pittsfi eld and Lenox.

“With 2014, we saw that we’ve got a good 
base here,” said Bruce, noting that this has led 
to a current focus on getting a better return on 
the bank’s investments in offi ces, technologies 
and product lines. “I think that’s been success-
ful, and we’re right on target,” he said.

Currently, Lee Bank has assets of $307 
million (as of June 30) and $29.6 million 
in capital.

As noted above, Berkshire Financial Solu-
tions is also the holding company for Freedom 
National Bank, which was established in the 
Rhode Island town of Greenville in 2001. 
Bruce noted that Freedom National provided 
a way for the holding company to diversify 
its operations beyond the Berkshire market by 
bringing the small, community bank model to 
a market dominated by larger stock banks.

“It’s doing well, and is positioned nicely 
in that market,” he said. “I think it has a great 
future because people are really interested 
in doing business with smaller independent 
banks.”

That belief extends as well to Lee Bank, 
which continues to play a prominent role in 
the local market. That market has changed 
through the years, however, and the number 
of mutual banks has been reduced through 
consolidation and, in some cases, through 
conversion to stock banks.

Bruce stressed that, throughout his tenure, 
he has steered the bank clear of that particular 
path. “I feel strongly that the most signifi cant 
and personally rewarding accomplishment 
during my time here is keeping Lee Bank 
independent,” he said. “We all take great 
pride in that.”◆

“In terms of plans as presi-
dent and CEO, my intent is 
not to be a change agent.”

COMMERCIAL OPPORTUNITIES THROUGHOUT BERKSHIRE COUNTY

PITTSFIELD
Class A office space

Up to 4,100± sq ft available
Modern HVAC

Utilities included

ADAMS  $1,250,000
Turnkey Business

Adams Industrial Park
3 Buildings 

Along Scenic Railway

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

LENOX
Rear of Main St. building

1st & 2nd floor space
4 spacious office suites available

Great parking • Central AC

38 MAIN  STREET 
W. STOCKBRIDGE, MA

(413) 232-4253

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

40 RAILROAD STREET
GT. BARRINGTON, MA

(413) 528-4211

www.BERKSHIRECOMMERCIALPROPERTIES.com

GT BARRINGTON
$1,595,000

Trendy and hip motel
Great location 

Financials and marketing 
packet available on request

PITTSFIELD 
Ground floor mall unit

2 office suites • Elevator
Utilities included in lease

Furnishings available

PITTSFIELD  $169,900
Highly visible location

Zoned commercial, residential
Upstairs apartment
Downstairs offices

PITTSFIELD  $429,000
Grand building 
Central location

3 stories with high ceilings
Great potential! 

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

Block from Mass MOCA
Beautifully renovated 

LENOX $699,000
7 units: 3 residential plus

4 office suites

Steps to downtown

LEE  $699,000
The Morgan House Inn, Restaurant and Tavern

132 seats  •  Many recent improvements • 9,000+ sq. ft.
Fully licensed  •  11 guest rooms  • Off-street parking

PITTSFIELD  $795,000
3 buildings with:

14 apartments, 2 offices
Off-street parking
Excellent location

LENOX  $895,000
Ideally located in C3A zone 4,000+/- commercial building

Restaurant equipment & furnishings included
Exceptional second floor 3 bed/1.5 bath apartment

SHEFFIELD  $995,000
CITY MOVES

Building on 4 acres
All equipment, furnishings,

vehicles and business

GREAT BARRINGTON
LEASE OPPORTUNITY  • BUILD TO SUIT

Prime location on Rt. 7 • 275 feet of frontage • 2 curb cuts

LEASE

FOR LEASEFOR LEASE

L.M. BOYD &  
ASSOCIATES 

413-442-4820 

CATCH-UP  
ACCOUNTING 
pulling together paperwork 

Individualized strategies for  
making paperwork easier!

Also providing: 
* Budget counseling 
* Business Case reports 
* Process / Procedure analysis 
* Annual Report design layout 
* Accounting year-end prep 

“Turning those piles   
    into organized files”

- Lisa B. 

CatCH-up
aCCOuntinG
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lODgiNg & dining

By John Townes
While much of the attention in the central 

Berkshire hospitality market has focused on 
new high-profi le hotels, including Hotel on 
North in downtown Pittsfi eld and the Hil-
ton Garden Inn on Route 7/20 at the city’s 
southern gateway (see story on page 1), a 
new upscale lodging resort has also quietly 
opened on Pontoosuc Lake in Lanesboro 
this summer.

Lake House Guest Cottages of the Berk-
shires – also known as “The Lake House” 
–  is located at 636 South Main St. (Route 
7), just north of the Pittsfi eld line on the 
northeast shore of the lake.

Owner Eric Taylor described it as a “luxury 
boutique lakeside resort.”

It is oriented to a mix of guests, including 
couples or families visiting the Berkshires, 
and business travelers. It is also designed to 
host weddings, reunions, small conferences 
and other gatherings.

The Lake House, which opened in June, 
includes a cluster of newly built structures 
with a contemporary New England style 
intertwined with walkways.

Set off from the road by a driveway, the 
1.7-acre site is on a slight bluff that extends 
to the lake. A lower section of shoreline has 
a small dock, boathouse and beach for use 
by guests.

The complex has three two-bedroom cot-
tages, one four-bedroom cottage and another 
building that includes the offi ce and living 
quarters for an on-site manager/caretaker. It 
also has a large stone patio deck overlook-
ing the lake.

Taylor said the plans also call for the 

construction of an additional fi ve cottages 
on the property.

Taylor is a Pittsfi eld-based residential 
and commercial builder and developer who 
operates Restorations Inc.

Among other projects, his company built 
and owns the MountainOne Financial offi ce 
building in the William Stanley Business Park 
in Pittsfi eld. Taylor and his family also own 
property on upper North Street in Pittsfi eld 
where Family Dollar and Advance Auto Parts 
stores are located.

Taylor purchased the site of The Lake 
House in 2011. Previously, it had been oc-
cupied by a small, older complex of guest 
facilities, which had been closed since 
2008. All of the existing buildings were 
demolished for the redevelopment.

“It was available for a good price, and 
is a beautiful location,” said Taylor. “So I 
bought it and held it as an investment, with 
the idea of redeveloping it when the economy 
improved. Last year, the time seemed to be 
right, so we went ahead with it.”

He estimated the overall cost at $2 million. 
The project was fi nanced by MountainOne 
Bank.

Compared to other recent lodging projects, 
the debut of The Lake House (413-446-1423) 
has been very low key. “We’ve opened qui-
etly, without a lot of fanfare,” said Taylor. “We 
haven’t sought a lot of publicity or actively 
promoted it in a big way initially.”

While they have done some advertising in 
regional publications, he said they have relied 
initially on word of mouth and social media 
to generate business, including a website 
(berkshirelakehouse.com) and Facebook 
page (BerkshireLH).

Bookings are automatically handled online 
through the website. An on-site caretaker 
greets visitors and shows them to their cabins 
when they arrive.

Despite this quiet approach, Taylor said, 
The Lake House has been attracting business, 
and demand has been growing on a gradual 
but steady basis.

“People are fi nding out about us,” said 
Taylor, who estimated its rental rate so far 
at 48 percent. “We’re pretty well sold out for 
August, and we’ve already started booking 
for next year.”

Taylor described The Lake House as a 
high-end resort, and rates are adjusted based
on the season and other factors. Rather than

continued on page 16

‘Million dollar view’ 
inspires development 
of new upscale resort 
on Pontoosuc lake

Eric Taylor has completed the fi rst phases of development of his new upscale lodging resort along Pontoosuc Lake in Pittsfi eld. Known as Lake House Cottages 
of the Berkshires, the facility offers guest accommodations in a cluster of well-appointed multi-bedroom cottages, along with access to lakeside amenities.

One of many historical 
properties we protect

every day.

1-800-369-3905
www.LeeAudioNSecurity.net

FLYNN AUDI

$479/month*

2015 Q5 Quattro

Flynn’s August of Audi

Additional 

Incentives 

Available

*36 month lease, 10K per year, $1995 cash or trade down, sales tax, acquisition fee, registration and dealer DOC fee additional, $.25 per miles over 30,000 miles.

Offers valid through August 31, 2015.

$429/month*

2015 A3 Cabriolet  
Quattro

Additional 

Incentives 

Available

$349/month*

2015 A3 Quattro  
with navigation

Additional 

Incentives 

Available

Call dealer for details

Call dealer for details

Call dealer for details
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Joe Mele has a successful track record of being a small business owner and  

entrepreneur in the Pittsfield market. That experience and insight help Joe  

understand and anticipate the needs of his business clients and deliver Value 

Banking—Joe Mele style. Give Joe a call and see for yourself. Value Banking 

means getting more than you expect from your bank—and from your banker.

Joe Mele 
Commercial Services O�icer

Pittsfield  |   North Adams  |   Williamstown  |   Danvers  |   Quincy  |   Rockland  |   Scituate

mountainone.com  
855-444-MTN1 (6861)

Member FDIC. Member DIF. 

32 Karen Pines Street  
Dedham, MA 02026

978.264.3264

Client 
Approval

 

____________
Initials

Client: MountainOne Bank

Publication:  Berkshire Trade & 
Commerce

Insertion Date: 6/1/2015 

JOB NUMBER: MTN-077 FILE NAME: MOB_Joe-10.25x16_BTC.indd

Live Area: N/A 

Trim: 10.25” (w) x 16” (h)

Scale: 100% Actual Size

Creative Director: B. Pruett

Art Director: N. Zammito

Account Mgr: R. Walsh

In Pittsfield at 111 Silver Lake Boulevard

In Pitt sfield, this is the face of

VALUE BANKING.



16 September 2015 berkShire trade & CommerCe

lODgiNg & dining
The lake house
continued from page 14

single night stays, he added, it is oriented to 
people who are coming to visit the Berkshires 
for several days or week-long vacations 
or business trips. Another target market is 
weddings, reunions and other gatherings. 
Options for that include booking the large 
lodge cottage individually, or renting the 
entire site for the duration of an event.

The basic rates for the two-bedroom 
cottages are $375 for weeknights and $600 
for weekends, with a three-night minimum 
during peak season. Rates for the Lodge are 
$500 weekdays, $800 weekends. Discounts 
are available for full-week bookings.

Taylor said it is open year-round, and rates 
are likely to be adjusted seasonally. There 
will also be specials. “For example, we’ll be 
offering a two-night special for class reunions 
later in the fall,” he said.

Taylor also noted that they have contracted 
with a wedding planner based in the Berk-
shires to actively market The Lake House 
for destination weddings.

“Million dollar view”
Taylor said redeveloping a new resort was 

a logical use for the property, based on its 
location and previous use.

“It has a million dollar view, and the idea 
evolved naturally as a way to share Pontoosuc 
with visitors,” he said.

Taylor added that The Lake House also 
can serve double duty in promoting his other 
business. “It also is a living showroom for 
Restorations Inc.,” he said. “We can bring 
customers here as a demonstration of what 
we can do.”

While it is intended and designed to be 
a resort on a permanent basis, Taylor noted 
that another option is available if the current 
business model does not ultimately work out 
in the long term.

“If necessary, it could be adapted for a 
Plan B in the future, which would be to 
convert the cottages into condominiums,” 
he said.

Taylor noted that the initial construction 
has been undertaken in two phases, with a 
third phase planned 
later this year.

“The initial phase 
was preparation work,” 
he said. “The first thing 
we had to do was stabilize the shoreline. So, in 
2011, we did that and built the boathouse.”

Last year, he proceeded with the second 
phase of development. Construction began 
last December, and was completed in time 
for a June 15 opening.

Taylor added that phase three, the construc-
tion of an additional five cottages, will bring 
the total number of beds from 27 up to 58.

“We hope to start that phase this fall, after 
the peak season,” he said.

The free-standing cottages are designed in 
a contemporary New England style, with an 
emphasis on stone and wood, with individual 
variations of detailing and design. They all 
include interior upper lofts or stories, full 
kitchens with granite countertops, gas-jet 
fireplaces and outdoor grills.

The interiors were designed by Penelope 
Daborn, who has a studio in Lenox. The 
units include artwork by local artists (in-

cluding paintings by Scott Taylor, who is 
Eric’s brother) and additional decorative 
items from Museum Facsimiles of Pittsfield. 
Taylor worked with Hill Engineers Architects 
Planners of Dalton on the project.

“We’ve tried to reflect the Berkshires in the 
look and environment 
here,” he noted.

For example, he said, 
the cottages include 
one named The Artist 

and another named The Writer, as a bow to 
the region’s cultural heritage.

Taylor noted that guests who bring their 
own boats can launch their vessels and 
use the six-slip dock. In addition, there are 
some kayaks and paddle boats on site, and 
he has made arrangements with the nearby 
U-Drive boat rental business to provide deals 
for guests.

The two-bedroom cottages are 1,650 or 
1,750 square feet. “Those have additional 
space and sofas, and can accommodate up 
to six people each,” said Taylor.

Two of those cottages are set back from 
the water on the upper section of the site. 
Another, known as the Dock Master Cottage, 
is directly above the shoreline.

In addition to housing larger groups of 
visitors, the four-bedroom cottage, called The 
Lodge, is set up to serve as a central facility 
for events. It is adjacent to the lakeside patio, 
has a large wraparound porch and includes 
a more comprehensive “chef’s kitchen” and 
interior space for parties and meetings.

“For example, the hosts of a wedding party 
can stay in the lodge, and use the space for 
receptions, and use the kitchen for the food 
preparation,” said Taylor.◆

The Lake House includes three two-bedroom cottages as well as a four-bedroom building known as The 
Lodge, which features amenities for hosting larger gatherings and meetings. Owner Eric Taylor notes that the 
high-end cottages also showcase the work of his established construction business, Restorations Inc.

“We’ve tried to reflect the 
Berkshires in the look and 

environment here.”

For a free quote, please call me at:
413-637-2100

or email draiche@berkshire.rr.com
www.BerkshiremerchantServices.com

“I can provide you with a new 
terminal that has the latest PCI 

software as well as being able to 
accept chip cards.”

– Don Raiche

MeMBer oF tHe BerkSHire CHAMBer oF CoMMerCe
MeMBer oF tHe SoUtHern BerkSHire CHAMBer oF CoMMerCe

Do you believe in shopping local?
Do you like to support other 

local businesses?
Do you believe in keeping your 
money in our local economy?

are you reaDy to accept the new 
chip carDs as the liability shifts 

to you after october 1st? 

Berkshire Merchant Services is a local, independently 
owned merchant services broker. I represent different 
processors and can compare and get you the lowest 
prices possible for your credit processing expenses.

60

LEE – FIRST TIME OFFERED
Unique parcel with 3 buildings on Railroad 
Street. Owned by the same family for 
generations, the two original buildings date 
from 1865. Mixed-use building is 4,200+ 
sq. ft. and the storage/warehouse/barn adds 
3,900 sq. ft. A single family residence was 
constructed in 1970. Property is just under 
one-half acre with town water and sewer, 
off-street parking, natural gas heat. A one-
of-a-kind offering! $624,900. R2517

Lenox
413-637-4200

www.berkshirehouses.com

PITTSFIELD OPPORTUNITY
Beautifully restored boutique B&B, small 
inn, large home or home/office! Excellent 
visibility yet private with a park-like setting. 
Turn-key business operation with great on-line 
reviews. Three levels of finished living space. 
Freshly painted inside and out, newly paved 
drive. Large rear barn/garage offers additional 
potential. Must-see in-town location and 
convenient to south county and all cultural 
attractions! $649,000. R/B2171

Jason Bratcher, MD 
Gastroenterologist

Gastroenterology Professional Services of BMC 
BMC Medical Arts Complex – 777 North St. 
Pittsfield, MA 01201 
413-499-8590 

Dr. Jason Bratcher, a board certified and fellowship trained 
Gastroenterologist, has joined the BMC medical staff and 
the physician staff of Gastroenterology Professional Services 
of BMC. He is accepting new patients in need of 
Gastroenterology care and is partnered with Drs. Jeffrey St. 
John, Rangan Murali, and Richard Woller, PA.  

Board certified in Gastroenterology and Internal Medicine 
Fellowship trained in Gastroenterology from Lenox Hill 
Hospital, New York, and Advanced Therapeutic Endoscopy 
at Beth Israel Medical Center/St. Vincent’s Hospital 
Medical degree from Texas Tech University Health Sciences 
Center
Provides comprehensive Gastroenterology services and 
specializes in the use of Endoscopic Ultrasound and 
Endoscopic Retrograde Cholangiopancreatography (ERCP) 
For an appointment with Dr. Bratcher or one of his 
colleagues, call Gastroenterology Professional Services of 
BMC, 413-499-8590
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hilton garden Inn
continued from page 1

“We’re thrilled with the way it has turned 
out,” said Mahida. “We’re confi dent visitors 
will love the hotel, and it will be a positive 
addition to the Berkshires. In addition to 
serving guests, it will have benefi ts for the 
people and economy here.”

The hotel will have a quiet opening. 
However, a grand opening ceremony will be 
scheduled once it is running. Mahida noted 
that he will also commemorate the occasion 
with a gift to Berkshire Medical Center.

The Hilton Garden Inn brand is oriented to 
the upper midrange market, including leisure 
and business travelers. Its rates range from 
approximately $130 to $425, depending on 
the room, season and day of week. (The 
Pittsfi eld hotel includes three suites.)

It is part of the Hilton membership system. 
Guests who are members also benefi t from 
the corporation’s rewards programs either by 
gaining points towards incentive benefi ts or 
by redeeming points.

“For example, some people like to earn 
points on their business trips, and then use 
them for a weekend vacation and stay at 
a Hilton Garden Inn for free,” said David 
Carpenter, director of administration for 
Mahida’s hospitality businesses. “It’s likely 
that people will want to use their points to 
come to the Berkshires, which would bring 
more visitors here.”

In addition to its guest rooms, the Pittsfi eld 
Hilton Garden Inn has amenities that include 
a swimming pool, hot tub, fi tness center, and 
business center.

The inn also has a full restaurant and bar, 
and an outdoor patio with tables and chairs 
for dining.

“Breakfast will be cooked to order, and it 
has a full menu for dinner and lunch,” said 
Carpenter. “Guests can either eat in the dining 
room, have their meal on the patio or order 
room service.”

He added that the restaurant and bar are 
oriented primarily to serving hotel guests, 
rather than the local market.

The hotel also has an 850-square-foot 
meeting area for conferences, meetings and 
other events.

Financing for the project was provided by 
MountainOne Bank.

The architect was BMA Architectural 
Group, a hotel architect from Amherst, N.H. 
The construction contractor was Eastern 

Hospitality Associates, a company in Buf-
falo, N.Y., that specializes in that type of 
project.

“It was necessary to bring in an outside 
contractor, but Mr. Mahida believes strongly 
in using local contractors and labor whenever 
possible,” said Carpenter. “We had dozens 
of vendors, and we 
used local companies 
whenever possible.”

Among the local 
subcontractors and pro-
fessional services were 
SK Design of Pittsfi eld. 
DR Billings of Lanes-
boro did the site work, Henry’s Electric 
of Pittsfi eld did electrical installation, and 
Virgilio Construction of Pittsfi eld paved the 
parking lot. Exterior landscaping is handled 
by Reliable Yardwork of Lanesboro.

Martin Oliveira & Hamel of Pittsfi eld has 
served as legal advisor for permitting, litiga-
tion and transactional work on the project. 
Financial advisor for the project is Kushi and 
Meyers, CPA of Pittsfi eld.

The hotel is managed by Emerald Hospital-
ity, a fi rm based in Ohio that also manages 
Mahida’s Fairfi eld Inn & Suites. In addition 
to a general manager brought in by that 
company, the hotel has hired Robert Cohen, 
previously with Kripalu Center in Lenox, as 
assistant general manager.

Carpenter said the hotel will have a staff of 
about 25 full-time-equivalent positions,

Mahida and his family have become 
increasingly active in the Berkshire hospi-
tality industry.

His brother, Pravinsinh, owns the Days 
Inn in Great Barrington. His wife, Chrys-
tal, owns the Monument Mountain Motel 
in Great Barrington, and is currently in 
the early stages of seeking approval for a 
planned redevelopment of the former Searles 
School building in Great Barrington for a 
boutique hotel.

Mahida noted that he applied a lesson 
taught to him by his parents, who were also 
in the hospitality industry.

“One of the fi rst things that they told me 
when I was fi rst going into the business is 
‘Grow, but also help your family grow,” he 
said. “So I assisted my brother and wife when 
they wanted to go into the business.”

Contentious proceedings
Mahida purchased the site of the Hilton 

Garden Inn from the owners of Dr. Lahey’s 
in 2013. His plan was to construct and open 
the hotel in 2014.

However, the project soon encountered 
delays in the form of legal challenges to 
its permits from the owners of neighboring 
hotels, as part of a complex series of events 
along that section of Route 7/20 that has been 
referred to as the “hotel wars.”

At the time, Joseph Toole, whose com-
pany Toole Lodging 
Group operates the 
nearby Yankee Inn and 
Hampton Inn & Suites, 
already owned a site 
near Mahida’s property 
on Dan Fox Drive, with 
plans to build a Court-

yard by Marriott hotel there.
Toole challenged Mahida’s permit ap-

plication, and also bought a small piece of 
property adjacent to the Hilton site for ad-
ditional leverage.

The situation became more complicated 
when another hotel operator, the Desai family 
which operates a hotel across the street, also 
attempted to block the Hilton permit. This 
led to a series of additional challenges and 
counter challenges.

Toole subsequently changed his plans for 
the Dan Fox Drive site, and is now working 
to develop the hotel on a site further south by 
the Brushwood Farm complex in Lenox.

However, after Toole’s project gained 
approval of a height variance by the Lenox 
Zoning Board of Appeals, Mahida filed 
a challenge to that approval. That action 
caused Toole’s project to be put on hold until 
the legal challenge was resolved. Recently 
Mahida asked for a dismissal of the case, 
and in early August the Massachusetts Land 
Court gave Toole approval to proceed with 
his project.

Mahida has also negotiated an option 
with right of first refusal for a 20-acre 
site by the Magnuson Hotel (formerly the 
EconoLodge) near Toole’s planned hotel. 
He is currently considering building a new 
Comfort Inn there.

Meanwhile, Toole and the Desai family 

have formed a partnership to operate a Holi-
day Inn Express on the site of the Desais’ hotel 
(which was previously a Comfort Inn).

Mahida and Carpenter said that, despite the 
diffi culties, they believe the Hilton Garden 
Inn project was worth it.

“We were delayed by a year, but now that 
it’s opening it’s a great feeling,” said Carpen-
ter. “We were able to move ahead because 
we had a lot of support from the community. 
Guido’s and Pittsfi eld Rye Bakery gave us 
physical access through their properties. And 
MountainOne maintained their support for 
fi nancing through the diffi cult times, which 
was vital.”

Complementary properties
The Hilton Garden Inn and the other 

projects are part of an increasing level of 
activity in the local hospitality industry, with 
a number of new facilities opening or being 
planned in central Berkshire County. This 
includes the new Hotel on North, a promi-
nent boutique lodging venture in downtown 
Pittsfi eld, which opened in early June (June 
2015 BT&C).

Mahida and Carpenter said they are con-
fi dent that the market will be able to absorb 
the addition of these new facilities.

“We complement the other lodging proper-
ties,” said Mahida. “I’m optimistic that this 
growth will be good for all of us.”

Carpenter believes the addition of the 
Hilton Garden Inn is part of an overall 
revitalization of the industry that will ex-
pand the market and have other economic 
benefi ts.

“We’re experiencing a renaissance of qual-
ity lodging in the Berkshires,” said Carpenter. 
“In addition to the Hilton, there is the recent 
purchase of Cranwell by new owners with 
exciting plans (august 2015 BT&C), the new 
Elm Court project in Lenox, the new Hotel 
on North in downtown Pittsfi eld, and other 
projects. These are bringing fresh new lodg-
ing options, and diverse choices for visitors 
to the Berkshires.”◆

“We complement the 
other lodging properties,” 

said Mahida. “I’m 
optimistic that this growth 
will be good for all of us.”

www.EnergeticLandscaping.com

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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By John Townes
Entrepreneurs dream that their product will 

take hold in the market, and develop a mo-
mentum where it begins to sell itself. In order 
to make that happen, they spend a lot of time 
and energy with market research, developing 
business plans and promoting their products 
through advertising and social media.

But, sometimes, an idea just spontaneously 
strikes a chord and takes off on its own.

Terri See experienced that fortunate fluke 
recently, following a random Facebook post 
about bug bites. As a result, she now has 
a business making and selling Mighty No 
Bitey, a homemade all-natural insect repellent 
that has already attracted hundreds of orders 
within a few months.

“This is the first time something like this 
has happened to me,” said See, who lives in 
Monterey and has spent most of her profes-
sional life as an antiques dealer. “I never 
imagined I’d be making bug spray for a 
living. But I love it.”

Mighty No Bitey is an insect repellent that 
is free of DEET, alcohol and other chemicals. 
It is made with a combination of essential oils 
including lemon eucalyptus, cedarwood, cit-
ronella, grapefruit, lemongrass, peppermint, 
vanilla and other ingredients.

See said it is effective against a wide 
range of insects, including mosquitoes, ticks, 
fleas, gnats, and black flies, as well as bees 
and wasps.

See is a native of Ohio, who subsequently 
lived in Pennsylvania and the Hudson Valley 
of New York before moving to Berkshire 
County last year after selling an antique busi-
ness she owned in the town of Hudson.

The story of Mighty No Bitey actually 
started about 10 years ago, when See devel-
oped the formula for her own use.

“I have very sensitive skin and lungs, and 
I don’t tolerate chemicals well,” she said. 
“And, like most people, when I am outside, 
insects and bites can drive me crazy. As an 
adult I also developed an allergy to bee stings, 
which made it more serious.”

She decided to research natural ways to 
repel bugs that did not involve the use of 
DEET or other chemicals.

“I decided there had to be a better way 
than using chemical repellents,” she said. 

“I don’t want to attack 
the environment with 
or even kill these bit-
ers – I just want to be 
as unattractive to them 
as possible.”

She experimented 
with different combi-
nations of well-known 
natural repellents, such 
as peppermint and cit-
ronella, and finally 
developed a formula-
tion that seemed very 
effective. “I’d mix 
it up and put it into 
[spray pump] bottles, 
and had great success 
with it,” she said. “It 
really worked.”

Fast forward to May 
of this year. See had 
been focusing on de-

been making and using 
a homemade repellent 
that worked for me.”

Her post resonated 
with the other par-
ticipants. “Suddenly 
people started ask-
ing if I would make 
some for them,” she 
said. “I said ‘Sure’ and 
started taking requests, 
and a small amount of 
money to help cover 
the expenses. Within 
three hours I had $600 
worth of orders.”

She described that as 
a “light bulb moment.” 
“It had never crossed 
my mind to sell this, 
but the response was 
so enthusiastic that I 

decided it was something I had to do,” See 
recalled.

She immediately sprang into full entre-
preneurial mode. “I flew into production,” 
she said. “Within a couple of hours I had 
created the name and the logo, and ordered 
bulk labels and bottles.”

She also began promoting the product 
more deliberately. She quickly set up a 

website (www.mightynobitey.com). She also 
established a Facebook page to promote the 
product (Facebook.com/Mighty No Bitey).

She also set up the legal framework for 
the business and has applied for a trademark 
for the name.

Once her website was online, she said, 
orders came in fast through word of mouth. 
See said that within the first eight hours, she 
had made about $1,000 in sales. Since then, 
sales have continued to come in steadily.

In addition to online commerce, See began 
hitting the pavement to sell the product in 
local stores. It is currently sold in several 
retail outlets including the Monterey General 
Store and the Roadside Cafe/Gould Farms in 
Monterey, The Red Lion Inn in Stockbridge, 
Charles H. Baldwin & Sons in West Stock-
bridge and other locations in the Berkshires 
and the Hudson, N.Y., area.

The retail price for Mighty No Bitey is 
$7.99 for a 4-oz. bottle, $12.99 for 8 oz. 
and $20.98 for a combination pack of both 
sizes. (She also offers wholesale volume 
discounts.)

See has also been busy with the production 
side of the business.

She makes and packages the product in 
her home. To facilitate the process, she pur-
chased used lab equipment from Berkshire 
Community College.

“I make it all myself, and do each one 
individually to make sure it adheres to the 
formula,” she said. “I have it down to a 
system where I can produce about 70 bottles 
per hour.”

See attributed the unusually rapid trajectory 
of her business to a combination of factors. “I 
have a background in business and marketing, 
so I was able to draw on that experience to 
get my ducks in a row,” she said. “Also, I was 
able to go into production right away because 
I had done the hard work of figuring out how 
to do it 10 years ago, and I’ve been making it 
on a regular basis for myself.”

The timing was also undoubtedly a con-
tributing factor. See’s initial Facebook post 
happened at a time of year when people were 
thinking about upcoming outdoor activities, 
and inevitably that is accompanied by thought 
of bugs. It also taps into the desire of many 
people for natural alternatives to chemical 
products, both for their own health and the 
environment.

Her product launch also coincides with 
the current increase in concern about the 
spread of ticks and Lyme disease, and other 
insect-borne medical issues.

See also believes the humorous packaging 
and image of the product has also helped, with 
its catchy name, logo and label featuring a 
boxer and the phrase: “Strong Enough for 
Tough Guys. Safe Enough for Babies.”

“People are amused by it, and that helps 
to get attention,” she said.

See said she has been so preoccupied with 
the initial startup that she has not established a 
long-term business plan, although she does say 
that she is definitely oriented to growth.

She is also eyeing a larger market than this 
region. “This has the potential to be distribut-
ed nationally, and I’ve already sold it to people

continued on  next page
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MIGHty no BItey
Monterey resident bitten by 
entrepreneurial bug with 
all-natural insect repellent 

veloping an antiques publication, but got 
sidetracked one afternoon when she was 
browsing Facebook and came across a dis-
cussion about insect repellents.

“I made a comment pointing out that the 
Centers for Disease Control stated that natural 
repellents containing oil of lemon eucalyptus 
are as effective as chemicals like DEET,” she 
said. “I also casually mentioned that I had 

Monterey resident Terri See (top) had to put plans for developing an antiques 
publication on hold earlier this year when a new opportunity arose to turn her 
homemade natural bug repellent into a marketable product. With the catchy 
name Mighty No Bitey, the product has caught on with customers looking for a 
chemical-free way to keep insects away. (Photo courtesy of Terri See)

…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

Kalpesh Patel, MD 
Obstetrician/Gynecologist 

Berkshire OB/GYN of BMC 
2 Park St. – Adams, MA 413-664-4343 
777 North St., Pittsfield, MA 413-499-8570 

Dr. Kalpesh Patel has joined the medical staff of Berkshire 
Medical Center and the physician staff of Berkshire OB/GYN 
of BMC, expanding the Maternal Child Health services 
provided for Northern & Central Berkshire. Dr. Patel 
provides comprehensive OB/GYN care out of both the Adams 
and Pittsfield offices of Berkshire OB/GYN of BMC. .  

Dr. Patel’s appointment expands OB/GYN services 
provided in Northern & Central Berkshire, to better 
serve the community’s Maternal Child Health needs
Residency in Obstetrics & Gynecology at 
Maimonides Medical Center, Brooklyn, NY, after 
receiving his medical degree from Baroda Medical 
College, India 
For an appointment with Dr. Patel, call Berkshire 
OB/GYN of BMC in Adams at 413-664-4343 or in 
Pittsfield at 413-499-8570 
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TOOls OF The TRaDe

E-newsletter vs. blog: which is right for you?
Deb Watson, owner of 
Business Marketplace 
(413-281-3476 or 
deb@businessmarket-
place.com), provides 
website, marketing 
and graphic design 
services.

as far away as Florida,” she said. “I’m actively 
seeking more stores, and ultimately I hope to 
be picked up by a large distributor.”

That would also likely require scaling up 
from a one-person operation, although See 
noted that she will continue to emphasize 
the customized approach to production that 
the formulation requires.

She added that she is also open to dif-
ferent options. “For some people who start 
something like this, the goal is to establish 
the business and sell it quickly,” she said. 
“But I’m really enjoying doing this, and I 
don’t plan to do that. However, eventually, 
if the right sale or partnership offer came 
along, I’d consider it.”

While Mighty No Bitey has become her 
primary focus, See said she still plans on 
pursuing her earlier goal of establishing an 
antiques publication at some point.

“I’m just going to be taking things as I 
go along,” she said. “This is so outside the 
realm of what I had done up to this point that 
I’m still figuring it out. But I love it, and I’ve 
actually become a science nerd. It’s also sat-
isfying, because this is something that makes 
life more enjoyable for people by allowing 
them to spend more time outdoors without 
worrying about bugs.”◆

By deB waTson
For those of us who develop marketing-

oriented websites for a living, we sound 
like a broken record when we speak of the 
importance of having fresh information on 
your site for maintaining your search engine 
ranking. If you have e-commerce on your site, 
and are always adding new products, this is a 
non-issue. However, if you don’t, you have a 
challenge. How can you make sure that your 
site doesn’t get dropped 
by the search engines? 
There are two options 
to consider: a blog or 
an e-newsletter.

Blogs and e-newsletters, first and foremost, 
are important methods of staying in touch 
with customers (or prospects) beyond your 
website or social media. Maintaining contact 
is very important. But you must understand 
your target market to know which method 
is likely to be most effective. Let’s outline 
some differences between the two.

E-newsletters
E-newsletters are considered a “push 

technology.” This means that you are sending 
your newsletter directly (or pushing) to your 
intended recipients. You have their email ad-
dress, their permission to send to them, and 
you control when you send to them. This pro-
active method of communicating gives you a 
higher level of certainty that the people in your 
database have received what you sent.

E-newsletters also offer you the ability 
to segment your database. For example, for 
a travel agency, you would have a database 
of people most interested in cruises, one 
interested in Africa, one for Europe, one 
for U.S. travel, and perhaps one for those 
most interested in sports/activity vacations. 
This way, you can send each segment the 
information they are most interested. If you 

were to send sports/activity vacation infor-
mation to someone who is most interested 
in European vacations, they will, in short 
order, unsubscribe.

In addition, whether you use Constant Con-
tact or Mail Chimp, you will receive reports 
that will provide your “Open Rates.” The 
mailing companies also take care of managing 
your databases, both with new subscriptions 
or people wishing to unsubscribe.

So, how does an e-
newsletter help your 
SEO? By having a 
newsletter page on your 
site, where you share 

current and past editions of your newsletter 
(hopefully, with search capability). Then 
the search engines will see this new content 
every time they look at you.

Blogs
Unlike e-newsletters, which are proac-

tive, blogs are much more passive. People 
understand signing up to receive a newsletter. 
Although blogs have been around for several 
years now, most people still don’t understand 
how to sign up for an RSS feed or use a blog 
reader. Consequently, most companies with 
blogs are dependent upon people choosing 
to visit their website periodically in order to 
see if you have anything new to share. And 
it’s out there for anyone to see – but with no 
idea who, in fact, sees it.

As you cannot have segmented blog posts 
in the same way you can offer segmented 
e-newsletters, if people visit your site two 
or three times and always see content about 
topics that do not interest them, they will 
stop looking for your blog. 

Blogs can be very effective for the right 
type of company. If you have information 
to share on a very consistent and regular 
basis, you may well find an audience you 

can communicate with. A blog creates a two-
way conversation with customers, prospects 
and industry peers, encouraging interaction, 
comments and feedback. Make sure you reply 
to all comments!

Blogs are on your site, so you get the 
SEO benefit of having constantly updated 
information on your site, which is always 
a good thing. However, if you keep writing 
blog posts but don’t have valuable content, 
you will lose your readers.

So which, if either, should you choose? It 
depends upon a number of factors, such as:

• What kind of business are you in?
• Who is your target market?
• Do you like to write on a consistent, 

regular basis?
• Do you have enough information to share 

that is of interest to your readers?
Yes, it’s more involved than that, but this is 

a starting place. Both blogs and e-newsletters 
can be effective marketing vehicles for your 
company. Just make sure you choose the right 
one, and have quality content!◆

Both blogs and e-newsletters 
can be effective marketing 
vehicles for your company.

Mighty No Bitey
continued from previous page

Malcolm J. Chisholm Jr.
Registered Patent Attorney
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See our web site at www.mjcpatents.com
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with median household incomes and rates of 
educational attainment below the state aver-
age. Pittsfi eld is one of these cities.

MassDevelopment invited eligible gate-
way cities to submit applications for targeted 
neighborhoods to participate in the new TDI 
program. City offi cials chose to apply for 
Tyler Street, in part as a geographic expansion 
of its efforts to revitalize the city center, as 
streetscape improvements and other projects 
on North Street have neared completion.

“Transforming the Tyler Street neighbor-
hood and business district has become a 
priority,” said Pittsfi eld Mayor Dan Bianchi 
when the TDI was fi rst announced in June. 
“In the past, resources have gone into updat-
ing North Street in Pittsfi eld, and it is time 
we look into developing our other thriving 
neighborhoods.”

MassDevelopment describes TDI as an 
integrated systems approach to investment 
and urban redevelopment on a scale that 
can amplify and accelerate revitalization. 
The program utilizes a combination of local 
collaborative partnerships, a strategic district 
focus and community engagement to stimu-
late internal and external investments.

The TDI designation makes the district 
eligible for a variety of support programs 

and funding, including 
a process to develop a 
shared vision for the 
district.

It also includes spe-
cifi c frontline help such 
as micro-loans, consult-
ing services and work-
shops to assist busi-
nesses in the district.

“It is intended to help 
businesses stay and 
grow, as well as attract-
ing new business here,” 
said Suzanne Engels, a 
board member of the 
Tyler Street Business 
Group.

In addition, TDI will 
work to identify poten-
tial sites for public and 
private development, or 
public/private projects, 
to enhance the area, 
and provide guidance 
and fi nancing to help 
implement them.

Diverse district
Tyler Street is in the 

Morningside neigh-
borhood, northeast of 
the downtown central 
business district. The 
main commercial com-
ponent of the Tyler 
Street district extends 
east from Berkshire Medical Center (off 
upper North Street) to Woodlawn Avenue, 
at the junction of Dalton Avenue.

The street is lined with a mix of structures 
from many eras, and includes commercial 
blocks, small strip malls and freestanding 
businesses, as well as some residential prop-
erties and other structures. Tyler Street has 
stores, restaurants and service businesses that 
are primarily oriented to the neighborhood, 
and some that draw customers from other 
sections of the city and further afi eld.

That section of the city is also a mix in 
terms of overall health. In many respects, 
the district refl ects the mix of challenge 
and opportunities that have characterized 
contemporary Pittsfi eld.

Tyler Street has numerous thriving busi-
nesses, including long-established ones and 
newer arrivals, but it also has others that are 
struggling.

The district includes many buildings that 
are well-maintained and active, along with 

other properties that are either underutilized 
or vacant, and which are in various states of 
disrepair. It has some overtly blighted sites, 
including an abandoned gas station that has 
become an outright eyesore.

One property that has become a focus of 
attention of the community is the empty St. 
Mary’s, a former Catholic church. A cam-
paign to preserve the structure and fi nd new 
uses for the former church was started last 
year after it became known that the build-
ing could be demolished to make way for a 
Dunkin’ Donuts shop (see commentary in 
the august 2015 issue of BT&C).

Crime, poverty and other problems have 
become more prevalent 
in Morningside and 
Tyler Street. The area, 
for example, was the 
site of two separate 
fatal shootings this 
summer.

At the same time, 
the district is marked 
by enthusiastic businesspeople, residents 
and community groups who have rolled up 
their sleeves and become increasingly active 
in tackling the neighborhood’s issues. They 
have been working to address its social prob-
lems, promote its assets, and foster a positive 
appreciation and pride in the neighborhood 
and business district.

Building on past efforts
The Tyler Street Business Group is one 

of the active proponents of these efforts. It 
was formed as an ad hoc informal group of 
businesspeople seven years ago, and became 
incorporated as a nonprofit organization 
last year.

Among other projects, they have been 
working with the city to install new street 
lighting in designated sections of Tyler Street, 
both for public safety and to brighten up its 
appearance. For the past fi ve years they have 
also sponsored an annual Discover Tyler 
Street event to showcase the area. This year’s 
event is slated for Aug. 27 (see related story 
on this page).

TDI targets Tyler Street
continued from page 1

Marcella believes 
the TDI is going to 
significantly bolster 
these and other existing 
initiatives, and increase 
their momentum.

“This is going to 
build on what has al-
ready been done, and 
take it to another level,” 
said Marcella, who, 
with her husband, oper-
ates Marcella Building 
and Renovation Center, 
which is based on Tyler 
Street. “There are many 
branches to this.”

One goal of the TDI 
is to assess the area 
and develop overall 
goals for what residents 
believe Tyler Street 
should be, and consoli-
date that into specifi c 
recommendations and 
priorities.

It will also assess 
individual properties 
in the area and their 
status, and establish 
priorities for specifi c 
redevelopment.

As part of the TDI, 
MassDevelopment has 
contracted with Elan, a 
fi rm in Saratoga, N.Y., 
that works with com-

munities on these types of transformative 
initiatives. Over the next six months Elan 
plans to hold a number of public visioning 
meetings focusing on Tyler Street.

“The purpose is to bring people together 
and talk about what they would like to see this 
area become,” said Marcella. “That would 
also establish a brand for Tyler Street.”

Housing is also seen as a priority. One of 
the underlying goals of the TDI is to attract 
more market-rate housing.

Marcella and others involved in the initia-
tive emphasized that, instead of conducting a 
long drawn-out study, the process is intended 
to begin to move forward on related actions 

quickly, as well as lay-
ing the groundwork 
for future projects and 
efforts.

Engels noted that the 
TDI is not starting from 
scratch. “When the 
staff from TDI came in 
for preparatory discus-

sions, they saw that tons of studies have been 
done already,” she said. “There are also things 
that have been started but not completed, like 
a survey of housing in the area. So, the fi rst 
step is to pull together everything we have 
now and fi ll in the gaps.”

While the offi cial boundaries of the TDI 
district are specifi c, it is also being pursued 
in conjunction with other efforts in nearby 
sections of Morningside.

Marcella believes that the TDI is one piece 
of a convergence of factors that are bring-
ing renewed vitality to the Tyler Street and 
Morningside area.

“There’s a domino effect,” she said. “This 
area is between Berkshire Medical Center, 
which has been growing, and the progress 
that’s being made at the William Stanley Busi-
ness Park and Berkshire Innovation Center. 
We also have seen projects like the Silk Mill 
(a mixed-income apartment complex a block 
off Tyler Street). And now we have the TDI. 
We’re seeing a lot of exciting connections and 
networking going on. It’s all coming together 
and we’re going in the right direction.”◆

Emphasis on innovation at Discover Tyler Street
By John Townes

In what has become an annual tradition, the Tyler Street business community is invit-
ing the public to visit the street, explore its offerings and enjoy entertainment, games and 
other activities at a festive gathering.

This year’s Discover Tyler Street event is scheduled to take place Aug. 27, from 5 
to 8 p.m., with activities centered at the large open lot at the corner of Tyler Street and 
Woodlawn Avenue. It is free and open to the public. 

The event will feature family oriented activities as well as vendors and tables with 
information about community organizations and resources.

There will be a car show organized by Performance Automotive. The Roaming Railroad 
will offer rides. There will also be face painting, free Zumba lessons, games, magician 
Johnny Mystic, pallet painting for adults and children with Donna Todd Rivers, and much 
more. Community groups will also have booths. Food will be available, along with a beer 
tent. Live entertainment will include musical performances by Darin and Kevin from 
Harbor Grace, drumming by Aimee Gelinas, and Kids 4 Harmony.

This is the sixth year for Discover Tyler Street, which is sponsored by the Tyler Street 
Business Group.

The event – which has the theme “Arts, Activity, Innovation” – has an expanded focus 
this year, according to Diane Marcella, president of the organization.

“This year we’re placing a new emphasis on innovation,” she said. “We decided that, 
along with the fun, we wanted to promote higher education and career opportunities that 
are available in the Pittsfi eld area.”

Marcella explained that this theme was partly prompted by the proximity of the Wil-
liam Stanley Business Park, which is a short distance from Tyler Street, and by plans for 
construction of the Berkshire Innovation Center there.

The theme and related activities also refl ect an effort to get younger people exposed 
to – and inspired by – potential careers.

“We wanted to show the opportunities that are here, and what people are doing with 
them,” said Marcella. “We hear a lot about technology as a career path, but that’s a generic 
term. Our goal was to show in real terms what you can do with it.”

Berkshire Community College and the Pittsfi eld Public Schools will have tables and 
representatives. There will be display of the plans for the Berkshire Innovation Center. 
Also featured will be demonstrations of robotics, 3-D printing and information about life 
sciences, environmental sciences and biotech.◆

“There’s a domino effect,” 
she said. “We’re seeing a lot 
of exciting connections and 
networking going on. It’s all 
coming together and we’re 

going in the right direction.”
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Berkshire County real estate transfersReal estate
The following real estate 
transactions are provided by 
Banker & Tradesman real 
estate data Publishing. only 
properties valued at $75,000 
or higher are included.

AdAMs
11 Edward Ave.
Buyer: Jason Dupee +
Seller: Geraldine Roberts 
NT +
Price: $90,000
Date: 7/17/15

Hoxie Brook Rd.
Buyer: Marcia Plumb
Seller: Michael Mackin
Price: $85,000
Date: 7/15/15

12-14 Miller St.
Buyer: FNMA
Seller: Robert Rodda +
Price: $121,000
Date: 7/1/715

35-37 Victory St.
Buyer: Wendy Risch
Seller: Pamela Eastwood
Price: $120,000
Mortgage: $106,000
Lender: Adams Community
Date: 6/19/15

8 Walnut St.
Buyer: Jennifer Civello
Seller: Robert Richardson
Price: $134,900
Mortgage: $130,853
Lender: Greylock FCU
Date: 6/30/15

3 Water St.
Buyer: David Brazeau Sr
Seller: Martin Blake +
Price: $208,000
Mortgage: $79,500
Lender: Academy Mtg
Date: 7/15/15

ALfoRd
142 Green River Rd.
Buyer: William Kormanik +
Seller: Joan Polesak RET +
Price: $310,000
Mortgage: $248,00
Lender: Pittsfi eld Coop
Date: 7/3/15

BeCKet
6 Bruce Roy Ln.
Buyer: Amanda Fraser +
Seller: Phyllis Hayden +
Price: $119,000
Mortgage: $74,000
Lender: Adams Community
Date: 7/2/15

19 Castle Ln.
Buyer: Michael Hartman
Seller: Edward Perry +
Price: $139,000
Mortgage: $139,000
Lender: Academy Mtg
Date: 7/2/15

156 Chester Rd.
Buyer: Donald Lawrence 3rd
Seller: Ronald Daigle
Price: $128,900
Mortgage: $126,564
Lender: Amer Nbhd Mtg
Date: 7/15/15

2690 Jacobs Ladder Rd.
Buyer: Timothy Face Jr +
Seller: 211 Housatonic 
Court NT +
Price: $78,000
Mortgage: $241,000
Lender: Salem Five Mtg
Date: 6/30/15

Route 8
Buyer: Center Pond 
Restoration
Seller: Conservation 
Group Inc

Price: $308,285
Date: 6/19/15

76 Shawnee Shore Rd.
Buyer: Susan Strong
Seller: Bernard Martin +
Price: $122,000
Mortgage: $97,600
Lender: Greylock FCU
Date: 7/17/15

CheshiRe
193 Devonshire Rd.
Buyer: Serge Kim
Seller: Mara Woolley
Price: $190,000
Mortgage: $180,000
Lender: Lee Bank
Date: 6/29/15

46 Furnace Hill Rd.
Buyer: Benjamin Garner +
Seller: Nathan Benjamin +
Price: $158,900
Mortgage: $154,133
Lender: Adams Community
Date: 6/24/15

173 Lake Shore Dr.
Buyer: Jonathan Madsen +
Seller: Bastow FT +
Price: $252,500
Mortgage: $233,635
Lender: MountainOne Bank
Date: 7/10/15

836 Outlook Ave.
Buyer: Nicholas Mirke +
Seller: Littlejohn Winifred 
Est +
Price: $82,500
Mortgage: $80,000
Lender: Adams Community
Date: 6/16/15

112 Richmond St.
Buyer: Diane Wright
Seller: Ricky Freitag
Price: $107,425
Mortgage: $101,500
Lender: Adams Community
Date: 7/18/15

195 W. Mountain Rd.
Buyer: Ian Purkayastha
Seller: James Johnson
Price: $340,000
Mortgage: $302,600
Lender: Pittsfi eld Coop
Date: 7/15/15

CLARKsBuRG
501 N. Eagle St.
Buyer: Laura Mooney
Seller: Ross Neathawk
Price: $137,500
Mortgage: $110,000
Lender: Greylock FCU
Date: 6/29/15

1255 River Rd.
Buyer: Daniel Matz +
Seller: Joseph Collins +
Price: $185,000
Mortgage: $148,000
Lender: NBT Bank
Date: 7/9/15

21 Stoneybrook Dr.
Buyer: Stephen Mcallister +
Seller: Debra Ewing +
Price: $160,000
Mortgage: $157,102
Lender: Academy Mtg
Date: 7/17/15

71 Wheeler Ave.
Buyer: Karen Cornell
Seller: Charlene Lawson
Price: $82,500
Mortgage: $73,000
Lender: Adams Community
Date: 6/25/15

dALton
7 Birchwood Ter.
Buyer: Laura Topping
Seller: Heidi Vidoli
Price: $155,000

Mortgage: $60,000
Lender: Adams Community
Date: 6/26/15

18 Kimberly Dr.
Buyer: Timothy Winchell +
Seller: Janet Benoit +
Price: $168,750
Mortgage: $135,000
Lender: Greylock FCU
Date: 6/30/15

575 Main St.
Buyer: FNMA
Seller: Connie Mccall +
Price: $107,380
Date: 6/25/15

54 South St.
Buyer: Robert Bishop Jr +
Seller: Crane & Co
Price: $169,000
Mortgage: $135,200
Lender: Academy Mtg
Date: 6/25/15

800 South St.
Buyer: Greylock FCU
Seller: Paul Dunham +
Price: $180,000
Date: 7/10/15

Cider Ln. U:11
Buyer: Merle Stahl
Seller: Steven Capp +
Price: $312,500
Date: 7/1/15

eGReMont
107 Jug End Rd.
Buyer: Lisa Carullo +
Seller: Brengs NT +
Price: $314,500
Date: 6/19/15

22 Main St.
Buyer: Jared Kelly +
Seller: Margaret Norris +
Price: $435,000
Mortgage: $387,150
Lender: Pittsfi eld Coop
Date: 6/26/15

44 Prospect Lake Rd.
Buyer: Bethany Trudeau +
Seller: Morton Trudeau +
Price: $115,000
Mortgage: $92,000
Lender: Lee Bank
Date: 6/19/15

31 Whites Hill Rd.
Buyer: William Schwartz +
Seller: H2 Holdings LLC
Price: $1,365,000
Mortgage: $910,000
Lender: Wells Fargo
Date: 6/19/15

fLoRidA
229 Mohawk Trail
Buyer: Duilio Realty LLC
Seller: Summit NT +
Price: $75,000
Date: 6/24/15

480 Mohawk Trail
Buyer: Ryan Perkins
Seller: Beer Fay Est +
Price: $104,000
Mortgage: $93,500
Lender: Adams Community
Date: 6/30/15

GReAt
BARRinGton

33 Alford Rd.
Buyer: Randall Courts +
Seller: Terry Mccarthy +
Price: $975,000
Mortgage: $1,100,000
Lender: Mary Osborne
Date: 7/7/15

142 Castle St.
Buyer: Natasha Perlis +
Seller: Orit Kadosh
Price: $450,000
Date: 7/6/15

132 Christian Hill Rd.
Buyer: Christopher May +
Seller: Urban Financial
Price: $265,000
Date: 7/15/15

12 Giddings St.
Buyer: John Beckwith +
Seller: 12 Giddings LLC
Price: $238,000
Date: 7/17/15

15 Higgins St.
Buyer: Sagitta LLC
Seller: Albertazzi Helen Est +
Price: $220,000
Date: 6/30/15

37 Kirk St.
Buyer: Bard Teigen +
Seller: Anthony Elmore +
Price: $290,000
Mortgage: $246,500
Lender: Pittsfi eld Coop
Date: 6/25/15

7 Linda Ln.
Buyer: Robert Anderson +
Seller: Robert Maloney +
Price: $245,000
Mortgage: $250,267
Lender: Mtg Research Ctr
Date: 6/24/15

341 Long Pond Rd.
Buyer: 341 Long Pond 
Road T +
Seller: Charles Morin Jr +
Price: $200,000
Mortgage: $200,000
Lender: Seller
Date: 7/6/15

910 Main St.
Buyer: Kevin Charlton
Seller: CML Berkshire 
Land LLC
Price: $250,000
Mortgage: $255,000
Lender: Pittsfi eld Coop
Date: 7/2/15

416 Monterey Rd.
Buyer: Nancy Boden
Seller: William Andrews +
Price: $360,000
Mortgage: $100,000
Lender: Lee Bank
Date: 6/29/15

55 N. Plain Rd.
Buyer: Nicolas Emery +
Seller: Delmolino FT +
Price: $287,500
Mortgage: $230,000
Lender: Greylock FCU
Date: 6/29/15

209 Oak St.
Buyer: 209 Oak Street LLC
Seller: Walker FT +
Price: $199,500
Date: 7/6/15

276 Park St. N
Buyer: Terry Wallace +
Seller: John Barbato
Price: $252,200
Mortgage: $247,632
Lender: Village Mtg
Date: 6/26/15

20 Stockbridge Rd.
Buyer: Weinstein Realty 
Mgmt LLC
Seller: Robert Hebert +
Price: $415,000
Mortgage: $290,000
Lender: Berkshire Bank
Date: 6/18/15

Copper Beech Ln. U:15
Buyer: Andrew Goldberg
Seller: Wendy Carlyle
Price: $107,778
Date: 7/3/15

360 Park St. N U:6
Buyer: Beth Ring
Seller: David Hellman +
Price: $100,000
Date: 7/10/15

80 Taconic Ave. U:13
Buyer: Jennifer Wade

Seller: Germaine Peron
Price: $368,000
Date: 6/19/15

116 West Ave. U:1
Buyer: Isabelle Sweezy 
Miller T +
Seller: Sharon Toole
Price: $207,000
Date: 7/15/15

hAnCoCK
37 Corey Rd. U:211
Buyer: Maria Chalita-Diaz
Seller: Thomas Gonzales +
Price: $94,000
Date: 6/29/15

hinsdALe
36 Cove Ln.
Buyer: Amy Fox
Seller: Donald Shorey
Price: $133,400
Date: 6/30/15

71 Maple St.
Buyer: Greylock FCU
Seller: Matthew Mcgovern +
Price: $95,000
Date: 6/23/15

231 Watson Rd.
Buyer: Beverly Lennon
Seller: Zachary Wetherell +
Price: $235,000
Date: 7/1/15

LAnesBoRo
90 Brodie Mountain Rd.
Buyer: Walter Schlech +
Seller: Keith Ouimet +
Price: $530,000
Mortgage: $417,000
Lender: Quicken Loan
Date: 6/30/15

10 Church St.
Buyer: FNMA
Seller: Jon Clayburn +
Price: $192,858
Date: 6/25/15

52 Greylock Estates Rd.
Buyer: Michael 
Macpherson +
Seller: Louis Haddad
Price: $230,000
Date: 7/14/15

70 Scott Rd.
Buyer: Robert Steel Jr +
Seller: Martin Flynn +
Price: $232,500
Mortgage: $232,500
Lender: Academy Mtg
Date: 6/26/15

580 S. Main St. U:301
Buyer: Anthony Frada +
Seller: Lorraine Brill
Price: $130,000
Date: 6/18/15

Lee
55 Cliffwood St.
Buyer: Allison Shurtleff +
Seller: Daniel Hunter +
Price: $320,000
Mortgage: $288,000
Lender: Lee Bank
Date: 6/29/15

20 David Ave.
Buyer: Thomas Sperlonga +
Seller: Daniel Freedland +
Price: $201,000
Mortgage: $197,359
Lender: Academy Mtg
Date: 6/19/15

475 East St.
Buyer: Golden Hill Props
Seller: Greater Grace Church
Price: $275,500
Mortgage: $397,000
Lender: Lee Bank
Date: 6/30/15

279 Spring St.
Buyer: Jill Treanor +
Seller: Gayle Rebovich
Price: $560,000
Mortgage: $417,000
Lender: Leader Bank
Date: 6/22/15

285 Stockbridge Rd.
Buyer: Janvier Lindsay 3rd +
Seller: Jane Slaminsky +
Price: $233,500
Mortgage: $186,500
Lender: Lee Bank
Date: 7/10/15

270 Theresa Ter.
Buyer: Brian Dulin +
Seller: Barbara Powers FT +
Price: $230,000
Mortgage: $184,000
Lender: Lee Bank
Date: 7/17/15

LenoX
15 Ash St.
Buyer: Nancy Costerisan
Seller: Katharine Goodland
Price: $156,000
Mortgage: $75,000
Lender: Lee Bank
Date: 6/26/15

83 Birchwood Ln.
Buyer: Susan Omelenchuck
Seller: Otto Villa
Price: $343,000
Mortgage: $308,000
Lender: Lee Bank
Date: 6/30/15

582 East St.
Buyer: Daniel Zussman +
Seller: Nicholas Simon +
Price: $385,000
Mortgage: $160,000
Lender: Adams Community
Date: 7/13/15

98 Golden Hill Rd.
Buyer: Charles Spencer +
Seller: Michael Wessel +
Price: $310,000
Mortgage: $248,000
Lender: Academy Mtg
Date: 7/16/15

35 Holiday Hills
Buyer: James Chervenak
Seller: Wallace Roy
Price: $384,000
Date: 7/10/15

8 Hubbard St.
Buyer: Christopher 
Hicks +
Seller: Gundula Brattke
Price: $1,137,500
Mortgage: $910,000
Lender: Santander Bank
Date: 6/24/15

75 King William Rd.
Buyer: Sven Leaf +
Seller: John Hillier +
Price: $425,000
Mortgage: $150,000
Lender: Lee Bank
Date: 6/22/15

55 Lee Rd.
Buyer: 55 Cranwell LLC
Seller: Berkshire Cranwell 
LP
Price: $18,000,000
Date: 7/1/15

96 Old Stockbridge Rd.
Buyer: Jeffrey Jacoby +
Seller: Jeffrey Lynch +
Price: $416,650
Mortgage: $374,985
Lender: Wells Fargo
Date: 6/26/15

162 Old Stockbridge Rd.
Buyer: Richard Sanders +
Seller: Theresa Ahrens +
Price: $315,000
Mortgage: $252,000
Lender: NBT Bank
Date: 6/15/15

continued on next page

we love having you here. 

Get comfortable even when you’re getting down to business. At 
Hampton, you’ll be surrounded by thoughtful amenities that make work 
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Hilton HHonors membership, earnings of Points & Miles® and redemption of points are subject to HHonors Terms and Conditions. ©2011 
Hilton Worldwide

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

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
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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
$699,900	

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

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 fi ve 
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

For	saLe	–	PittsFieLd
real	estate	only	–	$133,500

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

ReDUCeD

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

real estate
the place for
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Real estate
continued from page 21
82 West St.
Buyer: Gizwood Properties
Seller: Michael Harr +
Price: $160,000
Date: 6/15/15

36 Westminster Rd.
Buyer: Erica Telle +
Seller: Onken-Braun FT +
Price: $373,000
Mortgage: $298,400
Lender: Lee Bank
Date: 6/24/15

84 Yokun Ave.
Buyer: Ethan Berg +
Seller: 84 Yokun Avenue RT +
Price: $475,000
Date: 6/23/15

15 Coldbrooke S U:C
Buyer: Lesley Oransky
Seller: Marion Dubrow
Price: $545,000
Mortgage: $436,000
Lender: Bank of America
Date: 7/16/15

260 Pittsfield Rd. U:B6
Buyer: Alexandra Demastrie
Seller: Claudia Wells 
Price: $96,000
Mortgage: $81,000
Lender: Greylock FCU
Date: 6/22/15

1 Rolling Hills U:10
Buyer: Ernest Malafronte +
Seller: Raul Arroyo +
Price: $190,000
Mortgage: $160,000
Lender: Pittsfield Coop
Date: 7/1/15

7 Rolling Hills U:10
Buyer: Greenwald FT +
Seller: Weiss Allen Est +
Price: $139,500
Date: 6/30/15

MonteRey
20 Curtis Rd.
Buyer: William Gould Assoc
Seller: Georgiana Oconnell 
RET +
Price: $400,000
Date: 6/23/15

new AshfoRd
599 Route 7
Buyer: Alton Nichols 3rd +
Seller: Elaine Nathenson
Price: $189,000
Mortgage: $185,576
Lender: Academy Mtg
Date: 6/30/15

new
MARLBoRo

Bailey Rd.
Buyer: Linda Fass +
Seller: Blaustein Pourover 
RET +
Price: $280,000
Date: 6/26/15

Brewer Hill Rd.
Buyer: Marc Trachtenberg +
Seller: David Jadow +
Price: $499,000
Date: 6/22/15

28 Corashire Rd.
Buyer: Wayne Dolby +
Seller: Anne Fletcher-
Engelberger +
Price: $210,000
Mortgage: $160,000
Lender: Lee Bank
Date: 7/9/15

45 County Rd.
Buyer: Matthew Sheffer +
Seller: Michael Wilner +
Price: $380,000

Mortgage: $304,000
Lender: Greylock FCU
Date: 6/17/15

193 Hatchery Rd.
Buyer: Agnes Neiger +
Seller: NBT Bank
Price: $135,000
Mortgage: $121,500
Lender: Village Mtg
Date: 6/22/15

Hayes Hill Rd.
Buyer: John Ormsbee
Seller: Vincent Giracca +
Price: $140,000
Date: 7/15/15

106 Knight Rd.
Buyer: Deborah Graf
Seller: Jeannie Lowe
Price: $270,000
Date: 7/8/15

1175 Norfolk Rd.
Buyer: Judith Newman
Seller: Carr Marie Est +
Price: $240,000
Date: 7/3/15

Route 57 Lot 2B
Buyer: Roman Kropp +
Seller: Leonard Kusnetz +
Price: $95,000
Date: 6/18/15

noRth AdAMs
61 Chantilly Ave.
Buyer: William Laviolette
Seller: Dayle Sinderman
Price: $102,000
Mortgage: $75,000
Lender: Greylock FCU
Date: 7/14/15

1589 Church St.
Buyer: Daniel Grant
Seller: Bruce Gaspardi

Price: $185,000
Mortgage: $191,000
Lender: Adams Community
Date: 6/16/15

505 E. Main St.
Buyer: Kelly Kemp
Seller: Peter Mulcahy RET +
Price: $75,000
Mortgage: $67,500
Lender: Lee Bank
Date: 7/10/15

164-166 E. Quincy St.
Buyer: Arthur Kraamwinkel
Seller: Wayne Arnold
Price: $94,500
Mortgage: $88,500
Lender: Adams Community
Date: 7/14/15

17 Goodrich St.
Buyer: Airaceli Palestino
Seller: Gary Lohr
Price: $135,000
Mortgage: $132,554
Lender: Academy Mtg
Date: 6/30/15

171 Kemp Ave.
Buyer: Chad Tatro +
Seller: Francis Carli +
Price: $144,00
Mortgage: $141,391
Lender: Academy Mtg
Date: 6/26/15

889 Massachusetts Ave.
Buyer: Mark Beauchemin +
Seller: Roger Larocca Jr +
Price: $115,000
Mortgage: $112,917
Lender: Academy Mtg
Date: 7/7/15

134 Notch Rd.
Buyer: Bryan Waryjasz
Seller: Larry Fox RET +
Price: $124,500
Mortgage: $118,275

Lender: MountainOne Bank
Date: 6/15/15

767 Reservoir Rd.
Buyer: Jesse Pikula
Seller: Gregory King +
Price: $146,000
Mortgage: $131,000
Lender: Adams Community
Date: 7/16/15

54 River St.
Buyer: 54 River Street T +
Seller: Buckys Storage LLC
Price: $125,000
Mortgage: $50,000
Lender: Richard Bernardi
Date: 7/16/15

29 Walker St.
Buyer: Adam Shurtleff
Seller: Logan Maestri
Price: $126,500
Mortgage: $128,709
Lender: MountainOne Bank
Date: 6/30/15

37 Wall St.
Buyer: Michael Daunis +
Seller: Adams Community Bk
Price: $89,500
Mortgage: $76,075
Lender: MountainOne Bank
Date: 7/16/15

Holden St. U:32
Buyer: Simone Couture
Seller: Scarafoni Assoc NT
Price: $230,000
Mortgage: $184,000
Lender: MountainOne Bank
Date: 7/15/15

otis
Becket Rd.
Buyer: Franklin Woods Inv
Seller: L&E IRT +
Price: $128,247
Date: 7/1/15

71 Louden Bethlehem Rd.
Buyer: Louis Salvatorelli +
Seller: Kevin Adams +
Price: $368,800
Date: 7/9/15

41 N. Lake Ave.
Buyer: Dennis Stempel +
Seller: Lake Avenue NT +
Price: $600,000
Mortgage: $410,000
Lender: Massmutual FCU
Date: 6/16/15

260 New Hollywood Blvd.
Buyer: Deanne Grant
Seller: Robert Campbell +
Price: $193,000
Mortgage: $115,000
Lender: United Bank
Date: 6/29/15

87 North St.
Buyer: FNMA
Seller: Lisa Bramley +
Price: $193,436
Date: 6/17/15

5 Old Stagecoach Rd.
Buyer: Gary Mccauley +
Seller: Old Stagecoach LLC
Price: $377,500
Mortgage: $302,000
Lender: Village Mtg
Date: 6/17/15

992 Reservoir Rd.
Buyer: Dean Spencer +
Seller: Thomas Poplawski +
Price: $487,500
Mortgage: $390,000
Lender: Village Mtg
Date: 6/17/15

153 Stanley Rd.
Buyer: Teresa Mencel
Seller: Albert Busk +
Price: $155,000
Mortgage: $124,000
Lender: JPMorgan Chase
Date: 7/6/15

583 W. Center Rd.

Buyer: Dominic Scapin
Seller: Benjamin Lewis
Price: $235,000
Mortgage: $240,052
Lender: Mtg Research Ctr
Date: 7/16/15

PeRu
4 North Rd.
Buyer: Wells Fargo Bank
Seller: Roberta Oakes +
Price: $93,194
Date: 7/10/15

4 North Rd.
Buyer: Wells Fargo Bank
Seller: Financial Freedom +
Price: $93,194
Date: 6/26/15

29 South Rd.
Buyer: Ronald Cossin
Seller: Michael Ciaburri +
Price: $160,000
Mortgage: $163,265
Lender: Envoy Mtg
Date: 7/6/15

PittsfieLd
33 1st St.
Buyer: Harold Boland 3rd
Seller: PDN NT +
Price: $265,000
Mortgage: $212,000
Lender: MountainOne Bank
Date: 7/2/15

35 1st St.
Buyer: Harold Boland 3rd
Seller: PDN NT +
Price: $265,000
Mortgage: $212,000
Lender: MountainOne Bank
Date: 7/2/15

141 Allengate Ave.
Buyer: Erin Coty
Seller: Jeffrey Beaulieu
Price: $120,000
Mortgage: $96,00
Lender: Lee Bank
Date: 7/8/15

175 Ann Dr.
Buyer: Kristen Lochrie T +
Seller: Linda Chmura
Price: $520,000
Date: 6/30/15

214 Benedict Rd.
Buyer: Kevin Haughey +
Seller: Stephen Conuel +
Price: $165,000
Mortgage: $156,750
Lender: Academy Mtg
Date: 6/26/15

65 Blythewood Dr.
Buyer: Matthew Donald +
Seller: Quetti FT +
Price: $424,500
Mortgage: $302,000
Lender: Lee Bank
Date: 6/29/15

89 Brighton Ave.
Buyer: Kaitlyn Haughey
Seller: Thomas Lusignan +
Price: $164,000
Mortgage: $155,800
Lender: Lee Bank
Date: 6/30/15

3 Brown St.
Buyer: Liamar Merino +
Seller: John Storie +
Price: $105,000
Mortgage: $103,098
Lender: Academy Mtg
Date: 6/26/15

144 Brown St.
Buyer: Juarez Dealmeida
Seller: Leona Serafino
Price: $80,000
Mortgage: $68,376
Lender: Academy Mtg
Date: 7/15/15

11 Cardinal St.
Buyer: Keith Smith +

Seller: Bonnie Gingras
Price: $142,000
Mortgage: $137,740
Lender: MountainOne Bank
Date: 7/10/15

53 Cecelia Ter.
Buyer: Lee Rennie
Seller: Dean Messana Jr
Price: $89,500
Mortgage: $91,424
Lender: Academy Mtg
Date: 7/14/15

70 Cleveland St.
Buyer: Reagan Talis
Seller: Timothy Winchell +
Price: $133,000
Mortgage: $118,000
Lender: Berkshire Bank
Date: 6/30/15

58 Connecticut Ave.
Buyer: Renee Lucaroni
Seller: George Deering 3rd +
Price: $169,900
Mortgage: $152,325
Lender: Lee Bank
Date: 7/10/15

154 Crane Ave.
Buyer: Bridget Maloney +
Seller: Duffy Robert Est +
Price: $128,000
Mortgage: $120,000
Lender: Greylock FCU
Date: 6/216/15

342 Dalton Ave.
Buyer: Joel Vegas +
Seller: Alicia Couture
Price: $158,000
Mortgage: $150,100
Lender: Lee Bank
Date: 6/25/15

158 Daniels Ave.
Buyer: Taryn Lacy
Seller: Ronald Hughes +
Price: $87,500
Mortgage: $85,914
Lender: Academy Mtg
Date: 7/17/15

125 Dawes Ave.
Buyer: Meghan John +
Seller: Eric Korenman +
Price: $684,500
Mortgage: $417,000
Lender: Greylock FCU
Date: 7/1/15

90 Dodge Ave.
Buyer: Neal Markowitz
Seller: Robt Markowitz RET +
Price: $175,000
Mortgage: $140,000
Lender: Greylock FCU
Date: 6/26/15

36 Doreen St.
Buyer: Gabriel Jiminez +
Seller: Alvah Mack +
Price: $175,000
Date: 6/26/15

185 Doreen St.
Buyer: Abdoulie Touray
Seller: William Britigan +
Price: $211,000
Mortgage: $189,900
Lender: Berkshire Bank
Date: 7/10/15

75 E. Housatonic St.
Buyer: Arthur Kreiger
Seller: Dolores Justin
Price: $237,000
Date: 6/29/15

2002 East St.
Buyer: Laurie Daley
Seller: Linna Sa
Price: $127,000
Mortgage: $124,694
Lender: Quicken Loan
Date: 6/29/15

106 Gamwell Ave.
Buyer: Adam Killeen
Seller: David Cohen
Price: $156,000
Mortgage: $153,174
Lender: Academy Mtg
Date: 6/16/15

121 Gamwell Ave.
Buyer: Jennifer Derby
Seller: Brendan Walsh
Price: $123,600
Mortgage: $114,000
Lender: MountainOne Bank
Date: 6/19/15

27 Green Hill Rd.
Buyer: Mclean Properties
Seller: Glenn Lizotte +
Price: $114,000
Mortgage: $101,460
Lender: Pittsfield Coop
Date: 6/30/15

622 Hancock Rd.
Buyer: Jason Smegal +
Seller: Sheila Barnes
Price: $214,000
Mortgage: $203,300
Lender: Greylock FCU
Date: 6/15/15

38 Harding St.
Buyer: Sarah Gillooly +
Seller: Jonathan May +
Price: $129,000
Mortgage: $122,550
Lender: Greylock FCU
Date: 6/26/15

26 Harvard St.
Buyer: Nationstar Mtg LLC
Seller: Connie Taylor
Price: $117,403
Date: 6/15/15

259 High St.
Buyer: Virginia Daniello
Seller: Robert Bardwell 3rd +
Price: $148,000
Mortgage: $50,000
Lender: Adams Community
Date: 7/15/15

123 Highland Ave.
Buyer: Kristen Shepardson
Seller: Berk Bldg & Dev
Price: $229,000
Mortgage: $170,000
Lender: Lee Bank
Date: 7/7/15

593 Holmes Rd.
Buyer: Eric Korenman +
Seller: John Poutasse RET +
Price: $875,000
Mortgage: $680,000
Lender: First Niagara
Date: 7/1/15

32 Hull Ave.
Buyer: Jose Goncalves
Seller: Bruce Harper
Price: $130,000
Mortgage: $110,500
Lender: Adams Community
Date: 7/9/15

40 Jeffrey Dr.
Buyer: Cody Civello
Seller: Ludovic Pelletier
Price: $139,000
Mortgage: $134,830
Lender: Greylock FCU
Date: 6/19/15

54 Joan Dr.
Buyer: Matthew Thayer +
Seller: Miles Hayford +
Price: $240,000
Mortgage: $192,000
Lender: Triangle CU
Date: 7/15/15

89 Jones Ave.
Buyer: Rebecca Ferris +
Seller: Stephen Salvi
Price: $169,000
Mortgage: $163,930
Lender: Greylock FCU
Date: 6/30/15

15 Kenilworth St.
Buyer: Aaron Eliassen +
Seller: Meghan John +
Price: $405,000
Mortgage: $384,750
Lender: Academy Mtg
Date: 7/1/15

165 King St.
Buyer: Daysi Aragon
Seller: CEM Properties LLC
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IN SHEFFIELD!

BerkShares Business of the Month

more stories like this one at www.berkshares.org

T OM DOYLE AND DAVID THORNE, co-owners of Gateway Berkshire Real Estate & 
Services, are in the business of introducing people to the Berkshires–and they have 
enlisted the assistance of our local currency! “BerkShares are a great way to quickly 

inform new entrants to the area about our local economy,” says Doyle, who uses BerkShares 
to take clients out to lunch. People are always really intrigued, he says, and the “best part” of 
Gateway’s gift at a closing is a starter set of BerkShares, along with information about where 
to spend them. “�e directory is �lled with the types of shops and services new homeowners 
will need, so it’s like a tutorial.”

A real estate �rm might not seem like the most likely BerkShares business. After all, trans-
actions are big and complicated, and not usually in cash. But longtime friends Doyle and 
�orne–with backgrounds in equity & options trading and in construction, respectively–are 
not the most traditional real estate brokers, either. And in fact, Gateway o�ers much more 
than brokerage services. “We help people with comprehensive services, everything from con-

struction advice and the review of building 
plans to property management.” 

Doyle and �orne like this diversity, as 
it allows them to harness the full stable 
of their skills. “People might not com-
municate all of their needs when you �rst 
encounter them. But when you form a re-
lationship with your clients you can even-
tually identify needs that they might not 
have been touch with, and Gateway can 
help them meet those needs.” 

Real estate may be a relatively new career 
for Doyle, but it is obvious that it suits 
him, mostly because he loves what he is 
selling. “I describe the Berkshires as the 
closest thing to Ireland this side of the At-
lantic,” he explains a�ectionately. He was 
introduced to the area during a college trip 
in 1969 and has been coming back ever 

since. He eventually settled in Alford in the 1990s, when the “internet freed him” to work 
remotely. Even now, forty-�ve years after his �rst glimpse of the Berkshire Hills, he says, 
“I’m still awestruck when I drive down some of the country roads. �ere’s a great sense of 
familiarity, but the views never get old!” 

It’s a special alchemy of people and place that creates the “commanding argument” for the 
Berkshires, says Doyle.  First of all, “a lot of people have come to the Berkshires in a variety 
of pathways, and the mix of people who were born here and those that have adopted the 
Berkshires as their home creates a unique dimension.” But of course, it’s really about loca-
tion, location, location. “Name another place in the U.S. that’s two hours away from Boston, 
two and a half hours from New York City, and only an hour from two major airports. We 
have a lot of things going for us.” 

Right now, Doyle says, is a great time to be in the Berkshires. �anks to improved com-
munications technology people can choose to live here for the quality of life, even if their 
work is based somewhere else. And while most housing markets have rebounded since the 
recession, the Berkshires have been slow to follow suit–so now is a good time to buy. But 
what’s best, Doyle says, is the variety of housing stock on the market. “�ere’s a type and size 
for everyone. And there are no cookie cutter developments here!”

Gateway Berkshire Real Estate & Services 
(413) 528 1009 inside the Thornewood Inn
453 Stockbridge Rd. Gt. Barrington, MA
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Berkshire County real estate transfers

Price: $110,000
Mortgage: $104,500
Lender: Lee Bank
Date: 6/26/15

195 Lebanon Ave.
Buyer: Raymond Saville +
Seller: Maston Warren Est +
Price: $120,000
Mortgage: $116,400
Lender: Greylock FCU
Date: 7/17/15

147 Longview Ter.
Buyer: Arthur Knights + 
Seller: Edmund Germann +
Price: $130,000
Mortgage: $123,500
Lender: MountainOne Bank
Date: 6/19/15

39 Madison Ave.
Buyer: William Molner
Seller: Carol Powers
Price: $82,900
Mortgage: $285,000
Lender: Carol Powers
Date: 6/29/15

49 Madison Ave.
Buyer: William Molner
Seller: Carol Powers
Price: $192,100
Mortgage: $285,000
Lender: Carol Powers
Date: 6/29/15

76 Meadowview Dr.
Buyer: Paramjit Kaur
Seller: Mildred Hall FT +
Price: $112,400
Mortgage: $103,900
Lender: Greylock FCU
Date: 7/15/15

112 Melbourne Rd.
Buyer: Jaclyn Boehm +
Seller: Eris Kennedy
Price: $180,000
Mortgage: $144,000
Lender: Greylock FCU
Date: 6/29/15

34 Morningview Dr.
Buyer: Paul Fredette +
Seller: Paul Dupuis Jr +
Price: $150,000
Date: 6/25/15

128 Ontario St.
Buyer: Rebecca Slater
Seller: Jillian Tooley
Price: $148,000
Mortgage: $133,200
Lender: Academy Mtg
Date: 6/26/15

101 Parker St.
Buyer: Ryan Brooking +
Seller: Wayne Bobal +
Price: $122,000
Mortgage: $92,000
Lender: Greylock FCU
Date: 6/26/15

1009 Pecks Rd.
Buyer: Andrew Polidoro +
Seller: Carmody FT +
Price: $145,500
Mortgage: $138,225
Lender: Greylock FCU
Date: 7/15/15

46 Pleasure Ave.
Buyer: Jose Goncalves
Seller: Bruce Harper
Price: $130,000
Mortgage: $110,500
Lender: Adams Community
Date: 7/9/15

62 Revere Pkwy.
Buyer: Paul Johansen +
Seller: Colleen Jordan +
Price: $171,000
Mortgage: $136,800
Lender: MountainOne Bank
Date: 7/2/15

46 Rhode Island Ave.
Buyer: Sarah Pizani
Seller: Shannon Steele
Price: $132,000
Mortgage: $129,609
Lender: Academy Mtg
Date: 6/15/15

60 Richard Dr.
Buyer: Lynn Johnson
Seller: Roger Knollmeyer
Price: $212,000
Mortgage: $169,600
Lender: Academy Mtg
Date: 7/6/15

86 Sampson Pkwy.
Buyer: FNMA
Seller: Basilio Henriques Jr +
Price: $238,296
Date: 7/1/15

20 Santa Maria Pl.
Buyer: FNMA
Seller: Robert Piredda RET +
Price: $123,651
Date: 6/29/15

154 Sherwood Dr.
Buyer: Kevin Depew +
Seller: Richard Rodman +
Price: $279,000
Mortgage: $223,200
Lender: Pittsfi eld Coop
Date: 7/16/15

1229 Tyler St.
Buyer: Han Li +
Seller: Robert Maselli +
Price: $156,000
Mortgage: $106,000
Lender: Federal SB
Date: 6/29/15

132 Unkamet Park Dr.
Buyer: Kelsey Holland
Seller: John Soules +
Price: $249,600

Mortgage: $199,680
Lender: Lee Bank
Date: 6/30/15

79 Velma Ave.
Buyer: Anya Lumasa
Seller: David Altobelli +
Price: $155,500
Mortgage: $147,725
Lender: Berkshire Bank
Date: 7/1/7/15

28 Weller Ave.
Buyer: Richard Sands
Seller: Beatrice Benavides
Price: $89,000
Mortgage: $71,200
Lender: Greylock FCU
Date: 6/30/15

381 West St.
Buyer: Zuccos Real Estate
Seller: Anup Sangar
Price: $350,000
Mortgage: $200,000
Lender: Pittsfi eld Coop
Date: 7/10/15

761 West St.
Buyer: Matthew Gerlitz
Seller: Eleanor Chandler
Price: $290,000
Mortgage: $295,826
Lender: Quicken Loan
Date: 6/15/15

48 Winesap Rd.
Buyer: Kyle Whalen
Seller: Frank Barnes +
Price: $210,000
Mortgage: $188,000
Lender: Adams Community
Date: 6/25/15

71 Winesap Rd.
Buyer: Joelle Butterfi eld
Seller: Jason Levesque +
Price: $238,000
Mortgage: $230,000
Lender: Greylock FCU
Date: 6/30/15

Alpine Trail U:65
Buyer: Catherine 
Kastrinakis +
Seller: Aire LLC
Price: $389,000
Mortgage: $291,750
Lender: LoanDepot.com
Date: 6/24/15

Alpine Trail U;150
Buyer: Munzer FT +
Seller: Pines at Bousquet +
Price: $560,100
Date: 7/14/15

Alpine Trail U:164
Buyer: Jason Bratcher
Seller: Madeline Johnston
Price: $495,000
Mortgage: $445,000
Lender: Pittsfi eld Coop
Date: 6/15/15

1 Colt Rd. U:5
Buyer: Brian Amero +
Seller: Proskin FT +
Price: $144,000
Mortgage: $139,680
Lender: Greylock FCU
Date: 7/2/15

RiChMond
210 Osceola Rd.
Buyer: Susan Lamb
Seller: Daisy Rhodes
Price: $450,000
Date: 6/18/15

128 Pine Grove Dr.
Buyer: Jeffrey Kent +
Seller: Anthony Frada +
Price: $233,000
Mortgage: $221,350
Lender: Lee Bank
Date: 6/18/15

35 Truran Ln.
Buyer: Jeanette Prochazka +
Seller: David Roberts
Price: $243,000
Mortgage: $194,400
Lender: JPMorgan Chase
Date: 6/22/15

265 Yokun Rd.
Buyer: Michael Laureyns
Seller: Raymond Dufresne 
NT +
Price: $250,000
Mortgage: $200,000
Lender: Greylock FCU
Date: 6/15/15

sAndisfieLd
319 Lakeshore Dr.
Buyer: Michael Orourke
Seller: Michael Moran +
Price: $465,000
Date: 6/15/15

18 S. Beech Plain Rd.
Buyer: Christopher Bollen
Seller: Cecily Hitchcock
Price: $295,000
Mortgage: $236,000
Lender: MountainOne Bank
Date: 6/15/15

sAVoy
547 Loop Rd.
Buyer: Ross Kunzmann
Seller: Shady Pines NT +
Price: $225,000
Date: 6/29/15

259 Old Main Rd.
Buyer: Duane Meehan +
Seller: John Ziemba +
Price: $125,000

Mortgage: $113,000
Lender: Adams Community
Date: 7/17/15

sheffieLd
856 Barnum St.
Buyer: Jessica Ely
Seller: Brian Dulin +
Price: $247,000
Mortgage: $197,600
Lender: Cambridge Mtg
Date: 6/19/15

1624 County Rd.
Buyer: Sharon Schroepfer
Seller: Arnold Kotlen +
Price: $305,000
Mortgage: $244,000
Lender: Lee Bank
Date: 7/6/15

1419 N. Main St.
Buyer: Lime Kiln Land LLC
Seller: Thomas Gage
Price: $80,000
Date: 7/14/15

22 Park Ln.
Buyer: Judith Waldman 
RET +
Seller: Donald Roeder
Price: $310,000
Date: 7/15/15

547 Polikoff Rd.
Buyer: Pete Dousmanis +
Seller: Elizabeth Kiriakedes
Price: $230,000
Date: 7/17/15

135 Sycamore Ter.
Buyer: Parmjit Chahal +
Seller: John Oneil +
Price: $355,000
Mortgage: $319,500
Lender: Lee Bank
Date: 6/29/15

stoCKBRidGe
2 Beachwood Dr.
Buyer: Richard Epstein +
Seller: Sara Clarkson RET +
Price: $545,000
Mortgage: $417,000
Lender: Village Mtg
Date: 6/22/15

15 Beachwood Dr.
Buyer: Adam Bastian +
Seller: Robert Levine +
Price: $537,500
Mortgage: $430,000
Lender: Wells Fargo
Date: 7/1/15

9 Cherry Hill Rd.
Buyer: Donald Gelston +
Seller: Irwin Goldberg +
Price: $265,000
Date: 7/17/15

34 East St.
Buyer: Susan Gebhard +
Seller: Jane Hart
Price: $354,796
Mortgage: $337,000
Lender: Lee Bank
Date: 7/10/15

14 Ice Glen Rd.
Buyer: Michael Shapiro +
Seller: Jane Braus FT +
Price: $1,225,000
Mortgage: $980,000
Lender: Berkshire Bank
Date: 6/29/15

11 Main St.
Buyer: DS Hughes
Seller: Crispina Swindlehurst
Price: $344,000
Mortgage: $194,000
Lender: Seller
Date: 7/17/15

19 Hawthorne Rd. U:10
Buyer: Erik Kirby +
Seller: Robert Yeshion +
Price: $499,000
Date: 7/15/15

11 Prospect Hill Rd. U:B
Buyer: Sandra Hutzler RET +
Seller: Harriet Fulton
Price: $450,000
Date: 6/2/15

tyRinGhAM
19-A Cooper Creek Rd.
Buyer: 23 Cooper Creek LLC
Seller: Mcbrian LP
Price: $190,000
Date: 6/19/15

wAshinGton
49 East St.
Buyer: Scott Miller +
Seller: Orville Garrett +
Price: $212,000
Mortgage: $169,600
Lender: Lee Bank
Date: 7/8/15

187 N. Washington State Rd.
Buyer: David Duquette Jr +
Seller: Duquette FT +
Price: $250,000
Mortgage: $225,000
Lender: Greylock FCU
Date: 7/1/15

386 S. Washington State Rd.
Buyer: FNMA
Seller: Andrew Methe +
Price: $116,656
Date: 7/13/15

west
stoCKBRidGe

93 Great Barrington Rd.
Buyer: Darryl Mallah +
Seller: Ecklund Eleanor Est +
Price: $315,000
Date: 7/10/15

42 Main St.
Buyer: Susannah Gale
Seller: John Clessler
Price: $270,000
Mortgage: $110,000
Lender: Greylock FCU
Date: 7/9/15

wiLLiAMstown
181 Bridges Rd.
Buyer: Louise Palmer
Seller: Couture George Est +
Price: $88,000
Date: 7/1/15

78 Deer Ridge Run
Buyer: Paul Neely RET +
Seller: Penelope Devereux
Price: $1,800,000
Date: 6/26/15

124 Gale Rd.
Buyer: Brian Renaud +
Seller: Marcia Plumb
Price: $660,000
Date: 7/15/15

41 Hancock Rd.
Buyer: Rory Connolly +
Seller: Brian Turton +
Price: $170,000
Mortgage: $153,000
Lender: MountainOne Bank
Date: 7/10/15

58 Hoxsey St.
Buyer: Williams College
Seller: Greylock ABC Inc
Price: $528,000
Date: 7/1/15

76 Luce Rd.
Buyer: Ellen Story
Seller: Brewer Ruth Est
Price: $153,500
Date: 7/8/15

136 Luce Rd.
Buyer: Courtney Hatch-
Blauvelt +
Seller: Kathleen Morris
Price: $178,000
Mortgage: $142,400
Lender: MountainOne Bank
Date: 6/29/15

654 Main St.
Buyer: Philomene Belair +
Seller: Cindy Wilkinson
Price: $99,000
Mortgage: $84,000
Lender: Adams Community

Date: 7/10/15

788 Main St.
Buyer: Edan Dekel +
Seller: John Noble +
Price: $620,500
Mortgage: $417,000
Lender: MountainOne Bank
Date: 7/1/15

17 May St.
Buyer: Diana Daniels
Seller: Michael Dostal +
Price: $203,000
Mortgage: $192,850
Lender: MountainOne Bank
Date: 7/2/15

24 Mountain View St.
Buyer: Gregory King +
Seller: Sarah Lees

Price: $137,000
Mortgage: $134,000
Lender: John Adams Jr
Date: 7/16/15

380 Pine Cobble Rd.
Buyer: Williams College
Seller: Robert Fisher Jr +
Price: $466,000
Date: 6/29/15

29 Sloan Rd.
Buyer: Paul Jennings +
Seller: Ann Sewell RET +
Price: $205,000
Mortgage: $115,000
Lender: Adams Community
Date: 6/178/15

46 Stratton Rd.
Buyer: Floyd Johnson +

Seller: Joyce Foster
Price: $350,000
Mortgage: $280,000
Lender: Adams Community
Date: 7/9/15

20 Woodlawn Dr.
Buyer: 20 Woodlawn Drive 
NT +
Seller: Satyan Devadoss +
Price: $385,000
Date: 7/17/15

windsoR
1384 Old Route 9
Buyer: Flagstar Bank
Seller: Kathleen Mcauslan +
Price: $194,265
Date: 6/29/15                   ◆

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

C

M

Y

CM

MY

CY

CMY

K


