
aerial advantage
Area professionals flying drones for 
commercial, creative applications

By John Townes
Drone aircraft have had an increasingly high profile in the news, ranging from their use in military 

and national security operations to their potential application for more prosaic domestic 
purposes, such as same-day delivery of packages from Amazon.com and other retailers. 

Hobby drones have also become increasingly popular, and were a high-flying sales item during this 
past holiday shopping season.

One increasingly prominent use of drones is in photography and video, to capture images from above 
and at unusual angles. In addition to the anticipated impact on amateur and fine-art photography, this 

use of drones is also expected to reshape the market for commercial video and still photography.
continued on page 10

Birds-eye view of the 
steeple of the Old Parish 
Church in central Sheffield 
taken by photographer 
Thaddeus Kubis, who is 
among local professionals 
utilizing drone technology 
for a range of commercial 
and creative purposes.
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Retirement Income Planning
& Asset Management

92 Elm St. • Pittsfi eld
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www.balance-rock.com
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1-800-369-3905
www.LeeAudioNSecurity.net
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HouseOpen 

February 3rd
stop in anytime between 11:00 AM - 7:00 PM

Labor Union Hall
789 Tyler Street

Everyone's Welcome. . .PLEASE come to the. .

Tyler Street Distr ict

A Transformative Development Init iat ive

What do you want to see happen in the Tyler
Street District? Come visit us and share your
thoughts on a variety of topics and help us

shape the future.  This event is a very relaxed
environment and will not involve any formal

presentations...
we want to hear your ideas!
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By BRaD Johnson
Having established strong roots in the 

Berkshire market, Big Elm Brewing is now 
extending its canopy to cover new territory 
to the east.

Since fi lling its fi rst kegs and 12-ounce 
cans a little over three years ago, the Shef-
fi eld-based company has become a popular 
provider of locally produced craft beer for 
area taverns and package stores.

Until recently, however, Big Elm products 
have only been available within the confi nes of 
Berkshire County. Now, through an arrange-
ment with Craft Brewers Guild Distribution, 
craft beer enthusiasts from the Berkshires to 
Boston will be able to purchase and enjoy the 
company’s core line-up of fi ve brands as well 
as a growing variety of seasonal beers.

“It’s a big step for us,” said Bill Heaton, 
who with his wife Christine and two other 
partners co-founded Big Elm in 2012. “It 
allows us to do more of what we do best.”

And what they do best, Heaton added, is 
make good beer. “We’re brewers. We make 
beer. We’re not a logistics company,” he said, 
adding that a lot of what the distributor can 
help them with are things that are both hard 
and ineffi cient for a small brewing company 
to do. “The distributor takes their cut, but 
they take a lot off our plate.”

Prior to the arrangement with Craft Brew-
ers Guild, Big Elm had self-distributed its 
products to wholesale accounts primarily 
in Berkshire County. While the number of 
accounts has risen over time, that growth 
potential has also been limited by both the 
relatively small number of potential custom-
ers in this particular market and the rigors of 
making the rounds to these customers, who 

are spread sparsely over a large geographic 
territory.

According to Heaton, the benefi ts of self-
distribution were important to the company in 
getting Big Elm products established in this 
local market. “We don’t have the marketing 
dollars, so it has been important to get out 
in front of people and sell our products and 
our story,” he said.

Self-distribution was a good way of 
maintaining that face-to-face contact with 
customers on a regular basis, he added, but 
it also was a highly ineffi cient way of getting 
Big Elm products in package store coolers 
and tavern tap rooms.

That built-in ineffi ciency, along with ar-
cane laws governing the distribution of beer 
and other related beverages in Massachusetts 
and neighboring states, also gave Big Elm 
Brewing no clear path for breaking out of 
the Berkshire market on its own.

To meet growing local demand for its 
products, and in anticipation of an eventual 

geographic expansion of its market, Big Elm 
last year signifi cantly added to the produc-
tion capacity at its 65 Silver St. facility. “We 
added four new 30 barrel (1,000 gallon) 
fermenters to keep up with local demand in 
Berkshire County,” said Heaton. “This brings 
our current capacity to over 8,000 gallons of 
beer per month.”

The added capacity was an important ele-
ment in making the distribution arrangement 
with Craft Brewers Guild. Heaton explained 
that Big Elm needed to demonstrate that 
it had the production capacity to support 
distribution of its products in the statewide 
market.

“We’re a small company, and they’re very 
big,” said Heaton, noting that the Everett, 
Mass.-based company operates in 14 states. 
With the explosive growth in the U.S. craft 
brewing industry, he said, the distributor 
has to be selective in terms of which new 
products it agrees to carry.

“There are two new craft brewers opening 
every day, on average,” he said, noting that 
this can make for a crowded marketplace 
– and for a bigger challenge to stand out 
among the many really good beers that are 
being produced today.

Getting products out onto store shelves is, 
of course, the fi rst necessary step – one that 
has now been made easier for Big Elm. 

“We switched to Craft Brewers Guild in 
October for our Berkshire accounts,” said 
Heaton. That trial run set the stage for dis-
tribution of Big Elm products throughout the 
state with the start of the new year.

“We are extremely happy to be represent-
ing Big Elm in the Massachusetts market,” 
said Craig Corthell, brand manager at Craft 
Brewers Guild. “It will be a great partnership 
for the both of us.”

For the Heatons and their partners in the 
brewing venture, Russ and Jen Jaehnig, the 

Big Elm branches 
out with statewide 
distribution deal

In addition to a bigger market for its products, Big Elm Brewing has been expanding its product line and 
packaging options, such as new 16-ounce cans for its Fat Boy Double IPA and other seasonal ales. 
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NEW YEAR’S RESOLUTIONS FOR BUSINESSES 
THAT ACCEPT CREDIT CARDS

FIND oUT HoW MUCH MoNeY YoU CAN SAVe:
Get a free, no obligation analysis of your current charges.
I can usually save businesses an average of 7% to 15%.

leSSeN YoUr FINANCIAl lIABIlITY:
Are you aware of the liability shift to you with the new chip 
cards? Do you need a new terminal that will accept both 
magnetic strip as well as chip cards?

SHoP loCAl:
Berkshire Merchant Services is a locally owned business 
and a member of both the Berkshire Chamber of 
Commerce and the Southern Berkshire Chamber.

BERKSHIRE MERCHANT SERVICES
don raiche • www.BerkshiremerchantServices.com • 413-637-2100

Make it simple,
but significant.

fi rst few years of operation have been an 
exercise in careful and deliberate growth.

The brewery is based in an 8,500-square-
foot commercial facility just south of Shef-
fi eld town center that the Heatons purchased 
for $309,000 in late 2011. It took almost a 
full year after that before production began 
and Big Elm products started showing up in 
area taverns and package stores.

The early success and local popularity of 
Big Elm products can be attributed in good 
part to the local following and reputation for 
good beers and ales that 
the Heatons had estab-
lished with Pittsfield 
Brew Works, a micro-
brewery and restaurant 
they operated for fi ve years. They closed that 
business in May 2010 after deciding that their 
long-term interests did not include running a 
restaurant, but instead centered on establish-
ing a full-fl edged craft brewery.

In late 2012 Big Elm debuted with three 
core products – a farmhouse ale, IPA, and 
stout – that were available in 12-ounce-can 
six-packs and in kegs for area taverns.

The company soon added a fourth regular 
product, an American-style lager, and also 
began brewing seasonal ales that were avail-
able on a limited basis in kegs and 22-ounce 
bottles.

An opportunity for added exposure came 
about in 2013 when the Red Lion Inn’s execu-
tive chef Brian Alberg approached Big Elm 
about producing a signature product for the 
iconic Stockbridge inn’s dining room and 
tavern. “We said, ‘That sounds like a great 
idea,’” recalled Heaton.

What they came up with is an English-style 
brew known as Lion’s Ale, which immedi-
ately was a hit with customers at the inn’s 
dining room and Lion’s Den tavern.

“It sells like gangbusters there,” said 
Heaton, noting that the Red Lion is Big Elm’s 
largest draft account.

The popularity of Lion’s Ale also propelled 
the product onto package store shelves. “This 

past year, we started doing 16-ounce cans for 
Lion’s Ale,” Heaton said.

This packaging option was also adapted for 
Big Elm’s other seasonal ales as a replace-
ment for the 22-ounce bottles. “We stopped 
doing the bottles because it was too labor 
intensive,” Heaton said, noting that this is 
a trend taking shape throughout the craft 
brewing industry.

This change was made possible with the 
development of more affordable ways to 
purchase aluminum cans for specialty prod-

ucts. Heaton explained 
that Big Elm connected 
with a company in Col-
orado that specializes 
in producing shrink-

wrap sleeves for use with generic 12- and 
16-ounce aluminum cans. This means that 
labeling can readily be done for a wider range 
of products in much smaller orders than is 
the case with printed aluminum cans (such 
as those used for Big Elm’s core products). 
As a result, Big Elm has been rolling out new 
products, such as its Fat Boy Double IPA, to 
area stores in 16-ounce four-packs.

Heaton also noted that both the four-packs 
and traditional six-packs now utilize a new 
more environmentally friendly packaging 
product. “We’re no longer using the six-pack 
rings,” he said, explaining that they have 
been replaced by a recyclable plastic cap-like 
holder produced by Oregon-based Pak-Tech. 
“For us, the environmental benefi ts outweigh 
the added cost.”

Big Elm has also had a good response 
to another packaging option – the 12-pack 
sampler case, which includes three cans of 
each of the company’s four core products.

While Big Elm has always supplied kegs 
to area taverns, Heaton said that the sale of 
its canned products is by far the larger part of 
its operations. “Package stores are our bread 
and butter,” he said, noting that they account 
for about 80 percent of sales.

“Draft is sort of a loss leader for us,” he 
added. “Dealing with kegs is more capital 

intensive for us. The bars love it, though, 
because their margins are pretty good.”

 With wider distribution of these and other 
Big Elm products, Heaton said the company 
is looking to at least double the volume 
of beer it produces over the coming year. 
“We’re at 1,800 gallons a week right now, 
and we’re aiming for 3,600 gallons a week 
by next year,” he said. “That’s going to be 
easily attainable.”

The company’s staff is also likely to in-
crease as part of this process, he said. Big Elm 
currently has four full-time and four part-time 
employees (including the four co-owners). 
“We’re going to need to add people at some 
point,” said Heaton.

He added that the Sheffi eld facility is large 
enough to handle future expansion of brew-
ing operations. That facility also houses a 
brewery retail shop that is open daily (except 
Sunday) from 9 a.m. to 4 p.m. “Our retail store 
is our biggest dollar account,” said Heaton, 
noting that direct sales to customers there are 
more profi table for the company.

Big Elm also conducts free brewery tours 
and beer sampling on Saturdays from noon 
to 4 p.m. For information, call 413-229-2348 
or visit bigelmbeer.com.◆

“The distributor takes 
their cut, but they take a 

lot off our plate.”
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BCC organizes area’s fi rst 
‘40 under Forty’ program 

By John Townes
The achievements of the younger segment 

of the Berkshire professional population will 
be spotlighted in a new program, 40 Under 
Forty, organized by Berkshire Community 
College (BCC) as a fund-raiser.

BCC has partnered with 1Berkshire and 
the Berkshire eagle as 
co-organizers.

“It’s an idea that 
has been done in other 
communities, and I 
thought it would be 
worthwhile to adopt 
it here,” said Craig Smith, vice president 
for institutional advancement at BCC, who 
initiated the program. “It’s important to 
showcase the variety of people under 40 
who are making important contributions to 
the Berkshires.”

Nominations of potential recipients of the 
designation were solicited and collected from 
the public online over the past two months. 
A selection committee is currently review-
ing the nominations to select 40 recipients, 
who will be profi led in a special section of 
the Berkshire eagle newspaper on March 2. 
They will also be honored at a recognition 
ceremony on March 24.

The requirements for nominees include 
working in Berkshire County, and being age 
39 or younger as of April 1.

Smith noted that the program dovetails 
with overall efforts to address the demo-
graphic aging of the region and its ongoing 
population loss by attracting and retaining 
younger people in the Berkshires.

“In an area with a declining population, 
it made sense to put the spotlight on the 
achievements of people who are in their 
twenties and thirties here,” he said. “It 
seemed logical to focus it on age 40 and 
under, because by that time of life people 

have had an opportunity to develop a skill 
set and record of accomplishments.”

He said the criteria for selection are based 
on achievements in business and professions, 
as well as community engagement and other 
aspects of local life. Among factors being con-
sidered are the nominees’ career path and how 
fast they have advanced, as well as volunteer 
activities. Others include unusual aspects or 
contributions in a career or volunteer activities, 
and recognition a nominee may have received 

from industry or com-
munity groups for their 
accomplishments.

As a fund-raising 
activity, BCC is relying 
on a combination of 
sponsorships and ticket 

sales for the March 24 event. The four initial 
presenting sponsors include St. Germain 
Investment Management, Guardian, General 
Dynamics and Crane. Other sponsors are also 
being encouraged.

The March 24 recognition dinner will take 
place at Berkshire Hills Country Club in 
Pittsfi eld beginning at 5 p.m. It will include 
a private reception with honorees and spon-
sors, followed by the recognition ceremony. 
Tickets are $40.

For information on the program and spon-
sorships, contact Smith at 413-236-2186 or 
csmith@berkshirecc.edu.◆

Feb. 3 event seeks input 
on Tyler st. revitalization

By John Townes
The opinions of the public on how best to 

revitalize the Tyler Street business district 
and Morningside neighborhood will be 
gathered at a Feb. 3 open house sponsored by 
MassDevelopment, the Tyler Street Business 
Group, the Pittsfi eld Economic Development 
Authority, and the City of Pittsfi eld.

The event has a casual format and does 
not involve a presentation.

The open house, which will take place from 
11 a.m. to 7 p.m. at the Union Hall at 789 
Tyler St., includes a series of stations where 
attendees can provide input on a variety of 
topics. The format allows community mem-
bers to come and go as they please, and to 
participate as much as they would like.

“This open house offers a unique oppor-
tunity for everyone to provide input into our 
collective future,” said Diane Marcella, presi-
dent of Tyler Street Business Group Inc.

The intent is to help steer a larger initiative. 
In 2014 the Tyler Street District was selected 
by the MassDevelopment agency as one of 
10 Transformative Development Initiative 
(TDI) Districts in Development.

TDI is a redevelopment program for 
Gateway Cities designed to enhance local 
public-private engagement and community 
identity, stimulate an improved quality of 
life for local residents, and spur increased 
investment and economic activity.

The TDI districts receive enhanced tech-
nical assistance, real estate services, and/
or equity investments in real estate from 
MassDevelopment, the state’s fi nance and 
development agency, which works with busi-
nesses, nonprofi ts, fi nancial institutions and 
communities to stimulate economic growth 
across the state.

The designated TDI extends the length of 
Tyler Street from First Street on the west, to 
Woodlawn Avenue on the east, and Stoddard 
Avenue to the north and Kellogg Street to 
the south.

“Each and every neighborhood in the 
City of Pittsfi eld offers a vitality and special 
quality that contributes to the greatness of 
Pittsfi eld as a whole,” said Mayor Linda 
Tyer. “The revitalization of Tyler Street 
and the Morningside neighborhood not only 
demonstrates a collaborative commitment to 
preserving those intrinsic qualities that have 
served the area well, but it also recognizes 
the importance of the community’s voice in 
this developing process.”

The open house will include a series of 
hands-on stations at which participants can 
draw on maps and respond to open-ended 
questions. Topics will include housing and 
neighborhood development, arts and culture, 
parks and recreation, community and food 
resources, and public transportation. There 
will also be questions regarding ‘places and 
spaces’ such as the Morningside School area 
and former St. Mary’s church.

Pittsfi eld will also receive the services of 
a TDI Fellow in the spring to advance the 
city’s local redevelopment vision. The TDI 
Fellow, who will have experience in city 
planning, community partnership building, 
real estate, and economic development, will 
work in Pittsfi eld for three years in collabora-
tion with local partners.

“The Tyler Street TDI is a unique opportu-
nity to create a plan that is based on the needs 
identifi ed by people living in the neighborhood 
and working and owning businesses on Tyler 
Street,” said Lisa Nagle, principal with Elan 
Planning, Design & Landscape Architecture in 
Saratoga Springs, N.Y., which is a consultant 
for the project. “It is truly a ‘place-based’ plan 
built from the ground up.”◆

“It’s important to showcase the 
variety of people under 40 who 
are making important contri-
butions to the Berkshires.”

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

5-ACRE COMMERCIAL SITE
Route 7 – Lanesboro

Five buildings ranging from 500 to 6,000 sq. 
ft. offered at $995,000. See MLS 211308 at 
barbhassanrealty.com for more details.(4068B)

redUCed

BARB DAVIS-HASSAN,CCIM
BROKER/OWNER

COMMERCIALLY ZONED LOT
$68,500 – Pittsfi eld

HIGH VISIBILITY building lot directly in front of 
historic Wahconah Park. Short walk to Berkshire 
Medical Center. Zoning is CWS (Commercial, 
Warehouse Storage).Water, sewer, cleared and 
level lot. (3073L)

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
$599,900 

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)

redUCed

Over $115 Million in Commercial & 
Residential Sales over a 27 Year Career

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

real estate
the place for

…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

Pitt sfi eld, MA 01201
www.mtviewhomecare.com
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the month in businessJan. 22: Communications Work-
shop on “Content: Channels & 
Strategies, “sponsored by the Wil-
liamstown Chamber of Commerce. 
First of monthly series through 
May. $40 per workshop or $160 for entire series. Full descriptions 
and schedule are available at williamstownchamber.com.

Jan. 23: Financial Literacy Seminar with Jon Budish, a retired 
Wall Street bond trader, who will address budgeting, investing and 
other topics. Sponsored by the Stockbridge Library. 4 p.m. in the 
Selectmen’s Meeting Room at the Stockbridge Town Offices.

Jan. 26: North Adams Chamber of Commerce Annual Meet-
ing and reception to introduce new restaurant Grazi. 5 p.m. at 
the restaurant. $10-$15. RSVP. For information email ricco@
northadamschamber.com.

Jan. 27: How to Stay Young, a presentation by New Life 
Chiropractic on preventable solutions to and reduce injury 
throughout life. A Brown Bag lunchtime seminar sponsored by 
the Berkshire Chamber of Commerce. Noon at Central Station, 
66 Allen St. in Pittsfield. Free. RSVP 413-499-4000.

Jan. 28: Good News Business Salute featuring Pittsfield Mayor 
Linda Tyer, sponsored by Berkshire Chamber of Commerce. 4:30 
p.m. at the Country Club of Pittsfield. RSVP. 413-499-4000.

Jan. 28: 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 Nancy 
Fitzpatrick, owner of Red Lion Inn and chairman of Mainstreet 
Hospitality Group, as featured guest, followed by facilitated 
networking and discussion. 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.”

Jan. 30-Feb. 7: North County EATS, a week of fixed price menu 
deals from local restaurants. Details to be announced.

Jan. 30 Free Day at Massachusetts Museum of Contemporary 
Art in North Adams. Admission free to all visitors. 11 a.m. to 7 
p.m. Special activities and events throughout the day. (Followed 
by ticketed performance by comedian Chris Gethard in MASS 
MoCA’s Club B10 at 8 p.m. $16 in advance, $10 for students, 
$22 day of, and $28 preferred.) 413-662-2111.

Jan. 30: Annual Community Handmade Valentine Swap 
Sign-Up Deadline, an annual event sponsored by Hilltown-
Families.org, in which families exchange 10 Valentines cards. 
Free to all families in western Mass. Visit HilltownFamilies.
org for information.

Feb. 3: Open House to gather community input on how best 
to revitalize the Tyler Street business district and Morningside 
neighborhood as part of the state’s Transformative Development 
Initiative (TDI). 11 a.m. to 7 p.m. at the Union Hall at 789 Tyler 
St. Sponsored by MassDevelopment, the Tyler Street Business 
Group, the Pittsfield Economic Development Authority, and the 
City of Pittsfield. (see story on page 4 for more details.)

Feb. 4: Teen Time, a 10-week program focusing on leader-
ship and service learning for high school students in Pittsfield, 
sponsored by the Gladys Allen Brigham Community Center 
and Berkshire Children and Families’ Family Resource Center. 
Includes creating and sharing a meal as a group, presentations by 
local youth educators, and group-led service learning activities 
from 5 to 7 p.m. Free for participants, and local transportation 
may be available. Contact Champ at the Family Resource 
Center 413- 442-5333 or Angie at the Gladys Allen Brigham 
Community Center 413-442-5174 ext. 26.

Feb. 4: 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.

Feb. 5: Don’t Feed the Animals! An evening of karaoke, 
dancing and socializing at the Berkshire Museum sponsored 
by Berkshire Young Professionals and 1Berkshire. 7 p.m. $10 
for BYP Members and $15 for non-members. Tickets available: 
http://bit.ly/1TAja9W.

Feb. 6: Basket Weaving Workshop with expert Isabel Krebs 
at Sheep Hill in Williamstown. Sponsored by the Williamstown 
Rural Lands Foundation. $30 includes materials and lunch ($25 
WRLF members). 413-458-2494.

Feb. 9: Downtown Adams Plan for 2016, presentation of 
outline of plan for the town by members of the Anthony Center 
for Political, Social and Economic Discourse (adamsanthony.
weebly.com). Meeting at the Adams Free Library. Call library 
for time. 

Feb. 10: Networking Event sponsored by the Williamstown 
Chamber of Commerce and The Progressive Palate. 5 p.m. 
RSVP. 413-458-9077.

Feb. 11-16: 10 X 10 Upstreet Arts Festival, annual community 
midwinter cultural event with performances, art show, kids 
programs and other activities in Pittsfield. For schedule and 
information visit downtownpittsfield.org/10x10.

Feb. 11: BFAIR Open House with North Adams Chamber of 
Commerce, 5-7 p.m. Information at 413-664-9382.

Feb. 13: Downtown Pittsfield Winter Farmers’ Market with 
local food, arts and crafts and more. 9 a.m. to 1 p.m. in the 
Lighthouse, downstairs in the Boys and Girls Club on Melville 
St. in Pittsfield. Free.

Feb. 13: Berkshire Grown Winter Farmers’ Market, 10 a.m. 
to 2 p.m. at Monument Valley Middle School, 313 Monument 
Valley Rd. in Great Barrington.

Feb. 16: 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.

February 19: Communications Workshop, “The Press: Both 
Sides of the Wall” sponsored by the Williamstown Chamber 
of Commerce. Part of monthly series through May. Details at 
williamstownchamber.com.

Feb. 20: North Adams Winterfest, 10 a.m. to 6 p.m., downtown 
and at Windsor Lake, with ice sculpting, annual chowder cook-
off, horse-drawn carriage rides on Main Street, sledding, snow 
shoeing, and free ice skating at the Veterans Rink. Information 
at Facebook page North Adams Winterfest 2016.

March 17: Communications Workshop, “Social Media: The 
Changing Focus” sponsored by the Williamstown Chamber 
of Commerce. Part of monthly series through May. Details at 
williamstownchamber.com.

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

Ongoing: Berkshire Business Builders networking meeting 
every Thursday morning from 8:30 to 9:30 a.m. at 55 Church 
Street in Pittsfield. All business people looking for an op-
portunity to network are invited. For information, call Kathy 
Hazelett at 413-442-8581.

Ongoing: The Job Club meets 
Mondays from 10 to 11 a.m. at 
the North Adams Public Library 
and from 1 to 2 p.m. at Berk-
shireWorks Career Center at 160 

North St. in Pittsfield. Facilitated by Millie Calesky, business 
and life coach and certified career development facilitator, 
the free and informal program helps participants who are 
seeking employment to expand their network of contacts 
and provides valuable job-search tips.  For information, visit 
www.berkshireworks.org or call 413-499-2220.

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

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

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

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

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

BT&C
Publisher

Brad Johnson

Contributing Editor
John Townes

Guest Columnist
Deb Watson

Advertising Sales
Brad Johnson

Circulation Manager
Tamra Hjermstad

Berkshire Trade & CommerCe
PO Box 942 • North Adams, MA 01247

413-447-7700
www.btaconline.com

Berkshire Trade & CommerCe is 
published monthly and delivered free to 
businesses in Berkshire County via third-
class mail. Additional distribution is made 
via drop-off at select area newsstands. 
Subscriptions for home delivery are $30 
per year (first-class mail). Back issues are 
available for $2.50 per copy.

Entire contents are copyright © 2016 
by Berkshire Trade & CommerCe. No 
portion may be reproduced without written 
permission of the publishers.

Berkshire Trade & CommerCe shall 
not be liable for failure to publish an ad-
vertisement or for typographical errors in 
publication, except to the extent of the cost 
of the space in which the error first appeared. 
The publishers reserve the right to refuse 
advertising for any reason.

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

Expect more.

compuworks.biz

1 Fenn Street  
Pittsfield, MA

413-499-0607 
800-207-1926

Graciously
grant what you

dare not refuse .

APPLY NOW FOR FALL  2016! 
MCLA.EDU  413 662 5410

D I S C O V E R  Y O U R  F U T U R ED I S C O V E R  Y O U R  F U T U R E



6 February 2016 berkshire Trade & CommerCe

FRONT pages

Update
Business

Greenagers Inc. in Great Barrington was among 
four Massachusetts organizations awarded a total 
of $275,332 by the U.S. Environmental Protec-
tion Agency for programs that will educate the 
community about climate change and other envi-
ronmental issues. EPA’s Environmental Education 
grants encourage projects that educate members of 
a community through community-based organiza-
tions, or through print, film, broadcast, or other 
media to be more environmentally aware and make 
environmentally friendly decisions in their day-to-
day lives. Greenagers Inc. was given $36,700 for 
a two-year project called Crafting the Landscape. 
Greenagers will work with two middle schools and 
a cooperative grocery store in an after-school and 
summer environmental education project.

The Jane and Jack Fitzpatrick Trust has 
awarded Norman Rockwell Museum a grant of 
$75,000 towards designing and building a new front 
stone entranceway to the Stockbridge museum. The 
grant contributes to a much larger funding effort 
for the project. Built more than 22 years ago, the 
1,400-square-foot bluestone terrace serves as the 
public gateway to the museum and its galleries, 
and now needs to be replaced. The museum began 
pursuing design ideas and funding for this effort 
last winter. Construction will begin this spring and 
continue through the summer. For information on 
how to help fund or support the initiative, contact 
Michelle Clarkin, the museum’s development direc-
tor, at 413-931-2206 or mclarkin@nrm.org.

Community Health Programs (CHP) recently 
expanded to include and grow two medical practices 
in Adams and North Adams, bringing another 5,000 
patients under its umbrella. CHP North Adams, 
formerly Northern Berkshire Family Medicine, 
opened Dec. 1 on the third floor of the North Adams 
Campus of Berkshire Medical Center (formerly 
North Adams Regional Hospital). The practice 
will be anchored by Dr. Anping Han and Marguerite 
Vardman, nurse practitioner. CHP is also working 
to recruit two additional physicians for the North 
Adams practice. Berkshire Health Systems (BHS) 
has recently renovated the third-floor practice area 
to accommodate CHP North Adams. On Dec. 8 
the former Adams Internists practice at 19 Depot 
St. began operating as CHP Adams Internists, 
with longtime internal medicine physicians Allen 
Joslin, Chi Cheung, Benjamin Rudin and nurse 
practitioners Kaitlyn Roberts and Candice Smith. 
A $300,000 renovation of that property has recently 
been completed as well, funded by BHS. The two 
northern Berkshire practices will gradually begin 
accepting new patients as new healthcare providers 
are added…CHP also recently received a $10,000 
grant from GoodWorks Insurance, an independent 
insurance agency with offices in Great Barrington, 
Worcester and Connecticut. GoodWorks Insurance 
donates 50 percent of its operating profits via 
GoodWorks Community Grants to local nonprofits 
that support education, healthcare and public safety. 
Additionally, all CHP employees are eligible for 
a group auto insurance program developed by 
GoodWorks Insurance offering an exclusive dis-
count. Local nonprofits that would like to apply 
for a GoodWorks Community Grant can contact 
Curt Johnson, senior vice president of GoodWorks 
Insurance, at cjohnson@goodworksinsurance.com 
or 800-588-8330 ext. 108.

Berkshire Medical Center and Fairview 
Hospital have been recognized as 2014 Top 
Performers on Key Quality Measures by The 
Joint Commission, an accreditor of healthcare 
organizations. BMC and Fairview were recog-
nized as part of The Joint Commission’s 2015 
annual report “America’s Hospitals: Improving 
Quality and Safety,” which uses data from 2014. 
BMC was cited for attaining and sustaining excel-
lence in accountability measure performance for 
heart attack, heart failure, pneumonia, surgical 
care, venous thromboembolism and stroke care. 
Fairview was recognized for surgical care. This is 
the fourth straight year BMC and Fairview have 
been recognized as Top Performers. 

Adams Community Bank, which recently 
opened a branch in Lenox, has donated to the 
Ventfort Hall historic museum matching grant 
fund. The bank’s $5,000 gift will enable Ventfort 
Hall to receive additional matching funds to con-
tinue the ongoing restoration of its Gilded Age 
mansion in Lenox.

Clients can now use their health savings or flex 
account to pay for massage pre-tax at Energy 
Rising in Pittsfield and Stockbridge Massage. 
Owner Todd Fiorentino has obtained a medical 
classification for both businesses to accept pay-
ment from these types of accounts. “We operate 
more like a chiropractic or physical therapy outfit 
and less like a spa, so our payment processor gave 
us the classification, which is a great tax benefit 
for our clients,” said Fiorentino, who noted that 
clients should still check with their employer’s HR 
department to make sure they are following the 
proper guidelines. HR professionals can contact 
Fiorentino at 732-595-6064 for more details.

Dr. Natalya Yantovsky DMD has acquired a 
new 3D digital impressions system that combines 
the functionality of an intraoral scanner, intraoral 
camera and shade measurement. By eliminating 
the use of messy impression material for crowns, 
implants, night guards or invisible braces, the 3D 
scanning allows for a quicker and more comfort-
able experience, improved accuracy and better-
fitting final restoration. The Pittsfield practice’s 
new technology also allows Yantovsky to digitize 
a patient’s dentures and store the scan for up to 
three years. In the event of loss or damage, an 
exact replica can be recreated from the stored 
scan with a newly acquired 3D printer.

Carr Hardware was named one of the Top 
10 independently owned small businesses in the 
nation in the 2015 Indie Award competition. The 
award is presented by Independent We Stand, a 
movement of independent business owners across 
the country to inform their communities about the 
importance of “Buying Local” and how these ef-
forts bolster their local economy. This movement 
supports all local and national causes committed 
to boosting local economic development projects. 
Carr Hardware was the only New England-based 
business and the only hardware store included 
among the 2015 finalists.

Massachusetts College of Liberal Arts 
(MCLA) has signed an articulation agreement 
with the University of Massachusetts School 
of Law to establish a joint program leading to a 
bachelor’s degree and a juris doctor degree. With 
this new agreement, undergraduates at MCLA 
could substitute the first year at the law school 
for their senior year at MCLA, thus earning their 
bachelor’s and juris doctor degree in six years 
instead of the typical seven in this 3 + 3 program. 
The program is for MCLA students with a strong 
interest in law, or who develop an interest early in 
their undergraduate education, and whose career 
goals and legal education needs can be well served 
by the University of Massachusetts School of Law. 
For more information, go to www.mcla.edu.

The Ecu-Health Care organization is offering 
assistance to Berkshire residents regarding the 
Massachusetts Health Connector’s Open Enroll-
ment, which continues through Jan. 31. Ecu-Health 
provides assistance for those who do not have health 
insurance, or need to update their information or 
change their current Health Connector health insur-
ance plan, or have other questions. For assistance, 
contact Ecu-Health Care at 413-663-8711.

Porchlight VNA/Home Care has received a 
five-star rating from the Centers for Medicare and 
Medicaid Services (CMS). Porchlight, which has 
offices in Chicopee and Lee, is the only western 
Massachusetts agency to achieve this designation 
by the federal government agency. The new star 
ratings were implemented in July 2015 as the 
standard by which all Medicare-certified home 
healthcare companies nationwide will be ranked. 
Similar to hotel or restaurant ratings, agencies are 
given a score of one to five stars, with five being 
the highest ranking among peers. Most agencies 
nationwide received three- or three-and-a-half-
star ratings. As a five-star agency, Porchlight 
performed better than 99.1 percent of its peers.

Berkshire Theatre Group (BTG), the nonprofit 
organization that operates The Colonial Theatre 
in Pittsfield and the Berkshire Theatre Festival 
in Stockbridge, is establishing a new department, 
Institutional Advancement, to support outreach 
to its donors, friends and supporters. The new 
department will be headed initially by Phil Deely, 
an experienced development professional who 
previously served as associate director of external 
relations at the Norman Rockwell Museum, and is 
currently a volunteer with The Stockbridge Library 
Association’s campaign for a modernized build-
ing. He will focus on raising funds to support new 
programming, and to continue to repair and update 
BTG’s campuses in Pittsfield and Stockbridge.

The Baker-Polito Administration has awarded 
a $138,000 Advanced Manufacturing Training 
Program Workforce Development Grant to the 
Berkshire County Regional Employment 
Board Inc. (BCREB). The training program will 
address the short- and long-term workforce de-
velopment needs of Berkshire County’s advanced 
manufacturing industries by offering Level I and 
Level II Certifications based on the Massachusetts 
Advancement Center’s Workforce Innovation 
Collaborative (MACWIC) framework, focused 
on basic manufacturing, CNC, paper/pulp, and 
workforce readiness skills. Short-term training 
will also include basic computer application, how 
to adapt to shift work, hoisting certification and 
intro to shield metal arc and gas welding. The 
program is expected to assist up to 66 unemployed 
and underemployed individuals. 

Berkshire Taconic Community Foundation 
has announced the recipients of the final round of 
grantmaking for 2015. The foundation distributed 
a total of $470,170 in grants to individuals and 
nonprofits in the four-county region it serves, 
and grants totaling over $1.6 million from donors 
with charitable funds at the foundation. Regional 
schools, school districts and organizations with 
educational programs in Berkshire County received 
$42,170 in grants; Arts and Culture grants totaled 
$66,983; grants for Health and Human Services 
totaled $117,151; and Environment grants totaled 
$16,304. A full list of regional grants can be found 
at www.berkshiretaconic.org/wintergrants.

PRESS Gallery is holding an official opening 
of an exhibition, “What Does #BlackLivesMatter 
Mean to You?” on Feb. 4, from 5 to 7 p.m., in 
Massachusetts College of Liberal Arts’ (MCLA) 
Gallery 51 at 51 Main St. in North Adams. The 
exhibit, curated by MCLA professors Frances 
Jones-Sneed and Melanie Mowinski, includes 
artworks from 33 artists from 17 states in vari-
ous media inspired by the Black Lives Matter 
movement. The exhibit’s goal is to encourage 
conversation about race relations, the importance 
of black lives, and proposals for what we each 
must do to make a difference. The exhibition 
will be on display through Feb. 28 Monday to 
Saturday from 10 a.m. to 6 p.m. and Sunday from 
noon to 4 p.m. For more information, visit www.
blacklivesmattermcla.wordpress.com.
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news & notes from the region

Nuclea Biotechnologies has announced that it 
is closing its Pittsfield lab on Elm Street as part 
of a reorganization of the company. This follows 
the replacement of its founder and former CEO 
Patrick Muraca with a new chief executive, Don 
Pogorzelski. The company is also closing opera-
tions in Cambridge. The closure is the result of 
a reorientation from research towards commer-
cialization of the genetic diagnostic procedures it 
developed to identify risks and treatment strategies 
for cancer and other diseases. The company did 
not announce the fate of its computer processing 
center here.

The Berkshire Mall in Lanesboro is losing an-
other anchor, with the news that Macy’s is closing 
its department store there by early spring. Macy’s 
had been in operation there since 2006, and prior 
to that the space had been occupied by Filene’s and 
Steiger’s. Macy’s announced that it is closing some 
40 stores nationwide as part of a reorganization 
of operations and resources as the result of poor 
retail performance. These include several other 
outlets in malls in the region, including Hudson 
Valley Mall in eastern New York and the Eastfield 
Mall in Springfield. Macy’s employed close to 60 
people in Lanesboro. The Berkshire Mall also 
suffered another significant loss in November, 
when the Best Buy store there closed.

The former Northern Berkshire YMCA and 
Pittsfield Family YMCA, which last year merged 
into one organization, have officially changed 
their name to the Berkshire Family YMCA. 
The change became effective on Jan. 1. They 
will also be known respectively as the Pittsfield 
Branch, located at 292 North St. in Pittsfield, 
and the Northern Berkshire Branch, located at 
22 Brickyard Court in North Adams.

The Norman Rockwell Museum in Stock-
bridge is partnering with the WordXWord Festival 
in Pittsfield to present the Rockwell Project, a visual 
and performing arts contribution to the annual 10x10 
Festival being held at the Whitney Center for the 
Arts in Pittsfield on Feb. 12, at 7 p.m. Leading up 
to the February event, WordXWord challenged 11 
poets to create 10 original performance pieces in 
response to Norman Rockwell’s illustrations. The 
invited poets represent a wide range of styles and 
wider range of age, each experiencing Norman 
Rockwell’s works in different ways. Admission to 
the Whitney Center for the Arts event is free, with 
parental guidance suggested. For more information 
on WordXWord Festival and the Rockwell Project, 
visit wXw365.org… Artists from the Berkshires 
and beyond are contributing 10x10 inch original 
works of art to be given away for $25 each during 
the 10x10 RAP (Real Art Party) at the Berkshire 
Museum on Feb. 18. The art show and party will 
benefit Berkshire Art Association Fellowships for 
college art students, art field trip awards to Berkshire 
high school art departments, and free admission 
for art students to the Berkshire Museum. A $25 
ARTtix guarantees the buyer to a work of art to 
take home the night of the party. Following a 5:30 
p.m. reception, a 7 p.m. drawing and live raffle will 
determine the order of selection of artworks among 
ticket holders. ARTtix may be purchased beginning 
on Feb. 12 at the Berkshire Museum through the 
night of the 10x10 RAP. Donated work will be 
posted online at berkshireartassociation.org and 
facebook.com/Berkshire.Art.

Berkshire Humane Society recently received 
a gift for its special needs shelter animals. Arbella 
Insurance Foundation and Greylock Insur-
ance Agency teamed up to donate $5,000 to its 
Kenneth Freeberg Fund, which helps pay for the 
care of animals who are in need of extraordinary 
veterinary attention. 

Interprint Inc. has announced a $4 million in-
vestment in renewable energy, energy efficiencies, 
and machinery for its Route 41 factory in Pittsfield. 
The machinery will enable the company to produce 
new decorative overlay products that complement 
its traditional paper-based print decors. Partnering 
with KRN Solar of Jackson, N.J., Interprint will 
install a 1-megawatt solar array on the roof of its 
138,000-square-foot facility. This investment is 
expected to generate more than 1 million kilowatt-
hours of electricity each year, representing about 
20 percent of the company’s annual consumption. 
Interprint has also converted 100 percent of its 
factory and office lighting from incandescent and 
fluorescent to LED, which is expected to save 
500,000 kilowatt-hours of electricity per year.

At its recent annual meeting and awards ban-
quet, the Lee Chamber of Commerce  honored 
businesses and individuals that have contributed 
significantly to the business community in Lee.  
Onyx Specialty Papers was honored as Corpo-
rate Citizen of the Year, the 2015 Distinguished 
Service Award was given to Ray Murray Inc., 
and the chamber’s Lifetime Achievement Award 
was presented to RWs Towing/B-Safe Storage. 
Recognized as Volunteer of the Year was Bruce 
Singer of Devonfield Country Inn for his work with 
the chamber’s Annual Golf Open and as Parade 
Committee Chair for Lee Founders Weekend.

Courier, the official monthly magazine for 
members of the National Tour Association 
(NTA), has announced that Main Street Hospi-
tality Group is among the winners of its 2016 
Distinguished Dozen awards program, in which 
tour operators vote to determine gold, silver and 
bronze awards in 12 categories. Main Street 
Hospitality Group, based at The Red Lion Inn 
in Stockbridge, manages three additional indepen-
dent hotels in the Berkshires: the Williams Inn, 
the Porches Inn at MASS MoCA and the newly 
opened Hotel on North. The company was named 
the Bronze award winner in the Independent/
Boutique Hotel Property category.

Dr. Vinyl of Western MA and Doc’s Auto Sales 
at 567 Dalton Ave. in Pittsfield recently changed 
ownership from Eileen Wallace and Doug Yonk-
ouski to their son Dan Wallace. The business has 
been providing Berkshire County with service in 
truck accessories, vinyl signs, auto repairs, and used 
auto sales for over 20 years. The former owners 
retired late last year, and Dan Wallace, an employee 
of the company for 18 years, decided to take over 
the business and expand the sign shop and vehicle 
accessories center under a new name, Doc’s Signs 
& Truck Outfitters. The business specializes in 
fleet and commercial lettering, and the sales and 
installation of truck bed covers and liners, steps, 
ladder racks and boxes, and truck caps.◆
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people on the move
Berkshire Hills Bancorp Inc., parent company 

of Berkshire Bank, has announced that Shawn 
Howard will lead investment strategies for the bank 
as its new senior vice president, chief investment 
officer, senior portfolio manager. In addition, Tom 
Barney, first vice president, wealth advisor, and 
Colleen Lussier, vice president, wealth advisor, 
have joined the Wealth Management Team. Howard 
has over 20 years of financial experience, with 
nearly 16 years in asset management as a portfolio 
manager. He was most recently at TD Bank in the 
Private Client Group in Springfield. He served in 
a similar capacity at Evergreen Investments and 
Mellon Private Asset Management Companies. 
Barney, a Certified Financial Planner for over 30 
years, has rejoined the Berkshire Bank wealth 
management team after retiring in 2011. Prior to 
his retirement, Barney led the team for 17 years, 
growing the division to almost $700 million in 
assets. Lussier also joins the bank from TD Bank, 
where she was a wealth advisor for over 16 years. 
She is a Certified Trust and Financial Advisor and 
a Registered Financial Consultant. 

Barrington Stage Com-
pany has announced the 
appointment of Carol 
Chiavetta as director of 
marketing. Chiavetta has 
over 25 years in enter-
tainment marketing and 
branding, including posi-
tions as chief marketing 
officer of Blue Man Pro-
ductions, and with Disney 
Theatricals. Her work has 

encompassed many Broadway and off-Broadway 
companies and productions, including Manhattan 
Theatre Club where she worked to successfully 
launch the Biltmore Theatre, Baz Luhrmann’s La 
Boheme, Avenue Q, Roundabout Theatre Com-
pany, and recently, Broadway’s On The Town.

The Massachusetts College of Liberal Arts 
(MCLA) Alumni Association recognized the 
achievements of past graduates of the college at its 
Annual Alumni Award Ceremony on Oct. 17. This 
year’s recipients include: Tony Dolan ’84, who 
received the Outstanding Service to the College 
Award; Cecelia Hamrock Kennedy ’78, who was 
presented the Humanitarian Award; Sandra Jillson 
King ’65, who was honored with the Outstanding 
Educator Emeritus Award; Christopher Kingsley 
’90, who received the Distinguished Alumni Award; 
Sara Luczynski ’02, the recipient of the Outstand-
ing Educator Award; and Victoria Welch ’09, who 
was presented the Young Alumnus Award.

Adam Lang, DPM, 
a fellowship trained 
podiatric surgeon has 
joined the medical staff 
of Berkshire Medical 
Center and the physi-
cian staff of Berkshire 
Orthopaedic Associates.
Lang received his Doc-
tor of Podiatric Medicine 
from Des Moines Univer-
sity College of Podiatric 
Medicine & Surgery, and completed his residency 
training at University Hospital-Newark, N.J. He 
completed a fellowship in Reconstructive Foot 
and Ankle Surgery at the Professional Education 
and Research Institute in Roanoke, Va.

The board of direc-
tors of Berkshire Taconic 
Community Foundation 
has announced the ap-
pointment of Peter Tay-
lor as president. Taylor, 
who was selected after a 
national search, will be 
the fourth president in 
the foundation’s nearly 
30-year history. He comes 
to Berkshire Taconic from 
the Maine Community Foundation, a statewide 
community foundation with $400 million in as-
sets and 1,500 funds, where he currently serves 
as vice president of program development and 
grantmaking services. Taylor assumed his new 
role at Berkshire Taconic in early January 2016, 
succeeding Jennifer Dowley, who left her post 
as president at the end of 2015.

Southwestern Vermont Medical Center (SVMC) 
has welcomed Matthew Stanishewski, DO, to its 
Rheumatology Department. Stanishewski most re-
cently served as a Fellow in Rheumatology at Roger 
Williams Medical Center, Rhode Island Hospital, 
and the VA Medical Center in Providence. He also 
worked as a clinical trial investigator with the Center 
for Medical Research, also in Providence. 

Dr. James “Jaimie” 
Birge has been selected 
by the Massachusetts 
College of Liberal Arts 
(MCLA) Board of Trust-
ees to become the institu-
tion’s 12th president. He 
will succeed Mary Grant, 
who left the position in 
late 2014 to become chan-
cellor at the University of 
North Carolina (UNC) 
Asheville. Birge, who has worked in higher edu-
cation for more than 30 years, has served as the 
fourth president of Franklin Pierce University in 
Rindge, N.H., since 2008. Previously, he served 
as the executive vice president and interim presi-
dent at Wheeling Jesuit University in Wheeling, 
W.Va. Birge spent much of his early career in 
the student affairs area followed by work with 
faculty and staff to integrate community-based 
learning into academic course objectives. He 
has worked in public and private higher educa-
tion as well as with an association of academic 
presidents. Most recently, his work has been in 
private higher education.

Berkshire Health Sys-
tems has announced the 
appointment of Miriam 
Goldfarb, MD, a board 
certified Obstetrician and 
Gynecologist, to the medi-
cal staff of Berkshire Med-
ical Center and the physi-
cian staff of Berkshire OB/
GYN of BMC. Goldfarb 
is accepting new patients 
in need of OB/GYN care 
and is practicing both out of the North Berkshire 
office and Pittsfield office of Berkshire OB/GYN 
of BMC. Goldfarb comes to the Berkshires after 
practicing with Cambridge Health Alliance and 
Cambridge Hospital. She has previously served 
with Mount Auburn Hospital, Martha’s Vineyard 
Hospital and Norwood Hospital.

Adams Community Bank has announced the ad-
dition of Timothy Doherty to its board of trustees. 
Doherty is a partner of the Doherty & Stuart CPA 
firm in Lenox and has been a practicing CPA for 
over 40 years. He has served on the board of trust-
ees of Berkshire Health Systems for over 20 years 
and currently serves as its chairman. Doherty also 
served for over 30 years on the board of directors 
of the Lenox National Bank, which merged with 
Adams Community Bank last year.

Dr. Ian Bickford, Simon’s Rock ‘95, has been 
appointed provost of the Bard College at Simon’s 
Rock: The Early College. Bickford began his 
term in January, succeeding Dr. Peter Laipson, 
who left his administrative post at Simon’s Rock 
to become the Emily H. Fisher Research Fellow 
of Bard College, a position he will hold through 
June 2017. Under Laipson’s leadership, Simon’s 
Rock has grown as an institution and as a home 
for educational innovation, most recently with 
the founding of Bard Academy at Simon’s Rock 
in 2015, a two-year high-school program prepar-
ing 9th- and 10th-graders for early college entry 
(February 2015 BT&C). Bickford is one of three 
siblings who graduated from Simon’s Rock and 
went on to complete doctoral studies. He began 
his work with Bard in 2007 as a member of the 
faculty, first at Simon’s Rock, and then at the Bard 
High School Early College in Queens, N. Y. He 
has since participated in the founding of new Bard 
programs in Baltimore and Harlem, and served as 
the first dean of Bard Academy as well as dean 
of the Bard Early Colleges.

Lang

Chiavetta

Taylor

Goldfarb

Birge

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

Landmark of Hospitality

30 Main Street, Stockbridge, MA 
(413) 298-1690 | RedLionInn.com

INSPIRING MEETINGS
An historic setting and modern services in the Berkshires

FOR GROUPS OF 2 TO 80

Attorneys
Wanted

The Berkshire Center for Justice 

is seeking Massachusetts licensed 

attorneys who are interested in 

providing affordable legal services 

on a sliding scale and/or pro bono 

basis. For further details, kindly 

send your résumé to Eve Schatz, 

Esq., at flcberkshire@gmail.com 

or mail to 284 Main St., Suite 7, 

Great Barrington, MA 01230.

BerkShares Business of the Month

M Y GRANDMOTHER NEVER WROTE DOWN A RECIPE, not even on an index card,” says Michael 
Tesoro. Tesoro and his wife Robin are co-founders of Ooma Tesoro’s, a family business 
that makes premium marinara sauce based on the recipe that Ooma never wrote down. 

“My grandmother wanted me to say ‘Nonna,’ which is the Italian word for grandmother, but it 
came out of my mouth ‘Ooma’ and the name stuck.”

Little did Ooma know that the sauce that Michael learned how to make at her elbow would be-
come more than a family tradition. With backgrounds in media and design, respectively, Michael 
and Robin did not exactly follow a straight path to local food entrepreneurship. “I always loved 
cooking, but I had a lot of other interests as well. Robin and I really liked entertaining and serving 
great meals with friends – that’s what we did. But when the recession hit, we had a strong desire 
to do something entrepreneurial – to be the masters of our own destiny rather than relying on 
corporations and big companies to support us. One night when we were making sauce we realized 
just how many people told us over the years, ‘�is is a nice sauce, you should jar it.’” �e couple 

launched Ooma Tesoro’s in November 
of 2009.    

Michael and Robin’s business makes just 
one product – tomato sauce. �is �ies in 
the face of the food industry’s traditional 
wisdom, which usually calls for 4 prod-
ucts at least. But Michael takes instruc-
tion from another authority. “Leonardo 
Da Vinci once said that simplicity is 
the ultimate sophistication,” he points 
out. “Our product has ingredients you 
can pronounce and read. Plum toma-
toes, extra virgin olive oil, sweet onions, 
fresh garlic, and herbs. We take care in 
the ingredients we select and we use my 
grandmother’s method; we don’t cut any 
corners.”

�e hills that surround the Tesoro’s 
home in Windsor, MA, lend their own �avor to the enterprise. “In the Berkshires we have this 
New England rugged individualism and entrepreneurialism that comes from the land and that 
inspires you to make it on your own.” �ey have taken hold of the Berkshire identity, a mixture of 
the worldly and the rural, and run with it. �ey market their product throughout New England 
and increasingly, New York, using the tagline “Handcrafted in the Berkshires,” happy to help 
build the county’s growing reputation as a mecca for good food.

In a market full of pasta sauce behemoths, Ooma Tesoro’s takes a “Small is Beautiful” approach 
to their business, �nding ways to scale up while also maintaining strong relationships within their 
community and with the stores to which they sell. Just this fall, Ooma Tesoro’s started producing 
their sauce in the kitchen of the decommissioned Berkshire Trail Elementary School in Cum-
mington, MA. �ey have become an anchor tenant for the reuse of the building, which now 
features an art program and a preschool. 

Tesoro is con�dent about their strategy. “At Ooma Tesoro’s we’re running up against some of the 
largest companies in the world, but we’re winning out because consumers are changing the types 
of companies they buy from. And local food businesses are just one piece of the bigger puzzle, 
which is to create greater self reliance and sustainability. �at’s why we support BerkShares, which 
remind people that we need to support the local businesses that regenerate capital in the county. 
�at’s the key ingredient for creating more community.”

Ooma Tesoro’s www.oomatesoros.com
Windsor, MA (413) 684 0898

more stories like this one at www.berkshares.org
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news & notes from the region

Tyrone Jackson has 
become the newest mem-
ber of the volunteer board 
of directors at Greylock 
Federal Credit Union. 
Jackson fills the board 
seat vacated by former 
president and CEO Mari-
lyn Sperling, who retired 
last October. Jackson has 
served on the credit union’s 
supervisory committee for 

the past year. The author of several children’s books, 
Jackson is the principal of Big Head Books LLC, 
a literacy organization he founded in 2011 with an 
educational and socially conscious mission.

Community Health 
Programs has named Lia 
Spiliotes of Cambridge 
Management  Group 
(CMG) as interim leader 
of the countywide health-
care agency. Spiliotes is a 
partner and senior advisor 
at CMG, with more than 
25 years of experience 
in health care, including 
tenure as interim CEO at 
Community Health Connections Inc., a Federally 
Qualifi ed Health Center, similar to CHP, in central 
Massachusetts. She has also worked with other 
FQHCs, their administrators and boards to develop 
new strategies and evaluate operations.

Daniel Burke, CPA, 
vice president of fi nance 
and controller of Iredale 
Mineral Cosmetics Ltd., 
has joined the board of 
trustees of Volunteers 
in Medicine Berkshires 
(VIM). Burke moved to 
the Berkshires in 2004 af-
ter working for a Connect-
icut-based manufacturer 
and distributor of eyeglass 

lenses as well as for public accounting fi rms in that 
state. Burke recently fi nished a term on the board 
of the Southern Berkshire Chamber of Commerce 
and began his work for VIM in mid-January. He 
currently serves on VIM’s fi nance committee.

Jacob’s Pillow Dance 
Festival has announced 
that Pamela Tatge will 
join the organization 
as executive director in 
April. For the past 16 
years, Tatge has served as 
the director of the Center 
for the Arts at Wesleyan 
University in Middle-
town, Conn., overseeing 
programming and artistic 
initiatives for dance, music, theater and the visual 
arts. At Jacob’s Pillow, Tatge will set the artistic 
vision and strategic goals for all aspects of the 
organization, including programming, education, 
preservation, audience engagement, residency 
programming and artist support, long-term plan-
ning, collaborative programming, fundraising, 
marketing, and more.

Corey Phillips  of 
Pittsfi eld has become af-
fi liated with the Bulfi nch 
Group, a financial ser-
vices fi rm headquartered 
in Needham, with offi ces 
throughout New England, 
that helps individuals, 
families and businesses 
build and preserve wealth. 
Prior to joining The Bul-
fi nch Group, Phillips op-
erated a retail liquor store in Westfi eld and worked 
for the Berkshire Disability Home Offi ce as a 
claims consultant.

Elizabeth Kroboth, 
a business client ac-
count manager at Toole 
insurance, has earned 
the Certified Insurance 
Service Representative 
(CISR) designation from 
the National Alliance for 
Insurance Education and 
Research. In addition, 
since joining the agency’s 
business division team 

last year, Kroboth has earned her Certifi ed Work-
Comp Specialist (CWCS) designation from the 
Institute of WorkComp Professionals.◆

Jackson

Spiliotes

Burke

Phillips

Kroboth

Tatge

IDEAL SPACE FOR PROFESSIONAL OR HEALTH & WELLNESS OFFICE

Allendale Shopping Center

ALLENDALE SHOPPING CENTER • 5 CHESHIRE ROAD • SUITE 60 • PITTSFIELD, MA 01201

LEVEL ONE (lower level) – 500 to 1,650 SF available
Convenient Free Parking • Bus Stop at Entrance

Flexible Lease Terms • Available for Immediate Occupancy
FOR LEASING INFORMATION CONTACT:

Glenn Langenback • Property Manager
Tel: 413-236-5957 • Cell: 413-464-4211 • GLangenback@verizon.net

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

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

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

To learn more about our Small Business Banking, contact: 
Marie Meserve-Lucier  
413-452-5159

Life is exciting. Let us help.SM

���-���-����
berkshirebank.com

Banking · Insurance
Wealth Management

Small Business 
   Loans Build
Big Dreams

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

Every Now And Then We
Need To Pause And Say

“THANK YOU…”
For all the weddings our rings attended…

For all the anniversaries our diamonds surprised…
For sharing your fabulous stories of proposals…

For the daughter who still wears today the pearl necklace 
her parents gave her for graduation…

For the many husbands we helped get out of trouble…
For the couple who came in last week because being 

married for 50 years requires something really special…

Here’s to another year of sharing life’s memories

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

 Mark E. Kasuba, Gemologistwww.medwardjewelers.com

1986-2016
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COVERstory
drone photography
continued from page 1

That market is still in its infancy. While 
the uses for drone photography and video 
are potentially limitless, the extent and shape 
will depend on the nature and specifi cs of 
regulations and legal requirements that are 
currently being drawn up the Federal Aviation 
Administration (FAA) and other offi cials to 
determine how drones will be regulated. 

Those regulations and guidelines are 
expected to be issued later in 2016. In the 
meantime, professionals in the fi eld have been 
exploring the use of drones in fi lm and video 
productions, and for other purposes.

Drones are unmanned aircraft that are oper-
ated remotely by radio control. They come 
in many different forms – from the full-sized 
planes that are used for military purposes 
for surveillance and bombing runs, to much 
smaller units used domestically.

While the way the smaller versions are 
operated has a basic similarity to the remote 
control model planes that children and adult 
hobbyists have used for years, the new gen-
eration of drones are increasingly sophisti-
cated and professionally oriented. 

The design of most drones is more like a 
helicopter than an airplane. They have exten-
sions with blades and, like a helicopter, they 
are able to go straight up and down, hover 
and maneuver in different directions more 
nimbly than an airplane.

Thad Kubis of Sheffield is a profes-

sional photographer and integrated market-
ing consultant who operates Thaddeus B. 
Kubis Photography (917-597-1891 or www.
tbkphotos.com). He does commercial, edito-
rial and stock photography, and also teaches 
at IS183 Art School of the Berkshires and 
other schools.

He recently purchased a DJF Phantom 3, 
a drone that comes equipped with a high-
resolution video/still camera, with the goal 
of offering aerial photography and video as 
an additional service.

“I’ve always been interested in the latest 
advances in photography and technology,” 
said Kubis, who noted that he was a product 
tester when digital photography was fi rst 
being introduced to the market. “So it was 
natural for me to get involved with this.”

Kubis said he started researching drone 
photography last year. The Phantom drone 
he uses measures one-foot square, and is 
known as a “quadcopter.” It resembles a cross 
between a spider and a helicopter with four 
extensions topped by propellers and a lower 
extension that holds the camera. It is able to 
hover and move forward, and also contains a 
tracking system that allows it to automatically 
return to the place where it started.

It has a remote control unit that guides 
movement and the use of the camera. This 
device also connects to a mobile phone and 
app to handle additional controls and serve as 
a viewfi nder. It has a control range of about 
three-quarters of a mile, and can go as high 
as 2,000 feet.

Kubis said he spent about $800 for the 
Phantom. “There are many different variations 

of drones,” he said. “There are small, inexpen-
sive drones for hobbyists, as well as high-end 
models that cost thousands of dollars.”

The variations include the quality of design 
and range of the craft, the resolution of the 
cameras, and the type of control systems 
that are used.

Kubis said there are many potential uses 
for the drones, including practical uses for 
business purposes, as well as opening up 
new aesthetic possibilities for photography 
and video.

“Technology has emerged that has adapted 
drones to do some wonderful things,” he said. 
“Drones will become increasingly important 
in photography and video, and creativity will 
expand as a result.”

Commercial applications
On a practical level, Kubis said, there are 

numerous markets for drone photography.
“One of the major markets is real estate,” 

he said, explaining that drones offer an ad-
ditional opportunity to give potential buyers a 
comprehensive view of properties, including 
overviews of the site and surroundings, as 
well as closer views of buildings and features 
from a different angle. They can either be used 
to produce short videos for online viewing 
or in electronic media, or as photographs in 
ads and property listings.

A related market encompasses archi-
tecture, development, land-use planning 
and other activities involving terrain and 
boundaries, and the location of structures. 
Surveyors, for example, can use drones to 
view properties and boundaries from above, 
Kubis pointed out.

One of his early uses for the drone was 

settling a boundary dispute between two 
neighbors. “They disagreed about where 
the property lines were, and I fl ew the drone 
over the property and was able to locate the 
markers,” he said.

Another upcoming project is shooting an 
outdoor musical concert in New York later 
this year. “I’ll fl y the drone for views from 
above as people are entering the arena, and 
getting crowd shots during the concert,” he 
said. “The performers plan to use those in 
their promotional material.”

Sports are another market. Kubis said 
drones can be used to get an overview of 
sporting events. They also can be used 
to photograph practice sessions to give 
coaches and players a different view to 
analyze a team’s performance. He has an 
arrangement to photograph goalie practice 
sessions this year.

Kubis is also a professional sailing instruc-
tor and does a lot of sailing photography. He 
said he has plans to use the drone to document 
an upcoming sailboat race. “It will give a 
view of the course and the race from a higher 
altitude,” he said.

Kubis is also working with the drone on 
other types of projects.

“I’ve been experimenting with it creative-
ly,” he said. “It opens up new possibilities. 
One of the projects I’m working on involves 
views of the Berkshires from above.”

Kubis expects that drone photography 
will expand, and become a new branch of 
photography and video in many ways for 
both professionals and amateurs.

He noted that he is planning to lead a class 
in drone photography at IS183.

While drones will have a larger role in 
many spheres, it is not likely to become a 
free for all.

Kubis noted that drone photography does 
involve challenges. Initially, he said, he had 
to spend a lot of time practicing with the con-
trols to master the intricacies of combining 
remote fl ight and photography.

continued on page 12

One of the more common uses of drone photography is in the real estate market, where aerial views can 
provide a unique perspective of a property. This image was taken by Thad Kubis of his own home as a 
test project for a local real estate fi rm looking to use aerial images for some of its listings.
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Buick GMC Truck Inc. 
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continued from page 10

“It does involve a special set of skills and 
the right equipment for optimal results,” he 
said. “A number of real estate firms have 
purchased drones to use themselves, for 
example, but they found that they weren’t 
working out as well as they’d hoped because 
they are too difficult to control.” 

More serious concerns include safety. 
Despite their relatively small size, drones can 
cause damage to people and property, such as 
falling into a crowd, clipping people, crash-
ing into houses or getting entangled in power 
lines. “You always have to be conscious of 
safety,” said Kubis. “Also, if you’re going 
to be doing it on a regular basis, you need 
insurance coverage.”

Northeast Drone Video
In a completely separate venture, entrepre-

neur Hugh (Terry) Holland and professional 
photographer and cinematographer Rick 
Sands of Pittsfield have teamed up as North-
east Drone Video to apply this technology.

Holland is a technology venture develop-
ment specialist. In addition to mechanical 
technology, he also has been involved in 
photography and media.

“My interest in drone photography 
started about four years ago in its early 
stages,” said Holland. “I was interested in 
the combination of mechanical and digital 
technology involved, and I began to explore 
the opportunities. It became clear that, if 
you could learn how to fly well and have 
imagination, you could go many places in 
this market.”

Sands is a director of photography who 
has worked extensively in cinema produc-
tion. In addition to projects for clients, he has 
worked on photography and lighting design 

on 35 motion pictures with directors such 
as Steven Spielberg, Francis Ford Coppola 
and Sam Raimi, and on numerous television 
movies, programs and advertisements.

The two men were professional acquain-
tances. “We both had an interest in drones 
and started working together to use them 
selectively on projects,” said Holland.

They recently collaborated on a short pro-
motional video that incorporated drone shots 
of Lee for the Lee Chamber of Commerce. 
They have also done real estate presentations 
and other promotional video and photography 
projects. They have used the drone to photo-
graph golf courses, the Naumkeag historic 
site in Stockbridge, farms and the interior of 
a steel mill, among other sites.

Holland said they have so far been fo-
cused on learning the techniques of drone 
photography and incorporating it into overall 
productions that also utilize more traditional 
material. “Drone photography is just one 
more tool,” he said. “It can add a lot to a 
production, but something only based on 
drone shots can get boring very quickly. So 
we basically use it as another element.”

Lower production costs
In addition to the obvious use for dra-

matic and illustrative aerial shots, Holland 

said drones have the practical advantage of 
reducing costs. When combined with other 
technologies, such as digital editing software 
and special effects, it is part of a larger trend 
that allows for the creation of video, film and 
photography with high production values on 
modest budgets

Holland explained that drones can be used 

to shoot ground-level shots that incorporate 
movement or use distinctive angles.

“Traditionally, if you wanted to include 
elements like a long tracking shot to follow a 
person, or show a very slightly elevated view, 
it has required expensive physical setups like 
cranes and tracks and other equipment,” he 
said. “But a drone flown at lower altitudes 
can replace all of that equipment to get the 
same effects at a much lower cost. That 
opens up new possibilities for productions 
with lower budgets.”

Holland has owned several drones. He 
said one of the opportunities, as well as 
challenges, is the ongoing advancement of 
the technology of drones and their cameras 
and control equipment.

“It is hard to keep up because the quality 
and options change very quickly,” he said. 
“The resolution of cameras, for example, 
keeps increasing. It’s becoming possible to 
get extremely high quality images with very 
small cameras. The mechanical elements of 
drones are also advancing. A setup that is 
state of the art today, is likely to be out of 
date within two years.”

Currently he and Sands use a DJI S900, 
a high-end hexacopter with six arms and 
propellers, that is capable of holding a high-
resolution DSLR camera. It has two control 
boxes, one to operate the drone and one to 
operate the camera and shoot the photographs 
or videos. Overall, Holland said the drone and 
its components cost about $18,000.

Holland said they are waiting for the FAA 
to issue its regulations before launching the 
drone business as a full-fledged commercial 
operation. In the meantime, they have been 
learning and refining their techniques, and 
preparing a portfolio.

“Basically we’re putting together a reel so 

Terry Holland (above, left) and Rick Sands have 
established Northeast Drone Video to utilize the 
evolving technology for cinematography and 
other related commercial applications. A recent 
example includes their collaboration on a new 
promotional video for the Lee Chamber of Com-
merce. They are shown here with their DJI S900, 
a high-end hexacopter (six arms and propellers) 
that is fitted with a high-resolution DSLR camera. 
This setup involves separate control boxes for the 
drone’s flight and camera operation (right).

NEW HOTEL

NOW OPEN!

All the extras without paying extra.

With our complimentary Wi-Fi, Fitness 
Center and Business Center, Hilton 
Garden Inn® gives you all the Amenities 
you know and love, at a price you’ll love 
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Lenox Pittsfield
1032 South Street

Pittsfield, MA 01201
413-448-2222

www.lenoxpittsfiels.hgi.com
©2014 Hilton Worldwide.

The Garden Grill and Bar
at the new Hilton Garden Inn 
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Lenox Pittsfield
1032 South Street

Pittsfield, MA 01201
413-448-2222

www.lenoxpittsfield.hgi.com

MovieQuiet Generators
Temporary power without the noise 
or nuisance - for special events, working in 
noise-sensitive environments,  
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Limelight Productions, Inc

1-413-243-4950
www.LimelightProductions.com
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that we will be able to move forward com-
mercially once the FAA has issued its final 
regulations next summer,” he said.

Skills and safety
The escalation in the use of drones has 

prompted debates and attempts to more heav-
ily regulate them to avoid overcrowded skies, 
annoyances and the potential for accidents as 
they become more popular and widespread.

The FAA has had certain very basic rules 
in place regarding the use of drones. The 
agency is currently engaged in the process 
of drawing up rules for the overall use of 
drones, but in the meantime the situation 
is in limbo, and subject to uncertainty and 
many unanswered questions.

One particular concern has been with the 
use of drones around airports, and the po-
tential for interference with standard aircraft 
that are landing and taking off.

There already are regulations on the op-
eration of drones in national airspace and 
around airports. Recently, for example, the 
North Adams Airport Commission tightened 
its rules for drones within five miles of that 
city’s airport. It limits the height to 400 feet, 
among other conditions, and requires 24-hour 
notice and permission from the airport before 
using a drone within the safety zone.

Regulations are also coming for drone 
flights in any location.

A few years ago Congress passed the FAA 
Modernization and Reform Act of 2012, a 
collection of orders from Congress to the 
FAA which included outlines for drone 
regulations. To protect the interests of hob-
byists, Congress prohibited restrictions on the 
regulation of small recreational drones.

However, that did not resolve the ambi-
guities regarding the many variables of size, 
usage and other factors. The FAA did release 
restrictions on commercial use, but the actual 
application and legal grounds for that have 
been ambiguous, and left many unanswered 
questions and grey areas.

The FAA is currently engaged in devel-

oping a permanent new set of regulations 
of drones. Originally, they were expected 
to release a set of initial requirements and 
proposals before last year’s holiday shopping 
season, but that was delayed. Instead, the FAA 
issued a recommendation that all owners of 
drones, including smaller ones, register as 
operators, on a basic level, although it did 
not initiate that for the present time.

The schedule for the FAA’s final compre-
hensive regulations are open, but they are ex-
pected by next summer. Those will determine 
requirements for licensing, training, insurance 
coverage, and operating and safety standards. 
They will also include distinctions between 
recreational use of smaller drones and larger 
ones, as well as what will be required for 
commercial drone operations.

“The effect will depend on the specifics 
of what they decide,” said Kubis, who has 
taken the initial step of registering his drone 
with the FAA. “But, in general, it will likely 
mean that drones over a certain size will be 
regulated more as a professional tool and 
less as an amateur activity.”

Holland believes the FAA regulatory pack-
age will be a major turning point for the role 
of drones, and will establish the requirements 
for registration, licensing, required training 
and other factors. He noted that those rules 
will set the market in motion, and the certainty 
of what’s required will allow commercial 
drone operations to move forward.

“When they issue their regulations, that’s 
going to determine how drones can be used, 
and what the commercial market will be,” 
he said. “Much will depend on whether the 
regulations are very strict or less restrictive. 
That will either allow for a variety of drone 
business of differing sizes, or limit the market 
to fewer, larger businesses.”

“Ideally, the regulations will be balanced,” 
Holland added. “What we’d like to do is of-
fer a range of services, from less expensive 
productions for small businesses to higher 
end ones. This has great potential for small 
businesses and organizations.”◆

COMMERCIAL OPPORTUNITIES THROUGHOUT BERKSHIRE COUNTY

40 RAILROAD STREET  •  GT. BARRINGTON, MA

www.BERKSHIRECOMMERCIALPROPERTIES.com

RICH ALDRICH  413-243-1739  • ANTHony Blair  413-329-3879

EGREMONT $309,000
Prime retail location with rental apartment and office spaces
Multi-use commercial/residential building on Karner Brook

Land on other side of brook included

GREAT BARRINGTON $320,000
Fully rented mixed use income property in prime, in-town location

Fully occupied income property with offices and apartment
B-2 Zone  •  May be converted back to single-family residence

LEE $395,000
Ben’s Shop - an institution on Main St. for over 80 years

Unique general clothing store • Business only (no real estate)
Incredible opportunity!

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

Great in-town boutique hotel & restaurant opportunity
Currently 11 guest rooms & dining for 132 patrons

Large fully equipped kitchen • Private parking and garden area

LEE $135,000
Cakewalk Bakery and Café  •  31 seats

Loyal following  •  Great location on Lee's high-traffic Main Street
Business only is being sold, no real estate • Excellent lease in place

Modern, well-equipped kitchen with everything you’ll need

GREAT BARRINGTON $120,000
Rare commercial lot on Route 23  •  Close to Route 7
0.56± acres close to downtown • Town water and sewer

PITTSFIELD  $795,000
3 buildings being sold as a package 

14 apartments and 2 offices  
Off-street parking  

Excellent location  •  Fully occupied

PITTSFIELD
Rear of 199 South Street

2,700 square feet
Easy access  • Great parking

LEE
Storefront adjacent to Rite Aid
Wide open, 2,000 square feet  

Ready to customize 
Private bath • Ample parking

PITTSFIELD
From 390-1,430 sq ft available 

Outstanding location
Great parking

ADA accessible building

LEE
Build-to-suit •  2 lots

20,000 sf. of building footprint   
940 Pleasant Street, Rt. 102 

Former site of Lee Bowling Lanes

SHEFFIELD $995,000
Moving and storage business

Building on 4 acres
All equipment, furnishings, 

vehicles and business

LEE

FOR LEASEFOR LEASEFOR LEASE FOR LEASE

WORLD-RENOWNED

RIGHT IN YOUR 
BACKYARD.

YOUR MARKETING MATERIALS DESERVE TO STAND OUT. LET US SHOW YOU 

CONTACT AUDREY PROCOPIO FOR A TOUR OF OUR FACILITY!
APROCOPIO@QUALPRINT.COM | 1-800-54-PRINT | QUALPRINT.COM

PRINTER
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INDUSTRY issues

By John Townes
The two sibling divisions of Berkshire 

County’s oldest and most iconic business 
have been separated into independent com-
panies.

In December, Dalton-based Crane an-
nounced that its Crane Stationery division 
in North Adams would be spun off from 
the currency and security paper business 
as a totally separate company, owned by its 
management and employees.

The sale, which was structured as a man-
agement buyout, was completed and became 
official on Jan. 1. While the new company 
will retain the Crane Stationery name, it is 
now a completely separate enterprise.

“We’re excited about being a standalone 
company,” said Katie Lacey, president 
and co-owner of Crane Stationery. “This 
is a company with a rich history and great 
product line. With this sale, we’re poised to 
build on our existing business and explore 
opportunities for future growth.”

Crane sold the stationery division to sev-
eral members of its existing management 
team. In addition to Lacey, the other owners 
include Kelley Hicks, its chief financial of-
ficer, and Dave Garwood, its chief operating 
officer.

Crane Stationery’s other employees will 
also participate. According to Lacey, an 
employee options program is currently be-
ing developed and will be rolled out in the 
coming months.

Lacey, who declined to discuss the price or 
other details of the sale, said that the change 
in ownership is not expected to impact the 
ongoing operations of the business or its work-
force. “This marks a continuation of Crane 
Stationery’s commitment to our employees, 
our retailers and our industry,” she said.

Crane Stationery employs a total of 290 
people, with the majority of them in North 
Adams. Overall staffing levels will remain 
the same, said Lacey.

“Crane has a rich history in Berkshire 
County, and we think of our role in the com-
munity as a key element of our identity,” said 
Lacey. “Our goal is to do our best to keep 
this as a vibrant part of the community, and 
to create great jobs in North Adams.”

Crane Stationery is a premium purveyor 
of social stationery products for personalized 
notes, business stationery, wedding invita-
tions, birth announcements, calling cards 

and more. Throughout its history, Crane 
Stationery has been prominent because of 
its reputation for quality. It has produced an-
nouncements for U.S. presidents and for other 
official and corporate communications.

The company’s production is based in its 
main facility at 1466 Curran Hwy. (Route 8) 
in North Adams. It has a small office in New 
York City, which serves as its corporate head-
quarters. The company also has a small facility 
in Kennebunk, Maine, the original home of 
William Arthur stationery (a business that 
Crane acquired from Hallmark in 2012).

Crane Stationery currently has three brands 
with unique positioning and design attributes. 
These include Crane, William Arthur, and a 
line affiliated with designer Vera Wang.

The company produces 550 different 
boxed products. It ships 1,500 personalized 
orders per week, and prints 35 million per-
sonalized pieces of paper every year.

Period of transition
The spin-off of the stationery company 

is the latest phase of an overall transforma-
tion of Crane that has been occurring over 
the past 15 years, and completes a strategic 
repositioning of Crane into a company with 
a singular focus on its global currency busi-
ness. Crane is the fastest growing company 
in that industry.

Stephen DeFalco, CEO of Crane, said 
the sale will also benefit the new stationery 
business and its employees.

“We expect as a focused company it will 
continue to grow and prosper,” said DeFalco, 
who joined Crane in 2011.

Founded as a paper mill in Dalton in 1801, 
Crane has long been a staple of the Berkshire 
County economy. It developed a strong pres-
ence in the paper industry as a producer of 
fine-grade cotton paper and stationery.

Its other historic mainstay has been cur-
rency and security paper. Crane has long 
been the sole supplier 
of currency paper to 
the United States gov-
ernment.

In addition to these 
two businesses, Crane 
later expanded by add-
ing a Technical Materials division in 
Pittsfield, which produces other advanced 
materials for producers of plastics and other 
industries.

Crane’s currency business experienced 
major growth and diversification in recent 
decades. In addition to its traditional thread-
based anti-counterfeiting paper for currency, 
the company added other high-tech micro-
optical security elements to its products.

It has grown internationally and provides 

currency and security papers to 50 central 
banks and other global customers. It also 
acquired a paper mill in Sweden to bolster 
its presence in Europe. It currently earns 55 
percent of its revenue and has 40 percent of 
its employees outside the United States.

However, its stationery division simultane-
ously experienced increasing difficulties. At 
the time of the sale, the division represented 
less than 10 percent of Crane’s revenues.

Although Crane Stationery maintained its 
reputation for quality, the market for paper 
stationery products was impacted by factors 

that included the in-
creasing shift towards 
email, online cards and 
other electronic com-
munications.

While considering 
its options for the sta-

tionery division, Crane made a variety of 
changes to adapt and keep it going, including 
the acquisition of William Arthur. However, 
it also was forced to make layoffs, and it 
consolidated its former stationery plants in 
Dalton and Pittsfield into the North Adams 
facility.

As part of its plan to focus on currency 
paper, Crane began seriously exploring a 
sale of the division. In addition, it divested 
its Technical Materials division, selling it to 
Neenah Paper in 2014.

Lacey previously worked for Pepsico and 
the ESPN network before joining Crane 
three-and-a-half years ago.

She said the parent company and the 
stationery division management had been 

Crane stationery 
begins new year 
as separate firm
Spin-off reflects narrowing 
focus of Dalton papermaker

Members of the management team of Crane’s stationery division, shown here on the plant floor of the North Adams facility, are now owners of the business 
following its spin-off by the Dalton-based papermaker. They include (from left): CEO Katie Lacey, CFO Kelley Hicks and COO Dave Garwood.

“Our goal is to do our best to 
keep this as a vibrant part of 
the community, and to create 
great jobs in North Adams.”

HELPING BUSINESSES SAVE ENERGY AND MONEY SINCE 1998
Prism Energy Services specializes in the evaluation, design, and installation of  energy 
efficiency measures for commercial, industrial, and municipal customers. On average, 
customers who work with Prism lower their monthly energy costs by 30%.

Prism provides custom-tailored turnkey energy efficiency solutions. Prism will work 
with you and your utility company directly to secure utility incentives up to 70% 
on the total installation cost of  your project.

tURNkEY PROjECtS

s LED Lighting Upgrades
s Building Controls
s Natural Gas

s HVAC
s Building Envelope
s Energy Management Systems

COMMERCIAL      I     INDUStRIAL     I     MUNICIPAL

Contact Alex Manassah today and ask for a no-cost,
no-obligation energy assessment.

www.prismenergyservices.com      I     617-328-9896 x125      I     Alexm@prismenergyservices.com

OSHA
CERTIFIED

COMPLIANCE
TRAINING

413-464-8064
Call

10-Hour OSHA
Construction Safety Class

30-Hour Supervisor

8-Hour Hazwoper Refresher

CPR / First Aid / AED Training

osha ad.qxp_Layout 1  12/8/14  11:26 AM  Page 1
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discussing and negotiating the buyout for 
about a year.

“It made sense to separate the business,” 
said Lacey. “Aside 
from sharing the name, 
there was little overlap 
because they were very 
different products and 
markets. So it was 
decided that each side 
of the business would 
benefi t from being able 
to concentrate on what they do.”

Lacey said she and her partners felt con-
fi dent in the deal.

“We see a lot of opportunities for this,” 
she said. “The business went through a very 
challenging period. But we’ve been moving 
beyond that, and the metrics for sales, produc-
tion and other factors look very good now.”

She added that the company has already 
made the adjustments to the age of electronic 
communication. “That has been taking place 
for decades now, and it’s no longer new,” 
she said.

Lacey noted that Crane Stationery has 
added electronic cards to their offerings, 
through a partnership with Paperless Post, 

a company that sells both online and paper 
notes. However, she said, their emphasis will 
continue to be on paper stationery.

“People may be us-
ing email for everyday 
communication, but for 
things like important 
announcements and 
special occasions they 
still realize there’s no 
substitute for paper,” 
she said. “If you’re 

planning a wedding, for example, there’s 
a lot more opportunity for self-expression 
on paper.”

Overall, she said, Crane Stationery’s 
strategy is to continue to combine the 
company’s staple products with new of-
ferings that refl ect contemporary tastes and 
preferences.

“It’s an ongoing process in this industry, 
because we’re constantly introducing new 
products,” she said. “We will continue to 
look for new ways to leverage our brand and 
capabilities by moving with our custom-
ers and go where they are going. Paper is 
not going away because it’s a meaningful 
form of communication. The challenge is 
to continually fi nd ways to make it more 
meaningful.”◆

Based in a sprawling facility at the Robert Hardman Industrial Park off Route 8 in North Adams, Crane Stationery employs just under 300 people. Operations  
there were expanded a few years ago when Crane consolidated its former stationery operations in Pittsfi eld and Dalton into the North Adams facility.

“The business went through 
a very challenging period. 
But we’ve been moving be-

yond that, and the metrics for 
sales, production and other 

factors look very good now.”

 COMMERCIAL SPACE FOR RENT
Crawford Square   137 North Street Pitts�eld, MA 01201

898 sq/ft
$950.00 per month

 
900 sq/ft 
Heat included
$1,000 per month 

 
805 sq/ft
$900.00 per month

308 sq/ft
$450.00 per month 

Crawford Square, conveniently 
located in the business hub of the 

Berkshires, is a multi-purpose 
building with retail and office 

opportunity. Offering a variety of 
spaces, this building puts business 
owners in Pittsfield’s prime locale.

For information:  Kim Wilder, Agent (413) 822-6013

Barnbrook Realty

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

Serving Western Mass. Since 1992

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

18 Holes of Scenic Golf
10 Acre Driving Range
  2 Swimming Pools
16 Spa Treatment Rooms
  3 Restaurants
  4 Tennis Courts

Plus get 5% off when you pay with 
cash or check by 1/31/16!

Complimentary Driving Range balls 
Advance tee times • Bring a guest 
for 50% o� greens fees • Spa access 
including �tness center, indoor pool, 
sauna, steam room, whirlpool & 
lounges* • 20% o� spa treatments 
Mon-Fri. •  20% discount o� food 
and retail purchases* • Outdoor pool 
privileges* • Tennis courts privileges*

* Guest fees apply for spa access, outdoor pool &  
tennis guests. Restrictions apply on some retail items.

Call 413-881-1638 
or visit cranwell.com

2016 Golf 
Membership Benefits

Over 50 Reasons to have a
Cranwell Golf Membership

 Preserving the Berkshires Experience™
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placeMARKET

By John Townes
Many local businesses look to the Internet 

as a way to expand beyond their physical 
stores, by adding online commerce to their 
sales and marketing strategies.

Greg and Beth Carpenter of Pittsfield have 
taken a step in the opposite direction.

After becoming one of the leading sellers 
on the popular art-and-craft website Etsy, the 
couple decided to augment their bustling on-
line business, Yummy Treasures, with a retail 
outlet at 10 Commercial St. in Pittsfield.

The bricks-and-mortar version of Yummy 
Treasures opened in September in a 3,000-
square-foot space in a commercial building 
just off East Street, behind Teo’s Hot Dogs.

Yummy Treasurers carries craft supplies 
including new and vintage beads, charms, 
cabochons, settings, pendants, drops and set 
stones, among others. Their primary market 
is artisans and hobbyists who make jewelry, 
but their customers also purchase items for a 
variety of purposes, including scrap-booking 
and to use in making other crafts, artwork, 
clothing and decorations.

The Carpenters moved the business into 
the space in March to house their operations 
and expanding inventory.

“We were a home-based business before 
that,” said Greg Carpenter. “The business 
started out as the proverbial overstocked 
storage room in our home. Originally, Beth 
simply planned to put the extra items she had 
accumulated up on the web for sale to make 
some extra money. But it quickly grew.”

He noted that Yummy Treasures has since 
become the number one U.S. seller on Etsy, 
based on unit sales.

“Eventually we needed more space for 
the inventory,” he said. “We’ve also been 
looking to broaden our sales channels, and 
had thought about setting up a showroom. 
So, adding a retail store made sense.”

About half of the leased space is dedicated 
to the retail store and the other half is used 
for inventory storage, order fulfillment and 
other business operations.

Carpenter noted that they are currently 
considering taking an additional 2,500 square 
feet in the same building. That space could be 
used for a number of purposes, including as a 
site for workshops and other programs.

Beth Carpenter started the business in 
2008. While noting that she does not make 
jewelry or crafts herself, she said she has 
been an avid collector of knickknacks since 
childhood.

“The business started after I decided to 
make a necklace for someone as a gift,” she 
said. “I wanted to do something unique, and 
I started looking for little items that I could 
use for it. I got carried away and accumulated 
more and more things for it. I never did make 
the necklace, but since I had all of these items, 
I decided to sell them online.”

It was initially a side venture for her. Her 
other occupation was providing foster care for 
adults with special needs in her home. But, 
as the business grew, it became a full-time 
occupation for her.

Then, five years ago, her husband left 
his former job as forecasting and planning 
manager with Big Y to also work full-time 
with her at Yummy Treasures.

“Beth loves the hunt, and she focuses on 
procurement of merchandise and providing 
customer service, while I concentrate on 
shipping and other aspects of the business 
side,” said Greg.

In addition to the Carpenters, the business 
has two part-time staff, and they anticipate 
adding several others in the near future.

Etsy success
Originally, Beth placed the items on eBay 

and other online sites. Then, in 2008, she 
opened a small online storefront on Etsy.

For the Carpenters, Etsy turned out to be 
the right place at the right time.

Etsy has since grown to become a major 
global e-commerce site for handmade crafts, 
art and other merchandise, with over 800,000 
vendors and millions of customers.

On Etsy, people sell handmade crafts, art-
work and other items on individual subsites 
known as storefronts. The vendors pay a 
small fee to Etsy, and buyers locate them by 
searching for items or types of merchandise 
on the site.

The Carpenters managed to achieve what 
most Etsy sellers dream of but rarely are able 
to accomplish.

Because of the large number of vendors 
and storefronts, there is brisk competition 
for visibility and sales on Etsy.

While some vendors like the Carpenters are 
able to build up a loyal and large following 
of customers to become the top echelon of 
shops on Etsy, most sellers have relatively 
low sales or attract almost no buyers.

When asked the secret to their online suc-
cess, Greg attributed it to a combination of 
luck and basic business principles.

“The only way I can explain it is we’ve 
followed the practices that contribute to the 
success of any retail business,” he said. “We 
carry a wide selection of items people want, 
we offer good value, and we emphasize cus-
tomer service. That has attracted customers 
over time.”

Their new retail store carries a wide se-
lection of merchandise similar to their Etsy 
storefront.

Yummy Treasures (413-344-4314) is 
open Monday through Saturday from 10 
a.m. to 5 p.m.

The Carpenters expect the store to become 
a regional destination that will also attract a 
diverse mix of customers, as a supplier for 
hobbyists and professional artisans. They also 
hope to sponsor classes and other activities 
once they have become more established.

“There are a lot of people doing creative 
activities in this area, and at this point, it’s 
mainly a matter of getting the word out and 
letting people know we’re here,” said Greg.

He said they also anticipate drawing a 
market of collectors of the items they carry. 
“People are passionate about beads, and will 
travel to find sources of them,” he said.

The Carpenters are also looking to expand 
the online side of their business in other 
ways. While they will remain on Etsy, they 
plan to establish an independent e-commerce 
website for their business.

“Etsy has obviously been very good for us,” 
said Greg. “However, it also has limitations. 
It’s like setting up a shop in a mall, where you 
have to follow a specific format in how you 
display and sell merchandise. Having our own 
website will give us more flexibility in how 
we can present the business, and will allow 
us to set up our own sale systems, and offer 
special deals and promotions.”

They are also exploring other potential 
sales venues.

What’s in a name?
Although Yummy Treasures is still rela-

tively new, the business is soon to become 
multigenerational.

The Carpenters’ son, Zac, is currently 
completing his studies at the University of 
Massachusetts, and plans to join the business 
full-time early this year (having previously 
worked there on a more limited basis.) He 
will be primarily responsible for developing 
their website and other online marketing and 
merchandising.

As the Carpenters continue to develop 
their new bricks-and-mortar retail operation, 
they are finding that the name they originally 
chose for the venture can sometimes lead to 
cases of mistaken identity.

Beth explained that the name Yummy 
Treasures originated from when she was 
first starting to purchase merchandise for 
the venture.

continued on next page 

YUMMY TREASURES

online retailer adds 
bricks-and-mortar 
outlet in pittsfield

Yummy Treasures owners Greg and Beth Carpenter, along with their son Zac, have made the transition 
from selling craft supplies strictly online through the popular Etsy website to now also operating a retail 
store of their own. The bricks-and-mortar expansion was also driven by the need for more space for 
inventory and order fulfillment operations, which had previously been based in their Pittsfield home.

Amanda M. Staples, DO 
Internal Medicine 

Dr. Amanda Staples has joined the staff of Lenox 
Family Health Center and is accepting new patients in 
need of primary care. Dr. Staples is partnered with Drs. 
Heather Flynn, Mehernosh Khan and Karen Prestwood,
and Nurse Practitioners Kim Bladh-Silverstein and 
Jennifer Nugent at Lenox Family Health.

Lenox Family Health Center of BMC 
Lenox Commons – 55 Pittsfield Rd., Lenox 
413-344-1700

Accepting new patients in need of primary care services 
Medical degree from the University of New England 
College of Osteopathic Medicine 
Completed her residency in Internal Medicine at Berkshire 
Medical Center 
For an appointment with Dr. Staples or one of her 
colleagues, call Lenox Family Health Center of BMC at 
413-344-1700

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

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

Dan Boulais, Business Consultant

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

137 North St.  • Suite D • PittSfielD

PERSONALIZED PAYROLL SERVICE!
Our complete payroll service supports a wide range of pay types and schedules,
and includes check printing, direct deposit, tax filings, full compliance and more.
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TOOlS OF ThE TRADE
You’re either getting 
better or getting stale

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

By DeB waTson
When you live in an area made up of 

smaller towns, it is too easy to think that 
everyone knows you – and, if they need your 
product or service, they’ll contact you. You 
may not feel like you need to worry about 
staying fresh and current with anything new 
to offer your customers or prospects. Deep 
inside, you know this isn’t true. And when 
you find out one of your customers is now 
doing business with someone else, it hurts 
or makes you mad. How could they? You 
thought they were your friends!

Is your business stale?
If you have the same website you had when 

you first developed it, if your retail store still 
looks like it did a year or two ago, if you haven’t 
added any new products to offer your custom-
ers, if you offer exactly the same services the 
same way you did a few 
years ago, there’s a high 
likelihood that you’re in 
a rut. You probably go 
into the office or store 
every morning and have a predictable routine 
– turn on the lights, make coffee, check your 
email and then begin your day.

I remember reading an article by Paul 
Brown who talked about how people in busi-
ness in the 1980s were constantly trying to get 
better at what they did, to improve quality and 
efficiency. Businesses would do everything 
they could to consistently improve.

This should still be the attitude, but it isn’t 
always the case. Are you consistently trying 
to improve your business? You need to be 
constantly getting better because, if you are 
not, you are going to get stale and people are 
going to pass you by. And your competition 
will be the ones to benefit.

It would appear that, today, too many 
businesspeople have become complacent. 
Here’s a picture:

You have been in business for 10-plus years. 
You have a reliable group of customers from 
whom you generate enough money to pay the 
bills. You’re comfortable with the way things 
are. There aren’t many highs or lows, it’s pre-
dictable. And then a new company comes on 
the scene, doing much the same thing as you. 
And they are EXCITED about their new busi-
ness! The energy they put into their business is 
evident in their marketing and in the way they 
present their business at networking events. 
Your customers are intrigued and decide they 
want to know more about this new company. 

And you lose custom-
ers. How comfortable 
are you now?

So, how can you get 
back in the game? By 

looking at your business objectively.
How long has it been since you rolled out 

anything new about your business? A new 
corporate identity? A new product or service? 
A new niche? Is your website the same as 
it was when you first developed it? Do you 
still have a calendar on it that features events 
happening in July of 2014? It’s time to do 
shake things up and get excited again about 
your own business!

Where do you start?
First and foremost, look at your present 

customers and what they generally want from 
you. Are there any other products or services 
that you could be offering them that they now 

go elsewhere for? For example, as marketing 
consultants, we specialize in small business 
websites. However, I get upset when I find 
out a client of ours has gone to someone 
else to get a brochure developed, because 
we do that, too. This lets me know that my 
marketing hasn’t been effective if they don’t 
know this. Likewise, you may be going to one 
attorney for your will, but using another for 
your real estate transaction, not being aware 
that the estate attorney can actually do both. 
How can you take these examples and apply 
them to your business? This exercise can 
help you see areas in which you can expand 
your business.

Target markets
As things change, how have you changed 

your target market? As I’ve talked about be-
fore, a target market is not who you can do 
business with, but who your best customer is. 
It can also be a new niche that you can try to 
break into. With the changes in technology, 
this offers lots of opportunities. If you haven’t 
done a competitive analysis recently, it’s time. 
You need to know what your competition is 
doing, and how effectively. This exercise can 
also show you a target market niche not being 
focused on by your competition.

Technology
Look at your technology. How are you 

using today’s technology to your advantage? 
Do you still have a flip phone? Are you still 
using a fax machine? At one point, people 
would request that I fax them information, as 
mailing it was too slow. Then it was email. 
Then it was texting. You have to keep up with 
technology so that you can meet the demands 
of your customers (and prospects), but also so 
you can take advantage of how this technol-
ogy can help you and your business.

Your website
Websites have changed a great deal, and 

they continue to do so constantly. You can 
offer more and more online to your customers: 

So, how can you get back 
in the game? By looking at 
your business objectively.

accepting payments, providing information 
or educational resources, registering for 
events or classes, and so much more. Are you 
using your website as a tool or as an online 
brochure? It’s imperative to remember that 
fresh content on your website has a major 
impact on your SEO ranking. Also, is your 
website programmed to take advantage of 
all of the new technology? Yes, we talk a lot 
about Google, and it’s “power” over us, but 
there is much more out there as well. I know 
that it can be intimidating, but you need to 
learn more about what’s new – it may just 
be the solution to an issue you deal with in 
the office.

It’s a new year. Make it a fresh start for 
you and your business! And once you make 
whatever changes and enhancements you 
choose to pursue, find new and interesting 
ways to connect with your existing, former 
and prospective customers. Let them see 
your enthusiasm again!◆

“When I was just starting this for myself, I 
thought all these things I was buying looked 
so yummy you could almost eat them,” she 
said. “And the name just stuck as things 
grew.”

In the world of Etsy buying and selling, 
there were no worries about any shopper 
confusion that the catchy but incongruous 
name might cause. The same, however, is not 
so true with the real-world retail presence.

“I never expected to see the name on an 
awning,” Beth exclaimed, acknowledging 
that Yummy Treasures might suggest a dif-
ferent type of shopping experience.

“Some people see the name and do occa-
sionally come in expecting to find cupcakes 
and things like that,” she said. “But they’re 
pleasantly surprised by what they find and 
enjoy looking around.”◆

Yummy Treasures
continued from previous page
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placeWORK

By John Townes
The motto “Be Prepared” is timeless, but 

it has taken on a particular – and troubling 
– resonance in recent years with the prolifera-
tion of sudden and violent shooting attacks 
in workplaces, malls, schools and other 
public places.

Concern has grown over the past several 
months as the pace and severity of active 
shooter attacks has increased, most notably 
the recent mass shooting at a concert in 
Paris and another at a social services center 
in California.

The motives behind these and other attacks 
have been varied, ranging from calculated 
ideological terrorism to violent expressions 
of mental illness to extreme manifestation 
of grudges and personal conflicts.

These and other incidents have raised 
concern about the apparent unpredictable 
nature of such violence. And the varied 
settings in which they occur have added an 
undercurrent of anxiety and vulnerability 
for many people.

James Tobin, a Pittsfield-based consultant 
who operates Emergency Response Tech-
nologies, incorporates preparation for active 
shooter incidents into his overall services, 
which also include consulting and training in 
workplace health and safety, OSHA compli-
ance, emergency preparedness, environmen-
tal safety and related issues.

“People shouldn’t be excessively afraid, 
but with everything that’s going on, it is im-
portant to be aware and be prepared for the 

possibility of violent shooters and other such 
attacks,” said Tobin, who works with large 
and small businesses and other clients.

He has a long background in emergency 
preparedness and response. Tobin worked for 
the Pittsfield Fire Department for 25 years, 
and was the city’s fire chief.

He left in 1996 to move to Florida, where 
he was fire chief for the city of Naples. He 

then went to New Mexico, where he was the 
director of emergency management for the 
city of Rio Rancho.

He returned to Pittsfield in 2011 and 
launched his consulting business (413-464-
8064). He works with clients in construction, 
manufacturing and other industries, as well 
as schools and institutions.

Tobin is also an instructor at the Center for 
Domestic Preparedness, an emergency plan-
ning and response training center in Alabama, 
which is associated with the Department of 
Homeland Security and the Federal Emer-
gency Management 
Agency (FEMA). He 
works with personnel 
from fire and police 
departments and other 
law enforcement agencies and first respond-
ers in counterterrorism measures.

Tobin said he has always dealt with 
preparation and response to potential violence 
along with other forms of emergency plan-
ning. He added that having plans to deal with 
violent shooters should be considered as one 
aspect of overall emergency preparedness.

“You should be ready for that, just as 
you plan for fires, accidents, floods or other 
emergencies that can arise,” he said.

Tobin also noted that this includes in-
stitutional preparation and planning, and 
individual precautions.

“It’s not necessary to go around constantly 
worrying,” he said. “However, it’s a good idea 
to be aware, look around and think about how 
you would handle a situation, at home and 
where you work and play, just in case.”

Response options
Tobin said that businesses should make 

plans for how to handle an active shooter 
or other similar incident in several ways. 
Preparations include making note of pos-
sible escape routes, determining how secure 
a building is, developing procedures for 
responding and training employees in what 
to do, among other strategies.

While a situation such as an active shooter 
is chaotic, Tobin said that being prepared 
and trained in basic response strategies 
can help everyone to handle it as safely as 
possible.

“If you can think about what you need to do 
in advance, it’s more likely that if something 
does happen, your instinct and training will 
kick in and help you to deal with it in the 
best way possible,” he said.

Tobin said the official advice that is taught 
for handing a violent situation can be summed 
up succinctly. “A response plan comes down 

to three things – run, hide or fight back,” he 
said. “It depends on what you can do in the 
particular situation.”

He said the preferred action is to remove 
yourself from the scene as fast as possible.

“If something starts to happen, look for 
an escape route and get out immediately,” 
he said. “Your first priority is to get away to 
a safe place, and then call the police.”

If escape is not possible, however, Tobin 
said the next option is to try hide from the 
shooter. “If you can’t get out of the build-
ing, find a place to hide out of the shooter’s 

view,” he said. “If you 
can, find a room to hide 
in and lock and block 
the door. Get behind a 
large object and remain 

quiet. If you have a cell phone turn it off.”
Tobin said that if it is not possible to either 

flee or hide, and one is trapped with a shooter, 
it’s important to exercise judgement and act 
according to the circumstances.

“If the shooter does see you, look for 
something to quickly get behind,” he said.

But, as a last resort, confrontation may be 
the only option.

“You may be placed in a situation where 
you have to do something,” he said. “Then 
you have to use your best judgement. If you 
have no other choice, you might confront the 
shooter and fight back in some way to try and 
incapacitate him. You might be able to shock 
him by yelling and screaming and throwing 
things at him. Sometimes a shooter can be 
surprised that someone is being aggressive, 
and let down their guard.”

Tobin added that if law enforcement and 
other response teams arrive, follow their 
instructions and don’t question them or do 
anything that might distract or interfere 
with them.

“Above all, understand that when the 
police arrive they are not initially there to 
help you,” he said. “Their first priority is to 
control the situation, get to the shooter and 
stop him.”

He also emphasized that, in the confusion, 
the police will not know your own role in the 
situation. “They don’t know whether you are 
shooter, and they might tell you to lie on the 
ground,” he said. “Whatever they say, obey 
their commands. Just let them do their job 
so they can resolve it.”

Some violent attacks are random, and 
shooters may either be deranged or terror-
ists who simply choose arbitrary locations 
as targets of opportunity.

But in other instances, an attack may be 
preventable.

“While some active shooters are foreign 
or domestic terrorists, others may have more 
personal motivations,” he said. “It may be 
someone who got fired or had other problems 
in the workplace that triggers them to attack. 
Or it may be the result of a domestic conflict, 
such as a person who shows up at their spouse’s 
workplace and attacks to get revenge.”

Tobin said that if one is suspicious or 
concerned about that possibility, it is best to 
bring it to the attention of employers and/or 
law enforcement authorities.

“If you are in an abusive domestic situation 
or involved with someone who you think 
is capable of potentially doing something 
violent, call the police so they can be aware 
and take steps to look into it,” he said. “It’s 
better to say something than to worry about 
being embarrassed and not say anything. 
If nothing happens, there’s no harm done. 
But it is also possible that it will prevent a 
violent incident.”

Overall, Tobin said, it’s best to take steps 
and take precautions, even if there is no 
cause for concern. “Advance awareness and 
preparation are the keys,” he said.◆

ACTIVE ShOOTER SCENARIO

preparation for 
potential violence 
should be part of 
emergency plans

James Tobin, a Pittsfield-based consultant who 
operates Emergency Response Technologies, says 
the proliferation of active shooter events and other 
incidents of unexpected violence in the workplace 
and public settings can leave many people feeling 
concerned and vulnerable. Preparing and training for 
what to do in such situations is something that more 
businesses and organizations are doing to promote 
safety and awareness for their employees.
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“A response plan comes 
down to three things – run, 

hide or fight back.”
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Accepting New Patients
Dr. Clayton Peterson is a General Surgeon with Berkshire 
Surgical Services of BMC. He joins Drs. Michael Cohn, 
Eugene Curletti, Michael DiSiena, Christian Galvez, Jose 
Heisecke, Andrew Lederman and George Veinoglou in 
providing exceptional surgical care. 

Clayton Peterson, MD
General Surgeon

Berkshire Surgical Services of BMC
777 North St., Pittsfield, MA
413-445-6420
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 Medical degree from Columbia University 
College of Physicians and Surgeons

 Residency in General Surgery from Beth 
Israel Deaconess Medical Center, Boston

 For an appointment with Dr. Peterson, call 
Berkshire Surgical Services of BMC at 413-
445-6420
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REAl estate

By John Townes
One of the more prominent commer-

cial properties in downtown Pittsfi eld has 
changed hands.

Steve Oakes recently purchased the Craw-
ford Square commercial block at 37 North 
St. from George Whaling.

Located on the northwest corner of North 
and Depot streets, the 27,000-square-foot 
structure includes a street level mini-mall 
with offi ces, stores and a restaurant; a second 
story of offi ces, and a lower level with large 
open spaces.

“The property attracted me because it fi ts 
in well with the type of properties I have 
invested in, and it’s got a great history,” said 
Oakes, who divides his time between a home 
in Otis and New York. “In the 1970s, it was 
described in an article as ‘the swingingest 
retail spot on North Street.’ I like that.”

Oakes has purchased several well-known 
local properties in recent years, including the 
former County Courthouse building on East 
and Church streets in Lenox, a commercial 
and apartment building at 54 Main St. in 
downtown Lee, and the commercial building 
at 85 East St. just southeast of Park Square 
in Pittsfi eld (December 2014 BT&C).

Whaling has owned Crawford Square since 
2008. He also owns and has redeveloped 
numerous properties in Pittsfi eld, including 
the Greystone Building on upper North Street, 
and the large commercial building just west 
of Crawford Square on Depot Street, among 
others. The Crawford Square complex was 
substantially remodeled during Whaling’s 
ownership.

Oakes, who purchased Crawford Square 
for $1.2 million, said he will do some work 
on the building but does not plan major 
changes. “It’s been well-maintained and is 
in very good shape overall,” he said. “The 
main thing it needs is a new roof, which I 
plan to do as a spring project.”

He added that he will also do some other 
physical updates. “The exterior is getting 
a little outdated, and I want to spruce it up 
cosmetically,” he said. Oakes added that he is 
working with Anthony Barnaba, a Pittsfi eld-
based architect and restoration specialist, to 
develop a plan for that.

Oakes said the building is mostly occupied 
by a mix of retail businesses and offi ces, ex-
cept for a small number of vacancies. (These 
include a street-level storefront that has been 
the site of Persnickety Toys, which recently 
announced the closing of its Pittsfi eld store. 
The North Adams Persnickety Toys will 
remain open.)

“It has a really good mix of tenants, and 
my main priority will be to fi ll the remaining 
spaces,” Oakes said.

Oakes formerly operated a media pro-
duction and animation studio in New York 
which, among other projects, participated 
in the iconic television series Pee Wee’s 
Playhouse in the 1980s.

He became involved in real estate and 
development several years ago after selling 
that business. He said he used proceeds from 
the sale to fund his initial property investment. 
While his activities are modest compared to 
some investors, he has become increasingly 
active in the regional market.

“Originally I just thought this would be 
something interesting to do after I sold my 
previous business, but it’s grown into a second 
full-time career,” he said.

His initial activities were in New York, 
but he said he is now focusing on the Berk-
shires, where he and his wife have long 
had a second home. He said they maintain 
a home in New York because his wife has 
a job there.

“I guess I do the opposite of what many 
people from the city do,” he said. “I spend 
my time in the Berkshires working, and go 
to New York to relax in my free time.”

Oakes noted that he works extensively 
with Lee Bank for fi nancing, and he credited 
Bruce Marzotto, a senior vice president and 
commercial loan offi cer there, with providing 
him with guidance on his projects. “They’ve 
been great, and have given me a lot of help-
ful advice, which made it possible to do this 
all,” said Oakes.

He said he looked at Crawford Square 
a couple of years ago when it was quietly 
on the market, and he liked it. “But at the 
time I decided to focus on other projects 
instead,” he said. “Then when it went back 
on the market recently, I took another look 
and decided to buy it.”

Oakes said he is primarily interested in 
modest commercial properties that have a 
historic connection to the community, and 
a good record of occupancy.

Colorful history
He said Crawford Square appealed to him 

on that basis. “I like the history of it, and it fi ts 
in with my other properties well,” he said.

He added that he has done extensive 
research into the history of the building 
and that corner. Among other distinctions, 
he found that many political rallies and 
other events occurred there, including an 

RE investor adds 
Crawford square 
to local portfolio

appearance by a young Franklin Roosevelt, 
and a fi ery speech by temperance crusader 
Carry Nation.

The site has long been a prominent com-
mercial building, but 
it was rebuilt in 1909 
following a devastat-
ing fi re. It was again 
destroyed in a major 
blaze in 1939 and rebuilt in a safer form.

For much of the 20th century it was the 
site of a Woolworth’s Department store. 
After that closed, it was remodeled in 1973 
and renamed the Elglo Mall. It was one of 
Pittsfi eld’s fi rst downtown mini-malls, a term 
that describes a larger space divided into 

smaller internal storefronts around a central 
hallway off the street.

It was the site of many businesses familiar 
to longtime residents, including Mod, Mod 
World Boutique, and one of the city’s fi rst 
community based art galleries. During the 
1980s and early ’90s, one of its streetfront 
spaces housed a popular lunch counter that 
drew large crowds to relax and dine in the 
hallway.

 It has had a succession of owners, and at 
one point was renamed Crawford Square. 
“The only thing I haven’t been able to dis-
cover is why it’s called Crawford Square,” 
noted Oakes. “I haven’t found anyone of 
that name associated with it, or references 
in local histories.”

When asked about his overall plans, Oakes 
said he is always on the lookout for new prop-
erties, but he doesn’t envision any specifi c 
additions in the foreseeable future.

“Right now I want to let the dust settle, 
and focus on Crawford Square before think-

ing of doing anything 
else,” he said.

Oakes noted that he 
considers downtown 
Pittsfield as a good 

investment. “I think the physical restoration 
of North Street in recent years speaks well 
for that corridor, and I also appreciate the 
energy that Mayor Linda Tyer is bringing 
to the city,” he said. “I hope to do my part 
and keep my properties here on an upbeat 
swing.”◆

Crawford Square, a prominent commercial block at the corner of North and Depot streets in downtown 
Pittsfi eld, has been purchased by real estate investor and part-time Berkshire resident Steve Oakes.

“The only thing I haven’t 
been able to discover is why 

it’s called Crawford Square.”
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REAl estate
The following real estate 
transactions are provided by 
Banker & Tradesman Real 
estate Data Publishing. only 
properties valued at $75,000 
or higher are included.

AdAms
32-34 Brown St.
Buyer: Demastrie Block 
LLC
Seller: Keith Lawson +
Price: $140,000
Mortgage: $150,000
Lender: Adams Community
Date: 11/20/15

19 Depot St.
Buyer: Community Health 
Programs
Seller: James Peterson +
Price: $1,240,000
Mortgage: $1,240,000
Lender: Salisbury B&T
Date: 12/8/15

26 E Hoosac St.
Buyer: Donald Pause Jr. +
Seller: Daniel Gaylord +
Price: $90,000
Mortgage: $72,000
Lender: Adams Community
Date: 12/4/15

3 Grant St.
Buyer: Michael Bresett
Seller: Christine Tanguay
Price: $169,500
Mortgage: $152,300
Lender: Adams Community
Date: 11/13/15

9 Lincoln St.
Buyer: Carol Kondel
Seller: Gregory Kondel +
Price: $100,000
Mortgage: $100,000
Lender: Adams Community

Date: 11/16/15

52 Melrose St.
Buyer: Michael Boulger +
Seller: Laurie Bard
Price: $145,000
Mortgage: $140,650
Lender: Greylock FCU
Date: 11/24/15

49 Orchard St.
Buyer: Amer Safa +
Seller: Curtin Elinor Est +
Price: $100,000
Mortgage: $89,000
Lender: Adams Community
Date: 12/16/15

23 Temple St.
Buyer: Dawn Karo
Seller: Jason Krzanowski
Price: $95,000
Mortgage: $93,279
Lender: Academy Mtg
Date: 12/15/15

34 Upton St.
Buyer: Maple Grove 
Properties
Seller: USA HUD
Price: $75,000
Mortgage: $145,000
Lender: MountainOne
Date: 11/25/15

13 West St.
Buyer: Irene Ferrari
Seller: Joseph Bettis Jr +
Price: $224,000
Date: 11/30/15

Alford
16 Alford Rd.
Buyer: Bradford Case
Seller: Vandeusen Barbara 
Est +
Price: $275,000
Mortgage: $220,000

Lender: Pittsfield Coop
Date: 12/10/15

130 N Egremont Rd.
Buyer: Craig Kay +
Seller: Nicholas Diamond +
Price: $575,000
Mortgage: $375,000
Lender: Greylock FCU
Date: 11/23/15

BeCket
249 Brooker Hill Rd.
Buyer: Marcel Simon Jr +
Seller: Stanley Roberts +
Price: $265,000
Mortgage: $185,500
Lender: Greylock FCU
Date: 12/8/15

381 Leonhardt Rd.
Buyer: Scott Hurwitz
Seller: Alan Halperin +
Price: $1,100,000
Mortgage: $400,000
Lender: Hurwitz FT
Date: 11/18/15

352 Little John Dr.
Buyer: Thomas Armitage
Seller: Daniel Andrews +
Price: $80,000
Mortgage: $77,330
Lender: Quicken Loan
Date: 12/4/15

29 Robin Hood Ln.
Buyer: Chad Moore +
Seller: Beverly Lennon
Price: $148,500
Mortgage: $144,045
Lender: Lee Bank
Date: 11/13/15

590 Yokum Pond Rd.
Buyer: Michael Levin +
Seller: Joel Soffin +
Price: $315,000
Mortgage: $252,000
Lender: Wells Fargo
Date: 11/13/15

Cheshire
424 S State Rd.
Buyer: Cobbleview LLC
Seller: Sherman Allen Jr
Price: $150,000
Date: 12/11/15

26 Stonehedge Rd.
Buyer: Richard Cullen
Seller: Kimberly Winter
Price: $138,000
Mortgage: $110,400
Lender: Adams Community
Date: 12/4/15

65 W Mountain Rd.
Buyer: Matthew Mancino +
Seller: Daniel Gaylord +
Price: $142,000
Mortgage: $134,900
Lender: MountainOne
Date: 12/10/15

ClArksBurg
525 East Rd.
Buyer: Joseph Malachuk +
Seller: Oralie Thurston
Price: $350,000
Mortgage: $235,000
Lender: Adams Community

Date: 12/10/15

dAltoN
109 Carson Ave.
Buyer: Cheng Zhu +
Seller: Steven Loring +
Price: $123,000
Mortgage: $45,000
Lender: Greylock FCU
Date: 11/16/15

109 Elmore Dr.
Buyer: Charles Washburn +
Seller: Rebecca Wengler +
Price: $385,000
Mortgage: $335,000
Lender: Greylock FCU
Date: 12/10/15

650 Main St.
Buyer: Mohammed Imtiaz
Seller: Bdmg LLC
Price: $1,150,000
Mortgage: $1,050,000
Lender: Seller
Date: 11/16/15

135 N Mountain Rd.
Buyer: Gerald Norton +
Seller: Jeanette Liu
Price: $371,100
Date: 11/13/15

398 North St.
Buyer: Thomas Balardini Jr +
Seller: Eric Furlong +
Price: $450,000
Mortgage: $417,000
Lender: Academy Mtg
Date: 11/23/15

400 North St.
Buyer: Thomas Balardini Jr +
Seller: Eric Furlong +
Price: $450,000
Mortgage: $417,000
Lender: Academy Mtg
Date: 11/23/15

71 Oak St. Ext
Buyer: Lucas Perry
Seller: Michael Vella
Price: $163,000
Mortgage: $123,000
Lender: Greylock FCU
Date: 11/30/15

92 Raymond Dr.
Buyer: Kerry Mason
Seller: Enright FT
Price: $265,000
Mortgage: $212,000
Lender: Greylock FCU
Date: 12/11/15

12 School St.
Buyer: Eric Furlong +
Seller: Coreane Salvini
Price: $405,000
Mortgage: $285,000
Lender: Academy Mtg
Date: 11/23/15

111 Sunnyside Dr.
Buyer: Jeremiah Kunde +
Seller: Charles Washburn
Price: $250,000
Mortgage: $129,000
Lender: Greylock FCU
Date: 12/10/15

68 Tower Rd.
Buyer: US Bank NA T
Seller: Gregory Cormier
Price: $143,226
Date: 11/24/15

94 Tower Rd.
Buyer: Brian Robertson
Seller: Albert Cady
Price: $142,000
Mortgage: $134,900
Lender: Academy Mtg
Date: 12/8/15

egremoNt
116 Undermountain Rd.
Buyer: SW Hatfield & P 
Riordan LT +
Seller: Kimberly Hyatt +
Price: $835,000
Mortgage: $668,000
Lender: Lee Bank
Date: 11/30/15

floridA
23 Savoy Rd.
Buyer: Joseph Foster 4th +
Seller: Julian Grey +
Price: $178,000
Mortgage: $167,000
Lender: Greylock FCU
Date: 11/24/15

greAt
BArriNgtoN

23 Berkshire Heights Rd.
Buyer: Janet Ansbro
Seller: John Toffey
Price: $378,000
Date: 11/23/15

215 East St.
Buyer: Daniel Mahoney +
Seller: Eugene Graf  Jr
Price: $142,500
Mortgage: $114,000
Lender: Greylock FCU
Date: 12/4/15

125 Front St.
Buyer: Jeffrey Gulick
Seller: Mark Baer
Price: $167,350
Date: 12/7/15

7 Highland Dr.
Buyer: Dayne Kelly +
Seller: Moskowitz Irene Est +
Price: $425,000
Mortgage: $340,000
Lender: Lee Bank
Date: 12/9/15

35 Mechanic St.
Buyer: Howard Schneider +
Seller: Stephen Conte
Price: $302,000
Mortgage: $211,400
Lender: Greylock FCU
Date: 11/20/15

101 Park St. N
Buyer: Joseph Muller +
Seller: Patricia Hayden 
RET +
Price: $87,500
Date: 11/17/15

State Rd.
Buyer: Berk Natural 
Resources
Seller: Vivian Kimmelman
Price: $860,000
Mortgage: $860,000
Lender: Conservation Fund
Date: 11/20/15

Copper Beech Ln. U:3

Buyer: Louis Moscatello +
Seller: MJJM LLC
Price: $410,000
Mortgage: $300,000
Lender: Pittsfield Coop
Date: 11/20/15

Copper Beech Ln. U:5
Buyer: Deann Halper 
RET +
Seller: Barbara Reitman 
Jug QRPT +
Price: $900,000
Date: 12/4/15

hANCoCk
218 Whitman Rd.
Buyer: Charles Malin
Seller: Daniel Leary +
Price: $313,000
Mortgage: $297,350
Lender: Quicken Loan
Date: 11/27/15

37 Corey Rd. U:113
Buyer: Matthew 
Rosencrans +
Seller: Vincent Bertino +
Price: $90,000
Mortgage: $72,000
Lender: Pittsfield Coop
Date: 11/23/15

hiNsdAle
479 Ashmere Dr.
Buyer: Gregory Tremblay +
Seller: Michael Rindfuss +
Price: $200,000
Date: 12/14/15

32 Linden Ln.
Buyer: Christine Tanguay
Seller: Stanley Dudziak
Price: $179,999
Date: 11/13/15

40 Old Windsor Rd.
Buyer: Philip Wicker
Seller: Joel Whitcomb +
Price: $150,000
Date: 11/16/15

68 Shore Dr.
Buyer: Anthony Allegrone
Seller: Barbara Adams +
Price: $315,000
Mortgage: $252,000
Lender: MB Financial
Date: 11/16/15

Pine Cone Ln. U:170
Buyer: Joy Licht
Seller: Steven Leibowitz +
Price: $310,000
Mortgage: $175,000
Lender: First Republic
Date: 12/4/15

lANesBoro
5 A St.
Buyer: Colleen Murphy +
Seller: Susan Wolpow-Gill
Price: $122,000
Date: 11/25/15

31 Glassworks Rd.
Buyer: Melissa Quirk-Cairns
Seller: Timothy Tracy +
Price: $240,000
Mortgage: $192,000
Lender: Greylock FCU
Date: 11/13/15

16 Grove Ave.
Buyer: Jena Messana +
Seller: Deborah Bliss
Price: $155,000
Mortgage: $147,250
Lender: USAA Fed SB
Date: 11/13/15

12 Imperial St.
Buyer: Nery Gonzalez
Seller: Old Williamstown 
Realty
Price: $118,250
Mortgage: $121,593
Lender: Academy Mtg
Date: 11/25/15

185 Narragansett Ave.
Buyer: F Sadri-
Azarbayejani +
Seller: Mark Messana +
Price: $335,000
Date: 11/13/15

119 Old Orebed Rd.
Buyer: Ryan McCormick +
Seller: Paul Cormier +
Price: $210,000
Mortgage: $188,700
Lender: Adams Community
Date: 12/9/15

15-17 Profile St.
Buyer: Kevin Towle +
Seller: Margaret Schuhle
Price: $150,000
Mortgage: $147,283
Lender: Academy Mtg
Date: 12/9/15

162 S Main St.
Buyer: Lanesboro Liquor 
Realty
Seller: JDL NT +
Price: $175,000
Mortgage: $166,250
Lender: JDL Real Estate
Date: 12/9/15

434 S Main St.
Buyer: Michael Krutiak
Seller: Sean Koldys
Price: $147,000
Mortgage: $150,160
Lender: Academy Mtg
Date: 12/4/15

lee
40 Birch St.
Buyer: Christopher 
Consolati +
Seller: Marcel Simon Jr
Price: $230,000
Mortgage: $184,000
Lender: Adams Community
Date: 12/4/15

161 E Center St.
Buyer: Christopher 
Wellens +
Seller: Marco Artioli +
Price: $215,500
Mortgage: $120,000
Lender: Lee Bank
Date: 11/30/15

37 Fuller St.
Buyer: Ernest Sutton Jr
Seller: William Brunell +
Price: $300,000
Mortgage: $254,375
Lender: Academy Mtg
Date: 12/15/15

40 Pinnacle Way
Buyer: Laura Ranzoni +
Seller: Adam Hersch
Price: $150,000
Mortgage: $100,000
Lender: Lee Bank
Date: 12/16/15

880 East St. U:4A
Buyer: Kathleen Bookman 
+
Seller: Feld T +
Price: $200,000
Date: 12/16/15

leNox
64 Brunell Ave.
Buyer: Andrew Chevalier +
Seller: Susan VanDerWerff +
Price: $187,000
Mortgage: $255,600
Lender: Prospect Mtg
Date: 11/23/15

9 Sullivan Ln.
Buyer: Cassandra Lane
Seller: Matthew Lane
Price: $252,000
Mortgage: $252,000
Lender: Greylock FCU
Date: 12/10/15

26 Sunset Ave.
Buyer: Bridget Connolly 
RET +
Seller: Ellen Marshall
Price: $350,000
Date: 11/23/15

64 Walker St.
Buyer: AC Enterprises LLC
Seller: Margaret Houdek
Price: $585,000
Mortgage: $1,268,000

Lender: NBT Bank
Date: 12/10/15

260 Pittsfield Rd. U:D13
Buyer: Steven & Carol 
Leibowitz NT +
Seller: Mark Devylder
Price: $95,500
Date: 12/11/5

6 Rolling Hills U:3
Buyer: Linda Burghardt +
Seller: Edith Kaye
Price: $165,000
Date: 12/11/15

8 Spruce Trail U:8
Buyer: Edwin Barker +
Seller: Lenox Woods +
Price: $419,500
Mortgage: $335,600
Lender: Greylock FCU
Date: 12/7/15

5 Wexford Ct. U:3
Buyer: Stephen Sultan +
Seller: John Guinan Jr +
Price: $295,000
Date: 11/16/15

moNterey
4 Harbour Ln.
Buyer: Robertssklar NT +
Seller: Isabeth Bakke-Hardy
Price: $300,000
Date: 12/9/15

58 Mount Hunger Rd.
Buyer: Devin Friedman +
Seller: Raymond Lovell
Price: $270,000
Mortgage: $391,600
Lender: Salisbury B&T
Date: 12/7/15

4 Stratford Ln.
Buyer: Garry Klein +
Seller: Reine Stempa
Price: $447,500
Mortgage: $350,000
Lender: Wells Fargo
Date: 11/13/15

New Ashford
Beach Hill Rd.
Buyer: Alan Kapiloff 
RET +
Seller: JW Kellys 
Enterprises
Price: $205,000
Date: 11/20/15

New
mArlBoro

291 Aberdeen Rd.
Buyer: John Summers +
Seller: Peter Gay +
Price: $525,000
Mortgage: $300,000
Lender: Residential Mtg
Date: 12/4/15

1090 Canaan Valley Rd.
Buyer: Suntrust Mortgage
Seller: Edward Harvey +
Price: $178,500
Date: 11/24/15

330 New Marlboro South
Buyer: William Regan +
Seller: William Hattendorf +
Price: $1,740,000
Mortgage: $417,000
Lender: Lee Bank
Date: 12/14/15

North AdAms
44 Bradford St.
Buyer: Emery Shriver
Seller: Daniel Prenguber
Price: $155,000
Mortgage: $159,383
Lender: MountainOne
Date: 12/1/15

25 Edgewood Ave.
Buyer: Kayla Quick
Seller: Joseph Rondeau
Price: $103,000
Mortgage: $97,850
Lender: MountainOne
Date: 12/15/15

266 Kemp Ave.
Buyer: Kyle Shepard +
Seller: AB RT +
Price: $160,000
Mortgage: $142,400
Lender: Adams Community
Date: 11/13/15

114 Maple St.
Buyer: Robert Brucato
Seller: Matthew Mcconnell +
Price: $175,000
Mortgage: $165,000
Lender: MountainOne
Date: 12/7/15

60 Marietta St.
Buyer: Valerie Shields
Seller: Mary Cohane +
Price: $138,000
Mortgage: $138,997
Lender: USDA
Date: 11/19/15

1470 Massachusetts Ave.
Buyer: Blackinton Mill 
LLC
Seller: Magid Mill LLC
Price: $200,000
Date: 11/20/15

8 Pitt St.
Buyer: Daniel Prenguber +
Seller: Linda Sweeney +
Price: $200,000
Mortgage: $182,000

We Appraise
everything real estate

Residential • Commercial  • Industrial 

Business In Place • Subdivisions 

Easements (Permanent & Temporary) 

 Hotels • Motels • Inns
StAtE CERtIfIED APPRAISERS:

waynE wIlkInSon .......... #75094
jEff wIlkInSon .............. #75383
MElISSa wIlkInSon ..... #103744

413-662-2227
or online at:

www.wilkinsonappraisal.com

85 church street • north adams, ma

Miriam D. Goldfarb, 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. Miriam Goldfarb 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. Goldfarb 
provides comprehensive OB/GYN care out of both the Adams 
and Pittsfield offices of Berkshire OB/GYN of BMC.  

Dr. Goldfarb further expands OB/GYN services 
provided in Northern & Central Berkshire, to better 
serve the community’s Maternal Child Health needs
Previously served with Cambridge Health Alliance 
and Cambridge Hospital 
Medical degree from Tufts University School of 
Medicine and residency in OB/GYN at University 
of Massachusetts Medical Center 
For an appointment with Dr. Goldfarb, call 
Berkshire OB/GYN of BMC in Adams at 413-664-
4343 or in Pittsfield at 413-499-8570 
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Berkshire County real estate transfers

Lender: Greylock FCU
Date: 12/1/15

94 Prospect St.
Buyer: Daniel Vasquez +
Seller: Paula Benoni
Price: $87,000
Mortgage: $92,544
Lender: Adams Community
Date: 12/16/15

298 State St.
Buyer: John Wadsworth Jr
Seller: Modern Dairy & 
Liquors Inc
Price: $140,000
Date: 11/19/15

512 State St.
Buyer: Eric Poirot
Seller: Frank Ramos
Price: $119,600
Mortgage: $122,982
Lender: Academy Mtg
Date: 12/7/15

66 Versailles Ave.
Buyer: Charles Sweeney +
Seller: Charles St John Jr
Price: $173,000
Mortgage: $125,000
Lender: Berkshire Bank
Date: 12/15/15

38 West End Ter.
Buyer: Lush Real Estate LLC
Seller: William Blaauw +
Price: $153,000
Date: 12/11/15

751 Mohawk Trail U:1D
Buyer: Brian Allard +
Seller: Suzette Lemieux
Price: $145,000
Mortgage: $130,500
Lender: Greylock FCU
Date: 11/18/15

otis
1831 Algerie Rd.
Buyer: Michael Kuntz +
Seller: David Mittler LT +
Price: $217,000
Mortgage: $173,600
Lender: Bethpage FCU
Date: 12/11/15

11 E Otis Rd.
Buyer: Nancy Kalodner
Seller: Marilee Higgins 
RET +
Price: $230,700
Mortgage: $218,700
Lender: Seller
Date: 11/30/15

256 Long Mountain Rd.
Buyer: Sotirois Liatsos
Seller: Anita Graber T +
Price: $221,500
Mortgage: $210,425
Lender: Village Mtg
Date: 11/17/15

42 S Gate Island Rd.
Buyer: David Fishman +
Seller: John Brandon-
Benevento +
Price: $650,000
Mortgage: $417,000
Lender: Quicken Loan
Date: 11/20/15

150 Sequena Dr.
Buyer: William Watman +
Seller: Anita Weinstein
Price: $489,000
Mortgage: $389,000
Lender: Bank of America
Date: 12/8/15

Peru
18 Marlow Dr.
Buyer: Pennymac Loan 
Svcs LLC
Seller: Jason Squires +
Price: $139,850
Date: 12/1/15

Pittsfield
44 Albro St.
Buyer: Alexander Mensah +
Seller: Patricia Franco +
Price: $142,000
Mortgage: $137,740
Lender: Greylock FCU
Date: 11/17/15

107 Alfred Dr.
Buyer: Daniel Garner +
Seller: Chrostowski 
Czeslaw Est +
Price: $260,000
Mortgage: $154,500
Lender: Academy Mtg
Date: 12/9/15

200 Cadwell Rd.
Buyer: Philip Wicker
Seller: Joel Whitcomb +
Price: $150,000
Date: 11/16/15

17 Cleveland St.
Buyer: Marc Scipione
Seller: Diana Mancivalano
Price: $118,000
Mortgage: $114,460
Lender: Greylock FCU
Date: 12/15/15

185 Cole Ave.
Buyer: Luke Conroe
Seller: Nancy Taylor +
Price: $155,000
Mortgage: $147,250
Lender: Lee Bank
Date: 12/10/15

404 Dalton Ave.
Buyer: Timothy Tracy +

Seller: Maria Collias
Price: $120,000
Mortgage: $71,000
Lender: Lee Bank
Date: 11/13/15

103 Dickinson Ave.
Buyer: Eric Stansfield +
Seller: Mark Kruzel
Price: $150,000
Mortgage: $147,283
Lender: Quicken Loan
Date: 11/30/15

57 E New Lenox Rd.
Buyer: Eric Mabee
Seller: Steven Perry +
Price: $274,900
Mortgage: $261,155
Lender: MountainOne
Date: 12/11/15

169 E New Lenox Rd.
Buyer: Francis Morely +
Seller: Bailey Richard est +
Price: $220,000
Date: 12/4/15

182 E New Lenox Rd.
Buyer: Fernando 
Vasconcelos +
Seller: Thomas Dellert
Price: $172,000
Mortgage: $45,000
Lender: Melanie Levitan
Date: 11/16/15

22 Elizabeth St.
Buyer: Richard Sands
Seller: Mark Barile
Price: $115,000
Mortgage: $86,250
Lender: Greylock FCU
Date: 12/4/15

11 Essex St.
Buyer: William Jensen
Seller: Kati Bieg
Price: $153,000
Mortgage: $122,400
Lender: Pittsfield Coop
Date: 12/11/5

84 Foote Ave.
Buyer: Kelsey Codella +
Seller: Bailey Edith Est +
Price: $127,500
Mortgage: $123,675
Lender: Greylock FCU
Date: 12/1/15

199 Hancock Rd.
Buyer: Nationstar Mtg
Seller: Patricia Sanginetti
Price: $227,481
Date: 12/2/15

33 Hazelwood Ter.
Buyer: Emily Sammons
Seller: Donal Walsh +
Price: $175,900
Mortgage: $167,105
Lender: Greylock FCU
Date: 12/11/15

9 High St.
Buyer: Kelsie Reynolds
Seller: Francese Family Rlty
Price: $97,850
Mortgage: $94,914
Lender: MountainOne
Date: 12/11/15

92 Holmes Rd.
Buyer: Reynaldo Jimenez Jr +
Seller: Daniel Garner +
Price: $139,000
Mortgage: $136,482
Lender: Academy Mtg
Date: 12/9/15

1 Hoover St.
Buyer: Natasha Ehizogie
Seller: Leon White
Price: $182,000
Mortgage: $172,900
Lender: Greylock FCU
Date: 11/30/15

14 Joan Dr.
Buyer: Stephen Conte
Seller: Deirdre Carter
Price: $170,000
Date: 11/20/15

181-183 Linden St.
Buyer: Pittsfield Linden 
St RT +
Seller: Oconnell Oil Assoc
Price: $475,000
Mortgage: $256,800
Lender: Leader Bank
Date: 11/17/15

187 Linden St.
Buyer: Pittsfield Linden 
St RT +
Seller: Oconnell Oil Assoc
Price: $475,000
Mortgage: $256,800
Lender: Leader Bank
Date: 11/17/15

21 Marlboro Dr.
Buyer: Armando Chaires
Seller: Courtland Gionesi
Price: $151,000
Mortgage: $135,750
Lender: Adams Community
Date: 12/11/15

52 Merriam St.
Buyer: Amber Steele
Seller: Greylock FCU
Price: $89,000
Mortgage: $87,387
Lender: Academy Mtg
Date: 11/23/15

25 Parker St.
Buyer: Michelle Gage +
Seller: Carol Mccabe 
RET +
Price: $109,500
Mortgage: $107,516
Lender: Pacific Union
Date: 11/17/15

11 Revere Pkwy.
Buyer: Christopher Holmes
Seller: Michael Bunn +
Price: $163,500
Mortgage: $160,538
Lender: Village Mtg
Date: 11/13/15

95 Ridgeway Ave.
Buyer: Brent Boos
Seller: Laitala Alpo Est +
Price: $155,000
Mortgage: $152,192
Lender: Academy Mtg
Date: 11/13/15

73 Rose Ter.
Buyer: Michelle Lyons-
Ostaski
Seller: Sheely Ruth Est +
Price: $149,500
Mortgage: $142,025
Lender: Lee Bank
Date: 12/16/15

30 Springside Ave.
Buyer: Mitchell Lauritsen
Seller: Daniel Shandor +
Price: $128,500
Mortgage: $115,5600
Lender: Adams Community
Date: 12/14/15

25 Strong Ave.
Buyer: Jason Ennis +
Seller: Jeffrey Roudabush +
Price: $160,000
Mortgage: $128,000
Lender: MountainOne
Date: 12/2/15

51 Watson St.
Buyer: Margaret Houdek
Seller: AR Clark
Price: $125,000
Date: 12/10/15

29 Wendell Ave.
Buyer: John Barry
Seller: Shannon Stautberg +
Price: $200,000
Mortgage: $225,000
Lender: Pittsfield Coop
Date: 12/15/15

1200 West St.
Buyer: Timothy Gallagher
Seller: Dery Hope Est +
Price: $339,000
Mortgage: $322,050
Lender: Wells Fargo
Date: 11/30/15

555 Williams St.
Buyer: George Roberts 2nd +
Seller: Janet Pumphrey +
Price: $160,000
Date: 12/8/15

1136 Barker Rd. U:70
Buyer: Gordon Dinsmore +
Seller: Francine Adelman 
RET +
Price: $528,500
Date: 12/10/15

19 Fieldstone Dr. U:19
Buyer: Harold Vanbergan +
Seller: RRT Realty LLC
Price: $191,500
Date: 12/15/15

6 Pondview Dr. U:F
Buyer: Gary Drazek
Seller: Shelby Zawistowski
Price: $165,000
Date: 12/2/15

riChmoNd
545 Canaan Rd.
Buyer: Mark Degiacomo +
Seller: Louis Levesque +
Price: $415,000
Mortgage: $275,000
Lender: LoanDepot.com
Date: 11/13/15

33 E Beach Rd.
Buyer: 33 East Beach Lane 
LLC
Seller: Connee Kaufman
Price: $250,000
Date: 11/20/15

851 East Rd.
Buyer: Andrew Allt +
Seller: Harold VanBergan +
Price: $295,000
Date: 12/15/15

475 Rossiter Rd.
Buyer: Kenneth Lieblein +
Seller: Michael Suisman +
Price: $725,000
Mortgage: $500,000
Lender: Pittsfield Coop
Date: 12/15/15

sANdisfield
Beech Plain Rd.
Buyer: Tennessee Gas 
Pipeline Co
Seller: Linda Fales
Price: $300,000
Date: 12/3/15

Norfolk Rd.
Buyer: Richard Andrighetti +
Seller: Ariola FT +
Price: $80,000
Date: 12/7/15

S Sandisfield Rd.
Buyer: Richard Andrighetti +
Seller: Ariola FT +
Price: $80,000
Date: 12/7/15

119 Sandy Brook Tpke.
Buyer: M&R White 
Properties LLC
Seller: Dirgo Katherine 
Est +

Price: $125,000
Date: 11/16/15

sheffield
445 Hewins St.
Buyer: Jeffrey Crampton
Seller: Gretchen Hayes NT +
Price: $435,000
Mortgage: $348,000
Lender: Lee Bank
Date: 11/19/15

175 Miller Ave.
Buyer: Ross Cameron +
Seller: Peter Gulotta +
Price: $247,000
Date: 11/30/15

10 Richard Dr.
Buyer: Greylock FCU
Seller: Gordon Hammer +
Price: $150,000
Date: 12/11/15

407 Salisbury Rd.
Buyer: Jessie Schoonmaker +
Seller: Jeffrey Watson +
Price: $220,000
Mortgage: $176,000
Lender: Adams Community
Date: 12/1/15

848 Silver St.
Buyer: DG Mountain 
Realty LLC
Seller: Deann Halper
Price: $1,625,000
Date: 12/14/15

stoCkBridge
13 Larrywaug Xrd
Buyer: John Brown +
Seller: Albert Pieropan INT +
Price: $250,000
Mortgage: $200,000
Lender: Pittsfield Coop
Date: 11/24/15

9 Mahkeenac Rd.
Buyer: David Shack
Seller: Laura Shack
Price: $833,500
Date: 11/20/15

19 Hawthorne Rd. U:B1
Buyer: Stephen M&HR 
Sacks RET +
Seller: B Elizabeth Weiser T +
Price: $582,500
Date: 11/18/15

2 Wallace Rd. U:2W
Buyer: Collin Lovas +
Seller: Alberni Holdings 
Inc
Price: $240,000
Date: 11/16/15

tyriNghAm
23 Cooper Creek Rd.
Buyer: Edna Barn LLC
Seller: 23 Cooper Creek 
LLC
Price: $200,000
Date: 12/14/15

17 Webster Rd.
Buyer: Lee Bank
Seller: John Mason-Harding +
Price: $328,000
Date: 12/11/15

williAmstowN
18-24 Arnold St.
Buyer: ENL LLC
Seller: Peter Greenwald
Price: $170,000
Date: 12/3/15

60 Baxter Rd.
Buyer: James Manigualt-
Bryant +
Seller: Leonard Poliandro +
Price: $473,000
Mortgage: $373,000
Lender: Greylock FCU
Date: 11/13/15

114 Berkshire Dr.
Buyer: Wise FT +
Seller: Damon Reed RET +
Price: $345,165
Date: 11/16/15

73 Bulkley St.
Buyer: Carol Miller +
Seller: Paul Neely RETR +
Price: $510,000
Date: 11/13/15

174 Bulkley St.
Buyer: Sara Lalumia
Seller: Allen-Skelly NT +
Price: $515,800
Mortgage: $330,000
Lender: Greylock FCU
Date: 12/16/15

180 Chestnut St.
Buyer: Robert Sills
Seller: Moose Hill NT +
Price: $295,000
Mortgage: $280,250
Lender: Academy Mtg
Date: 11/25/15

319 Hancock Rd.
Buyer: Jason Lemieux +
Seller: Mcgill Family LP
Price: $330,000
Date: 11/30/15

10 Ide Rd.
Buyer: Russell Howard +
Seller: Morse FT +
Price: $625,000
Date: 11/20/15

70 Ide Rd.

Buyer: Joseph Sheehan 
3rd +
Seller: Catherine 
Yamamoto
Price: $1,200,000
Mortgage: $1,200,000
Lender: Bk of NY Mellon
Date: 11/16/15

529 Main St.
Buyer: ENL LLC
Seller: Mayfield NT +
Price: $125,000
Date: 12/1/15

796 Main St.
Buyer: Joseph Bergeron 
3rd +
Seller: Elizabeth Williams 
RET +
Price: $649,000
Mortgage: $519,200
Lender: Adams Community
Date: 11/17/15

1225 NW Hill Rd.
Buyer: Anne Daniel +
Seller: Randal Fippinger
Price: $430,000
Date: 12/16/15

1237 NW Hill Rd.
Buyer: Anne Daniel +
Seller: Randal Fippinger
Price: $430,000
Mortgage: $344,000
Lender: Wells Fargo
Date: 12/16/15

41 Oblong Rd.
Buyer: Adria Weatherbee
Seller: Heekin Jane Est +
Price: $547,000
Mortgage: $547,000
Lender: Adams Community
Date: 12/15/15

68 South St.
Buyer: Williams College

Seller: Peter Montiel +
Price: $725,000
Date: 12/4/15

475 Water St.
Buyer: Kara Mears
Seller: Victor Lucier
Price: $147,000
Mortgage: $151,156
Lender: MountainOne
Date: 11/13/15

wiNdsor
157 North St.
Buyer: John Strain +
Seller: Daniel Ventola +
Price: $125,000
Mortgage: $118,750
Lender: Lee Bank
Date: 12/2/15

1523 North St.
Buyer: Joseph Collins +
Seller: Charles Mead +
Price: $222,000
Mortgage: $210,900
Lender: Academy Mtg
Date: 12/1/15

1599 North St.
Buyer: US Bank NA T
Seller: Stephen Chapman +
Price: $286,523
Date: 12/7/15

1600 North St.
Buyer: Seth Hamilton
Seller: Ryan Larabee
Price: $160,000
Mortgage: $128,000
Lender: Greylock FCU
Date: 12/7/15

1288 Old Route 9
Buyer: Jordan Koch
Seller: Jesse Clark 4th +
Price: $195,000
Mortgage: $185,250
Lender: Greylock FCU
Date: 11/25/15

220 Peru Rd.
Buyer: Bank of NY 
Mellon T
Seller: Thelma Schofield +
Price: $124,015
Date: 12/15/15

◆

Prime Commercial Building Site
Main Street • Williamstown • $495,000

Commercially zoned lot with highest traffic count in North Berkshire, featuring 265 ft. 
of frontage on Main Street (Route 2) and 210 ft. on Adams Road. The only remaining 

“virgin” undeveloped site 
in Williamstown, this level 
0.8 acre with public bus 
service and all utilities is 
ideal for retail, professional, 
service, or mixed-use 
business/residential. For 
sale, lease, or build to suit. 
Seller financing available. 
Broker owned.

Allendale Area Prime Commercial
For Renovation or New Construction

891-897 Dalton Avenue • Pittsfield • $195,000
High-visibility, high-
traffic area of Pittsfield 
zoned for commercial, 
retail and professional 
business. High traffic 
count of 22,000 vehicles 
passing by daily. Includes 
three store fronts and 12 
paved parking spaces. 
Low-maintenance block 
building, 400-amp service, with natural gas heating. Total 2,537 sq. ft. of commercial 
space on 0.18 acre. Renovate to suit or build new on this prime site.

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

Major Commercial
Investment Opportunities

High Traffic Count Locations

10,000 sq. ft. commercial building on 1.12 
acres with excellent access, ample parking, 
easy secondary delivery access. 3,250 sq. ft. 
front section former retail space and 7,200 
sq. ft. rear section with 14 ft. clear span and 
4 overhead doors. Steel building. Ideal for 
a wide variety of business uses. Route 2, 
Main Street, Williamstown. $480,000.

Heated office with shop and separate 
storage building both totaling 5,800 
sq. ft. on 1.42 acres. Right-of-way 
access from Route 2 (Main Street), 
Williamstown. $208,000.

Two prime buildable commercial parcels 
of .27 acres each with 60 ft. of frontage on 
Route 2 (Main Street). $40,000 each.

Historic building converted to business 
use. Excellent for owner occupant or 
investment. Apartment potential on 
second floor. Excellent access and off-
street parking off Route 2 (Main Street), 
Williamstown. $260,000.

SAle PeNDiNG

SAle PeNDiNG

BuilD here

MAKe AN offer

oNlY oNe left offiCe/iNVeStMeNt
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By John Townes
An effort to revitalize a prominent com-

mercial block, and create a new anchor of 
downtown culinary and social activity in 
North Adams, is heading towards completion 
after a two-year renovation project.

Businessman and developer David 
Moresi purchased the 15,000-square-foot, 
three-story Mulcare Building on Marshall 
Street at auction for $370,000 in April 2014. 
Since then he has completely overhauled 
the building for a mix of commercial and 
residential use.

The building is in a key section of the city 
center. It is across Marshall Street from the 
Massachusetts Museum of Contemporary 
Art (MASS MoCA), by the western end of 
the city’s downtown.

“People in North Adams have really been 
interested in what we’re doing here and wait-
ing for this to be completed,” said Moresi, 
a North Adams native and resident of the 
city. “It is going to transform this block and, 
hopefully, stimulate overall activity and other 
development downtown.”

The most visible aspects have been in the 
street-level storefront spaces, which now 
house two complementary businesses.

In one space, the Mohawk Tavern, a 
longtime and well-known bar that closed in 
2013, was reopened in its former location 
last summer with a more contemporary look 
and operation.

The other street-level space has been 
converted into a new Italian restaurant 
called Grazie that is slated to open in mid-
February.

“The goal for Grazie was to create the 
type of good old authentic traditional Ital-
ian restaurant that used to be very popular 
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in North Adams,” said Moresi. “That’s the 
aspect of this that the community has been 
most excited about. Ever since we announced 
this, people have been constantly asking me 
when it’s going to open.”

In addition to being a business opportunity, 
Moresi said he has a personal connection to 
the Mulcare Building.

His grandfather started the original Mo-
hawk as a tavern and cafe in 1935, and his 
father operated it before selling it in the 1970s. 
After being in several different sites in its 
earliest years, the Mohawk settled into its 
present Marshall Street site around 1950.

Moresi operates Moresi & Associates, a 
real estate, property management and con-
struction business. The company manages 
residential and commercial properties for 

clients in northern Berkshire County and 
southwest Vermont. It also owns and manages 
rental properties. Other divisions include a 
commercial construction business and an 
electrical contracting business.

Moresi said that, when the Mulcare prop-
erty became available at auction, it appealed 
to him for a combination of personal and 
business reasons.

“In addition to being a good investment, 
I liked the idea of reviving our old family 
business, and doing something that would 
contribute to the vitality of North Adams 
and downtown,” he said.

Moresi estimated that he has invested 
about $1 million in the overall project, which 
received financing from MountainOne Bank. 
His company has handled much of the resto-
ration work, with the additional participation 
of Adams Plumbing and Heating.

He acknowledged that the project has taken 
longer to come to fruition than originally 
anticipated.

“It required extensive work,” he said. 
“We’ve totally remodeled the interior and 
installed things like a new HVAC system. Also, 
this has been a personal pet project. Our other 
work for clients had to take priority, and we 
had to fit in the work on this as we could.”

Moresi said that most of the six three- and 
four-bedroom apartments have been finished, 

with the final ones slated for completion in 
March.

They include a mix of unfurnished and 
furnished market-rate rental units. Moresi 
said the unfurnished units, which will rent 
for about $1,750 including heat, are oriented 
to long-term tenants.

The furnished apartments will be available 
for lease by corporations or institutions to 
house people who are temporarily in the area 
for business or other purposes. Moresi noted 
that MASS MoCA is leasing some of the units 
to house visiting artists who participate in its 
residency programs.

He said the ratio of corporate and long-term 
units will be based on the overall demand.

Complementary operations
With the two commercial spaces, Moresi 

said that while both The Mohawk and Grazie 
are intended to appeal to tourists, they are 
primarily oriented to local residents.

“We want to attract people who are going 
to MoCA, and we hope they will come here 
after their visit to the museum,” he said. 
“Hopefully, that will also encourage them 
to continue on to Main Street and explore 
downtown.”

He emphasized, however, that their 
primary market is the local and regional 
population.

“Our main goal is to serve the people who 
live here, and offer them places to enjoy 
themselves, whether they want to gather 
in a casual setting at The Mohawk or when 
they want a night of fine dining at Grazie,” 
he said.

owner sees new 
downtown anchor 
taking shape with 
mulcare Building
Renovation project boosts 
city’s social, culinary scene

David Moresi (left) is partnering with chef Matt Tatro on the soon-to-open Grazie, a traditional Italian restaurant in the Mulcare Building on Marshall Street in downtown 
North Adams. Moresi purchased the prominent three-story building two years ago and is redeveloping it for mixed commercial and residential use.
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In planning the project, Moresi said he 
did not want to become a restaurant or tav-
ern operator, but he did want to be able to 
determine their identities and ensure their 
standards and longevity.

“The restaurant industry is very volatile,” 
he said. “Restaurants come and go quickly. 
However, my goal was to have restaurants 
here that will operate for the long term.”

For The Mohawk, he came up with a 
leasing model that he describes as similar 
to a franchise agreement, in which a tenant 
agrees to follow basic guidelines based on its 
determined role and identity as a traditional 
casual tavern and cafe.

He worked out a lease and operating agree-
ment with Alexander Smith, who also owns 
the Gramercy Bistro in the MASS MoCA 
complex at 87 Marshall St.

“We worked together to fully restore The 
Mohawk and keep its traditional qualities 
in a fresh contemporary form,” said Moresi. 
“We came up with a beautiful design that 
incorporates elements of a 1930s art deco 
motif.”

For the Italian restaurant in the adjacent 
space, Moresi has partnered with Matt Tatro, 
a North Adams native who returned to the 
city about three years ago after working as 
an executive chef in Boston.

“I decided the only way to ensure its long-
term success was to have a partnership with 
an operator who would also have an owner-
ship stake,” Moresi said. “I was introduced 
to Matt, and he was the perfect person for 
this. He’s got a great background and is very 
popular locally. Basically, we’re two old 
North Adams guys who want to run a great 
restaurant for the community.”

After growing up in North Adams and com-
pleting business school at Roger Williams 
University in Rhode Island, Tatro moved to 
Boston, where he joined the Wellesley Res-
taurant Group and worked as an executive 
chef at several restaurants there.

“I’ve always worked in restaurants,” said 
Tatro. “I worked at La Veranda and the Mill 
on the Floss here when I was young, and I 
supported myself by working in restaurants 
while I was in college.”

He noted that he met his wife, Macken-
zie, when both were working at Mill on the 
Floss (a longtime French restaurant in New 
Ashford). She will manage the front-of-house 
operations of Grazie.

Tatro said that the couple, who have 
three young children, decided to return to 
the northern Berkshires to raise their family 
here. After moving, Mackenzie studied nurs-
ing, and Matt helped a friend open another 
restaurant in the area.

Attention to details
He said that, after meeting Moresi, he 

decided that the concept of the restaurant met 
his personal and professional goals.

“We hit it off really well, and we share 
the same values,” Tatro said. “We want to do 
this right. One reason this has taken longer 
than expected is because we have been very 
careful about the details.”

He noted, for example, that they wanted 

to include such amenities as ports built into 
the bar, to enable customers to recharge their 
cell phones.

Tatro and Moresi said the 75-seat restau-
rant is based on the model of a traditional 
Italian eatery that offers a mix of casual and 
fi ne dining. One section has white tablecloth 
service. It also includes a full granite-top bar 
and a more casual lounge, which can also be 
separated for private parties.

Tatro said the decor refl ects their goals of 
a friendly, comfortable environment.

“It has a warm atmosphere and many of 
the old-school decorative elements you’d fi nd 
in a traditional Italian restaurant,” said Tatro. 
This includes several large Italian-themed 
paintings that dominate the walls on both the 
casual and fi ne-dining sides of Grazie. 

He said menu will focus on northern and 

southern Italian cuisine, with a mix of pasta, 
meat and seafood dishes. “It will include 
specialty dishes, as well as basic comfort 
food,” said Tatro. It will also feature a selec-
tion of Italian wines.

The prices are varied, they said, ranging 
from about $15 for pasta and salad to $26 
for fi let mignon.

Grazie will have a full- and part-time staff 
of around 30. Tatro noted that the hometown 
orientation also extends to its operations.

“It’ll be a family-and-friends type of busi-
ness,” he said. “For example, my mother is 
planning to work here part time. We also 
expect that a number of other relatives and 
friends from around town will be working 
here. I think that’s going to create a real sense 
of camaraderie.”

Moresi said The Mohawk and Grazie 
complement each other in terms of atmo-
sphere and selection. “The Mohawk is the 
place to go when you want a burger or other 
pub food, and Grazie is the place for a fi ne 
Italian meal,” he said.

However, they also share some common 
elements. They both utilize the same kitchen, 

and are linked in an unusual way. Moresi 
explained that they obtained a conveyor 
system from a bank that they are now using 
to transport food from the kitchen to The 
Mohawk. “That is visible and people will 
be able to see the food as it is being sent to 
The Mohawk,” he said.

In a third element of the overall project, 
the basement of the building is slated to be 
occupied by a new wine-making business, 
called the DeMarscos Winery. While the 
winery, which is leasing the space, will not 
be open to the public, its products will be 
sold in the upstairs businesses.

As a longtime resident, Moresi said he has 
seen the ups and downs of North Adams. He 
believes that a variety of current and pro-
posed initiatives and projects are beginning 
to come together.

“I’ve long said that the corridor extending 
from the Clark Art Institute in Williamstown 
to MoCA and downtown North Adams would 
eventually become a hotbed of activity,” he 
commented. “I think that is coming together, 
and I’m excited to be able to be able to be 
part of it at one end of this corridor.”◆

The fi rst part of the redevelopment project to be completed was the renovation of The Mohawk Tavern, which 
had operated at the Marshall Street location for many years before closing in 2013. The updated tavern, 
which opened last June, is seen as a complementary operation to the neighboring Italian eatery.

In addition to the two commercial businesses at street level, the redeveloped Mulcare Building includes six 
large market-rate apartments on the upper fl oors. Some of these will be leased to long-term tenants, while 
other units will be available to businesses or organizations for short-term housing needs.
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