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Double
CROSS
Two well-established 
independent agencies
join with Maine-based 
insurance company

By John Townes
Impact entrepreneur Laurie Lane-Zucker 

of Sheffield has a sense of urgency about the 
need to encourage economic and business 
models in which social and environmental 
sustainability are considered as important as 
financial profit to the bottom line.

“If one looks at the trajectory we are 
on, human society is at a very precarious 
place, because of the ways we produce and 
consume,” he said. “As we have grown as 
a species, we are under increasing social 
and ecological pressures, with diminishing 
resources. We have to be more attentive to 
what we do in the world, and work to develop 
a truly sustainable economy.”

Lane-Zucker also sees the problems being 
experienced in Berkshire County, which he 
describes as “dismaying.” 

“It’s well known that Berkshire County 
is facing serious economic challenges and 
is losing population,” he said. “Many young 
people are leaving because of a lack of 
economic opportunity. It can all seem very 
daunting if you think about it.”

Despite these local and global concerns, 
Lane-Zucker describes himself as an op-
timist. In fact, he sees the need for global 
solutions as an opportunity to help develop 
and implement a new paradigm for busi-
nesses and economic development here in 
Berkshire County.

“We have to move beyond using 20th cen-
tury approaches,” he said. “The Berkshires 
have a strong tradition of both innovation and 
consciousness. It is a perfect place to help 
lead us to 21st century solutions.”

continued on page 16

By Brad Johnson
A new player has entered the Berkshire 

insurance market in a significant way. But 
don’t be surprised if the line-up of local 
agencies looks pretty much the same as it 
had before.

In October, Cross Insurance completed 
its acquisition of Colt Insurance Agency. 
That deal took shape just a few months after 
another Pittsfield-based agency, Bardwell 
Bowlby & Karam (BBK), had joined the 
Cross Insurance team.

In both cases, the identities of the agencies 
remain the same – as do their respective staffs, 
including their former owners/principals.

What has changed, however, is that these 
agencies now have access to a much wider 
range of insurance carriers as part of the 
larger Maine-based Cross. According to 
agency officials, that means not only being 
able to offer their clients more products but 
also better pricing due to the new parent 
company’s high volume of business.

“We’ve already seen the difference here,” 
said Edward Chagnon, a former principal 
with BBK. “It has opened us up to a lot of 
new options for our clients.”

W. Kelly Collins Jr., former owner and 
principal with Colt Insurance, expressed a 
similar view. “It’s going to look and feel like 
business as usual,” he said. “Our customers 
will not see a difference except for better 
pricing and more choices in carriers.”

In these and other respects, the transition 

to becoming part of the larger insurance com-
pany has benefits for all sides involved.

“It’s really a win for everybody,” said Mi-
chelle Orlando, who now serves as president 
of both BBK and Colt agencies.

Orlando also serves as president of Cross 
Surety Inc., a wholly owned subsidiary of 
Cross Financial Corp., which includes Cross 

Insurance and other related operations. And, 
while the parent company has its headquarters 
in Bangor, Maine, the operations of Cross 
Surety are actually based in an office in 
Dalton, where Orlando and her team have 
for several years been quietly providing 
services in the specialized field of surety, also

continued on page 27

Michelle Orlando, president of Cross Surety Inc., is joined by Edward Chagnon (left) and W. Kelly Collins 
Jr., former principals respectively of Bardwell Bowlby & Karam and Colt Insurance Agency, in Colt’s down-
town Pittsfield office. The two local agencies were recently acquired by Maine-based Cross Insurance, 
which is also the parent company of Cross Surety. Orlando, who operates Cross Surety from an office in 
Dalton, says the acquisition of the two local agencies is part of an ongoing expansion of Cross Insurance’s 
footprint throughout New England and other Northeast markets. Orlando is also now serving as president 
of the two agencies, which are retaining their existing identities, staffs and office locations.

By John Townes
There have been important changes 

in the membership of 
Lee’s downtown busi-
ness community in 
recent months, as sev-
eral prominent long-
time businesses have 
changed hands.

However, the composition and nature of 
the town’s central business district is not 
expected to change because of this.

While Stockbridge is most associated with 
the image of the small-town America that Nor-
man Rockwell portrayed in his art, Lee might 
more accurately be considered the actual heir 
of that tradition, with a working downtown 
of small businesses that continue to serve the 
practical needs of the local population.

Unlike many municipal commercial 
centers that have either been largely aban-

doned, or taken over by 
chain stores, or gentri-
fied into expensive, 
trendy shops and cafes, 
Lee has stubbornly 
remained a bastion of 
long-standing indepen-

dent “mom and pop” retail businesses.
While Lee has also experienced its share 

of changes, and shown some signs of trendi-
ness, that traditional identity has survived 
even as the economy struggled with the loss 
of major employers and the competition that 
arrived with the opening of a nearby retail 
outlet complex almost two decades ago.

The recent changes of ownership at three
continued on page 12

DOwntOwn lee

New owners take the helm at three 
mainstay businesses on Main Street

Lee has stubbornly remained 
a bastion of long-standing 

independent “mom and pop” 
retail businesses.

Vern Kennedy has invested in downtown Lee’s future by purchasing the Morgan House, a business whose 
roots stretch back more than 160 years into the town’s past.  It is one of three prominent Main Street 
businesses that have changed hands recently, with all sales brokered by Stone House Properties.
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For more information or to schedule an appointment,  
call 802-442-6314 or visit svhealthcare.org/ortho.

Board-certified physicians 

Fellowship trained

Services include:

    Anterior hip replacement 

    Total and partial knee replacement 

    Sports medicine and arthroscopy 

    Reconstructive shoulder surgery 

    Surgical and nonsurgical fracture care

We are proud to announce that the area’s 

premier orthopedic physicians are joining 

forces with Dartmouth-Hitchcock Putnam 

Physicians, a division of Southwestern 

Vermont Medical Center. This new 

partnership brings the most comprehensive 

treatments closer to you, and elevates SVMC 

Orthopedics as the leader in orthopedic care 

for western Massachusetts, eastern upstate 

New York, and southern Vermont.

Matthew Nofziger, MD James Whittum, MD Jonathan Cluett, MD Suk Namkoong, MD
  

SVMC Orthopedics is expanding.
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By John Townes
North Adams has made the cut as one of 

eight communities selected out of 3,000 
nominations for the semi-finals in a national 
contest, the 2017 Small Business Revolu-
tion – Main Street.

The competition, which is sponsored by 
Deluxe Corp., a national business services 
provider, will ultimately choose one small 
city or town as the winning community. The 
winner will receive $500,000 in revitalization 
assistance, in the form of expert consulting 
and other assistance, provided to six selected 
local businesses.

The chosen city or town will also be the 
subject of an eight-episode series portraying 
the community, and the process of assisting the 
individual businesses, which will be webcast at 
the SBR website, SmallBusinessRevolution.
org (or on Facebook at www.facebook.com/
smallbizrev). The series will also be available 
on the Hulu online video service.

“In addition to the help the selected busi-
nesses will receive if we win, just being 
part of this is great for the city,” said Suzy 
Helme, director of community events for the 
city of North Adams. “Anything that gives 
North Adams this kind of national publicity 
is helpful.”

Other communities on the Small Business 
Revolution (SBR) shortlist are Red Wing, 
Minn.; Marietta, Ohio; Woodland Park, Colo.; 
Georgetown, S.C.; Frostburg, Md.; Bristol 
Borough, Pa.; and Kingsburg, Calif.

The SBR team is visiting all eight com-
munities to tour them, meet business owners 
and other residents, and film a video about 
the visit.

On Jan. 13, North Adams will be “putting 
on the dog” when the SBR team visits. Helme, 
who is a board member of the North Adams 
Chamber of Commerce, and Ben Lamb, 
North Adams City Council president, will 
host the visiting SBR team.

On Feb. 9, a list of between four and six 
finalists will be announced, and their video 
profiles will be posted on the SBR website. 
That will be followed by one week of public 
voting, and the winning community will be 
announced on Feb. 19.

The votes will be cast by residents of the 
competing communities, as well as by more 
objective members of the wider public who 
are following the SBR competition.

Helme said that if North Adams is a final-
ist, the city and supporters will be actively 
encouraging support and votes throughout 
the region by personal networking, publicity 
and social media campaigns.

“We’ll be encouraging everyone in the 
area, or who has a connection to North Adams, 
to participate in the vote,” she said.

Different twist on reality TV
The concept and format of the Small 

Business Revolution – Main Street series 
is similar to the “makeover” shows that are 

staples of reality television, such as Hell’s 
Kitchen, Shark Tank and Extreme Makeover, 
in which winning participants receive guid-
ance and help.

Indeed, a co-host of the Small Business 
Revolution series is investor Robert Herjavec, 
one of the judges on the show Shark Tank.

However, this series will not feature 
Gordon Ramsay yelling 
at hapless restaurant 
owners, or families 
squabbling, or harsh 
criticisms of the dreams of budding entrepre-
neurs. Rather, it is oriented to constructively 
profiling small towns and promoting the 
virtues of independent businesses.

Helme noted that the series is produced for 
Deluxe by Flow Nonfiction, an independent 
production company based in Texas that 
specializes in constructive programs about 
the positive contributions of businesses, 
nonprofit organizations and individuals.

“While they do look for towns and busi-
nesses that have an interesting story to tell, 
it’s not flashy or dramatically exploitative,” 
said Helme. “The emphasis is on celebrating 
the common person and small towns.”

Deluxe is a Minnesota-based company 
founded in 1915 that provides products and 
services to businesses and financial institu-
tions. Its core products are checks, forms and 
related business services. It also provides 
customized services for small businesses, 
including marketing assistance, website 
development and hosting, email marketing, 
social media, search engine optimization 
and logo design. It has 4.5 million active 
small business customers and 5,517 financial 
institutions as clients.

Role of small business
The Small Business Revolution started in 

2015, as part of Deluxe’s 100th anniversary 
celebration, when it produced a photo and 
video series that profiled 100 small business-
es. Deluxe explained its reasons for starting 
the SBR initiative in a press release.

“There’s nothing ‘small’ about small 
businesses – after all, they make up half the 
nation’s economy,” the company stated. “In 
an era of big data and massive conglomerates, 
there’s a growing movement to make business 
more personal. Deluxe championed the Small 
Business Revolution to bring awareness to 
the critical role small businesses play in the 
fabric of our local communities.”

Based on the public response to the ini-
tial profiles, Deluxe decided to expand on 
the concept by creating the Small Business 
Revolution – Main Street series.

The first series (which is available for 
viewing on the SBR website) featured Wa-
bash, Ind. The businesses that were selected 
included a local restaurant and bar, a tattoo 
parlor, and a bridal and wedding supplier, 
among others. The participants received 
expert advice on marketing, pricing, website 

development and related issues, and other as-
sistance including facility improvements.

A second series, the current contest, was 
subsequently announced.

Initially, about 14,000 people sent in 
nominations for the current edition. The 
SBR team selected the shortlist of eight com-
munities from those, and announced them in 

November.
The SBR competi-

tion is oriented to small 
towns and cities that 

have experienced economic or other dif-
ficulties, but which also have a strong sense 
of community spirit and have taken definite 
steps to move forward with demonstrated 
progress.

Helme believes that North Adams – which 
has undertaken numerous initiatives to trans-
form itself after the loss of its major indus-
tries, including development of its creative 
economy – has the right mix of characteristics 
that the SBR is looking for.

“I think North Adams had the ‘Goldilocks 
effect’ of just the right combination of size 
and circumstances for them,” she said. “We’re 
an interesting community with a great story 
to tell.”◆

nORth ADAmS COmpeteS

City ready for Small 
Business Revolution

“We’re an interesting commu-
nity with a great story to tell.”

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 
even more.

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 
is now open, serving dinner 
nightly from 5 to 10 pm. 

Our chefs serve up delicious 
American cuisine with a
Garden flair.

Lenox Pittsfield
1032 South Street

Pittsfield, MA 01201
413-448-2222

www.lenoxpittsfield.hgi.comMountain•healtH

Join us to talk about our vision plan for North Adams,
and how we can work  together 
to  raise a healthy city. 
Refreshments served.

845-721-5959

Open HOuse On Tuesdays
Dec. 20 & 27, Jan. 3, 10, 17, 24 & 31
Noon to 3 p.m. (Realtors welcome)

FOR SALE BY OWNER

21 RiveR sT., nORTH adams
Turnkey mason block house

3 bedrooms • 1 bath
 $94,000 • Financing available

A conclusion is
a place where you
got tired thinking.
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By Brad Johnson
What began as a northern Berkshire satel-

lite operation for a larger veterinary practice 
in Pittsfield has now become a stand-alone 
business under separate ownership.

And, in conjunction with that change, a 
young staff veterinarian has seized the op-
portunity to fulfill her goal of owning and 
operating her own practice.

“That’s something that many of us in this 
field think about and eventually hope to do,” 
said Lindsay Cermak, who in early September 
became the owner of North County Veterinary 
Hospital. “For me, things just came together 
here in a way that made it possible to take 
this step.”

The veterinary hospital, based in a leased 
building at 838 Curran Hwy. (Route 8) in 
North Adams, was opened in 2008 by veteri-
narian John Reynolds as an expansion of the 
long-established Pittsfield Veterinary Hospi-
tal. Reynolds, who purchased that practice in 
1996, expanded the facility in 2003 to include 
the related Shaker Hill Pet Resort.

Cermak, a native of Pittsfield and a 2000 
graduate of Taconic High School, went to 
Williams College, where she earned a degree 
in biology and psychology in 2004. She then 
took a position at Reynolds’ veterinary prac-
tice as a staff technician, an experience that 

inspired her to pursue a veterinary career. 
She graduated in 2010 from the Cummings 
School of Veterinary Medicine at Tufts 
University in Grafton and went on to do a 
one-year internship with a large veterinary 
practice in Connecticut.

In 2011 she rejoined Reynolds’ practice 
as a staff veterinarian. “For the first year I 
was based at the Pittsfield practice,” she said. 
“Then in 2012 I started spending some time 
in north county.”

Her involvement at the North Adams lo-
cation continued to grow to where she was 
working there full time, 
and in 2015 she was 
named medical direc-
tor for the practice.

At about that time, Cermak said, Reynolds 
began discussing the general possibility of 
selling the north county practice, which led 
to more specific discussions about Cermak 
buying the operation. “When it came up, it 
seemed like a good move,” said Cermak. 
“It was a goal of mine for some point in the 
future, and there’s some freedom to running 
your own practice.”

As a Berkshire native, Cermak said the 
opportunity to have her own practice in her 
home region was especially appealing. “This 
is where my roots are and where I want to be,” 
she said, adding that her resolve to extend 

those roots deeper was bolstered by the birth 
of her daughter, Ella, two years ago.

However, as discussions about buying the 
veterinary practice moved forward, Cermak 
and her family were thrown an unexpected 
curve. She explained that her husband, Noah, 
is employed at Sabic Innovative Plastics, 
which announced last October that it would 
be closing its Pittsfield operations gradually 
over the next year or so.

Despite the pending loss of employment 
for Noah, the couple decided to go forward 
with the purchase of the veterinary practice. 
“We both feel this is our home,” said Cermak, 
noting that her husband will be exploring 
positions in the surrounding region once 
Sabic’s operations here are phased out.

Cermak closed on her purchase of North 
County Veterinary Hospital on Sept. 9. Finan-
cial details were not disclosed, but she noted 
that she received financing for the purchase 
through a company that specializes in transac-
tions involving veterinary practices.

North County Veterinary Hospital (413-
664-4570) is a full-service, fully equipped 
facility for dogs and cats that takes emergency 
cases as well as less urgent medical, surgical, 
and dental issues. In addition to Cermak, the 
practice has a staff of three technicians and 
one receptionist.

“It’s a small practice,” Cermak said. “We 
are busy, but we definitely want it to grow 
and are always taking on new clients.”

She noted that the addition of a second 
veterinarian would be a likely factor in 
future growth of the practice. That, among 
other things, would allow for an expansion 
of its schedule to include more evening and 
weekend hours. Currently the practice is 

open Monday, Tuesday, 
Thursday and Friday 
from 8 a.m. to 5:15 
p.m., and on Wednes-

day from 10 a.m. to 8 p.m.
“We would like to increase our availability 

with more hours as a way to better serve the 
community,” she said. (Currently, emergency 
cases on weekends are referred to Pittsfield 
Veterinary Hospital.)

However, operating a small practice also 
has its benefits, according to Cermak. “There 
is a real community feel to this,” she said.

She described her philosophy of care as 
“in basic terms, treating animals like they 
were my own pets.” She acknowledged 
that veterinary services can be a significant 
expense for some pet owners, and that her 
practice works with clients to provide op-
tions for handling that expense – especially 
in emergency situations or those involving 
serious medical conditions.

Since its opening in 2008, North County 
Veterinary Hospital has joined the older and 
larger Greylock Animal Hospital as the only 
veterinary practices in the northern Berkshire 
region. Currently, between the two hospitals, 
all five veterinarians happen to be women.

This, according to Cermak, is not just an 
anomaly. “That is definitely the trend toward 
more women than men entering this profes-
sion,” she said, noting that in her veterinary 
school graduating class of 75, only nine 
were men.◆

Veterinarian Lindsay Cermak has achieved her goal of owning her own practice sooner than expected with 
her purchase of North County Veterinary Hospital, where she had previously been a member of the staff.

pRACtiCe mAkeS peRFeCt

Veterinarian achieves 
her professional goal 
sooner than expected

“There is a real community 
feel to this.”

if yOu cOuld shop local and
 save money aT THe same Time,

wHy wOuldn’T yOu?
sHOp lOcal:
Berkshire Merchant Services is a locally owned business 
and a member of the Berkshire Chamber of Commerce, 
Downtown Pittsfield and Southern Berkshire Chamber.

find OuT HOw mucH mOney yOu can save:
Ask about our $500 guarantee to beat your current 
credit card processing rates.

BERkShiRE MERchANt SERvicES
Don Raiche • www.BerkshireMerchantServices.com • 413-637-2100

thE
pROtEctiON 

YOuR BuSiNESS 
NEEdS

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

Heat Loss Monitoring

New eNglaNd dyNamark
Security ceNter

413-442-5647 • 800-821-SAFE
www.nedynamark.com
Protecting area businesses since 1978
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gallery to start 2017 with 
shift to north end of town

By John Townes
After three years in a high-profile location 

at 25 Railroad St. in downtown Great Bar-
rington, Lauren Clark Fine Art and Framing 
on the Edge is moving north.

However, it is not a long-distance move. 
Clark is relocating her business to 325 Stock-
bridge Rd. (Route 7) in the White House 
Square commercial complex in the northern 
end of Great Barrington.

“We’ve had a great three years here,” 
said Clark. “But when I found this space in 
White House Square, it was an opportunity 
I couldn’t pass up.”

Lauren Clark Fine Art features contem-
porary original art and fine crafts. It also 
includes a framing business.

The business originated in 1992, when 
Clark became a partner in Tokonoma Gallery 
in the village of Housatonic. Clark started 
her own gallery and framing business there 
in 2006. She relocated to Railroad Street 
three years ago.

She will be open in the Railroad Street space 
through the end of the year. She plans to close 
for about a week at the beginning of January, 
and then reopen in the new location. In the 
meantime, she is holding a moving sale.

Clark said she decided to move to White 
House Square for a combination of reasons. 
She explained that her current lease expires 
at the end of the year, and she decided that 
the benefits of being on Railroad Street did 
not outweigh the higher rents in downtown 
Great Barrington.

“I’m glad we moved to Railroad Street,” 
she said. “The visibility and exposure 
brought us a new level of recognition, and 
introduced us to a lot of new customers 
and friends. However, my business is not 
location-dependent and does not rely on 
foot traffic. White House Square is a great 
place, and we’ll still be accessible to people. 

So the chance to move to a less expensive 
space there made sense.”

While the new 1,500-square-foot space 
is slightly smaller than the 1,700-square-
foot store on Railroad Street, Clark said its 
characteristics are well suited to her business 
and has other advantages.

“We’ll have room to do everything we’ve 
been doing before,” she said. “In addition, 
we have access to an outdoor area, which 
enables us to add more sculpture, as well as 
hosting outside events.”

She added that White House Square has 
ample parking, and customers can easily park 
close to her gallery entrance.

In addition, the configuration of the new 
space allows the framing section to be more 
accessible.

Clark explained that she has been develop-
ing a more distinct identity for the framing 
side of her business, which she is renaming 
Framing on the Edge.

On Railroad Street the framing section has 
been in a rear section of the gallery.

The new location has two sets of doors, 
and its layout makes it possible to have the 
gallery and framing area adjacent to each 
other, with a separate entrance for framing 
customers. That, combined with the park-
ing, will make it easier for people to bring 
in artwork for framing.

“Framing customers can bring their art-
work directly from their car into the framing 
center,” she said. “That can make a lot of 
difference for people with large pieces.”

Clark is a native of Yonkers, N.Y. She was 
originally a framer and operated a framing 
business in New York before moving to the 
Berkshires 28 years ago.

She combined framing with art and 
craft sales at Tokonoma Gallery, and then 
expanded that with Lauren Clark Fine Art 
(413-528-0432 or laurenclarkfineart.com).

She represents and sells the work of artists, 
sculptors and crafters. The gallery is eclectic, 
with work in a variety of genres, media and 
styles – from representational art and land-
scapes to more fanciful or abstract works. 
Most artists are from this region, but Clark also 
carries work by artists from other areas of the 
country and a few international artists.

“I basically sell what appeals to me, and 
it’s diverse rather than a particular style,” 
she said. “One of my favorite aspects of 

the business is the relationships that I have 
developed with artists. I especially enjoy 
working with those who are local, and I get 
to know them really well.”

The fine crafts she carries are all handmade, 
and include jewelry, ceramics, glassware and 
other items. She noted that her approach to 
the selection of crafts is practical as well as 
aesthetic.

“Most of the crafts I sell are also functional 
items that people can use,” she said.

Clark herself is a maker of Turkish marbled 
papers, which she sells in her gallery, in art 
supply stores and to bookbinders, designers 
and publishers.

She handles most aspects of the business 
herself, with the assistance of two employees, 
Jon Clarke and Leslie Groff.

Clark said that during her time on Railroad 
Street she also began using the space for 
live events, such as performance art, staged 
readings and other activities, including Tango 
Nights. “We move everything to the side, 
and open up the center of the room for the 
dancing,” she said.

She said she will continue to do that in 
the new location, with the addition of some 
seasonal outdoor events.◆
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Next cohort starts in January.
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you don’t have a plan.

Expect more.

compuworks.biz

1 Fenn Street  
Pittsfield, MA

413-499-0607 
800-207-1926

Only a fool
trips on what’s
behind him .



6 January 2017 Berkshire Trade & CommerCe

   

2015 GMC Sierra 

McAndrews-King 
Buick GMC Truck Inc. 

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

mcandrewsking.com
Bigger is not Better… Better is Better

2016 GMC Sierra

2016 President

Over $115 
Million in 

Commercial 
& residential 

sales over a 27 
Year Career

1.59-acre commercial site
$299,900

LOCATION, LOCATION, LOCATION! Office building 
and 45 parking spaces with great visibility on Route 
7 in Lanesboro. Built in 2003 with 2800 sq. ft., two 
accessible bathrooms, two gas fireplaces, central 
A/C. Move your business here! (4081B)

5-acre commercial site
route 7 – lanesboro

Five buildings ranging from 500 to 6,000 sq. 
ft. offered at $899,900. See MLS 214374 at 
barbhassanrealty.com for more details.(4068B)

reduced

BarB davis-Hassan,CCiM
BrOker/Owner

“Use a Certified Commercial Investment Member 
for all of your real estate needs.”

for sale – Pittsfield
$599,900 

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

reduced

for sale – Pittsfield
446 tyler street – $129,900

Long-term retail store on busy Tyler Street corridor, 
with two-bedroom apartment for added cash flow 
in upper level. General Business Zoning. Contact 
Barb for more details. (4079B)

reduced

roUte 7 – laNesBoro
$209,900

Four unit retail center plus apartment, w/separate 
house, detached garage on 1.4 acres. High-visibility 
location, upgraded septic, town water. (4082B)

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

Update
Business

FROnt pages

“Giving Back: Your Guide to Charitable Op-
portunities in the Berkshires” has been published 
by the Nonprofit Center of the Berkshires (NPC), 
a new organization founded by Liana Toscanini 
and committed to facilitating growth for charitable 
organizations through shared resources, affordable 
products and services, and creative collaborations 
(august2016 BT&C). The 128-page Giving Back 
guide includes a directory of over 900 Berkshire 
nonprofits, profiles of 60 nonprofit organizations, 
and articles geared towards charities and donors. 
Five thousand copies of the guide are currently 
being distributed to real estate offices, town halls, 
banks, libraries, businesses, schools and community 
centers throughout the county. Those interested 
can pick up a free copy at the Nonprofit Center’s 
office at 40 Railroad Street in Great Barrington or 
at several locations throughout Berkshire County, 
including all branches of Lee Bank and Adams 
Community Bank. The guide can also be ordered 
online at npcberkshires.org. For more information, 
call 413-645-3151 or visit npcberkshires.org.

Berkshire Bank Foundation has awarded 
$173,375 in grants and pledges to 45 nonprofit 
organizations in Berkshire County during their 
third quarter grants cycle. Among those receiving 
funding from Berkshire Bank Foundation are: 
Boys & Girls Clubs of the Berkshires (a grant 
to purchase a new Zamboni); Norman Rock-
well Museum (a grant to support the Berkshire 
County High School Art Show & Naturalization 
Ceremony); The Christian Center (a grant to 
help replace windows at the center); Elizabeth 
Freeman Center (a grant to support their Walk a 
Mile event and Money School); Railroad Street 
Youth Project (a grant to support their Youth 
Apprenticeship Program); and Elder Services of 
Berkshire County (a grant to support their elder 
nutrition meals on wheels program)… Berkshire 
Bank has announced that its foundation, in partner-
ship with New England Sports Network (NESN), 
is sponsoring the Berkshire Bank Exciting Assists 
grant program, in which it will award grants to 
three nonprofit organizations throughout the sea-
son, based on the total number of assists that the 
Boston Bruins complete during their 2016-2017 
regular season games. The promotion runs through 
April 1, 2017 and is segmented into three sections: 
from Oct. 13 to Dec. 7, Dec. 8 to Feb. 3, and Feb. 
4 to March 31. The nonprofits chosen to receive 
donations for the three segments are Soldier On, 
Birthday Wishes and Cradles to Crayons.

For the ninth consecutive year, United Person-
nel has been included in the 100 Top Women-led 
Businesses in Massachusetts as identified by the 
Commonwealth Institute and the Boston Globe 
Magazine. The rankings represent a wide range 
of industries, including manufacturing, business 
services, health care, education, human services 
and retail. Cumulatively, these Top 100 women-led 
companies produce $70 billion in revenue annually 
and employ 70,000 workers in Massachusetts. 
These nominated companies were selected for total 
revenue, percentage of women in leadership board 
and management roles, diversity among staff and 
innovation. “We are both thrilled and honored to 
be recognized among such a well-respected group 
of companies, and hope to continue our growth 
and innovation in order to deliver great service to 
our clients and candidates,” said Tricia Canavan, 
president of United Personnel. The company, 
which has offices in Pittsfield, Northampton and 
Springfield, was ranked 81st in the Top 100 list.

The Norman Rockwell Museum has launched 
the Berkshire County Student Passport Program, 
as part of a comprehensive effort to engage young 
people and families who might not otherwise have 
the opportunity to visit the museum, and to intro-
duce them to the work of Rockwell. Supported by 
contributions, it is being piloted at several public 
elementary schools through early 2017, including 
Muddy Brook Regional in Great Barrington and 
Morningside Elementary in Pittsfield, with plans 
to expand to other regional elementary schools. The 
Passport Program begins with visits to elementary 
school classes by museum educators Tom Daly and 
Patrick O’Donnell, who lead hands-on art activities 
and interactive discussions about Rockwell’s art. 
This is followed by a class visit to the museum, 
with an educator-led tour. The students are also 
given a “Passport” certificate that entitles them 
to return to the museum once more with family 
members over the course of a year. It is concluded 
with a family day at the museum for students and 
parents from each school. For information about 
the program, call 413-931-2252.

Greylock Federal Credit Union has joined the 
CU24 ATM network, adding 29,000 surcharge-free 
terminals for its cardholders. The affiliation with 
CU24 will complement the existing relationship 
the credit union has with the CO-OP ATM network, 
which has 30,000 surcharge-free terminals already 
available to Greylock Federal cardholders. As 
with the CO-OP ATM network, CU24 provides 
an ATM Locator available in a downloadable 
app, as well as a locator online at www.cu24.com/
NoPremiumNoSelect/index.aspx. “Greylock’s 
partnership with the CU24 ATM network offers 
even more convenience for our members who have 
Greylock ATM/debit cards,” said Greylock Federal 
President and CEO John Bissell. “The expansion of 
our surcharge-free ATM network to nearly 60,000 
locations nationwide helps us achieve our vision 
of enabling our community to thrive.”

Jacob’s Pillow Dance, home to the longest-
running international dance festival in the U.S., 
is accepting applications for its 2017 Summer 
Internship Program. More than 30 interns from 
around the world are selected, following a competi-
tive application review and interview process, for 
on-the-job training in 14 areas of arts administra-
tion, documentation, and production. Interns are 
provided with on-campus housing and dining; staff-
led seminars, training, and mentoring; free access 
to performances and dance classes; and a $1,500 
stipend. Up to 18 college credits can be provided 
to Jacob’s Pillow registrants from the University 
of Massachusetts-Amherst. Jacob’s Pillow also 
works with students completing internships as 
part of their university work-study, independent 
study, and cooperative learning programs; and 
with international students or young professionals 
seeking U.S. internships. Internship opportunities 
are also available in the fall, winter, and spring, 
which are tailored to an intern’s specific needs, in-
terests, hours, and can vary in duration. For priority 
consideration for Festival internships, applications 
must be received by Jan. 13. All applications must 
be submitted by Feb. 10. For complete application 
details, visit www.jacobspillow.org.

Berkshire Medical Center (BMC) has again 
achieved high marks in new Leapfrog Hospital 
Safety Grades, which assign letter grades to hos-
pitals nationwide and provide the most complete 
picture of patient safety in the U.S. The grades 
were recently released by The Leapfrog Group, 
a national patient safety watchdog. BMC once 
again earned an “A,” the same grade it has been 
awarded each year since the program’s inception 
in 2012. BMC is one of only 72 hospitals out 
of over 2,600 across the country to attain this 
honor. To see BMC’s full grade, and to access 
consumer-friendly tips for patients, visit www.
hospitalsafetygrade.org or follow The Leapfrog 
Hospital Safety Grade on Twitter and Face-
book… The pulmonary rehabilitation program 
at Fairview Hospital has been certified by the 
American Association of Cardiovascular and 
Pulmonary Rehabilitation (AACVPR). The Great 
Barrington hospital participated in an application 
process that requires extensive documentation of 
the pulmonary rehabilitation program’s practices. 
Through this process, Fairview was recognized 
for its commitment to improving the quality of 
life by enhancing standards of care.

In support of educational programming, Mas-
sachusetts Museum of Contemporary Arts 
(MASS MoCA) has won two highly competitive 
grants totaling $279,191 from the Institute of 
Museum and Library Services (IMLS). The IMLS 
awards fall under the grant categories of “Learning 
Experiences” ($138,651) and “Community An-
chors” ($140,540), and serve as recognition of the 
museum’s expanding role in community engage-
ment and student learning. MASS MoCA received 
support for its four-year “Art 4 Change” (A4C) 
program, in partnership with six local elementary 
schools, as a “Learning Experiences” initiative. 
Adding to program grants previously awarded to 
the museum from IMLS in 2015 and a 16-year 
partnership with the elementary schools, A4C 
engages partner students in arts-centric conversa-
tions and activities to enhance problem-solving 
skills. Recognizing the museum’s commitment to 
its local community, the “Community Anchors” 
award supports “A Responsive Museum” (ARM), 
a two-year award that will engage the local com-
munity around exhibitions with socially relevant 
content. This will support goals identified in the 
museum’s strategic plan to cultivate community 
interest in the contemporary arts and to further 
the economic development component of the 
museum’s mission.

Williamstown-based Learning Sites, a pioneer 
in the field of virtual heritage, has added more 
awards to its recent bounty of corporate and 
industry recognition. The company received a 
2016 Software & Technology award as the “Best 
Archaeological Visualization Company.” It has 
also received a 2017 BoardRoom Elite award 
as the “Most Innovative Educational Material 
Developer in Massachusetts.” And AI Global 
Media has recognized Learning Sites with its 
Excellence Award as “Most Outstanding Virtual 
Heritage Company” for 2016.

The Berkshire Life Charitable Foundation 
has awarded grants totaling $124,080 to 26 local 
organizations that support a broad variety of pro-
grams for Berkshire County citizens living with 
disabilities. The 2016 awards included a $10,000 
grant to the United Cerebral Palsy Association 
of Berkshire County for countywide life skills 
and children’s programming, and $8,000 grants 
to the Elizabeth Freeman Center’s Shelter from 
the Storm project, Elder Services of Berkshire 
County’s Elder Nutrition Program, Berkshire 
County Arc’s Respite House, and Berkshire 
County Regional Housing Authority’s Ten-
ancy Preservation Program. Since its inception 
in 2001, the foundation has awarded more than 
340 grants with a cumulative financial contribu-
tion to the community in excess of $1.6 million. 
Requests for applications for 2017 grants should 
be directed to Jaime Campbell, Berkshire Life 
Charitable Foundation, at 413-395-4578 or 
Jaime_Campbell@glic.com.

Berkshire Hills Bancorp Inc., the parent 
company of Berkshire Bank, has completed the 
acquisition of First Choice Bank and the merger 
of First Choice Bank into Berkshire Bank, effective 
on Dec. 2. With this $150 million stock-for-stock 
acquisition, Berkshire Bank adds eight branches in 
the areas of Princeton, N.J., and greater Philadel-
phia. Also as a result of this merger, First Choice 
Loan Services Inc., a mortgage banking business 
originating loans across a national platform, has 
become a wholly owned operating subsidiary of 
Berkshire Bank.  The merger adds approximately 
$1 billion in assets, bringing the company’s total 
assets to approximately $9 billion, and giving 
Berkshire Bank 99 full-service branch offices 
in six states.

Wild Oats Market, a cooperatively owned 
natural foods grocery store, cafe and bakery in Wil-
liamstown, has unveiled Co+op Basics, a program 
that offers everyday low prices on pantry staples 
and household essentials. Developed with the help 
of the National Cooperative Grocers, Co+op Basics 
features the Field Day brand which focuses on 
organic and natural products with a commitment 
to non-GMO. Products include pantry staples as 
well as household products like dish detergent, bath 
tissue and more. Wild Oats has chosen to expand 
its offerings to include meat, cheese, fruits and 
vegetables in order to make it easier for families 
to access a wide variety of healthy foods.

★ 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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The Northern Berkshire Neighbors program of 
the Northern Berkshire Community Coalition 
(nbCC) is seeking individuals from the community 
who are either unemployed or underemployed to 
enroll in the Employ North Berkshire Program, 
which is designed to teach participants the nec-
essary skills to find and keep a rewarding job. A 
success coach from nbCC and other professionals 
will work with participants during classes that take 
place over the course of eight weeks at MCLA. 
The training starts on Jan. 19 and applications 
must be submitted by Jan. 13. Participants must 
be residents of northern Berkshire County with 
a high school diploma or equivalent. For more 
information or to receive an application, call Geoff 
Pawlowski at 413-663-7588 ext. 22 or email at 
gpawlowski@nbccoalition.org.

The Guardian Life Insurance Company of 
America recognized five Pittsfield office employ-
ees with the Outstanding Community Service 
Award during a recent ceremony at which grants 
were presented to the five area nonprofit organi-
zations for which the employees volunteer their 
time and energy. The annual award presentation 
– consisting of a $1,000 check to the nonprofit 
organizations – showcases the community con-
tributions of individual Guardian employees. 
Pittsfield’s 2016 volunteers award winners are: 
Heather Garner, claims consultant, on behalf of 
Central Berkshire Habitat for Humanity; Sam 
Haupt, managing technical consultant, on behalf 
of Berkshire Regional Planning Commission; 
Colleen LaRochelle, 401(k) account manager, 
on behalf of Crohn’s & Colitis Foundation of 
America; Cassandra Mark, case manager, on 
behalf of Berkshire Community Action Council; 
and Joe Sondrini, business analyst, on behalf of 
The Town Players of Pittsfield.

XL Hybrids Inc., which provides connected 
fleet electrification solutions for commercial and 
municipal fleets, has installed its XL3 Hybrid Elec-
tric Drive System into Berkshire Regional Transit 
Authority (BRTA) fixed-route buses. The new 
Ford E-450 mini buses are fitted with XL3 hybrid 
drive systems. BRTA has been working to reduce 
its carbon footprint, and selected the XL Hybrids 
technology because of the immediate return on 
investment, 20-percent reduction in CO2 emissions, 
and increased fuel economy. They are also equipped 
with XL Link cloud-based fleet vehicle connectivity 
and analytics system, which measures performance, 
fuel savings and CO2 reduction. The buses are 
additions to BRTA’s current hybrid fleet including 
support sedans and sport utility vehicles as well as 
35-foot heavy-duty fixed-route buses. BRTA’s new 
hybrid vehicles fall in line with an announcement 
by Gov. Charlie  Baker to establish an integrated 
Climate Change Strategy for the state. 

The Clark Art Institute has received a $2 mil-
lion gift from the Eugene V. and Clare E. Thaw 
Charitable Trust in recognition of its growing col-
lection of works on paper. The Clark has named a 
new gallery the Eugene V. Thaw Gallery for Works 
on Paper to honor the gift. The gallery is in the 
Clark’s Manton Research Center, which reopened 
Nov. 12 after an extensive renovation. It launched 
the gallery with an exhibition “Photography and 
Discovery,” the first extensive presentation of the 
Clark’s growing collection of 19th and early 20th 
century photography. It will be on view through 
Feb. 5, 2017.  The Clark has also announced that 
its library recently received an important gift of 
the 15,000-volume personal collection of artist, 
art critic and theorist Allan Sekula. His wife, art 
historian and professor Sally Stein, made the gift to 
the Clark in memory of Sekula, who died in 2013. 
The collection is housed in the Manton Research 
Center. Selections from the Allan Sekula Library 
are displayed on soaring 24-foot-high bookshelves 
that have been installed on balconies flanking 
the east and west ends of the Manton Research 
Center’s new reading room.

WAM Theatre was honored as the Outstanding 
Philanthropic Corporation by the National Philan-
thropy Day Committee of the Western Massachu-
setts Chapter of the Association of Fundraising 
Professionals at a luncheon on Nov. 16 in Holyoke. 
This award recognizes WAM for demonstrating 
outstanding commitment through financial sup-
port, encouragement and motivation of others to 
take leadership roles toward philanthropy and 
community involvement. The seven-year-old 
Berkshire-based theater company also recently 
received three substantial competitive grants, 
and was nominated for a Berkshire Trendsetter 
Award and a Nonprofit Awareness Day Excellence 
Award. WAM Theatre was co-founded in 2010 by 
Canadian director, actor, educator, and producer 
Kristen van Ginhoven. WAM’s vision is to create 
opportunities for women and girls through the 
mission of theater as philanthropy. WAM donates 
a portion of the proceeds from its theatrical events 
to organizations that benefit women and girls. 
WAM Theatre has donated more than $30,000 
to 11 nonprofit organizations and provided paid 
work to more than 175 theatre artists.

Paul Donovan, DO, emergency medicine and 
sports medicine physician at Southwestern Ver-
mont Medical Center (SVMC) since 2011, has 
written the second volume of a history of North 
Adams Regional Hospital (NARH), which closed 
in 2014. Donovan had worked at NARH for 22 
years. The first volume of north adams regional 
hospital: a historical Perspective, published 
last year, covered the hospital’s inception after a 
deadly train accident in 1882 to a major hospital 
reorganization in 1910. The second volume covers 
1910-1956, when the hospital thrived under the 
consistent leadership of business leaders Herbert 
W. Clark and his son, Herbert B. Clark. The era 
culminated with $1.7 million in donations from 
the community and the opening of a completely 
new hospital building in 1955. The third volume, 
expected next year, will cover the hospital’s remain-
ing history. Donovan has collaborated on the project 
with the volunteers at the North Adams Histori-
cal Society and the reference librarians at North 
Adams Public Library. He relied on handwritten 
minutes of the hospital’s meetings and newspaper 
articles. Copies are available in soft cover for $10 
at the North Adams Historical Society, The Em-
porium in North Adams, and Water Street Books 
in Williamstown. The author invites comments and 
questions at emsportmed2015@gmail.com.

Berkshire Family & Individual Resources 
Inc. (BFAIR) has launched its fifth annual giving 
campaign, with the theme of “ONE. ONE Mission. 
ONE Community. ONE Cause.” BFAIR offers 
assistance to adults living with developmental 
disabilities, children with autism, elders in their 
homes, and people who have an acquired brain 
injury. It provides services in their facilities, in 
individual homes and in businesses throughout the 
Berkshires. In previous years, the campaign has 
topped $17,000 in donations. This year’s campaign 
will run through February 2017. BFAIR is a member 
agency of the Northern Berkshire United Way 
and Williamstown Community Chest. For more 
information about BFAIR’s programs and services, 
visit www.bfair.org or call 413-664-9382.

The Volunteer Income Tax Assistance (VITA) 
program is seeking volunteers for the 2016-2017 
tax season at Central Berkshire Habitat for Hu-
manity and other locations in Berkshire County. 
The volunteer tax preparers are certified to assist 
moderate- and low-income individuals and house-
holds with their tax filings. To qualify for this free 
program, households’ annual gross income must be 
$54,000 or less in 2016.  To learn more about be-
coming a VITA tax volunteer, call Central Berkshire 
Habitat for Humanity at 413-442-3181.

Berkshire Community College (BCC) has 
received a $16,000 grant from Mass Humanities 
and the National Endowment for the Humanities 
(NEH) for a pilot project, Berkshire Immigrant 
Stories, which will pave the way for a Public 
Humanities Center at BCC. It is one of only three 
colleges in the state chosen to pilot this new ini-
tiative. The Berkshire Immigrant Stories Project 
will collect and share the stories of recent local 
immigrants and their children and grandchildren 
through an online exhibit and archive called “Your 
Story, Our Story,” developed by the Tenement 
Museum of New York. In early 2017, BCC and 
partners including the Berkshire Athenaeum 
and BCC’s Jonathan Edwards Library, will offer 
hands-on help with photographing objects, writing 
stories and submitting them to the online archive. 
The workshops, which are free and open to the 
public, will be held at the Athenaeum at 6 p.m. 
on Feb. 23 and March 2, and at BCC’s Jonathan 
Edwards Library on April 6 at 12:15 p.m. Ad-
ditionally, in spring 2017, BCC will host literary 
events around the theme of immigration. 

Massachusetts Museum of Contemporary 
Art (MASS MoCA) is offering free admission 
to all Berkshire County residents through Dec. 
21. Residents living within zip codes beginning 
with “012” should bring a government-issued ID 
or a utility bill with current address (and picture 
ID) to the museum to qualify for free admission. 
For information, call 413-662-2111.

The Berkshire Athenaeum in Pittsfield now 
offers patrons the opportunity to borrow Verizon 
Jetpack 4G mobile hotspots for personal use. 
Each hotspot can connect up to 15 Wi-Fi enabled 
devices (tablets, laptops, smart phones) to the 
Internet. Hotspots are available on a first-come, 
first-serve basis and can be checked out at the 
Reference Desk for a one-week loan. Patrons 
planning community events, family gatherings or 
meetings where Internet access would be valuable 
are encouraged to reserve a hotspot in advance. 
The hotspots are among the latest additions to 
the Athenaeum’s Technology Lending Program 
(TLP), an initiative funded since 2010 by the 
Friends of the Berkshire Athenaeum. The program 
makes technology available for patron learning, 
enrichment and entertainment in both the Adult 
and Children’s libraries. To reserve a hotspot or for 
more information, contact the library Reference 
Department at 413-499-9480 ext.202.

Jacobs Pillow has reported that the 2016 season 
attracted a record-breaking 108,000 visitor experi-
ences throughout the summer, including ticketed 
performances, free performances, free talks, tours, 
dance classes, film screenings, exhibits and other 
community events. It also exceeded the highest 
budget goal total to date with more than $2.3 million 
in ticket revenue. Attendance at the Pillow’s newly 
expanded community programming increased 35 
percent with more than 3,400 community members 
participating in the Pillow’s annual Community 
Day and ongoing Community Classes throughout 
the summer. Jacob’s Pillow has also announced 
that it is now providing year-round online access 
to its archives through a new website, archives.
jacobspillow.org. After 20 years of public access 
solely during the Festival (and by appointment 
throughout the year), the archives are now available 
year-round. The new site includes a complete set of 
digitized programs, photographs and other material 
from the Pillow’s 84-season history.

Berkshire Bank has been honored by the 
American Bankers Association for its corpo-
rate volunteer efforts through the association’s 
Community Commitment Awards program. The 
annual program honors banks for their work in 
the community in categories ranging from afford-
able housing to volunteerism. Berkshire Bank 
received recognition for their Xtraordinary Day, 
which took place on June 7. The bank closed all 
retail locations and operations centers to allow 
all employees the opportunity to volunteer in the 
communities they serve. Employees completed 
56 group service projects, selected and planned 
by local employees.◆

Mountain Goat 
Artisans

130 Water St • Williamstown

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

makers, photographers, painters, jewelry 
makers and more…

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

wedNesday-satUrday NooN to 5 P.m.

413-884-5339
Mary Merselis • Proprietor

www.mountaingoatartisans.com
visit tHe new sPin-Off Yarn sHOP

Out BaCk and dOwnstairs

One of many historical 
properties we protect

every day.

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

As we mark our 30th year in business,
we pause once again to 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 30 years of sharing life’s memories

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

 Mark E. Kasuba, Gemologistwww.medwardjewelers.com

1986-2016

NOW
AVAILABLE

!!!!!!!!! !!!!!!!!!

A well-maintained property owned
and operated by the Nash family for over

20 years. We keep our tenants happy!

Contact: Lisa Noyes at ALNASCO
413 448 8287 • Lisa@ALNASCO.NET

WWW.ALNASCO.NET

 TWO (2)
SEPARATE

BUT JOIN-ABLE
300 SQ FT OFFICES AT

703 W. HOUSATONIC ST.
* Brick walls, charming vintage vibe *

{ {Home to Blue Q, LympheDIVAs,
Freihofer’s and many other

awesome companies & orgs,
this is Berkshire County’s
coolest business address!
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By John Townes
After several years of cultivation, North 

Adams has sprouted new roots.
More specifi cally, the Roots Teen Center 

has opened in a small storefront space at 43 
Eagle St. in the city center.

The stated mission of Roots is to provide 
a community gathering place and activity 
center for northern Berkshire young people 
from the ages of 14 to 22, where they are 
heard, encouraged and empowered.

It is envisioned as a focal point for social, 
educational and creative activities and pro-
grams, as well as providing access to other 
services young people may need.

While the nonprofi t center is overseen by 
an adult advisory board, Roots is structured to 
also include a Youth Board, whose members 
will steer its direction.

“It’s an autonomous program that will 
largely be run by the kids,” said Jessica 
Sweeney, who is the organization’s execu-
tive director. “They’ll come up with ideas 
for programs they want, organize them and 
make decisions.”

In that sense, Roots resembles the Railroad 
Street Youth Project, which has been an ac-
tive and highly regarded youth organization 
in Great Barrington for 15 years.

“When we were looking at models for this, 
we were very much inspired by the Railroad 
Street Youth Project,” said Sweeney, who 
left a position as a youth advisor with the 
Northern Berkshire Community Coalition 
to take the position at Roots.

The center’s website (rootsteencenter.com) 
describes its mission as “a place for youth to 
safely explore and express their thoughts, 
ideas, hopes and struggles. Roots encourages 
young people to build healthy, strong and nur-
turing relationships with each other, mentors, 
volunteers and the larger community.”

The organization’s Eagle Street storefront 
serves both as an offi ce and as a drop-in 
center. It is open initially from 4 to 8 p.m. 
Wednesday, Thursday and Friday.

Stocked with art supplies, games, musi-
cal instruments and other items, the center 
hosts a mix of organized activities as well as 
providing space for casual socializing.

“It’s an accessible gathering space, where 
young people can stop in, hang out with oth-

ers, get homework help, and participate in 
structured or unstructured activities,” said 
Sweeney.

Roots is also envisioned as a resource to 
help young people in 
their personal devel-
opment. The poten-
tial scope of programs 
includes health and 
wellness; mentoring, 
education, job skills 
and internships; and creative expression in-
cluding art, music and other performances.

There is at least one adult volunteer on site 
as a resource in the hours when it is open.

Roots also is set up to provide support 
and assistance with personal issues, such as 
substance abuse, problems in school, family 
tensions or emotional diffi culties.

“Many families in North Adams are strug-
gling fi nancially, and that is an issue for young 
people,” Sweeney said. “Also, students are 
under increasing pressure in school. These 
and other stresses create depression and 
anxiety for young people.”

Sweeney said Roots can serve as a liaison 
with service agencies and other professionals 
as needed. “One of our purposes is to connect 
young people with resources to deal with the 
problems they may be experiencing,” she said. 
“We can cross pollinate with other programs, 
and help connect kids to sources of help.”

The age range extends beyond what are 
technically the teenage years. Sweeney said 
the upper age was set at 22 to encompass a 
wider spectrum of young adults.

“Between the ages of 18 and 22 is a transi-
tional period, when young people are fi guring 
out how to fi t into the community after high 
school,” she said. “We also hope they will 
be leaders in the organization.”

The space can comfortably accommodate 
about 20 to 30 people. Sweeney said the or-
ganization will also sponsor larger programs 
and events at other sites.

Roots’ origins
Roots grew out of community discussions 

over the past several years that identifi ed the 
need for a place to gather, and for programs 
to connect young people with each other and 
the larger community.

These included a youth conference in 
2013, called “The Summit 4 Teens.” That 
event culminated in the formation of a Dream 
Big Task Force to begin conceptualizing a 
space for youth.

The initiative was also advanced through 

the Northern Berkshire Youth Collaborative, 
an initiative of the Northern Berkshire Com-
munity Coalition (NBCC).

The Berkshire Hills Internship Program 
(B-HIP) also devel-
oped a 2014 concept 
for the formation of a 
youth center in a plan 
called the “Berkshire 
Blueprint.”

This led to an orga-
nized task force that explored how to put these 
goals into practice, and various concepts and 
possible models. It included representatives 
from Massachusetts College of Liberal Arts, 
NBCC, MASS MoCA, local faith organiza-
tions, and other northern Berkshire residents. 
Young people were also recruited.

The project moved into a tangible stage 
in 2015, when Courtney Randall, pastor 

of New Hope United Methodist Church in 
North Adams and Williamstown, helped to 
secure a $100,000 three-year start-up grant 
from the United Methodist Church in Great 
Barrington.

That grant came from a regional fund 
that became available after the Great Bar-
rington church was closed and its building 
sold in 2012.

The grant funding led to the formal orga-
nization, the obtaining of a location and the 
hiring of Sweeney.

“I’ve always been interested in work-
ing with young people, and also in the 
relationship between art and community,” 
said Sweeney, who is also a co-founder of 
Common Folk, a community based cultural 
collective (July 2016 BT&C). “This position 
refl ects all of that.”

New Hope United Methodist Church is 
administering the grant, and is the umbrella 
sponsor of Roots. However, Sweeney said 
the goal is for Roots to evolve into a self-
sustaining and autonomous organization 
that will form partnerships with a variety of 
community organizations and programs.

For example, it is collaborating with the 
Barrington Stage Company’s Playwright 
Mentoring Project, a program the Pittsfi eld-
based theater company conducts in which 
young people participate in writing plays as a 
method of dealing with confl ict resolution.

Sweeney noted that Common Folk is also 
able to work with Roots on creative programs 
and activities.

Sweeney emphasized that Roots is still in 
its formative stages.

It has started with an active core of about 
10 young people. They and the adult or-
ganizers are presently promoting Roots in 
schools, through peer-to-peer networking, 
social media and other venues.

“It has a small but enthusiastic core,” said 
Sweeney. “There is a lot of interest among 
other young people, and we expect that 
participation will grow tremendously over 
the next six months as we work to get the 
word out.”◆

the month in business
Through Dec. 30: 99 Cents Affordable Art Show held by 
MCLA’s Gallery 51, with all art priced between 99 cents and 
$99.99.  Monday through Saturday 10 a.m. to 6 p.m., and Sunday 
noon to 4 p.m. For more information, call 413-662-5320 or go 
to www.mcla.edu/gallery51.

Through Dec. 23: Pop Up Galleries sponsored by Pittsfi eld 
Offi ce of Cultural Development and several downtown Pittsfi eld 
property owners, with temporary galleries featuring local art-
ists in storefronts, including 139 North St., 431 North St. and 
437 North St. Artists include Sean McCusker, Morris Bennett, 
Anne Roland, Diane Firtell, Marguerite Bride and Scott Taylor, 
among others. (Hours vary.)

Dec. 17, 18: Berkshire Grown Holiday Farmers Market 
with products from local farms, as well as crafts and gift items 
at two locations: Dec. 17 at Monument Valley Middle School, 
313 Monument Valley Rd. in Great Barrington; and Dec. 18 at 
Williams College Towne Field House, 82 Latham St. in Wil-
liamstown. 10 a.m. to 2 p.m. at both locations. Markets will also 
be held in Great Barrington only on Jan. 14 and Feb. 18.

Dec. 20: Know Thy Self First: Assessing Your Readiness for 
Affi liation, a workshop by 1Berkshire and the Berkshire Non-
profi t Solutions covering how to practically assess and determine 
an organization’s readiness to merge or affi liate with another 
entity. 2 p.m. at the Crowne Plaza in Pittsfi eld. For information, 
call Joshua Weatherwax at 413-499-1600. 

Dec. 20, Jan. 17: Pittsfi eld Green Drinks, informal gathering 
of people interested in conservation and environmental issues on 
third Tuesday of each month. 5:15 p.m. at 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.

Dec. 29, 30: Candlelight and Chocolate Tour at Arrowhead, 
with guided tours of former home of Herman Melville led by 
Betsy Sherman, plus cider and chocolate reception. 7 p.m. $25. 
Space is limited. 413-442-1793 ext. or www.mobydick.org.

Jan. 5: Great Barrington Green Drinks, informal gathering 
of people interested in conservation and environmental issues 
on fi rst Thursday of each month. 5:30 p.m. at the Prairie Whale, 
178 Main St. For more information, contact Natalie Narotzky 
at nnarotzky@gmail.com.

Jan. 12: Business After Hours for members of the Southern 
Berkshire Chamber of Commerce, from 6 to 7:30 p.m. at 
Greylock Federal Credit Union’s Great Barrington offi ce at 250 
Stockbridge Rd. Information or RSVP at 413-528-4284 

Jan. 14: Berkshire Grown Holiday Farmers Market with 
products from local farms, as well as crafts and gift items at 
Monument Valley Middle School, 313 Monument Valley Rd., in 
Great Barrington Information at www.berkshiregrown.org.

Jan. 17: Berkshire Starts Pitch Camp, a free workshop for 
entrepreneurs on making effective business pitches to investors 
and others. Sponsored by 1Berkshire. 5:30 p.m. at Central Sta-
tion in Pittsfi eld. Information and registration 413-499-1600 or 
visit 1berkshire.com/innovate/berkshire-starts.

Jan. 21: Women’s Solidarity Event at Colonial Theater in 
Pittsfi eld, organized by local steering committee in support 
of that day’s Women’s March on Washington, D.C. 10 a.m. 
to 2 p.m. For information visit eepurl.com/crfHob or email 
berkshireswomensmarch@gmail.com.

Jan. 24: Creative Resources Conference 2017, all-day program 
for artists, creative entrepreneurs and cultural nonprofi ts, with 
speakers, workshops, and resource booths. Keynote speaker Kathy 
Edwards, executive director of the New England Foundation for 
the Arts. Sponsored by 1Berkshire. 8 a.m. to 5 p.m. at Massachu-
setts Museum for Contemporary Art (MASS MoCA) in North 
Adams. $95 general admission, $65 clients. 413-499-1600.

Jan. 27: Working Across Racial Lines, featuring Warren 
Spielberg, PhD, and Kirkland Vaughans, PhD, part of the Austen 
Riggs Center’s Erikson Institute 2016-17 Friday Night Guest 
Lecture Series. Offered free of charge from 6:30 to 8 p.m. at 
the Austen Riggs Center, 25 Main St., Stockbridge. Continuing 
education credit is offered. For additional details, visit: www.
austenriggs.org/events.

Ongoing: Last Word Toastmasters public speaking club in 
Pittsfi eld, meets from 6:30 to 8 p.m. on the second and fourth 
Tuesdays of the month at Reid Middle School, 950 North St. 
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 Pittsfi eld. All business people looking for an op-
portunity to network are invited. For information, call Kathy 
Hazelett at 413-442-8581.

Ongoing: The Job Club meets Mondays from 10 to 11 a.m. 
at the North Adams Public Library and from 1 to 2 p.m. at 
BerkshireWorks Career Center at 160 North St. in Pittsfi eld. 
Free and informal program helps participants who are seeking 
employment to expand their network of contacts and provides 
valuable job-search tips. For information, visit www.berkshire-
works.org or call 413-499-2220.◆

Youth center addresses wide 
range of needs in community 

North Berkshire teens 
can now explore Roots

Executive director Jessica Sweeney, left, is joined by some of the volunteers and visitors at Roots Teen 
Center on an early December evening. They are Andrew MacDonald, Bri Rousseau, Erika Lucia and Kircys 
Canela. The youth center opened at 43 Eagle St. in October after a multi-year planning process.

“When we were looking at 
models for this, we were very 
much inspired by the Rail-
road Street Youth Project.”

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

Limelight Productions, Inc

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

REGISTER NOW for SPRING 2017!
Classes start January 23rd — For more information,  
call 413-236-1630 or visit www.berkshirecc.edu/spring.

my BCC
#myBCC

Kelly Phipps, Nursing Student

Ad - BT&C, Spring 2017.indd   1 12/5/16   12:49 PM
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Deb Watson, owner of 
Business Marketplace 
(deb@businessmarket-
place.com), provides 
website, marketing 
and graphic design 
services.

By deB waTson
It’s that time of year again – to reflect 

on how your business performed over the 
past year.

I have written in the past about the im-
portance of reviewing the effectiveness of 
various aspects of your business in order to 
determine what changes will be required in 
the new year in order to improve the bottom 
line. This involves looking at:

• Revenue – did you meet or exceed your 
goals?

• Marketing effectiveness – which mar-
keting activities produced the best results? 
Which didn’t?

• Website – did you keep your content 
current? Is your content keeping your search 
ranking where it needs to be?

• Social media – are you spending valuable 
time on social media that don’t do anything 
to add to the bottom line?

• Networking – are you even doing any 
networking? Is it more proactive than just 
meeting up monthly with your existing 
friends? What do you do with the informa-
tion you get from new business contacts?

• Database – do you have a database 
divided into the appropriate categories? Do 
you do anything with it?

There is something else that is important to 
do at least once a year, and that is to perform 
some very targeted marketing research. Many 
think that marketing research is something 
you do when you are looking to start a new 
business, or perhaps preparing to develop or 
revamp your website. Not true. Marketing 
research is something that should be part of 
your business on an ongoing basis.

Just the phrase “marketing research” 
makes most people a bit anxious. Most people 
get confused by not understanding that there 
is a difference in “market research” and 
“marketing research.” Let me help.

“Market research” is when you have nar-
rowed down a very specific target market, 
and you are researching the behavior of that 
target, or a narrow group of consumers.

“Marketing research” is different because 
it deals with a broader range of consumers. It 
includes market research but gets into broader 
areas. Marketing research is about research-
ing the marketing process of a company, not 
just who you are targeting.

When you look at the areas of your busi-
ness listed above and how they are doing, 
marketing research can help in finding the 
answer to “Why?”

• Why is your revenue down?
• Why aren’t your marketing efforts pro-

ducing more substantial results?
• Why don’t people go to your website more 

often? Or purchase from you when they do?
It’s time to answer these questions.
Too many small business owners/managers 

wing it – they fly by the seat of their pants and 
trust their gut feeling. How many cliches does 
it take to help you understand that you are likely 
not doing your homework and are risking 
the future of your business by not having the 
answers to these important questions?

The clearest way to see where things 
stand is to conduct a SWOT analysis. This 
important tool can be used at any point in the 
life of a business, and provides invaluable 
information in these key areas:

Strengths – the positive things in your 
organization, things you have some level of 
control over. They may include competitive 
advantages, education/experience of your 
staff, your existing customer base, level of 
technology, great location.

Weaknesses – the negative factors in your 
organization that detract from the value of 
your business. They include areas that need 
improvement, a weakness in your expertise, 
skills or technology, limited financial re-
sources, or a bad location for your store.

Opportunities – external factors that rep-
resent reasons why your business is likely to 
continue to prosper. They may include changes 
in the market, major competitors closing their 
business, a new staff member with expertise in 
a specific niche, or a very positive reputation 
or perception of your company.

Threats – external factors beyond your 
control that could put your business at risk. 

These could include a major change in a sup-
plier upon whom you are dependent, existing 
competition expanding and cutting into your 
market share, or a new product or technol-
ogy that makes your product, equipment or 
service obsolete. You would be well-advised 
to have contingency plans for these.

The bottom line is that this research, 
while daunting, provides important benefits. 
It takes the guesswork out of marketing 
and gives you the information you need to 
focus your marketing efforts to accomplish 
your goals.

Identifying opportunities and lowering 
risk – is there anything more important to 
the health of your business?◆

placemARket
tOOlS OF the tRADe

get your business in 
shape for 2017 with 
end-of-year analysis

email your firm’s news 
and announcements to:

info@btaconline.com

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
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BerkShares Business of the Month

I T’S ABOUT WAY MORE THAN SKIING. So says Lucinda Vermeulen, owner of Kenver, Ltd. the out-
door specialty store in South Egremont, famous for its New England ski house atmosphere. In 
fact, when Lucinda’s late husband Ken Vermeulen founded the business with Ernie Beckwith 

in Great Barrington in 1959, the focus of the business was rather di�erent. Both men were avid 
hunters and outdoorsmen and, Lucinda laughs, “if you can imagine, they used to hang deer on 
Railroad Street, with everybody walking around in neon orange!” 

Soon, however, Ken Vermeulen moved the business to its current location in Egremont. �e 
iconic building, which dates back to 1731 and once served as a stagecoach stop, had been deci-
mated by �re, but the beautiful marble �oors, 
high ceilings, and original beams were still in-
tact, and they captured Vermeulen’s fancy. 

At Kenver, it all starts with the feeling you get 
when you walk in the door. “We want you to 
feel like the store is wrapping its arms around 
you. �ere are antiques everywhere, we have 
apples and cider by the door; it’s a wonderful 
country space.” �e goal is to always exceed 
expectations, both in quality of goods and in 
customer service. Across 24,000 square feet of 
space, Kenver has a diverse o�ering of sports-
wear, home goods, children’s apparel, skis, 
snowboards, skates, cross country skis, and 
snowshoes, along with a dog boutique. In the 
summer, they sell and rent bicycles.   

In addition, Vermeulen notes, “there’s no hard 
sell; no one works on commission. Everyone at Kenver loves talking about what they’re selling.” 
She commends her sta� for their dedication to �nding the right �t for each customer. For exam-
ple, Kenver provides seasonal equipment rentals to families who are not ready to buy. “It was im-
portant to Ken that everyone could get on skis, no matter their pocketbook,” Lucinda remembers. 

Lucinda came to the business when she married Ken Vermeulen in 1983. She already had exten-
sive experience buying for department stores, and to this day, she says, her main job at Kenver is 
buying. “What inspires me most is the visual merchandising. I am good at seeing what will catch 
people’s attention, and creating displays that pull together a look.” She does not lay things out ac-
cording to manufacturer, she says, because “I don’t think people dress like that.” Instead, she and 
her sta� arrange displays by color, sometimes including surprises, like a book.

Taking BerkShares, Vermeulen says, is “a natural progression in our focus on conscious retailing 
and community connection,” including an interest in carrying local products. Vermeulen points 
to Patagonia’s ‘traceable down’ initiative as one example of a growing awareness of the implica-
tions of how and where products are made. “When you look at what I would call ‘common 
denominator products’ they tend to be produced in ways that I’m not comfortable with. Also, 
because of the way that the product is marketed, it ends up being almost always on sale. I don’t 
think that way of business is sustainable. I am much happier o�ering products that have real 
value.” �at’s why, she says, the Kenver team is always going to trade shows, asking lots of ques-
tions, and choosing carefully. “We try to be distinctive and special, and to o�er the best quality.”

�e local currency also �ts into Kenver’s identity as a solidly brick-and-mortar establishment 
that has chosen to eschew online sales in favor of in-person relationships. “It feels good to spend 
BerkShares, and that’s what I’d like Kenver to stand for.” BerkShares add another layer of warmth 
to what Kenver has always o�ered. As Vermeulen says, “If you get cold, ours is the place to be, 
because we have so much to make you cozy.”

Kenver, Ltd.
39 Main Street, South Egremont, 413 528 2330

mOneY matters

James R. Rose, EA, 
CFP, is with Dollars & 
Sense Tax & Financial 
Planning Services in 
Pittsfield. He can be 
reached at 448-9015.

YeAR-enD tAx Review

Add pATh, TpeA, ITIN to IRS’s alphabet soup for 2016
By JaMes r. rose, ea CFP

While the nation watches and awaits a 
new administration’s impact on all things 
American, the month of December still plays 
host to its annual year-end review of all tax-
things American.

With a nod toward the uncertainty which 
lies ahead, what follows are those tax-related 
issues which remain pertinent, thanks in part 
to the PATH Act of 2015, signed into law in 
late December of last year. Known to many 
as the “Extenders Act,” it “permanently” 
codified more than a score of set-to-expire 
tax provisions, and extended the life of 
dozens more, at least through this current 
tax year of 2016.

This legislation, along with the other, less 
well-known enactments noted below, also 
codified multiple administrative changes – 
including changed due dates for certain types 
of information forms and business tax returns, 
new due diligence and disclosure rules, and 
more enforcement penalties for non-disclo-
sure and non-reporting violations.

In the summer of 2015, the Trade Prefer-
ences Extension Act of 2015 (TPEA) be-
came law; and included several tax-related 
changes – with 2016 being the first year of 
implementation for most of us.

Under TPEA, taxpayers with tuition-credit 
related costs must receive Form 1098-T, 
which must report specific qualified-expense 
information. While the December 2015 en-
actment of PATH then back-tracked on some 
institutional requirements, due diligence re-
quirements of the taxpayer remain. Discrep-
ancies between the two pieces of legislation 
clearly put the onus on the taxpayer. For 2016, 
if the Form 1098-T is not received, or does 
not fully disclose the year’s bill and payment 
activity, it is suggested that the taxpayer call 
the college or university’s bursar’s office to 

request the 2016 annual statement. If the 
request is denied, and/or the information 
is not forthcoming by Jan. 31, the taxpayer 
is allowed to document that the effort was 
made to secure the data, and may proceed 
with what information and documentation is 
in the taxpayer’s possession. It is expected 
that, for 2017, institutions must be in full 
compliance with all 
disclosure rules.

TPEA also encoded 
increased penalties for 
the failure to file proper 
“information returns.” 
These are, primarily, the 
1099 and 1098 series of 
forms used to disclose such items as non-
employee compensation (independent con-
tractor payments), rent, and interest income 
and expense. In an ongoing effort to “follow 
the money” and ensure that one taxpayer’s 
reported deduction is another’s reported 
income, these forms have become a crucial 
part of the IRS’ “matching” program. Late 
filing and/or intentional disregard for these 
filing requirements carry layered penalties, 
starting at $50 and increasing to $520 – per 
form. Revenue Procedures 2015-53 and 
2016-11 help explain the process.

New PATH to follow
The PATH Act of 2015, as noted above, 

was the much-praised law which “extended” 
many popular tax items. Educator expenses 
(the “teachers’ deduction”); itemized de-
ductions for mortgage insurance premiums 
and optional state/local sales taxes; energy, 
child and education credits; tax-friendly 
charitable deduction arrangements for IRA 
distributions and conservation gifts; the 
cancellation of qualified home indebtedness; 
several depreciation-friendly business allow-
ances – and more – were given new tax lives. 
Some were made “permanent.” Others were 
extended from two-to-five years. A few were 
allowed for only this one last year of 2016. 
As these don’t impact all taxpayers equally, 
any particular item of importance needs to be 
reviewed on a case-by-case basis, to balance 
2016 and 2017 tax needs.

One less-reported item in PATH deals 
with some important changes to the ITIN 
(“individual taxpayer identification number”) 
program – those numbers given to individuals 
who do not qualify for a U. S. Social Security 
number (such as foreign nationals and cer-
tain non-residents). Intended for federal tax 
reporting purposes only, ITINs now require 
renewal at stated intervals, and face auto-
matic expiration dates if not “used” within 
prescribed periods of time. Anyone with an 
ITIN is advised to visit the IRS website (www.
irs.gov) for specific information, and review 
ITIN  Frequently Asked Questions.

PATH legislation also eliminates the 
possibility of claiming child-, education-, 
or earned income-related tax credits on an 
amended or late-filed tax return containing 
any Social Security or other taxpayer iden-
tification number issued after the due date 
for filing that year’s return.

Similarly, tax-preparer “due diligence” 
penalties have been extended and expanded. 
Form 8867, originally used to confirm all 
required information for the earned income 
credit, has been revised to cover all of the 
credits noted herein. If using a paid preparer, 
be ready to answer obvious (bordering on “are 
you kidding me?” type) questions to secure 
those credits to which you are entitled, and 
be prepared to be asked to dig through family 
records for required substantiation. Penal-
ties now run into the thousands of dollars 
for preparers who assist in circumventing 
documentation and disclosure rules.

All of this tracking, documentation and due 
diligence is an effort to crack down on iden-
tity theft, which has become a high-profile 
issue for IRS. So much so that Dec. 5-9 was 
designated “National Tax Security Awareness 
Week,” with public service announcements 
and programs to “educate taxpayers on steps 
they should take to protect themselves from 
identity theft and tax scams as well as protect 
their valuable financial data in advance of 
the upcoming tax season.”

In April of this year, Timothy Camus, 
deputy inspector general for investigations 
for the Treasury Inspector General for Tax 
Administration (TIGTA), presented his 
testimony – “The 2016 Tax Filing Season” 
– before the U.S. House of Representatives 
Committee on Ways and Means Subcom-

mittee on Oversight. 
TIGTA, established 
in 1999, is authorized 
to provide indepen-
dent oversight of IRS 
activities, including 
reviews, audits and 
recommendations in 

all phases of tax administration. In Camus’ 
17-page testimony, 13 pages were fully de-
voted to tax fraud and identity theft.

In light of these enhanced commitments 
to curb tax fraud, new administrative refund 
procedures are in place for the upcoming 
filing season. Tax returns claiming refunds 
which include the earned income tax credit 
and/or the additional child tax credit “must” 
have the entire refund held until at least Feb. 
15 to allow IRS time to ensure the refund is 
indeed appropriate. While tax returns may 
be filed and accepted earlier, these affected 
refunds will be delayed until verification and 
confirmation is complete.

Filing requirements
To assist in this “matching” process, 

the Surface Transportation and Veterans 
Health Care Choice Improvement Act of 
2015 (known as the “highway act”) requires 
businesses and taxpayers to file all federal 
copies of information-related forms, such 
as Forms W-2 and 1099/1098, by Jan. 31. 
In prior years, while recipients were re-
quired to receive these forms by this date, 
additional time was allowed to send copies 
to the federal agencies involved (IRS and/
or Social Security Administration). Absent 
an extension request, forms are now due to 
all involved by the end of January.

Similarly, in an effort to get business 
entities to more timely file, calendar-year 
“pass-through” entities (those taxed as 
partnerships and S-corporations) now share 
a March 15 filing due date. These entities 
issue Schedules K-1 to report items of in-
come and expense to their owners, members, 
or share-holders. By requiring a filing due 
date one month earlier than the taxpayers 
they affect, it is hoped that the processing 
of the individual returns will flow that much 
more smoothly. C-corporations, which have 
no “pass-through” tax attributes, now have 
that extra month that was taken away from 
partnership-filing businesses.

All in all, while last year’s set of tax laws 
provide some “tax-planning consistency” 
between 2015 and 2016, the administration 
of tax law has been anything but static. For 
the upcoming season, then, attention to 
“how” and “when” to report may be just as 
important as “what” to report. As always, in 
all things tax related, review the details for 
your specific situation, and seek competent 
advice when needed.◆

For the upcoming sea-
son, attention to “how” 
and “when” to report 

may be just as important 
as “what” to report.
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Sean Stephen said his father had a career 
that involved living in different locations. “I 
grew up in the Philippines and other parts of 
the world,” he said. His family spent summers 
in the Berkshires, and his parents eventu-
ally bought a home here. Tracy Stephen is 
originally from Westchester, N.Y.

The couple moved 
to Berkshire County 
23 years ago, and have 
lived in Stockbridge for 

eight years. Prior to purchasing Ben’s, Sean 
Stephen sold real estate, and had also been 
a special education teacher. Tracy Stephen 
was vice president of merchandising for 
National Geographic, which is based in the 
Washington, D.C. area.

“Tracy had to go down to Washington twice 
a month, and took a lot of other business 
trips,” said Sean Stephen. “She got tired of 
travelling, and wanted to spend more time 
here with our two kids. So we looked for a 
local business we could purchase.”

mainstay local businesses – the Morgan House 
Inn and Restaurant; Ben’s, a family clothing 
and footwear shop; and Cakewalk Bakery 
and Cafe – were coincidental, with the former 
owners choosing to sell their businesses for 
individual reasons. The purchasers come to 
their new roles from different backgrounds.

(In another coincidence, all the sales were 
brokered in separate transactions by Stone 
House Properties, a commercial and resi-
dential real estate fi rm with offi ces in West 
Stockbridge and Great Barrington.)

These sales have brought new faces behind 
the cash registers. Nevertheless, as the fol-
lowing profi les illustrate, all the new owners 
make it clear that they were attracted to their 
respective businesses because of the stabil-
ity and heritage of those enterprises. While 
they plan some updates and modifi cations, 
their intention is to maintain and build on 
the foundation of those familiar identities 
and commercial roles.

Main Street busineses
continued from page 1

ben’S ShOp
New owners fi tting 
in nicely at clothing 
and footwear shop

Ben’s, a family-owned clothing and foot-
wear store that has been in operation in down-
town Lee since 1932, has changed hands.

However, it will remain a family-owned in-
dependent business, and the new owners say 
they are not planning any major changes.

“Ben’s is a solid local business that serves 
a valuable purpose in the community,” said 
Sean Stephen, who with his wife Tracy pur-
chased Ben’s at the beginning of October. “We 
fi gure that if it’s not broken, don’t fi x it.”

They purchased the business from Jane 
and Marcia Slaminsky, two sisters who were 
second-generation owners of Ben’s.

Stephen said that they may make some 
changes over time, such as the items they carry, 
but any change will be evolutionary. “Right 
now, we’re keeping it as it has been, and we’ll 

see how it goes” he said. “Any changes will 
be the normal adjustments that any business 
makes to keep up with the times.”

The Stephens, who live in Stockbridge, 
also purchased the 2,600-square-foot two-
story building Ben’s occupies at 68 Main St. 
The upper fl oor contains four apartments.

Stephen noted that building is in solid 
shape and has not needed any major reno-
vation work. They fi nanced the purchase 
through Lee Bank.

The business was established by George 
Slaminsky in 1932, and it was originally an 
Army Navy store. His brother Ben, who was 
Jane and Marcia’s father, originally worked 
for George there. After returning from mili-
tary service in World War II, Ben purchased 
the business from George and converted it 
into a clothing and footwear store, which he 
operated with his wife Ruth. They doubled 
its size in 1970.

B e n  S l a m i n s k y 
passed away in 1985, 
and Marcia and Jane 
took over the store’s operation. Ruth also 
continued to be active with store until her 
death in 2011.

Ben’s (413-243-0242 or www.bensinlee.
com) sells clothing, shoes, slippers, boots, 
handbags, hats and other items. The store 
carries Acorn, Birkenstock, Bogs, Dansko, 
Dockers, Hatley, Levis, Minus 33, Red Wing, 
Timberland, and Ugg, among other brands.

In addition to consumer sales, Ben’s sells 
high-visibility clothing to road crews and 
other related supplies to municipalities.

“We fi gure that if it’s not 
broken, don’t fi x it.”

COveRstory

Longtime Berkshire residents Sean and Tracy Stephen say their search for a well-established business to 
buy led them to Ben’s, which has been serving the community’s clothing and footwear needs since 1932.

FLYNN VW AUDI BMW 
600 MERRILL RD. PITTSFIELD, MA 01201— 413.443.4702— WWW.FLYNNVWAUDIBMW.COM 

Serving the Berkshires since 1964 
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CAkewAlk
Retirement results 
in transition from 
biotech to bakery

He said they chose Ben’s because they 
wanted an established business. They also 
felt that the environment of Lee is conducive 
to local businesses. “Lee is very vibrant,” he 
said. “If you look at Main Street, all of the 
businesses are independent, and they seem 
to be doing well. People in the community 
support local businesses like Ben’s, and 
visitors also come downtown.”

He said Ben’s holds its own against the 
competition from the nearby Simon Premium 
Outlets shopping complex. “We compete 
by selling different products than the outlet 
stores, and offering competitive prices, and 
personal service,” he said.

Stephen believes the presence of the outlet 
complex has been a boost for downtown 
businesses. “When they came in, I think it 
unifi ed business owners to fi nd ways to keep 
themselves going,” he said. “Downtown Lee 
is organized well, and fulfi lls the niches that 
people are looking for.”

Aside from the new owners, Ben’s cur-
rently has one part-time employee, who 
had worked there before the sale. “We also 
will be hiring some additional help for the 
holidays,” said Stephen.◆

David DeLoria, a Pittsfi eld native, had 
always planned to retire to the Berkshires 
after completing his career in the biotech 
industry in the Boston area.

DeLoria, who is 55, is fulfi lling that goal in 
one sense – although on a different timetable, 
and in a different form.

He has moved back to the Berkshires, 
but he is far from being retired. Instead, he 
is working as hard as ever as the new owner 

of Cakewalk Bakery and Cafe at 56 Main St. 
in downtown Lee.

“Circumstances made it attractive to return 
to the Berkshires at a younger age than I 
had originally intended, and I wanted to do 
something new and different,” said DeLoria, 
who most recently was senior director and 
program manager at Genzyme, a biotech 
fi rm in Boston.

Cakewalk (413- 243-2806 or www.cake-
walkbakery.com) is a 14-year-old business 
that bakes pastries, cookies and breads from 
scratch on site for retail sale. It also sells 
breakfast items, sandwiches and salads, 
soups, quiches and specialty coffee drinks 
for take-out or on-site consumption.

DeLoria purchased the business from 
Anita Forzano, who had operated it with 
her late husband Michael for three years. 
Prior to that the business had been owned 
for several years by Brian and Verena Smith, 
who purchased Cakewalk from its founder 
Rachel Portnoy.

The business leases space in a building 
owned by Steve Oakes of Otis, who has sev-
eral commercial properties in the county. 

After receiving a degree from St. Joseph’s 
High in 1979, DeLoria studied microbiology 
at the University of Massachusetts. He began 
his career in laboratory research, and moved 
into positions in marketing and program 
management.

“After 30 years in the biotech industry, I 
wanted to do something new and different,” 
explained DeLoria.

One impetus was the MBA degree from 
Boston University’s Questrom School of 
Business that he had recently earned.

“That got me thinking I’d like to run a 
business of my own,” he said. “So I decided 
to move back to the Berkshires now and look 
for a business to purchase.”

Although he had no previous interest or 
experience in baking or the food service 
industry, he decided that Cakewalk was the 
opportunity he had been seeking.

continued on next page
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COveRstory

The Morgan House has been a staple of 
downtown Lee as an inn, restaurant and 
tavern since the mid-19th century, under a 
succession of owners.

Now, the venerable business has gone 
through another transition, following its 
purchase in May by Vern Kennedy of Canaan, 
N.Y. He bought the property from Jim and 
Pam Loring for $478,000.

While he has been making some changes 
on a phased-in basis, Kennedy emphasized 
that he plans to retain the longtime charac-
ter and role of the Morgan House, which is 
located at 33 Main St. at the southern end 
of downtown.

“I’m not changing what the Morgan House 
has been all these years, but just doing some 
things to bring it up to date,” he said.

He noted that the reputation and longevity 
of the Morgan House were among the factors 
that prompted him to purchase it.

the mORgAn hOuSe
Investing in town’s 
future with purchase 
of historic business 

“My mentors here tell me 
I’m picking it up fast. When 
your back is to the wall, you 

learn things quickly.”

After completing a long career in the biotech industry, Pittsfield native David DeLoria has returned to the 
Berkshires for a new role as the owner of Cakewalk Bakery & Cafe in downtown Lee.

continued from previous page
“It satisfied the criteria I had,” he said. “It’s 

a good business with a base of loyal customers 
already, and the price was attractive. It also 
was something I could bring my expertise 
in operations and production to, and take it 
to a new level.”

DeLoria noted that the process of baking 
and food preparation do have similarities to 
the scientific skills of his previous career, 
including preparing and working with for-
mulations in the laboratory.

He has been learning the baking and culi-
nary trade on the job. “My mentors here tell 
me I’m picking it up fast,” he said. “I’ve had 
to grasp that as a matter of necessity. When 
your back is to the wall, you learn things 
quickly.”

He emphasized, however, that he also 
recognizes his limita-
tions, and is relying on 
culinary professionals 
to maintain the level of 
quality and creativity 
the business is known 
for. “I can follow a 
recipe, but I’m going to leave it to the profes-
sionals to do the creative work,” he said.

Cakewalk has a staff of nine. Forzano 
is staying on through the holidays to teach 
DeLoria the business and assist with the 
transition.

He has also hired Allison MeChek as the 
chief pastry chef. She is a recent graduate of 
the culinary arts school at Johnson & Wales 
University. “She is outstanding, and I’m 
going to rely on her more as a partner than 
an employer,” he said.

DeLoria said that he has plans to expand 
the business, but is not changing its basic 
identity or role in Lee, which he described 
as a Wi-Fi cafe and bakery that specializes 
in quality pastries and food for takeout or 
to eat on site.

“It’s a great spot,” he said. “People love 
the pastry and food, and it’s a cozy place to 
come and relax for a while. It gets a lot of 
local people, and in the summer tourists and 
second homeowners come in. We get great 
reviews on websites like Yelp.”

Eggs and pastries are available for break-
fast. The lunch menu includes soups, salads 
and sandwiches. “We also feature daily 
specials based on the season and customer 
requests,” noted DeLoria.

Its pastry selection includes cakes, muf-
fins, pies, scones, croissants and other baked 
goods, as well as a selection of specialty 
breads.

The other major element of the business is 
custom pastries for parties and other events. 
These include custom-made cakes, and tiered 
cakes for weddings.

DeLoria said he initially has drawn up a 
one-year business plan. Among other things, 
he intends to reconfigure the 2,200-square-
foot leased space, which includes a 1,500-
square-foot dining and service area in the 
front with 32 seats.

“This winter, I’m going to renovate the 

space, including moving the service counter 
and utilizing the kitchen space differently,” 
he said.

He also is planning on removing a drop 
ceiling to expose the original tin ceiling.

He added, however, 
that the current ambi-
ence and look of Cake-
walk will remain the 
same.

DeLoria said he will 
also pursue opportuni-

ties to expand Cakewalk’s wholesale busi-
ness, including placing their products in 
stores and other locations. He noted that this 
will likely be through a combination of items 
labeled as Cakewalk products, or unbranded 
house items.

Another element of his plan is to acquire 
a Cakewalk food truck, to sell its pastries at 
outdoor events and farmer’s markets.

“Food trucks have become popular, but 
most of them serve meals,” he said. “No 
one is bringing dessert, which is what we’ll 
focus on.”◆
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“First and foremost, I was attracted to 
Morgan House because it is an established 
business,” said Kennedy. “Restaurants are 
often fads. But my interest is in businesses 
that provide a base of predictability. I see 
opportunities for growth, but that is based 
on developing the qualities that the Morgan 
House is known for.”

The core of the 13,000-square-foot structure 
was built in 1817. Edwin Morgan purchased 
and enlarged the home in 1853 and opened 
its doors to visitors arriving on incoming 
stagecoaches. That evolved into its role as a 
mainstay hospitality business in Lee.

In addition to its 159-seat restaurant, the 
Morgan House has 11 guest rooms.

Its prominent guests have included Ulysses 
S. Grant, George Bernard Shaw and Grover 
Cleveland.

Kennedy said that the restaurant’s business 
is divided about equally between residents 
and visitors and second homeowners.

One of his priorities is expanding its 
traditional role as a dining staple within the 
local community.

“The Morgan House has always been 
popular for birthdays, anniversaries or other 
occasions when people want a special night 
out,” he said. “My goal is to also get it more 
on the rotation of places where people eat on 
a more casual, regular basis. I’d like people 
to come to the Morgan House at least once 
a week.”

Fulfilling that goal, he said, will involve 
some physical alterations to the restaurant 
and some modifications to the menu.

The restaurant has three basic sections, 
including the main formal dining area, a 
separate dining room, and a small lounge 
and tavern.

“We won’t be changing the basic configu-
ration, but this is a very flexible space, and 
there are things we can do,” he said.

Kennedy said he is enlarging the bar and 
tavern area to accommodate more seating and 
provide additional space for casual dining 
and socializing.

“The dining room has a somewhat more 
formal feel,” he said. “The tavern is popular, 
and many people are looking for something 
more relaxed these days. We’re expanding 
the tavern as a place where people can come 
and relax after work.”

Other changes include additional bath-
rooms, and removing the carpeting to expose 
the wood floors.

Kennedy said the building has not required 
any structural changes, noting that the Lor-
ings did extensive renovations while they 
owned it.

“The previous owners had done a great 
job of maintaining it, so any changes we’re 
making are primarily cosmetic,” he said.

The Morgan House (413-243-3661 or 
www.morganhouseinn.com) is open for 
lunch and dinner. Its lunch menu features a 
selection of sandwiches 
in the range of $10 to 
$13, as well as soups 
($7 to $8), salads ($7 to 
$10) and appetizers.

In addition to appe-
tizers and light fare, the 
dinner menu features a 
mix of meat, seafood 
and chicken and pasta 
entrees priced from $15 
to $23.

Kennedy said he is 
keeping many of the restaurant’s familiar 
favorites, while adding new items.

“There are some things on the menu that 
I’d get run out of town for if I removed 
them,” he said. “We’ve taken some other 
things off the menu and made some logi-
cal additions. Overall, we’ve stayed true to 

what it has been, which you could call rustic 
comfort food.”

In terms of price and market position, he 
described it as in the middle to upper range 
of local restaurants. “We try to provide good 
value,” he said. “We’re not the cheapest 

restaurant around, but 
we’re far from the most 
expensive.”

He used what he 
called his personal 
gauge of pricing to 
describe it more spe-
cifically.

“When I am look-
ing at a restaurant, one 
of the first things I 
check is the price of 
the burgers,” he said. 

“You can pay anywhere from $9 to $15 for 
a burger in a quality restaurant. Our burgers 
are about $11.”

He noted that he is not following the 
popular trend of farm-to-table cuisine that 
emphasizes local food sources.

“Personally, I think farm to table is a 

noble goal, and we try to use local sources 
as much as possible,” he said. “But that is 
more expensive, and at the end of the day, 
most people want good food at good prices. 
My goal is to offer a good $11 burger, rather 
than having to charge $15 or more.” 

On the lodging side of the business, the 
Morgan House provides accommodations in 
its 11 guest rooms at rates between $100 and 
$200 per night. Kennedy said that promotion 
of these guest rooms has been low key, but 
they have a base of regular guests.

He noted that most of the guest rooms do 
not have private bathrooms, and use shared 
facilities instead.

He plans to renovate and reduce the number 
of rooms. “We’ll enlarge them and add private 
bathrooms,” he said. “Once that is done, we’ll 
start advertising and marketing that aspect 
of the business more actively.”

Kennedy is a native of Pittsburgh, but his 
family moved frequently when he was grow-
ing up. He eventually settled in New York 
City. He founded and later sold a technology 
company, and then became a professional 
investor. He said he got involved in the 
restaurant industry through his food-related 
investments.

He has had a home in Columbia County, 
N.Y., for many years, and recently relocated 
to this area.

“I decided to move up here on a full-time 
basis and figure out what I could do next,” 
he said. “When I found the Morgan House, 
it fit into what I was looking for. Since the 
purchase, I’ve basically been living at the 
inn full time.”

He added that he may eventually turn more 
of the management over to a staff, and pursue 
other opportunities, but he sees the Morgan 
House as a long-term investment. “I don’t 
flip businesses,” he said. “I am looking at 
this for the long run.”

Recently, it was reported in the local media 
that Kennedy is also purchasing the Castle 
Street Cafe, a popular restaurant in downtown 
Great Barrington. Kennedy acknowledged 
that he has been in negotiations with Mi-
chael Ballon, owner of that business. He 
emphasized that, as of early December, the 
sale has not yet been finalized, and the public 
disclosure of the pending deal was premature. 
He added that he and Ballon have agreed not 
to further discuss the potential sale publicly 
until the transaction is completed.◆

Describing his purchase of the Morgan House as a long-term investment, Vern Kennedy says the restaurant, 
tavern and inn appealed to him as a well-established business with a solid reputation. “I see opportunities 
for growth,” he says, “but that is based on developing the qualities that the Morgan House is known for.”

“The Morgan House has 
always been popular for 

birthdays, anniversaries or 
other occasions when people 

want a special night out,” 
he said. “My goal is to also 

get it more on the rotation of 
places where people eat on a 
more casual, regular basis.”

email your firm’s news 
and announcements to:

info@btaconline.com
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Impact economy
continued from page 1

gOODideas

To foster that, he and other proponents 
have organized a new nonprofit organization, 
called the Impact Entrepreneur Center (IEC) 
for Social and Environmental Innovation.

Lane-Zucker explained that the IEC is 
an opportunity for the region to draw on its 
creative and entrepreneurial heritage and ap-
ply it to new forms of business and economic 
development.

The goal of the IEC is to encourage and 
support new and existing businesses in 
Berkshire County that are dedicated to envi-
ronmental sustainability and positive social 
values, as well as financial profitability.

The IEC reflects wide-ranging national 
and international efforts to include social and 
environmental benefits as important aspects 
of economic development and business ac-
tivities (see related story on page 17).

This new business model has also been 
referred to as the “triple bottom line.” This 
redefines the priorities used to determine 
the missions and profitability of businesses 
by adding social and environmental effects 
to the traditional metrics of financial per-
formance.

Lane-Zucker uses the term “impact 
economy” to describe this approach.

It addresses decisions and actions by busi-
nesses regarding product offerings, opera-
tions, purchasing, and their relationship to 
the larger community. It is intended to foster 
values such as fair treatment of employees 
and a commitment to the communities they 
operate in.

The businesses that fall into this category 
include companies that develop and produce 
sustainable new technologies, products and 
services such as renewable energy, “green” 
construction and careful land stewardship. 
They also would be oriented to the use of 
non-destructive materials and manufactur-
ing processes.

However, it can also include more tra-
ditional businesses, such as restaurants, 
retailers, professionals and other ventures 
that operate according to the values of the 
impact economy.

Business plan
Over the last year, Lane-Zucker and other 

organizers have been laying the groundwork 

for the IEC, which will serve as an incubator 
for new ventures, and a support center for ex-
isting business that are oriented to the values 
and purpose of impact entrepreneurship.

In June, they released a detailed business 
plan for the initiative. It incorporates several 
strategies, including establishing one or more 
facilities for new and emerging businesses, 

support for other regional development initia-
tives, and new forms of enterprise zones for 
businesses with this orientation.

Lane-Zucker has also been meeting with 
community leaders, economic development 
organizations such as 1Berkshire, educational 
institutions such as Williams College and 
Massachusetts College of Liberal Arts, and 

other members of the public to promote and 
discuss the concept.

They are setting up the IEC as a nonprofit 
organization, and are currently applying for 
tax-exempt status. The organization will rely 
on contributions and grants, and they are 
currently seeking donations for the initial 
implementation costs.

The project is being undertaken in phases. 
The first phase will include a detailed study of 
the region and its economy, to develop spe-
cific goals, strategies and actions. That would 
be the basis of educational programs, services 
and resources to individual business.

The concept for the IEC has several levels, 
said Lane-Zucker.

The immediate priority is to encourage 
and support individual businesses and apply 
the principles of impact-oriented economic 
development in Berkshire County.

The IEC (413-822-2483 or laurie.lanezuck-
er@gmail.com) also plans to work with other 
regional economic development organizations 
and the overall community in the Berkshires 
to provide services such as entrepreneurial 
education in schools or for adults who are 
considering starting businesses.

On another level, the IEC is envisioned as a 
resource center for national and global efforts 
to encourage and develop impact economies. 
This would include online information ser-
vices, teleconferences and other educational 
and programming resources.

“It will also be a remote learning center 
and educational hub for classes and work-
shops,” he said.

Another goal is to establish the IEC as a 
regional center of these initiatives for the 
Northeast. “We’re located midway between 
New York and Boston, and there is a lot of 
related activity in the Northeast,” Lane-
Zucker said. “The beauty and appeal of the 
Berkshires is well known, and people from 
the city love to come here for visits. So the 
IEC could become a center for activities like 
conferences and workshops.”

Long involvement
Lane-Zucker has long been active in the 

larger impact economy and social entrepre-
neurship movement, as well as working on 
environmental issues.

From 1991 to 2004 he was the executive 
director of The Orion Society, a prominent in-
ternational environmental organization based 
in Great Barrington, which publishes orion 
magazine, the OrionMagazine.org website, 
and Orion Books. It also sponsors the Orion 
Grassroots Network and Orion Institutes.

He subsequently has worked with ventures 
and initiatives on these issues and to advance 
the goals of impact economics.

He is the founder and CEO of Impact 
Entrepreneur LLC, a for-profit company that 
works to promote the concept of impact entre-
preneurship through networking, education 
and consulting on a national and international 
basis (see related story on page 18).

He is also the volunteer manager of 
the Impact Enterprise Network, an online 
LinkedIn community of 11,000 individuals 
from 200 countries focused on collabora-
tion and information sharing related to the 
impact economy.

Lane-Zucker said the IEC is a new and 
separate initiative, but it will utilize the con-
nections and resources of Impact Entrepre-
neur LLC and the online network. With the 
connection to his other activities, he envisions 
it as a connecting point for the national and 
global impact enterprise movement.

This would be a symbiotic relationship. For 
example, the programs that the IEC conducts 
in the Berkshires would also serve as pilot 
projects or prototypes that would provide 
ideas and models for other regions.

He added that the network and his own 
consulting activities could also attract im-
pact entrepreneurs and businesses to the 
Berkshires.

Entrepreneurial support
The business plan for the Berkshires in-

cludes establishing one or more physical sites 
which organizers refer to as “labs. These will 
serve as incubators, providing work space 
and other resources for emerging and exist-
ing business that adhere to the principles of 
impact entrepreneurship.

continued on page 19

Laurie Lane-Zucker and other 
organizers have been laying the 
groundwork for the Impact Entre-
preneur Center, which will serve 
as an incubator for new ventures, 
and a support center for existing 
businesses that are oriented to 
the values and purpose of impact 
entrepreneurship.
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By John Townes
The movement to develop new economic 

and business models emphasizing social and 
environmental sustainability has emerged 
over the last two decades, in response to a 
combination of factors.

It is, in part, a reaction to the negative so-
cial and environmental consequences of the 
increased focus on profits that has dominated 
the economy since the 1970s.

It also reflects concerns over the environ-
ment and the need to develop more sustain-
able energy, materials, construction, land use 
and resource protection practices.

The basic goal is to encourage and foster 
changes in economic principles and busi-
ness priorities. These alternatives – which 
have taken many forms and are described 
with various names and 
phrases – are popularly 
referred to as social 
entrepreneurship.

This has also driven 
a fast-growing cat-
egory of socially re-
sponsible investments, 
that has steadily become more mainstream. 
Traditional investment firms like Bain 
Capital, BlackRock, Citi, Goldman Sacs, 
and JPMorgan have established investment 
portfolios based on socially responsible and/
or impact investments. Recent reports state 
that global investors committed over $12 
billion in impact investments, a 54 percent 
increase over three years ago.

Laurie Lane-Zucker, the lead organizer of 
the Impact Entrepreneur Center for Social 
and Environmental Innovation (see story 
starting on page 1), coined the phrase “im-
pact economy” in 2006. He explained that it 
is intended to define the next level of these 
trends by adding an emphasis on a measurable 
commitment to proactive goals and results.

“Socially responsible investing was 
originally a process of negative screening 
that focused on companies that minimized 
damaging environmental and social effects,” 
he said. “Impact investing and entrepreneur-
ship is more oriented to doing business in 
ways that also proactively create positive 
benefits for society.”

Impact businesses include companies 
that formally establish specific social and 
environmental goals in their missions, along 
with methods to track performance, in the 
same way that finances are used to determine 
profitability.

Lane-Zucker said that these impact com-
panies are sometimes referred to as the fourth 
sector of the economy.

“Government is the first sector,” he ex-
plained. “Traditional commercial enterprise 
is the second sector, and nonprofit organiza-
tions are the third sector. The fourth is a hybrid 
of the commercial and nonprofit sectors. They 
are run on the for-profit model, but they are 
also similar to nonprofits in their emphasis on 
serving social and environmental needs.”

Legal distinctions
This has also begun to have an effect on legal 

distinctions and professional certification.
In Massachusetts and a growing number of 

states, there are now specific legal designa-
tions to create a new category of enterprise, 
often referred to as “benefit corporations.”

While the specifics vary, the basic purpose 
is to provide a legal framework to enable 
for-profit businesses to prioritize social and 
environmental benefits in their policies, 
decisions and actions.

According to traditional interpretations 
of business law, corporations are expected 
to prioritize the fiscal status of the company, 
and maximize profits for shareholders and 
investors as their primary responsibility.

Corporations are liable to challenges from 
shareholders or others if they fail to adhere 
to those requirements. If, for example, a 
corporation deliberately pursues a policy of 
job security for its employees and chooses 
not to lay off workers to reduce expenses, it 
may be viewed as having failed to carry out 
its fiduciary responsibility.

Designation as a benefit corporation, on 
the other hand, not only allows businesses 
to include other goals as part of their basic 
mission and responsibilities, but also requires 
that they adhere to those goals.

“A company that wants to pursue other 
social and environmental goals may find itself 
butting its heads against the conventional 
enterprise rules and guidelines,” explained 
Lane-Zucker. “This is one step to creating 

a legal infrastructure 
to affirm and support 
mission-driven com-
panies.”

For example, a ben-
efit corporation may 
choose to include in 
their mission goals 

such as higher employee compensation or 
retention of the workforce during difficult 
times, rather than making cutbacks

In 2012 the Massachusetts legislature 
and administration of former Gov. Deval 
Patrick created a new category under exist-
ing business statues to allow businesses and 
professionals to pursue these other priorities 
by applying to become designated for-profit 
benefit corporations.

Businesses or professionals that choose 
this status are required to commit to providing 
“general public benefit” as one of their goals, 
and to define these goals in specific terms.

In addition, they must appoint an inde-
pendent officer as their benefit director. This 
person is responsible for monitoring and 
ensuring that the corporation is working to 
achieve these social goals. It also requires 
regular reports on its progress, similar to the 
financial statements in a standard sharehold-
ers’ report,

The specifics of benefit corporations vary 
among states.

In addition to their own inherent sense of 
social responsibility, designation as a benefit 
corporation has advantages for businesses 
among consumers and investors who share 
those goals.

In addition to these legal frameworks, 
companies that choose to go further in this 
direction also have the option of applying to 
be certified as a B Corp in a voluntary program 
of B Lab, a nonprofit center founded in 2006 
that promotes the social impact economy.

This is a voluntary program, similar to 
the LEED certification in construction, 
or Fair Trade guidelines for retailers and 
wholesalers.

Companies that apply for certification as 
a B Corp commit to the rigorous principles 
and standards of the organization regarding 
social and environmental performance, ac-
countability, and transparency.

According to Lane-Zucker, there are cur-
rently over 1,600 B Corps in more than 47 
countries.◆

Members of impact economy 
movement expand mission 
beyond basic for-profit model

doing business 
with emphasis on 
societal benefits

“Impact investing and entre-
preneurship is more oriented 
to doing business in ways that 
also proactively create posi-

tive benefits for society.”

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

For Sale: 
610 Main St., 

Williamstown
2,800 sq. ft. commercial building 
ideal for office or retail, on .3 acre 
parcel with off-street parking. 
Adjacent parcel to be developed 
into the new Aubuchon store 
bringing excellent daily traffic and 
visibility for the new enterprise to 
be located here. $199,500

For Sale: 7557 Route 7, Pownal, VT
17,450 sq. ft. of two-story commercial space in prime Route 7 location across from 

Stewart’s Shop, Vermont 
State Liquor Store and just 
over MA/VT state line at 
the gateway to Vermont. 
Former furniture store, 
suitable for antiques, office, 
retail. Additional one-story 
1,280 sq.ft. rental house. 
$595,000 

For Sale: 63-65 Walden St.,  North Adams
11,500 sq .  f t .  l ight 
industrial building built 
in 1900. Be a part of the 
amazing arts & tourism 
rena i s sance  in  th i s 
transforming northern 
Berkshire small city, 
home of MASS MoCA, 
the  wor ld ’s  l a rges t 
museum of contemporary 
art. $224,000
 

For Sale: 123 Airport Rd., Shaftsbury, VT
First-class commercial 
p r o p e r t y  w i t h  t w o 
apartments above. Ideal 
o w n e r - o c c u p i e d  o r 
investment opportunity 
wi th  many potent ia l 
uses including office, 
contractors, rental units, 
storage, small incubator 
spaces, light industrial, 
warehouse, etc. 8’x8’ 
garage doors and one 14’ 
overhead door perfect for 
motor home, tractor trailer 

or other high ceiling needs. Separate unheated 40’x24’ cold storage building with 10 
bays. Very attractive site bordered by a scenic brook, with excellent access off paved 
roads, and a safe and secure location opposite state police barracks. $450,000
 

Paul Harsch, Business 
& Commercial Broker & 
Realtor® Emeritus with 
41 years commercial, 
residential, land and 

development expertise

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

For Sale: 309 Pittsfield Rd., Lenox
5,400 sq. ft. first class office 
building on 2.96 acres. 
Move-in ready for your 
company with high-speed 
wiring, two kitchens and two 
conference rooms, multi-level 
contemporary style, large open 
deck facing private wooded 
setting, off-street parking, 
landscaped. Appraised & 
inspected. $750,000

For Sale: 6 Renfrew St., Adams
First class office, plus shop, plus 4-bay garage – all new. Locate your company/business in 
this superbly rebuilt 
3,000 sq. ft. 1880 
train station, 5,400 
sq. ft. shop with 14’ 
overhead doors & 
16-20’ ceiling height, 
and 2,160 sq. ft. 4-bay 
“showplace” garage. 
Rail access, Route 
8 location. If utility, 
condition and image 
are important, this 
is the place for you. 
$1.2 million

SAle PeNDiNG

SAle PeNDiNG
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gOODideas

By John Townes
As the founder and CEO of Impact Entre-

preneur LLC (see story on page 1), Laurie 
Lane-Zucker works with individual clients 
and enterprises involved in fi elds such as 
carbon sequestration, nanomaterials, food 
and nutrition, wind/water turbines and green 
building materials, among others.

Included on that list is Tom Chappell, a 
pioneer in the earlier generation of the move-
ment to develop alternative business models 
based on environmental sustainability and 
ethical values.

In 1970, long before the phrases “sustain-
ability” and “socially responsible business” 
had entered the zeitgeist, Chappell and his 
wife Kate founded Tom’s of Maine, a personal 
care products company that exemplified 
those virtues.

Starting with a $5,000 loan, they built a 
small business in Kennebunk, Maine, that 
grew into a successful national brand with 
natural products ranging from non-phosphate 
laundry detergent to toothpaste, deodorant 
and other items.

“Our approach was to use natural ingredi-
ents to provide safe and effective solutions 
for personal care,” said Chappell in an 
interview with BERKSHIRE TRADE & COM-
MERCE. “We felt strongly that you can build 
a viable business by working with nature, 
and bringing it back into the formulation of 
consumer products.”

They also made it a priority to adhere to 
their personal values in the company’s sourc-
ing and other operations. “We appreciated the 
positive values of small businesses, such as 
being thoughtful of people and contributing 
to the community,” Chappell said.

They initiated practices such as earmark-
ing 10 percent of the company’s profi ts for 
contributions to philanthropic activities. The 
company also implemented a policy that 

enabled employees to dedicate 5 percent of 
their paid work time to volunteer service in 
community organizations.

The Chappells sold Tom’s of Maine in 2006 
and are now focused on another venture they 
started in 2009, based on similar principles in 
a different industry.

They operate a busi-
ness called Ramblers 
Way, also based in 
Kennebunk, which 
produces high-quality, 
non-scratchy woolen 
clothing and related 
items that are made in 
the United States.

For Chappell, this 
is a return to his fam-
ily roots in another 
sense. His father was 
employed in the textile 
industry, and Chappell lived in Pittsfi eld from 
the age of six to 12, when his father worked 
at the Wyandotte Mill, a textile mill that 
operated in the city until 1963.

Provide alternatives
After graduating from business school 

and working in insurance in Pennsylvania, 
Chappell and his wife moved to Kennebunk 
in 1968.

Tom’s of Maine was a result of the frustra-
tion the Chappells experienced while trying 
to fi nd simple, natural products that were 
compatible with the environment and were 
not laden with chemicals. They started Tom’s 
of Maine to produce the type of natural prod-
ucts they wanted to use themselves.

They also integrated their personal val-
ues into the business, including workplace 
policies such as fl ex time for employees, and 
parental leave for both men and women.

“I believe in the importance of advocating 
for the quality of life of the people who work 
for you,” said Chappell. “They are an integral 
part of the business. At Tom’s of Maine, that 
philosophy was also good for the company, 
because our associates were dedicated and 
highly motivated. We received more back 
in performance.”

Chappell said that in the company’s early 
years, he instinctively followed his inherent 
beliefs and principles, rather than a theoreti-
cal philosophy or unifi ed strategy of social 
responsibility.

“I didn’t see these things in a systematic 
way, and didn’t know how to how to articu-
late principles like values-oriented manage-
ment,” he said.

However, after attending Harvard Divin-
ity School and earning a master’s degree in 
Theology in 1991, he developed a more me-
thodical view of how to integrate bottom-line 

business goals with ethical values. He insti-
tuted training programs and other methods of 
formalizing the mission of the business.

“We created stewardship models to guide 
the purchasing, marketing and R&D de-
partments, and established boundaries and 
criteria for things like what we would defi ne 
as a natural product,” he said.

Chappell also wrote several books, includ-
ing The soul of a Business: Managing for 
Profi t and the Common Good, and Managing 
Upside down: seven Intentions for Values-
Centered Leadership.

In 2006, the Chappells sold Tom’s of Maine 
to Colgate Palmolive. While that is a large 
corporation, Chappell said they researched 
the company and made sure it would continue 
to operate Tom’s of Maine according to the 
principles they had established for it.

“Colgate impressed us as being a very 
values-centric corporation, so we felt com-
fortable with them” he said.

Same values, different industry
After taking some time off to evaluate 

his goals, Chappell launched Ramblers Way 
(www.ramblersway.com) in 2009. It is a 
family enterprise that is operated by Tom and 
Kate Chappell and several of their offspring 
and relatives.

“I was too young to retire, and I didn’t 
want to just play golf or sit on corporate 
boards,” he said. “I wanted to contribute 
something more to society. My family was 
also motivated to do this. The goal is to use 
our experience in personal care products 
and apply it to a different product category 
of textiles and garments.”

Ramblers Way produces an innovative 
line of worsted wool garments for men and 
women, including shirts, sweaters, pants, 
undergarments and other items. They are 
made with superfi ne wool that is not scratchy 

and can be comfortably 
worn directly on the 
skin without itchiness.

The wool comes 
from an American 
breed of sheep, Ram-
bouillet, known for its 
fi neness of fi ber, length, 
and durability. It is 
produced by methods 
that capitalize on those 
qualities.

In addition to its busi-
ness goals to achieve 
profi tability, Chappell 

also sees Rambler’s Way as having a larger 
mission. His goal is to bring ethical and 
sustainable practices to the textile and gar-
ment industries, as an alternative to their 
association with sweatshops and other social 
and economic problems.

“The garment industry is one of the big-
gest polluters in the world, and they mistreat 
people throughout the world,” he said. “We 
want to demonstrate that there are more 
responsible ways to produce and purchase 
textiles and clothing.”

The business adheres to principles of 
environmental sustainability in the raising 
of the animals and production of garments. 
Chappell noted that the company is currently 
working to earn certifi cation for organic 
products, as designated by the Organic Trade 
Association and the Global Organic Textile 
Standard.

Another goal is to help revitalize the 
domestic textile and garment industry by 
sourcing and making their products in the 
United States.

The Chappells operate their own sheep 
farm in Kennebunk. The company also 
contracts with sheep ranches in other regions 
of the United States to supply them with 
wool to their specifi cations. It also uses 
domestic contractors to produce the fabric 
and garments.

Encouraging trends
The world has changed in many ways in the 

decades since Tom’s of Maine was started.
Manufacturing and retailing have become 

more consolidated into large corporations 
and chains. Globalization and outsourcing 
have made American manufacturing less 
competitive compared to cheaper foreign 
products. And, some would say that busi-
ness values and investors have become 

RAmbleRS wAY

Tom’s of Maine 
founders bring 
same values to 
textile venture

Tom and Kate Chappell, founders of the Tom’s of Maine line of personal care products, have moved on to a 
new textile manufacturing and sales venture, Ramblers Way, which adheres to the same model of ethical and 
sustainable business practices that their original company pioneered. (Photo by Bridgett Owen Chase)

For Chappell, this is a re-
turn to his family roots in 
another sense. His father 

was employed in the textile 
industry, and Chappell lived 
in Pittsfi eld from the age of 
six to 12, when his father 
worked at the Wyandotte 

Mill, a textile mill that oper-
ated in the city until 1963.
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And we’re here for the same reasons.

103 West Park Street
Lee, MA  01238
(413) 243-4331

www.octobermountainfa.com
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More than a place. It’s a way of life.
From one season to the next,
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It’s a set of values, experiences 

embody these same attributes.
It’s why we’re here. We’re here 
with you. And for you..
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“It will have different elements,” Lane-
Zucker said. “For example, a young entre-
preneur who is starting up a benefi t company 
could lease space for an offi ce. It can also 
include co-work spaces that can be rented 
on a daily or monthly basis.”

These labs will also provide shared support 
services for new and existing companies, 
such as business counselling and assistance, 
workshops and other resources.

Another goal is to provide access to in-
vestment capital and 
fi nancing.

“There would also be 
an accelerator piece,” 
he said. “One of the 
most promising as-
pects would be to help 
entrepreneurs connect 
with sources of capital to help move their 
businesses to the next stage.”

In addition to matching entrepreneurs with 
investors and other sources of capital, he 
said, it is possible that IEC could establish 
an investment fund itself.

Lane-Zucker said they hope to establish 
several of these facilities in different sections 
of the Berkshires. Initially they are looking 
at sites in Pittsfi eld and the Great Barrington 
area that would provide between 10,000 and 
20,000 square feet. They are considering 
several possibilities, but nothing has been 
determined yet.

He noted there are similar impact hubs in 
other locations that could serve as models, 
such as MissionHUB LLC, a benefi t corpo-

ration that owns and operates Impact Hub 
locations in New York City, Washington, 
D.C., and the San Francisco Bay area.

Organizers of the IEC also hope to develop 
a new model to incentivize regional sustain-
able development, called a Public Benefi t 
Enterprise Zone (PBEZ).

This is similar to traditional enterprise or 
economic empowerment zones, which pro-
vide state and local government incentives to 
encourage and support business development 
within a defi ned geographic area.

However, a PBEZ would be specifi cally 
oriented to stimulate the incubation and ac-
celeration of businesses with a strong social 
and environmental mission.

Currently this is 
merely a concept. Lane-
Zucker said the IEC has 
been exploring options 
for this and discussing 
the idea with develop-
ment leaders and of-
fi cials.

He said the possibilities include working 
with state and local governments to create 
designated PBEZs as a new category. Another 
possibility is to incorporate them into existing 
enterprise zones.

Overall, Lane-Zucker believes Berkshire 
County is an ideal location to advance the 
various aspects and goals of the IEC, because 
of what he described as the region’s history 
of being open to new ideas and oriented to 
the values of sustainability.

“Rather than orienting all economic devel-
opment to the way they do things everywhere 
else,” he said, “we have the potential to lead 
in the development of enterprises that gener-
ate social and environmental value, alongside 
traditional profi t.”◆

Impact entrepreneur
continued from page 16

more ruthlessly focused on the fi nancial 
bottom line.

Chappell, however, believes that these 
trends have been counterbalanced by other 
factors. “I’m optimistic about the situation 
today,” he said. “There is a growing number 
of consumers who want to use their money to 
support local economies, and support busi-
nesses that are committed to ethical values, 
sustainability and quality.”

He said that can be seen in the growth in 
demand and market share of businesses like 
Tom’s of Maine.

“We learned that a niche product based 
on natural ingredients can grow into major 
category in the American market,” he said. 
“There is increasing interest in sustainability 
in many industries now.”

He noted that innovative products and busi-
ness models follow patterns of acceptance 
and growth over time. If successful, they 
eventually have a cumulative impact on the 
mainstream economy and markets.

“There are ways these things happen,” 
Chappell said. “You introduce a new product 
and create a niche by appealing to specifi c 
types of customers. As that niche grows, it 
becomes a market segment. Then, if demand 
continues to increase, it becomes a larger 
category within the overall market.”

He added that sources of investment capi-
tal for sustainable and socially responsible 
ventures are increasing.

“I know from our own experience in raising 
capital that there is an 
increasing number of 
wealthy families and 
other investors who are 
telling their fi nancial 
managers that they 
want to make invest-
ments that align with their personal values 
and are socially responsible,” he said.

Chappell said there are many opportunities 
for creative entrepreneurs who are willing to 
take chances on innovative products – and for 
businesses that are committed to quality, and 
to positive social and environmental values. 
“There’s nothing odd about starting with a 
disruptive new idea, and having faith there 
is a market for it,” he said.

He also believes that economic indica-
tors and anecdotal evidence show that the 
tide is turning back towards more domestic 
manufacturing.

“The fi gures for trade defi cits are im-
proving, and there are other indications that 
the balance between imports and exports 
is improving,” he said. “More businesses, 
including those in the garment industry, are 
trying to make things in America again.”

Challenges exist
However, Chappell also acknowledged 

that there are hurdles and fi nancial factors 
that make it a challenge to integrate other 
social and environmental values into busi-
ness goals.

He said Ramblers Way has had to make 
adjustments in its business model and 
practices.

“It certainly hasn’t been easy,” he said. 
“We reached a stage where we had done all 
I could do with my own fi nancial resources, 
so we have had to seek additional capital 
from investors.”

An overriding challenge for businesses 
like Ramblers Way is establishing a competi-
tive position in a globalized industry where 
offshore producers can provide consumers 
with low-cost clothing.

Chappell said Ramblers Way products are 
unique and innovative, and can stand up in 
terms of quality and appeal. There is a market 
of consumers who are willing to pay higher 
prices for quality products they can believe 
in. But the company still has had to fi nd ways 
to sell them at a realistic price point.

“You can put that innovation and quality 
together, but the question is how much you 
can get for it,” he said. “The cost of making 
quality products in the United States with 
responsible standards is higher than if you 

had them made in Asia. So, that creates a 
dilemma. People would prefer to buy quality 
American products, but they will not pay for 
it if the price is too high.”

One strategy Ramblers Way has adopted is 
to shifting away from selling their products 
on a wholesale basis, and emphasizing direct 
sales to consumers.

“We found that if we go through indepen-
dent retailers, there is not enough room for us 
to make a profi t and for the retailer to make a 
profi t and then being able to sell the products 
to consumers at a reasonable price,” Chappell 
said. “So, we’ve been moving away from 
using middlemen towards selling directly 
to consumers.”

He said this has included a greater focus 
on selling its products online.

“We’re also opening our own retail 
stores,” he said. “We have one concept store 
in Maine, and we’re opening two stores in 
New Hampshire shortly. Our goal is to open 
25 stores in the next fi ve years.”

Chappell said that another issue has 
been efficiency. He said the company’s 
suppliers and contractors have been too 
far-fl ung around the country. To gain more 
control, Ramblers Way has been working to 
geographically focus its supply chain and 
production in New England.

“We want to bring more of our production 
and sourcing closer to home,” he said. “To 
do that we’re expanding our operations in 
Kennebunk, and trying to do most of our 

sourcing and contract-
ing within a 300-mile 
radius. For example, 
having more of our 
knitting work done in 
Massachusetts.”

He said these and 
other measures have enabled Ramblers Way 
to reduce the price of its clothing by an aver-
age of 35 percent in the past year.

Nevertheless, quality products and values-
driven business practices are not likely to 
replace the dominance of globalized mass 
marketing.

“Given our free-market system, you 
can’t sell products with these standards at 
a price that people with very low incomes 
can afford,” he said. “You have to rely on 
the segment of the market that is interested 
in your point of view, and set a price that is 
in line with their income to offer a tangible 
alternative.”

However, he pointed out, while the items 
may initially cost more than their mass-
market counterparts, the added expense 
may be offset in the longer term because the 
clothing is more durable and will not have 
to be replaced as soon.

“If you buy a Ramblers Way garment, it can 
stay in your wardrobe forever,” he said.

In a larger sense, Chappell noted, durabil-
ity is also connected to the importance of 
protecting the environment through more 
careful use of resources.

“We have to become more sustainable as a 
society,” he said. “That includes moving away 
from such high levels of production and con-
sumption. We need to buy less and become 
stewards of the environment more.”◆

“There’s nothing odd about 
starting with a disruptive new 
idea, and having faith there 

is a market for it.”

“We have the potential to lead 
in the development of enter-

prises that generate social and 
environmental value, along-

side traditional profi t.”
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people on the move
Berkshire Health Sys-

tems has announced the 
appointment of Adrienne 
McCallister, DO, a spe-
cialist in osteopathic ma-
nipulative medicine and 
neuromusculoskeletal 
medicine, to the medical 
staff of Berkshire Medical 
Center and the physician 
staff of Physical Medicine 
& Rehabilitation Services 
of BMC, where she is teamed with Dr. Neville 
Walker. Osteopathic manipulation therapy uses 
gentle hands-on osteopathic treatments to balance 
structure, improve function and help the body heal 
from illness and injury. McCallister received her 
medical degree from the University of New Eng-
land College of Osteopathic Medicine, Biddeford, 
Maine, and completed her residency in ostepathic 
manipulative medicine and neuromusculoskeletal 
medicine at St. Barnabas Hospital, Bronx, N.Y.

Jul ie  Cowan  has 
joined MassDevelop-
ment as the agency’s vice 
president for business de-
velopment in the western 
Massachusetts region. 
Cowan will be based 
in MassDevelopment’s 
Springfield office and 
will travel throughout the 
four counties of western 
Massachusetts to help 

businesses, nonprofits, financial institutions, and 
municipalities in their economic development ef-
forts. Prior to joining MassDevelopment, Cowan 
served as chief development officer at Clarke 
Schools for Hearing and Speech, where she led a 
nine-person team across five East Coast campuses. 
She also previously served as vice president of 
commercial lending at TD Bank, where she man-
aged a $158 million portfolio of C&I and CRE 
borrowers, with customers as varied as regional 
petroleum distributors, venture capital funds, 
nursing home operators and public utilities. In 
that role, she worked closely with MassDevelop-
ment on a $4.6 million qualified recovery zone 
facility bond to ERH-Bryant LLC, the real estate 
affiliate of Iredale Mineral Cosmetics, southern 
Berkshire County’s largest private employer. She 
also worked on the Qualified Zone Academy Bond 
to Berkshire Arts & Technology Public Charter 
School, which involved the renovation of a key 
downtown building in Adams. 

Southwestern Vermont Medical Center 
(SVMC) has welcomed Hospitalist Patti Miller, 
MD, to the Dartmouth-Hitchcock Putnam Medical 
Group. Miller, board certified in internal medicine, 
has worked as a hospitalist in Massachusetts, in-
cluding in positions at Berkshire Medical Center 
in Pittsfield and the former North Adams Regional 
Hospital, since 2005. She worked from 2001-2005 
at Citizens Memorial Hospital in Bolivar, Mo.

Everett Lamm, MD, 
FAAP, has been named 
chief medical officer 
for Community Health 
Programs. He will also 
practice pediatrics and 
adolescent medicine in 
the CHP Great Barrington 
office. Lamm is a board 
certified pediatrician who 
practiced community pe-
diatrics on New Hamp-
shire’s seacoast for 14 years before to relocating to 
the Berkshires. He is a strong advocate of primary 
care medicine, population health and community 
well-being. While in New Hampshire, he was clini-
cal assistant professor of pediatrics at Dartmouth 
College’s Geisel School of Medicine teaching and 
mentoring medical students. He succeeds Thomas 
Irwin, MD, who has served as interim chief medical 
officer for several months during CHP’s nationwide 
search for a permanent chief medical officer.

Milton Ferguson has 
joined 1Berkshire as the 
organization’s client ser-
vices specialist, where 
he will be responsible for 
membership development 
and sponsor relations. A 
native of Jamaica, Fergu-
son comes to 1Berkshire 
with 15 years of experi-
ence in the banking indus-
try, primarily in the Boston 

area. In 2014, Ferguson and his family relocated to 
the Berkshires, where he has enjoyed becoming a 
part of the growing business community.

Berkshire Bank has announced the promotion 
of Mike Ferry to senior vice president, com-
mercial regional president, Berkshire County and 
Vermont. Ferry brings over 37 years of industry 
experience, 30 years of which has been spent 
with Berkshire Bank. Leading the Berkshire and 
Vermont regions for the bank since 2012, Ferry is 
based at the bank’s commercial lending office at 
66 West St. in Pittsfield, where his primary focus 
is on commercial lending and ancillary products 
and services. He also serves in the role as president 
of the Berkshire Bank Foundation.

Salisbury Bank has announced the promotion 
of Julianna Sinchak to assistant vice president, 
marketing and sales administration manager. She 
will continue in her role to manage the overall 
marketing functions and strategies within the 
bank, as well as oversee the sales administration 
function. Sinchak started with Salisbury Bank 
in April 2005 and has held various positions in 
retail, commercial credit and business develop-
ment. She recently graduated from the American 
Bankers Association School of Bank Marketing 
and Management and earned the Certified Finan-
cial Marketing Professional (CFMP) designation 
through the Institute of Certified Bankers.
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Julia Bowen, the founding executive director 
of BART Charter Public School in Adams, has 
announced she will leave her position at the end of 
the current school year to explore a new career di-
rection. During her 13-year tenure, Bowen was in-
strumental in the launch and growth of the region’s 
first and only public charter school, and in building 
a program that has achieved national recognition 
for student achievement. The school’s board of 
trustees will form a search committee comprised 
of trustees, faculty, staff and parents to conduct a 
national search for Bowen’s successor.

Beth Pearson of Pitts-
field has joined Worcester-
based Insurance Market-
ing Agencies as a licensed 
property casualty broker 
serving personal and com-
mercial clients in western 
Massachusetts. She has 
extensive training in per-
sonal and commercial 
insurance and is working 
towards earning her CIC 

designation by the end of 2016. Pearson brings 
an understanding of the needs of western Mas-
sachusetts and will bridge the gap to carriers who 
traditionally have not served in this area.

United Personnel has 
announced that Jennifer 
Brown, assistant vice 
president of operations, 
and Erin Sanchez, proj-
ect manager, have both 
become Certified Staffing 
Professionals through 
the American Staffing 
Association. The certifi-
cation consists of com-
prehensive examination 

of knowledge regarding 
human resources and 
staffing best practices, 
including federal and 
state-specific employ-
ment law, employee rela-
tions and staffing manage-
ment. A local, woman-
owned business, United 
Personnel has offices in 
Pittsfield, Northampton, 
Springfield, as well as 
New Haven, Conn.

Southwestern Vermont Medical Center 
(SVMC) has welcomed gastroenterologist Ad-
nan Sohail, MD, to the Dartmouth-Hitchcock 
Putnam Medical Group. Board certified in 
internal medicine and gastroenterology, Sohail 
specializes in advanced therapeutic procedures, 
including endoscopic retrograde cholangiopan-
creatography, endoscopic ultrasound, pancreatic 
biopsy, stone removal from the bile duct, and 
palliative stenting. 

The Women Presidents’ 
Organization (WPO), 
a peer advisory group 
for million-dollar-plus 
women-led companies, 
has announced the launch 
of a new chapter in Hart-
ford, Conn., facilitated 
by chapter chair Cathy 
Crosky of Williamstown. 
Crosky has been the chair 
of the WPO Springfield 

chapter for 10 years. She also leads two other 
roundtables (WomenUpFront) in Berkshire Coun-
ty for women who own businesses that are under 
$1 million in annual revenues. In addition Crosky 
is an executive coach and consultant with Fortune 
500 companies across multiple industries.

The Massachusetts College of Liberal Arts 
(MCLA) Alumni Association held its Annual 
Distinguished Alumni Award Ceremony on Oct. 
15, when it recognized the achievements of past 
graduates of the college. This year’s honorees 
included Peter Abuisi ’66, who received the 
Outstanding Educator Emeritus Award; The Hon-
orable Representative Michelle Dubois ’06, who 
received the MCLA Alumni Humanitarian Award; 
Michelle Kirby ’90, who received the MCLA 
Outstanding Educator Award; Benjamin Lamb 
’07, who received the MCLA Young Alumnus 
Award; Buffy Duringer Lord ’98, who received 
the MCLA Outstanding Service to the College 
Award; and Dr. Katherine Foster Warren ’82, 
who was presented with the MCLA Distinguished 
Alumnus Award.

Gregory Lindenmuth has joined Berkshire 
Bank as executive vice president and chief risk 
officer, reporting to the bank’s president, Richard 
Marotta. Lindenmuth joins Berkshire Bank from the 
FDIC where he worked for 24 years, most recently 
as a senior risk examiner for the Division of Risk 
Management Supervision. Through this position, 
he has gained understanding of capital markets, 
including investments, derivatives, securitizations, 
market risk, liquidity/funds management and 
mortgage banking. In his new role with Berkshire 
Bank, Lindenmuth will lead the Loan Workout, 
Credit and Enterprise Risk Management teams. 
In addition, Michael Carroll, who had served as 
executive vice president and chief risk officer, has 
been reassigned to the newly created position of 
executive vice president, specialty lending, under 
the direction of the bank’s chief operating officer, 
Sean Gray. In his new role, Carroll’s responsibilities 
will include management of the bank’s 44 Busi-
ness Capital, Firestone Financial and Business 
Banking operations, and he is expected to lead 
the commercial team integration at First Choice 
Bank in the New Jersey and Pennsylvania markets. 
Carroll, who joined Berkshire Bank in 2009 from 
Key Bank, has over 30 years of experience in the 
banking industry, with expertise in risk manage-
ment and commercial lending.

Michael Du Pont of 
Lenox has become af-
filiated with the Bulfinch 
Group, a Needham-based 
financial services firm 
with offices throughout 
New England. Bringing a 
wealth of knowledge re-
garding the complexities 
of business development 
and wealth protection to 
his new post, Du Pont will 

be based in the Berkshires where he and his wife 
recently returned after living in New York City 
for several years.

Jim Hickson has rejoined Berkshire Bank as 
senior vice president and commercial regional 
president for the Pioneer Valley and Connecti-
cut markets. In his new role, he will focus on 
growing the commercial lending business, as 
well as expanding relationships with products 
and services offered through the bank’s other 
business lines. Hickson brings over 26 years of 
financial experience to his position. His previous 
roles include commercial banking team leader for 
People’s United, senior vice president and ABL 
relationship manager with Berkshire Bank, and 
other positions within TD Bank, KPMG Consult-
ing and Fleet Capital.

Southwestern Vermont Health Care (SVHC) 
has recognized Mary Johnson as the 2016 Out-
standing Volunteer of the Year. The award is given 
to the volunteer who shows dedication to patients 
and staff, provides excellent customer service, 
quality in all work that they do, and empathy and 
respect in all interactions with patients, staff, visi-
tors and fellow volunteers. Johnson, a volunteer for 
the lobby information desk, has served the health 
system for 17 years. She was cited as being a role 
model volunteer who gives a tremendous amount 
of her time providing effective and committed 
service to patients.

Ferguson

Pearson

Brown

Sanchez

Crosky

Du Pont

‘Tis the season…
Experience SERIOUS CYCLE.
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Burnham Gold Real 
Estate has announced the 
addition of realtors Jane 
Miller, Lisa Mendel 
and Gary Ostrander 
to the Williamstown-
based agency. Miller, a 
fourth-generation north-
ern Berkshire resident, 
previously operated her 
own fl orist shop in Wil-
liamstown and managed 
her husband’s dental prac-
tice for 30 years. She will 
work with both buyers 
and sellers to meet their 
real estate needs. Mendel 
is a Berkshire County 
native and has been an 
Adams resident for over 
40 years. Her own recent 
involvement in purchas-
ing homes and restoring 
them for rental purposes 
has given her an insider’s 
perspective for helping 
both buyers and sellers 
with their purchases and 
sales. Ostrander, a long-
time resident of Berkshire 
County, brings extensive 
financial and market-
ing skills to Burnham 
Gold Real Estate, having 
served as controller for 
Coakley, Pierpan, Dolan 

& Collins Insurance Agency Inc. before his re-
tirement in 2009. Most recently he was a sales 
associate for Tucker Welch Properties.

Norman Rockwell 
Museum has announced 
the promotion of Martin 
Mahoney to the newly 
created position director 
of curatorial operations. 
Mahoney, who joined 
the museum as registrar 
in 2005, most recently 
served as director of col-
lections and exhibitions, 
where he has been re-
sponsible for the museum’s traveling exhibitions 
program, which has presented exhibitions in more 
than 150 museums across the United States and 
overseas. In addition, Mahoney has overseen the 
museum’s registration and collections department 
and established its digital collections database 
system, ProjectNORMAN, which forms the mu-
seum’s digital learning and engagement programs. 
As director of curatorial operations, Mahoney will 
supervise the museum’s newly formed Curatorial 
Operations Division, working across departments 
on exhibition and project management, and over-
seeing security planning and preparation. He will 
also serve as the head of planning as the museum 
conducts feasibility studies for expansion.

Adam Klepetar has 
joined Berkshire Com-
munity College (BCC) 
as dean of enrollment 
management and student 
success. In his new role, 
he is responsible for lead-
ing BCC’s efforts in the 
recruitment and retention 
of students. Klepetar is 
also working closely with 
academic leaders to pro-
vide holistic and comprehensive academic success 
programming for all BCC students. Prior to joining 
BCC, Klepetar served in various roles for more 
than a decade at St. Cloud State University in St. 
Cloud, Minn. He most recently was interim assistant 
provost at St. Cloud State University’s University 
College. He previously was director of the institu-
tion’s First Year and Transition Programs.

Barbara Richardson, MSN, RN-BC, CCRN, 
with Southwestern Vermont Medical Center, is one 
of fi ve nurses named as a 2016 American Nurses 
Credentialing Center National Magnet Nurse 
of the Year. The award recognizes Richardson’s 
commitment to structural empowerment, one of 
the fi ve tenants of the Magnet model. A champion 
for transitional care nursing, Richardson partners 
with local primary care providers to identify at-risk 
patients and helps patients navigate from one care 
setting to another. She created a support network 
within the community, establishing partnerships 
with mental health services, Meals on Wheels, and 
the Support and Services at Home Program, which 
provides support to individuals who choose to live 
independently at home. She collaborates with a 
community care team that works on decreasing 
emergency department visits. These efforts have 
resulted in a 69-percent decrease in hospitalizations 
and a 26-percent decrease in emergency department 
visits for patients enrolled in the program.

Nick Stroud, associate professor of technology 
and science education at Massachusetts College 
of Liberal Art, has been appointed to the Evelyn 
H. and Arlindo Jorge Professorship. Stroud was 
nominated to the chair due to his expertise and 
infl uence as an educator of science educators, 
and the promise of his future contributions to the 
fi eld and to the local community. Based on his 
work as a principal investigator for the National 
Science Foundation-funded “Teaching to Learn” 
project and his role as a Massachusetts Science 
Ambassador, Stroud plans to continue to push for 
systemic change in science education in grades 
pre-K through 16. Stroud also is a member of the 
Berkshire STEM (Science, Technology, Engineer-
ing and Mathematics) Pipeline Network’s Steering 
Committee, the Massachusetts Advisory Group on 
the “Next Generation Science Standards,” and the 
Global Education Review’s Board of Reviewers. 

Greylock Federal Cred-
it Union has hired Michael 
Prudhomme as branch 
manager of its Adams 
offi ce, replacing retiring 
branch manager Clare 
Klose. Prior to accepting 
this position, Prudhomme 
was an assistant vice presi-
dent, branch manager with 
Adams Community Bank 
at its Adams and Cheshire 

branches. Previously, he worked at the former South 
Adams Savings Bank and Adams Co-Operative 
Bank, where he began as a teller and advanced to 
become vice president/branch manager.

Peter Fish has been 
named chief operating 
officer (COO) at The 
Boys & Girls Club of 
the Berkshires, where he 
will be directly involved 
in managing day-to-day 
operations, with specifi c 
responsibilities for pro-
gram development and 
implementation, facility 
management, supervi-
sion and development of personnel, and building 
strategic relationships with community partners. 
Fish has nearly 20 years of experience working 
as a not-for profi t executive managing youth pro-
gramming. Most recently, since 2007, he served as 
executive director at the Albany United Methodist 
Society. He served two terms as a selectman for 
the town of Great Barrington, and was economic 
development specialist for former Congressman 
John Olver in Pittsfi eld.

Timothy Collins has 
joined the Pittsfi eld Co-
operative Bank as vice 
president/commercial 
loan offi cer, where he will 
be responsible for manag-
ing and growing the bank’s 
commercial loan portfolio. 
Collins brings over 10 
years of industry expe-
rience, including years 
locally at Berkshire Bank 
and their ownership predecessor Legacy Banks as 
assistant vice president and commercial real estate 
offi cer. Most recently he worked as senior associate, 
acquisitions, at High Street Realty Company in 
Boston, where he was responsible for the oversight 
and execution of investment underwriting analysis 
and overall operations for the acquisitions group. 
Collins grew up in Lee and will be moving back to 
Berkshire County with his wife Laura, a Pittsfi eld 
native, and their young son.

Rebecca Crouse has 
been promoted to Bank 
Secrecy Act/Anti-Money 
Laundering Compliance 
Program offi cer at Adams 
Community Bank. Crouse 
is responsible for develop-
ing, implementing, admin-
istering and maintaining 
all aspects of the program, 
which is designed to ensure 
a high level of compliance 
with Bank Secrecy Act and anti-money launder-
ing laws and regulations, internal policies and 
procedures and federal regulatory expectations. 
She joined the bank in 2000 as a teller and was 
promoted to head teller in 2003. In 2007 she was 
promoted to Bank Secrecy Act/Operations assistant 
and in 2014 to Bank Secrecy Act analyst.

Isa Ali has been ap-
pointed to Greylock 
Federal Credit Union’s 
volunteer Supervisory 
Committee. Since 2013, 
Ali has been the owner 
and operator of Celer-
ity Properties, a property 
investment and manage-
ment firm in Pittsfield. 
From 2002 to the present, 
he has been the owner 

and operator of Ali Enterprises, a business con-
sulting company in Dalton. Ali also serves as a 
board member on the Dalton Development and 
Industrial Committee.

The board of Com-
munity Health Program 
(CHP) has named inter-
im CEO Amelia “Lia” 
Spiliotes as its permanent 
CEO, following a national 
search for a long-term 
leader. A federally quali-
fi ed health center (FQHC), 
based in Great Barrington, 
CHP has eight practice 
sites countywide, and 
serves more than 22,000 area children and adults 
with medical care and family support services. 
Spiliotes, who has served as interim CEO for 
the past year, was among three fi nal candidates 
considered for the position. The board cited her 
healthcare administration experience, leadership 
style and background running FQHCs as key fac-
tors in her selection. They also noted that Spiliotes’ 
initiatives in forging community connections and 
strategic partnerships were factors in their deci-
sion. During the past year, Spiliotes guided the 
assimilation of primary care practices in Adams and 
North Adams into the CHP organization, and the 
addition of the CHP Neighborhood Dental Center 
in Pittsfi eld. In 2016, the organization added more 
than 40 employees, for a total staff of 170. CHP 
expects to care for more than 22,000 patients in the 
Berkshire region in 2017, with an operating budget 
of $17 million. Spiliotes helped expand the board 
from seven to 12 members, most recently with the 
addition of Chuck Leach, president of Lee Bank, 
and Allyson Holmes, a Pittsfi eld attorney.

Barrington Stage Company has welcomed 
Ashley Pirsig as its new director of advance-
ment. Pirsig joins the Pittsfi eld-based theater 
company having previously served as the director 
of development at Flat Rock Playhouse in North 
Carolina and assistant director of development for 
Virginia Stage Company in Norfolk. She has also 
worked in marketing and development for Dallas 
Black Dance Theatre, Lyric Stage and Huntington 
Theatre Company.

Berkshire Children and Families (BCF), a social 
services agency serving Berkshire County and the 
Pioneer Valley, has appointed Diane Robie to the 
position of acting executive director, fi lling the 
vacancy caused by the recent death of president 
and CEO Carolyn Mower Burns. Robie came 
to BCF as senior vice president in 2015, bringing 
20 years of experience serving children, families 
and communities in programs that ranged from 
family support to child permanency. The board of 
BCF has appointed a search committee to identify 
a permanent replacement for Burns, who died on 
Nov. 16 after a brief illness.◆
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By John Townes
The city of Pittsfi eld will soon have a new 

powerhouse.
More specifically, CT Management 

Group is coordinating the purchase of the 
former Holy Family Church and rectory at 
133 Seymour St., with plans to convert the 
17,000-square-foot structure into 10 market-
rate rental units to be called the Powerhouse 
Lofts.

The name refl ects the core structure’s 
original use, which was as an electrical 

power station for the city’s early 20th century 
trolley system.

David Carver, a partner in CT Manage-
ment, said that his fi rm expects to complete 
the permitting process and the purchase by 
the end of the year and begin construction 
in January, with an anticipated opening by 
the end of 2017.

This is the latest of several projects that 
have brought an influx of new market-
rate rental units to Pittsfi eld through the 
renovation and adaptive re-use of existing 
structures.

In 2013, Carver’s company converted 
the former Notre Dame School building on 
Melville Street into 11 market-rate rental 
apartments.

Earlier this autumn, another business, Al-
legrone Companies, opened a new residential 
rental development in the Onota Building 
on North Street (december 2016 BT&C), 
following its similar conversion of the 
Howard Building on First and Fenn streets 
for market-rate apartments in 2014.

Carver said his company decided to under-
take the Powerhouse project because there 
continues to be a large demand for quality 
market-rate rentals in Pittsfi eld.

“Our Notre Dame apartments have been 
very successful, and the Allegrone projects 
also fi lled up quickly when they opened,” he 
said. “There are waiting lists for these. So, 
there’s plenty of demand for quality rental 
housing in this range. Pittsfi eld could use at 
least another 200 units like this.”

The Powerhouse site, near the intersection 
of Wahconah and Seymour streets in north 
Pittsfi eld, previously was a Catholic church 
and rectory.

The core structure was built in 1906 to 
house an electric power generator for the 
trolley system in downtown Pittsfi eld. The 
powerhouse operated until 1915, when it 
was closed.

At that time, different ethnic groups in 
Pittsfi eld had their own parishes. The neigh-
borhood around the former powerhouse had 
a large Polish population, and the members 
of the community subsequently established 
Holy Family as a church there. They used the 
original building for the rectory, and built an 
expansion for the church and sanctuary.

The church operated until 2008, when 
it was closed in a reduction of the overall 
number of Catholic parishes in the western 
Massachusetts diocese.

Management function
Carver said that the Powerhouse property 

will be purchased by a separate ownership 
entity, with CT Management handling the 
redevelopment of the building, as well as 
marketing and management of the resulting 
apartments.

CT Management, he explained, was formed 
about a year ago as the 
development and man-
agement company for 
a wide range of prop-
erties. Many of those 
properties are held by 
Scarafoni Associates, 
a fi rm in which Carver 
is a principal and which previously included 
the development and management functions 
for properties it held.

He said the creation of a separate manage-
ment company allows for those functions to 
now be handled on a more focused basis. In 
addition to properties held by Scarafoni and 
by other ownership entities in which Carver 
is a partner, CT Management also provides 
management services to other outside rental 
and condominium developments throughout 
the region.

For the new Powerhouse project, Carver 
said CT Management will renovate the build-
ing’s structure, update its internal operating 
systems, and remodel and reconfi gure the 
interior to create a mix of one-, two- and 
three-bedroom rental apartments.

The project is receiving historic preserva-
tion tax credits, and the exterior will be largely 
unchanged from its original appearance, 
other than removing an addition constructed 
in the 1970s.

Carver added that they are attempting to 
incorporate the church’s interior architectural 
details as much as possible, while creating 
contemporary apartments and meeting mod-
ern building codes.

“We’ve spent six months working on the 
plans, with the goal of converting the space 

in a way that respects the exterior and the 
interior detailing,” he said.

The one-acre site will be landscaped and 
will include parking for tenants.

Carver said the exact cost of the project 
will be determined by the amount of work that 
must be done to the building, but the basic 
estimate for the purchase and renovation is 
about $1.9 million.

Redevelopment incentives
The project has received a package of 

public fi nancing incentives. In addition to 
the historic preservation credits, it has re-
ceived tax credits through the state’s Housing 
Development Incentive Program, which is 
a relatively new program to encourage the 
development of market-rate housing in com-
munities with economic challenges.

Also, the city is providing a tax incen-
tive exemption (TIE), in which the tax on 

the increased property 
value after the rede-
velopment is deferred 
in the fi rst year. After 
that, the tax on the in-
creased valuation will 
raise by 10 percent a 
year, until it reaches 

the full amount of its value.
This is similar to a package that was used by 

Allegrone to help fi nance the redevelopment 
of the Onota and Howard buildings.

Carver said the TIE and state Housing 
Development Incentive Program are vital 
for community revitalization and economic 
development.

The local tax exemptions and credits are 
necessary to help developers bridge the 
gap between the initial cost of renovating 
existing buildings and the revenues they 
will generate, he said. Reducing the initial 
development costs makes it feasible to un-
dertake such projects, while keeping rents 
at a reasonable level.

“It allows for a break-even point with 
lower rents than would be possible without 
it,” said Carver.

He added that the TIE is not reducing the 
tax base, but instead is making it possible for 
the city to collect additional taxes on these 
properties’ increased value on a phased-in 
basis.

“It is not removing any existing taxes on 
the property,” he said. “It’s simply deferring 
the increased value it will have after it is 
redeveloped for housing.”

Some have questioned the use of public 
money to support private development 

david Carver’s new project 
to add 10 units – with room 
for many more, in his view

developer sees market-rate rental housing as ‘powerhouse’ for pittsfi eld
CT Management Group is planning to redevelop the former Church of the Holy Family 
on Seymour Street in Pittsfi eld into 10 units of market-rate rental housing.
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could use at least another 

200 units like this.”
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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

Allendale Shopping Center
Retail & Commercial Space Available

SIZeS & OPTIONS TO SuIT YOur BuSINeSS

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

Convenient Free Parking • Bus Stop at Entrance • Flexible Lease Terms
FOR LEASING INFORMATION CONTACT:

Glenn Langenback • Property Manager
Tel: 413-236-5957 • Cell: 413-464-4211 • GLangenback@verizon.net
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projects for housing above the “affordable” 
range for people with low or moderate 
incomes.

Although the specific monthly rates for the 
Powerhouse Lofts have not been determined, 
market-rate rentals that have been created for 
similar projects have generally been in the 
range of around $900 to $1,500, which is 
above the rent that many moderate-income 
residents can afford.

While there is a continuing need for 
lower-range units, especially in communi-
ties like Pittsfield, Carver said the need 
for middle-range housing had been largely 
neglected.

“There has been a deficit in the creation 
of quality market-rate units for many years,” 
he said.

Carver characterized the Powerhouse 
Lofts and the other new developments as 
oriented to middle-class renters.

“These are not high-end units that are 
$2,500 a month,” he said. “They are in the 
middle range, for diverse tenants such as 
younger working people who are not yet 
ready to buy a home, and older people who 
want to move from owning homes to rental 
housing.”

Diverse mix needed
Carver added that the shortage of housing 

in this category has been an impediment to 
economic development and community 
revitalization.

“One of the major problems that employers 
cite in attracting young professionals to the 
Berkshires is the lack of quality middle-range 
rental housing,” he said.

Carver praised the state’s Housing De-
velopment Incentive Program as restoring 
a more diverse mix in the categories of 
housing that are encouraged and supported 
by public policy.

“It’s a very progressive approach because 
it recognizes that community revitalization 
requires all types of housing,” he said. “For 
years, the emphasis was on lower-income 
housing, and market-rate housing was left 
behind. This program helps to restore a 
balance.”

He also believes that housing is a key ele-
ment of downtown revitalization in Pittsfield. 
He said there is currently a surplus of office 
space for the level of demand, and retailing 
is no longer a central focus of downtown 
activity.

“One of the primary drivers of downtown 
development now is housing,” he said. “If 
you lead with housing and cultural develop-
ment, it will bring people downtown. That 
will also create a market for restaurants, and 
eventually stimulate retail activity.”

Carver, through CT Management and 
Scarafoni Associates, has invested in and 
manages many renovations and conversions 
of existing properties throughout Berkshire 
County over the years. Recently, for example, 
they converted two churches in North Adams 
and Williamstown into housing.

His companies have also converted several 
other buildings in the Pittsfield city center, 
including the Clock Tower condominium 
units. More recently, an investment company 
led by Carver acquired the adjacent Clock 
Tower office complex that is occupied by the 
Berkshire eagle newspaper and other busi-
nesses. That property is also now managed 
by CT Management Group.

“I’d estimate that between 75 and 80 per-
cent of what we do is historic preservation 
and restoration of existing structures,” Carver 
said. “We believe in the principles of smart 
growth. Rather than encouraging sprawl, it 
makes more sense to have high density in a 
city center, use existing buildings, and leave 
the open spaces in the countryside alone. 
That’s especially true in Berkshire County 
because our scenic landscapes are a basis of 
our tourism economy.”

Priorities for Pittsfield
Carver also has strong opinions about what 

he would like to see Pittsfield do to adjust to 
the changes that have occurred since the loss 
of General Electric, its decline in population 
and other challenges.

While he is a strong proponent of pres-
ervation and re-use of existing buildings, 
he also emphasized that it is important to 
be strategic.

“I realize it’s something that not everyone 
wants to hear, but we have to accept the fact 
that Pittsfield has lost significant population, 
and that decline may 
continue,” he said. “But, 
even if it’s a smaller city, 
it can be a better city if 
we focus on quality instead of quantity.”

Carver said that strategy should include 
improving the appearance of the city by 
removing buildings that have become decay-
ing eyesores.

“Blight is one of the things that I person-
ally feel very strongly about,” he said. “We 
should keep the buildings that are worth 
saving, but we should also remove those 
that are blighted.”

He explained that not all buildings are 
suited for renovation and adaptive re-use. 
Redevelopment should focus on structures 
that are in good basic condition and which 

have inherent qualities that are desirable and 
suited to redevelopment.

It is preferable to remove other struc-
tures that are not worth 
keeping, and set aside 
those sites as green 
spaces, or for uses such 

as community gardens or urban agriculture, 
according to Carver.

“If a building contributes to blight, we 
should tear it down and plant grass there, 
rather than leaving it to deteriorate,” he said. 
“That’s what Detroit has been doing, and it’s 
making a positive difference there.”

Carver sees this as a strategy that would 
improve the overall quality of life and visual 
appearance of the city.

“Also, if the population does increase in 
the future, Pittsfield would be in a good po-
sition to absorb and accommodate growth,” 
he said.◆

“We believe in the principles 
of smart growth.”

Every month, BERKSHIRE TRADE & COMMERCE takes a fresh look at
news and issues affecting the local economy…and businesses like yours.

With an assortment of articles covering key sectors of the business community,
each issue of BERKSHIRE TRADE & COMMERCE is well-read by the region’s business owners,

managers and professionals…the people you want to reach and want to do business with.
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ANOTHER  GOOD  REASON
:

Good reasons to make

BERKSHIRE TRADE & COMMERCE

…because home is where the heart is!

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

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

413-464-7524
137 North Street • Suite 202

Pittsfield, MA 01201
www.mtviewhomecare.com
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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
9 Grant St.
Buyer: Thomas A&BE 
Robinson NT
Seller: Celia Wilk
Price: $182,000
Date: 11/2/16

8 Melrose St.
Buyer: Jennifer Kanouse
Seller: Mara Woolley
Price: $147,500
Mortgage: $118,000
Lender: Adams Community
Date: 11/1/6

170 Orchard St.
Buyer: Debra Trczinski +
Seller: Stacie Burnett +
Price: $85,000
Date: 11/8/16

8 Tower Ave.
Buyer: Anthony Smachetti
Seller: Stephen Meczywor
Price: $170,000
Mortgage: $60,000
Lender: Adams Community
Date: 10/26/16

Alford
139 East Rd.
Buyer: Mary Callahan
Seller: Arnold Messing +
Price: $249,000
Date: 10/26/16

92 N Egremont Rd.
Buyer: Arnold Messing +
Seller: Michael Moskowitz +
Price: $567,000
Date: 10/26/16

Becket
2305 Jacobs Ladder Rd.
Buyer: Robert Campagna
Seller: Wayne Spence +
Price: $216,000
Mortgage: $220,000
Lender: Adams Community
Date: 11/3/16

329 Little John Dr.
Buyer: 329 Little John Dr 
Land T +
Seller: Samuel Salem 3rd +
Price: $125,000
Date: 11/10/16

623 Main St.

Buyer: Para Mis Hijos Inc
Seller: Angela Bazigos
Price: $697,500
Mortgage: $418,500
Lender: Atlanta Postal CU
Date: 10/19/16

732 Main St.
Buyer: Michael Carriveau +
Seller: George Viscensi
Price: $165,000
Mortgage: $160,050
Lender: Academy Mtg
Date: 10/31/16

141 Trail Cir.
Buyer: Dewayne Florian +
Seller: David Wood T +
Price: $92,500
Date: 11/4/16

305 Wells Rd.
Buyer: Tabitha Vandeusen
Seller: Cynthia Cantwell
Price: $194,500
Mortgage: $190,976
Lender: Academy Mtg
Date: 11/4/16

59 Williams Rd.
Buyer: Glen Alosi +
Seller: Jeannine Disario
Price: $319,000
Date: 11/1/16

cheShire
32 Shadowland Cove Rd.
Buyer: Kenneth 
Abrahamson +
Seller: Richard Petruzella +
Price: $245,000
Mortgage: $245,000
Lender: Fairway Mtg
Date: 10/28/16

1524 Wells Rd.
Buyer: John Mazzeo +
Seller: Francis Mahan +
Price: $253,400
Mortgage: $202,400
Lender: Lee Bank
Date: 10/28/16

clArkSBurg
94 Gravel Bank Rd.
Buyer: Mark Klein
Seller: Trevor Manning +
Price: $161,000
Mortgage: $162,626
Lender: Academy Mtg
Date: 11/4/16

51 Millard Ave.
Buyer: Bradley Montgomery
Seller: James Howe
Price: $124,000
Mortgage: $126,976
Lender: Adams Community
Date: 10/21/16

547 N Eagle St.
Buyer: Kaitlin Lavalley
Seller: Donna Whitcomb +
Price: $112,000
Mortgage: $113,131
Lender: Adams Community
Date: 11/9/16

418 N Houghton St.
Buyer: Pennymac Loan 
Services
Seller: Jacqueline Pecor +
Price: $80,000
Date: 11/2/16

dAlton
51-53 Carson Ave.
Buyer: Brianna Broderick
Seller: Timothy Conrow
Price: $167,400
Mortgage: $164,367
Lender: Academy Mtg
Date: 10/27/16

85 Central Ave.
Buyer: John Wilkinson +
Seller: John Goddard +
Price: $140,000
Mortgage: $137,464
Lender: Quicken Loan
Date: 10/27/16

43 Eleanor Rd.
Buyer: Luke Delsoldato
Seller: Serafin Garcia +
Price: $122,500
Mortgage: $98,000
Lender: NBT Bank
Date: 11/10/16

895 Main St.
Buyer: Robert Royce +
Seller: John Flippin +
Price: $187,500
Mortgage: $168,562
Lender: Adams Community
Date: 11/10/16

69 Oak St. Ext.
Buyer: Corinne Biberger
Seller: Ingraham Coralie 
Est +
Price: $159,000
Mortgage: $105,000
Lender: Reading Cp Bk
Date: 11/10/16

41 Patricia Ave.
Buyer: Matthew Geoghan +
Seller: Ronald Deman
Price: $260,000
Mortgage: $255,290
Lender: Shamrock Fncl
Date: 10/31/16

37 Pease Ave.
Buyer: Ronald Labeau Jr +
Seller: Edward Viner +
Price: $129,000
Mortgage: $90,000
Lender: Adams Community
Date: 10/24/16

200 South St.
Buyer: Kelly Oneill
Seller: Bank of New York 
Mellon Tr
Price: $75,500
Mortgage: $78,787
Lender: Academy Mtg
Date: 11/9/16

82 Warren Ave.
Buyer: Timothy Okeefe
Seller: Daniel Deblois
Price: $126,000
Mortgage: $123,717
Lender: Quicken Loan
Date: 10/28/16

150 North St. U:E
Buyer: Walter Stacy +
Seller: Marjorie Okeefe
Price: $116,000

Mortgage: $92,800
Lender: Greylock FCU
Date: 11/4/16

egremont
64 Main St.
Buyer: Robert Grahm
Seller: Angela Bazigos
Price: $825,000
Mortgage: $170,000
Lender: Atlanta Postal CU
Date: 10/24/16

greAt
BArrington

Castle Hill Ave.
Buyer: Thomas Wessel +
Seller: Andrew Hill +
Price: $82,500
Date: 11/9/16

8 Crimson Ln.
Buyer: David Reichman +
Seller: Katherine Biasotti
Price: $455,000
Mortgage: $230,000
Lender: Pittsfield Coop
Date: 10/20/16

1 Crosby St.
Buyer: Colleen Fernbacher
Seller: Pamela Lasky
Price: $190,000
Mortgage: $219,323
Lender: Village Mtg
Date: 11/4/16

33 East St.
Buyer: Jack Peele +
Seller: M Fernandez-
Templeton
Price: $245,000
Mortgage: $220,500
Lender: Village Mtg
Date: 10/18/16

15 Gilmore Ave.
Buyer: Bank of New York 
Mellon Tr
Seller: Mark Belcher +
Price: $117,043
Date: 10/19/16

134 Hurlburt Rd.
Buyer: Guenther Stockfisch +
Seller: Carol Emerson
Price: $315,000
Mortgage: $305,000
Lender: Seller
Date: 11/1/16

17 Mahaiwe St.
Buyer: 17 Mahaiwe Group 
LLC
Seller: Peter Brewer +
Price: $245,000
Mortgage: $196,000
Lender: Lee Bank
Date: 10/27/16

414 Park St.
Buyer: Flag Rock Farm LLC
Seller: Jelly Roger Realty
Price: $350,000
Date: 10/20/16

16 South St.
Buyer: Berkshire Peregrine 
LLC
Seller: Dante Realty LLC
Price: $500,000
Mortgage: $350,000
Lender: Lee Bank
Date: 10/31/16

80 Taconic Ave. U:8
Buyer: David Saez +
Seller: Donald Mcknew +
Price: $300,000
Mortgage: $150,000
Lender: Bank of America
Date: 10/28/16

hAncock
3 Cranberry Cir.
Buyer: Sean Koldys
Seller: Zawistowski 
Edward Est +
Price: $106,554
Mortgage: $103,347
Lender: Greylock FCU
Date: 10/31/16

hinSdAle

261 Main St.
Buyer: Adams Community 
Bank
Seller: Matthew Wieland +
Price: $125,000
Date: 10/25/16

lAneSBoro
9 Baglee Ave.
Buyer: Scott Ducharme +
Seller: Jonathan Romeo +
Price: $155,000
Mortgage: $150,000
Lender: Adams Community
Date: 10/31/16

36 Bailey Rd.
Buyer: Kenneth Graf Jr
Seller: James Guinan
Price: $220,000
Mortgage: $176,000
Lender: Greylock FCU
Date: 10/27/16

34 Lacona St.
Buyer: Jonathan Romeo +
Seller: Mary Schnopp LT +
Price: $140,000
Mortgage: $180,000
Lender: Pittsfield Coop
Date: 10/31/16

36 Sunrise St.
Buyer: Daniel Packard +
Seller: Kristin Torra
Price: $124,000
Mortgage: $99,200
Lender: Greylock FCU
Date: 10/24/16

lee
215 Antelope Dr.
Buyer: Jason Gluck +
Seller: Albert Kitay NT +
Price: $110,000
Date: 10/31/16

425 Devon Rd.
Buyer: Amy Moorby
Seller: Jeffrey Jager +
Price: $430,000
Mortgage: $408,500
Lender: Lee Bank
Date: 10/31/16

155 High St.
Buyer: Scott Moraes +
Seller: Natalie Shiras
Price: $258,000
Mortgage: $206,400
Lender: Jonas Littman
Date: 11/9/16

20 Lana Ave.
Buyer: Marc Lanoue +
Seller: Joyce Monachina +
Price: $200,000
Mortgage: $160,000
Lender: Greylock FCU
Date: 11/7/16

15 Margerie St.
Buyer: Alan Wilcox +
Seller: MTR Properties 
Mass LLC
Price: $435,000
Mortgage: $348,000
Lender: Lee Bank
Date: 11/1/16

120 Old Pleasant St.
Buyer: Alan Wilcox +
Seller: MTR Properties 
Mass LLC
Price: $435,000
Mortgage: $348,000
Lender: Lee Bank
Date: 11/1/16

55 Marble St. U:1
Buyer: Laura Oshaughnessy
Seller: Nationstar 
Mortgage LLC
Price: $170,000
Date: 10/31/16

770 Summer St. U:16C
Buyer: Marcy Syms-Merns
Seller: Erik Rasmussen +
Price: $360,000
Date: 10/28/16

lenox
200 East St.
Buyer: Chalsea Lin +
Seller: Christy Thorne +
Price: $325,000
Mortgage: $225,000
Lender: JPMorgan Chase
Date: 10/21/16

879 East St.
Buyer: Kelsey Mcmeekin
Seller: Shirley Benson 
RET 2002 +
Price: $238,000
Mortgage: $223,000
Lender: Adams Community
Date: 11/8/16

206 Old Stockbridge Rd.

Buyer: Eric Berkowitz +
Seller: Anne Lyons
Price: $615,500
Date: 10/24/16

21 Sunset Ave.
Buyer: Brian Leslie +
Seller: Sarah Hancock RET +
Price: $600,000
Mortgage: $445,000
Lender: NBT Bank
Date: 10/17/16

431 Undermountain Rd.
Buyer: John Sheehan +
Seller: Robert Comeau Jr +
Price: $900,000
Mortgage: $500,000
Lender: Lee Bank
Date: 10/19/16

17 West St.
Buyer: Chabad Berkshire 
County
Seller: Lenore Smith
Price: $685,000
Date: 11/10/16

85 Clifden Ct. U:4-4
Buyer: Frederic Rothenberg +
Seller: William Rothenberg
Price: $155,000
Date: 11/4/16

7 Evergreen Trail U:7
Buyer: Audrey Schoenfeld
Seller: LD Associates Inc
Price: $359,000
Mortgage: $259,000
Lender: Affinity FCU
Date: 10/25/16

7 Fairwynds Dr. U:7
Buyer: Joshua Dubin +
Seller: Harold Schwartz +
Price: $850,000
Mortgage: $525,000
Lender: Lee Bank
Date: 11/7/16

1 Morgan Manor U:15
Buyer: J Cooperstein-
Lisanti +
Seller: M Blake-Degen
Price: $115,000
Date: 11/4/16

1 Morgan Manor U:7
Buyer: Peter Rogol +
Seller: Adler FT +
Price: $159,000
Date: 11/4/16

2 Rolling Hills U:9
Buyer: Barry Carman
Seller: Timothy Mclevish +
Price: $210,000
Date: 11/7/16

7 Rolling Hills U:11
Buyer: Gregory Girardey
Seller: Gregory Adams +
Price: $233,000
Mortgage: $174,750
Lender: GMH Mtg Svcs
Date: 10/18/16

monterey
79 Hupi Woods Cir.
Buyer: Christopher Tryon +
Seller: Robert Rausch
Price: $240,000
Mortgage: $242,424
Lender: Village Mtg
Date: 11/1/16

519 Main Rd.
Buyer: Frank Abbott +
Seller: Eric Pedersen +
Price: $380,000
Mortgage: $250,000
Lender: Pittsfield Coop
Date: 11/3/16

new
mArlBoro

44 Downs Rd.
Buyer: Jerry Barbanel +
Seller: Carol Maxfield
Price: $775,000
Mortgage: $620,000
Lender: Citibank
Date: 10/28/16

8 E Hill Rd.
Buyer: Glenn Marcus
Seller: Athena RT +
Price: $258,000
Mortgage: $206,400
Lender: Salisbury B&T
Date: 10/28/16

130 Knight Rd.
Buyer: Jonathan Ferguson +
Seller: Florence Bernstein
Price: $242,500
Date: 10/21/16

144 Norfolk Rd.
Buyer: Glenn Marcus
Seller: Athena RT +
Price: $258,000
Mortgage: $206,400

Lender: Salisbury B&T
Date: 10/28/16

166 Norfolk Rd.
Buyer: Damian 
VanDenburgh +
Seller: Nathaniel Vinton +
Price: $255,000
Mortgage: $170,000
Lender: Greylock FCU
Date: 11/10/16

35 Stratford Rd.
Buyer: Loren Smith
Seller: Charles J&G J 
Mazursky LT +
Price: $1,000,000
Date: 10/19/16

north AdAmS
102 Ashton Ave.
Buyer: Beyond Place LLC
Seller: Wells Fargo Bank
Price: $77,700
Date: 11/8/16

178 Bonair Ave.
Buyer: Alan Agostini +
Seller: Joseph Lentine +
Price: $169,000
Date: 10/28/16

96 Bradley St.
Buyer: Poohzen Bear
Seller: Anthony Coniglio
Price: $120,000
Mortgage: $117,826
Lender: Academy Mtg
Date: 10/21/16

104 Bradley St.
Buyer: Shaun Mckay
Seller: Jake Leonard +
Price: $116,000
Mortgage: $112,520
Lender: Adams Community
Date: 10/24/16

441 E Main St.
Buyer: Robert Dalby +
Seller: Steven Roberts +
Price: $123,000
Mortgage: $104,550
Lender: Adams Community
Date: 10/21/16

29 Gallup St.
Buyer: James Kennedy
Seller:  Theresa Jenoure +
Price: $102,000
Mortgage: $100,152
Lender: Academy Mtg
Date: 10/31/16

56 Jackson St.
Buyer: OCWEN Loan 
Servicing
Seller: Elizabeth Pitroff
Price: $130,000
Date: 10/25/16

17 Northern Lights Ave.
Buyer: Nicholas Vallieres
Seller: Brett Dalzell +
Price: $89,900
Mortgage: $95,629
Lender: Adams Community
Date: 10/25/16

215 Richview Ave.
Buyer: Todd Reynolds +
Seller: David Wheat-Miles +
Price: $146,500
Mortgage: $117,200
Lender: Adams Community
Date: 10/27/16

1009 State Rd.
Buyer: Bradley Dilger +
Seller: David Atwel +
Price: $162,000
Mortgage: $145,800
Lender: Adams Community
Date: 10/31/16

18 Holden St. U:18
Buyer: Fran Rosasco +
Seller: Scarafoni 
Associates NT +
Price: $88,000
Date: 11/10/16

otiS
279 Brookman Dr.
Buyer: Giulia Dubuc +
Seller: Dubuc Children T +
Price: $400,000
Date: 10/28/16

1367 E Otis Rd.
Buyer: D&J Development
Seller: Otis Lake Partners 
Price: $3,100,000
Date: 11/9/16

1522 Reservoir Rd.
Buyer: FNMA
Seller: Timothy Ashe +
Price: $101,400
Date: 10/20/16

130 Ridge Ave.
Buyer: Phillip Lynn +

Seller: Albert Lynn +
Price: $100,000
Date: 11/10/16

50 S Lake Ave.
Buyer: Henry Palach +
Seller: Joyce Mchugh
Price: $675,000
Mortgage: $405,000
Lender: Village Mtg
Date: 10/21/16

88 Towhee Trail
Buyer: Roy Krueger +
Seller: Milton Lieberman
Price: $372,000
Mortgage: $297,600
Lender: JPMorgan Chase
Date: 10/28/16

Peru
138 Curtin Rd.
Buyer: James Craig +
Seller: William Westervelt +
Price: $690,000
Date: 11/1/16

9 Greylock Cir.
Buyer: Lucy Spaulding
Seller: Stephen Weiss +
Price: $134,000
Mortgage: $131,572
Lender: Academy Mtg
Date: 11/1/16

18 Marlow Dr.
Buyer: Matthew Armata +
Seller: PMT NPL 
Financing 2015
Price: $110,000
Mortgage: $128,155
Lender: Adams Community
Date: 10/18/16

PittSfield
29 Adell St.
Buyer: Donna Giardina
Seller: James Ethier +
Price: $77,000
Mortgage: $95,000
Lender: Lee Bank
Date: 11/4/16

12 Alcott Ln.
Buyer: Lahey FT +
Seller: Irene Pringle
Price: $178,000
Date: 10/18/16

96 Bryant St.
Buyer: Lawrence Ladeinde
Seller: William Gracyk Jr +
Price: $138,000
Mortgage: $135,000
Lender: Quicken Loan
Date: 10/24/16

860 Churchill St.
Buyer: Andrew Therrien +
Seller: Robert Kuzmins
Price: $241,500
Mortgage: $229,425
Lender: Greylock FCU
Date: 10/31/16

3 Claire Pl.
Buyer: Jugpal Singh
Seller: Craig Rand +
Price: $129,900
Mortgage: $97,425
Lender: Greylock FCU
Date: 11/4/16

59 Commonwealth Ave.
Buyer: Avram Dresner +
Seller: Krishni Dethabrew
Price: $302,000
Mortgage: $230,000
Lender: Greylock FCU
Date: 11/9/16

282 Connecticut Ave.
Buyer: Sydney Zavatter
Seller: Leon Henry 3rd +
Price: $161,000
Mortgage: $156,000
Lender: Adams Community
Date: 11/9/16

7 County Ct.
Buyer: Joseph Curtis
Seller: Greylock FCU
Price: $385,000
Mortgage: $365,750
Lender: Greylock FCU
Date: 11/3/16

584 Crane Ave.
Buyer: Patrick Afari
Seller: Nancy Ann Whisler 
RET +
Price: $180,000
Mortgage: $171,000
Lender: Digital FCU
Date: 10/31/16

55 Crystal St.
Buyer: Harold Boland 
3rd +
Seller: Celina Tierney 
Foley NT +
Price: $179,000
Mortgage: $170,050

24 Hour Monitoring & Emergency Service
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Berkshire County real estate transfers

Lender: MountainOne
Date: 10/21/16

47 Curtis Ter.
Buyer: Paul Vawdrey +
Seller: Dylan Anthony 
LLC
Price: $189,500
Mortgage: $142,125
Lender: Astoria Bank
Date: 10/28/16

97 Dickenson Ave.
Buyer: Sergio Bencivenga +
Seller: Robert Meiers Jr
Price: $130,000
Mortgage: $97,500
Lender: Berkshire Bank
Date: 10/26/16

664 Elm St.
Buyer: Laura Garrity +
Seller: Ralph Stroffolino
Price: $141,000
Mortgage: $144,031
Lender: Berkshire Bank
Date: 11/4/16

15 Elmhurst Ave.
Buyer: Matthew Battaini +
Seller: Lawrence Battaini +
Price: $114,000
Mortgage: $51,113
Lender: Greylock FCU
Date: 10/20/16

38 Emerson Ave.
Buyer: Michael Maddalena +
Seller: Kaylin Choquette +
Price: $190,000
Mortgage: $152,000
Lender: Greylock FCU
Date: 11/4/16

162 Gale Ave.
Buyer: BT Holdings LLC
Seller: Shaun Brennan +
Price: $92,000
Mortgage: $116,000
Lender: Lee Bank
Date: 10/31/16

41 Glory Dr.
Buyer: Alison Galan
Seller: Donald Estabrook 
RET +
Price: $267,000
Date: 10/28/16

65 Harding St.
Buyer: Elaine Myers
Seller: Bernstein INT +
Price: $185,000
Mortgage: $148,000
Lender: Greylock FCU
Date: 10/267/16

15 Kensington Ave.
Buyer: Mary Casella
Seller: Marjorie Hubbard
Price: $140,000
Mortgage: $110,000
Lender: TD Bank
Date: 11/3/16

84 Leona Dr.
Buyer: Kaylin Choquette +
Seller: Michael Maddalena +
Price: $299,900
Mortgage: $284,905
Lender: Greylock FCU
Date: 11/41/6

89 Leroi Dr.
Buyer: Graham 
Christensen +
Seller: Michael Nelson +
Price: $297,000
Mortgage: $282,150
Lender: Bridgewater SB
Date: 10/28/16

101 Longview Ter.
Buyer: US Bank NA Tr
Seller: Melissa Abderrahim +
Price: $132,900
Date: 1/31/16

19 Marcella Ave.
Buyer: James Nelson +
Seller: Kevin Fox +
Price: $77,000
Date: 10/18/16

21 Mckinley Ter.
Buyer: Amy Poulton
Seller: Mark Mason
Price: $132,000
Mortgage: $129,609
Lender: Merrimack Mtg
Date: 10/24/16

36 Melrose Ave.
Buyer: Jeffrey Slater +
Seller: David Slater +
Price: $147,000
Mortgage: $130,000
Lender: Adams Community
Date: 11/3/16

630 Merrill Rd.
Buyer: 586 Main Street RT +
Seller: JLB Pittsfield LLC
Price: $2,369,000
Mortgage: $1,621,000
Lender: Salem FiveCts SB
Date: 11/7/16

249 Mountain Dr.
Buyer: Vladan Jankovic +
Seller: Steven Wiehl +
Price: $452,000
Mortgage: $361,600
Lender: Adams Community
Date: 11/8/16

46 Newell St.
Buyer: Selene Finance LP
Seller: Elizabeth Obrien

Price: $86,400
Date: 10/19/16

55 Newton Ave.
Buyer: Brian Higgins +
Seller: Kevin Lacasse
Price: $1`69,000
Mortgage: $163,930
Lender: Greylock FCU
Date: 10/27/16

963 North St.
Buyer: Anoh Kouanzan
Seller: Robert Garrity Jr +
Price: $164,700
Mortgage: $159,759
Lender: Greylock FCU
Date: 11/41/6

1080 North St.
Buyer: Karen Flynn
Seller: Charles Basett
Price: $154,000
Mortgage: $151,210
Lender: Academy Mtg
Date: 11/3/16

1249 North St.
Buyer: North End Auto 
Services
Seller: High Quirk
Price: $100,000
Mortgage: $172,800
Lender: Seller
Date: 11/9/16

129 Partridge Rd.
Buyer: Michael Mcneil
Seller: Christine Dicicco +
Price: $113,000
Date: 10/31/16

746 Pecks Rd.
Buyer: Joel Rawson +
Seller: David Decarlo
Price: $197,000
Mortgage: $193,431
Lender: Academy Mtg
Date: 11/1/16

126 Pine Grove Dr.
Buyer: Carlos Hernandez
Seller: Michael Smith +
Price: $177,000
Mortgage: $168,150
Lender: MountainOne
Date: 10/28/16

177 Pine Grove Dr.
Buyer: Beth Dodge
Seller: RSB Properties LLC
Price: $152,000
Mortgage: $92,000
Lender: MountainOne
Date: 10/26/16

56 Pine St.
Buyer: Clint Casella +
Seller: Anthony Gaynor
Price: $108,000
Mortgage: $102,600
Lender: Greylock FCU
Date: 10/31/16

44 Pinehurst Ave.
Buyer: FNMA
Seller: Tanya Barnes +
Price: $80,400
Date: 10/26/16

1046 South St.
Buyer: NEC Ventures 2 Inc
Seller: FL Roberts & Co Inc
Price: $1,117,816
Mortgage: $13,970,000
Lender: CH Realty 7 CG Mact
Date: 10/19/16

90 Stanton Ave.
Buyer: Jeffrey Williams
Seller: Dennis Leydet
Price: $113,500
Mortgage: $109,711
Lender: Merrimack Mtg
Date: 10/20/16

50 Stratford Ave.
Buyer: Anne Fleuriot
Seller: PJ Legacy Inc
Price: $140,000
Mortgage: $70,000
Lender: Lee Bank
Date: 10/21/16

36 Sunset St.
Buyer: Shaivesh Patel
Seller: Rakeshkumar Vyas
Price: $142,500
Mortgage: $128,107
Lender: Adams Community
Date: 11/8/16

2 Tamie Way
Buyer: Alexander Nagorski +
Seller: Jason Labelle
Price: $306,000
Mortgage: $153,000
Lender: Lee Bank
Date: 10/27/16

8 Vinal Ave.
Buyer: Liborio Scaccia
Seller: Scaccia Catherine 
Est +
Price: $90,000
Mortgage: $72,000
Lender: Pittsfield Coop
Date: 10/28/16

4 Walden Ln.
Buyer: Four Walden Lane 
NT +
Seller: Deborah Whiffen
Price: $235,000
Date: 11/4/16

71 Weller Ave.
Buyer: FNMA
Seller: Melissa Keefner +

Price: $91,000
Date: 11/4/16

87 Wilson St.
Buyer: Melissa Perrea
Seller: Anne Fleuriot
Price: $133,500
Mortgage: $129,495
Lender: Academy Mtg
Date: 10/21/16

17 Cynthia Ln. U:17
Buyer: Elaine Padilla
Seller: Solomon Sandra Est +
Price: $275,000
Mortgage: $220,000
Lender: Lee Bank
Date: 10/26/16

81 Dartmouth St. U:203
Buyer: Michael Rossi
Seller: Blythewood Realty
Price: $91,000
Mortgage: $81,800
Lender: Adams Community
Date: 11/2/16

81 Dartmouth St. U:208
Buyer: Anthony Rossi
Seller: Blythewood Realty
Price: $82,500
Mortgage: $74,250
Lender: Adams Community
Date: 11/2/16

richmond
89 Church Ln.
Buyer: Cedar Tree 
Investment Grp
Seller: Sandy Rowlett +
Price: $285,000
Mortgage: $284,000
Lender: Pittsfield Coop
Date: 10/19/16

99 Church Ln.
Buyer: Cedar Tree 
Investment Grp
Seller: Sandy Rowlett +
Price: $285,000
Mortgage: $284,000
Lender: Pittsfield Coop
Date: 10/19/16

2034 Dublin Rd.
Buyer: Jonathan Ballan
Seller: Eugene Smith Jr +
Price: $830,000
Mortgage: $729,000
Lender: Citizens Bank
Date: 11/4/16

184 Yokun Rd.
Buyer: Stephen Roth +
Seller: Charles Carman
Price: $429,000
Mortgage: $335,000
Lender: JPMorgan Chase
Date: 11/8/16

SAndiSfield
Cronk Rd. Lot 2
Buyer: Victor Colucci +
Seller: Lawrence Krakoff +
Price: $265,000
Date: 11/2/16

90 Sandy Brook Tpke.
Buyer: Jeremy Dardick +
Seller: Ira Rosen +

Price: $230,000
Mortgage: $184,000
Lender: Pittsfield Coop
Date: 10/31/16

42 Town Hill Rd.
Buyer: Dora Fung
Seller: Val Coleman
Price: $230,000
Mortgage: $184,000
Lender: MountainOne
Date: 10/17/16

Sheffield
271 Clayton Rd.
Buyer: Adams Community 
Bank
Seller: Robert Stevens Jr +
Price: $99,000
Date: 10/25/16

320 Giberson Rd.
Buyer: Ralph Lombardi Jr
Seller: Fred Knapp +
Price: $330,000
Mortgage: $300,000
Lender: Seller
Date: 11/4/16

347 S Undermountain Rd.
Buyer: Eric Peters +
Seller: Richard Wells +
Price: $380,000
Mortgage: $304,000
Lender: Salisbury B&T
Date: 10/28/16

Salisbury Rd.
Buyer: Salisbury Barnum 
LLC
Seller: Nancy Perry
Price: $150,000
Date: 11/1/16

StockBridge
22 Housatonic Rd.
Buyer: Jenna Weiss-Berman +
Seller: Michael Myerson +
Price: $195,000
Mortgage: $80,000
Lender: Steven Berman
Date: 10/28/16

66 Interlaken Rd.
Buyer: Kenneth Fabricant +
Seller: Clarita Kaufman RET +
Price: $325,000
Date: 11/4/16

67 Main St.
Buyer: Julie Shanahan
Seller: Mikka Barkman
Price: $220,500
Mortgage: $176,400
Lender: Lee Bank
Date: 11/3/16

1 Massasoit Rd.
Buyer: Ira Cantor +
Seller: Peter Zheutlin
Price: $225,000
Mortgage: $180,000
Lender: Victory Bank
Date: 10/18/16

206 Old Stockbridge Rd.
Buyer: Eric Berkowitz +
Seller: Anne Lyons
Price: $615,500
Date: 10/24/16

32 Yale Hill Rd.
Buyer: Michael Dubois RET +
Seller: Dubois Christina Est +
Price: $1,100,000
Date: 10/26/16

tyringhAm
Webster Rd.
Buyer: David Thompson-
Challinor +
Seller: Hull Forestlands LP
Price: $150,000
Date: 11/10/16

weSt
StockBridge

77 Lenox Rd.
Buyer: James Chervenak
Seller: Molly Bruce-Jacobs
Price: $595,000

Mortgage: $476,000
Lender: Pittsfield Coop
Date: 10/25/16

Maple Hill Rd.
Buyer: Maple Hill Rd RT +
Seller: Wilde HG Est +
Price: $2,300,000
Date: 11/8/16

2 Samantha Ln.
Buyer: Robert Clausen +
Seller: Robert Werner +
Price: $465,000
Mortgage: $265,000
Lender: Salisbury B&T
Date: 10/31/16

11 W Alford Rd.
Buyer: Neil Binder +
Seller: Lewis Friedman +
Price: $732,000
Mortgage: $400,000
Lender: Pittsfield Coop
Date: 10/21/16

williAmStown
10 Cummings Ave.
Buyer: Daniel Connors
Seller: Eleanor Mclain-
Hunt +
Price: $161,000
Mortgage: $152,950
Lender: MountainOne

Date: 10/28/16

885 Hancock Rd.
Buyer: William Hodash +
Seller: Herbert Bote
Price: $1,200,000
Mortgage: $725,000
Lender: Goldman Sachs
Date: 11/4/16

Ide Rd.
Buyer: Michael Fuchs +
Seller: Oliver Ramona 
Est +
Price: $185,000
Date: 10/31/16

1096 N Hoosac Rd.
Buyer: Martha 
Montgomery
Seller: Jack Vernon
Price: $122,000
Date: 10/26/16

1166 N Hoosac Rd.
Buyer: Barbara Gill
Seller: GK NT +
Price: $201,000
Date: 11/4/16

Northwest Hill Rd.
Buyer: Jenks Northwest 
Hill RT +
Seller: Mason FT +
Price: $451,555
Date: 10/17/16

Northwest Hill Rd.
Buyer: Jenks Northwest 
Hill NT +
Seller: Toby Mason +
Price: $548,445
Date: 10/17/16

750 Petersburg Rd.
Buyer: Eagle Shore T +
Seller: Alan Agostini +
Price: $350,000
Date: 10/28/16

11 Windflower Way U:11
Buyer: Dorothy Hopton
Seller: Caron Claire Est +
Price: $190,000
Date: 11/4/16

windSor
661 High Street Hill Rd.
Buyer: Michael Sonberg +
Seller: William Palko +
Price: $400,000
Date: 10/18/16

487 North St.
Buyer: Timothy Conrow +
Seller: Lillie NT +
Price: $234,900
Mortgage: $152,685
Lender: Academy Mtg
Date: 10/27/16

◆
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heAlth & fitness

By Brad Johnson
Dave Halley has tried his hand at an eclectic 

assortment of occupations throughout his 
working life – from social worker to handy-
man to humanitarian aid worker with the UN 
in war-torn Kosovo.

A common thread running beneath these 
various vocations has been Halley’s passion-
ate interest in alternative healing modalities, 
especially those that fall under the category 
of “energy work” – a term for treatments 
that focus on reintegrating what he referred 
to as the “energetic and physical bodies” as 
a natural path to healing.

“The basic premise here is that we want to 
heal the energetic body to allow the physical 
body to fully reintegrate,” Halley explained, 
adding that “we can reach our fullest poten-
tial – emotionally, physically and spiritually 
– when we connect with our bodies and our 
natural ability to heal.”

Halley is now offering a range of energy 
work treatments to clients at Healing Hands 
Bodywork, a new office he opened in central 
Stockbridge this spring.

He describes Healing Hands Bodywork as 
“a place for you to ex-
perience gentle yet deep 
energy medicine…us-
ing a variety of tech-
niques to bring your life 
back into alignment.”

Included among 
these are Biodynamic Craniosacral, a gentle, 
non-invasive, hands-on treatment focused 
on supporting the health of the whole being, 
especially the nervous system; Integrated 
Energy Therapy, a technique for releasing 
negative or limiting energy patterns in spe-
cific areas of the body to achieve a renewed 
state of balance and empowerment; and 
Positional Release, a cutting-edge manual 
treatment for chronic and acute muscular pain 
and for increasing range of motion.

“I’ve also been exploring and utilizing 
other more esoteric therapies that can help 
people overcome pain and suffering,” Hal-
ley noted.

“This is a broad discipline, and there are 
some simple truths that cross all forms,” he 
added. “I’m trying so many different avenues 
because the more I learn and practice, the 
more proficient I become in being able to 
help people.”

Halley first began learning about the 
power of energy work and bodywork some 
20 years ago through his early work in mas-

sage therapy. During a 
six-year period of work 
as a humanitarian aid 
worker in Kosovo, he 
had an opportunity to 
study under a Reiki 
master in Croatia, and 

became Reiki certified. “Learning Reiki was 
what transformed me to being a healer,” 
he said.

After his UN work, Halley came back to 
his native Vermont where he blended his work 
in Reiki with other jobs and professions. “It 
was more than a hobby but less than a career 
at that point,” he said.

That began to change when he moved to 
the Berkshires in 2011. “Things began to 
snowball when I moved here and became 
involved in programs at Kripalu,” he said, 
referring to the nationally known center for 
yoga and health in Stockbridge. “I realized 
there were so many other healing modali-

heAling hAnDS bODYwORk

Stockbridge-based 
practice provides 
range of therapies

ties out there that were very exciting and 
appealing to me.”

Over the next few years, he studied and 
became certified in a number of these heal-
ing modalities. In 2014 he began providing 
treatment to clients in an office he shared 
with other alternative healing practitioners 
in downtown Great Barrington.

The scope of his practice expanded 
further when he began a physical therapy 
apprenticeship in late 2014. “Through this 
I learned biocranial, myofascial, and level 
one positional therapy,” he said.

This subsequently led to his study of 
Stillness Touch, which he described as an 
advanced form of biocranial biodynamics 
that involves a hands-off manipulation of the 
energy systems of both client and practitioner. 
“There’s an energy field around myself which 
encompasses the client as well,” Halley ex-
plained. Slow, almost meditative movements 
by the practitioner over areas of the client’s 
body allow those energy systems to interact 
in ways that are both similar to and differ-
ent from hand-on therapies. “It’s a different 
approach,” said Halley – one that creates 
a more relaxed state of being that allows 
transformational healing to happen.

This range of both hands-on and hands-
off therapies led Halley to select the name 
Healing Hands Bodywork when he opened 
his own office earlier this year. 

“I decided to strike out on my own, and 
found this space in Stockbridge that makes 
it manageable,” he said.

That office is at the rear of a commercial 
building at 9 South St., (about a block away 
from the Red Lion Inn), where he has hours 
by appointment three days a week (413-717-
5703 or www.pairofhealinghands.com).

Halley’s rates for all treatments is $60 an 
hour for 30-, 60- and 90-minute sessions. He 
is also currently offering a special 30-minute 
tune-up session for $20.

While he has built up an extensive array of 
treatment modalities, Halley said he looks to 
continue to expand his professional studies 
and skills as a healer.

Another area of expansion for his practice 
down the road involves tapping his prior 
involvement and studies in psychology and 
social work. “I am also a social worker 
and have done some counseling,” he said. 
“Blending energy work and counseling is 
my aspiration.”◆

Left: David Halley, proprietor of Healing Hands 
Bodywork, does a facilitated stretch of the abductor 
muscles with client Scot Vighi of Lenox, in his central 
Stockbridge office.

Below: David Halley utilizes a therapy known as 
Biodynamic Craniosacral (BCS) to rebalance his 
client’s energy system. This is one of several 
alternative healing modalities in which Halley has 
gained proficiency over the past several years.
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“I realized there were so many 
other healing modalities out 
there that were very exciting 

and appealing to me.”
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known as bonding, to clients throughout the 
Northeast. (She also oversees Cross Surety 
offi ces in Maine and New York City.)

“I’ve been with Cross since 2013,” said 
Orlando, who grew up in the Berkshires 
and is now a resident of Hinsdale. She 
explained that she has worked in the surety 
business for nearly 30 years, including posi-
tions with divisions of major national and 
global insurance companies, such as Willis 
Towers Watson.

About 10 years ago, Orlando said, she 
reached a point in her professional career and 
personal life where she wanted to return to 
the Berkshires. For the work she was doing 
in surety, the exact location of her offi ce 
and base of operations was not an important 
consideration, so she was able to arrange for 
a return to the Berkshires and the opening of 
her offi ce in Dalton.

Three years ago, her prior employer, Wil-
lis, sold its surety division to Cross, which 
wanted to expand its existing involvement in 
this niche business. “Cross made an offer for 
us,” said Orlando. She added that, from her 
perspective in the surety business, becoming 
part of Cross “was a better fi t” for her and 
her mostly mid-market customers than had 
been the case with insurance industry giant 
Willis, which was more focused on serving 
the largest corporate and industrial players.

Growing footprint
Orlando’s presence – and that of Cross 

Surety – in the Berkshires is not coinciden-
tal to the process that led to the insurance 
company’s acquisition of the two local 
agencies.

She explained that Cross Surety includes 
several local clients among its broader 
customer base in New England and other 
Northeast markets. “We were looking to 
acquire a local insurance agency so that we 
could offer insurance services to our surety 
clients in this region,” she said, noting that 
such an arrangement had often been requested 
by these clients.

Through her research and inquiries, Or-
lando identifi ed potential prospects among 
the county’s numerous independent insurance 
agencies and initiated discussions with two 
of them: BBK and Colt. “I reached out to 
them and had a dialog with each separately,” 
said Orlando.

This specifi c process of identifying and 
approaching smaller local insurance agen-
cies for potential acquisition has long been a 
key component of Cross Insurance’s growth 
model.

Cross Insurance is a family-owned in-
surance agency made up of a network of 
wholly owned subsidiary insurance agen-
cies throughout Maine, New Hampshire, 
Massachusetts, Connecticut, New York and 
Rhode Island. Established by Woodrow Cross 
in 1954, the company has grown to become 
one of New England’s largest independent 
insurance providers and the nation’s 33rd 
largest broker of U.S. business, with 35 
branches and nearly 800 employees.

That growth has been fueled by an ongoing 
acquisition process through which, according 
to a Cross Insurance fact sheet, the company 
has “absorbed over 110 agency operations, 
effectively growing its footprint and impact 
on New England.”

Orlando noted that the company’s model 
of acquiring smaller local agencies has 
been successful not only for Cross but for 
the agencies that have become part of the 
larger company.

“Cross has grown tremendously over 
the last decade by fi nding opportunities to 
expand their footprint,” said Orlando. “And, 
now, Cross is investing down here [in the 
Berkshires] because we think it’s the right 
thing to do.”

She noted that the two local agencies fi t 
the criteria Cross uses when considering 
acquisitions. “In both cases, we saw they 
were well-run and well-respected opera-
tions,” she said.

Established in 1916 as the R.D. Bardwell 
agency, BBK has gone through a series of 
mergers with other local agencies over the 

past several decades to arrive at its current 
identity and offi ce location at 87 East St. BBK 
operates as a property and casualty insurance 
agency with well-established customer bases 
in both personal and commercial lines.

Colt Insurance traces its roots back to 
1936 when it was founded by Samuel Colt 
as the district agency for Aetna Life Insur-
ance Company. Based in offi ces at 101 South 
St., the agency today offers a wide range of 
insurance products and services for both 
personal and commercial clients.

Concerned about continuity
The two agencies also shared a similar 

situation in which the principals were ap-
proaching retirement age and were contem-
plating not only how that would take shape, 
but also what impact that might have on their 
agencies and employees.

“We don’t just buy agencies where the 
principals are looking for an out,” said 
Orlando. But she noted that this complex 
dynamic is a common factor in many of the 
smaller agencies that Cross has acquired 
over the years.

Chagnon explained that he and other prin-
cipals at BBK had begun looking at options 
for the agency’s future over the past year or 
so and “started planting seeds” about possible 
acquisition scenarios.

“One of our main considerations was 
what would happen to our employees,” said 
Chagnon, noting that agency sale and con-
solidation can often result in staff reductions 
and job losses. “We did not want to see that 
happen to the people who have been with us 
for so many years.”

The same concern was expressed by Col-
lins at Colt Insurance, who had also been 
looking ahead to retirement after almost 
four decades in the insurance business and 
11 years as the agency’s sole owner. “My 
key points were that I wanted Colt to remain 
an independent agency, and that I wanted to 
protect my employees,” he said. “They’ve 
been with me a long time and are like a 
second family.”

As their separate paths led them both to 
discussions with Cross, Chagnon and Collins 
said that they came away with very favorable 
impressions of the company and its approach 
to handling agency acquisitions.

“It was clear to me that, even though it’s 
a much larger company, Cross shared the 
same values that we have at our agency,” 
said Chagnon.

“When I did my research [with the insur-
ance carriers that Cross works with], I found 
they were very well respected,” said Collins. 
“There’s a real family feel to the agency, and 
I saw that they could bring a lot of resources 
to Colt.”

Those resources include not just the 

Cross Insurance
continued from page 1

broader range of carriers and products that 
can give agencies like BBK and Colt an edge 
in a competitive and saturated market, but 
also access to new technologies and support 
services that the agencies might not be able 
to afford on their own. “This gives us the 
backing of a very fi nancially sound opera-
tion,” said Collins.

“We are able to invest in technology as well 
as in people and professional development, 
the types of things an agency might have to 
think twice about,” said Orlando. “With the 
added resources that Cross brings, we can 
keep these agencies going – and growing – 
into the future.”

Identity and branding
Orlando noted that, in most instances, 

the agencies acquired by the company have 
retained their own identities, with the added 
reference as being an affi liate of Cross Insur-
ance. “Typically the agency identities remain 
the same,” she said. “People know the name, 
and we don’t want to lose the good will and 
branding associated with those names.”

This is the case with both BBK and Colt, 
which will not only retain their names but also 
their separate locations a few blocks away 
from one another in downtown Pittsfi eld.

“We are not looking to consolidate the 
two offi ces – at least not in the immediate 

future,” said Orlando. She noted that the two 
agencies are “similar but different” and that 
their respective operations complement one 
another in the local market.

Orlando noted that with the two acquired 
agencies and the existing surety operations, 
Cross Insurance now has a combined 31 em-
ployees in the local market. “We are looking 
to grow this and add jobs,” she said.

While Orlando oversees operations in 
the Berkshires for the parent company, she 
noted that the agencies for the most part will 
remain locally managed, with the former 
principals continuing on as executive vice 
presidents.

“The agencies and the people running 
them are still the same,” she said. “Cross is 
a very successful company, in part because 
we’re more about getting it right. We want 
to let these folks be what they are – but also 
help them to be better with the backing and 
resources that we bring.”

For the former principals at BBK and Colt, 
that approach speaks well of the new parent 
company and the future of their respective 
agencies and staffs. “The nice thing is that 
they have a home offi ce that provides support, 
but all the decisions will be made locally,” 
said Collins. “I’m thrilled with the response 
I’ve gotten from our employees about how 
this change is taking shape.”◆
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  Teton Management was an 
outstanding choice for our organization’s 
property management needs. By partnering 
with George Whaling & the Teton team, 
we have building management expertise 
at a reasonable fee, and as questions or 
concerns come up, they take the lead for 
quick resolutions. This allows our small in-
house staff to focus on our mission.

— Kristine Hazzard, President & CEO 
Berkshire United Way

wholly owned by Whaling Properties
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