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Company’s vitamin-herbal 
product in strong demand

Makers of Dr. Schnuffie’s getting 
first test in tenacious flu season

CRANWELL CONVERSION

Resort getting 
major makeover 
into Miraval spa

BY JOHN TOWNES
Following the approval of its special permit 

by the Lenox Zoning Board of Appeals in 
October, the Cranwell Spa & Golf Resort has 
begun undertaking a major reconstruction and 
expansion project as part of its transformation 
into a Miraval resort spa.

The $80 million renovation and conver-
sion, which is slated to be completed in 

2019, will bring 
significant physi-
cal changes to the 
285-acre Cran-
well  property. 
This will include 

reconfiguration of its roads, parking and 
landscaping, and construction of new build-
ings. Many existing buildings will also get 
a complete makeover.

Situated along the major gateway of Route 
20, Cranwell is one of Berkshire County’s 
more familiar landmarks with its historic 
main mansion atop an open sloping lawn. 
It was originally one of the “Berkshire Cot-
tage” estates built in the late 19th and early 
20th centuries.

After later serving as a Catholic prep school 
in the middle decades of the 20th century, 
Cranwell was converted into a resort in the 
1980s. Over the years, new buildings were 
constructed; a golf course, spa, fitness center 
and other recreational facilities were added; 
and upscale condominiums were developed 
on other sections of the property.

In addition to serving guests of the resort, 
Cranwell is also popular with area residents 
who patronize its restaurants, and use its golf 
course and other amenities.

Miraval is a popular upscale wellness spa 
resort near Tucson, Ariz., that is now owned

continued on page 12

BY JOHN TOWNES
While its name is lighthearted, a new 

Berkshire-based enterprise, Dr. Schnuffie’s, 
has the serious purpose of helping its custom-
ers boost their immune system and natural 
defenses against colds and the flu.

Dr. Schnuffie’s products are tablets that 
are concentrated formulations of vitamins 
D, C and A, along with zinc and selected 
botanical nutritional supplements.

The company was founded by a Great 
Barrington physician, Alan Inglis, MD, and 
one of his patients, Andrew Blechman.

They launched their business last spring, 
and are currently going through their first 
cold-and-flu season, which is the period of 
peak demand for such products.

Blechman explained that he regularly visits 
Germany to visit his young daughter, Lily, 
who lives there.

“I have an average immune system, and I 
wanted to take extra steps to protect myself 
from getting sick on my trips to see her,” 
said Blechman, a writer who lives in Great 
Barrington and was formerly managing 
editor of Orion magazine. “For a number 
of years, Dr. Inglis would give me a list of 
recommended vitamin and herbal supple-
ments to take for the trips. They were ef-
fective, but I had to go out to the store and 
buy a basketful of ingredients that cost over 
$120 dollars.”

On one visit to Inglis in 2016, Blechman 
suggested that Inglis develop a tablet to com-
bine the supplements into a more convenient 
and less expensive form.

Inglis subsequently created a formulation,
continued on page 15

“When it’s all 
completed, it will 

have a unique 
dynamic.”

FISCAL HEALING…

Money School paying dividends for abuse survivors
BY BRAD JOHNSON

The swirl of issues, emotions and challenges that survivors of 
domestic and sexual abuse confront on a daily basis can be 

overwhelming.
Not least among these are financial difficulties and limitations 

that often accompany – or are a direct component of – abusive 
situations and relationships. And, for many survivors, getting a 
grip on matters such as work, income, credit and financial goals 
is an important part of the complex process of putting shattered 
lives back together.

In recognition of this, the Elizabeth Freeman Center (EFC), a 

Pittsfield-based organization dedicated to providing support and 
resources to abuse survivors, has been conducting a program known 
as the Money School for the past four years.

This five-week financial independence initiative is designed 
to promote long-term safety and economic security for survivors 
of domestic or sexual violence through a combination of group 
workshops and one-on-one counseling. The three-hour weekly ses-
sions cover a range of topics such as rebuilding credit, accessing 
benefits, building supports, getting by now and building toward a 
financial future.

continued on page 16

Physician Alan Inglis (left) and one of his patients, writer Andrew Blechman, are founders of Dr. Schnuffie’s, 
a Great Barrington-based company that is marketing a vitamin and herbal supplement made from a formula 
developed by Inglis to boost natural defenses against colds and the flu. (Photo provided by the company)

Money School facilitator Donna Larocque demonstrates an interactive learning exercise for program participants to assist them in visualizing that their “social 
network” may actually be larger than they realize. This, she explains, often helps to lighten the sense of isolation experienced by many abuse survivors.
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BY JOHN TOWNES
The Berkshire Theatre Group (BTG) is in 

the process of restoring and converting the 
historic Thaddeus Clapp House at 74 Wen-
dell Ave. in central Pittsfi eld into temporary 
housing for its visiting performers, staff and 
interns, as a well as a site for meetings and 
other small gatherings.

BTG is a nonprofit organization that 
operates the Colonial Theatre in Pittsfi eld 
and Berkshire Theatre Festival (BTF) in 
Stockbridge.

“We learned that it was available, and it was 
perfect for our needs,” said Kate Maguire, 
artistic director and CEO of BTG. “It’s right 
behind the Colonial and is a beautiful space.”

Located near the corner of Wendell Avenue 
and East Housatonic Street, the roughly 
one-acre site is on the next block east of the 
Colonial Theatre’s South Street property. The 
8,590-square-foot residence has 25 rooms 
and 10 bathrooms. There is also a carriage 
house on the property. 

The Thaddeus Clapp House had a promi-
nent role in Pittsfi eld’s history. A 1908 news-
paper article described it as the “center of 
social life in the community.” It was placed 
on the National Register of Historic Places 
in 1991.

Maguire said the Clapp House will 
ultimately make BTG’s operations more 
effi cient. It will provide temporary housing 
for visiting artists performing at the Colonial, 
cast members of plays at BTF, participants 
in BTG’s internship programs, and crew 
members and other visitors.

“Currently we’re renting spaces in private 
homes in various locations to house people,” 

said Maguire. “Having the Clapp House 
available for that will be a big improvement. 
Airbnb may be good for individuals when 
they travel, but that approach isn’t very ef-
fective for an organization like ours.”

In addition to the housing facilities, the 
building has large common rooms on the 
fi rst fl oor that will meet other needs for BTG.

“We’ll be able to hold workshops and 
classes, or meetings and small social events 
there,” said Maguire. She added that one room 
will be converted into a library containing 
archival materials from BTG’s history.

Varied history
The house was built in 1871 by Thaddeus 

Clapp, president of the Pontoosuc Woolen 
Mill, and an active civic leader of the era. It 
was later occupied by William Whittlesey, 
manager of the Pittsfi eld Electric Company, 
and then by William Wyman, president of the 
Berkshire Life Insurance Company.

It was converted into apartments in 1930.
In 2001, the house was renovated for use 

as a bed-and-breakfast, which operated until 
2011. After the former owner was unable to 
sell it, the property fell into foreclosure

BTG purchased the property from Grey-
lock Federal Credit Union in 2012 and has 
been pursuing the project in stages. The 
organization hopes to complete the renova-
tions by the end of this year.

“We’re raising the funds and doing indi-
vidual phases of work as the money becomes 
available,” said Maguire, who estimated the 

overall cost of purchase and renovation as 
approximately $1 million.

It has received grants from Massachusetts 
Cultural Facilities Fund, the Fitzpatrick 
Fund and other sources. Maguire said they 
are also soliciting individual contributions. 
“It’s always a challenge to raise money, but 
we’ve been fortunate to receive several grants 
which have allowed us to move forward 
gradually,” she said.

Allegrone Construction is the general 
contractor for the restoration project.

“We’re very aware of its historical sig-
nifi cance, “said Maguire. “In the restoration, 
we’re paying attention to the details to main-
tain its architectural integrity, and ensure it 
is a source of pride for the city.”

She said the building is basically sound 
but has required extensive structural and 
cosmetic work. 

Interior carpentry repairs will utilize wood 
detailing unique to the building’s original 
era. The interior repairs will eliminate water 
damage and improve the layout. Exterior 
building repairs and modifi cations include 
the restoration of deteriorating architectural 
trim, roof, window frames, porch railings, 
siding and fi re escapes, as well as masonry 
foundation repair. It is also being made 
handicap accessible.

When completed , the Clapp House will 
have 12 suites, which include sitting areas 
and kitchenettes. “They’re very large, and 
each suite can hold up to four people,” said 
Maguire.

When a neighboring insurance agency moved to a new location, the owners of Otto’s Breakfast & Deli 
seized the opportunity to expand both their space and operations, including the addition of dinner service.

THADDEUS CLAPP HOUSE

Historic building
to play new role 
for theater group

The historic Thaddeus Clapp House is being converted into temporary housing and multi-purpose space  
by the Berkshire Theatre Group, which operates the Colonial Theatre a block away on South Street.

Phone: 413-464-7068 • Email: karen@kmk-cpa.com • Website: www.kmk-cpa.com

Are You a Newly Appointed Executor/Personal Representative?
If you’ve recently lost a loved one, you’re learning that in addition to the 
emotional trauma, the loss can create a bunch of tax headaches as well.

I can guide you with integrity, patience and compassion through the 
potentially complex federal and state tax filing responsibilities.

CALL TODAY FOR A FREE INITIAL CONSULTATION

C E R T I F I E D  P U B L I C  AC C O U N TA N T

Balanced Approach…
Rock Solid Advice

Securities o� ered through
LPL Financial, member FINRA/SIPC

Retirement Income Planning
& Asset Management

92 Elm St. • Pitts� eld
413.442.8190

www.balance-rock.com
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For those who are performing or working 
at the Colonial, the Clapp House is in easy 
walking distance. For others performing or 
working at the BTF campus in Stockbridge, 
transportation will be provided for those who 
don’t bring their own vehicles.

Maguire noted that BTG is in the fi nal 
stages of a 10-year master planning process, 
which it has been conducting with support 
from the Massachusetts Cultural Council. 
That is expected to be completed within the 
next couple of months.

“We’re on the right path, but we need to 
expand our resources,” she said. “We have 
a good patron base, and our programming is 
strong in terms of attracting audiences. How-
ever, it’s diffi cult to raise dollars to support 
the ongoing operations. It’s also expensive 
to maintain our historic structures, includ-
ing the Colonial Theatre building and the 
Stockbridge facilities. The strategic plan will 
provide a road map with specifi c strategies 
to address these issues moving forward.”u 

Change of ownership for 
Stockbridge retail fi xture

BY JOHN TOWNES
The Elm Street Market, a longtime retail 

fi xture in Stockbridge, has changed hands 
from quintessentially local ownership to 
newcomers who just recently were introduced 
to the town. 

Under its new ownership, however, the 
business will continue to play its central role 
in the fabric of daily life in the town.

On Jan. 19 the Elm Street Market was 
purchased by Verson Inc., a business owned 
by brothers Rajesh and Rajeev Verma, which 
is based in New Jersey. The seller was Main 
Street Hospitality Group, a locally based 
hotel management company that owns and 
operates the Red Lion Inn in Stockbridge and 
the Briarcliff Motel in Great Barrington, and 
manages Hotel on North in Pittsfi eld and The 
Porches Inn in North Adams.

Located at 4 Elm St., the market is the 
town’s primary downtown grocery-conve-
nience store, with a deli and traditional lunch 
counter, and take-out service.

“It’s a great business, and the basic store 
will remain the same,” said co-owner Rajeev 
Verma, who has moved to Stockbridge and 
manages Elm Street Market full time. “The 
major change is that we’ll be expanding our 
selection.”

The Vermas, who operate other food-based 
enterprises, discovered Stockbridge while 
on a visit to the Berkshires and they were 
instantly attracted to the town. They contacted 
the commercial division of Stone House 
Properties to look into business opportunities 
available in the town, and learned that Elm 
Street Market was being offered for sale. 
The Vermas quickly arranged the purchase 
of the property and business for $450,000.

“We stopped at Elm Street Market on 
our way to visit my son at college and im-
mediately fell in love with the restaurant 
and Stockbridge,” said Rajesh Verma. “The 
market is a strong community anchor and 
we intend to keep it that way, building on 
its existing strength and evolving its local 
food offerings over time.”

The store was built in 1914 and has always 
been a grocery. The Fitzpatrick family, who 
own Main Street Hospitality, purchased it 
from James and Midge Shanahan in 1997.

Sarah Eustis, CEO of Main Street Hos-
pitality Group, said the Fitzpatricks had 
originally purchased the store to preserve 
it as a community business. The company 
decided to sell it to focus on expansion of 
their hotel business.

“We have been committed to the long-term 
stewardship of Elm Street Market for more 
than two decades, and we’re so pleased to 
welcome Verson Inc.,” said Eustis. “The 
new owners are excited to take the reins, 
and we’re confi dent they will maintain and 
even elevate Elm Street Market’s character.”

As part of the transition, Rajeev Verma has 
retained the market’s existing staff. He said 

the familiar aspects of the store will remain, 
including its grocery and deli selection, and 
the familiar menu of sandwiches, breakfast 
items and other fare.

“We will be adding more choices to that,” 
he said. “A major difference is they we’ll 
have more healthy choices. We’re going to 
add organic items such as eggs, milk and 
produce, and other healthy items such as 
probiotic yogurt drinks.” They will also be 
adding some groceries and prepared-food 
menu items from his native India.

The new owners are not planning any ma-
jor physical changes to the market, although 
they hope to add more tables for dining. It 
presently has a few tables in the front of the 
store, in addition to its lunch counter.

“We’d like to add several tables, depend-
ing on approval of the town,” Verma said. 
“We’ll do that by moving some things around 
to make the space.”

The store’s winter hours are 6 a.m. to 6 
p.m. daily. Verma said they expect to expand 
its hours and staff later in the season.

Verma said his initial weeks have been 
encouraging. “It’s a great location, and we 
have good customers and staff,” he said.u

BerkshireInns.com 70 Pittsfield Rd. Lenox413-551-7700

Lenox

Catered Meetings & Events | Indoor Pool & Fitness Center 
Outdoor Patio & Firepit | Cocktail Bar & Bistro | Starbucks Coffee

Discover the Berkshires’ Newest Hotel!

Mayur D. Desai - General Manager

DO YOU ACCEPT CREDIT CARDS IN YOUR BUSINESS?
NOW IS A GOOD TIME TO GET A FREE ANALYSIS OF WHAT YOU 
ARE PAYING TO PROCESS YOUR CREDIT CARD TRANSACTIONS
If you haven’t had a review in the last year, it is time as rates change.

WINTER-INTO-SPRING SPECIAL OFFER:
Over the next 3 months, all new accounts will 
receive a $50 American Express gift card as a 
welcoming thank you.
SHOP LOCAL!
It’s a win-win situation – you save money and keep your 
business local supporting our Berkshire economy.

BERKSHIRE MERCHANT SERVICES
Don Raiche • www.BerkshireMerchantServices.com • 413-637-2100

Life is chaos –
art gives it

form.



4 MARCH 2018 BERKSHIRE TRADE & COMMERCE

FRONT pages

BY BRAD JOHNSON
Who couldn’t use a little motivational 

boost to start the week on a positive note?
That applies especially to people who are 

actively looking for work, who are consid-
ering a change of career, or who just want 
to be more successful at what they now do.

For these and other individuals, Berk-
shireWorks One Stop Career Center is now 
offering Motivational Mondays, a new 
weekly two-hour program that is designed to 
put people on a more positive track toward 
achieving their goals.

Led by Jerome Edgerton, a youth employ-
ment specialist at BerkshireWorks, Motiva-
tional Mondays covers familiar themes of 
self awareness, goal setting, and positive 
mental attitude, along with an action-oriented 
approach to achieving one’s goals.

“The basic message and approach is about 
[increasing your] self awareness, about see-
ing who you are and what you want in your 
life,” said Edgerton, a 31-year-old Pittsfi eld 
resident. “But it’s also focused on how do 
you get there, and how do we help you reach 
your visions and dreams for your life.”

While Edgerton’s job at BerkshireWorks 
focuses on the young adult demographic, 
Motivational Mondays is open and ap-
plicable to all ages. “We’ve had the whole 
range so far – from twenties to sixties,” said 
Edgerton in an early February interview, at 
which time he had held his fi rst two sessions 
of the program.

Those sessions each drew about a dozen 
participants – a solid turnout for a new and 
largely unpublicized program. Edgerton not-
ed that a common thread among these early 
participants was that most were either looking 
for work or looking to change careers – not 
surprising since such individuals comprise 
the general constituency that BerkshireWorks 
serves on a daily basis.

“But there really is no specific target 
audience for Motivational Mondays,” said 
Edgerton. “It’s open to anyone who wants 
to come and get inspired. For some, it might 
just be for a refresher. For others, it might 

turn a light bulb on. Whoever you are and 
whatever your goals are, the main thing that 
we’re going to stress here is: ‘You can do 
this.’ It’s about change in your life and how 
you’re going to make that happen.”

Held from 10 a.m. to noon in Berkshire-
Works’ third-fl oor offi ces at 160 North St. in 
downtown Pittsfi eld, Motivational Mondays 
is offered free of charge and with no advance 
registration required.

Edgerton noted that the program is loosely 
organized as a three-part series covering 
different topics each week. However, partici-
pants can join in at any stage. “People won’t 
feel lost if they don’t start at the beginning,” 
he said. “Each week has something to get 
you thinking and acting.”

The importance of taking action is a 
primary part of Edgerton’s message – and 
method – with Motivational Mondays. 

Procrastination, succumbing to setbacks 
and resistance to change are all barriers to 
achieving our goals, he explained. Overcom-
ing these barriers and turning other obstacles 
into opportunities are key parts of the discus-
sion during Motivation Mondays.

Guiding that discussion are PowerPoint 
presentations that Edgerton created for the 
program. “The PowerPoint slides are just 
talking points,” he said. “From there we get 
deeper into details as we go along.”

Involvement by attendees is also stressed 
in the program. “I set up the conversation, 
and the class takes it where they want to take 
it,” he said. “It’s very fl exible, and the two 
hours go by very quickly.”

Expanding services
Motivational Mondays came about as the 

result of a broader effort by BerkshireWorks’ 

management team to expand the scope of 
services offered there.

“I have been looking for new workshops 
to offer our customers to increase our foot 
traffi c,” said Melanie Gelaznik, executive 
director at BerkshireWorks.

She noted that, since joining the staff a 
year ago, Edgerton has become known for 
taking a very motivational approach to his 
daily work with young people coming in 
for job-seeking assistance. “Jerome has a 
different approach than those working with 
the adult population,” she said, adding that in 
her conversations with Edgerton, “he shared 
with me that he aspires to one day become a 
motivational speaker.”

Gelaznik described how his skills in that 
area were illustrated in an unusual way 
recently. She explained that while Edgerton 
was working with one of his youth clients, 

MOTIVATIONAL MONDAYS

BerkshireWorks 
staff member gets 
week started in 
positive direction

Jerome Edgerton, a youth employment specialist at BerkshireWorks One Stop Career Center, has adapted his positive, action-oriented approach to working 
with young adults into a new weekly program, Motivational Mondays, that is designed to help people of all ages move forward in pursuit of their goals.

FITNESS & WELLNESS MEMBERSHIPS
• STATE-OF-THE-ART FITNESS CENTER • INDOOR & OUTDOOR POOL 

• UNLIMITED FITNESS CLASSES • STEAM, SAUNA & HOT TUB
• RESORT DISCOUNTS & MORE

(413) 881-0721 FOR A HEALTHIER YOU!

THE GOLF CLUB AT CRANWELL
BERKSHIRES PREMIER ALL-INCLUSIVE MEMBERSHIP

(413) 881-1638 | golf.cranwell.com
LENOX, MASSACHUSETTS | CRANWELL.COM

Corporate Memberships Available  STOP & SHOP PLAZA, MERRILL ROAD, PITTSFIELD
 442-6911

 Mark E. Kasuba, Gemologistwww.medwardjewelers.com

Old stories
bought & sold

Each piece of jewelry has a history 
to it, doesn’t it? Whether 
it’s one year old or 100 
years…whether it’s a 
ring, a necklace, or a 
brooch…the stories 
are as fascinating 
and different as the 
jewelry, and the owner.

Perhaps you have 
an “old story” of your 
own to sell. A piece that you 
inherited, or that simply doesn’t fi t 
who you are anymore. If so, we might 

be interested in buying it from you. 
Really nice stories can fetch 

quite a price, you know.
On the other hand, 

perhaps you appreciate 
fi ne estate jewelry, and 
would like to start 
a collection of your 
own, or add to the one 

you now have. We can 
help you there, too.

If you appreciate the beauty 
of all those old stories, we invite you 

to visit or call anytime.
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the month in business
Through Feb. 25: 7th annual 10x10 Upstreet Arts Festival, 
featuring an array of music, art, theater, dance, fi lm, play, 
fi reworks and more in Pittsfi eld’s Upstreet Cultural District. 
Organized by the City of Pittsfi eld’s Offi ce of Cultural Develop-
ment and Barrington Stage Company. For a day-by-day calendar 
and more information, visit discoverpittsfi eld.com/10x10 or 
call 413-499-9348.

Feb. 17: Berkshire Grown Holiday Farmers Market, 10 a.m. 
to 2 p.m. at Monument Valley Middle School, 313 Monument 
Valley Rd., Great Barrington. The event includes a new “Bring-
A-Friend” promotion in which the fi rst 50 visitors to the market 
who bring along a fi rst-time shopper will receive $10 in market 
bucks to spend at the market.

Feb. 17-18: North Adams Winterfest, annual community 
event held downtown on Feb. 17 from 10 a.m. to 4 p.m., and 
at Windsor Lake from 10 a.m. on Feb. 18.

Feb. 20-22: Free yoga classes for all ages and skill levels, 
hosted by the Clark Art Institute at 11 a.m. in the Michael 
Conforti Pavilion, with instructors from North Adams Yoga 
leading exercises in stretching, toning, and basic yoga poses. 
For information, call 413-458-2303.

Feb. 20, March 20: 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.

Feb. 21: The Art & Science of Leading Transformational 
Change, workshop led by Bob Voss of Growth River Consul-
tants, offered by Berkshire Community College in collaboration 
with the Nonprofi t Center of the Berkshires. 10 a.m. to noon 
at BCC South County Center, 343 Main St., Great Barrington. 
Cost $35. Information and registration at http://shop.berkshirecc.
edu/workshops.

Feb. 22: American Engineering Jobs, topic of National 
Engineers Week Dinner Meeting, presented by the IEEE and 
Berkshire Consultants Network, at Cork ‘N Hearth Restaurant 
in Lee, with cocktails at 6 p.m. followed by dinner and presenta-
tion. For information or to RSVP, call Richard Kolodziejczyk at 
413-655-2623 or email rkolod@IEEE.org by Feb. 19.

Feb. 22: Chamber Night Out, networking event presented 
by the Williamstown Chamber of Commerce, and hosted by 
Burnham Gold Real Estate from 5 to 7 p.m. at their new North 
Adams offi ce at 33 Main St. For information, call 413-398-5317.

Feb. 22, March 1, 8, 22: Green Living Seminars, presented 
by Massachusetts College of Liberal Arts at 5:30 p.m. in room 
121 of the Feigenbaum Center for Science and Innovation on 
the MCLA campus. Presented on Thursdays throughout the 
spring semester, this series is free and open to the public. For 
seminar topics and other information, go to www.mcla.edu/
greenliving or contact Dr. Elena Traister, MCLA professor of 
environmental science, at 413-662-5303.

Feb. 24: Berkshire Young Professionals’ Winter Ball, 7 to 
11 p.m. at Country Club of Pittsfi eld. For information, contact 
Danielle Pellerin at 413-499-1600 or info@1berkshire.com.

Feb. 26: Public input session held by the City of Pittsfi eld 
Department of Community Development toward the preparation 
of the 2018 Consolidated Annual Action Plan, which outlines 
how the city’s federal Community Development Block Grant 
(CDBG) funds should be used to improve the quality of life in 
the community. 5:30 p.m. in the Community Room at Conte 
Community School, 200 West Union St. Residents can also 
submit comments to the Pittsfi eld Department of Community 
Development, City Hall, 70 Allen St., Room 205, at 413- 499-
9368 or by TTY at 413-499-9340. Comments can also be emailed 
to jdodds@cityofpittsfi eld.org.

Feb. 27: Entrepreneurial Meetup, free networking event pre-
sented by 1Berkshire, 8 to 10 a.m. at Dottie’s Coffee Lounge in 
Pittsfi eld. For information, call Nathan Haddad at 413-499-1600 
or visit 1berkshire.com.

Feb. 27: Take Two: On the Origins of Graphic Design in 
Printed Books, topic of free lecture by Renzo Baldasso, Mellon 
Decade Fellow at the Clark Art Institute in Williamstown. 5:30 
p.m. in the Clark’s auditorium in the Manton Research Center. 
For more information, visit clarkart.edu or call 413-458-2303.

Feb. 28: Winter Tri-Town Mixer, networking event for mem-
bers of the Lenox, Lee and Stockbridge Chambers of Commerce, 
and their employees. Hosted by Visit Lenox/The Lenox Chamber 
of Commerce, from 5:30 to 7:30 p.m. at the Berkshire Museum 
in Pittsfi eld. RSVP by Feb. 23 to jamie@lenox.org, director@
leechamber.org, or info@stockbridgechamber.org.

coaching and encouraging him to apply for a 
certain job, the conversation was overheard 
by another older job-seeker who happened to 
be nearby. Sometime later, on another visit to 
BerkshireWorks, that job-seeker approached 
Edgerton and told him that the overheard 
conversation had inspired her to apply for a 
job she was unsure about, and that she ended 
up getting hired.

For Gelaznik, this experience suggested 
that Edgerton’s motivational message and 
methods might also resonate with adult job-
seekers. “If that one person in the resource 
room was inspired, the same might be true 
with others in our adult population,” she said.

Gelaznik asked Edgerton about developing 
a workshop curriculum around that concept. 
“Jerome began working on his material im-
mediately,” she said. “He presented it to the 
management team, and they loved it.”

Pilot program at schools
While Motivation Mondays made an of-

fi cial debut on Jan. 22, Gelaznik and Edgerton 
explained that it was previewed in a pilot 
program for students at Monument Mountain 
High School in Great Barrington and Miss 
Hall’s School in Pittsfi eld.

“Those both went really well,” said Edg-
erton, noting that the material was tailored 
to different audiences at the two schools.

At Monument Mountain, he participated 
as part of a career day event, where he spoke 
with students who “were still on the fence” 

about going to college. “I let them know, ‘You 
have options,’” he said, stressing to them that 
whatever option they choose, they should 
embrace it and be prepared to do everything 
they can to achieve the goal they set.

“For Miss Hall’s, it was a little different 
because they already know where they’re 
heading,” he said, referring to the strong 
college-preparatory emphasis at the private 
all-girls school. He said his program there em-
phasized the world of competition that awaits 
them in college and careers. “The message 
was about preparation and focus,” he said. “It 
was about developing all the skills you can 
right now so you’re equipped to compete.”

Edgerton said he is slated for a follow-up 
workshop at Monument Mountain this spring, 
and hopes to expand the program to other 
area high schools.

Gelaznik said she also supports that goal, 
and is working with the youth director at the 
Berkshire County Regional Employment 
Board to facilitate an expansion to other 
schools. “Jerome has shown that he can be 
effective in other settings, and we want to 
support that,” she said.

Gelaznik added that Motivational Mon-
days is the fi rst of what she hopes will be a 
number of new programs developed and led 
by staff members at BerkshireWorks.

“We’re looking to try this with other staff 
as well,” she said, noting that one such pro-
gram involves a fi nancial literacy workshop 
currently being developed by a staff member 

with expertise in that area. “We’re trying to 
look at the talents of our staff and how we 
can tap those resources.”

For Edgerton, he said the addition of Mo-
tivational Mondays to his regular workload 
is a satisfying step forward in his position 
at BerkshireWorks.

“For the last year I have seen people come 
in here every day, and they are really trying to 
fi nd work,” he said. “Motivational Mondays 
is another support for their efforts.”

It is also consistent with the wide range of 
community activities that Edgerton engages 
in on his own time. That includes working 
as musical director with the Youth Alive 
Step Dance and Drum Team (for which his 
mother, Shirley Edgerton, serves as director), 
and starting a student mentoring program, 
among others.

“My community work is a vital part of my 
career,” said Edgerton. “I love being able to 
help and give back to our community, whether 
it is advocating or sitting down one on one 
developing a success plan.”

For more information about Motivational 
Mondays, contact Edgerton at 413-499-2220 
ext. 142, or jedgerton@berkshireworks.org.u

Feb. 28: Good News Business Salute, presented by 1Berkshire 
from 4:30 to 6:30 p.m. at Zion Church, 74 First St., Pittsfi eld. 
$35 for members, $45 for nonmembers. For information, call 
Danielle Pellerin at 413-499-1600 or visit 1berkshire.com.

March 1: 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.

March 3: 8th annual Swim-A-Thon fund-raiser held by Berkshire 
South Regional Community Center with a goal to raise $15,000 
to support adaptive needs programming and equipment at the 
Center. Registration through March 1 for individuals and relay 
teams. Pick up a registration packet at the Berkshire South front 
desk, or register (or donate to a participant) online at www.
berkshiresouth.org. For more information, contact the aquatics 
manager at 413-528-2810 ext. 12 or aquatics@berkshiresouth.org.

March 4: First Sundays Free event at the Clark Art Institute in 
Williamstown, with admission to the galleries free all day (10 
a.m. to 5 p.m.), made possible through funding from the offi cers 
and employees of Allen & Company Inc. For more information, 
visit clarkart.edu or call 413-458-2303.

March 13: Lean Lab, monthly meetup group designed for en-
trepreneurs who want to grow their businesses using lean startup 
methodology. Hosted by Lever Inc. at Framework Pittsfi eld 
Coworking, 437 North St., from 6 to 8 p.m. For information, 
email Brent Filson at bfi lson@lever.org.

March 13: Launch event for the Age Friendly Berkshires Action 
Plan which encourages Berkshire County communities to give 
increased attention to the environmental, economic and social 
features that promote greater age integration in community, 
healthy lifestyles and connectivity (January 2018 BT&C). At 
Berkshire Hills Country Club in Pittsfi eld. Registration begins 
at 8:30 a.m. The public is invited to attend. For more informa-
tion, visit www.agefriendlyberkshires.com.

March 15: 17th annual Robert “Bees” Prendergast St. Pat-
rick’s Reception, benefi t hosted by Hillcrest Education Center 
for renovation of St. Mark’s School, 6 to 9 p.m. at Country Club 
of Pittsfi eld. Tickets $50, business or festive attire. RSVP by 
March 9 at hillcrestec.org/stpats. For more information, call 
413-499-7924 ext. 133 or email tgallagher@hillcrestec.org.

March 19: Spring Supper, benefi t for Berkshire Grown and 
Share the Bounty. Tickets go on sale at the end of February. 
For information, go to berkshiregrown.org.

March 21: Chamber Nite and BYP Social presented by 
1Berkshire from 5 to 7 p.m. at Lee Bank’s downtown Pittsfi eld 
offi ce at 75 North St. For information, call Danielle Pellerin at 
413-499-1600 or email info@1berkshire.com.

March 21: Social Media Hacks, workshop led by Dawn Stanyon 
of Professionality Consulting, offered by Berkshire Community 
College in collaboration with the Nonprofi t Center of the Berk-
shires. 10 a.m. to noon at BCC South County Center, 343 Main 
St., Great Barrington. Cost $35. Information and registration at 
http://shop.berkshirecc.edu/workshops.

March 23: Nomination deadline for the 2018 Esther Quinn 
Award, presented by 1Berkshire to a local recipient who embod-
ies the qualities of Quinn, who was an advocate for volunteerism 
and active with many organizations throughout the Berkshires. 
Nominations can be made at 1berkshire.com/about-1b/awards-
recognitions/esther-quinn-award/.

March 23: 18th Annual Legislative Breakfast, forum for people 
with disabilities, their families, and support organization staff 
to share their stories with elected legislators. 7:30 to 9 a.m. at 
Berkshire Hills Country Club in Pittsfi eld. Tickets are $16 and 
include a continental breakfast. Register by March 9 at http://
bit.ly/2018LegBkfst or contact Bev Tobin, Berkshire County 
Arc, at 413-499-4241 ext. 237.

March 27: Entrepreneurial Meetup, free networking event 
presented by 1Berkshire, 5:30 to 7:30 p.m. at Framework 
Pittsfi eld Coworking, 437 North St. For information, call Nathan 
Haddad at 413-499-1600 or visit 1berkshire.com.

March 28: 2018 Career Fair presented by 1Berkshire in partner-
ship with Berkshire Community College from 10 a.m. to 4 p.m. 
at BCC’s Paterson Field House, 1350 West St., Pittsfi eld. For 
information on exhibitor space, call 413-499-1600.

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 opportunity 
to network are invited. For information, call Kathy Hazelett at 
413-442-8581.u

Collaborate
engineering
architecture
civil/survey

planning

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

www.hillengineers.com

We carry our brain
in our heart.

BUSINESS OPPORTUNITIES
LENOX – Well-established business property with modern spacious 
owners apartment, 4,000 sq. ft., full liquor license, 4 acres. $850,000.

CENTRAL BERKSHIRES – Restaurant, pro� table, long history, with 
full  liquor license. $75,000. Owner � nancing available with $25,000 
down and 5-year payo� .

EASTERN NEW YORK (near Jiminy Peak) – Fully equipped restaurant 
on 1.6 acres. $299,500.

LIBERTY INVESTMENT GROUP
413-442-8974
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Agreement between AG, museum 
sets stage for sale of artwork 
The local and national controversy over the 

Berkshire Museum’s plan to sell 40 of its most 
important works of art reached a climax on Feb. 
9 with an agreement between the Pittsfield mu-
seum and the office of Massachusetts Attorney 
General Maura Healey.

The new agreement allows the museum to sell 
the art and use $50 million of the net proceeds 
without restriction, with some conditions placed 
on amounts over that. This includes the proposed 
sale of a prominent painting by Norman Rock-
well to an unidentified nonprofit museum, under 
an arrangement that would keep the work on 
display in the Berkshires for the next few years.

The attorney general’s office had previously 
requested and received a temporary court injunc-
tion postponing the original sale in November 
to complete an investigation. 

In a joint statement just before the February 
agreement, the museum and attorney general’s of-
fice declared: “We are working together to resolve 
this matter, recognizing our shared responsibility 
for the collection of the Berkshire Museum and to 
the community the museum serves. We are com-
mitted to helping this museum secure its future.”

The 40 paintings and sculptures include 
recognized masterpieces by Norman Rockwell, 
Alexander Calder, Albert Bierstadt, and Frederic 
Edwin Church, among others. When plans for the 
sale were announced last July, it was described 
as being necessary to ensure the museum’s sur-
vival, improve its financial position and enlarge 
its endowment. Proceeds from the sale would 
also be used to  redesign the building’s interior  
as part of a $20 million “New Vision” plan to 
emphasize science and technology education 
for children (September 2017 BT&C).

The plan sparked intense division within 
the community and was opposed by national 
museum associations and others in the arts and 
philanthropic world. In addition to the loss of the 
specific art from Pittsfield, critics contend it sets a 
precedent that may encourage other museums to 
freely sell art and other holdings for any purpose.

The new settlement was welcomed by sup-
porters of the sale, including Pittsfield Mayor 
Linda Tyer. “Let this decision inspire all of us to 
rally behind the future success of our museum,’ 
said Tyer in a release.

However, it surprised and angered opponents 
because it disregarded many concerns the attor-
ney general’s office had raised in its previous 
filings. Save the Art, a local organization of 
sale opponents (February 2018 BT&C), issued 
a statement saying: “It flouts all standards of 
museum best practices and fails to honor the 
Berkshire Museum’s duty to the community’s 
cultural past or its future generations.”

The American Alliance of Museums and 
The Association of Art Museum Directors also 
released a statement: “While the negotiated 
agreement with the Berkshire Museum may 
satisfy legal standards, it falls far short of ethi-
cal standards and best practices for museums. 
This is indeed a sad day for the arts community 
in the Berkshires and the museum community 
across the country.”

Because the deal was agreed to by both par-
ties, it is expected to be accepted by the state’s 
Supreme Judicial Court.u

Adams Community Bank has announced 
investments in its employees, customers, and 
the Berkshire community following the recent 
passage of federal tax reform legislation. These 
investments include: paying a special one-time 
bonus of $1,000 to full-time employees (making 
below a certain compensation threshold), and 
$500 to part-time employees; increasing base pay 
by $1 per hour for regular non-officer employees 
making below a certain compensation threshold; 
raising its minimum wage to $13.25; and reduc-
ing non-officer employees’ share of medical and 
dental insurance premiums from 30 percent to 
20 percent. The bank has also increased interest 
rates on customer deposit products, and will be 
upgrading its website, ATMs and account-opening 
processes. Additionally, the bank anticipates 
having more money to use for its long-standing 
goal of donating 10 percent of net income each 
year to local charitable and nonprofit initiatives. 
“The recent change to the federal tax law offered a 
unique opportunity to assess how we can use this 
savings to improve our community,” said Charles 
O’Brien, president and CEO. “The bank will 
benefit from the lowering of corporate tax rates, 
and as a true community bank headquartered in 
the Berkshires we would like to pass along these 
savings right here at home by investing in our 
staff, our customers, and the local community.”

Massachusetts College of Liberal Arts 
(MCLA) is a recipient of a 2017 Leading by 
Example (LBE) Award from the Commonwealth 
of Massachusetts, for outstanding energy and 
environmental efforts in the Public Higher Edu-
cation category. Over the past decade, MCLA’s 
clean energy and sustainability initiatives resulted 
in a 19-percent reduction in campus greenhouse 
gas emissions – the equivalent of removing 232 
cars from the road – despite a 14-percent growth 
in campus square footage. During this time, the 
college also expanded combined heat and power 
systems on the campus, eliminated potable wa-
ter for on-campus irrigation, and more. “Clean 
energy initiatives make both environmental and 
economic sense,” said Lawrence Behan, MCLA’s 
vice president of administration and finance. 
“The costs to operate and maintain LEED certi-
fied buildings are lower than older construction. 
Coupled with combined heat and power projects 
like the newly installed steam turbine generator, 
we can produce electricity for the campus with 
the same energy used for steam heat, resulting in 
ongoing savings for the college.”

Community Health Programs (CHP) has 
received a $5,000 donation from the Massachu-
setts Bankers Association (MBA) Charitable 
Foundation to support CHP’s healthcare and 
family support services in Berkshire County. 
CHP was nominated for the award by Moun-
tainOne, the Berkshire-based financial services 
company. “CHP is grateful to the Massachusetts 
Bankers Association, and to our good friends at 
MountainOne, for this support of our promise to 
provide medical and dental care to some of our 
Berkshire neighbors who might otherwise might 
go without,” said CEO Lia Spiliotes. “Gifts like 
these help CHP to sustain the Berkshires with 
healthcare and family support services.” The 
foundation, supported by the 150 member banks 
of the MBA throughout Massachusetts and New 
England, distributed the grants over eight geo-
graphic regions in Massachusetts in late 2017.

The Nonprofit Center of the Berkshires has 
released a report, “Sharing Nonprofit Services 
in Berkshire County,” which shows that most 
Berkshire nonprofits are involved in some form of 
informal collaboration. Authored by Erin Sullivan, 
who works for a Berkshire nonprofit and initiated 
the research as part of a requirement for a master’s 
degree in public administration, the four-page 
summary details findings on which nonprofits are 
willing to participate in shared services, what levels 
of shared services are of interest or seem most 
beneficial, the advantages and barriers to sharing 
services, and the need for more structure and sup-
port for these endeavors. Sullivan collected both 
quantitative and qualitative data through an email 
survey, focus groups, and one-on-one interviews. 
Among other findings, the study shows that non-
profits believe shared services can help increase 
efficiencies and advance their mission. There is 
frustration, however, over the lack of a unifying 
voice for nonprofits and the support required to 
enter into shared services. The report can be found 
in the January issue of Connections Magazine, 
published by the Nonprofit Center of the Berk-
shires. The magazine is distributed in community 
spaces throughout the county; it is also available 
for purchase online at www.npcberkshires.org.

Berkshire Botanical Garden (BBG) has 
announced that a team from the University of 
Tennessee, Knoxville, School of Landscape Ar-
chitecture is the winner of its Center House Entry 
Garden Design Competition. The BBG launched 
the competition in March 2017 to seek an innova-
tive proposal that would complement the design of 
the garden’s newly restored and expanded Center 
House (January 2018 BT&C) and its surrounding 
established garden areas. The 4,000-square-foot 
entry garden will become the new gateway for 
visitors touring the garden, attending special events, 
and participating in BBG’s varied horticultural and 
educational programs that take place year-round. 
The competition was open to individuals and 
teams consisting of students enrolled in accredited 
landscape architecture schools and was judged by 
a jury made up of independent designers, horticul-
turalists and landscape architects. “The winning 
design submitted by the student team from the 
University of Tennessee impressed all of us with 
its clean and modern look that will work well with 
the traditional facade of the Center House and the 
context of the garden areas,” said Michael Beck, the 
BBG’s executive director. “BBG’s staff and design 
consultants will provide feedback on the concept 
described in the first-place submission, and will 
work with the winning team to establish the final 
design that will be implemented this winter.” The 
BBG plans to unveil the new garden at its season 
opening on May 6.

Shire City Herbals, makers of Fire Cider, has 
announced the rollout of updated packaging, as 
well as a minor reformulation of its line of apple 
cider vinegar tonics. The Pittsfield-based company 
has partnered with design firm Buttermilk Cre-
ative to create a more shelf-friendly label intended 
to retain the spirit of the brand while improving 
the on-shelf experience and meet the needs of a 
rapidly growing and diverse consumer base. “Our 
new packaging accomplishes two goals,” said 
CEO and co-founder, Dana St. Pierre. “It offers 
more information about the product and makes 
that info easily accessible. A consumer can pick 
up a bottle, quickly understand what’s in it, how 
they consume it, and what it tastes like. We kept 
elements from the bottle that helped to place us 
as a leader in the apple cider vinegar space, and 
made improvements that will help retain that 
position and expand into more conventional sales 
channels.” The company said the reformulation 
of its products with the addition of black pepper 
to all flavors of Fire Cider is based on the long-
standing connection between black pepper and 
turmeric, and will result in what it described as 
optimal bioavailability of beneficial turmeric 
compounds. “While this is a slight update to our 
core ingredient list, everything that makes Fire 
Cider the awesome vinegar health tonic is still 
there,” said St. Pierre. These announcements 
come on the heels of the company beginning 
construction of its new 20,000-square-foot facility 
which will enable Shire City Herbals to increase 
its production capacity with the intent to expand 
distribution throughout the United States and 
Canada (September 2017 BT&C).

The Pittsfield Cultural Council announced 
it will award more than three dozen grants to a 
broad array of projects and initiatives by local 
artists and cultural organizations. In all, more 
than $26,500 will be awarded to those present-
ing cultural events and arts projects that will 
benefit Pittsfield residents. The grants are part 
of the council’s annual grants program, which is 
funded by the Massachusetts Cultural Council. 
“We received many worthy grant applications this 
past fall, far more than could be fully funded,” 
said Glenn Shalan, chair of the Pittsfield Cultural 
Council. “While our resources are limited, we are 
pleased to be able to support a diverse range of 
projects that will make the arts, humanities and 
sciences accessible to anyone and everyone.” 
The Pittsfield Cultural Council will seek grant 
applications again in the fall. For more informa-
tion, email pittsfieldculture@yahoo.com or visit 
www.mass-culture.org/Pittsfield.

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

5-ACRE COMMERCIAL SITE
Route 7 – Lanesboro

Five buildings ranging from 500 to 6,000 sq. 
ft. offered at $750,000. See MLS 214374 at 
barbhassanrealty.com for more details.(4068B)

REDUCED

Over $130 Million
in Commercial
& Residential 
Sales over a

29 Year Career

2016 PRESIDENT

BARB DAVIS-HASSAN,CCIM
BROKER/OWNER

2017 Massachusetts REALTOR® of the Year

FOR SALE – PITTSFIELD
$599,900 

South Street building with over 18,000 sq. ft. (per 
assessors) 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)

OFFICE SPACE WITH RENTAL
Pittsfield – $269,900 

Almost 3800 sq. ft. of space with 7 offices, 2.5 baths, 
and 1-bedroom apartment. HVAC, natural gas heat 
and hot water. Elegant and charming throughout 
with stained glass windows, ornate fireplaces, huge 
pocket doors, grand staircase, wainscoting and 
hardwood floors. Many improvements, full attic. 
MLS 220402. Ask for Barb. (4083B)

REDUCED

PITTSFIELD OFFICE BUILDING
$149,900 

Short walk to downtown Pittsfield. Almost 3000 
sq. ft. of space with 12 rooms, 1.5 baths, ornate 
fireplaces, vinyl siding, replacement windows, 
detached 2-car garage, 96-by-99-ft. parking lot to 
south of building. Near Big Y, Berkshire Carousel, 
banks, Eagle Building. Business General zoning. 
MLS 221114. Ask for Barb. (4084B)

REDUCED

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

FOR SALE
City of Pitts�eld

Annual All Alcoholic Restaurant Liquor License
SERIOUS INQUIRIES ONLY

Call TJH: 413-443-4445
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news & notes from the region

The Center for Student Success and En-
gagement (CSSE) at Massachusetts College of 
Liberal Arts (MCLA) has launched The Career 
Trail Online, a new software portal to help prepare 
students for employment. Developed by Purple 
Briefcase, the software portal is a top-of-the-line 
industry standard for connecting students to em-
ployers, faculty, staff, alumni, and more. “MCLA 
saw a need for a fresh, new approach to career 
development on our campus,” said Dale Osef, 
MCLA’s career development specialist. “The 
Career Trail gives us the right platform to engage 
all internal and external stakeholders in helping 
MCLA students to think about career development 
as a holistic process that corresponds directly with 
their academic experience here.” The Career Trail 
Online will provide a variety of services aimed at 
connecting students with their fi rst jobs as college 
graduates, and will serve as a resource for alumni. 
It includes professional development training and 
assistance; provides a place to post resumes and 
search for jobs, as well as a place for employers 
to search for recent graduates; allows students to 
make career counseling appointments at CSSE; 
and provides ways for students to connect directly 
with MCLA alumni or an employer who is willing 
to be a mentor. According to Osef, Career Trail 
will connect students not only to local, regional, 
and global employers, but also to others, such as 
faculty and alumni, who also can assist them with 
their job searches. “One of many very exciting 
features of the Career Trail software is that employ-
ers large and small, near and far have easy access 
to this software. Students have the opportunity to 
connect with international employers like Wells 
Fargo, and also may apply to local organizations 
like Barton Associates and Berkshire Business 
Interns,” Osef said. The Career Trail also is avail-
able to all MCLA alumni, and serves students in all 
degree programs. For more information, contact 
Osef at 413-662-5332 or Dale.Osef@mcla.edu, 
or go to www.mcla.edu/careertrail. 

A Sandisfi eld committee working on a book 
entitled Soil and Shul in the Berkshires: The Untold 
Story of Sandisfi eld’s Jewish Farm Colony, is hold-
ing a fund-raising campaign to support the project. 
The Sandisfi eld Arts Center is serving as fi scal 
sponsor. The book, which will include chapters 
on social, economic and religious life and rare 
photos, is expected to be published this summer. 
The committee is seeking fi nancial support in the 
form of lead gifts in the range of $100 to $500 or 
more. Donors at these levels will be recognized 
in the book. Tax-deductible contributions may 
be directed to: Jewish History Book, Sandisfi eld 
Arts Center, PO Box 31, Sandisfi eld, MA 01255. 
For more information, contact Ronald Bernard at 
Ronbernard@aol.com or 413-269-0012

The Austen Riggs Center has started a new 
assessment program for adults who are looking to 
clarify the nature of their struggles and to identify 
appropriate treatment resources. The Intensive 
Dynamic Assessment, or IDA, is a comprehensive, 
personalized two- to three-day assessment designed 
to help people achieve a focused understanding of 
the problems they are facing. This service is suitable 
both for people considering treatment for the fi rst 
time and those who are in a treatment that is no 
longer progressing. “This new assessment refl ects 
a natural evolution and growth in the services 
Riggs offers, and is a direct result of our Clinical 
Systems Strategic Initiative that aims to build upon 
the clinical excellence Riggs has long been known 
for,” said Medical Director and CEO Dr. Andrew 
Gerber. More information, including cost and how 
to inquire about the assessment program, can be 
found at www.austenriggs.org/intensive-dynamic-
assessment or by calling 844-868-4988.

The Pittsfi eld Cooperative Bank collected 
$14,800 during fund-raising efforts for the 
2017-2018 Berkshire United Way campaign. 
The bank’s board of directors moved to match 
the staff’s donation, bringing the campaign’s 
total to $29,600. “The bank’s commitment to the 
Berkshires spans 128 years, and we are proud of 
the signifi cant impact that we continue to have 
on the community,” said Jay Anderson, president 
and CEO of the Pittsfi eld Co-op. He noted that 
“99 percent of our workforce made a fi nancial 
contribution in support of the campaign, helping 
achieve the Pinnacle Award Criteria for workplace 
campaign excellence.”

Berkshire Interfaith Organizing elected of-
fi cers and welcomed its newest member group, 
Temple Anshe Amunim of Pittsfi eld, at its annual 
convention on Jan. 28. Offi cers for 2018 are: Rev. 
Joel Huntington, South Congregational Church, 
Pittsfi eld, president; Martha Congdon, Lee Con-
gregational Church, 1st vice president (person-
nel); Jim Kolesar, St. John’s Episcopal Church, 
Williamstown, 2nd vice president (fundraising); 
Paula Morey, St. Stephen’s Episcopal Church, 
Pittsfi eld, treasurer; and Myrna Hammerling, Con-
gregational Knesset Israel, Pittsfi eld; secretary. 
The convention also kicked off BIO’s biennial 
Listening Campaign, meetings throughout the 
county to hear what new issues residents might 
be facing. The fi rst Listening Gathering was 
on Feb. 6 at St. Stephen’s Church in Pittsfi eld. 
Upcoming events are on Feb. 20 at 6 p.m. at All 
Saints Episcopal Church, 59 Summer St., North 
Adams; and Feb. 22 at 6:30 p.m. at Christ Trinity 
Church, 180 Main St., Sheffi eld. All are welcome.

Berkshire Bank, in partnership with New 
England Sports Network (NESN), has awarded 
a $14,000 grant to The Jimmy Fund & Dana Far-
ber Cancer Institute through the Berkshire Bank 
Exciting Assists Grant Program. The program 
runs through March 31 and raises funds to sup-
port three charitable causes. In addition to The 
Jimmy Fund, two other nonprofi t organizations, 
Bridge Over Trouble Waters and Boston Cares, 
will receive funding during the remainder of the 
season. Berkshire Bank also will honor 35 high 
school seniors across Massachusetts, New York, 
Connecticut, Vermont, New Jersey and Pennsyl-
vania for their volunteer service with Berkshire 
Bank Scholarships. Through the program, $1,500 
scholarships (totaling $52,500) will be awarded 
to high school seniors who will be attending a 
two-year or four-year college in the fall. To be 
considered, applications must be submitted online 
by 4 p.m. on March 21. Additional information 
can be obtained through the bank’s website or by 
contacting scholarshipinfo@berkshirebank.com.

The Nonprofi t Center of the Berkshires is 
launching an annual awards program to recognize 
people who work in the nonprofi t sector to serve 
the Berkshire community. In partnership with the 
Berkshire Eagle, the NPC will present the fi rst 
Berkshire Nonprofi t Awards breakfast on May 22 
from 8 to 10 a.m. at the Country Club of Pittsfi eld. 
Liana Toscanini, founder of the Nonprofi t Center, 
noted that many who work in the nonprofi t sec-
tor go unrecognized for their accomplishments 
and commitment to their organizations and the 
community. Nominations are being solicited in 
seven categories: Executive Leadership, Board 
Member, Super Staffer, Unsung Hero, Volunteer, 
Rising Star and Lifetime Achievement. Finalists 
and winners will be selected by a committee of 
business leaders. The nomination form is available 
online at npcberkshires.org, and the deadline for 
submissions is March 31.

The Berkshire Life Charitable Foundation 
is now accepting applications from programs, 
services and special initiatives that address the 
needs of Berkshire County residents with physical 
or developmental disabilities. The deadline for 
grant requests is March 30. Applicants must be 
nonprofi t agencies with tax-exempt status, serv-
ing Berkshire County residents with disabilities. 
To obtain an application, contact Travis Crouse 
at 413-395-4890 or travis_crouse@glic.com.u

THE
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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

ATTENTION ADULT LEARNERS:

MCLA Degree Completion Programs are 

designed for the adult learner seeking an 

accelerated, non-traditional pathway to 

completing a bachelor’s degree. Each program is 

in a cohort-style learning format, in which students 

begin their course of study with a group of peers 

and proceed through the program together. 

Classes are offered in Pittsfield in the evenings 

and online to help students meet the demands of 

work, family, and their studies. 

PROGRAMS

Bachelor of Arts in Interdisciplinary Studies:
                   Leadership and Business
                   Children, Families and Society
                   Health & Human Serives

Bachelor of Science in Business Administration

DEGREE
COMPLETION
PROGRAMS

To learn more about the  

Degree Completion Programs and to 

schedule individual advising appointments 

please call 413-662-5409 or visit

www.mcla.edu/degreecompletion

MASSACHUSETTS COLLEGE OF L IBERAL ARTS MCLA.EDU

Quest Connect  
Providing Corporate IT Training to the Berkshires for over a decade!  

Microsoft Office  
QuickBooks 
Adobe  
CompTIA 
Cisco 
EC-Council… 

A premier provider of professional and technical training                
delivered by local content experts.  

Massachusetts Workforce Training Provider 

413-442-9500 Ext. 1  
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BY CYNTHIA PANSING
We all like food. That’s timeless. And 

more and more of us want to know where 
our food comes from. That’s a recent phe-
nomenon. Food and farming is literally a 
growth industry, especially in an area such 
as ours.

Imagine this future in the Berkshire 
region. Farmers and food entrepreneurs 
are thriving year-round. Farmworkers and 
food service workers receive a livable 
wage, and there is a clear path to profes-
sional advancement. Farmland is increas-
ingly well preserved and affordable. 
The food-value chain from production 
to processing to retail is well connected, 
robust and innovative – circulating more 
dollars in the local economy and creating 
more well-paying jobs. All communities 
have access to healthy food, and the region 
produces half of the food we consume by 
2060.

This is a not a pipe dream. According 
to A New England Food Vision, a reality-
based plan for food and agriculture that 
builds off of what people actually eat now, 
this vision is achievable in the next 50 
years, so long as we take steps now. The 
success of the vision – whose lead author 
is Berkshire Agricultural Ventures advi-
sor Brian Donahue of Brandeis University 
– rests on a pragmatic and comprehen-
sive implementation plan that takes into 
account the challenges and opportunities 
New England communities face.

The promise of the Berkshires 
and the realities we face

In 2014 and 2016, the Boston Globe
and New York Times featured articles 
about the potential of the Berkshires as 
a national food destination. With our 
rich cultural and natural assets, this area 
has long been a seasonal tourist destina-

tion that now attracts 2.5 million visitors 
each year and generates $600 million in 
economic activity.

On the job-creation front, tourism-
related industries, including hospitality, 
have helped drive the economy, account-
ing for one in seven jobs as compared to 
one in 10 in the rest of Massachusetts. 
Employment in this sector, which includes 
food production, service and retail, has 
grown by 7.8 percent since 2010. Accord-
ing to the Berkshire Taconic Community 
Foundation’s recent report, A Closer Look 
(September 2017 BT&C), this is more 
than twice the growth of all other jobs.

And yet many residents in the Berk-
shires have experienced socioeconomic 
trends that are less heartening. About 
10-12 percent of the population is charac-
terized by the USDA as food insecure and 
not consistently able to put enough healthy 
foods on their tables. Twelve percent of 
households benefit from federal food assis-
tance, or SNAP, to provide their families 
with a varied diet.

As for agriculture, the trends are mixed. 
The Berkshires are ranked third in Mas-
sachusetts in terms of the annual market 
value of agricultural products sold. Yet 
the amount of land devoted to agriculture 
here has declined by 15 percent over the 
last 20 years, and farmers as a whole are 
losing ground in terms of their income. At 
the same time, there has been significant 
growth in farm-to-table restaurants, and 
the growth of small-scale, specialty farms 
and agricultural products. There are now 
more than 520 farms in Berkshire County, 
which represents an increase of more than 
30 percent in the last 10 years and nearly 
65 percent in the past 20 years, according 
to the U.S. Agricultural Census.

Infrastructure bottlenecks: 
future opportunities?

Farms and food businesses in the 
Berkshires face a multitude of challenges 
in getting their products to consumers and 
growing their markets. Among these are 
seasonal markets that are difficult to grow 
into year-round, farm labor shortages, 
flat income for farmers and lower than 
optimum prices for products, competition 
from large farms in adjacent areas, and a 
hollowing out of core infrastructure that 
historically used to connect farmers to the 
growing markets for local products. 

An adequate supply of aggregators, 
distributors and processors of meat, veg-
etables and fruits does not yet exist here 
to serve and grow regional markets from 
primarily seasonal to year-round. But the 
potential is great for knitting together this 
infrastructure, along with supportive mar-
keting and educational programs, into a 
well-connected food-value chain and food 
system that spurs economic growth here. 
Already, as of 2015, the number of jobs in 
existing production, processing, distribu-
tion, food service and food retail has risen 
to 17,500 – or 12.3 percent of all jobs in 
the region.

What national trends reveal: 
food is a high growth industry
To truly take care of our own, we need 

to move from being a seasonal tourist 
destination to a year-round destination. 
With the current socioeconomic trends 
here, that is a challenging but not impos-
sible prospect. The big question is how to 
make this shift.

Lessons can be learned from national 

research and data that illustrates the prom-
ise of the food and agricultural sector, and 
where investment will yield the greatest 
and most enduring social and economic 
benefits. 

As a whole, over the last 60 years, the 
U.S. farm production sector has grown 
by 2.5 times. On the other side of the 
table, the restaurant industry is growing 
by leaps and bounds, faster than other 
major economic sectors such as health 
care, construction or manufacturing. 
Restaurant jobs have grown faster than 
the overall economy every month for the 
past seven years.

And on the consumer side, in this era 
of great insecurity and food safety threats, 
demand for local products is also increas-
ing exponentially. For more and more 
people, the quality of the food and the 
transparency of growing practices are 
on par with the food shopping experi-
ence. They want to know where their 
food comes from, and who it comes from. 
Currently, about 30 percent of consumers 
nationally say they purchase products from 
a farmers market, up from 11 percent in 
2014. Millennials are only hastening and 
expanding these trends.

These trends are also in evidence in in-
stitutional settings and food service, thanks 
to the early efforts of California chef and 
farm-to-school pioneer Alice Waters and 
the national actions of two of my former 
clients, the National Farm to School Net-
work and School Food Focus. During the 
2013-14 school year alone, nearly $790 
million worth of local food was purchased 
by primary and secondary schools.

Local economic benefits: 
dollars, cents and jobs

In a national study that I co-authored in 
2014 with the Wallace Center at Winrock 
International for a collaborative of five 
North American cities on the West Coast 
and Midwest, we found that certain invest-
ments in the food-value chain – such as 
processing, distribution, institutional food 
service, and food-related technology – 
yield the greatest local economic benefits. 
These benefits include local dollars that 
are generated and returned to the economy. 

They also include the jobs that are being 
created – their stability, potential career 
paths, and wages earned. Taken as a 
whole, in these investment areas, every $1 
invested the food and farming sector yields 
between $1.30 to $4 to the local economy. 
Every job invested in creates between 1.5 
to 4 new jobs.

Other ways to generate benefits to the 
local economy include closing the circle 
– creating a circular economy – through 
food-waste recovery and processing of 
fruit and vegetable seconds that would oth-
erwise be discarded. This assumes that the 
local food and farming sector would have 
ample value-added processing facilities, a 
current gap in the Berkshire region.

Another way to maximize benefits is 
for a business owner to adopt coopera-
tive ownership. This will help empower 
and alleviate risk for owners and inves-
tors, and create a stable business platform 
over time. The Evergreen Cooperative 
is a premier example of this approach in 
action with Green City Growers, a group 
of urban greenhouses co-owned by the 
principal workers.

What does the future hold for 
the Berkshires?

With current economic and consumer 
trends, the food and farming sector re-
mains an area of continued high growth. It 
is also an important investment arena not 
only for those who focus on the traditional 
markers of economic development – dol-
lars, jobs and wages – but also for those 
who are more interested in the creation of 
social value and patient capital as the path-
way to long-term and sustained growth, 
as we are with Berkshire Agricultural 
Ventures.

There are numerous promising farms 
and food businesses here in the Berkshires 
that demonstrate the power of an entre-
preneurial idea translated into a business 
venture – and, in some cases, are address-
ing fundamental infrastructure needs of the 
regional food sector.

Two-year-old Marty’s Local, a home-
grown food distribution service with three 
employees, is expanding quickly and now 
reaches over 45 producers and 60 buyers 
in four states. 

Hosta Hill and Fire Cider, two well-re-
garded local food and beverage businesses, 
are co-locating and sharing resources as 
they scale up production – and, in the pro-
cess, form the beginnings of a food cluster 
in Pittsfield.

Lanesboro’s Red Shirt Farm recently 
adopted new season extension technology 
for their greenhouse and will help train 
regional farmers in its planning, imple-
mentation and use.

Berkshire Community College is lay-
ing the groundwork for a transformative 
culinary training program for budding 
chefs and food service workers, as well as 
potential facilities for creating value-added 
businesses.

Also on the horizon are new and in-
novative technologies for building markets 
for farmers and helping increase their 
income.

This is truly an exciting and promising 
time in the Berkshire food and farm-
ing sector. As we continue on the path 
toward A New England Food Vision – and 
toward a diversified and well-connected 
food sector – we must also develop the 
foundational infrastructure to support this 
sector. Berkshire Agricultural Ventures, 
for example, is working with local farmers 
and partner organizations to help fill exist-
ing processing gaps in the region – another 
important potential source for job creation 
and generating local dollars. But further 
work and investment will be needed to 
provide the range of processing facilities 
that will allow producers and food busi-
nesses to grow their markets, and provide 
more people with greater access to healthy, 
local food. 

This is an achievable and ultimately 
essential vision for the well-being of all in 
the Berkshires.u

Cynthia Pansing is executive director of Berkshire 
Agricultural Ventures (www.berkshireagventures.
org), a nonprofit organization that seeks to grow 
the regional food economy by providing financing 
and technical assistance to farms and food busi-
nesses (July 2017 BT&C). In March she will speak 
on agriculture and the circular economy at the 
Women’s Economic Forum in The Hague.

Mungy Studios 
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BY JOHN TOWNES
The LTI Group is expanding its Pittsfield 

headquarters and manufacturing facility in 
a project intended to grow the business and 
enable it to become more self-sufficient.

As part of this process, the company is also 
expected to add almost 40 jobs over the next 
two years, and more after that.

Based in a 100,000-square-foot building 
in the Federico Office Park on the city’s 
east side, LTI is a leading international 
manufacturer of specialty laminated glass 
and polymer products. These materials are 
used for a wide range of purposes – from 
decorative to defense – in architectural, 
automotive, airline, marine, entertainment, 
security and other markets.

In addition to its headquarters in Pittsfield, 
LTI has operations in a 30,000-square-foot 
building in Lenoxdale.

The comapny is currently completing the 
17,000-square-foot extension of its Pittsfield 
facility. This space will be occupied by a new 

glass tempering oven and related equipment. 
A specific purpose of the expansion is to en-
able the company to handle glass tempering 
operations in-house. Tempering is a process 
in which glass undergoes intense heating 
followed by rapid cooling to impart surface 
strength and other desired characteristics.

Until now, LTI has been reliant on out-
side sources to supply the tempered glass 
the company uses in many of its products. 
Installing an in-house tempering system will 
enable LTI to produce the tempered glass as 
needed, instead.

This will allow the company to work more 
efficiently, and creates the potential for more 
business and additional products, accord-

ing to Peter Anderson, advanced projects 
manager at LTI.

“We wanted to be more self-sufficient 
instead of relying on outside vendors for our 
tempered glass,” said Anderson.

LTI buys the basic glass it uses in bulk, 
as a core element of their other processes, 
he explained.

Anderson noted that they use two basic 
types of glass, tempered and annealed, which 
have differing characteristics.

“Tempered glass is less likely to break,” he 
said. “If something does happen, it shatters 
inward, and doesn’t create shards.”

Annealed glass, which cools at a natural 
speed during manufacturing, breaks into 

larger pieces which tend to have sharp edges 
that pose a safety hazard.

“Which type of glass is used in a product 
depends on the specific purpose, and the pref-
erences of the customer,” Anderson noted.

Being able to create tempered glass in-
house will give LTI more control over its 
overall production processes and schedule.

“It’s not as reliable to have to order it, be-
cause we’re dependent on when the vendors 
decide to deliver it,” said Anderson. “If we 
have a customer who wants something by 
a certain date, but the order doesn’t arrive 
on time, we have to wait and the customer 
has to wait. By doing it ourselves, we can 
produce the tempered glass right away as we 
need it. That will also allow us to increase 
our workload and business.”

The basic structure for the new extension 
of the Pittsfield building was completed in 
December. “We’ll spend a couple of months 
installing the equipment, and we expect it 
to be fully operational in February,” said 
Anderson.

Funding incentives
The expansion is being funded, in part, 

by a $580,000 incentive package from the 
Pittsfield Economic Development Fund. The 
company has received an initial $200,000 
for completion of the facility, with addi-
tional funds to be phased in over the next 
several years.

The fund was created with $10 million 
from General Electric under the terms of the 
consent decree between the city, the federal 
Environmental Protection Agency and GE in 
2000 to resolve the issue of PCB contamina-
tion stemming from the company’s former 
operations in the city.

The funding to LTI will be contingent on 
the company meeting employment targets 
for creating full-time jobs. The company cur-
rently has 100 jobs in Pittsfield, and expects 
to add another 38 by the end of 2019. (There 
are an additional 15 employees in Lenoxdale, 
but they are not figured into the calculations 
for the funds.)

Beyond the initial $200,000 LTI has 

INDUSTRY issues

Bringing tempering operations 
in-house opens door to growth

LTI Smart Glass 
expands facility 
at Federico Park

LTI Group has completed a 17,000-square-foot expansion of its facility at Federico Office Park in Pittsfield that accommodates new glass tempering operations.

One of many historical 
properties we protect

every day.

1-800-369-3905
www.LeeAudioNSecurity.net
MA Lic #1468C • NY Lic #12000022800
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already received, the company will receive 
additional payments from the $580,000 
incentive package in increments. It will 
receive $100,000 if it creates 23 new jobs 
by the end of 2018, 
and another $80,000 if 
it reaches 38 new jobs 
in 2019. There will be 
additional payments 
if total employment 
reaches 162 by 2022, 
and a potential of an 
additional $100,000 if 
it reaches 188 by then.

The city can stop 
the payments if LTI 
does not meet those 
conditions. It can also 
seek a return of money 
allocated if LTI reduces its staffi ng in Pitts-
fi eld or relocates.

Over the years, LTI has grown to become 
a major national and international supplier 
of glass and polycarbonate products for a 
mix of architectural, decorative, privacy and 
security purposes.

Their products have been installed in of-
fi ces, homes, commercial centers, detention 
centers, high-security and military facilities, 
police cars and other vehicles, and a variety 
of other settings.

The basic technology of LTI was originally 
developed at the Pittsfi eld Airport by John 
Martino Sr. He later moved to Florida. His 
son John Martino Jr., who also worked on 
the process, moved back to the Berkshires 
and established LTI in Lenoxdale in 2003. 
Jeff Besse subsequently became a partner.

The company has recently gone through 
a change in ownership. John Martino Jr. has 
sold his stake in the company. In 2016, the 
company merged with Kapiloff Glass of 
Adams. Its owner, Chris Kapiloff, became 
a partner with Besse.

Product lines
LTI has developed and manufactures prod-

ucts based on the processing and laminating 
of electrifi ed fi lms. To create their products, 
the basic process combines layers of high-
tech laminates, acrylics and polymers into 
glass panels. These are prepared and cut to 
specifi c sizes and shapes.

LTI (www.ltisg.com) has three basic 
product categories.

Smart Glass is a laminated glazing product 
line for windows, doors and other elements 
that provides differing degrees of visual 
privacy. It is composed of a liquid crystal 
matrix, laminated between ITO (indium-tin 
oxide) coatings and glass or plastic.

Smart Glass panels appear to be opaque, 
but they become transparent once an elec-
trical current is applied. They are used for 
switchable interior panels, such as wall parti-
tions, door inserts, or full glass conference-
room windows and doors.

Smart Design is a line of customized 
decorative laminates. These are panels with 
aesthetic materials inserted into glass or 
polycarbonate. This enables the creation of 
designs within them, such as textiles, colors, 
organic materials and other elements.

These products are used in tabletops, wall 
partitions, doors, and fl ooring and other ar-
chitectural elements or furnishings to create 
decorative surfaces or accents. They are also 
used by artists to create sculptures or other 
works of art. Because of their individualized 
uses, the designs are created and produced 
on a custom basis.

The third major category is called Smart-
gard. These are products oriented to security 
purposes. Smartgard Ballistic/Blast products 
are layered glass that block penetration by 
bullets and other projectiles. They are used 

as protective windows in vehicles, buildings 
and other sites.

Another Smartgard category is Detention 
Products, which includes a Containment 

Grade GCP or “Glass 
Clad Polycarbonate.” 
This is used in deten-
tion centers and other 
facilities to resist bal-
listic penetration for an 
extended period. This 
is designed to defend 
against sustained at-
tacks executed by one 
or more attackers with 
multiple weapons.

An allied product is 
School Guard Glass, 
a protective glass that 

protects against intruders for a shorter period 
(e.g., until law enforcement can arrive). 
Designed for use in schools, these products 
were created by Kapiloff in collaboration 
with LTI in the aftermath of the December 
2012 mass school shooting in Sandy Hook, 
Conn. School Guard Glass has been installed 
in more than 500 schools.

Signals Defenses Technology is a line of 
patented, optically clear window fi lm, glass or 
polycarbonate that blocks radio frequencies, 
and infrared and ultraviolet rays. This provides 
protection against electronic eavesdropping, 
and serves as security for wireless networks 
and devices. It also provides RF and solar 
energy shelter for equipment and people.

The company produces its products to 
order based on the specifi c requirements of 
individual customers.

“We manufacture from start to fi nish,” said 
Anderson. “We have a glass-cutting table, and 
we can build whatever needs to be built. The 
new tempering oven will allow us to handle 
that part of the process as well.”u

“If we have a customer who 
wants something by a certain 
date, but the order doesn’t ar-
rive on time, we have to wait 
and the customer has to wait. 
By doing it ourselves, we can 
produce the tempered glass 

right away as we need it. That 
will also allow us to increase 
our workload and business.”

COMMERCIAL PROPERTIES & INVESTMENT OPPORTUNITIES

60 ELIZABETH STREET • PITTSFIELD
Excellent Investment Opportunity. Built in 2007, 4-unit 
apartment building, 3 two-bedroom and 1 three-bedroom. Very 
low maintenance and energy efficient with good cash flow. NOI 
of $40,000/year with 9% Cap Rate. Reduced to $439,000

For further information call our commercial brokerage division
at 413-698-4444 or see our website www.tuckerwelchproperties.com

483 W. HOUSATONIC ST., PITTSFIELD
On busy West Housatonic St. on 1.6 acres and 8,300 sq. ft. 
building. Currently houses a restaurant, boat business and 
inspection station. Zoned BC and suitable for many uses from 
business to retail to gas/convenience store. Excellent traffic 
count. Listed at $995,000

TUCKER WELCH PROPERTIES
FINE HOMES • ESTATE PARCELS • INVESTMENT PROPERTIES

Direct: 413-698-4444 • Fax: 413-698-3891
info@tuckerwelchproperties.com

13 PITTSFIELD ROAD, LENOX
Zoned Business/Residential this mixed-use property lends 
itself to many possible uses including retail, professional, 
residential, live-work situation. Newly renovated and in an 
excellent location next to Lenox Shops. Also available for 
rent. Listed at $750,000

999 MAIN STREET • GREAT BARRINGTON
Formerly the Route 7 Grill offered as a “turn-key” restaurant 
or other retail or business uses. All fi xtures, furnishing and 
equipment included. Reduced to $295,000

1644 EAST STREET • PITTSFIELD
Investment Opportunity. Fully leased to two well-established 
businesses. NOI of $126,000 and 9% Cap Rate. Includes 
additional 84-acre parcel with some wetlands. Listed at 
$1,400,000

1685 W. HOUSATONIC ST., PITTSFIELD
This 32,000 sq.ft. building is zoned Light Industrial and sits 
on busy Rt. 20. Easy access to NY, Western MA, CT, VT and 
points north and south. Former new car dealership has many 
possible uses. Plenty of parking on 9+ acres. Listed at $875,000
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LODGING & dining
Cranwell transformation
continued from page 1

by Hyatt hotels. Miraval purchased Cranwell 
in a deal that was completed in January 2017.

The change of the formerly independent 
Cranwell resort into a Miraval spa is expected 
to significantly raise its profile beyond the 
Berkshires as a destination for affluent seek-
ers of health and wellness.

While luxury spa resorts are often exclu-
sive enclaves that are separated from their 
surrounding communities, many aspects of 
Cranwell’s familiar identity are expected to 
remain intact, according to Vic Cappadona, 
general manager of Cranwell.

He noted that Cranwell’s basic appearance 
will be retained, and its facilities will continue 
to be accessible to other categories of resort 
guests and to Berkshire residents.

“When it’s all completed, it will have a 
unique dynamic,” Cappadona said. “There 
will be the core of guests who come specifi-
cally for the Miraval spa experience. But it 
will also continue to draw other guests who 
are looking for general resort accommoda-
tions. And it will still be open to Berkshire 
residents who come to Cranwell to enjoy our 
restaurants and lounges and other facilities. 
We’ll also continue to host weddings, confer-
ences and other functions.”

Cappadona said a more private core of 
facilities designated for Miraval’s thera-
peutic services will be embedded within 
the larger property. There will be a new spa 
structure with 30 treatment rooms, and other 
space for Miraval’s programs and services 
for mindfulness and well-being such as 
massage, yoga, consultations, classes and 
workshops.

This section will be separated to protect 
the privacy of the Miraval guests, but will 
co-exist with the more public aspects of the 
overall resort complex.

Cappadona likened it to concentric circles. 
“There will be a central circle specifically 
for Miraval,” he said. “Around that is the 
larger circle of the facilities for the other 
resort guests and the public.”

Cranwell’s main mansion is separated on 
the southern portion of the property. There 

will be physical alterations to the mansion, 
including a new terrace.

“We’re also going through all of the exist-
ing guest rooms and completely remodeling 
them,” said Cappadona.

More parking will be added nearby. How-
ever, the structure and open lawn below the 
mansion will retain their overall appearance.

“There will be some changes to the contour 
of the lawn and landscaping, but it will still 
have the familiar appearance from Route 20,” 
he said. “Also, because Cranwell is a wooded 
and elevated campus, new buildings should 
not be noticeable from the road.”

Rapid changes
Cranwell has gone through rapid changes 

in ownership in the past couple of years.
In July 2015 the resort was purchased for 

$18 million from longtime owners Daniel and 
Catherine Burack by a partnership of Camp-
Group LLC, who own several Berkshire 

summer camps, and L.D. Builders, owned 
by Berkshire developer David Ward.

A year later, in July 2016, Miraval made 
a purchase offer, and that deal was closed in 
January 2017 for $22 million. Miraval was 
expanding, and Cranwell was among four 
spas that the company has added recently.

In the interim, Miraval was purchased by 
Hyatt in 2016, now making Hyatt the ultimate 
owner of Cranwell.

Cappadona had previously worked at 
Cranwell from 1995 to 2005 as operations 
manager and assistant general manager. He 
subsequently left and managed The Orchards 
Inn in Williamstown and the Country Club 
of Pittsfield. He returned to Cranwell in 2015 
when it was purchased by CampGroup LLC 
and L.D. Builders.

“Basically, what happened was that the for-
mer owners had been looking for additional 
investment partners, and Miraval came along 
and made a very attractive offer to buy the 
whole property,” said Cappadona.

Hyatt, in turn, purchased Miraval to enter 
the growing market for health and wellness 
resorts. Hyatt also recently purchased another 
spa resort operator, Exhale.

Hyatt plans to operate designated Miraval 
spas, and also incorporate those services into 
other properties as Miraval Life In Balance. It 
recently unveiled that concept in its new Park 
Hyatt on the Caribbean island of St. Kitts.

Cappadona said that Miraval envisions 
Cranwell as an East Coast version of its 
original spa in Arizona.

“Many people from the Northeast have 
been going to the Miraval in Arizona,” he 
said. “Miraval purchased Cranwell with the 
idea that having one in Berkshire County will 
be more convenient for those people who 
live within a four-hour drive.”

At the same time, Miraval was also at-

tracted by the inherent characteristics of 
Cranwell, said Cappadona, noting that their 
approach is that every Miraval property will 
have unique attributes around its core of 
wellness programs and services.

“With Cranwell, that means that it will 
reflect all the things that makes this property 
and Berkshire County great,” he said.

He added that the resort will have a 
symbiotic relationship with other Berkshire 
County attractions.

“Berkshire County is already a popular 
destination,” Cappadona said. “Miraval is 
a destination in itself. We will actively pro-
mote Berkshire County to our guests, and 
encourage them to discover the region and 
all that it offers.”

In terms of tourism in the Berkshires, the 
addition of Miraval has intensified the emer-
gence of Lenox as a center for resorts, spas 
and retreats focused on health and wellness. 
Lenox is already the home of Canyon Ranch, 
another prominent upscale spa, and Kripalu, 
a retreat center centered around yoga and 
spiritual development and holistic health.

In addition, plans are underway to convert 
Elm Court, another former estate property, 
into a Travaasa Experiential Resort that will 
also include a large spa. That project is now 
slated to move forward, following recent 
resolution of a long dispute with abutters 
and other nearby residents.

Cappadona preferred not to compare 
Miraval with other specific wellness resorts. 
However, in general, he said it is somewhere 
between those oriented to a specific spiritual 
philosophy and those offering rehabilitation 
of serious medical conditions.

“Miraval is a resort with a focus on pro-
gramming,” he said. “It’s a place to remove 
yourself from the stress of everyday life. It’s 
a safe and secure environment you can visit 

While the expansion and transformation of Cranwell into a Miraval resort spa will bring significant changes in some operations, the resort’s basic appearance will 
be retained, and its facilities will continue to be accessible to other categories of resort guests and Berkshire residents. (Photo provided by Cranwell)
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at any time to hit the ‘reset’ button. It’s an 
opportunity to get in touch with yourself on 
whatever level you need.”

Revisions to plans
The overall plans to redevelop Cranwell 

have not been without controversy.
Cranwell is one of the properties that falls 

under the local Great Estates bylaw, which 
places signifi cant historic estate properties 
under greater regulatory scrutiny and condi-
tions to preserve their 
basic physical charac-
ter and visual qualities.

After purchasing 
Cranwell, the previous 
owners had submitted 
plans to expand and 
make other changes to 
the property. This included the addition of 
43 new rooms to its existing 105 rooms in a 
new hotel building.

This raised local concerns about the overall 
impact on Cranwell. In addition, residents of 
the condominiums on the property objected 
to the possible effects, including the potential 
loss of their right to use the resort facilities 
that were part of their original purchases.

After its purchase by Miraval, a modifi ed 
plan was submitted that alleviated some of 
the concerns, but were still somewhat contro-
versial. Their plans received approval from 
the Lenox ZBA in October 2016.

Miraval subsequently revisited their 
plan, and negotiated with the condominium 
neighbors. Last year, they submitted a re-
vised plan that reduced the footprint of new 
construction.

Among other revisions, the 45 added 
rooms will be in four new cottage buildings 
averaging 9,000 square feet each, rather than 
in a single, larger hotel building.

While scaled back from the previous 
plan, the cost of the project increased from 
$60 million to $80 million, due to increased 
construction expenses.

The ZBA approved the revisions unani-

mously in October 2017, and condominium 
neighbors said their concerns had been met.

The current spa at Cranwell will be con-
verted to a new fi tness center which, along 
with the pool and other recreational facilities, 
will continue to be open to public member-
ships for a fee.

New structures will house Miraval’s spe-
cifi c health and wellness programs.

The number of parking spaces will be in-
creased from 414 to 529 on several sections 

of the property, includ-
ing additional parking 
by Sloan’s Tavern. The 
layout of roads will also 
be modifi ed. The entry 
road will be divided, 
with one branch provid-
ing direct access to the 

condominiums for residents. There will also 
be more direct access to Sloan’s Tavern.

Olmsted Manor, another historic house on 
the property, will be signifi cantly upgraded. 
That building is the welcome and check-in 
entrance for resort guests. The entrance will 
be redesigned and upgraded. “The interior 
of the building is also being totally gutted 
and renovated,” said Cappadona.

The main mansion will be focused on its 
110 guest rooms, and its restaurant, lounge 
and facilities for private functions.

The Cranwell property also includes a sec-
tion to the west across Route 20, which has 
a golf driving range, and a function facility 
known as the Harvest Barn. The parking 
area will be expanded, and new recreational 
facilities will be added there.

The resort has applied to the state for 
permission to build a tunnel under Route 20 
to connect this to the main property.

Cappadona said that the new name of the 
resort has not yet been determined.

“The goal is to create a name that conveys 
its identifi cation with Miraval, and also hon-
ors the history and tradition of Cranwell,” he 
said. “But there hasn’t been a decision yet 
about exactly what it will be.”u

“The goal is to create 
a name that conveys its 

identifi cation with Miraval, 
and also honors the history 
and tradition of Cranwell.”
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Merritt Colaizzi has 
joined Miss Hall’s School 
in Pittsfield as director of 
advancement, where she 
will manage all aspects of 
the Development Office, 
with responsibilities for 
the school’s campaign, 
major gifts and planned 
giving programs, annual 
fund, and alumnae and 
parent engagement. Co-

laizzi will also work closely with the school’s 
board of trustees and campaign volunteer lead-
ership. Colaizzi most recently served as director 
of development at the Clark Art Institute in Wil-
liamstown. With Colaizzi joining Miss Hall’s, 
Director of Development and Alumnae Relations 
Diane Wortis will continue in that role, focusing 
on major gift fundraising. Wortis, who joined 
Miss Hall’s in 2008, will continue to work with 
donors in support of the school’s strategic design 
and increasing alumnae engagement.

David Milligan, an 
independent LPL Finan-
cial advisor at Balance 
Rock Investment Group 
in Pittsfield, has been 
named to LPL’s Chair-
man’s Club, a distinction 
given to top advisors 
based on their business 
success compared to the 
more than 14,000 LPL 
advisors registered na-
tionwide. LPL is a leader in the retail financial 
advice market and provides resources, tools and 
technology that support advisors in the delivery of 
personal, objective financial advice. Milligan has 
been providing a full range of financial services 
to clients for 30 years, including retirement and 
financial planning, individual money manage-
ment, individual stocks and bonds, mutual funds, 
annuities, REIT’s, and more.

Max Kiperman has 
joined the Red Lion Inn 
culinary team as execu-
tive chef of inn’s main 
dining room, Widow 
Bingham’s Tavern, and 
the Lion’s Den. As execu-
tive chef, Kiperman will 
work closely with Vice 
President of Culinary 
Development Brian Al-
berg and Sous Chef Jim 

Corcoran on all future food and beverage-related 
development in addition to day-to-day kitchen 
management. With more than 25 years in the 
culinary industry, Kiperman comes to The Red 
Lion Inn most recently from Lucca in Boston’s 
Back Bay, where he worked as sous chef, and 
as culinary consultant to the Viceroy Hotel and 
Resort in Zihuantanejo, Mexico.

Dr. Blake Williams 
has been appointed to 
the medical staff of Fair-
view Hospital and to the 
staff of Fairview Internal 
Medicine, joining Dr. 
Edward Weiner and Robin 
Love, FNP, in the primary 
care practice located at 
780 Main St., Great Bar-
rington. Williams, who is 
board certified in family 
medicine and a member of the American Medical 
Society for Sports Medicine, will provide family 
medicine and sports medicine to residents of the 
tri-state area.

Adams Community Bank has announced the 
recent promotions of a number of employees. 
Andre Charbonneau has been named chief 
operating officer and will continue in his current 
role as chief financial officer. In this expanded 
role, Charbonneau will assume responsibility 
for certain lending and administrative functions. 
Jackie McNinch, has been promoted to senior 
vice president, overseeing the mortgage origina-
tions function for all of Berkshire County. Terry 
Jajko has been promoted to vice president and 
controller. Loan officers Dawn Lampiasi and 
Laurie Pelczynski, business relationship officer 
Kris Bona, and branch officer Jacob Dabrowski 
have each been promoted to assistant vice presi-
dent. Jamie Leach has been promoted to retail 
supervisor of the customer care department. The 
bank also announced the planned retirements of 
three long-term staff members. Rick Gurney, 
executive vice president of retail lending, will be 
retiring as of Feb. 28 after 32 years of service; 
Bill Whitman, facilities manager for over 38 
years, retired on Nov. 10;  and Kathy LeClair, 
a teller and telephone operator at the Park Street 
branch in Adams, retired on Dec. 29 after 33 
years of service.

Laurie  Bas inai t , 
MSN, C-ANP, has joined 
Barrington Family Medi-
cal as a certified nurse 
practitioner, working 
with Susan Thompson, 
MD. Barrington Family 
Medical is a primary care 
practice that is an affili-
ate of Fairview Hospital 
and Berkshire Faculty 
Services. Basinait brings 
extensive training and experience to her role as a 
primary care practitioner for pediatric and adult pa-
tients. Most recently, she was a nurse practitioner 
at Fairview Hospital for the BHS Operation Better 
Start Program, which offers medical/nutritional 
management in children birth to 22 years of age.

Lucie Castaldo has been named permanent 
executive director of IS183 Art School after 
having served four months in the interim posi-
tion. Castaldo has a long history with the school, 
beginning as an art camper not long after IS183 
(then Interlaken School of Art) first opened in 
1991. Since then, she has been involved in all 
facets of the organization’s programming, in-
terning as a summer teaching assistant, teaching 
adults and children in IS183’s studio and outreach 
programs, and leading as associate program direc-
tor. Castaldo has also curated several large-scale 
art exhibits with IS183, most occurring in non-
traditional spaces in Stockbridge, Williamstown 
and Pittsfield.

Lori Gazzillo has been promoted to senior 
vice president and director of the Berkshire Bank 
Foundation. She had previously served as the 
foundation’s vice president. In her new position, 
Gazzillo is responsible for the development, plan-
ning and implementation of strategies to support 
the Berkshire Bank Foundation in its work to im-
prove the quality of life, cultivate partnerships and 
foster community relationships across the bank’s 
six-state footprint. Gazzillo joined Berkshire Bank 
in 2011 from Legacy Banks, where she was the 
community relations officer since 2006.

JamieEllen Moncec-
chi has been promoted 
to vice president/admin-
istration at Greylock Fed-
eral Credit Union. In this 
role, Moncecchi will lead 
organizational initiatives 
focused on improving 
efficiency and strengthen-
ing culture, act as liaison 
with Greylock Federal’s 
board of directors, and be 
responsible for planning credit union activities 
and events. She will also provide direction for 
the credit union’s community support initiatives 
and investments. In her 23 years working at 
Greylock Federal, Moncecchi has held positions of 
increasing responsibility in marketing, consumer 
and commercial lending, and other departments. 
Prior to this promotion, she served as assistant 
vice president/administration.

Rona Easton has joined the board of directors 
of the Community Development Corporation of 
South Berkshire. A licensed practicing architect, 
Easton was born in Scotland, and spent years 
in Europe, Hong Kong and New York, before 
moving to New Marlborough in 2014. Since 
moving to the Berkshires she has volunteered 
her services to the community, working with 
the Central Berkshire Habitat for Humanity on 
their first high-performance new homes, and as 
a member of the New Marlborough Conservation 
Commission, overseeing developments under the 
Massachusetts Wetlands Protection Act.u
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which includes high doses of vitamins and 
herbal extracts. That led them to discuss the 
possibility of producing and selling that as a 
commercial product.

After creating a business plan and con-
tracting with a company in Long Island 
to produce the tablets, they launched Dr. 
Schnuffie’s last spring.

As is common in such product branding, 
there is no real Dr. Schnuffie.

“Actually, Schnuffie is my daughter’s 
nickname,” said Blechman. “We wanted a 
name that’s catchy, and it’s also my little 
tribute to her.”

The product is sold on a retail basis at 
food co-ops and other stores with an ori-
entation to natural products from Albany 
across to the Pioneer Valley and Boston, 
and up to Brattleboro, Vt. It is also sold 
online on Amazon.

The company’s outlets in Berkshire 
County include the Berkshire Co-Op in 
Great Barrington, Guido’s Fresh Markets 
in Pittsfield and Great Barrington, Village 
Pharmacy in Lenox, and Wild Oats Market 
in Williamstown.

(They currently have a tentative agreement 
to sell the tablets in the Berkshire County out-
lets of a major regional supermarket chain.)

Dr. Schnuffie’s comes in two versions: Stay 
Well, which is oriented to everyday use; and 
Get Well, which provides all-in-one acute 
immune support, to aid in both prevention 
and relief from colds and flu.

The suggested retail price for bottles is 
$ 23.95 for Get Well ($0.80 per tablet) and 
$33.95 ($0.57 per tablet) for Stay Well. The 
price may vary at individual stores.

Functional medicine
Dr. Inglis operates Integrative Health Solu-

tions, a medical practice in Great Barrington. 
A graduate of the University of Vermont Col-
lege of Medicine, he is certified in general 
internal medicine. He also is affiliated with 
Fairview Hospital, and instructs residents at 
Berkshire Medical Center.

Inglis also has a long-standing interest 
and knowledge in integrative health and 
nutrition, and is certified by the Institute for 
Functional Medicine.

Inglis explained that functional medicine 
is a model based on treating the interactions 
among genetic, environmental and lifestyle 
factors that can influence long-term health 
and cause diseases.

He said that includes taking the time to do 
full consultations with patients, testing and 
making connections between health condi-
tions and lifestyle, and prevention. It also 
incorporates safe options beyond drugs and 
surgery, including vitamins, minerals, and 
the therapeutic benefits of foods and herbal 
supplements.

“As a physician, I practice traditional 
internal medicine and prescribe medica-
tion as needed,” Inglis said. “But I also 
take a functional approach. In contrast to 
a symptom-based approach that looks at 
specific aspects of health as individual silos, 
functional medicine looks at the whole person 
as a system, and looks for the underlying 
causes of diseases. I believe that is the future 
of medicine.”

Over the years, Inglis has done extensive 
research into the role of nutrition and the use 
of supplements. In addition to prescription 
pharmaceuticals, he also recommends vita-
mins and nutritional supplements to patients.

Dr. Schnuffie’s (www.drschnuffies.com) 
is an outgrowth of that.

“It’s not a kitchen-sink formula,” Inglis 
said. “It’s a focused formulation that is a 
rational assembly of specific ingredients 
that have been proven in medical research to 
help the body’s natural ability to fight viral 
infections and shorten the duration of infec-
tions. What distinguishes this [product] is 
the specific combination and high potency.”

The formulation for Dr. Schnuffie’s in-
cludes Vitamin D, which is both a vitamin 
and a hormone, that helps protect against 
infections, and acts specifically against 
disease-causing viruses and bacteria if 
symptoms develop. Vitamin A improves 

the function of white blood cells, which are 
immune-system cells that protect the body 
against infectious disease. Vitamin C is a 
prominent general immune system booster. 
Zinc is viewed as helping prevent viruses 
from reproducing and lodging 
in the respiratory tract.

The formulation also con-
tains herbal extracts – including 
astragalus root, lemon balm, 
ginger root, thyme leaf, rose-
mary leaf, elderberry fruit, 
and olive leaf – which also 
have properties that may 
play a role in strengthening 
the immune system.

Because it is a natural 
supplement and not a drug, 
Dr. Schnuffie’s products are 
not subject to the require-
ments for pharmaceutical 
approval of the U.S. Food 
and Drug Administration 
(FDA).

As is the case with mak-
ers of other such supple-
ments, Blechman and In-
glis do have to be careful 
not to make claims about 
medical benefits for Dr. 
Schnuffie’s that are con-
trary to the guidelines of 
the FDA and other agencies. 

“This is not a medication or a cure,” said 
Blechman. “It helps to boost your natural 
immune defenses without side effects.”

However, the tablets must go through ex-
tensive testing and quality control, according 
to FDA requirements.

Inglis noted that the company’s website 
contains a bibliography with references to 
scholarly research on the formulation’s ingre-
dients. The website also has endorsements for 
Dr. Schnuffie’s from several medical profes-
sionals, including Mark Pettus, MD, FACP, 
associate dean of medicine at the University 
of Massachusetts School of Medicine.

Building the business
On the business side, Blechman and Inglis 

handle the majority of tasks themselves, 
including sales, marketing and business 
development. They have funded the venture 
through a combination of self-financing, and 
lines of credit from local banks.

“It’s a real bootstrap operation,” said 
Inglis.

They personally make the initial sales 
contacts with retail outlets, and provide 
servicing and restocking of inventory with 

regular visits to the stores. Their first outlet 
was the Berkshire Co-Op.

“We made a conscious decision to ini-
tially limit our distribution to retail outlets 
within a reasonable driving distance,” said 

Blechman. “We believe it’s 
important to deal with retailers 
on a personal basis, and show 
up regularly to check in with 
them. For example, Burlington, 
Vt., would be a prime market, 

but that’s too far.”
They are continuing to 

expand regionally, and are 
currently focusing on add-
ing outlets in New York’s 
Hudson Valley region.

There are also logistical 
challenges that they are 
learning as they go.

They place orders for 
new tablets and bottles with 
the manufacturer based 
on what they project their 
sales will be. However, they 
do not have the flexibility 
to quickly replenish their 
inventory on demand.

“The production and 
FDA testing process is 
very rigorous and takes 
many weeks,” said Blech-

man. “So, we can’t just order 
a shipment and have more inventory right 
away. We have to try to figure out what we 
will need ahead of time.”

This is the first cold-and-flu season the 
tablets have been on the market, and they 
have encountered what might be called a 
welcome dilemma. “We already met and 
surpassed our original expectations, and 
the demand is increasing,” said Blechman.

As a result, they have had to work hard 
to keep up and make sure they have enough 
supply to meet the demand. They have sold 
approximately 3,000 bottles, and they placed 
subsequent orders for 10,000 more.

As they deal with these and other logistics 
of running the new business, Dr. Schnuffie’s 
has been selected as a case study for up to 600 
students in upper level sales and marketing 
classes taught by Professor Matt Glennon 
at UMass Amherst’s Isenberg School of 
Business. Blechman explained that they 
originally approached the school on another 
matter, and the faculty found the venture to 
be a worthwhile study of a business startup.

They have made several presentations to 
the classes explaining their business plans 
and experience so far. The students are study-

ing the business as coursework and will be 
preparing reports on their observations and 
recommendations.

Blechman noted that they also have en-
listed several students to work with them 
part-time as interns.

Beyond Dr. Schnuffie’s role as a cold-
and-flu remedy, Blechman and Inglis plan 
to expand their line of products for other 
market niches.

Currently Inglis is developing formula-
tions for other wellness purposes, including 
Think Well, Digest Well, Sleep Well and Age 
Well. He and Blechman hope to bring these 
on the market this spring.

Blechman said their ultimate goal is to be-
come a national brand, and their availability 
on Amazon makes Dr. Schnuffie’s readily 
accessible to the online market.

However, their focus for now is on build-
ing a market in this region.

“You have to prove yourself in your own 
backyard, and build a base close to home,” 
said Blechman. “Ben and Jerry’s, for ex-
ample, did not start out as a national brand. 
They were originally a regional ice cream 
in Vermont.”u

Dr. Schnuffie’s
continued from page 1
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continued from page 1

Originally developed in collaboration 
with the Great Barrington-based American 
Institute for Economic Research (AIER), the 
Money School debuted in 2014 as a pilot 
program of a financial education curriculum 
designed specifically for abuse survivors. 
Since then, the program has continued to 
expand and evolve on an ongoing basis, 
according to organizers.

“The Money School has changed im-
mensely over the past few years,” said Donna 
Larocque, the lead facilitator for the program. 
“No two classes have been the same.”

“I think that we are always learning,” 
added B Bradburd, director of operations at 
the EFC, who is now in his fifth year of work 
with the organization. “We’re always looking 
at ways to get better and better.”

Included in that evolutionary process 
are refinements made as the result of direct 
feedback from participants, many of whom 
continue to receive counseling and support 
well after the five-week program has ended.

This has, for example, led to a stronger 
emphasis on community resources avail-
able to help participants move toward their 
goals. That is reflected in the broad range of 
professionals – from sectors such as banking, 
education and employment services – who 
volunteer their time as presenters, mentors 
and one-on-one counselors for the program.

“We have worked to develop deeper con-
nections with our community resources,” said 
Bradburd. “The presenters and mentors are 
such an integral part of this process.”

The Money School has also expanded 
in a significant and important way to meet 
the needs of a key segment of the county’s 
immigrant population. Introduced last year, 
and continuing in 2018, a Spanish-language 
version of the Money School is addressing the 
different challenges faced by abuse survivors 
who may not be U.S. citizens.

“Our first Spanish program went great,” 
said Bradburd, noting that Elisa Fuller, 
refugee and immigrant counselor at EFC, 
facilitated the Spanish-language version, 
called Escuela de Finanzas. “It showed us 
there’s a real need for this among the county’s 
growing [Spanish-speaking] population.”

Fuller will again meet some of that need 
when she leads her second Escuela de 
Finanzas in Pittsfield beginning March 8. 
That will be sandwiched between Money 
School programs in north and south county 
locations, beginning Feb. 27 and April 2 
respectively.

The English- and Spanish-language ver-
sions of the program both share the same 
basic curriculum and goals. And both are 
specifically and exclusively targeted to in-

dividuals whose experience with abuse and/
or assault has impacted their own financial 
stability and security.

“It’s geared toward individuals of all 
gender identities,” said Bradburd, noting that 
men as well as women have participated in 
the program.

“The only requirement,” added Larocque, 
“is that they identify as survivors of domestic 
violence and/or sexual assault.”

According to Bradburd and Larocque, this 
type of violence is viewed as a primary cause 
of homelessness and poverty. They explained 
that perpetrators of this abuse often sabotage a 
survivor’s work, education, community sup-
ports, credit, and sense of worth. Survivors 
who choose to leave abusive relationships 
often suffer an immediate and significant drop 
in income due to interruptions in housing, 
employment, school, support networks and 
loss of childcare and/or the abuser’s income. 
Many times they are also left with debt and 
bad credit resulting from financial abuse in 
the relationship.

Bradburd and Larocque also noted that 
the costs – both financial and emotional 
– of recovering from domestic or sexual 
violence can be high for many survivors. 

These include such factors as medical and 
mental healthcare needs, difficulty working, 
difficulty concentrating, anxiety, depression, 
isolation, the weight of generational trauma, 
victim blaming and lack of understanding 
from society at large.

Program’s evolution
Helping survivors deal with these factors 

is a mainstay of the services provided by the 
EFC. Since 1974, the nonprofit organization 
has offered hope, help and healing to indi-
viduals experiencing or affected by domestic 
and sexual violence through free, acces-
sible and confidential 
services in Berkshire 
County.

With offices in Pitts-
field, North Adams 
and Great Barrington, 
the EFC serves over 
2,000 survivors and 
700 students each year 
through its 24/7 hotline, counseling, support 
groups, advocacy, court support, emergency 
response, shelter, and other specialized ser-
vices and programs.

According to Bradburd, the EFC’s well-

established role in the community made the 
organization a logical partner for the AIER 
on the original Money School project.

“One of their staff members had gotten a 
grant to design a financial education course 
for survivors of domestic or sexual abuse,” 
he explained. “They approached us because 
we are local and on the cutting edge of eco-
nomic justice work. It seemed like a natural 
collaboration.”

The two organizations developed the 
curriculum, and the AIER conducted three 
pilot programs in fall of 2014 and spring of 
2015. “We all learned a lot through that pro-

cess,” said Bradburd. 
“The EFC learned a lot 
more about the econo-
mist’s viewpoint, and 
the AIER learned more 
about the real circum-
stances of people who 
experience violence. 
They also learned what 

it means to be ‘trauma informed’ – how 
trauma affects us neurologically.”

Bradburd noted that at the end of the pilot 
sessions, with the grant funds expended, 
the AIER turned the design and operation 
of the program over to the EFC. He added 
that the AIER has continued to provide valu-
able impact analysis for the program on an 
ongoing basis.

With the Money School under its own 
auspices, the EFC engaged in what Brad-
burd described as “a complete rewrite” of 
the curriculum that reflected feedback from 
participants and other lessons learned from 
the pilot program.

“We saw a need to focus more on what 
data are showing us are drivers of class mo-
bility in Berkshire County,” he said. Among 
these are education, credit repair, access to 
transportation and social connections.

“We rebuilt the program to develop more 
connection with community resources, such 
as local bankers, colleges, employment infor-
mation, and benefits,” he continued, noting 
that such tangible resources are integral as 
participants pursue their economic plans and 
goals after Money School.

In moving forward with the Money School 
program, Bradburd also noted that they took 
into account other subtle and complex factors 
in how participants take in the information 
presented. Among these is the perception 
held by many who have experienced abuse 
that they are somehow to blame for their own 
difficult situations – and that other people 
view them that way as well. This percep-
tion can not only color abuse survivors’ 
day-to-day interactions with others, but it 
also affects their openness to support and 

Money School facilitator Donna Larocque (right), discusses aspects of a workshop on group learning dynamics that she had recently attended with B Bradburd 
(left), director of operations at the EFC, and Elisa Fuller, refugee and immigrant counselor, who facilitates the Spanish-language version of the Money School.

“We rebuilt the program to 
develop more connection 

with community resources, 
such as local bankers, col-

leges, employment informa-
tion, and benefits.”
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guidance offered in a context such as the 
Money School.

“We felt we needed to do everything we 
could to move away from economic victim 
blaming,” said Bradburd. “We needed to 
promote a mindset that 
moves the blame away 
from the individual.”

One effort in that 
direction has been the 
in-house training on trauma-informed re-
sponse and economic abuse that is provided 
to all outside presenters and mentors.

Another perhaps more important step, 
according to Bradburd, was the hiring of 
Larocque in 2016 to serve as Money School 
facilitator. “We really lucked out in hiring 
Donna to be our facilitator and financial 
advocacy staff member,” he said.

Larocque brings a varied background in 
business and finance to the position, including 
having owned and operated her own business 
for several years. She also brings first-hand 
experience as a survivor of domestic violence 
and abuse.

While those at the EFC and in similar 
circles regularly use the term “survivor” as 
a more empowered alternative to “victim” in 
discussing their work with those who have 
experienced abuse, Larocque said she takes 
that concept to the next level with regard to 
her own personal situation. “I call myself a 
‘victor,’” she explained. “‘Survivor’ sounds 
like you’re just getting by.”

Larocque added that this mindset – along 
with her own experience with abuse – helps 
her to connect with new participants in the 
Money School. This begins with the first 
session of the program – a process she de-
scribed as “leveling the playing field” – in 
which she explains “why I am in the room 
and my experience as a survivor of domestic 
violence and severe economic abuse.”

From this base of credibility and empathy, 
she said, it becomes easier to build trust 
and receptiveness among participants. “It’s 
important to know you’re not alone,” said 
Larocque. “That’s super important to me.”

In addition to removing such perceptual 
barriers, Larocque and Bradburd said the pro-
gram is structured with an eye toward avoid-
ing logistical impediments for participants.

This includes scheduling the program on 
weekday evenings from 5 to 8 p.m., with 
free dinner and on-site childcare services 
provided. Participants also receive a $25 
stipend per session ($125 total for the five 
weeks) to defray transportation or other 
incidental expenses.

The Money School programs in Pittsfield 
are held at the EFC’s headquarters at 43 
Francis Ave. Programs offered in north and 
south county are held at host church sites, 
since the EFC’s offices there are too small 
to accommodate the classes.

Larocque said class size for the Money 
School is kept small by design. “We like 
to see mid to high teens,” she said, “a little 
smaller in north and south county.”

While there is a waiting list for the Pittsfield 
program, she said individuals are also able to 
enroll in the north or south county programs 
if transportation is not an issue.

Many participants in the Money School 
are already clients of the EFC and have been 
receiving support and counseling. Others may 
be new to the organization and have learned 
about the program through referrals and other 

outside sources.
While the Money 

School is open to any-
one who has experi-
enced abuse, Larocque 

said that there is a required pre-screening 
process. This, she explained, is done jointly 
to assess the individual’s current situation 
and determine if the timing is right for them 
to participate in the program. “It’s quite a 
commitment to do three hours a night,” she 
said, noting that it can be especially difficult 
if the abusive situation had been more recent. 
“But it’s their decision.”

Bradburd noted that participants are 
demographically diverse. “We pretty much 

cover the board,” he said. Although more are 
low-income and some are homeless, there are 
others who come from solidly middle-class 
backgrounds.

Mentors’ role
This diversity, as well as the wide variety 

of personal experiences and circumstances, 
necessitates a more individualized approach 
to Money School instruction. While some 
sessions are held in group format with pre-
sentations on central topics, other parts of the 
program are given to one-on-one counseling 
with mentors who work to address each 
participant’s needs and goals.

One such mentor who has been involved in 
the Money School program since its origins 
is Gwen Davis, who recently retired from 
her longtime career as a loan officer with 
TD Bank in Pittsfield.

continued on next page
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“I was involved on the ground floor,” said 
Davis, explaining that she has also been 
a presenter for a youth financial literacy 
program called “Money Matters” at Miss 
Hall’s School, a private secondary school 
for young women in Pittsfield. During one 
session she mentioned to a co-presenter 
from AIER that it would be good to have a 
similar program tailored to abuse survivors. 
The AIER representative responded that 
they were actually developing a curriculum 
for such a program at that time, and Davis 
subsequently became involved in designing 
the Money School pilot program.

In addition to participating in the pilot 
program, Davis has served as a mentor for 
all Money School sessions conducted by the 
EFC. “I work with participants one-on-one 
during the parts of the program that are set 
up that way,” she said.

The main areas Davis covers with par-
ticipants focus on credit repair and budget-
ing. She noted, however, that she has to be 
prepared to take the discussion in any other 
direction that the participant wants to go. 
“It runs the gamut,” she said. “If they want 
to talk about something else, they have that 
flexibility. It’s the client’s time, not ours.”

Respecting the participant’s needs and 
choices is heavily emphasized in the training 
that Davis and other mentors receive as part 
of their Money School involvement. While 
mentors can provide guidance in their areas 
of specialty, the participants are ultimately 
responsible for how they fit that guidance 
into the context of their lives and situations.

“For mentors, it is important that we al-
ways respect the decisions that [participants] 
make,” Davis said.

Davis described her involvement in the 
Money School as a positive experience – one 
that she plans on continuing during her retire-
ment. “It’s very fulfilling,” she said. “I’ve 
helped quite a few [participants] with budget 
issues, and we have some success stories.”

She said she has also gained meaningful 
insights on how people deal with the adver-
sity and hardship that accompany abusive 
situations, and has come to appreciate the 
resiliency and resolve that many participants 
exhibit in working to improve their lives.

“I think I get more out of it than I put 
in,” she said. “I’ve learned a lot about hu-
man beings.”

Ongoing commitment
In addition to the three pilot programs 

with AIER, the EFC has run a combined 
eight sessions of the Money School in FY 
2016 and 2017. Bradburd noted that four 
sessions are budgeted for the current fiscal 
year, which runs to June 30. These include 
the three upcoming programs, and a Pitts-
field session that was held last November 
and December.

He said that a similar schedule of Money 
School sessions is being planned for the next 
fiscal year. “Everything we do is resource-
dependent,” he noted. “Every year it’s a hustle 
[to secure funding], but we’re very lucky to 
be in a community that is dedicated to seeing 
change in these areas.”

Funding for the Money School comes in 
part from the annual appeal that the EFC 
holds to support its full range of services. It 
receives additional support from a variety of 
local sources, including the Women’s Fund 
of Western Massachusetts, Guardian Life 
Insurance, Greylock Federal Credit Union, 
Berkshire Bank Foundation, MountainOne, 
NBT Bank, MountainOne, and the TD Chari-
table Foundation, among others.

The program has also attracted outside 
support, such as a $20,000 award last fall 
from the Mary Kay Foundation as part of 

its support of domestic violence programs 
nationwide.

In addition to garnering needed financial 
support, the Money School is earning rec-
ognition in other ways. Bradburd noted that 
the program’s impact was recognized with 
the 2017 Innovation Award presented by the 
Massachusetts Office for Victim Assistance.

He added that the Money School’s im-
pact has also prompted other organizations 
to use it as a model for their own financial 
independence programs.

The program’s impact can be seen in some 
of the core data from past participants.

“Last year, of the 61 graduates for whom 
we have longitudinal data, 15 who were 
homeless secured housing, 16 gained em-
ployment, 23 obtained new or additional pub-
lic benefits, seven have enrolled in college, 
and three received credit repair micro-loans,” 
said Bradburd. “By each series’ end alone, 
87 percent of graduates reported increased 
confidence in their ability to manage their 

finances, 68 percent had a one-to-five-year 
plan to improve their financial situation, 91 
percent reported gaining people to turn to for 
financial advice, and 44 percent had improved 
their financial situation.”

Larocque noted that completion of the 
Money School is not an end in itself, but is 
a beginning to an ongoing process of gaining 
financial independence. “After they gradu-
ate, we work with them to put together a 
customized plan with action steps that will 
help them reach some of the goals they set 
for attending the Money School,” she said.

A key facet of Larocque’s job is to provide 
ongoing assistance with that process. She 
noted that about two-thirds of participants 
come back for follow-up assistance. “This can 
be a very important part of helping people to 
follow through with their plans, and making 
sure they have the resources and guidance 
they need to help meet their goals,” she said.

By holding an average of four Money 
School sessions annually, Bradburd said he 

believes the EFC is for now adequately ad-
dressing the need for this type of program. 
“We think we’re meeting the demand in terms 
of people who are coming forward to us,” he 
said. “But there are bound to be more people 
here in the community who could benefit 
from this program if they were aware of it.”

To that end, he said, the EFC engages in an 
active outreach effort through social media 
and networking to publicize the program. 
While acknowledging that this outreach could 
generate additional demand beyond the cur-
rent class capacity and budget, he said that 
is a scenario the EFC is prepared to address.

“Our commitment to the Money School 
is that we will cover the cost to meet the de-
mand one way or another,” he said. “People 
can’t get and stay safe if they can’t achieve 
financial independence.”

For more information about the Money 
School, contact Donna Larocque at 413-499-
2425 ext. 613 or donnal@elizabethfreeman-
center.org.u

BY BRAD JOHNSON
On the day after Christmas, this reporter visited Money School 

facilitator Donna Larocque in her small upstairs office at the Elizabeth 
Freeman Center (EFC) in Pittsfield. We were joined there by two 
graduates of the Money School – “Amanda” and “Cynthia” – who 
had agreed to discuss their personal experiences with domestic 
abuse, the financial difficulties stemming from that abuse, and the 
impact their participation in the Money School has had on their 
efforts to move forward in a positive direction.

“We just had the best Christmas ever,” said Cynthia, a mother of 
two young children who is married and currently separated from 
her husband due to the violence and abuse that has been directed 
toward her and the children.

That holiday was made special in part through the many Christ-
mas programs in the community that target the needs of families 
in financial distress, including those that provide gifts for children 
who might otherwise go without.

Also brightening the holiday were the 
positive feelings Cynthia carried forward 
from her participation in the most recent 
Money School program, which had just 
finished in early December.

“Money School helped me so much in 
understanding where I’m at in my life personally, what my goals 
are and how to get there,” she commented.

As a transplant to the Berkshires with no family in the immedi-
ate area, Cynthia noted that the abusive environment at home had 
caused her to reach out to services and organizations such as the 
EFC for support and counseling. Being without a job and living in 
a small town also contributed to the financial distress and isolation 
she had been experiencing. “The burden of stress and money can 
be overwhelming at times,” she said.

When she learned about the Money School from a counselor at 
the EFC, Cynthia decided it was something that could help her and 
her children to move forward. She then met with Larocque for the 
required pre-screening and enrolled in last fall’s program.

Larocque explained that it is unusual for participants to enter 
the Money School directly from a recent abusive situation, as was 
Cynthia’s case. More often, she said, a little more time and distance 
is preferred to ensure that participants are in a stable position that 
will allow them to get the most out of the program.

In Cynthia’s case, she had a rough plan to go back to college to 
complete here undergraduate degree, and she and Larocque agreed 
that participating in the program would be beneficial to her pursuit 
of that goal. “Money School helped me to lay everything out,” said 
Cynthia, noting that she would soon be enrolling at Massachusetts 
College of Liberal Arts.

Returning to school, however, is just a first step on a longer journey 
for Cynthia. “I’m using this extra time before school starts to plan 
for the future,” she said, adding that the budgeting and financial 
counseling through the Money School have been especially helpful in 
that process. “I’ve been trying to be more money savvy in general.”

While some of the counseling and assistance that Cynthia received 
through the Money School could have been provided separately 
from other sources and services, one important aspect of the pro-
gram – the group dynamic – would have been missing.

“The community sharing aspect [of the program] is pretty big,” 
Cynthia commented. “We talk about so much, and it’s so inspiring 

to hear how [other participants] are dealing with their own situa-
tions and challenges.”

That group dynamic was also an important part of Amanda’s 
experience in the Money School a few years earlier.

“Being in that group, there’s this commonness among us,” Amanda 
commented. “Our situations are different but we can learn so much 
from each other.”

Amanda’s personal situation is, in fact, different than Cynthia’s 
on several fronts. A middle-age mother of grown children, she 
has been a resident of the Berkshires for most of her life and has 
family in this area.

Some years ago, Amanda said, she moved away from the Berk-
shires and moved into what turned out to be a relationship steeped 
in domestic violence and financial abuse. In her efforts to escape 
that abusive situation, she left her job and home and returned to her 
family in the Berkshires. Here she became acquainted with the EFC, 

where she sought individual counseling 
to deal with the violence and abuse she 
had experienced.

“After about five months of counsel-
ing, my counselor suggested the Money 
School program,” Amanda recalled.

In 2016 she enrolled in what was the 
first program facilitated by Larocque, who noted that “the Money 
School has changed immensely over the past two years.”

Despite the changes in curriculum and content, Larocque said 
the programs have all promoted an awareness among participants 
that they are not alone in – and are not to blame for – the situations 
they have experienced.

For Amanda, putting aside her own feelings of “shame and blame” 
was a challenging part of the process. “It was difficult at first to be 
in the classroom,” she said. “But it really helps you to understand 
that you’re not alone in what you’re experiencing. That’s huge.”

She also acknowledged that she entered the program without a 
clearly defined idea of what she would get out of it. “When you’re 
in that kind of emotional situation, I’m not sure that you’re thinking 
about expectations,” she said. “I think I saw it mostly as a way to 
get focused on rebuilding my life again.”

It turned out that the program did exactly that for Amanda, who 
began working on getting financial control of her life and plan-
ning for her future. “It helped get me off the couch and gave me 
something to focus on,” she said. “It allowed me to start to dream 
about something bigger.”

For Amanda, “something bigger” also involved going back to 
school. Having found employment in human services, she looked 
at getting a degree in social work as a way to advance her career 
in that field.

“Going back to school became my dream,” she said, adding 
that Money School counselors helped and encouraged her to 
enroll at Berkshire Community College, where she is now slated 
to graduate this spring. “The Money School is the whole reason 
I’m where I’m at today.”

Like many others who have graduated from the Money School, 
Amanda continues to receive counseling from Larocque and others 
at the EFC as she makes progress in rebuilding her life. “The sup-
port from the Elizabeth Freeman Center has been very important 
to me personally,” she said. “Their focus and what they offer is 
geared toward the individual, and that really makes a difference.”u

“The Money School is the whole 
reason I’m where I’m at today,” said 
Amanda. “It allowed me to start to 
dream about something bigger.”
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MONEY matters
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TAX REFORM REVISITED

Small business opportunities, obligations under new legislation
BY JAMES R. ROSE, EA CFP

In early December, when my traditional 
year-end tax column appeared in this publi-
cation (January 2018 BT&C), the fate – and 
details – of the major federal tax overhaul 
legislation remained unknown.

Since then, as most readers undoubtedly are 
aware, the Tax Cuts and Jobs Act (TCJA) was 
passed by Congress, and subsequently signed 
into law by President Trump on Dec. 22.

While we won’t realize the specifi c tax-
dollar impact of the new legislation until 
this time next year (with the fi ling of 2018 
tax returns), it might be instructive – and 
fi nancially productive – to keep these new 
laws in mind over the next few months, as 
we pour over our 2017 tax returns.

Many businesses, large and small alike, 
are taking heightened interest in their 2017 
tax returns – using them as a guide to un-
derstand the changes in store for 2018, and 
trying to plan accordingly. What follows is 
a summary look, albeit hazy, at some of the 
major changes in store, in an effort to un-
derstand – and adjust to – some of the new 
realities of federal business taxes.

What’s out
Before delving into the “new,” it might 

be prudent to review those parts of the tax 
code which have been repealed – no longer 
to be included on business tax returns. Sev-
eral provisions have been eliminated, which 
may force changes to some business opera-
tions. Being proactive today may be a better 
alternative to being reactive tomorrow – or 
non-active, after year’s end.

One often-used business deduction which 
has been repealed is the Section 199 9-percent 
“domestic production activities deduction” 
– or “d-pad” – for qualifi ed businesses and 
farms. Created in 2004, as part of the Ameri-
can Jobs Creation Act, it was an allowance to 
incentivize and reward businesses for produc-
ing goods and keeping jobs within the U.S. 

Known for its nebulous complexity, it was 
a valuable tax-savings deduction nonetheless. 
But tax year 2017 will be its last. In its stead, a 
newly minted (and, to date, equally nebulous 
and complex) 20-percent qualifi ed business 
profi ts deduction has been implemented. 
More on this below.

Other seemingly innocuous, but perhaps 
critically important, changes include the 
taxation of employee reimbursements for 
qualifi ed moving expenses, which may no 
longer be excluded from the employee’s 
gross income (except in certain active 
military situations). Together with the total 
elimination of employee business deductions 
(already subject to a limitation of 2-percent 
of taxpayer adjusted gross income), employer 
accountable-plan programs may need to be 
revisited – and allowable benefi ts restated – to 
help address and rebalance the tax effi ciency 
of both employer and employee needs.

Meals and entertainment expense deduc-
tions, which are always under scrutiny, have 

been further curtailed, impacting club dues 
and membership payments, certain commut-
ing fringe benefi ts, and even previously fully 
deductible meals at employer-sponsored eat-
ing facilities. Most deductions for these types 
of expenses have been eliminated altogether, 
with the rest facing severe limitations.

What’s in
Depreciation deductions have been re-

laxed. Defi ned as “allowable annual tax de-
ductions for those items of tangible property 
expected to last more than a year,” deprecia-
tion is that tax deduction taken for the “use 
and wear-and-tear” of items ranging from 
furniture and fi xtures to computer systems, 
machinery and equipment, and buildings.

Section 179, which allows an “election” 
for many of these non-real estate items to 
be “written-off” in the year purchased and 
placed in service, is a dynamic and popular 
tax-savings tool for all business owners. The 
TCJA expands that by allowing this “expense” 
election for up to a total of $1 million (subject 
to some high-income limitations). It also 
further expands the use of “bonus deprecia-
tion” – not “expensing” under Section 179 
but, rather, “accelerating” regular deprecia-
tion deductions for qualifi ed property more 
quickly than with standardized depreciation 
schedules. Taken as a whole, spending on 
“things” has never been so tax-friendly.

Sometimes a business has a “bad year,” 
with expenses exceeding income. These 
so-called “net operating losses” are gener-
ally useless in the year incurred (there’s no 
special tax benefi t for reporting less than $0 
income). To recognize that business reality, 
there were several provisions to allow these 
losses to be used in prior or future tax years. 
These allowances – known as “carrybacks” 
and “carryforwards” – helped businesses 
recoup some of a current year’s losses, in 
a tax-friendly manner, over multiple years.

The TCJA repeals the carryback al-
lowances, except in the case of farming 
businesses, and has renamed these “excess 
business losses.” While now limited to 80 
percent of otherwise taxable income in a 
subsequent year, they may be carried forward 
indefi nitely, as opposed to time limitations 
which had been in place under prior law.

What’s driving the discussion
Much of the national news has been direct-

ed toward the new corporate income tax rates 
and the “repatriation” tax for multinationals 
bringing cash and assets back into the U.S. 

For small and micro businesses, the important 
subtext is the new 20-percent pass-through 
business profi ts deduction. While “C” corpo-
rations; for whom the much publicized new 
corporate tax rates were created, are taxed at 
their entity level (as are those LLCs electing 
corporate tax status), most small and micro 
businesses do not pay tax at the entity level, 
but rather “pass-through” their profi ts, to be 
paid at individual tax rates. Partnership, “S” 
corporations, and most LLCs fall into this 
category, issuing a “Schedule K-1” to each 
and every member and/or owner, identifying 
the business activity to be reported on the 
individual’s personal tax return. 

In a nod to the majority of small busi-
nesses which operate as sole proprietorships 
(those self-employed individuals who fi le a 
Schedule C or Schedule F), the TCJA rec-
ognizes them as “pass-through” entities for 
this deduction. 

Even under the new legislation, individual 
rates can reach 37 percent. To help taxpayers’ 
business tax rates more closely approximate 
the new 21-percent corporate tax rate, a 
20-percent deduction for “domestic qualifi ed 
business income” (d-qbi) is allowed. 

So, as noted above, “d-pad” is out and 
“d-qbi” is in. And, just as with the old d-pad 
legislation, the preliminary statutes for this 
new deduction are nebulous and complex, 
with the IRS yet to issue any detailed guid-
ance. Independent review reveals income 
restrictions – as well as specifi c professional 
business-identity limitations – and, then, 
exceptions to those exceptions, under certain 
income levels. (It is an exciting time to be a 
tax-law specialist.)

The deduction, for those who do qualify, 
will not reduce a taxpayer’s adjusted gross 
income, nor the calculations required for 
self-employment tax (Social Security and 

Medicare). It is expected to be a “Page 2” line 
item deduction on Form 1040, similar to where 
“exemption” deductions are reported now. So, 
while a taxpayer’s child will no longer create 
an exemption deduction, that taxpayer’s sole 
proprietorship may “replace” that deduction.

This new allowance lends itself to some 
fairly extensive tax-planning opportunities 
– anywhere from simply being aware of the 
deduction when considering estimated tax 
payments, to inviting a full re-examination 
of a given business’ entity structure(s) and 
tax-reporting elections.

By no means complete, this summary is 
intended to bring awareness to some new tax 
realities which may have an important impact 
on how we all “do business.” The IRS has 
yet to offi cially weigh in on these and other 
items covered by the new statutes. Individual 
states are still reviewing – and deciding to 
accept or reject – the revisions. Opportuni-
ties and obligations are imminent. Review 
with your own business/tax advisor(s), and 
proceed accordingly.u

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

Expect more.

compuworks.biz

1 Fenn Street  
Pittsfield, MA

413-499-0607 
800-207-1926

BerkShares Business of the Month

In the heart of Norman Rockwell country, the bright walls, groovy sounds, and eclectic of-
ferings at 7 Arts Gift Shop stick out from the traditional Americana on Main Street. It’s “a 

little bit irreverant, a little bit funny” says owner Teresa O’Brient of Stockbridge’s premier retailer 
of vintage clothing, vinyl records, and cheeky accessories, “you just have to laugh.” She and her 
husband Alan have curated a unique shopping experience for the thousands of visitors that come 
through Stockbridge each year.  

Teresa and Alan, who were both born and raised in Massachusetts, met through the restaurant in-
dustry in San Francisco and moved back east to raise their family. �e O’Brients were soon drawn 
to the character of downtown Stockbridge and bought Once Upon a Table, a cozy 11-table eatery 

accessible only through a pedestrian 
alley called the Mews. Just as they 
were getting comfortable with their 
roles as business owners, a neighbor 
and long-time customer mentioned 
her intention to retire from the Wil-
liams & Sons Country Store. Teresa 
jumped at the opportunity to not 
only be the purveyor of penny candy 
and kitschy home goods but also to 
preserve the iconic Main Street store 
that’s provided as much cultural im-
portance in its reliability to the town 
of Stockbridge as the Red Lion Inn. 
Suddenly, the O’Brients found them-
selves in retail.

�e opportunity to reinvent 7 Arts 
fell into their laps by similar means. 
Teresa and Alan quickly noticed a 
trend in the Stockbridge shopping 

experience. While women found ease and delight in shopping at the clothing and jewelry bou-
tiques, they saw the men “standing by the door checking their watches.” �ey saw a gap in the 
local economy and envisioned a way to cater to this demographic whose needs were unmet. So 
when the owners of 7 Arts came into the restaurant talking of retirement, Alan and Teresa decided 
it was time for another retail adventure.

�e opportunity to curate diverse displays of vintage clothing and old records gave Teresa and 
Alan an exciting new outlet for their creativity. Alan loves coming across the music of his youth 
and sharing it with a new generation. As a store that specializes in memorabilia, Alan and Teresa 
think that 7 Arts plays perfectly into Stockbridge nostalgia, saying “it’s the best location for a store 
that’s peddling the good vibes of the 60s.” 

Each new venture of the O’Brients started with careful consideration of the ebbs and �ows of the 
seasonal Berkshire economy. �ey say that the key to their success has been digging into place 
and really understanding what the town of Stockbridge needs. �ey think that BerkShares play 
a role in meeting those needs. Whereas Williams & Sons and Once Upon a Table depend upon 
on seasonal tourism, 7 Arts is a destination store that appeals to a year-round clientele. “�ere’s a 
certain consciousness that everyone has to get the businesses through the winter and BerkShares 
reinforce that message,” Alan says.  And by accepting BerkShares, Alan and Teresa are “sending a 
message to people that live here year round: We’re here for you.”

7 Arts Gift Shop
44 Main Street, Stockbridge, MA 01262 (413) 298-5344 

more stories like this one at www.berkshares.org
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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
15 Enterprise St.
Buyer: Alysa Goddard
Seller: Scott Fitzgibbons
Price: $105,000
Date: 12/1/17

13 Marshall St.
Buyer: Nicholas Morey
Seller: Matthew Morey 
IRT +
Price: $115,000
Mortgage: $92,000
Lender: Lee Bank
Date: 12/4/17

7 Stevens St.
Buyer: Brandon Grover
Seller: Colby Clark +
Price: $115,000
Mortgage: $103,385
Lender: Adams Community
Date: 12/6/17

64 Valley St.
Buyer: John Demartino +
Seller: Patrick Klammer +
Price: $169,000
Mortgage: $154,000
Lender: Adams Community
Date: 12/4/17

15 Apremont St. U:25
Buyer: Samuel Douglas
Seller: Lori Pothul
Price: $116,000
Mortgage: $92,800
Lender: Greylock FCU
Date: 12/27/17

ALFORD
353 West Rd.
Buyer: FNMA
Seller: Marie Kirchner
Price: $303,976
Date: 12/14/17

BECKET
402 Alan A Dale Dr.
Buyer: Mark Rosenman +
Seller: Scott Siegel +
Price: $265,200
Date: 12/8/17

34 Fairway Dr.
Buyer: Wesley Moore

Seller: David Field +
Price: $242,000
Mortgage: $242,000
Lender: Navy FCU
Date: 12/5/17

44 Maid Marian Ln.
Buyer: Joshua Sheldon +
Seller: Noah Choquette +
Price: $141,500
Mortgage: $142,929
Lender: LYC Mtg
Date: 12/22/17

805 Seneca Dr.
Buyer: Arthur Telegen +
Seller: Gloria Rosenthal
Price: $452,500
Date: 12/13/17

857 Surriner Rd.
Buyer: Janice Velozo 
RET +
Seller: David Kopp +
Price: $285,000
Date: 12/15/17

CHESHIRE
866 Notch Rd.
Buyer: Qi Liang +
Seller: Wilmington Svgs 
Fund Soc
Price: $190,000
Mortgage: $152,000
Lender: Adams Community
Date: 12/15/17

630 Savoy Rd.
Buyer: Peter Armstrong +
Seller: Lori Butterfield +
Price: $100,000
Mortgage: $100,000
Lender: Adams Community
Date: 12/19/17

828 Wells Rd.
Buyer: Sling LLC
Seller: Jackson Mary Est +
Price: $250,000
Date: 12/11/17

CLARKSBURG
59 Brooks Hts.
Buyer: Kevin Fitzpatrick
Seller: Craig Hurlbut +
Price: $200,000
Mortgage: $200,000
Lender: Mtg Research Ctr
Date: 12/29/17

81 Brooks Hts
Buyer: Craig Hurbut +
Seller: Carol Hayes
Price: $130,000
Date: 12/29/17

105 Horrigan Rd.
Buyer: Michael Lapierre +
Seller: Emerald City 
Rentals LLC
Price: $172,000
Mortgage: $173,720
Lender: Bank of Bennington
Date: 12/14/17

DALTON
49 Hale St.
Buyer: Marilyn Harte +
Seller: Lorelei Gazzillo
Price: $220,000
Mortgage: $100,000
Lender: Adams Community
Date: 12/11/17

130 High St.
Buyer: Joshua Bennett +
Seller: James Rawson +
Price: $190,500
Mortgage: $187,049
Lender: Academy Mtg
Date: 12/22/17

10 Hubbard Ave.
Buyer: Sean Sloman +
Seller: Darren Reiter
Price: $184,000
Mortgage: $178,480
Lender: Greylock FCU
Date: 12/22/17

244 Johnson Rd.
Buyer: Mark Bedard +
Seller: Kay Hall
Price: $314,400
Mortgage: $249,400
Lender: Greylock FCU
Date: 12/20/17

288 Johnson Rd.
Buyer: Mark Bedard +
Seller: Kay Hall
Price: $314,400
Mortgage: $249,400
Lender: Greylock FCU
Date: 12/20/17

70 Pleasant St.
Buyer: Gregory Garneau +
Seller: Lawrence Doughty
Price: $147,500
Mortgage: $143,075
Lender: Greylock FCU
Date: 12/20/17

1119 South St.
Buyer: US Bank NA Tr
Seller: Paul Lester +
Price: $161,910
Date: 12/19/17

29 Sunnyside Dr.
Buyer: Peter Gordon +
Seller: Lucille Pastore
Price: $176,000
Mortgage: $120,000
Lender: Adams Community
Date: 12/6/17

48 Tower Rd.
Buyer: Sergei Carty
Seller: Ronan FT +
Price: $145,000
Mortgage: $104,000
Lender: Greylock FCU
Date: 12/1/17

EGREMONT
86 Hillsdale Rd.
Buyer: Silvio Marraccini
Seller: 86 Hillsdale Road 
LLC
Price: $415,000
Date: 12/14/17

173 Hillsdale Rd.
Buyer: Susan Magazine +
Seller: Lucinda Fenn-
Vermeulen
Price: $1,060,000
Date: 12/11/17

37 Main St.
Buyer: James Warwick
Seller: Michael Rothstein +
Price: $200,000
Date: 12/6/17

16 Sheffield Rd.
Buyer: Rebecca Tillinghast

Seller: Ronald Deal +
Price: $380,000
Mortgage: $304,000
Lender: Lee Bank
Date: 12/7/17

FLORIDA
125 Strykers Rd.
Buyer: Kevin Poirot
Seller: Logan Maestri
Price: $260,000
Mortgage: $233,740
Lender: Adams Community
Date: 12/7/17

85 Tilda Hill Rd.
Buyer: John Lewis +
Seller: Perkins FT +
Price: $155,000
Mortgage: $155,000
Lender: Mtg Research Ctr
Date: 12/20/17

GREAT
BARRINGTON

10 Alford Rd.
Buyer: George Davidson 
3rd +
Seller: Ronald Soldati +
Price: $375,000
Mortgage: $320,000
Lender: Adams Community
Date: 12/11/17

14 Berkshire Heights Rd.
Buyer: David Dimenstein +
Seller: M Joseph Levin +
Price: $527,500
Mortgage: $422,000
Lender: Bay State SB
Date: 12/15/17

160 Castle Hill Rd.
Buyer: Y Judd Shoval +
Seller: Mann Matilda Est +
Price: $660,000
Date: 12/18/17

12 Cottage St.
Buyer: Peter Schulte
Seller: Jennifer Gallagher
Price: $180,000
Mortgage: $60,300
Lender: Lee Bank
Date: 12/20/17

113 Division St.
Buyer: Rachel Gouline 
RET +
Seller: Foggy River Farm 
NT +
Price: $100,000
Date: 12/18/17

138 East St.
Buyer: Tsamis 
Management LLC
Seller: East Street GB 
138 T +
Price: $296,000
Mortgage: $236,000
Lender: Pittsfield Coop
Date: 12/8/17

33 Kirk St.
Buyer: Jeremy Berlin +
Seller: Mark Caiola +
Price: $362,500
Mortgage: $325,887
Lender: Adams Community
Date: 12/1/17

1091 Main St.
Buyer: Gabriel Properties 
LLC
Seller: Theodore Piontek
Price: $200,000
Mortgage: $160,000
Lender: Seller
Date: 12/21/17

333 N Plain Rd.
Buyer: Christine Koval
Seller: Maura Raphael
Price: $375,000
Mortgage: $228,000
Lender: Greylock FCU
Date: 12/8/17

362 Park St. N
Buyer: Everett VanDorn
Seller: Dennios Decker
Price: $232,000

Date: 12/15/17

210 Pine St.
Buyer: Jean Waggoner
Seller: Everett VanDorn
Price: $317,000
Date: 12/15/17

300 Stockbridge Rd.
Buyer: Great Barrington 
Real Est
Seller: Kimco Gt 
Barrington 609
Price: $16,100,000
Mortgage: $13,270,000
Lender: Bankwell Bank
Date: 12/7/17

2 Thrushwood Ln.
Buyer: Stanley Brown +
Seller: Stone Path Dev
Price: $169,900
Mortgage: $588,000
Lender: Pittsfield Coop
Date: 12/6/17

Burning Tree Rd. U:11
Buyer: Elliot Schildkrout +
Seller: Ctgs at Barrington 
Brk NT +
Price: $607,500
Date: 12/5/17

360 Park St. N U:7
Buyer: Roger KImberley +
Seller: David Hellman +
Price: $80,000
Mortgage: $64,000
Lender: Pittsfield Coop
Date: 12/12/17

HANCOCK
Kittle Rd.
Buyer: Regan Gillette +
Seller: Hancock Solar LLC
Price: $105,000
Mortgage: $78,750
Lender: Pittsfield Coop
Date: 12/21/17

Corey Rd. U:2
Buyer: Deborah Buchner
Seller: George Hayes Jr +
Price: $270,000
Date: 12/27/17

Mountainside U:9202
Buyer: Keith Turco +
Seller: Thomas Sullivan +
Price: $425,000
Date: 12/4/17

HINSDALE
90 Curtis St.
Buyer: Michael Appleton +
Seller: William Goddard Jr +
Price: $335,000
Mortgage: $260,000
Lender: Adams Community
Date: 12/1/17

94 Holmes Rd.
Buyer: Jason Reed
Seller: Nicole Ferry
Price: $130,000
Mortgage: $127,645
Lender: Total Mtg
Date: 12/8/17

139 Longview Ave.
Buyer: James Boska +
Seller: Lott Jack Est +
Price: $170,000
Mortgage: $152,830
Lender: Adams Community
Date: 12/28/17

1 Maple St.
Buyer: Jennifer Kimball
Seller: Dawn Frissell NT +
Price: $78,280
Mortgage: $79,070
Lender: Adams Community
Date: 12/8/17

LANESBORO
33 Grove Ave.
Buyer: Andrew Pauker +
Seller: Michael Appleton +
Price: $230,000
Mortgage: $184,000
Lender: Quicken Loan
Date: 12/1/17

25 Miner Rd.
Buyer: Kevin Phelps +
Seller: Douglas Webb
Price: $255,000
Mortgage: $242,250
Lender: Greylock FCU
Date: 12/15/17

29 Ocean St.
Buyer: Kyle Mcewen
Seller: Engleheart Jane Est +
Price: $145,000
Mortgage: $137,750
Lender: Greylock FCU
Date: 12/5/17

171 S Main St.

Buyer: Heather Lindhardt
Seller: Katherine 
Westwood
Price: $137,350
Mortgage: $134,861
Lender: Academy Mtg
Date: 12/1/17

175 Summer St.
Buyer: Michael Pasquarelli +
Seller: Cherie Pasquarelli
Price: $180,000
Date: 12/27/17

LEE
271 Bradley St.
Buyer: Tyler Swicker +
Seller: Christopher Collins
Price: $153,000
Mortgage: $150,228
Lender: Academy Mtg
Date: 12/18/17

1060 Cape St.
Buyer: Justin Mairo
Seller: FNMA
Price: $184,700
Mortgage: $184,700
Lender: Academy Mtg
Date: 12/29/17

10 Navin Hts.
Buyer: Mary Cicarelli +
Seller: Mary Cicarelli +
Price: $185,000
Mortgage: $138,750
Lender: Greylock FCU
Date: 12/4/17

140 Paul Dr.
Buyer: James Harte
Seller: James Harte +
Price: $250,000
Mortgage: $200,000
Lender: Adams Community
Date: 12/11/17

1545 Pleasant St.
Buyer: Martin & Co 
Property Mgmt
Seller: Paul Antoniazzi +
Price: $380,000
Date: 12/8/17

5 Summer St.
Buyer: Sean Mcfarlane
Seller: 5 Summer Street 
RT +
Price: $200,000
Date: 12/19/17

58 W Center St.
Buyer: Timothy Leprevost +
Seller: Daniel Sullivan +
Price: $150,000
Date: 12/15/17

73 W Center St.
Buyer: Eagle Mill 
Redevelopment
Seller: Eagle Mill 
Enterprises
Price: $700,000
Date: 12/27/17

525 Woodland Rd.
Buyer: Thomas Garrity +
Seller: Jerrold Crowell
Price: $85,000
Date: 12/5/17

880 East St. U:8B
Buyer: Allen Mayer RET +
Seller: Israel Hurwitz
Price: $208,000
Date: 12/22/17

Stockbridge Ter. U:55
Buyer: Alexandra Anzalone
Seller: Joshua Rosenthal
Price: $360,000
Mortgage: $360,000
Lender: Seller
Date: 12/28/17

LENOX
9 Cliffwood St.
Buyer: Conklin Kistler FT +
Seller: Eric Haythorne +
Price: $1,800,000
Date: 12/20/17

148 Cliffwood St.
Buyer: Michael Marcus +
Seller: Belvoir Terrace Inc
Price: $250,000
Date: 12/29/17

192 Housatonic St.
Buyer: Matthew Lane
Seller: Edward Lane +
Price: $475,000
Mortgage: $380,000
Lender: Lee Bank
Date: 12/1/17

24 New Lenox Rd.
Buyer: Willa Lewis +
Seller: Rose Foster LT +
Price: $405,000
Date: 12/22/17

82 New Lenox Rd.

Buyer: Christine Decarlo
Seller: FHLM
Price: $170,700
Mortgage: $136,560
Lender: Greylock FCU
Date: 12/8/17

54 Tucker St.
Buyer: Dana Parsons
Seller: Richard Piretti
Price: $265,500
Date: 12/11/17

293 West St.
Buyer: Joseph Poulson 
3rd +
Seller: David Dembowitz
Price: $310,000
Mortgage: $279,000
Lender: Adams Community
Date: 12/1/17

260 Pittsfield Rd. U:C14
Buyer: Ana Wolf
Seller: Margaret Garzone
Price: $76,000
Mortgage: $50,000
Lender: Greylock FCU
Date: 12/11/17

260 Pittsfield Rd. U:F6
Buyer: Liat Lemberger
Seller: Stanley Lipton
Price: $83,000
Date: 12/1/17

2 Rolling Hills U:1
Buyer: Franklin Lewis 
RET +
Seller: Jeanne Cimilluca +
Price: $175,000
Date: 12/22/17

5 Rolling Hills U:4
Buyer: Terrance Clarke
Seller: Clarice Shinn +
Price: $185,000
Mortgage: $148,000
Lender: USAA Fed SB
Date: 12/29/17

Sedgwick Ln. U:20
Buyer: George Cuker 
RET +
Seller: Marsha Marden
Price: $730,000
Date: 12/15/17

429 Under Mountain Rd. U:1
Buyer: Zehngebot 
Berkshire LLC
Seller: F Colby Lewis 3rd 
RET +
Price: $600,000
Date: 12/29/17

Woods Ln. U:10
Buyer: Judith Bergman
Seller: LAB Assoc LLC
Price: $585,000
Date: 12/1/17

Woods Ln. U:12
Buyer: John Bergman
Seller: TH Assoc LLC
Price: $585,000
Date: 12/1/17

Yokun Brook Rd, U:3
Buyer: Willa Lewis +
Seller: Rose Foster LT +
Price: $405,000
Date: 12/22/17

MONTEREY
86 Blue Hill Rd.
Buyer: Sharon Loy
Seller: Nancy Dean
Price: $90,000
Date: 12/18/17

72 Brett Rd.
Buyer: Samuel Wadsworth +
Seller: Fahd Mumtaz +
Price: $1,300,000
Mortgage: $1,040,000
Lender: UBS Bank
Date: 12/28/17

NEW ASHFORD
94 Roys Rd.
Buyer: Thomas Bronson
Seller: Dianne Glick
Price: $347,500
Mortgage: $260,000
Lender: Greylock FCU
Date: 12/21/17

NEW
MARLBORO

151 Hartsville Mill River Rd.
Buyer: Sandrine Harris
Seller: Harry Meyer +
Price: $265,000
Mortgage: $251,750
Lender: Salisbury B&T
Date: 12/11/17

425 Hotchkiss Rd.
Buyer: Ann Sweeney T +
Seller: George Ferris Jr

Price: $579,000
Date: 12/20/17

207 Konkapot Rd.
Buyer: Lee Rafkin
Seller: Lee Rafkin +
Price: $101,237
Date: 12/26/17

NORTH ADAMS
16 Ballou St.
Buyer: Gabriel Gladney
Seller: Michael Trainor +
Price: $157,500
Mortgage: $154,646
Lender: Quicken Loan
Date: 12/22/17

106 Bonair Ave.
Buyer: Logan Maestri
Seller: Michael Swain
Price: $154,900
Mortgage: $154,900
Lender: Academy Mtg
Date: 12/14/17

314 Church St.
Buyer: Trusted Results LLC
Seller: Brian Miksic +
Price: $175,000
Date: 12/11/17

92 Galvin Rd.
Buyer: Victoria Tarsa
Seller: Carriddi Gailanne 
Est +
Price: $122,580
Mortgage: $120,359
Lender: Academy Mtg
Date: 12/15/17

63 North St.
Buyer: David York
Seller: Victor Boschetti Jr
Price: $85,000
Mortgage: $65,000
Lender: AMF Holdings
Date: 12/19/17

405 Notch Rd.
Buyer: Eric Hamilton +
Seller: Michael George +
Price: $303,100
Mortgage: $257,000
Lender: Greylock FCU
Date: 12/29/17

38 Rich St.
Buyer: Aaron Andrews
Seller: Kathleen Omara
Price: $120,000
Mortgage: $107,880
Lender: Adams Community
Date: 12/21/17

180 River St.
Buyer: Berkshire Hills 
Dev Co
Seller: Charles Ransford +
Price: $250,000
Date: 12/19/17

189-193 State St.
Buyer: Matthew Reynolds +
Seller: John Preite +
Price: $120,000
Mortgage: $120,000
Lender: Seller
Date: 12/22/17

168 W Main St.
Buyer: Amanda Gunness
Seller: Ann Michaels
Price: $97,000
Mortgage: $87,203
Lender: Adams Community
Date: 12/19/17

296 W Shaft Rd.
Buyer: Wells Fargo Bank
Seller: Dawn Hinkell +
Price: $124,000
Date: 12/20/17

23 Windom Ter.
Buyer: Jonathan Gancarz
Seller: Vladimir Agapov
Price: $169,900
Mortgage: $70,000
Lender: Adams Community
Date: 12/6/17

OTIS
1874 E Otis Rd.
Buyer: BA & MA Realty 
LLC
Seller: Brace Road RT +
Price: $205,000
Date: 12/12/17

333 Pease Rd.
Buyer: Janice Hills +
Seller: Stephen Lloyd
Price: $100,000
Date: 12/12/17

Stebbins Rd.
Buyer: Melissa Wilson +
Seller: Raymond Fillio +
Price: $420,900
Date: 12/15/17

98 Tyringham Rd.

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

We Appraise
Everything Real Estate

Residential • Commercial  • Industrial 

Business In Place • Subdivisions 

Easements (Permanent & Temporary) 

 Hotels • Motels • Inns
STATE CERTIFIED APPRAISERS:

WAYNE WILKINSON .......... #75094
JEFF WILKINSON .............. #75383
MELISSA WILKINSON ..... #103744

413-662-2227
or online at:

www.wilkinsonappraisal.com

85 CHURCH STREET • NORTH ADAMS, MA

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

• tAlking meDicAl PenDAntS • HeAt loSS monitoring • Free eStimAteS

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

326 Springside Ave., Pittsfield, mA
413-445-4030 • 800-370-2525
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Berkshire County real estate transfers

Buyer: Andrew Slater +
Seller: Stephen Tournas
Price: $230,000
Mortgage: $218,500
Lender: Village Mtg
Date: 12/15/17

986 W Center Rd.
Buyer: Melissa Wilson +
Seller: Raymond Fillio +
Price: $420,900
Mortgage: $378,810
Lender: Firstrust Bk
Date: 12/15/17

PERU
11 Andes Rd.
Buyer: Russell Chieffo +
Seller: Trzepacz Arnold Est +
Price: $205,000
Date: 12/1/17

239 E Windsor Rd.
Buyer: Darlene Scelsi
Seller: Hines Daniel Est +
Price: $138,000
Mortgage: $110,400
Lender: Academy Mtg
Date: 12/20/17

75 Hickingbotham Rd.
Buyer: FNMA
Seller: Richard Depalma +
Price: $238,435
Date: 12/27/17

PITTSFIELD
38 Albro St.
Buyer: Dane Rasso
Seller: Ann Winters
Price: $128,000
Mortgage: $124,160
Lender: Adams Community
Date: 12/15/17

124 Allengate Ave.
Buyer: Melissa Yansek
Seller: Lorraine 
Roccabruna +
Price: $176,000
Mortgage: $167,200
Lender: Academy Mtg
Date: 12/1/17

47 Atwood Ave.
Buyer: Richard Reynolds
Seller: Eugene Mamut
Price: $170,000
Mortgage: $170,000
Lender: Seller
Date: 12/28/17

46 Baldwin Ave.
Buyer: Chad Civello +
Seller: Nathan Tucker +
Price: $185,000
Mortgage: $175,000
Lender: Greylock FCU
Date: 12/20/17

105 Boylston St. Ext
Buyer: Monique 
Delmolino
Seller: Cooper Robert Est +
Price: $90,000
Mortgage: $87,300
Lender: Greylock FCU
Date: 12/28/17

15 Briggs Ave.
Buyer: Michael Gurney
Seller: Naomi Cortez
Price: $87,00
Mortgage: $82,650
Lender: Village Mtg
Date: 12/1/17

407 Cheshire Rd.
Buyer: Michael Drosehn
Seller: Karen Marsdale
Price: $147,900
Mortgage: $143,463
Lender: Academy Mtg
Date: 12/20/17

444 Cheshire Rd.
Buyer: Steven Odell +
Seller: Keeler Barbara Est +
Price: $184,000
Mortgage: $115,000
Lender: Greylock FCU
Date: 12/20/17

92 Clarendon St.
Buyer: William Delsonno 
Sr +
Seller: Central Berk 

Habitat
Price: $173,000
Mortgage: $138,400
Lender: Seller
Date: 12/21/17

6 Cobble Stone Cove
Buyer: Anatoliy 
Tereshchuk +
Seller: Carolyn Robbins
Price: $235,000
Mortgage: $188,000
Lender: People Bk
Date: 12/5/17

213 Connecticut Ave.
Buyer: Lori Broderick
Seller: Paul Vacchina +
Price: $100,000
Mortgage: $67,782
Lender: Adams Community
Date: 12/29/17

215 Connecticut Ave.
Buyer: Peter Vacchina Jr +
Seller: Jason Reed
Price: $136,000
Mortgage: $108,800
Lender: Adams Community
Date: 12/5/17

17 Copley Ter.
Buyer: Justin Dezess
Seller: Kathleen Lefebvre
Price: $151,500
Mortgage: $148,755
Lender: Academy Mtg
Date: 12/12/17

99 Dalton Ave.
Buyer: CPI Pitt 1 LLC
Seller: Freight House 
Realty LLC
Price: $1,800,000
Mortgage: $1,270,000
Lender: Centreville Bk
Date: 12/22/17

6 Dawes Ave.
Buyer: Anna Lotto
Seller: Rose John
Price: $102,000
Mortgage: $81,600
Lender: Greylock FCU
Date: 12/1/17

54 Demont Ave.
Buyer: Matthew Ardia +
Seller: John Pasini
Price: $102,000
Mortgage: $91,800
Lender: Greylock FCU
Date: 12/14/14

82 Demont Ave.
Buyer: Jason Methe
Seller: David Nicholson
Price: $170,000
Mortgage: $166,920
Lender: Academy Mtg
Date: 12/15/17

21 Doreen St.
Buyer: John Lester Jr +
Seller: Charles Flynn Jr +
Price: $160,000
Mortgage: $157,102
Lender: Movement Mtg
Date: 12/1/17

333 E New Lenox Rd.
Buyer: Gary Herland
Seller: Koch FT +
Price: $155,500
Mortgage: $158,843
Lender: Academy Mtg
Date: 12/8/17

565 E New Lenox Rd.
Buyer: Kirsten Sternlieb
Seller: Michael Cunningham
Price: $182,000
Mortgage: $145,600
Lender: Lee Bank
Date: 12/7/17

1835 East St.
Buyer: John Bell 2nd
Seller: Jeffrey Fisher

Price: $132,000
Mortgage: $128,040
Lender: Adams Community
Date: 12/4/17

11 Elaine Dr.
Buyer: Gregory 
Marchbanks +
Seller: Garard Burke
Price: $167,000
Mortgage: $210,490
Lender: Adams Community
Date: 12/20/17

256 Elm St.
Buyer: Taner Turan
Seller: Bruce Rosenhein
Price: $300,000
Mortgage: $225,000
Lender: Greylock FCU
Date: 12/28/17

558 Elm St.
Buyer: Larry Johnson +
Seller: Amy Machaffie
Price: $175,000
Mortgage: $175,000
Lender: Merrimack Mtg
Date: 12/27/17

50 Elmview Ter.
Buyer: Kristin Griffin
Seller: Peter Crowther +
Price: $167,700
Mortgage: $162,669
Lender: Adams Community
Date: 12/15/17

21 Hazelwood Ter.
Buyer: Sara Massery
Seller: Joseph Mele +
Price: $159,000
Mortgage: $127,200
Lender: Greylock FCU
Date: 12/1/17

11 Kellogg St.
Buyer: Top Rail 
Investments Inc
Seller: New Reality 
Investments
Price: $195,000
Mortgage: $190,250
Lender: RCN Capital
Date: 12/29/17

35 Kent Ave.
Buyer: Alan Brown +
Seller: Teton Mgmt Corp
Price: $179,000
Mortgage: $143,200
Lender: Salisbury B&T
Date: 12/13/17

78 Kittredge Rd.
Buyer: Nathan Kurra +
Seller: Jane Puhn LT +
Price: $189,900
Mortgage: $170,910
Lender: Ally Bk
Date: 12/22/17

87 Kittredge Rd.
Buyer: Robert Esposito Jr +
Seller: Michael Mcneil
Price: $249,000
Mortgage: $224,100
Lender: Quicken Loan
Date: 12/8/17

623 Lakeway Dr.
Buyer: William Schmidt +
Seller: David Tooley
Price: $98,750
Date: 12/14/17

287 Linden St.
Buyer: Paul Kania
Seller: Ashley Kania
Price: $90,000
Date: 12/5/17

105 Lucia Dr.
Buyer: Scott Manship
Seller: Patricia Haraden
Price: $259,000
Mortgage: $251,230
Lender: Greylock FCU
Date: 12/15/17

73 Lyman St.
Buyer: Washington Gonzalez
Seller: Alexander Marin +
Price: $155,000
Mortgage: $146,113
Lender: Academy Mtg
Date: 12/22/17

66 Marcella Ave.
Buyer: Karen Horton
Seller: Melissa Pixley

Price: $125,000
Mortgage: $109,000
Lender: Adams Community
Date: 12/14/17

43 Mckinley Ter.
Buyer: Cynthia Hanson
Seller: Charles Custer +
Price: $138,000
Mortgage: $135,500
Lender: Academy Mtg
Date: 12/20/17

69 Mohegan St.
Buyer: Francis Busener
Seller: Marie Rogers +
Price: $161,000
Mortgage: $152,500
Lender: Academy Mtg
Date: 12/8/17

34 N Pearl St.
Buyer: Cavalier Holdings 
LLC
Seller: Christopher Johnson
Price: $125,000
Mortgage: $93,750
Lender: TD Bank
Date: 12/21/17

644 North St.
Buyer: 644 North Street 
LLC
Seller: Blue Ox 2 LLC
Price: $475,000
Mortgage: $380,000
Lender: Greylock FCU
Date: 12/28/17

41 Osceola St.
Buyer: James Mucci
Seller: Sara King
Price: $89,500
Mortgage: $87,878
Lender: Academy Mtg
Date: 12/15/17

89 Palomino Dr.
Buyer: Christopher Weaver
Seller: Joseph Maciora
Price: $180,000
Date: 12/14/17

7 Parker St.
Buyer: Top Rail 
Investments Inc
Seller: New Reality 
Investments
Price: $195,000
Mortgage: $190,250
Lender: RCN Capital
Date: 12/29/17

7 Parker St.
Buyer: New Reality 
Investments
Seller: Antonio Garofalo +
Price: $170,000
Date: 12/29/17

72 Parkside Ave.
Buyer: Gertrude Potash +
Seller: Adele Boison +
Price: $105,000
Mortgage: $84,000
Lender: Pittsfield Coop
Date: 12/28/17

20 Patricia Ave.
Buyer: Tammy Denault
Seller: William Theroux +
Price: $118,000
Mortgage: $114,460
Lender: Adams Community
Date: 12/8/17

169 Pecks Rd.
Buyer: Federico 
Balestrazzi
Seller: KLS  Corp Invest
Price: $162,000
Mortgage: $121,500
Lender: JP Morgan Chase
Date: 12/18/17

311 Pecks Rd.
Buyer: Elizabeth Gillette
Seller: Joseph Burke +
Price: $75,000
Date: 12/20/17

75 Plunkett St.
Buyer: CT Equities 100 
LLC
Seller: Roman Cath Bishop 
of Springfield
Price: $500,000
Mortgage: $385,000
Lender: Mass Dev Fncl
Date: 12/21/17

continued on page 23

Make a 
great impression 
every time a 
customer calls.
Even when you can’t answer the phone, 
our virtual receptionists let your 
customers know you care.

(800) 367-7243    BerkshireCommunicators.com

Y B B H

F S:  R S., A
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

F S:  R , P, VT
Amazing live/work combination with prominent, commanding location overlooking one of 
the most beautiful valleys in all of Vermont. Create/work/market from the main barn and then 
stroll into your dramatic and spectacular 
living quarters featuring 16-ft. cathedral 
ceiling in the living room, stainless steel 
and tile kitchen and bath. 5,500 sq. ft., 
huge spaces, fabulous western sunsets, 
income apartment, pool, Jacuzzi, close 
to everything important in the Berkshires 
and Southern Vermont. $595,000

F S:  R , P, 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

F S: P W B S
Commercially zoned lot featuring 265 ft. of frontage on Main Street (Route 2) 

and 210 ft. on Adams Road. The only 
remaining “virgin” undeveloped site in 
Williamstown, this level 0.8 acre with 
public bus service and all utilities is 
ideal for retail, professional, service, or 
mixed-use business/residential. For sale, 
lease, or build to suit. Seller financing 
available. Broker owned. $495,000

F L: C S C
Williamstown high-traffic location at 
former site of Aubuchon Hardware in 
planned business zoning district, with 
5,800 sq. ft., 13’9” ceiling height, 36 
designated parking spaces. Available 
for immediate occupancy. For details 
& viewing, contact Paul Harsch at 
413-458-4444. 

Direct dial to Paul Harsch:

413-458-4444
paul@harschrealestate.com
www.harschrealestate.com

C A R E E
Expert: A person who has a comprehensive and authoritative knowledge of, or skill 
in, a particular area (synonyms: specialist, authority).
Career: An occupation or profession, especially one requiring special training, 
followed as one’s lifework.

Paul Harsch has made real estate his life’s work, and has 
achieved a level of expertise that sets him apart in his profession. 
A 1969 graduate of Williams College, Paul began his full-time 
real estate brokerage career in 1975, and has since earned the 
following professional credentials:
• Licensed Real Estate Broker in MA, VT and NY
• CRB Certified Residential Brokerage Manager
• CRS Certified Residential Specialist
• CBI Certified Business Intermediary
• GRI Graduate of the Realtors Institute
• Massachusetts Licensed Real Estate Instructor

In 1979 Paul established his own real estate firm, Harsch Associates, which he grew 
to five offices and a team of 50 sales associates, stretching from Lenox in the south 
to Manchester, Vt., in the north. At the vanguard of the transition from brick-and-
mortar offices to the Internet, Paul saw that the future was not in physical locations 
and large rosters but in a closely managed small office backed by a robust online 
presence. As such, Paul began in 1990 to consolidate and reduce the footprint of 
the firm, which today operates highly efficiently with one location, three associates 
and two support staff. During his 43-year career, Paul Harsch has completed well 
over 600 sales totaling more than $155 million – from luxury homes to businesses, 
commercial real estate, land, subdivision of land and commercial leases. There is 
not one aspect of real estate sales and leasing in this region that Paul has not had 
extensive experience in handling. A compilation of letters and notes from many past 
clients offering praise and gratitude for Paul’s expertise, skill, integrity and caring 
manner is available to anyone interested in viewing it.
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REAL estate

BY JOHN TOWNES
A new condominium development with a 

unique layout is planned for a vacant lot at 
546 Main St. (Route 7) on the southern edge 
of central Great Barrington.

The mixed-use project, known as Highfield 
on Main, will include 18 upscale residential 
units and a small commercial space. It is 
being developed by a Berkshire County 
couple, Tom and Paula Doyle, doing business 
as TOPA Enterprises. Tom Doyle is also a 
broker with Lance Vermeulen Real Estate of 
Great Barrington, which is representing the 
project as sales agent.

Highfield on Main is designed in a contem-
porary version of neo-classic Greek Revival 
and Federal architecture, and is intended to 
reflect the historical architecture of the region.

The complex will be structured around 
three elevator towers, which provide access 
to designated units on each of the building’s 
three stories. The elevators in each section 
will have a door on both sides, which will 
open directly into the units. (The apartments 
will be protected from unwanted entry by 
individual security codes.)

In addition to ground-floor entrances, 
the building will also have an underground 
parking garage serviced by the elevators.

“When we were planning this, we thought 
of what features we would like to have,” said 
Tom Doyle. “We liked the idea of being able 
to go from your car to an elevator and directly 
into your apartment.”

The design also allows for an efficient use 
of space for the 50,000-square-foot structure, 
which is situated on a corner lot of about 
six-tenths of an acre just south of downtown 
Great Barrington.

Pre-sale phase
Highfield on Main is currently in the pre-

sale phase. Doyle said construction is slated 
to start once they have achieved sales agree-
ments for seven units. They are currently 
negotiating a package of bank financing for 
the $18 million project. The project conforms 
to the by-right zoning for the site, although it 
must still go through review of the specific 
details for approval for a building permit.

Doyle said the local officials he has spoken 
to about the project are supportive.

“This is the type of project that civic plan-
ning policies are encouraging, by creating 
infill of the existing urban center,” he said. 
“In that sense, I think this is the wave of 
the future.”

Their goal is to start construction in 2018. 
“When we have reached our goal for pre-
sales, we plan to start construction of the 
entire structure, and do the interior finish 
work on the units that have been sold,” 
Doyle said. “We’ll do the basic construction 
of any units that have not been purchased, 
and complete the finish work on them as 
they are sold.”

He noted that, within the basic floor plans, 
buyers will have the ability to work with de-
signers to customize elements of their units.

The units will have two bedrooms and 
two bathrooms. There are two basic sizes: 
1,270-square-foot units and a slightly larger 
1,400-square-foot version. There are also 
variations based on their location within 
the building.

In addition to direct elevator access, 
the units will include a range of modern 
amenities.

“Among the features is a trash chute that 
enables the occupants to put their trash into 
a bag and drop it directly into the dumpster 
without having to carry it out,” said Doyle. 
“Surprisingly, that’s the feature that people 
get most excited about.”

Prices range from $599,000 for the smaller 
units up to $695,000 for penthouse units.

Doyle said the units are expected to attract 
buyers from markets that include Berkshire 
residents who are selling larger homes and 
want to downsize, as well as buyers of week-
end or seasonal homes.

While there are at least two other major 
residential projects under construction in 
central Great Barrington – Powerhouse 
Square and 47 Railroad St. (July 2017 

BT&C) – Doyle expressed confidence that 
there will be sufficient demand for all of the 
units that will be coming on the market there.

He said he conducted extensive research, 
which, among other findings, indicated that 
there is a significant number of larger homes 
that have been sold or placed on the market 
over the past couple of years.

“This is an optimum time, because many 
people who have had larger houses when 
they were raising families are reaching re-
tirement age,” he said. 
“They are selling those 
homes to move into 
something smaller and 
more manageable.”

In addition, he said, 
the market for weekend 
or seasonal homes has 
also been growing and diversifying.

“For example, I spoke with a broker 
in Florida about the potential market for 
snowbirds,” he said. “He pointed out that 
many of the people who spend their winters 
in Florida, and have had homes in New 
Jersey and Long Island, no longer want to 
go back to those places. Berkshire County 
is one of the places they prefer to live in 
the warmer seasons.”

Aside from the 18 residential units, High-
field on Main will include a 700-square-foot 
commercial space. “It could be suited as a site 
for an automated cash machine for a bank,” 
he said. “Another possibility we’re exploring 
is if someone wants to use it as an office for 
a business providing concierge service for 
the occupants.”

Slow path to development
Doyle said this is the first development 

TOPA Enterprises has undertaken.
He noted that the couple have placed 

their longtime home in south county on the 
market and are currently living in Pittsfield. 
They plan to move into a unit at Highfield 
themselves.

“This started about 12 years ago, after we 
bought the land and a house that was on it 
as an investment and rental property, and it 
evolved from that,” Doyle said.

He noted that the purchase came about 
when Paula Doyle, who had lived in the house 
as a child, learned it was available. At the 
time of its purchase, the couple considered 
it as a possible location for a shop that Paula 
Doyle operated, although that plan never 
moved forward.

After a couple of years, Doyle said, they 
decided to demolish the house because it was 
in poor shape and was not worth renovating. 
They began exploring ideas for something 

new to build on the site, 
which is at the corner 
of Main and Mahaiwe 
streets.

In 2008 they sought 
and received a permit 
for a mixed-use resi-
dential and commercial 

project. However, what that permit allowed 
was seen by the Doyles as too restrictive to 
be financially feasible.

“Then the economy crashed, and we faced 
the headwinds of that,” said Doyle. “So we 
had to put the project on hold and ride it out 
until conditions in the market were more 
favorable,”

In 2016, a new town bylaw allowed more 
flexibility for mixed-use projects in that zone.

“The market had improved, and we de-
cided the time was right, and we went back 
to the drawing board,” said Doyle.

He said their concept came together when 
they met Jeffrey Baker, a partner with the 
architectural firm of Mesick, Cohen, Wil-
son, Baker with offices in Albany, N.Y., and 
Virginia. The firm has specialized in historic 
restoration, and has done work at Arrowhead 
in Pittsfield, the Mission House in Stockbridge, 
Thomas Jefferson’s Monticello in Virginia, 
the University of Virginia, and the New York 
State Capitol in Albany, among other projects.

“We were introduced to [Baker], and we 
discussed our ideas,” said Doyle. “He said 
they had never done a new condo project 
because they had never seen a good one. But 
when I told him that out goal was to build 
something that would fit into the town, and 
reflect its history, he thought it would be 
worth doing.”u

HIGHFIELD ON MAIN

Mixed-use condo 
project slated for 
corner lot in GB

Rendering of Highfield on Main (above), an 18-unit condominium project slated for a vacant corner lot on the southern edge of downtown Great Barrington (below).

“This is the type of 
project that civic planning 
policies are encouraging, 

by creating infill of the 
existing urban center.”
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continued from page 21

54 Pomeroy Ave.
Buyer: Joseph Martin +
Seller: Mark Alford +
Price: 212,500
Mortgage: $189,125
Lender: Pittsfi eld Coop
Date: 12/26/17

20 Revilla Ter.
Buyer: Seth Bonaquisti +
Seller: Mark Bedard +
Price: $197,000
Mortgage: $167,000
Lender: Greylock FCU
Date: 12/20/17

176 Robbins Ave.
Buyer: Harpal Chawla
Seller: Michaud Gaetan Est +
Price: $95,000
Mortgage: $71,250
Lender: Greylock FCU
Date: 12/4/17

28 S Carolina Ave.
Buyer: MTGLQ Investors LP
Seller: Dolores Higgins +
Price: $208,191
Date: 12/7/17

29 Sampson Pkwy.
Buyer: Josiphine Lane +
Seller: Christopher Weaver
Price: $264,900
Mortgage: $251,655
Lender: MountainOne
Date: 12/4/17

161 Seymour St.
Buyer: Bayview Loan 
Servicing
Seller: Simon Marin +
Price: $142,000
Date: 12/18/17

15 Skyview Dr.
Buyer: Kristen Zuber +
Seller: Cranton Margaret 
Est +
Price: $105,000
Mortgage: $70,000
Lender: Greylock FCU
Date: 12/14/17

1030 South St.
Buyer: Pawson Point LLC
Seller: 1030 South Street 
LLC
Price: $190,000
Mortgage: $100,000
Lender: Williamsburg RP
Date: 12/26/17

14 Springside Ave.
Buyer: Dana Grieb
Seller: Cheshire Green LLC
Price: $155,000
Mortgage: $148,265
Lender: Berkshire Bank
Date: 12/13/17

36 State St.
Buyer: Louise Dibeneditto +
Seller: Maryann Penna +
Price: $142,500
Mortgage: $114,000
Lender: Berkshire Bank
Date: 12/20/17

Tamarack Rd.
Buyer: Matthew White
Seller: Darryl Harrington
Price: $125,000
Mortgage: $87,500
Lender: Knox Pension RT
Date: 12/22/17

653 Tyler St.
Buyer: CT Equities 100 LLC
Seller: Roman Cath Bishop 
of Springfi eld
Price: $500,000
Mortgage: $385,000
Lender: Mass Dev Fncl
Date: 12/21/17

88 Valentine Rd.
Buyer: Joseph Beaulieu +
Seller: John Wendling
Price: $325,000
Mortgage: $325,000
Lender: Mtg Research Ctr
Date: 12/15/17

88 Velma Ave.
Buyer: Michael Mcneil
Seller: Scott Moore +
Price: $115,000
Date: 12/13/17

341 W Housatonic St.
Buyer: Hector Rosa +
Seller: Ethel Burnick
Price: $87,000
Mortgage: $69,900
Lender: Adams Community
Date: 12/7/17

487 Wahconah St.
Buyer: Chrysaetos 
Holdings LLC
Seller: Joaquim Gomes +
Price: $80,000
Date: 12/29/17

21 Wellesley St.
Buyer: Michael Trainor +
Seller: Robert Sullivan +
Price: $246,000
Mortgage: $233,700
Lender: Greylock FCU
Date: 12/22/17

99 Wendell Ave.
Buyer: Lugin Enterprises 
Inc
Seller: Fuster Enterprises 
LLC
Price: $500,000
Date: 12/8/17

908 Williams St.
Buyer: Audrey Dobrowolski
Seller: Dalo Mary Est +
Price: $188,500

Mortgage: $100,000
Lender: Lee Bank
Date: 12/29/17

55 Worthington St.
Buyer: Alan Brown +
Seller: Francese Family 
Realty
Price: $135,000
Mortgage: $101,250
Lender: Salisbury B&T
Date: 12/13/17

1136 Barker Rd. U:36
Buyer: Patricia Begrowicz 
RET +
Seller: Dulye NT +
Price: $600,000
Date: 12/18/17

433 North St. U:203
Buyer: 433 North RE LLC
Seller: Laura Brennan
Price: $140,000
Date: 12/19/17

433 North St. U:205
Buyer: 433 North RE LLC
Seller: Matthew Dindio
Price: $120,000
Date: 12/29/17

1450 North St. U:105
Buyer: Patricia Madamas
Seller: Maryann Sherman
Price: $170,000
Date: 12/20/17

RICHMOND
132 Cross Rd.
Buyer: Elia Delmolino +
Seller: Michael Clary
Price: $225,000
Mortgage: $180,000
Lender: Salisbury B&T
Date: 12/21/17

129 Shore Rd.
Buyer: Maureen Ridge
Seller: Heide Hendler-Riley
Price: $180,000
Mortgage: $162,000
Lender: USA Alliance
Date: 12/6/17

SANDISFIELD
11 River Rd.
Buyer: Mary Bykowski
Seller: Liana Torresola +
Price: $137,000
Mortgage: $123,300
Lender: Quicken Loan
Date: 12/8/17

107 Sandisfi eld Rd.
Buyer: Robert Obrien
Seller: James Fowler +
Price: $100,000
Mortgage: $50,000
Lender: Seller
Date: 12/18/17

SHEFFIELD
405 Ashley Falls Rd.
Buyer: James Bennett +
Seller: David Rood
Price: $225,000
Date: 12/19/17

106 Blair Ln.
Buyer: Rhonda Katz
Seller: John Davis
Price: $100,000
Date: 12/1/17

200 East Rd.
Buyer: Jean Maher
Seller: Susan Magazine
Price: $294,000
Mortgage: $234,000
Lender: Lee Bank
Date: 12/12/17

30 Glennana Way
Buyer: Noah Connell +
Seller: Anthony Sabatelli
Price: $375,000
Date: 12/1/17

304 Hickey Hill Rd.
Buyer: Matthew Fox +
Seller: David Spirakis +
Price: $1,350,000
Mortgage: $4,500,000
Lender: Alan Fox T
Date: 12/1/17

150 Hillside Ln.
Buyer: Michelle Morton
Seller: Betsey Hallihan
Price: $461,000
Mortgage: $230,500
Lender: Salisbury B&T
Date: 12/19/17

Home Rd.
Buyer: Brigadoon RT +
Seller: Stephen Kessler
Price: $500,000
Date: 12/14/17

59 Salisbury Rd.
Buyer: Richard Paul
Seller: James Warwick
Price: $385,000
Mortgage: $180,000
Lender: Berkshire Bank
Date: 12/6/17

STOCKBRIDGE
2 Glendale Middle Rd.
Buyer: J&S RT +
Seller: Southmayd Farm 
LLC
Price: $6,250,000
Date: 12/21/17

64 Interlaken Rd.
Buyer: Thomas Caraccioli +

Seller: Salome Looser-Ott
Price: $355,000
Mortgage: $266,250
Lender: Salisbury B&T
Date: 12/29/17

WASHINGTON
45 West Rd.
Buyer: Scott Meyer +
Seller: Dennis Saul
Price: $990,000
Date: 12/21/17

WEST
STOCKBRIDGE

132 Cross Rd.
Buyer: Elia Delmolino +
Seller: Maichael Clary
Price: $225,000
Mortgage: $180,000
Lender: Salisbury B&T
Date: 12/21/17

42 E Alford Rd.
Buyer: Adams Prager +
Seller: Douglas Gustave 
Green LT +
Price: $2,200,000
Date: 12/15/17

Great Barrington Rd.
Buyer: Darryl Mallah +
Seller: Gary Saxonhouse T +
Price: $150,000
Date: 12/8/17

4 Lenox Rd.
Buyer: Susan Leo
Seller: John Cowles +
Price: $245,000
Mortgage: $195,000
Lender: Lee Bank
Date: 12/1/17

3 Silvermine Ln.
Buyer: Robert Trask
Seller: Montra 2 Inc
Price: $535,187
Date: 12/19/17

WILLIAMSTOWN
6 Hamel Ave.
Buyer: Jeremy Broadwell +
Seller: Bank NY Mellon Tr
Price: $106,000
Mortgage: $155,200
Lender: Greylock FCU
Date: 12/13/17

567 Main St.
Buyer: Michael Spencer
Seller: Nancy Spencer
Price: $180,000

Mortgage: $148,000
Lender: MountainOne
Date: 12/20/17

54 Summer St.
Buyer: Andrew Parkman
Seller: Kevin Holland
Price: $257,000
Mortgage: $244,150
Lender: MountainOne
Date: 12/22/17

15 White Oaks Rd.
Buyer: Jill Bouton
Seller: Caroline Tanzi
Price: $135,000
Mortgage: $130,950
Lender: Greylock FCU
Date: 12/1/17

189 Stratton Rd. U:D4
Buyer: David Andreatta +
Seller: Covest NT +
Price: $163,500
Mortgage: $186,000
Lender: Adams Community
Date: 12/28/17

189 Stratton Rd. U:E4
Buyer: David Andreatta +
Seller: Mary Parker
Price: $117,000
Mortgage: $186,000
Lender: Adams Community
Date: 12/28/17

189 Stratton Rd. U:J5
Buyer: David Andreatta +
Seller: Robert Scerbo +
Price: $167,000
Mortgage: $135,000
Lender: Seller
Date: 12/28/17

WINDSOR
274 Bates Rd.
Buyer: Terry Malloy
Seller: Gregory Anderson
Price: $185,000
Mortgage: $120,000
Lender: Greylock FCU
Date: 12/8/17

u

Berkshire County real estate transfers

Conveniently located at 101 South Street, Pittsfi eld, MA • Phone: 413-445-5648

Why Cross…?

THE OFFICIAL INSURANCE BROKER OF

Whether you need Personal Insurance, Business Insurance, Employee 
Benefi ts or Bonds, our experienced local staff  is here to serve you.

Bardwell, Bowlby & Karam and Colt Insurance.
Together to serve you better.

231 RIVER STREET, NORTH ADAMS, MA 01247
PORCHES.COM   413.664.0400

There's an art 
to successful 
meetings.

•
CUTTING EDGE A/V  

+ SURROUND SOUND
•

OUTDOOR HEATED  
POOL + FITNESS CENTER

•
BONFIRE PIT 
+ GAZEBO
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Pittsfield
70 South St.
(413) 447-7304

Pittsfield
110 Dalton Ave.
(413) 395-9626

Dalton
431 Main St.
(413) 684-1551

Gt. Barrington
325 Main St.
(413) 528-2840

www.pittsfieldcoop.com Member FDIC & SIF            Equal Housing Lender

The Pittsfield Cooperative Bank opened in 1889 intent on empowering our neighbors to build 

a better community. Savings and investment products were designed to benefit the customers 

long-term and lending decisions were made with great thought by honest, local bankers.

They still are.

The Ali Family believes in supporting our local economy.  In 1958, when selecting a bank, they 

chose one that reflected the way they do business and shared their values of supporting their 

community. That bank was—and still is—the Pittsfield Cooperative Bank, involved and local… 

neighbors we know and trust.

The Pittsfield Cooperative Bank and the Ali Family – a recipe for success. 
HOT HARRY’S, DALTON, MA – Bishir and Isa Ali with Pittsfield Cooperative Bank’s Tim Collins, Vice President 
of Commercial Lending, at their newest family business. When The Ali brothers were ready to expand, they
chose to work with their neighbors at The Co-op – just like their parents and grandparents had before them.




