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BY JOHN TOWNES
Natural and organic foods have become 

a growing trend in the marketplace, as an 
alternative to the large-scale industrial food 
production and agribusiness.

In many respects, Red Shirt Farm in 
Lanesboro is similar to the numerous other 
small farms and CSA (community supported 
agriculture) ventures oriented to sustainable 
farming and regionally oriented agriculture 
that have sprouted in the Berkshires in recent 
decades.

However, Red Shirt Farm owners Jim 
and Annie Schultz also have a mission of 
expanding the practice and perception of 
nature-oriented food and agriculture.

Jim Schultz is passionate and sometimes 
outspoken about current agricultural prac-
tices, and the need to reform our food system. 
In addition to his disdain for the industrial 
corporate farming economy, he is also criti-
cal of certain aspects of the natural farming 
and food industry.

Schultz contends that terms which are 
often used to characterize natural foods can 
be misused or misleading in terms of the 
actual methods of production and quality.

For example, he said the current criteria 
for official designation of “organic” by the 
U.S. Department of Agriculture (USDA) is 
too lax and can apply to food products and 
producers that do not adhere to truly sustain-
able practices.

“Current organic standards are simply 
based on a one-for-one replacement of

continued on page 22

BY JOHN TOWNES
Michael Hitchcock and Nicole Fecteau could be described as business consultants with 

a mission.
They are the founders of Roots & Dreams and Mustard Seeds, a nonprofit organization 

whose goal is to encourage and support the creation of worker-owned co-op enterprises. They 
refer to it as a co-op incubator.

Hitchcock and Fecteau say the co-op 
business model can improve the circum-
stances and morale of working people and 
the quality of life in communities. 

While Roots & Dreams will work with 
anyone with a valid idea for a co-op, they 
are especially focused on individuals and 
communities who are economically disadvantaged or vulnerable for other reasons.

“In terms of social justice, people are disempowered if they don’t have a say in their 
everyday life,” said Fecteau, who is director of programming of the organization. “Worker-
owned businesses are one way to empower people. They can also provide the community 
with access to housing, transportation and other essential resources.”

continued on page 18

ROOTS & DREAMS AND MUSTARD SEEDS

Nonprofit supports formation of
worker-owned co-op enterprises

BY JOHN TOWNES
A company that produces and sells color-

ful, high-performance reels and other fishing 
and outdoor gear has moved to the northern 
Berkshires and cast its line into the Norad 
Mill complex.

In July, North Point Brands completed 
the relocation of its headquarters from 
Watertown in eastern Massachusetts to a 
3,000-square-foot suite in the Norad Mill at 
2 Roberts Dr. in North Adams.

North Point is the parent of two separate 
brands. These include Cheeky Fishing, which 
specializes in fly-fishing reels; and Wingo 
Outdoors, which carries fishing belts and 
other outdoor accessories.

“We’re excited to be based in the Berk-
shires,” said co-founder Ted Upton, who 
manages the company. “The region is 
beautiful and is great for fishing and other 
outdoor activity. In the fishing industry, 
you have to get out on the water to develop 
and test the products, and there is a lot of 
watershed here.”

The company, which was started in 2009 
in Boston, is owned by Upton and three other 
founding partners: Scott Caras, Peter Crom-
mett and Max Key. They are longtime friends 
who share a passion for fishing.

As their brand names of Cheeky and 
Wingo suggest, they have a lighthearted 
and somewhat irreverent approach to the 
staid traditional image of fishing, although 
Upton emphasized they are serious about 
performance and quality.

“Our founding principle was to create 
fly-fishing reels that were high-performance 
and affordable and have bold colors and 
designs,” he said.

continued on page 16

Lanesboro operation showcases 
alternative agricultural methods

Red Shirt Farm 
raises awareness 
while growing 
fresh produce

“In terms of social justice, people 
are disempowered if they don’t 

have a say in their everyday life. 
Worker-owned businesses are 
one way to empower people.”

Nicole Fecteau and Michael Hitchcock are the founders of Roots & Dreams and Mustard Seeds, which, 
despite its whimsical name, is engaged in the serious business of encouraging and supporting the creation 
of worker-owned cooperative ventures as a means of making communities more economically viable.

With the approving gaze of her English Shepherd, Jansen, Annie Schultz gets a firm grip on a Black Australorp 
hen that had flown the coop, so to speak, at Red Shirt Farm in Lanesboro. The errant egg-layer is among 
a handful of heritage breeds of chickens, turkeys and pigs that are raised by Annie and her husband, Jim, 
along with a wide variety of produce that is grown with alternative methods emphasizing sustainability. 

Norad Mill reels in specialty 
outdoor products company

Cheeky Fishing 
casts its line into 
Berkshire waters 
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Different direction for 
fi fth-generation builder

BY BRAD JOHNSON
Carter Cummings may come from a long 

line of builders, carpenters and contractors, 
but any genetic predisposition he has for 
that kind of work has taken a different turn.

Instead of wielding hammers and saws, 
he’s fi nding his passion in heavy equipment 
and moving dirt with his new business, Cum-
mings Excavation LLC.

“Ever since I was little, going back to age 
3, I’ve been attracted to bulldozers and that 
kind of heavy equipment,” said Cummings, 
who turns 23 in October.

Like many kids, he was able to indulge 
in this fascination with earth movers by 
playing with miniature toy versions in the 
sand box. But he was also exposed to them 
as part of growing up in a family engaged 
in the building trades.

His father, the renowned blues guitarist Al-
bert Cummings, is also a builder and general 
contractor who operates Cummings General 
Contractor Inc. with his wife Christina in 
Williamstown. He was preceded by three 
other generations of the Cummings family 
who worked in the building trades.

“My father was the fi rst to branch out 
into general contracting,” Carter Cummings 
noted. “The others were primarily builders.”

With this family tradition as a backdrop, 
Cummings got an early introduction to car-
pentry and building. “I did my fi rst roof when 
I was 12,” he said, referring to work he did 
alongside his father at the family business. 
“Every summer after that I was working on 
the wood side of building, doing framing 
other carpentry work.”

Cummings noted that, as a teenager, he 
assumed this path would lead him to become 
the family’s fi fth generation to pursue a career 
in building. “I always fi gured I would start 
my own business or would work with my 
dad until he wanted to get out of it,” he said.

However, he also became aware that being 
skilled in certain types of work was different 
than loving the work he was doing. “It turned 
out that I wasn’t very interested in carpentry 
and wood work,” he said. “I wanted to do 
everything outside.”

This preference was reinforced when, after 
graduating from high 
school, he enrolled at 
his father’s alma mater, 
Wentworth Institute of 
Technology in Boston, 
where he studied con-
struction management. 
That curriculum, which covered aspects of 
project management and related administra-
tive functions, also proved to be ill-fi tted to 
his interests. “I’m not a very ‘in the offi ce’ 
king of guy,” Cummings said. “I realized I 
didn’t want to be in an offi ce pushing papers 
all day.”

Three years ago, after working a sum-
mer job with a large industrial construction 
company in the region, Cummings decided 
to pursue his interest in excavation and earth 
moving on another level.

“I stumbled across Penn College of 
Technology, and I’m really glad I did,” he 
said, noting that its degree program in heavy 
equipment technology was a perfect fi t for 
the direction he wanted to go.

Following his graduation in May 2018 he 
took a temporary position at John’s Tractor, 
a heavy equipment operator in Lanesboro, 
and began planning to start his own excava-
tion company.

A big step in that direction came in March 
when he purchased a new Caterpillar 305E2 
mini excavator. “With that I could do any-
thing from cleaning up a drainage swale to 
driveways to land clearing,” he said.

In May he offi cially launched Cummings 
Excavation LLC (413-884-2245 and on 
Facebook and Instagram), where he now 
provides excavation service for Berkshire 
County and surrounding areas. In the few 
months since then he has worked on a range 
of projects of varying size, from digging 
perc test pits for septic system installation to 
excavation for aspects of a large residential 
construction project.

For administrative purposes, Cummings 
is using an offi ce in the headquarters of his 
parents’ contracting fi rm at 321 North St. in 
Williamstown.

He also acknowledged that some of his 
excavation jobs will likely come about 
through the family business. However, he 

stressed that Cummings Excavation is an 
entirely separate and independent business.

“I am a Cummings, but I am not affi liated 
with my father’s business at all,” he said. “We 
may work together on some projects, but 
that’s no different than work I would do [for 
a general contractor] on any other project.”

Having been born an 
raised in Williamstown, 
Cummings said that he 
has a deep appreciation 
of rural lifestyle the 
region offers and is glad 
to be a part of northern 

Berkshire business community.
“I did the whole Boston thing for a year 

when I was at Wentworth,” he said. “In my 
view, the city’s fun for a weekend at the most.”

He acknowledged that this viewpoint is 
not shared by many in his age group, who 
see life in the Berkshires as a little too slow.

“I see it differently,” he said. “Here you 
can do anything you want without the crowds, 
the traffi c, the waiting in line. And it’s not 
like you’re far from places like Boston or 
New York if you want to get away once in 
a while.”◆

River Dale Market fi lling 
familiar role in community

BY JOHN TOWNES
A longtime “mom-and-pop” food market 

in the village of Lenox Dale has new owners 
and a new name.

On July 15, Josh and Lauren Davidson 
purchased the former Tanner’s Market and 
the building it occupies at 2 Crystal St. The 
sellers were Donna and William Crawford, 
who had owned the market for about 20 years.

The Davidsons formed a family trust to 
purchase the business and the two-story 
3,400-square-foot building, which includes 
two apartments and the 1,200-square-foot 
retail store. After closing for three weeks 
for renovation, they reopened as River Dale 
Market and Deli in early August.

Josh Davison is managing the store and 
is currently its only employee. Lauren Da-
vidson, who is a teacher at Egremont School 
in Pittsfi eld, has been working at the store 
full-time this summer. They are also being 
assisted by Josh’s parents, John and Jeanne 
Davidson, and other family members.

Their two young daughters, Shea and Elin, 
who are in elementary school, have also been 
participating this summer.

Williamstown native Carter Cummings is adding a different twist to his family’s long tradition of working 
in the building trades with the launch of his new business, Cummings Excavation LLC.

“It turned out that I wasn’t 
very interested in carpentry 
and wood work. I wanted to 

do everything outside.”

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
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Balanced Approach…
Rock Solid Advice

Securities o� ered through
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Retirement Income Planning
& Asset Management

378 South St. • Pitts� eld
413.442.8190

www.balance-rock.com
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“There’s an offi ce that my daughters have 
made into a playroom, and they also have been 
helping out in the store,” said Josh Davidson.

River Dale Market and Deli is the only 
business of its kind in Lenox Dale, a small 
village on the east side of Lenox. It features 
a selection of groceries and other sundries, 
including homemade muffi ns and fresh cof-
fee. The store’s deli offers sandwiches made 
with Boar’s Head products and bread from 
Pittsfi eld Rye Bakery, along with homemade 
cole slaw and other fare.

There is also a butcher shop that sells cuts 
of meat that are prepared on-site by Davidson, 
who is a trained butcher.

The Davidsons have made some initial 
changes to the store, such as reconfi guring 
the interior to add two four-seat tables. There 
are also four seats at the sales counter.

“We repainted and freshened up the in-
terior,” Davidson said. “Our goal is for this 
to be a friendly, homey and inviting place.”

As part of the changes, River Dale Market 
is featuring some new items. “In addition 
to the classic sandwiches, we added some 
specialty items and more meats in the deli,” 
Davidson said, noting that they are also 
offering other grab-and-go prepared foods.

The market will sell beer and wine once its 
license application has been processed. They 
also will be selling lottery tickets.

Davidson said the market’s products will 
be adjusted over time. “We’ll keep evolving,” 
he said. “We’ll see what people are looking 
for and add items based on that.”

However, he emphasized that River Dale 
Market and Deli will continue its predeces-
sor’s basic longtime role in the community. 
“It didn’t require major changes, he said. 
“Tanner’s Market had a great following. We’ll 
continue to serve those loyal customers to 
carry that on.”

Davidson said River Dale Market and 
Deli was immediately busy on the day it 
reopened, and that pace has continued. “We 
get a little bit of everybody,” he said. “In 
addition to people from Lenox Dale, we’ve 
had people come from the center of Lenox 
and from Lee.”

The store’s customer base also includes 
workers in nearby commercial and industrial 
businesses. “There are many businesses 
nearby, such as Zogics, GL&V and others, so 
there are a lot of workers,” he said. “People 
come in on the way to work for coffee and 
then come back for lunch. And, perhaps 

after work, they stop in to grab something 
to take home.”

River Dale Market and Deli (413-881-
4136) is open from 6 a.m. to 6 p.m. Monday 
through Saturday and from 7 a.m. to noon 
on Sunday.

Davidson said he is planning to hire ad-
ditional staff. “I’ve been looking, but it’s not 
easy to fi nd the right people,” he said.

Davidson, who grew up in Lee and later 
moved to Lenox, is a veteran of the region’s 
food-service and hospitality industry. A 
graduate of the Hotel and Restaurant Manage-
ment program at University of New Hamp-
shire, he previously worked at several local 
businesses. He was director of operations at 
Eastover Resort, manager of the Olde Heri-
tage Tavern, and food and beverage manager 
at Cranwell Spa and Resort.

“I had been looking for a business like 
this to operate for years,” he said. “When 
Tanner’s became available, it was the right 
spot at the right time.”

He noted that he also had a personal con-
nection to the property.

“When I was younger, I lived in the upstairs 
apartment here for nine years, so I know the 
place well,” he said.◆

Josh and Lauren Davidson are joined by daughters Shea and Elin at the family’s new business, River Dale 
Market and Deli. The Davidsons purchased the former Tanner’s Market in Lenox Dale earlier this summer.

Rewarding Events 

70 Pitts�eld Road, Lenox • 413-551-7700 
Contact Maria to book your special event!  Maria.Smith@marriott.com

w
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roudly serve

Corporate Meetings & Events   
Social Gatherings & Celebrations

Full Catering & Event Planning Services

Berkshirescourtyard.com   |

Plan your event with us and plan on being rewarded

2019

PLATINUM CIRCLE
AWARD WINNER

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

development expertise

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

C N A C P
4143 U S. • $399,900

Take part in the North Adams Renaissance at a very competitive price.
This key parcel presents a signifi cant opportunity for investors, entrepreneurs, 
artists, collaborators, visionaries, and business persons in the heart of the city. 
Large currently vacant space to lease or occupy alongside the existing well-
established anchor tenant. Access is conveniently available from both Union Street 
(Route 2) and Eagle Street. There is over 16,300 SF of fl oor area on the 1/2 acre 
site bordering the Hoosac River and enjoying scenic surroundings. Opportunity 
to tap the site’s commercial potential in this expanding tourism destination for 
the arts on the “Cultural Corridor” to Williamstown – with Williams College, 
Massachusetts College of Liberal Arts, MASS MoCA and coming this summer the 
launch of funding for the future Extreme Model Railroad and Architecture Museum.

  AT THE END OF EACH MONTH, WHICH
SITUATION SOUNDS MORE LIKE YOURS?
#1: I have so much money left over, I don’t know 

what to do with all of it 
…or…

#2: I have little left to show for all my hard work 
        after I pay all of my expenses

WHEN IS THE LAST TIME YOU GOT A QUOTE ON YOUR 
CREDIT CARD RATES? I have been very successful in saving 
over 95 other local business owners money each month. I can 
provide you with a free, no-obligation analysis of your current 
credit card program and see if I can save you some money.

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

LOVE
is hard work.
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Aug. 20, Sept. 17: Pittsfi eld Green Drinks, informal gather-
ing 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 Elizabeth Orenstein at 413-717-1255 or 
elizabeth@thebeatnews.org.

Aug. 22: Open House hosted by Berkshire Community Action 
from 11 a.m. to 2 p.m. at 1531 East St., Pittsfi eld. For more 
information, contact Aleta Moncecchi at 413-663-3014 or 
amoncecchi@bcacinc.org.

Aug. 24: Chicken Barbeque hosted by Dalton United Meth-
odist Church at 755 Main St. from 4 to 7 p.m. to benefi t the 
Dalton Fire Department and the church’s Roof and Restora-
tion Fund. $12 adults at the door ($10 in advance) and $6 for 
children 12 and under. Take-out meals are available. For more 
information, contact the church at 413-684-0521 or Bernie 
Klem at 413-684-3286.

Aug. 25: 26th Berkshire Humane Society Horse Show, 
hosted by Berkshire Equestrian Center at 40 Perry’s Peak Rd. 
in Richmond. Offers riders of all ages and skills an opportunity 
to compete while helping raise funds that support the programs 
and services of Berkshire Humane Society. Begins at 9 a.m. and 
is free to the public. For more information, call 413-698-3200.

Aug. 27: Paid Family Medical Leave Educational Session, 
hosted by 1Berkshire in partnership with the Offi ce of Labor 
and Workforce Development and Berkshire Community Col-
lege, from 1:30 to 3:30 p.m. in the Boland Theater at BCC. 
Registration and information at 413-499-1600.

Aug. 27: Entrepreneurial Meetup free networking event pre-
sented by 1Berkshire at Thistle and Mirth, 44 West St., Pittsfi eld, 
from 5 to 6 p.m. Sponsored by the Pittsfi eld Cooperative Bank. 
For information, call 413-499-1600 or visit 1berkshire.com.

Aug. 29, Sept. 26: DownStreet Art Thursdays, free public 
arts events held on the last Thursday of the month in downtown 
North Adams from 5 to 8 p.m. Presented by DownStreet Art, a 
program of MCLA’s Berkshire Cultural Resource Center. For 
more information, go to www.mcla.edu.

Aug. 30: Backstage Event: Dinner With Hershey Felder and 
Kate Maguire, presented by Berkshire Theatre Group at the 
Colonial Theatre in Pittsfi eld, beginning at 5 p.m. with a cock-
tail reception, followed by a comfort cuisine dinner catered by 
Firefl y, with George Gershwin Alone’s Hershey Felder and Kate 
Maguire, CEO and artistic director of BTG. Ticket are $150 for 
backstage dinner and performance of George Gershwin Alone; 
$100 for backstage dinner only. For tickets and information, 
call 413-997-4444 or visit www.berkshiretheatregroup.org.

Sept. 6: First Fridays Artswalk featuring the work of over 
a dozen accomplished regional artists in Pittsfi eld’s Upstreet 
Cultural District from 5 to 8 p.m. Free guided walking tour 
begins at 5 p.m. at the Intermodal Center at BRTA, 1 Columbus 
Ave. Most art exhibits are on display in participating venues 
throughout the month. For more information and to view a list-
ing and map of participating artists and locations, visit www.
FirstFridaysArtswalk.com.

Sept. 7: Stanton Home Veggie & Pig Roast 2019, fund-raiser 
to benefi t programs at Stanton Home, 4 to 7 p.m. at 205 North 
Plain Rd., Great Barrington. Tickets $125. To reserve tickets or 
for more information, call 413-528-0506 by Sept. 1.

Sept. 8: Woofstock, annual 5K Run and Downtown Dog Walk, 
presented by the Berkshire Humane Society, at the Common 
in downtown Pittsfi eld. Title Sponsors for this year’s event are 
Pittsfi eld Cooperative Bank and Benson’s Pet Center. Day-of 
registration at 9 a.m. with the 5K Run at 10 and the Dog Walk 
at 11. For a complete schedule and to register online, visit 
BerkshireHumane.org or call 413-477-7878, ext. 131.

Sept. 9: Berkshire Business and Professional Women, monthly 
networking dinner meeting to promote professional and personal 
development for Berkshire businesswomen. 5:30 to 7:30 p.m. at 
Hotel on North in Pittsfi eld. For more information or to register, 
visit www.berkshirebpw.org.

Sept. 11: Southern Berkshire Chamber of Commerce 2019 
Business Persons of the Year Celebration, 5 p.m. at he Nor-
man Rockwell Museum in Stockbridge. Tickets available at the 
chamber business offi ce (40 Railroad St., Great Barrington) or 
by phone at 413-528-4284.

Sept. 11: Grant application Q&A hosted by the Pittsfi eld Cultural 
Council (PCC) from 6 to 6:30 p.m. at the Lichtenstein Center 
for the Arts, 28 Renee St., Pittsfi eld, to assist new applicants 
who are interested in applying for grant funding during the 2020 
grant cycle. Followed by reception to honor 2019 PCC grant 
recipients. Applications available starting Sept. 1 and due by Oct. 
15. Information and applications at www.massculturalcouncil.
org. For more information, email pittsfi eldculture@yahoo.com.

Sept. 13-15: Lee Founders Weekend, annual community 
birthday party, featuring the Taste of Lee event, fi reworks and 
more. For information, visit www.leechamber.org/festivals or 
call the Lee Chamber of Commerce at 413-243-1705.

Sept. 14: Come Fly With Me, annual gala of Berkshire South 
Regional Community Center, beginning at 5:30 p.m. at Berkshire 
South, 15 Crissey Rd., Great Barrington. For more informa-
tion or to purchase tickets, visit berkshiresouth.org/gala2019/.

Sept. 17: Women Serving on Boards, networking event 
and presentation covering topics such as personal benefi ts of 
serving, networking to fi nd the right organization to volunteer 
for, overview of responsibilities, opportunities for leadership, 
best practices for board recruitment, and research to do before 
saying “yes.” Presented by Nonprofi t Center of the Berkshires 
from 5:30 to 7:30 p.m. at Hilton Garden Inn in Pittsfi eld. $35. 
Register online at npcberkshires.org.

Sept. 19: Ninth annual Walk a Mile in Her Shoes March to Stop 
Rape, Sexual Assault and Gender Violence, held in conjunction 
with Third Thursday in downtown Pittsfi eld. The march begins 
at 6 p.m. at the corner of North Street and Columbus Avenue. 
Registration is free, but walkers are encouraged to raise funds 
through pledges as individuals or as teams to support life-saving 
services for survivors of violence and prevention education for 
youth. Walkers may register online at www.elizabethfreeman-
center.org/walk-mile-2019 or the day of the march. Pledge forms 
are available online or by calling Elizabeth Freeman Center at 
413-499-2425. Walkers who raise $55 or more will receive a 
2019 Walk a Mile commemorative t-shirt. For more information 
call 413-499-2425 or email info@elizabethfreemancenter.org.

Sept. 26: Celebrate the Berkshires hosted by 1Berkshire to 
recognize individuals and organizations whose achievements 
and commitment have strengthened the economy and helped 
the Berkshires grow. 5:30 to 8:30 p.m. at Jiminy Peak Mountain 
Resort in Hancock. For tickets and information, call 413-499-
1600 or visit 1berkshire.com.◆

» svhealthcare.org/ortho

PA R T N E R S H I P  I S  P O W E R F U L  M E D I C I N E T M

No�hern Berkshire O�hopedics 
375 Williams Street | Williamstown, MA

413-458-4452O�hopedic and Spo�s Medicine appointments

RECOVER YOUR

ACTIVE
LIFE

+

SVMC ORTHOPEDICS
Fellowship-trained, dual-ce�ified,  

record-breaking professional athlete  

Ivee Gumann, MD, loves spo�s. She is an 

expe� at helping patients get back to what 

they love most, and is now seeing patients  

at No�hern Berkshire O�hopedics. 
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Former Berkshire Place 
site becomes 89 South

BY JOHN TOWNES
A historic building in downtown Pittsfi eld 

that was the original Berkshire Place skilled-
nursing facility prior to its relocation to a 
new larger location fi ve years ago has been 
completely renovated, modernized and given 
a new name, 89 South.

On July 30, Berkshire Place, the nonprofi t 
organization that owns and operates the prop-
erty, offi cially held a ribbon-cutting ceremony 
for the facility, which was renamed for its 
location at 89 South St. in the city center.

A senior living community oriented to 
independent living, 89 South has 18 one- and 
two-bedroom apartments and one studio. 
Residents have the fl exibility to move there 
as individuals, couples or in other relation-
ship, such as siblings.

The units vary in size and layout, but all are 
separate complete apartments with living areas 
and bedrooms, full kitchens and bathrooms. 
They include amenities such as wi-fi , stone 
countertops, stainless steel appliances, induc-
tion cooktops, pedestal washers and dryers, 
and ceramic tile showers with glass doors

The facility also includes common areas 
and services, such as a main dining room, 
cafe, lobby and sitting rooms, activity rooms, 
and a gym and wellness center.

Ed Forfa, executive director of Berkshire 
Place and 89 South, described it as a com-
munity in which residents have the combined 
benefi ts of independent living with access 
to services.

“This is designed to fi ll a need in Pittsfi eld 
for quality housing for seniors who are active 
and independent,” said Forfa. “In addition 
to the residences, it provides all-inclusive 
services of interest to the older population, 
which residents can pick and choose.”

Forfa added that it is part of a larger 
continuing-care retirement community in 
conjunction with the parent organization’s 
other facilities and services.

The organization operates Berkshire Place, 
a full-service skilled-nursing facility nearby 
at 290 South St. That site provides short-term 
skilled nursing and rehabilitation, long-term 
care, memory care support, and outpatient 
rehabilitation.

It also operates At Home with Berkshire 
Place, which offers medical care and related 
services in the home and in other settings 
such as in independent living centers, assisted 
living facilities and nursing homes.

“It covers a full spectrum of care for 
seniors,” he said. “Residents of 89 South 
have access to medical and other services 
as they need them, whether it’s outpatient 
and in-home support, or assisted living 
or intensive full-time care in our skilled-
nursing facility.”

Residents of 89 South have priority access 
to the services at Berkshire Place. They can 
also utilize the services of At Home with 
Berkshire Place.

The new project returns the 89 South St. 
building to its historical roots as a senior 
residence.

Berkshire Place was established and 
built in 1888 as a community service in 
accordance with the wishes of Zenas Mar-
shall Crane, the son 
of Crane & Company 
founder Zenas Crane. 
The building was in-
corporated in 1890 as 
the Berkshire Coun-
ty Home For Aged 
Women.

It originally was pri-
marily a residential site 
rather than a medical 
facility. However, over 
time more emphasis was placed on medical 
services, and the name Berkshire Place was 
adopted in 1960.

In 2014, the original Berkshire Place was 
closed, when the organization moved to its 
new full-service skilled-nursing facility at 
290 South St. The medical and nursing-
care services were transferred to the new 
Berkshire Place.

The organization focused on that opera-
tion, and the building at 89 South St. remained 
vacant while they considered options for 
it, including the possibilities of selling the 
property. After extensive studies of com-
munity needs, they decided to keep it, and 
rehabilitate and update it as a site for senior 
independent living.

“The location was a major factor in that 
decision,” said Forfa. “We found a need 
for a place like this for the population of 
senior residents who want to be in central 
Pittsfi eld. There are apartments anywhere, 
but this offers worry-free living with access 
to services right in the center of things. It’s 
not remote, even if you don’t drive. It’s in 
between two cultural centers, the Berkshire 
Museum and the Colonial Theater. It’s also 
in walking distance to restaurants, hair 
salons and the other services available 
downtown.”

He added there is also on-site designated 
parking for residents.

To move into 89 South (413-445-4056 
ext. 180 or 89south.org), residents pay a 
one-time entrance fee (starting at $130,000), 
and a monthly all-inclusive service fee. The 
exact cost depends on the unit, and the service 
package residents select.

The entrance fee is refundable when a 
person leaves and can either be used for 
their future needs or go back into their estate.

“By design this is 
an active community, 
rather than an apartment 
house where people 
frequently come and 
go” said Forfa. “The en-
trance fee is a commit-
ment that encourages 
long-term residence, 
while being available 
to them or their estate 
when they leave.”

He noted that it is common in such life-care 
programs for people to use money from selling 
their homes for the entrance fee. “Often this is 
a transition for homeowners who are ready to 
leave their homes and move into someplace 
that doesn’t require all of the maintenance and 
other obligations of owning a house,” he said.

The project included gutting and rebuild-
ing much of the interior. It was designed and 
managed by Allegrone Construction and 
fi nanced by Adams Community Bank, with 
additional grants and private contributions.◆

“We found a need for a place 
like this for the population of 
senior residents who want to 
be in central Pittsfi eld. There 
are apartments anywhere, but 
this offers worry-free living 
with access to services right 
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CORRECTION: A story in the August 2019 
issue of BERKSHIRE TRADE & COMMERCE on the 
construction of an archive facility for the Schum-
acher Center Library included an incorrect business 
name of the general contractor on the project. The 
correct name is SSHomeImprovements, which is 
operated by Steven Seddon of Sandisfi eld.

St. Germain Investment Management has 
been named to the 2019 edition of the Financial 
Times 300 Top Registered Investment Advisers. 
The list recognizes top independent RIA fi rms 
from across the United States. St. Germain 
does business as October Mountain Financial 
Advisors, with an offi ce located in Lee. October 
Mountain has an alliance with Lee Bank to pro-
vide private banking services, trust advisory and 
corporate trustee administration. This is the sixth 
annual FT 300 list, produced independently by 
the Financial Times in collaboration with Ignites 
Research, a subsidiary of the FT that provides 
business intelligence on the asset management 
industry. “This is our fourth year in a row to 
receive this honor and frankly, I’m speechless,” 
said Gary Schiff, managing director of October 
Mountain Financial Advisors. “We’re grateful 
to be recognized and included with the other 
fi rms, even more so because our clients receive 
the benefi ts from our resources and experience.” 
RIA fi rms applied for consideration, having met 
a minimum set of criteria. Applicants were then 
graded on six factors: assets under management 
(AUM), AUM growth rate, years in existence, 
advanced industry credentials of the firm’s 
advisers, online accessibility, and compliance 
records. The 2019 FT 300 includes RIAs from 
37 states with an average 22 years of operation 
and $4.6 billion in assets. St. Germain Investment 
Management is a privately owned fi rm that offers 
fi nancial planning, wealth planning and lifestage 
overviews, with assets under management of over 
$1.3 billion. The company was founded in 1924 
by D. J. St. Germain in Springfi eld.

Barrington Stage Company (BSC) has an-
nounced the opening of The Barrington Stage 
Experience, an interactive lobby exhibit that al-
lows visitors to view highlights of BSC’s 25-year 
journey from humble beginnings in Sheffi eld, to 
the Boyd-Quinson Mainstage on Union Street, 
to its state-of-the-art administrative offi ces at 
122 North St. in downtown Pittsfi eld. Visitors 
can go behind the scenes, learn how a produc-
tion is put together and view a vantage point 
into BSC’s education programs and community 
engagement. Located at the Wolfson Theatre 
Center in the Rhoda and Morris Levitt Lobby, 
the exhibit includes BSC’s history, highlights of 
productions, and interviews with associate art-
ists, directors, playwrights, community leaders 
and more. Made possible by the support of Mill 
Town Capital, The Barrington Stage Experience 
is free with daily hours of operation from noon 
to 7 p.m. Tuesday through Thursday. For more 
information, contact Allyson Sekerke at 413-
499-5446 ext. 120 or contact lobbyexperience@
barringtonstageco.org.

The Berkshire Bank Foundation has made a 
$10,000 grant to the Community Development 
Corporation of South Berkshire (CDCSB), 
to support the organization’s staffi ng and gen-
eral fund in support of its work building low-
moderate-income housing and creating jobs in 
the Berkshires. “We are so pleased to support 
the work of the CDCSB, which aligns with our 
priorities and directly serves families in need the 
south Berkshire community,” said Lori Gazzillo 
Kiely, vice president and director of the Berkshire 
Bank Foundation. “The CDCSB’s work resonates 
with our foundation’s goals, as does their patient 
persistence in continuing the long-term work 
needed to provide more homes for families and 
elders, and jobs in our communities.” Tim Geller, 
executive director of the CDCSB, expressed his 
gratitude for the foundation’s continued support 
of affordable housing. “Access to affordable 
housing affects every aspect of our community 
by improving fi nancial stability and providing 
a safe and stable environment for families and 
school children,” he said. “Berkshire Bank’s 
commitment and leadership is helping us provide 
family housing, employee housing for businesses, 
and will provide our youth with the opportunity 
to live and work here.”

In an Aug. 1 ceremony, United for Libraries des-
ignated the Berkshire Athenaeum in Pittsfi eld a 
Literary Landmark in honor of Herman Melville’s 
200th birthday. The Literary Landmark program 
was spearheaded by Rocco Staino, director of the 
Empire State Center for the Book. More than 150 
Literary Landmarks across the United States have 
been dedicated since the program began in 1986. 
The dedication ceremony was held as part of the 
Berkshire County Historical Society’s third 
annual Moby Dick Marathon, a four-day event 
at Herman Melville’s Arrowhead, 780 Holmes 
Rd., Pittsfi eld, in the historic red barn where he 
often met with Nathanial Hawthorne.

WAM Theatre held its 10th Anniversary Gala 
on July 24 at the Stationery Factory in Dalton. 
The event raised funds for WAM’s education 
programs and the company’s upcoming fall pro-
duction of PIPELINE by Tony Award-nominated 
and Obie Award-winning playwright Dominique 
Morisseau. Also announced at the event were the 
nonprofi t organizations that will benefi t from the fall 
production of PIPELINE, which is being presented 
in partnership with local social justice organiza-
tion Multicultural BRIDGE. In keeping with its 
double philanthropic mission, WAM Theatre will 
be donating a portion of the box offi ce proceeds 
from PIPELINE to Harmony Homestead & 
Wellness Center and the Women of Color Giv-
ing Circle. Harmony Homestead & Wholeness 
Center (unveilwholeness.com) exists to facilitate 
social harmony and reparations to members of the 
underserved global majority by means of support 
groups, reconnecting with nature, sustainably grow-
ing and preserving food, preserving and practicing 
indigenous wisdom, and fostering cross-cultural 
allies. In affi liation with the Women’s Fund of 
Western Massachusetts, the Women of Color Giv-
ing Circle of the Berkshires (www.facebook.com/
wocgc1) seeks to inspire young women of color 
and instill self-respect and resilience. They work 
to build community, encourage youth develop-
ment and educational success, and promote the 
arts. The 2019 benefi ciaries were chosen through 
a rigorous selection process, including a request for 
proposals and site visits, overseen by a committee 
at WAM consisting of Kristen van Ginhoven, WAM 
producing artistic director; WAM board members 
Margaret Fluhr and Wendy Healey, and WAM artist 
Lia Russell-Self. Stephanie Wright of Multicultural 
BRIDGE joined the committee this year as part of 
the WAM/BRIDGE partnership on PIPELINE.

Mad Macs Inc. has announced the closing of 
their Williamstown Store at 36 Spring St. and con-
solidation of its operations with their headquarters 
at the Allendale Shopping Center in Pittsfi eld. 
The Spring Street location was opened in April 
2014 to establish a North Berkshire presence. 
“There have been major changes in the retail 
economy over the past few years which make it 
less practical for us to have a second showroom 
in the Berkshires,” said Mad Macs Inc. President 
Scott Kirchner. “Our focus has been changing over 
the past several years. Our services, especially in 
Managed IT Support and B2B, have been growing 
and this is where we would like to concentrate our 
efforts.” Founded in 1998 as an Apple Authorized 
Service Provider, Mad Macs has been growing its 
technology-based services over the past 20 years. 
“To stay relevant as a small technology company 
you must remain agile and embrace change,” 
Kirchner said. “Now, in addition to Apple sales 
and services, we have broadened our horizons 
with many kinds of technology.” In addition to 
their existing Apple sales and support, Mad Macs 
has added a variety of new services over the past 
three years. Services include managed IT support, 
PC sales and repair, network solutions, Pro AV 
services, and digital signage. Additionally, Mad 
Macs has been a LightSpeed Restaurant and Retail 
POS Systems Partner since 2011. Kirchner noted 
that by merging both locations into one, Mad Macs 
will be able to manage operations more effi ciently 
as well as customers’ expectations.

A group of 29 high school juniors from across 
the Berkshires came together for the fi rst time 
as a class at Williams College over the week-
end of July 26-28 for the kickoff retreat of the 
1Berkshire Youth Leadership Program. Now 
in its 10th year, the program is focused on helping 
young leaders in the region develop and grow 
through career opportunity awareness, leadership 
skill development, and the completion of a project 
focused on positively impacting the Berkshires. 
Over the next 10 months, these 29 students will 
come together monthly at locations around the 
Berkshires to participate in workshops, learn 
from speakers, and develop and execute their 
selected project. “Students in this program leave 
with a new group of friends from all around 
the county, a unique and deep understanding of 
career opportunities right here in the Berkshires, 
and the pride of completing a project that has 
positively impacted their community,” noted 
Ben Lamb, director of economic development 
at 1Berkshire, and program coordinator of the 
Youth Leadership Program. The 2020 Youth 
Leadership participants are: Felicia Deane from 
BART Charter School; Caroline Cellana and 
Ryan Goodell from Drury High School; Fiora 
Laina Caligiuri-Randall from Home School; 
Aleah Tarjick from Hoosac Valley High School; 
Quinn Burnell from Lee Middle and High School; 
Marley Gamberoni from Lenox Memorial Middle 
and High School; Grace Towler from McCann 
Technical School; Sage Macken from Monu-
ment Mountain Regional High School; Cecelia 
Caldwell, Isabella Kemp and Mickey Masters 
from Mount Everett Regional High School; 
De’Lisia Adorno, Marlon Binns, Gabrielle 
Cohan, Connor Hayford, Evelyn Layden, Em-
manuel Nda, Luke Peplowski and Jaleix Rosa 
Soto from Pittsfi eld High School; Gianna Arace, 
Andrew King and Ava Sinopoli from Taconic 
High School; and Lauren Bean, Olivia Gazzillo, 
Benjamin Klose, Patience MacPherson, Vienne 
Peltier and Timothy Therrien from Wahconah 
Regional High School.

Berkshire Medical Center (BMC) has again 
received several Get With The Guidelines awards 
for implementing specifi c quality improvement 
measures outlined by the American Heart As-
sociation/American Stroke Association for the 
treatment of patients who suffer strokes, heart 
failure, atrial fi brillation/fl utter (AFIB), cardiac 
arrests or heart attacks. “Berkshire Medical 
Center is dedicated to helping our patients have 
the best possible outcomes, and implementing 
the American Heart Association/American 
Stroke Association’s Get With The Guidelines 
programs help us accomplish this by making it 
easier for our teams to put proven knowledge 
and guidelines to work on a daily basis,” said 
Gray Ellrodt, MD, BMC’s chief quality offi cer 
and chair of medicine. 

The board of directors and council of teachers 
at Great Barrington Rudolf Steiner School
have announced that the school’s offi cial name 
will become Berkshire Waldorf School as of 
Sept. 1. “Since the school’s founding in 1971, 
dedicated teachers, trustees, administrators, staff 
and families have worked faithfully to nurture and 
grow this school,” commented board president 
Chris Lee. “The school’s new name marks the 
next step in the growth process, refl ecting what 
the school has become: a thriving Waldorf school 
providing families from all over the Berkshire 
region with an effective alternative education.” 
Berkshire Waldorf School’s new director, Sue Das, 
whose administration coincides with the school 
name change, is optimistic about the growth and 
transformation of the school. “The time is ripe 
for Berkshire Waldorf School to add some bold 
colors on the canvas – new meaningful initiatives 
which are child-centric and allow every student 
to fl ourish at their own pace, in order to become 
valuable and thoughtful contributors to the world,” 
she said. “This is what sets us apart, and we are 
more than ever committed to writing a 21st century 
Waldorf narrative.” Now accepting applications for 
fall, Berkshire Waldorf School offers year-round 
admissions and scholarships based on need.

Southwestern Vermont Medical Center is 
now offering occupational therapy services at its 
Pownal Campus, a primary care offi ce provid-
ing family medicine in Pownal, Vt. Occupational 
therapist Michaelia St. Jacques, MS, OTR/L, 
CWCE, has begun seeing patients at the Pownal 
Campus, offering most of the same services that 
she currently offers at her offi ce in Bennington, 
Vt., including upper extremity range of motion, 
strengthening, modalities, therapeutic activities, 
and adaptive equipment training. SVMC’s Pownal 
Campus opened in October 2015 and is located less 
than one mile north of the Vermont-Massachusetts 
border. The addition of St. Jacques to the practice 
makes access to occupational therapy services 
more convenient for patients in Pownal and neigh-
boring communities in northern Berkshire County.

The Berkshire Environmental Action Team
(BEAT), the Hoosic River Watershed Association
(HooRWA) and the Housatonic Valley Association
(HVA) have been awarded a $29,218 two-year grant 
from the Massachusetts Environmental Trust. This 
funding will enable BEAT, HooRWA, and HVA to 
work with community volunteers to survey storm 
culvert outfalls and to look for and test point-source 
pollution, specifi cally high concentrations of E. coli, 
running into the Hoosic River. Steve McMahon, 
executive director of HooRWA, noted that this 
grant may assist the City of North Adams and the 
Town of Adams, the designated project areas, to 
fi nd and eliminate pollution coming into the river. 
“In 2017, HooRWA partnered with BEAT and the 
Berkshire Regional Planning Commission to 
complete a storm culvert survey in the Town of 
Adams,” he said. “Over the next two years, we 
will utilize volunteers to complete a similar survey 
in the City of North Adams and conduct sampling 
for E. coli bacteria in Adams, following up on our 
annual water quality surveys. HooRWA is pleased 
to be partnering with BEAT and have the support of 
the City of North Adams and the Town of Adams.”

The Food Bank of Western Massachusetts
has received a $20,000 grant from Berkshire 
Bank to support the distribution of healthy food 
to their 171 member agencies in Berkshire and 
Hampden counties. It will also allow the organi-
zation to further assist individuals facing hunger 
through their direct-to-client feeding programs, 
including the Mobile Food Bank and Brown 
Bag: Food for Elders. In addition to Berkshire 
Bank’s monetary support for the Food Bank, the 
corporation’s employees, through their Xtraor-
dinary Day of Service, recently sorted, packed 
and donated the equivalent of 111,000 meals of 
oatmeal for households at risk of hunger. “We are 
so pleased to support the Food Bank of Western 
Massachusetts and their comprehensive approach 
to addressing food insecurity in the communities 
that Berkshire Bank serves,” said Lori Kiely, 
director of the Berkshire Bank Foundation. 
“Too many families fi nd it diffi cult to provide 
enough food for their members, and we applaud 
the Food Bank’s effort to both address the issue 
and solve the problem through their work with 
the Coalition to End Hunger.”◆
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news & notes from the regionpeople on the move
Berkshire South Re-

gional Community Center 
has selected Bobbie Hal-
lig as this year’s Edwin 
A. Jaffe Award winner 
and Gala honoree. The 
award honors an indi-
vidual or group exhibiting 
an extraordinary commit-
ment to building commu-
nity and common purpose 
within the Berkshires. 
For 50 years, Hallig has served as an offi cer of 
the Christ Church of Mt. Washington. She is 
currently an active trustee with Edith Wharton’s 
The Mount, where she is co-chairing a campaign 
to secure an endowment for the organization. 
In 1966, she founded International Television 
Trading Corporation with her husband Klaus 
Hallig. The corporation produced the Leonard 
Bernstein birthday at Tanglewood and had an 
exclusive 21-year fi lm contract with him, during 
which they won two Emmys for Bernstein shows 
for the Great Performances series. Hallig will be 
presented with the award at this year’s Gala, to 
be held at Berkshire South on Sept. 14.

After a long career 
in the fashion magazine 
business and the nonprofi t 
sector, Julie Lewit has 
joined the Berkshire Ha-
thaway Barnbrook Realty 
team. Lewit has been in 
Great Barrington since 
1986 and is very familiar 
with the Berkshires and 
all the region has to offer. 
She joins a team of over 20 

agents working from Barnbrook’s three offi ces in 
Great Barrington, Lenox and Pittsfi eld.

Adriane Baird has been named the new head 
softball coach at Massachusetts College of Liberal 
Arts. Baird previously was the assistant coach at 
Smith College in Northampton, where she pro-
vided an emphasis on the mental aspects of the 
game as well as focusing on fundamentals such as 
practice planning, base running, skill building and 
recruiting. While at Smith, she worked at various 
camps and clinics over the years, including stops 
at UMass-Amherst and Virginia Beach.

Teton Management 
Corporation has added 
three members to its up-
per management team to 
strengthen its presence 
in key market sectors. 
Tim O’Sullivan, senior 
property manager, was 
brought onboard to over-
see operations for Teton’s 
eight mobile home com-
munities located Mas-
sachusetts, New York, 
Indiana and Georgia. 
O’Sullivan comes to 
Teton with a 20-plus-year 
career in multi-site opera-
tions, property portfolio 
management, develop-
ment, sales, and people 
management for real es-
tate developers. Teton 
has recruited Cambria 
Westcott to serve as third-
party property manager 
to grow the company’s 
property management 
business in Berkshire 
County. Westcott brings 
experience as a property 
manager at Prime Com-
panies and The Lofts at 
Lancaster Mills to her new 
position at Teton, which 
also includes manage-
ment of the company’s 

maintenance personnel. Tim Armstrong has 
joined Teton as director of fi nance, coming from 
his role as controller and HR manager at Excelsior 
Integrated. Armstrong also has served as CFO 
at Whole Life Pet Products, as well as 20 years 
combined at KB Toys and GE Plastics.

Dennis Gikas has joined Berkshire Bank as 
fi rst vice president, regional manager. In his new 
role, Gikas will be responsible for staffi ng, sales 
performance, customer experience and produc-
tivity for 19 Berkshire Bank branches across 
central and eastern Massachusetts, including 
downtown Boston. Gikas previously worked at 
Santander Bank, most recently as vice president, 
region coach.

Miss Hall’s School has 
hired Paula Lima Jones 
as the school’s fi rst dean 
of equity and inclusion. In 
this new role, Lima Jones 
will provide direction 
and leadership for diver-
sity, equity and inclusion 
(DEI) initiatives at Miss 
Hall’s, working closely 
with students and adults 
to facilitate a culture of 
inclusivity on and beyond the school campus. A 
member of the school’s senior leadership team, 
she will join the dean of academics and faculty 
and dean of students to launch new DEI program-
ming and strengthen ongoing institutional efforts 
toward achieving the school’s strategic goal of 
inclusive community. Lima Jones brings several 
years of experience in DEI efforts to Miss Hall’s. 
From 2006 to 2014, she served as director of 
the Offi ce of Diversity Initiatives at Dickinson 
College in Carlisle, Penn., where she provided 
strategic leadership for the college’s diversity 
programming. From 2014 to 2016, she was racial 
justice program manager at the YWCA Boston, 
where she led workshops and training and grew 
a signature dialogue facilitation program. Most 
recently, she served as a teacher’s assistant at 
Spring Street Preschool in Amherst.◆
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BY MARY STUCKLEN
Nowadays, it seems that there are a lot 

of people jumping on the sustainability 
bandwagon, which is also inspiring others 
to do the same.

However, how do you stay positive on 
your journey to sustainability, and what 
does sustainability even look like for 
someone new to the idea?

The simple answer is this: Take small 
steps along the way, make adjustments that 
feel right for you, and challenge yourself. 
By following this method, you will be 
able to enjoy the journey while reaping the 
benefits and helping our beautiful planet.

To get started, it is important to envi-
sion a goal that is achievable, but one that 
is also new and different. Will you or your 
business adopt practices that produce less 
waste? Will your home or business run on 
100-percent renewable energy? Can you 
make the leap to purchase an electric car? 
Do you have the creative juices to reuse 
materials during a future remodel? Or, 
perhaps, do you have the time for a free 
energy efficiency audit? The great news 
is that there are plenty of programs and 
organizations throughout the Berkshires 
that collaborate with businesses and indi-
viduals to meet sustainability goals just 
like these.

One such resource in the Berkshires 
that you might not have heard about is my 
new program, the Berkshire Zero-Waste 
Initiative (BZWI). Part of the nonprofit 
Berkshire Environmental Action Team, 
BZWI was born out of a passion for 
engaging the community in efforts to in-
crease recycling, composting, and to adopt 
zero-waste.

It is important to reduce our waste for 
many reasons, the first being that it takes 
a lot of resources (water, energy and fos-
sil fuels) to manufacture items such as a 
straw, a plastic wrapper, or a bottle. These 
items are only used for a short time, and 
cause harm to both to our health and our 
climate throughout the entire process of 
harvesting, manufacturing, transporting, 
and disposal.

There is also no such thing as throw-
ing something “away.” Waste can go to 
the landfill, where it emits methane gas 
into the atmosphere; it can be burned and 
pollute the air we breathe; or it can end in 
up in our oceans, harming the wildlife that 
we protect.

And that’s where Berkshire Zero-Waste 
Initiative comes in. We get questions all
the time about the state 
of recycling, waste 
haulers and “How 
the heck can you not 
have zip-lock bags at
 home?!” What’s fantastic about this 
program is that it not only engages people 
in conversations, but that we also host a 
variety of programs that are free to the 
community such as presentations, zero-
waste workshops, and recycling program 
education. We help our local community 
learn and adapt to sustainable practices 
such as zero-waste. 

The free workshops that we offer are 
often attended by individuals who are 
curious about zero-waste and want to learn 
how they might be able to adapt to living 
with less waste. These workshops are 
currently held once a month throughout 
the county in North Adams, Pittsfield and 
Sheffield (see box for schedule informa-
tion). These workshops generally target 
behaviors that a person can slowly adapt 
to, such as buying your produce from 
the farmers market instead at the grocery 
store. Once you get into such a habit, 
you’ll realize what you’ve been missing 
all along (fresh, local delicious veggies 
without yucky plastic wrap, for example). 
However, zero- or low-waste living is 
more than just changing habits – it is 
adopting a lifestyle. You can transition to 
low-waste in your home and business sim-
ply by following the advice to take small 
steps and do what feels right.

Recycling, rethinking
Let’s say your home or business doesn’t 

currently recycle, or perhaps it does but 
you’ve begun to question the merits with 
all the gloomy reports about the recycling 
industry in the media. First, relax and 
don’t worry. Your recycling is getting 
recycled, as long as you’re doing it right.

You can start simply by placing a paper 
recycling bin in your home/office, in-

forming your waste-hauler about the new 
recycling stream, and starting a conversa-
tion with your family/colleagues. Let them 
know that paper is a fantastic recyclable 
because it can be recycled so easily into 
things like paper towels, toilet paper, 
printer paper, cardboard boxes, and so 
much more.

The next small step you can take is to 
add a plastics/metal/glass recycling bin 
as well, keeping in mind a few simple 
rules: These have to be clean, they have 
to be acceptable items (check out Recy-
cleSmartMA.org for guidance), and they 
shouldn’t be mixed with paper. Fun fact: 
Your waste-hauler spends much less on 

hauling recycling that 
they do landfill waste, 
so don’t be afraid to 
chat with them about 
your adjustments to 

instituting a healthy recycling program. 
It’s good for you, your business or home, 
and for the planet.

A simple and easy low-waste and sus-
tainable routine to establish now would be 
to rethink how you pack your work lunch, 
or the school lunches that you will soon be 
packing for the kids. For your beverage, 
choose a reusable water bottle or thermos. 
For your sandwich, choose a reusable 
snack bag, such as those made out of 
silicone. If would like to use something 
temporary, try parchment or wax paper 
to wrap your sandwiches. Parchment and 
wax paper are made from natural materi-
als and can be composted at home. For 

TO THE EDITOR:
The April 2019 issue of BERKSHIRE 

TRADE & COMMERCE included an op-ed 
from Judy Eddy of Living the Change 
Berkshires, organizers of the 4th annual 
Berkshire Earth Expo on April 6. In ad-
dition to announcing the event to your 
readers, this column also discussed that, 
for the first time, the expo featured local 
students’ classroom work on energy and 
climate related topics, along with “carbon 
trackers” on which visitors to the expo 
could pledge actions they could take to 
reduce energy waste and carbon pollu-
tion. From getting a free home energy 
audit to installing solar panels to using 
the cold setting more often when washing 
clothes, there was something for every-
one in the carbon tracker.

As organizers, we always wanted to 

LETTER TO THE EDITOR

Carbon tracker helps gauge expo’s impact
know what impact holding the Earth Expo 
really has. Now, thanks to those carbon 
trackers and some impressive software 
built especially for this purpose, we have 
found out and want to let BT&C readers 
know the results.

In all, eight schools participated in the 
event, along with 37 vendors, neighbors 
and service providers. Of the 350 visitors 
that came, 76 individuals pledged to take – 
or already had taken – 252 actions. These 
actions combined save about 226 tons of 
CO2 and an estimated $25,100 energy dol-
lars per year. And this is not counting the 
many “Greenie Points” earned by children. 
Those combined little and big actions do 
make a difference, so let’s keep going. 
Imagine what 300 people taking action 
can do!

An online version of the carbon tracker 
is now available, and we’d love for more 
people to try it out. Just type https://
tinyurl.com/coolercalculator into your 
browser. It will tell you right on the spot 
how much carbon – and money – you 
can save by consolidating your errands 
to drive less or by replacing an old fridge 
(and, yes, there are rebates for that).

As more and more people in the Berk-
shires use the tracker, the combined impact 
will keep growing. And Living the Change 
Berkshires will keep sharing the results.

When you talk with people about doing 
what they can to fight climate change, the 
carbon tracker is a handy resource with 
lots of suggestions all in one place. We 
would like to encourage BT&C readers to 
become advocates for the Cooler Commu-
nities Challenge. Please share the calcula-
tor with your friends, family and col-
leagues, or anyone else who feels that they 
cannot do anything about climate change 
or their high energy costs.

Ulrike Nagel
Living the Change Berkshires

uli@livingthechangeberkshires.com

fruits, you luck out! Fruits come with their 
own packaging – the peel. For sliced fruit 
and veggies, choose a reusable container 
made of glass or metal, or whatever feels 
right for you. For dry snacks, also opt for 
a paper alternative or the reusable silicone 
bags mentioned above. Make sure to pack 
reusable silverware and add in a cloth 
napkin if you want to earn some extra 
eco-credit.

For those of you who are thinking, 
“This sounds great, but I’m so busy right 
now,” I have a question for you: When are 
you not busy? Yes, the school season is 
coming up and so are fall sports, holidays, 
spring cleaning, and then summer all over 
again. Think about some of the sugges-
tions stated above and get creative with 
what you can do to be more sustainable 
both in and outside the home. Of course, 
you can also attend one of our zero-waste 
workshops, which are free, family-friend-
ly, and available throughout the county.

So what are you waiting for? Set your 
goal now while you’re thinking about it 
and jump-start your journey of sustain-
ability. If you come across any hurdles, 
our community is full of resources such as 
BZWI to help support your efforts to be 
more sustainable.◆

Upcoming Zero-Waste Workshops
(free and open to the public)

NORTH ADAMS: UNO Community Cen-
ter, 5  to 6 p.m. on Aug. 21 and Sept. 18

PITTSFIELD: Tyler Street Lab, 6 to 7 p.m. 
on Sept. 12 and Oct. 10

SHEFFIELD: Sheffield Public Library, 5 
to 6 p.m. on Sept. 10, Oct. 8, Nov. 12 and 
Dec. 10

To learn more about what each workshop 
entails or for more information about other 
programs, contact Mary Stucklen at Mary@
BerkshireZeroWaste.org. You can also find 
Berkshire Zero-Waste Initiative events 
online on Facebook.

BERKSHIRE ZERO-WASTE INITIATIVE

New resources available for you and 
your business to support sustainability

 We help our local community 
learn and adapt to sustainable 
practices such as zero-waste.

www.danabixby.com  
413-232-7834 

 

Dana Bixby  Architecture  
 

The line drawn with a trowel in the earth is 
of course a trace of a movement. 
 

Tim Ingold, “Up, Across, and Along” 
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Megan Whilden is 
executive director of 
the Osher Lifelong 
Learning Institute at 
Berkshire Community 
College.

Osher Lifelong Learning 
Institute has ever-growing 
impact on our community

OLLI turns 25

BY MEGAN WHILDEN
Twenty-fi ve years ago a group of retired 

Berkshires residents had an idea for an in-
tellectual community of older adults keen 
to learn, share their knowledge and discuss 
the issues of the day. They hosted a public 
meeting hoping a dozen or so people 
would show up. Instead, over a hundred 
came. The result was BILL, the Berkshire 
Institute for Lifelong Learning.

The group met with the presidents of 
Williams College and Berkshire Com-
munity College, who were enthusiastically 
supportive. Williams College offered to 
serve as the fi scal agent for the fl edgling 
group and encouraged its professors to 
teach BILL classes as volunteers. Berkshire 
Community College offered BILL an offi ce 
and space for classes and gatherings.

Fast forward to 2019 and BILL – now 
known as the Osher Lifelong Learning 
Institute, or OLLI – is bigger and busier 
than ever. OLLI’s membership has surged 
40 percent over the past fi ve years, and 
programming has grown tremendously 
over the same time period. Our 1,200-plus 
membership places OLLI at BCC second 
in size only to Boston’s among Massachu-
setts OLLIs.

What is OLLI?
OLLI is a lifelong learning program 

designed especially by and for people over 
50. The classes are non-credit, have no 
tests or grades, and are focused on learn-
ing for the love of learning.

There are 123 independent OLLIs 
across the country, with at least one in 
every state. All receive fi nancial support 
from the Osher Foundation, which stipu-
lates that recipients must be a program 
of a college or university, primarily serve 
people over 50, be membership-based, and 
provide signifi cant intellectual stimulation 
and volunteer opportunities. Beyond these 
basic guidelines, each OLLI develops 
according to the needs and wishes of its 
members and community. The saying is, 
“If you’ve seen one OLLI, you’ve seen 
one OLLI.”

The Berkshires’ OLLI offers more 

than 100 exciting courses, trips, talks and 
gatherings each year for its members and 
the community. We traditionally offer four 
semesters of classes each year – in the 
spring, summer, fall and winter. This year 
we added a second summer semester. It 
was a big success and is likely to continue. 
Each semester features a variety of weekly
classes – held throughout the 
Berkshires – in history, literature, 
the arts, science, current events 
and more. Our edu-
cational offerings are 
open to all regardless 
of education level. While we are designed 
for older adults, anyone of any age can 
join and take classes.

What makes OLLI truly extraordinary is 
that all our offerings are developed by our 
members. OLLI volunteers deploy their 
decades of knowledge, experience and 
connections to organize classes, recruit 
speakers, scout new tour destinations and 
more.

The Berkshires’ OLLI is one of only 
three in the nation to be hosted by a com-
munity college. “BCC is proud to be one 
of the few community colleges in the 
country to feature an OLLI program,” 
notes Ellen Kennedy, president at BCC. 
“Having an intergenerational campus 
sends a strong message to our students that 
learning is a lifelong pursuit to be pursued 
with passion and joy.”

Our OLLI is also unusual in that it part-
ners with not just one but all of the higher 
learning institutions in the Berkshires: 
Williams College, the Massachusetts 
College of Liberal Arts, Bard College at 
Simon’s Rock, and BCC, our home. We 
also partner with more than three dozen 
cultural and community organizations – 
including the Mahaiwe Performing Arts 
Center, Shakespeare & Company and 
Barrington Stage Company – in a variety 
of ways.

OLLI offers more than learning
Keeping mentally and physically ac-

tive, socializing and volunteering are all 

scientifi cally shown to be essential for 
healthy aging, and OLLI offers all of 
them. Our members create and curate our 
programs, make new friends and give 
back by volunteering.

OLLI makes many unique contributions 
to the quality of life of our community as 
well.

Our members mentor BCC students 
– many of whom are fi rst in their fam-
ily to attend college – providing support, 
information and a friendly ear.

Every May we present a free public 
lecture by a nationally known speaker. 
The Mona Sherman Memorial Lecture 
series has brought to the Berkshires CNN 
chief White House correspondent Jim 
Acosta, author and commentator Cokie 

Roberts and MSNBC Morning 
Joe co-host Mika Brzezinski, 
among others.

Each semester, 
OLLI volunteers fi lm 
some of our classes 

for local cable access stations, allowing 
those who are unable to leave home to 
enjoy our offerings. We also offer needs-
based scholarships to help ensure that 
everyone who wishes to can enjoy OLLI 
programs.

OLLI’s rewarding offerings help draw 
new residents to the Berkshires. These 
retired adults are looking for intellectual 
stimulation along with cultural attractions 
and natural beauty. They contribute to the 
local economy and often bring family and 
friends here to visit, and perhaps stay.

What’s new at OLLI?
In the past fi ve years OLLI has more 

than doubled the type of programs it offers 
its members and the general public. New 
since our 20th anniversary in 2014:

University Days – daylong explorations 
of current topics with a variety of speakers 
and activities. Past University Days have 
focused on diversity and the arts, criminal 
justice reform, and the events of 1968 in 
context of their long-term consequences. 
This August we hosted an ambitious Uni-
versity Day titled “Living Longer, Living 
Better: Changing the Culture of Ag-
ing,” featuring the internationally known 
anti-ageism advocate and author Ashton 
Applewhite.

Shared Interest Groups – peer-led 
circles for exploring topics and activities 
of common interest, from contemporary 
gender roles and American Indian art to 
French conversation and mystery novels.

Open Houses – free public previews 
of upcoming class offerings with OLLI 
instructors and information about our 
programs.

Annual Volunteer Leadership Acad-
emies – OLLI offers unparalleled oppor-
tunities to volunteer in substantive ways 
– from organizing and teaching classes 
to website management, leading special 
events and travel, and much more. Every 
year we provide a solid grounding in 
OLLI’s history, structure, challenges and 
opportunities for members interested in 
helping to lead the program.

Hello OLLI! TV Program – OLLI part-
ners with Pittsfi eld Community Television 
and the Horizons program at Miss Hall’s 
School to produce a lively TV interview 
program called ”Hello OLLI!” It’s just 
one of several intergenerational initiatives 
OLLI now participates in, including the 
Community Works initiative at William-
stown Theatre Festival, our OLLI/BCC 
student mentoring program, and intergen-
erational University Days at Bard College 
at Simon’s Rock.

What’s next for OLLI?
OLLI continues to grow and expand. 

Our fall 2019 semester schedule is our 
biggest ever, featuring 29 classes in Pitts-
fi eld, Williamstown, Great Barrington, 
Stockbridge and Lenox. Topics range from 
Italian Renaissance women and Lawrence 
of Arabia to philosophy, logic and today’s 
headlines (a lively discussion course that 
is offered every semester.)

If you’re interested in learning more 
about OLLI and our fall semester, join 
us at OLLI’s Fall Open House on Aug. 
27 from 10 to 11:30 a.m. on the BCC 
campus in Pittsfi eld. The semester begins 
Sept. 16.

And everyone’s invited to celebrate with 
us at our 25th anniversary gala on Sept. 
12 at the Proprietor’s Lodge on Pontoosuc 
Lake in Pittsfi eld. All proceeds benefi t 
OLLI’s educational programs.

For more information or to register for 
classes, visit www.berkshireOLLI.org, call 
413-236-2190, or email olli@berkshirecc.
edu. Gift memberships are available and 
make the perfect gift – especially for re-
cent retirees, new residents and those who 
have lost a spouse. Learning for the love 
of learning, meeting new people, and the 
substantive volunteer opportunities avail-
able through OLLI at BCC will invigorate 
your friends and family members, as well 
as our entire Berkshire community.◆

20191994
CELEBRATING 25 YEARS
AT BERKSHIRE COMMUNITY COLLEGE
OLLIOSHER

LIFELONG
LEARNING
INSTITUTE

Lee Bank & Berkshire Grown
CULTIVATING COMMUNITY
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BY ERIN SULLIVAN
A new mother coming to a play group. 

Children attending our child care center. A 
social worker introducing a six-year-old to 
his new foster family. A home visitor work-
ing with young parents and their children.

These services have been part of the 
work of Berkshire Children and Families 
for decades.

Now, however, we also include services 
such as support and education for fathers, 
a group for young people identifying as 
LGBTQ+, a music program for social 
change, working with new immigrant 
families, and gang and violence prevention 
work.

Our services have evolved to meet the 
growing needs of our community. And, 
with this in mind, Berkshire Children and 
Families began a strategic process to find a 
name without labels that is as inclusive as 
our services and full of possibilities.

That new name – 18 Degrees – was 
introduced to the community on July 16. 
“We’re the same organization you’ve 
always known, but needed a new name 
that is as inclusive as our services,” said 
Colleen Holmes, our president and CEO, 
in making that announcement.

Our new name reflects this in a few 
different ways. For one, 18 Degrees is 

the position of the sun as it is just coming 
over the horizon at daybreak. Although it 
is just out of sight below the horizon, that 
first light lets us know that a new day is 
coming. Our work is to help people and 
families find their way to new beginnings, 
and to walk with them along the way as a 
better day comes to light. So, 18 Degrees 

is a great metaphor for what drives us as 
an organization.

In our 132-year history serving both the 
Berkshires and the Pioneer Valley, this is 
not the first time our name has changed 
to reflect the needs of the community and 
the services we provide. In fact, this is the 
eighth name change!

As 18 Degrees, we continue to promote 

the well-being of children and the strength 
of families to build better communities in 
the Berkshires and Pioneer Valley.

We provide education, parenting skills 
and support, prevention and intervention, 
advocacy, and life skills across a spectrum 
of programs serving people and families 
in four areas: early education and care, 

foster care and adoption, child and family 
well-being, and youth and community 
development.

We have 15 different programs with 
locations in Pittsfield, North Adams (com-
ing in September), Greenfield, and Hadley. 
With a name like 18 Degrees, we are not 
tied to one geographic location or specific 
populations.

Also, some young people we serve 
feel a stigma in being associated with an 
agency with a nonprofit-sounding name. 
As 18 Degrees, we sound like any other 
brand or organization that might be in their 
life, and this lets them participate in our 
programs without the stigma they might 
otherwise feel.

In these and other ways, our new 
identity as 18 Degrees reflects the work 
we do every day, and that we aspire to do 
more broadly in the years to come: bring-
ing new beginnings to light for those we 
serve, even when these new beginnings 
are not obvious at the outset of our work 
together. 

We know our new name will spark 
questions, and will stand out a bit from 
other social service agencies – and that 
suits us just fine. Our new identity as 
18 Degrees gives us the opportunity to 
tell the story behind our name to anyone 
who asks, and it gets at the heart of our 
mission – every child in a family, every 
family in a community.◆

Erin Sullivan is direc-
tor of community rela-
tions at 18 Degrees, 
formerly Berkshire 
Children and Families. 
She can be reached at 
413-448-8281 ext. 236. 

FROM ‘BERKSHIRE CHILDREN AND FAMILIES’ TO ‘18 DEGREES’

New name reflects evolution of organization’s mission

We know our 
new name will 

spark questions, 
and will stand 
out a bit from 
other social 

service agencies 
– and that suits 

us just fine.
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Allen Harris is the 
owner of Berkshire 
Money Management 
in Dalton. He can be 
reached at AHarris@
BerkshireMM.com.

BY ALLEN HARRIS
If you’re a business owner, chances are 

that you are alone in making your most 
important business decisions. At least it 
feels that way for some, and so they smart-
ly crave a CEO-like partner, but without 
giving away complete control.

If you’re a business owner in the Berk-
shires, you’re fortunate enough to have 
the only hyper-local Business Confi dence 
Index (BCI) in the nation to play a role in 
helping you make those tough decisions.

A little over two years ago, in May 
2017, I launched the fi rst fi ndings of the 
Berkshire Business Confi dence Index. It is 
measured by surveying nearly 4,000 Berk-
shire-based businesses with 10 constant 
questions. Each question – or component 
of the BCI – either adds to or subtracts 
from the overall BCI score. A reading of 
greater than 50 signals increased economic 
activity. Less than 50 indicates a contrac-
tion in activity, and 50 corresponds to no 
change. The most recent BCI just ticked 
down to 57.965 from a previous reading 
of 60.3.

The mission of the Berkshire BCI is 
to give business owners and chief execu-
tives the information they need to make 
business decisions confi dently. It identi-
fi es problems – and then we, as a business 
community, use each other as a resource. 
This has been accomplished, in part, by 
asking more than just the constant 10 
questions used to measure the Berkshire 
BCI. The questions include, for example: 
“How do you expect overall business 
conditions in the Berkshires to change 
over the next six months?” or “Has your 
company raised prices for its goods and 
services during the past three months?”

There are also questions that are timely 
and meaningful to the region. Respon-
dents fi ll up the margins with their own 
notes. The results of the Berkshire BCI are 
distributed in newsletter form along with 
columns of advice. Most of that advice 
is either directly lifted from respondents’ 
comments written on the survey, or from 
conversation spurred on with fellow busi-
ness owners as we discuss the fi ndings 
over coffee or lunch.

For instance, we wrote a near-disserta-
tion on hiring strategies, and then contin-
ued that conversation with local busi-
nesses by partnering with the Associated 
Industries of Massachusetts to host a live 
panel discussion at our Berkshire Money 
Management offi ce.

We also hosted a series of other live 
roundtable discussions with local busi-
ness owners sharing how they achieved 
their wins as well as how they met their 
challenges. We talked about such things 
as how to launch new products; and that, 
while our industry’s biggest disruptors 
may pose threats, they are also sources of 

new revenue growth and scalability. We 
even brought in Marcus Lemonis, the star 
of CNBC’s The Profi t, for a two-and-a-
half hour discussion on the pains only we 
business owners would understand, and 
how to address them.

Some of the positive lessons learned 
from the Berkshire BCI (using updated 
numbers from the July BCI) are that:

• 46 percent of all business owners 
report improved business conditions since 
the previous survey,

• 31 percent have been able to raise 
prices for their goods and service over the 
last three months,

• 56 percent have experienced sales growth 
over the last year,

• 64 percent are in-
vesting in new equip-
ment and software,

• 10 percent intend 
to invest in new space 
in the Berkshires, and

• 62 percent say it’s 
easy to obtain reason-
able fi nancing to fund growth initiatives.

The Berkshire BCI’s value isn’t just 
pointing out the good news, but helping 
companies recognize where they need 
change. Over the last two years we have 
found that:

Running a business is hard – Most 
business owners are “accidental” busi-
ness owners. They started their business 
because they were good at their craft. 
Then one day people started calling them 
“boss.” Their skill set and formal educa-
tion wasn’t in strategic planning; they 
had to learn that on the fl y. As a result, 
business owners are pulled in too many di-
rections and can’t focus their efforts where 
they are most valuable.

Good employees do not make good 
teams – They say good help is hard to fi nd. 
But, even when you can fi nd good help, 
your team can be dysfunctional. As Patrick 
Lencioni wrote, “It is teamwork that re-
mains the ultimate competitive advantage, 
both because it is so powerful and so rare.” 
Business owners struggle to achieve maxi-
mum growth because it’s hard to get their 
team to communicate without confl ict.

You’re gonna die with your boots on – 
Nearly 20 percent of Berkshire business 
owners intend to sell to or merge with a 
larger acquirer within the next two years, 
but only 2 (yes, 2) percent of respondents 
are interested in buying or acquiring other 
businesses. More than one third (36 per-
cent) of respondents intend to sell within 
fi ve years, with even fewer potential 
buyers.

You can’t rely on family, friends 
or employees for feedback – Business 
owners are yearning for a trusted busi-
ness advisor. Not a cheerleader. Not a 
Yes-person. Business owners are seeking 

someone who can talk to them like an 
educated, organized partner, who will give 
objective feedback and, when needed, will 
hold them accountable. Someone who will 
give them a competitive edge. Unfortu-
nately, business owners rely on colleagues 
as “sounding boards” as opposed to hiring 
a formal CEO, or even partnering with a 
fractional-CEO.

It never stops – For business owners 
to be successful, they must continually 
reinvent themselves and their company. 

Trends, best practices, 
consumer buying 
habits, technology – 
everything is always 
changing. Your busi-
ness looks different 
than it did a decade 
ago. And, if you don’t 
stop doing things the 

way you always have, your industry will 
pass you by in the next decade and you’ll 
be out of business.

Your customers are “loyal” because 
of “quality customer service” – Your 
customers aren’t as loyal as you feel 
they are (emphasis on “feel”). Very few 
companies have surveyed their custom-
ers. They are left feeling their clients are 
loyal, but not knowing for sure. And I’m 
sorry to tell you, but customer service is 
a minimum standard nowadays – it’s not 
how you’ll differentiate yourself from 
your competition.

Owners are blind – The vast majority 
(86 percent) have not completed a strategic 

review; they have not planned to achieve 
their vision by defi ning and assigning the 
proper tactics and strategies required to 
accomplish the fi rm’s objectives.

The Berkshire BCI is a place where 
business owners are comfortable sharing 
their vulnerabilities. And that intuitively 
makes sense – most of their concerns are 
business related. Our local business own-
ers are great earners, tremendous at their 
craft, fearless, charismatic, and champions 
for their people. But, in most cases, they 
were forced into the position of CEO 
while never being able to assume that 
role full time. And even when they get a 
chance to take off all their other hats and 
slip on the cap of CEO, their attention to 
working on the business instead of work-
ing in the business is distracted.

They know this and, rightfully, are 
proud of all they’ve accomplished with-
out formal training. But they’re also intel-
ligent enough to know that they could 
really kick it into higher gear and beat 
their competition if they had a CEO-like 
partner.

The Berkshire BCI is trying to fi ll that 
role by comparing actions and trends 
and sharing advice and solutions among 
business-owning tribe members.

The more data we collect, the more valu-
able the Berkshire BCI will continue to be to 
you. When future surveys reach your desk, 
or your email inbox, I encourage you to fi ll 
out the survey and augment it with com-
ments regarding your concerns, challenges 
and successes. We want you to be part of the 
conversation.◆

Allen Harris is the owner Berkshire 
Money Management in Dalton, managing 
investments of more than $500 million. 
He is a Certifi ed Value Growth Advisor 
and Certifi ed Exit Planning Advisor for 
business owners, and the author of Build 
It, Sell It, Profi t – Taking Care of Business 
Today to Get Top Dollar When You Retire.

Berkshire Business Confi dence Index can help make it less so

It’s lonely at the top

The mission of the 
Berkshire BCI is to give 

business owners and chief 
executives the information 
they need to make business 

decisions confi dently.
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inda Dulye has built a multi-decade 
career around the related issues of

internal communications and 
workforce development, with an empha-
sis on promoting the professional growth 
of the next generation of leaders and 
enhancing the value of both what they 
bring to the job and what they get back in 
return.

Dulye’s efforts in this area have 
encompassed several leadership posi-
tions in corporate communications and 
change management at major corporations 
across various industrial sectors, as well 
as consulting work through her own firm, 
Dulye & Co., where her “Spectator-Free 
Workplace” programs have delivered 
measurable gains in productivity, retention 
and morale.

Another facet of her work over the past 
decade has been the Dulye Leadership 
Experience (DLE), a focused program she 
developed in conjunction with her alma 
mater, Syracuse University, to prepare 
graduating students from SU for the 
first steps into their professional careers. 
Launched in 2008, this annual weekend 
retreat was held at various venues in the 
Berkshires, where Dulye was at that time a 
part-time resident.

In 2016, Dulye – who had by then be-
come a full-time resident of Lanesboro – 
took the DLE program in a different direc-
tion that focused not on those new grads 
just starting their careers but on young 
professionals already in the workplace and 
looking to take their next steps forward.

This led to the first DLE Gen Now Re-
treat in November 2017, targeting the mil-
lennials who are positioning themselves 
to become the next wave of managers and 
leaders in tomorrow’s workplace.

Through both the SU and Gen Now 
iterations, Dulye has also focused on cre-
ating a vibrant, dynamic sense of commu-
nity among alumni of the retreat. Through 
an online learning portal, newsletters and 
other programs, these past participants 
can access resources and information to 
assist in their ongoing career develop-
ment. They can also share their own sto-
ries, successes and lessons learned along 
the way, providing insights that resonate 
with their fellow alumni.

As an outgrowth of the DLE Gen Now 
Retreat, Dulye has recently launched a se-
ries of Open Forums, one-day complimen-
tary events on specific topics such as get-
ting involved with area nonprofits and local 
politics, in conjunction with 1Berkshire 
and other regional organizations.

The 2019 DLE Gen Now Retreat will 
be held Nov. 1-3 at Proprietor’s Lodge 
in Lanesboro (information at dle.dulye.
com). Arrangements have been made for 
the retreat’s opening session to be held at 
the newly completed Berkshire Innovation 
Center in Pittsfield. 

“A strong advocate for collaboration, I 
am thrilled that Ben Sosne, the executive 
director of the Berkshire Innovation Center, 
and I are working together to bring premier 
leadership development to the Berkshires at 
the BIC,” Linda Dulye commented. “Our ac-
tive discussions include having the BIC host 
the first day of the 2019 Dulye Leadership 
Experience Gen Now Retreat on Nov. 1.” 

This will mark the first such use of the 
high-profile $14.5 million facility, which, in 
addition to its core functions as a resource 

and incubator for advanced manufacturing 
and technology, is intended to serve as a 
focal point for collaborative networking, 
education and workforce development 
(March 2019 BT&C).

In addition to her consulting business and 
organizing the DLE Gen Now Retreat, Du-
lye serves on the board of the Pittsfield Eco-
nomic Revitalization Corporation (PERC), 
where her background in mentoring, coach-
ing and workforce development support the 
organization’s overall mission to further the 
county’s economic development and social 
welfare by increasing employment opportu-
nities and facilitating growth and develop-
ment of small businesses.

In advance of this year’s Gen Now 
Retreat, BERKSHIRE TRADE & COMMERCE 
spoke with Linda Dulye about the dy-
namics of the program, how it addresses 
some of the specific issues and challenges 
that millennials face in their own career 
development, and how this ties in with 
the region’s broader efforts to recruit and 
retain young professionals across several 
important industry sectors.

BERKSHIRE TRADE & COMMERCE: 
What led you to launch the original Dulye 
Leadership Experience retreat program in 
2008? What was it geared to?

LINDA DULYE: I had a corporate career 
and, having grown up in a family business, 
knew at some point I would start a busi-
ness myself, which I did in 1998. It was a 
consulting firm working around workforce 
development and leadership effective-
ness. Through my work with my clients, 
the firm really focused on large, complex 
organizations going through the dynamics 
of change. What I saw was very smart – 
technically smart – new hires, young pro-
fessionals coming into the workforce from 
college into their first jobs and struggling 
with the transition.

So, I grew up in a family of Syracuse 
University graduates and, all in the tradi-
tion of giving back, I came up with this 
idea of developing a program focused 
on college students transitioning into the 
workplace to help them from a standpoint 
of owning their careers – how to transition 
with the right leadership skills that will 
help them build a successful professional 
and personal life. I developed the curricu-
lum and sat down with the dean of arts and 
sciences at SU, and he got it.

We did a pilot program in 2008 that was 
extremely successful, and the program 
became a university-wide program that ac-
cepted students from any of the 13 schools 
and colleges at SU.

BT&C: Why did you base the program 
in the Berkshires?

DULYE: I happened to headquarter this 
annual retreat in the Berkshires because 
of my ties here. My first GE job was in 
the Berkshires. I fell in love with the 
Berkshires and got a second home here. I 
wanted to have the retreat here to get par-
ticipants away from their own worlds to a 
level playing field. Nobody was from here, 
no one knew what to expect. It worked 
well. The Berkshires in the off-season is a 
great place to do this kind of retreat.

Until 2016 the focus was on under-
graduates, and more than 500 had been 
through the program in different iterations. 
And, in a way, it was nice to showcase the 
Berkshires to these students because: Who 
knew? One of these new grads might at 
some time want to come back and work 
here. There was a little bit of that in mind 
as well.

Driving force behind 
DLE Gen Now Retreat 
discusses millennial 
workforce dynamics

NURTURING OUR NEXT GENERATION OF LEADERS 

“I strongly feel the Berkshires 
can be an attractive base for 

young professionals, including 
those not from the area. We have 

an incredible oasis here where 
people can come and step into 
a new realm of thinking about 

themselves or their situations.”
– Linda Dulye
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BT&C: How did the transition to the 
Gen Now format come about?

DULYE: By 2016 I had moved to the 
Berkshires full time and was getting in-
volved in the community, getting to know 
the people at 1Berkshire, and really work-
ing to see how to help young profession-
als here. I realized we need to do more to 
help young professionals – to recruit them, 
grow them and keep them. And I saw that 
the offerings for professional develop-
ment were not very robust. I had many 
conversations to help me get into this new 
mindset of transitioning this program to 
a different audience in a way that would 
provide something that is benefi cial to the 
person as well as the community.

BT&C: Who did you have these conver-
sations with?

DULYE: As a newcomer, as a former 
reporter, I’m used to talking to every-
body. And, whether it was people leading 
nonprofi ts or people leading companies, 
I wanted to understand some of their 
challenges in having a workforce where 
you’ve got robust young professionals. 
I took some time understanding what 
1Berkshire was doing and if there were 
any other kinds of retreats or leadership 
programs. I didn’t want to confl ict with 
those. I wanted to do something that was 
collaborative. My fi rst step was to transi-
tion the retreat, completely redesign it and 
create a new “product” – called the Gen 
Now Retreat – geared for young profes-
sionals under 40.

BT&C: This shifted the emphasis away 
from the college graduate demographic to 
the young professional?

DULYE: Yes, to the next generation. 
You’ll hear it referred to as the next gen-
eration of leadership.

BT&C: Was the target for people from 
the Berkshires or from outside the area?

DULYE: Not exclusively from the 
Berkshires, but I wanted maybe two-thirds 
Berkshires. I always wanted a blended 
group because having folks who aren’t 
from here adds to the diversity of think-
ing. It also was not something targeted to 
a specifi c industry, say, the fi nancial indus-
try, but was for all industries – for profi t, 
nonprofi t, a real diversity.

At the fi rst retreat in 2017 we had 12 of 
40 participants from the Berkshires. Last 
year we went to 45 participants, and 35 
were from the Berkshires.

BT&C: So SU is no longer participat-
ing on any level?

DULYE: No, it’s no longer done in part-
nership with the university. But realize that 
a lot of the alumni stay involved in our 
programming – whether through the portal 
or newsletter. So there’s still that dynamic.

BT&C: Over the years, you have been 
operating your consulting fi rm, Dulye & 
Co., and working with clients in related 
areas of workforce development. How has 
that work infl uenced the retreat and other 
programs you’re developing?

DULYE: My focus has been working 
on internal rather than external issues: 
workforce communications, collaboration, 
leadership development, and something 
you probably hear a lot about today called 
employee engagement – in the context of 
getting employees engaged to keep your 
business constantly fresh and moving 
instead of standing still. Dynamic change 
is a constant, whether you’re a big fi rm or 
small fi rm, and getting your employees to 
understand it and embrace it will help you 
move forward with it.

continued on next page

www.BerkshireCommercialProperties.com

COMMERCIAL SALES & LEASES
BUSINESS BROKERAGE SERVICES

INVESTMENT PROPERTIES

35 Railroad Street • Gt. Barrington, MA

Tony Blair
tonyblair@att.net

413-329-3879

Leader in Commercial/Industrial 
Sales and Leases 

in Berkshire County in 2018!

Rich Aldrich
rich.aldrich01238@gmail.com
413-243-1739

PRIME DEVELOPMENT PARCEL 68 ACRES
$3,800,000 • 36 PITTSFIELD ROAD, LENOX

• 25 ACRES ZONED MIXED COMMERCIAL & RESIDENTIAL USE
• 43 ACRES ZONED FOR RESIDENTIAL USE

This unique property along Routes 7 & 20 in Lenox lends itself to development with a
combination of retail, entertainment, office and residential spaces. High visibility, two
dedicated curb cuts including a signaled intersection and high traffic count (35,198 AADT
in 2018).  There are about 17,325 SF of existing footprint within a total of 8 buildings on
the property which might be useable for their value as pre-existing non-conforming space.

Some development constraints with slope, wetlands and species.

For a detailed offering memorandum contact Rich or Tony.

BEAUTIFULLY MAINTAINED PROPERTY PERFECT 
FOR PROFESSIONAL OFFICES OR MIXED USE

$649,000 - 13 PITTSFIELD RD., LENOX
• PROPERTY IN C3A & GATEWAY MIXED USE OVERLAY DISTRICT

Stately Lenox property situated along Route 7 with excellent visibility and easy access.
Has ample parking, expansive grounds and a small barn at the back of the property.
Ground floor has three large rooms with ample natural light which could become offices
and conference spaces, as well as a spacious entry room / reception area. Small kitchen
to serve staff and guests and sizable bath. Upstairs is currently bedrooms and baths:
could be converted to a beautiful apartment or provide additional office spaces.

For a detailed offering memorandum contact Rich or Tony. 

AUG 2019 - BTandC_Layout 1  8/13/19  10:59 AM  Page 1

IF THESE WALLS COULD TALK
They would talk of Christmases past. After all, these walls have seen a lot of them. 

For years they housed a department store overflowing with the rush of Yuletide 
shoppers. Today, those same walls are part of a sleek, modern hotel filled with 

that same holiday tradition, glamour and cheer. What better way to celebrate the 
holidays than at a magical place that’s been doing Christmas for decades? 

Book your holiday celebration at Hotel on North. 
Where the spirit lives on.

297 north street, pittsfield   413.553.4212    hotelonnorth.com



14 SEPTEMBER 2019 BERKSHIRE TRADE & COMMERCE

continued from previous page
We also do a lot of leadership coach-

ing. That goes from new leaders – in other 
words, those who have been great indi-
vidual contributors who are now manag-
ing a team of people – to senior leaders. 
And helping senior leaders with managing 
in new ways in a new world with a new 
workforce – the millennial workforce. 
That’s really a sweet spot of mine that’s 
been evolving, and that is helping senior 
leaders bring out the best in their millen-
nial workforce.

BT&C: What is it that needs to be 
adjusted in their leadership skills and 
behavior to engage this new workforce of 
millennials? And how does that tie in with 
the Gen Now Retreat?

DULYE: Through my consulting work 
I listen to business leaders and what their 

challenges are with their millennials that 
are coming in. I’ve also spent a lot of time 
with people under 40, and I’ve gotten that 
strong expertise in that young professional 
millennial market, so it ties in very heavily. 
It means, for example, listening to what the 
millennials say are the key factors driving 
them not to stay with a company and to 
move on. We have a situation where this 
fleeing is flagrant right now, where they 
think nothing of checking out after eight or 
12 months in a position and moving on.

In structuring a curriculum for this kind 
of retreat, you need to know both what 
employers are most looking for in their 
next-generation leaders and what the next-
generation leaders are looking for from 
their employers. So it helps having been in 
different types of organizations and being 
able to see in real life what’s going on, 
what the concerns are, and being able to 
address both sides.

BT&C: Have you thought about 
broadening this out and doing retreats in 
different areas, or making that more of a 
focus of what you do and holding more of 
those programs?

DULYE: Absolutely. So, now, as a 
benefit of spending the time talking to 
people, learning the landscape, and hold-
ing our first two Gen Now Retreats, I’ve 
seen there is also a need for topic-specific 
workshops. The array of skills and com-
petencies that we address in the retreats 
could each be turned into a workshop unto 
itself. Particularly communications, which 
is one of the biggest challenges in organi-
zations today.

BT&C: Do you mean communications 
within an organization? How is that a 
challenge?

DULYE: Take the concept – the dynamic 
– of creating impressions, for example. 
We have a next generation of leadership 
where the concept of establishing hand 
contact and eye contact is very new because 
they’ve been dropping their heads down [at 
their smartphones] for so long. You can’t 
build a relationship with your head down, 
looking in your palms. You cant do it. And, 
let’s face it, one aspect of the workplace 
that isn’t changing is we tend to do business 
– and want to employ people – with whom 
we can have a good relationship.

So, that whole art of relationship build-
ing and networking is probably what’s 
going to help you – whether you’re an en-
trepreneur, or looking for a new job within 
a company, or at a whole new company. 
It’s through that professional network that 
it’s going to happen first.

BT&C: Beyond where they are com-
ing from geographically, how are these 
next-generation leaders finding their way 
to your retreat? Are they sponsored by 
their employers? Are some of them self-
enrolled?

DULYE: There’s a mix. And, by the way, 
the ideal is where a company sponsors 
a high-potential employee, where they 
invest in that individual. And the reason I 
say this is that what millennials want most 
isn’t a bigger paycheck. It’s wanting you 
to invest in their development – whether 
that’s through training or expanded oppor-
tunity that you’re giving them, or access 
to a premier customer. They want the gift 
of knowing they’re doing a great job and 
you’re investing in them.

And one of the desired outcomes of the 
retreat is that the employee comes back 
– that high-potential employee – highly 
motivated, armed with new strategies and 
insights and experiences and relationships 
to more fully contribute and add to their 
value.

BT&C: The cost of the retreat is not 
nominal. Does it present a barrier for 
some individuals?

DULYE: It’s $850 for three days and 
it includes their meals, and we’re at a 
premier lakeside facility at Proprietors 
Lodge. Everything is done with an eye on 
excellence – from the caliber of the people 
coming in to speak as well as the people 
coming to participate.

A good third of participants don’t 
have their companies’ backing. And how 
they get there is that I personally award 
scholarships.

BT&C: When people sign up, are they 
expressing specific things they are looking 
to get out of this retreat?

DULYE: Yes, it’s interesting because we 
just started a marketing campaign called 
“Why Apply” – what’s the one thing you 
most want to leave with answers to. One 
of our young applicants tells us she needs 
to know – and this is, by the way, a very 
big trend with millennials – how to work 
through difficult conversations and con-
structive feedback in person. Remember, 
this is a generation that has been doing 

that online with texting and all. But, now, 
with managing and leading senior projects, 
they’re going to have to have these tough 
conversations in person.

So, having difficult conversations is 
one, goal setting is another. But, if you 
look through the list, one of the most 
prevalent ones we’re seeing is imposter 
syndrome. It is a rising challenge for 
young professionals. You and I might call 
it a lack of confidence, but it’s much more 
than that. It’s actually being overcome 
with lack of confidence – almost internal 
inertia to a stress point – when they’re get-
ting a promotion or they’re going to do a 
presentation or having a meeting with one 
of their largest customers. They immedi-
ately start doubting their capabilities.

BT&C: So, it’s a pervasive lack of confi-
dence that they’re feeling?

DULYE: Yes, pervasive. We have a 
young woman coming [to this year’s 
retreat] to do a tandem session on this sub-
ject with Andrea Lein, head of school at 
the Dewey Academy in Great Barrington. 
She’s this dazzling, amazingly talented 
26-year-old who’s constantly saying, “I’m 
not good enough, I’m not worthy, they’re 
going to see through me, they’re going 
to know I don’t have the credentials.” 
And she does! But she puts herself in this 
spiraling down and this mindset that, “I 
can’t do this. Why do they think I can do 
this?” She’s pairing up with Andrea, who 
has a Ph.D. in psychology, and we’re go-
ing to talk through this – how do you work 
through this imposter syndrome.

BT&C: What are some other key things 
people are looking for?

DULYE: “When do I transition in my 
career?” “How do I know if I should go to 
another industry?” “Whether I should go 
to another level?” “What am I supposed 
to do when I feel stuck?” “I’m two years 
into something and I don’t feel I’m getting 
anything out of it and don’t know where 
to go.” This sense of career inertia is also 
very common. “I’m stuck, I’m not moti-
vated, no one’s recognizing me.”

BT&C: Some of that may be really 
helpful for overall career development, but 
that could also engender an openness to 
explore other opportunities outside of their 
current place of employment. Given that the 
companies are in most cases underwriting 
their participation, is there an inconsistency 
here, and how do you reconcile that?

DULYE: I’ve had companies say, “I 
don’t want to send my person there 
because then they’re going to leave me.” 
So, here’s the deal. If you’re worrying that 
someone is going to leave you, it isn’t be-
cause of something they do over a week-
end. It’s because of something that’s been 
going on for six months or eight months. 
There’s been something not right.

Our program isn’t designed to have 
someone come back and quit their job. It is 
designed for them to take a look at where 
they currently are and where they can step 
up in their current role – or perhaps step 
sideways to another role, because lateral 
growth is an important aspect of develop-
ing your personal portfolio. Maybe you’re 
going to go do a stint in, say, marketing, 
or maybe another division of a company if 
it’s a large company. Or maybe it’s about 
stepping into new things beyond work, 
this dynamic of giving back. Maybe you 
can get the boost you need by joining the 
board of a nonprofit.

So, if you’re looking at jumping ship – 
“Oh yeah, I don’t like this, I’m going to 
leave” – what is it first that you’re feeling? 
What is the issue? We’re going to walk 
you off the ledge and get to the true root 
cause here.

Another thing they leave with is a per-
sonal action plan that they develop one-on-
one through conversations with our speak-
ers – we call them our faculty – and also 
their fellow participants. Remember, there 
are a lot of accomplished people coming 
in here in their own role, they’re subject 

ON THE record
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matter experts in their roles with their own 
companies. So, they become a really good 
cohort for each other very quickly.

BT&C: What is included in this action 
plan, and how is it developed?

DULYE: It’s looking at two or three very 
specifi c actions that you’re going to take 
and own. Ideally, if you’re being spon-
sored by your company, you should fi rst 
sit down with your manager and have a 
conversation about your next year’s goals. 
“What is it that you’re looking for me to 
be able to do in my role – to step up in 
what I can offer this company? How can I 
be of greater value?”

What we want to do during the course 
of the retreat is design this plan so they 
hit the ground running for 2020 – not just 
what they want in their own careers, but 
also what the company is looking for from 
them. And we encourage those managers 
to sit down with them within the fi rst week 
of their return and have a conversation: 
“Take me through your plan and what can 
I do to help you keep on track to achieve 
your goals that you set for yourself within 
the company.”

BT&C: Is this kind of program some-
thing new? Is it being driven by the spe-
cifi c challenges or characteristics of this 
particular generation?

DULYE: I don’t know of anything that is 
like this, in that we like to refer to people 
who have been part of our program as 
our alumni. That is something you don’t 
get with a conference, where there is no 
“community” that continues to have the 
connections and vibe and support. It is a 
vital distinguisher, and I think it is really 
important. Community and connections 
are things that are valued greatly, and 
that’s not a new phenomenon.

BT&C: Why is it limited to just 45 
participants a year?

DULYE: Because you won’t have people 
being proactive. If you go to our [Dulye 
& Co.] website, our tag line is “Spectator-
Free Workplace” – don’t pay people to 
come to work and be on the sidelines as 
spectators. You need people to be on the 
fi eld and playing the game with you. Same 
for a retreat. Could we have a hundred 
people? Absolutely. Will you have the 
same outcome? Absolutely not.

BT&C: Aside from expanding the size 
of the retreat, why hold just a single itera-
tion a year? Have you looked at doing 
these more frequently?

DULYE: So, am I thinking beyond that? 
And the answer is yes. I absolutely want to 
explore – and I am exploring – other op-
portunities to create a more fl uid learning 
and program development platform.

BT&C: Earlier this year we saw the 
release of the Berkshire Blueprint 2.0 by 
1Berkshire and its emphasis on taking ac-
tion in specifi c areas that are important to 
our economic and community development 
(April 2019 BT&C). Among those are tal-
ent development and creating a workforce 
with skills that are in line with the needs of 
current and future employers here. How do 
these goals relate to your own work and 
the Gen Now Retreat?

DULYE: I’m really focused on – and have 
this very strong commitment to – helping in 

the way that I can to support the Berkshire 
Blueprint, and that’s with the talent devel-
opment aspect: the recruiting, retaining, 
growing our young professionals, enhanc-
ing them and enhancing their numbers.

I strongly feel the Berkshires can be an 
attractive base for young professionals, 
including those not from the area. We have 
an incredible oasis here where people can 
come and step into a new realm of think-
ing about themselves or their situations.

BT&C: We have seen a trend over the 
past several years and decades of out-
migration of talent based on the perceived 
lack of opportunity for meaningful employ-
ment and career development here. How 
do we address this kind of problem?

DULYE: There are lots of opportunities, 
and I’m not sure why we are not doing a 
better job talking about them. The opportu-
nities here are vast and rich, and yet I hear 
people say there are no opportunities here. 
We have great startups here like Berkshire 
Sterile Manufacturing who are growing 
dynamically and doubling their workforce. 
There’s Boyd Technologies, General Dy-
namics and others that are all hiring young 
talent here. If you want to be in the hospi-
tality business, you’ve got premier names 
in the industry hiring here. So, I’m not sure 
where this “we don’t have opportunities” 
idea is coming from. They’re here.

I look at what’s going on around us and 
see we now have a 12-month investment 
by Tanglewood into our community with 
the new learning and music center. We’re 
building a great new Berkshire Innovation 
Center, a great new magnet for us. So, I 
think we need to have our eyes on what is 
happening, not on what isn’t happening.

BT&C: How do those young profession-
als you’ve worked with over the years see 
these issues?

DULYE: I run into an increasing number 
of people in their late 20s or early 30s, and 
they’re now at a new career stage in life, 
and they’ve gotten married and maybe 
they’re going to have a child or already 
have one. And they’ve lived in Boston and 
held two jobs to make it work. That was 
before they had a kid. And now they’re 
coming back to where they have roots 
and maybe some family to help them with 
child rearing so they can maintain profes-
sional careers. So, they did their city stint.

I see that with a lot of grads from my 
program when it was with Syracuse. 
They’re getting married, they’re having 
babies and moving out of the cities they 
went to to start their careers. What was 
important in their 20s isn’t in their 30s, 
and a lot of the things they’re looking for 
now are things that are assets here!

There are also examples of people who 
are coming to the retreat who are from the 
Berkshires, who went to school here, left 
and came back. And they have a great story 
to tell about why they’re coming back here.

BT&C: Moving away from the Gen 
Now Retreat, let’s look at some of the 
other Open Forum programs you’ve been 
holding recently. On March 26 you held 
a program called “Nonprofi ts Want You,” 
and on June 10 a forum on “Local Politics 
Distilled.” What’s driving these, and how 
are they being woven into the fabric here?

DULYE: These are topically driven. The 
way we get the topics is by polling young 
professionals about what they most want 
to know about, what from a skills stand-

point they are most in need of, what they 
would like to learn more about relevant to 
our community – questions like that.

The topic of how to get more involved in 
nonprofi ts surfaced very quickly out of poll-
ing we did right after last year’s retreat be-
cause, as I mentioned, on their action plan 
they have to develop specifi c improvement 
tasks for helping their company, growing 
their career and helping their community. 
So, we partnered with Leanna Toscanini at 
the Nonprofi t Center of the Berkshires for 
a program that focused on how people can 
get involved with area nonprofi ts as a way 
of helping the community.

The local politics forum in June came 
out of people saying: “I don’t know any-
thing about local politics, I’m uniformed, 
I’m uninvolved, and I don’t really feel 
comfortable talking about it either.”

BT&C: What kind of response did you 
get to these programs?

DULYE: We had close to 90 people at 
the local politics forum and 32 at the non-
profi t program. We approached the local 
politics forum differently. We partnered 
with 1Berkshire, and Lee Bank was our 
sponsor. We had tremendous interest and 
tremendous engagement.

It worked so well because we left the 
showcase to the young professionals and 
community leaders who participated. We 
did a 30-minute panel with the leaders, 
and then we put each of them at a table 
with eight attendees and a table facilita-
tor, who were also young professionals. It 
was really a showcase of our young people 
leading this. It was well done. We wowed 
people. The feedback was off the charts.

BT&C: Beyond these fi rst two forums, 
what is the plan?

DULYE: We’re going to continue these. 
We’ve done some preliminary planning, 
and there are a couple of topics that we’ve 
talked over and are thinking about.

The next one coming up will be on Sept. 
23 at Hotel on North in downtown Pitts-
fi eld, which will be presented in partner-
ship with Mill Town Capital. Our working 
title for this forum is “The Big Reveal: 
How Pittsfi eld Government Works,” and it 

will focus on how Pittsfi eld government is 
structured and how it operates. We’ll have 
elected, appointed and select municipal 
leaders participating in a panel discussion 
and break-out sessions. The goal is to help 
community members get more informed 
and, hopefully, more involved. (Go to dle.
dulye.com for registration information.)

BT&C: You’re also on the board of the 
Pittsfi eld Economic Revitalization Corpora-
tion. How did you become involved in that?

DULYE: Last November, Jay Anderson, 
the CEO at Pittsfi eld Cooperative Bank 
and chairman of PERC, invited me to join 
the board, thinking I would bring a fresh 
perspective. So I joined PERC in Decem-
ber and am mid-way through my fi rst year.

BT&C: What is that fresh perspec-
tive? And how does PERC’s mission tie in 
with the Gen Now Retreat and your other 
activities here?

DULYE: With my background in men-
toring, in coaching, coming from a family 
business, owning my own business, there’s 
a lot that fi ts in with PERC’s role of foster-
ing economic vitality here in the Berk-
shires. And the crux of that is building 
new leadership and developing our next 
generation of leaders. So, it all ties in very 
strongly with what I see as cultivating the 
foundation for economic vitality.

BT&C: Five years from now, what 
would you like to see as measurable 
results of your efforts with the retreat and 
other forums?

DULYE: I’d like to see a Berkshire 
Leadership Institute. I would like to have 
this be a germinating seed for a leadership 
institute with programming not just for 
young professionals.

BT&C: What is your vision for this? 
What would it be charged with?

DULYE: What it would be charged with 
is providing innovative and impactful 
programming in the realm of leadership 
development and professional development.

continued on page 17

Read Karen’s blogs @  www.linkedin.com/in/autonomyllc

Looking for a Professional Coach?
Whether you’re a successful business owner, manager or 
individual contributor growing your career, the daily tactics 
and � re� ghting take you away from your growth and 
innovation. I work with individuals and businesses
to notice what’s getting in the way and partner
with you to create and sustain e� ective action.  

   Call Karen today for a
   complimentary consultation.  

KAREN O’DONNELL 
Professional

Certi� ed Coach
413-770-1064 • karen@autonomyllc.com

INNOVATION SUMMIT
OCTOBER 3-4, 2019

INTRAPRENEUR CHALLENGE
Innovators from seven leading Berkshire companies compete for $25K

WILLIAMS INN + ’62 CENTER

KEYNOTE: STEVE CASE
AOL FOUNDER, CEO OF REVOLUTION

Lever’s two-day summit will celebrate innovation as an 
engine of economic growth in the Berkshires 

TALKS BY LEADING BERKSHIRE INNOVATORS
Lisa Chamberlain

The Chamberlain Group

Josh Levin
LympheDIVAs

Lead Sponsors MORE INFO + 
FULL SCHEDULE: 
LEVERINC.ORG

Ben Svenson
TOURISTS

Carlo Za�anella
General Dynamics

Chris Kapilo� 
LTI SmartGlass

and more



16 SEPTEMBER 2019 BERKSHIRE TRADE & COMMERCE

Cheeky Fishing
continued from page 1

placeWORK

Upton and an on-site staff handle the 
day-to-day operations. The other owners 
live elsewhere but continue to oversee the 
business.

Upton said they were immediately at-
tracted to the Norad Mill when looking for 
sites in the Berkshires. The 115,000-square-
foot former Excelsior Mill building is being 
redeveloped by David Moresi into a com-
mercial complex housing several dozen 
business tenants.

“This was the first place we looked at, and 
we immediately thought it was awesome,” 
he said. “It’s also very consistent with our 
own company and our goals. We wanted to 
be part of a community of businesses.”

Cheeky Fishing ships about 12,000 reels 
per year, and Wingo ships over 25,000 belts 
and other accessories annually that are sold 
through a dealer network of more than 200 
specialty fishing, outdoor and big-box retail-
ers such as Bass Pro Shops and Cabela’s. They 
also sell products online on their websites.

Upton said that the business is growing 
steadily. “Business is up 30 percent over last 
year, and that rate of year-over-year growth 
has been consistent,” he said.

Its products are manufactured by overseas 
contractors, but the space in North Adams 
houses all of the company’s business opera-
tions, including management and administra-
tion, product R&D and design, and marketing 
and sales.

Their space also serves as its warehouse 
and order-fulfillment center.

“We create the products here,” said Up-
ton. “After they are manufactured, all of 
the merchandise comes here to be stored 
and shipped. Our products are small, so we 
don’t need a lot of room for storage. When 
we need more space eventually, there’s room 
to expand here.”

It presently has an on-site staff of five, 
which Upton said is likely to grow over time.

Flashier fishing
While the company is relatively small, it 

has been an influential force in the fishing 
industry as a pioneer that introduced colorful 
design into gear.

“I can’t say we started the trend towards 
brighter colored fishing equipment alone,” 
said Upton. “But when we started, you had a 
choice of black or silver or gold reels. I think 
we identified a trend that was looming, and 
we were one of the first companies to bring 
that concept to the market. Subsequently 
Cheeky became synonymous with that.”

Cheeky’s website (cheekyfishing.com) 
described their motivation for starting the 
company.

“[We] weren’t satisfied with fly fishing’s 
sometimes stuffy vibe, or the unimagina-
tive, bland look and performance of the 
equipment,” it states. “We wanted a reel that 
performed better, looked better, and reflected 
our own passion and intensity.”

They were also inspired by their equally 
strong love of skiing.

“We…couldn’t help but notice how differ-
ent the ski industry was from the fly fishing 
industry,” the website history continues. 
“In those days, you couldn’t get on a chair 
lift without seeing neon orange and green 
ski pants, bold ski graphics, and constantly 
improving technology…. There were smaller 
upstart ski companies emerging everywhere 
with eye-catching, innovative equipment, 
which in turn was attracting new people to 
the sport and also converting traditionalists 
because it was better.”

Upton noted that the fishing market 
includes people of many ages and back-
grounds. While having an appearance that is 
distinctive, their products are not exclusively 
oriented to the youth market.

“Our products aren’t outrageous or in-
your-face flashy,” he said. “They’re designed 
to be bright and express a love for fishing. 
So they appeal to a broad range of people 
who fish.”

Complex design
They started the business with very little 

capital in their homes in Boston before mov-
ing the business to nearby Watertown.

The development of a fly-fishing reel 
requires complex and precise design and 
assembly to achieve the desired effects 
when casting.

They spent a year of intensive product 
development themselves, using CAD 
software and precision machining equip-
ment. They tested prototypes by taking 
them on the water for intensive trials, and 
intentionally trying to break them to find 
their weaknesses.

In 2011 they completed their first product, 
a 7-10 weight high-performance fly reel 
featuring a fully sealed drag that was anod-
ized in bright yellow and blue. The reel had 

innovative features and high line capacity. 
They used more carbon fiber drag discs than 
other reels and incorporated a titanium casing 
for the sealed drag.

Their product initially had a price of close 
to $700. It received positive reviews and 
generated significant interest, including being 
featured on the cover of Fly Fisherman, the 
world’s largest fly-fishing magazine.

However, with such a high price, sales 
were very slow.

“Our original goal was to help make fly 
fishing more accessible, but we could not 
have afforded to buy our own product,” 
noted Upton.

They initially manufactured the reels in 
the United States. However, in 2012, they 
made the difficult decision to manufacture 
overseas, which enabled them to reduce their 
prices by over 40 percent.

They also developed new variations of 
their reels. Currently they offer five lines of 
products, with multiple variations – ranging 
from the Limitless line with retail prices from 
$325 to $525, to the Preload line priced at $99.

Ted Upton, co-founder and managing partner of North Point Brands, displays some of the fishing reels and outdoor accessories that are produced and sold by 
the company under its Cheeky Fishing and Wingo Outdoors brands. (The inset photo, provided by the company, shows its top-of-the line Limitless 525 Fly Reel in 
greater detail). The growing company recently relocated from eastern Massachusetts to a 3,000-square-foot suite at the Norad Mill in North Adams.
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Cheeky products are sold on their website, 
and at independent and chain fishing and 
outdoors equipment 
stores nationwide.

To help build their 
brand, they conducted 
extensive outreach, 
including sponsoring 
what Upton said is the 
largest fly-fishing tournament in the world, 
the annual Cheeky Schoolie Tournament.

Opportunity to diversify
Wingo Outdoors (wingooutdoors.com) 

grew out of their experience in the fishing 
industry and was started several years after 
they launched Cheeky.

“Fly fishing is a very specific market, and 
we had developed a sales and distribution 
network with Cheeky,” said Upton. “We saw 
an opportunity to diversify in that market. 
Also, many of the products sold by Wingo 
are purchased by people for other outdoor 
activities in addition to fishing.”

They started by designing and producing 
fishing belts based on a similar approach 
to visual design as their reels. They subse-
quently expanded into hats, lanyards, socks, 
belts, tote bags, T-shirts, accessories for dogs, 
and other products.

“The two companies complement each 
other,” said Upton. “Cheeky reels are a 
high-quality durable hard good and a very 
research-driven product. And people who buy 

We’re already seeing a groundswell of 
interest in the retention, growth and attrac-
tion of young talent here. But there’s also 
a need for helping talent that isn’t in that 
under-40 portion.

I see a need for development programs 
for women in leadership, development 
programs for women who are retuning into 
leadership who took a hiatus, development 
programs for leaders over 50. And I really 
do believe, for the more senior level, it’s 
important to understand how to work with 
this new workforce which is very different 
than the generations of the past.

We’re talking about the dynamics of 
leadership excellence that you need if 
you’re doing business today. There are 
constants for helping people be engaged, 
helping you grow relationships, helping 
you develop communication skills and 

them put a lot of thought into their purchase. 
Wingo products, on the other hand, are re-

tail consumables with 
prices from about $5 
to $30 and are more of 
a spur-of-the-moment 
purchase.”

T h e  c o m p a n y ’s 
move to North Adams 

from Watertown was the result of personal 
factors. It was spurred when Upton’s wife, 
Elizabeth, was hired by Williams College as 
a statistics professor.

“It was a great opportunity, but we had 
to think long and hard about how we would 
handle our living situation,” said Upton. 
“We had to figure out whether the family 
and my business should stay in Watertown 
while she commuted to Williamstown on 
some basis, or if we should relocate. After 
considering the options and doing our due 
diligence, we decided to move our family 
and the business here.”

He noted that his partners, who are not 
full-time staff, supported the move, and they 
continue to meet regularly and participate in 
the business.

Upton said that as the business becomes 
established here, they intend to become in-
volved in the community in various ways, 
including seminars, classes and other public 
activities. “Fishing is a community-oriented 
sport, and we’re looking forward to giving 
back to the Berkshires,” he said.◆

Linda Dulye
continued from page 15

confidence skills and networking, regard-
less of what industry you’re in.

Baby boomers are working longer. Baby 
boomers have retired and gone back to 
work. That’s a whole different dynamic. 
I’ve had people say: “My kid went though 
your program. I need something like that. I 
need a freshening. I need an infusion.”

BT&C: Would this be a for-profit ven-
ture? A nonprofit institute? How would it 
be structured?

DULYE: I don’t know yet. And the rea-
son I say that is because there are so many 
opportunities for collaboration on this 
right now. I’m a big believer in collabora-
tion. So – if there are different aspects of 
professional development that need to be 
addressed, if we are looking at how people 
can step up professionally and personally 
whether it’s in the early stages of their ca-
reer, mid-stages, returning stages – why not 
work together on making that happen?◆
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Roots & Dreams
continued from page 1

Worker-owned co-ops (short for coop-
erative) can have many different forms and 
structures, from very small businesses to 
larger enterprises.

They are similar to other businesses in 
many respects. However, rather than the 
normal distinctions between employers and 
employees, the workers in a co-op are the 
owners and they share the profi ts and the 
power to make decisions.

Roots & Dreams and Mustard Seeds (413-
345-2794 or www.rootsandmustardseeds.
com was formed in 2017 and is a 501c3 
nonprofi t organization. It is based in an offi ce 
in the Tyler Street Lab, a recently opened 
community and educational center in Pitts-
fi eld (April 2019 BT&C). Their initial focus 
is on Pittsfi eld, but they hope to expand and 
offer services throughout Berkshire County.

Rose & Cole’s, a transportation co-op, 
was the fi rst operating business they have 
helped launch (see related article on opposite 
page). They are also working with several 
other groups who are exploring or preparing 
to open as co-ops. 

“Our original intent was to combat poverty 
using specifi c levers such as access to trans-
portation and housing, and other necessities,” 
said Hitchcock, who is the organization’s 

executive director. “We focus primarily on 
creating work opportunities and achieving 
those goals through the co-op model.”

Hitchcock also sees co-ops as way to put 
democratic ideals into practice.

“Everyone likes to talk about democracy 
and freedom,” he said. “But, too often, once 
people go to work, none of that applies. 
Instead, workers are spending their time in 
an environment that is authoritarian, or the 
equivalent of serfdom. Worker-ownership 
is one way to democratize the workplace.”

The co-op model can also have practi-
cal advantages for a business, they said. It 
encourages a commitment to quality and 
productivity, and is a motivation to put in 
extra effort, as necessary. 

“Having a personal stake in a business 
means you get back what you put into it,” 
said Fecteau. “When a co-op business does 
well, everyone who works there does well. 
But, if the business is 
not doing well, they 
have the opportunity 
and responsibility to 
share ideas and solve 
problems.”

A basic role of Roots 
& Dreams and Mustard Seeds is to provide 
guidance and other support in the orga-
nizational, legal, and fi nancial aspects of 
establishing a co-op venture.

That includes helping members determine 
the feasibility of a potential enterprise – its or-
ganizational development, business planning 
and fi nancing  – and establishing structures 
and processes for decision making.

In a small venture, all of the workers might 
share equally in profi ts and decision making. 
In others, workers may have shares of dif-
fering amounts, and decisions are handled 
through a management structure and process 
of representation. 

“Setting up and successfully operating a 
co-op requires more than an idea and shared 
values,” said Hitchcock. “Our role is to pro-
vide the skill sets to help people organize their 
business – and to set up the boring policies 
and paperwork necessary to translate heartfelt 
beliefs into a viable enterprise.”

They work with co-op owners to find 
fi nancing. “It’s often a challenge for a co-op 
to fi nd conventional investment or loans, 
especially if its members are on low or moder-
ate incomes,” said Hitchcock. “So it requires 
sources that are willing to accommodate that.” 

They also provide other support, such as 
serving as the fi scal manager for a venture 
until it reaches a point where it can become 
an independent business.

Roots & Dreams relies largely on fees 
from clients to support its activities. 

“The options for client payments are 
fl exible,” said Hitchcock. “In some cases 
we might work on a straight fee-for-service 
basis. Or we might arrange to receive a share 
in the business on a temporary basis. It’s 
very negotiable.”

They also offer free public educational 
programs, including a weekly Thursday 
discussion session on co-op housing. 

Community connection
Roots & Dreams is a very small operation 

and Hitchcock and Fecteau do it on a part-
time basis. It has received some grants, but 
its budget is minimal.

“Our capacity is limited right now because 
we have other jobs,” said Hitchcock. “The 
goal is to gain the time and resources to have 
more clients and eventually be able to do it 

on a full-time basis.”
While Hitchcock 

and Fecteau are the 
primary organizers and 
facilitators of Roots & 
Dreams, they empha-
size there are numerous 

participants and supporters, including board 
members, volunteers and advisors, and other 
nonprofi t organizations and members of the 
business community.

That connection with the community is a 
core of its philosophy. 

A statement of purpose on its website 
explains that the economic dislocations in 
Pittsfi eld and the Berkshires in the last sev-
eral decades have created many challenges.

“Manufacturing/industrial jobs started 
disappearing…and alongside it, access to 
some of our common dreams with the star-
tling reality that we felt no ownership of our 
destiny,” according to the statement. “Many 
were forced into service jobs that focused on 
the ever-growing tourist population with na-
tives feeling more displaced with an increas-
ing awareness of severe income inequality….
The hardships of low wage work undercuts 
access for many living here.”

On the other hand, the community has 
“pulled together in order to effectively re-
spond to this crisis,” it continues. “The tight 
knit partnerships between the local political 
sphere, businesses, not for profi ts and the 
people who live here cannot be matched.”

Diverse ventures
The goal of Roots & Dreams and Mustard 

Seeds is to collaborate and contribute to 
these efforts through the formation of co-op 
ventures.  Roots & Dreams is currently work-
ing with several groups who are forming or 
investigating setting up co-ops.

One venture that has just launched this 
summer is Communitechz, a worker-owned 
IT co-op with about fi ve members. Com-
munitechz provides network and computer 
hardware set-ups, consultations and other 
services. It is based initially in an offi ce at 
the Tyler Street Lab.

Another venture is Gustitos Boricuas, a 
Latino-based catering service. This is also 
supported by Manos Unidas Multicultural 
Educational Cooperative, a cultural, educa-
tional and community empowerment orga-
nization for the central Berkshires. 

Gustitos Boricuas is a small group, or-
ganized by Janette Orengo, who have been 
serving their cuisine informally at local 
community events and to friends and families 
for two years.

Their goal is to form a catering business 
with a commercial kitchen. Roots & Dreams 
has been working with them explore the fea-
sibility of structuring it as a worker-owned 
co-op and developing a fund-raising plan that 

incorporates their fi rst year of payments for 
renting a kitchen.

Fecteau noted that Gustitos Boricuas has 
recently made arrangements with Southern 
Comfort Soul Food Restaurant at 302 Co-
lumbus Ave. in Pittsfi eld for shared use of 
the kitchen facilities and sale of some food 
items they prepare. 

Roots & Dreams is also working with an 
existing co-op in Holyoke, named Energia, 
that provides green home weatherization 
services. 

It is helping Energia to determine the 
feasibility of expanding with a satellite 
operation in Berkshire County. One facet 
of that is developing a potential market to 
support that here.

In addition to businesses, Roots & Dreams 
encourages the concept of shared ownership 
in other forms, including affordable housing 
and alternatives to gentrifi cation in commu-
nity development.

They are presently working with at least 
one group of individuals who are interested 
in jointly purchasing a house to live in on 
a co-op basis.

“Even though buying a home together is 
not technically a business, it still has many 
of the same requirements for formalized 
common understandings to make it work,” 
said Hitchcock.

Local roots
Hitchcock and Fecteau both grew up in 

Pittsfi eld. They say that Roots & Dreams is 
the outgrowth of their combined values and 
life experiences. 

Fecteau has long been involved in so-
cial justice initiatives in Pittsfi eld and the 
Berkshires, which gave her experience in 
community organizing, social services, and 
program development and implementation.

“For 13 years I was fi rst with AmeriCorps 
and then was a Vista volunteer,” she said. “I 
was also very active with Manos Unidas and 
other community programs.”

Meanwhile, Hitchcock lived in various 
places, including New York, Boston and 
Ireland. He did a variety of jobs, such as 
working at a farmer’s market in Ireland. He 
also worked with a street-fair organizer and 
helped someone else with a business as a 
home kitchen chef. 

“What would often happen is that I’d take 
a temporary laboring job, and people liked 
having me around,” he said. “So they’d give 
me other things to do and taught me different 
skills related to running a business.”

He eventually moved to Amherst. He and 
Fecteau currently live there and commute to 
Pittsfi eld. The couple are planning to move 
back to the Berkshires and are presently 
house hunting here.

There were a couple of impetuses that 
led to the founding of Roots & Dreams and 
Mustard Seeds.

“In my social justice work, I heard a lot of 
people’s ideas about how to lift themselves 
up, and the subject of worker co-ops would 
come up,” Fecteau said. “I thought that was 
a great concept but I was too busy to follow 
through on it. Michael was passionate about 
my ideas for that. He also is very knowledge-
able about the nitty-gritty of setting up and 
running businesses.”

Regarding the venture’s name, Fecteau 
explained that it came about after their origi-
nally registered name, NuStart, was found to 
be too similar to an existing business name.

So, Fecteau came up with what she de-
scribed as “a whimsical name” that combines 
a relevant biblical reference (mustard seeds) 
with and excerpt from Fecteau’s own poetry.

“What it refers to is how dreams take root 
and really grow a community,” she said. 
“That’s what we’re all about.”◆

GOODideas

“What [the name] refers to 
is how dreams take root and 

really grow a community. 
That’s what we’re all about.”

THE
PROTECTION 

YOUR BUSINESS 
NEEDS

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

Heat Loss Monitoring

NEW ENGLAND DYNAMARK
SECURITY CENTER

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

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
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OR TOLL FREE
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FALL 2019 WORKSHOPS NOW AVAILABLE.
VISIT US ONLINE FOR A FULL SCHEDULE OR
CALL (413) 236-2127 TO RECEIVE A COPY TODAY.
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BY JOHN TOWNES
Rose & Cole’s Co-op Transport of Pitts-

field is moving forward on its journey as a 
community-based transportation provider 
with an emphasis on affordability, acces-
sibility and personalized service.

Since it was established in 2017, Rose & 
Cole’s has been providing rides and other 
transportation services to individuals and 
groups.

While it serves passengers of all income 
levels, an important part of its mission is to in-
crease access to affordable transportation for 
those without cars who are on lower incomes 
or have other special transportation needs.

“Our goal is to make transportation avail-
able to as many people as possible,” said Terry 
Moore, who is the operations manager and a 
driver at Rose & Cole’s. “There are a lot of 
people here who don’t have cars and can’t 
afford the standard cost of other transporta-
tion services. But they need rides to work, 
to shop, go to medical appointments or for 
other purposes.”

He added that Rose & Cole’s also helps to 
fill the gap in public transportation in Berkshire 
County, by providing service at times and lo-
cations that are outside of Berkshire Regional 
Transit Authority’s bus routes.

Rose & Cole’s currently has a staff of four, 
including other three drivers and Moore. It 
is currently a not-for-profit operation whose 
fiscal sponsor is Roots & Dreams and Mustard 
Seeds, a nonprofit organization that is an in-
cubator for worker-owned co-op businesses 
(see related article on page 1). Its goal is to 
eventually become a fully independent for-
profit co-op business.

Rose & Cole’s was founded by Ed Rose 
and Nicole Fecteau. Its name is a combina-
tion of Rose’s last name and a variant of 
Fecteau’s first name.

Rose (who is not currently active in the 
business) had found himself increasingly 
busy driving friends without cars to work 
and on errands. He realized that Pittsfield 
and the Berkshires had a need for more lo-
cal transportation options. Fecteau, who is 
a friend of his, agreed.

She was also in the process of forming 
Roots & Dreams and Mustard Seeds. She 
and Rose decided to launch Rose & Cole’s 
with the goal of developing it into a co-op 
business with the support of Roots & Dreams.

Fecteau continues to work for Rose and 
Cole’s as a driver and support person, as 
does Michael Hitchcock, the other founder 
of Roots & Dreams.

Moore joined Rose & Cole’s after it was 
formed, bringing a background that includes 
driving heavy trucks.

Originally from Brooklyn, Moore is a 
former Marine. After his military service, 
he went through a difficult period, includ-
ing treatment for PTSD. While living in a 
homeless center in Albany, he was referred to 
Soldier On, an organization in Pittsfield that 
provides veterans with transitional housing 
and support services.

He met Fecteau at an event and he became 
active in a leading role at Rose & Cole’s.

“This is my way of giving back for what 
this area has done for me,” Moore said. 
“Also, as a former Brooklynite, I knew how 
hard it is not having a car or being able to 
get a bus easily here. I recognize how that 

affects others, and this was an opportunity 
to do something about that.”

Both Rose & Cole’s and Roots & Dreams 
are currently based in the Tyler Street Lab, a 
recently opened community and educational 
center in Pittsfield (April 2019 BT&C).

Moore said that the relationship with 
Roots & Dreams has enabled it to start up 
its operations and services, while laying the 
groundwork to eventually spin off as an inde-
pendent for-profit worker-owned business. It 
also is eligible for tax-exempt contributions 
to augment its earned income.

Moore added that there is no specific 
timetable for the transition to a for-profit 
co-op. They plan to do it as soon as they are 
confident that the venture is able to operate on 
a self-sufficient and sustainable basis, which 
he estimated to be at least two years away.

“As a worker owned co-op, one goal is to 
provide meaningful work opportunities for 
people,” said Moore. “Right now, drivers 
only receive a stipend. Before we become a 
for-profit business, we believe it’s important 
to be able to pay drivers a livable wage.”

In the meantime, they are working towards 
that by growing the customer base, and 
further developing Rose & Cole’s services 
and operations.

Range of services
Their services include individual and 

group transportation.
Rose & Cole’s has five vehicles which 

are primarily owned by drivers, including 
sedans and a passenger van. They offer a 
luxury “black car” service for special events. 
They also have a 10-passenger, wheelchair-
accessible bus which was donated by Shirley 
Edgerton and Rope World.

In addition to local service, Rose & Cole’s 
provides rides to airports and other desti-
nations outside of the Berkshires within a 
four-hour drive.

They have transportation contracts or 
arrangements with several organizations 
and groups, including Berkshire Children 
and Families; Conte, Reid and Egremont 
schools; the Elizabeth Freeman Center; and 
the Jacob’s Pillow Summer Camp Program, 
among others. They also provide rides for 
employees of the Laurel Lake Center For 
Health and Rehabilitation in Lee.

Rose & Cole’s also offers deliveries of 
groceries and other items, and restaurant 
delivery.

Rides can be booked online or by tele-
phone. (A complete listing of current services, 
rates and booking information is on their 
website www.co-optransportpittsfield.com 
or call 413-345-2354.)

“I have a reputation as a rapid-response 
driver,” noted Moore. “I make it a point to be 
there as quickly as possible when I get a call.”

Rose & Cole’s is categorized as a ride-
sharing service. In some respects, it is similar 
to Uber.

Unlike a taxi service, their vehicles are not 
required to have a meter. Instead they charge 
flat rates, with the flexibility to adjust them.

They set their basic rates as low as pos-
sible. Prices are based on the type of service, 
distance and other factors.

The base rate for ride shares is $10 within 
Pittsfield for a trip of two miles or less, or 
$12 further than two miles. The out-of-town 
rate is $5 plus $1.90 per mile.

They also subsidize rides to reduce the 
cost for low-income riders by allocating a 
portion of their revenue to that. They offer 
a 30-percent discount for people who have 
an EBT card.

Since last November, Rose & Cole’s has 
given over 5,000 individual rides, according 
to Moore. “Of those, at least 4,000 were 
subsidized in some way,” he said.

They also will negotiate lower fares for 
people on an individual basis.

“That’s one of the advantages of being 
a community-based service,” Moore said. 
“You often know the people you drive, and 
they know you. If we recognize that someone 
needs a break on the cost because of their 
circumstances, we’re able to help them out.”

He cited the example of a woman who 
had to travel regularly from Pittsfield to Lee 
for a job, but couldn’t afford the rates that 
a taxi charged.

“It was really hard on her,” he said. “We 
came to an arrangement where I’d drive 
her there regularly at a lower rate she could 
afford. It made a huge difference in her life. 
That’s the kind of thing that makes doing 
this worthwhile.”◆

ON THE ‘RIDE’ TRACK

Rose & Cole’s 
fills gap in access 
to transportation 

Ashlyn Castaguay, a driver at Rose & Cole’s, and Terry Moore, operations manager, stand beside a 10-pas-
senger, wheelchair-accessible bus that was donated to the co-op venture to assist it in its mission to 
increase access to affordable transportation for those without cars or with special transportation needs.
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Sabrina Professional Center
100 Wendell Avenue, Pittsfield

Office Suite Available
Steps away from the Court House 
and Downtown. 3rd floor suite 
available in professional office 
building. Suite includes private 
bathrooms,  private parking ,  
a n d  f l e x i b l e  l e a s ing  t er ms . 
A perfect space for attorneys, 
realtors or any small business.
For more information, please call:

413-442-2274

BerkShares Business of the Month

From the beautiful scenery, the accessibility of locally grown fruits, vegetables, and �owers, to 
the cultural amenities available to visitors, it’s no wonder that couples �ock to the Berkshires 
with their friends and family to celebrate the best day of their life. With the help of event 

rental business Mahaiwe Tent, couples and their guests can appreciate the natural splendor of 
outdoor venues like Chesterwood, Hilltop Orchards, or a family friend’s backyard by keeping the 
party going all night long under a clear top tent. 

�e 33-year-old company started in Tom and Lauren Cavanaugh’s living room. In 1986, the young 
couple �gured that the best way to make a living in the Berkshires was to start their own business. 
Working as a bartender and part-time caterer at 20 Railroad, Lauren saw the business opportunity 

for a rental company to service the 
emerging event industry. When in-
ventory exceeded the capacity of their 
garage, Lauren and Tom moved the 
business down the road to its current 
location on Humphrey Street.

Mahaiwe Tent o�ers much more than 
tents. In the absence of a wedding 
planner, an event rental business like 
Mahaiwe Tent is the next best thing. 
Second generation owner Lindsay 
Cavanaugh knows where to source 
the dreamiest �oral arrangements, the 
hippest DJs, the most reliable cater-
ers, the safest transportation service, 
the most �attering photographers, 
the cleanest portable toilets, and the 
best spirits to serve at your bar. 

Heir to her parents’ legacy, Lindsay has been tasked with bringing the tent business into the 21st 
century. A graduate of the Isenberg School of Management at UMass Amherst by way of Berkshire 
Community College, to Lindsay, being business savvy means constantly updating social media, 
maintaining membership in local chambers of commerce, attending networking events and trade 
shows, and keeping ahead of trends. Most recently, Lindsay brokered a deal to o�er “�e Yard Bar,” 
a mobile pub with seating for 40 people. It’s this kind of competitive advantage that gives Mahaiwe 
Tent a leg up against other event rental companies in the region. 

While weddings make up the majority of Mahaiwe Tent’s business, Lindsay says they’re proud to 
help produce the annual galas of so many local nonpro�ts that enrich the Berkshires. It’s their con-
nection to other local businesses that makes it possible for Mahaiwe Tent to accept BerkShares. It 
helps that the event industry is naturally hyper-local – once a location is identi�ed, it’s the service 
providers and people local to the region that bring it all together. 

Like her parents, Lindsay sees her leadership in the family business as her ticket to remain in the 
Berkshires. �ough she recognizes the privilege of her position, she hopes to see her peers move 
back to the area and bring their own skills and perspectives to help grow the economy as the next 
generation of business owners. 

Mahaiwe Tent
17 Humphrey St., Great Barrington, MA | (413) 528-5945

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
5 Columbia St.
Buyer: Dronvya LLC
Seller: Victor Lampiasi +
Price: $405,000
Mortgage: $320,000
Lender: Adams Community
Date: 6/19/19

13 East Rd.
Buyer: Carla Martel
Seller: Joseph Alcaro +
Price: $325,000
Mortgage: $189,000
Lender: Greylock FCU
Date: 6/14/19

165 East Rd.
Buyer: Maria Ziemba
Seller: Cary Maroni +
Price: $275,000
Mortgage: $265,109
Lender: Academy Mtg
Date: 6/28/19

33 Highland Ave.
Buyer: Carrie Laird
Seller: Heith Hartman +
Price: $150,000
Mortgage: $135,000
Lender: Greylock FCU
Date: 6/6/19

199 Howland Ave.
Buyer: 161 River Mill LLC
Seller: David Brown
Price: $818,500
Mortgage: $654,800
Lender: Adams Community
Date: 6/13/19

201 Howland Ave.
Buyer: 161 River Mill LLC
Seller: David Brown
Price: $818,500
Mortgage: $654,800
Lender: Adams Community
Date: 6/13/19

16 Maple St.
Buyer: Micah Hayre +
Seller: Daniel Tremblay +
Price: $252,000
Mortgage: $258,048
Lender: Mtg Research
Date: 6/14/19

74 Maple St.
Buyer: Kayla Farry
Seller: Potter Edward Est +
Price: $108,000
Mortgage: $97,000
Lender: Adams Community
Date: 6/7/19

12 Marshall Ave.
Buyer: Jesse Larabee +
Seller: Robert Wright +
Price: $150,000
Mortgage: $150,000
Lender: Adams Community
Date: 6/24/19

103 N Summer St.
Buyer: George Tedford +
Seller: Dereck Darling +
Price: $150,000
Mortgage: $120,000
Lender: Greylock FCU
Date: 6/21/19

16 Pine St.
Buyer: Leanne Beshaw
Seller: Dawn Milesi
Price: $145,000
Mortgage: $137,750
Lender: Quicken Loan
Date: 6/3/19

12 Summer St.
Buyer: Jerome Socolof +
Seller: John Groves
Price: $240,000
Mortgage: $232,800
Lender: Adams Community
Date: 6/28/19

21 Summer St.
Buyer: Adams Community 
Bank
Seller: Christopher Wheeler +
Price: $140,000
Date: 6/13/19

Upper East Hoosac St.
Buyer: Commonwealth of 
Massachusetts
Seller: Stohlmann Arthur Est +
Price: $225,000
Date: 6/21/19

321 West Rd.
Buyer: Patrick Gubbins +
Seller: John Levesque +
Price: $270,000
Date: 6/27/19

380 West Rd.
Buyer: Tyler Dadak +
Seller: Glen Field +
Price: $160,000
Mortgage: $174,250
Lender: Adams Community
Date: 6/14/19

4 Edmunds St. U:N201
Buyer: James Pyra +
Seller: Anthony Piccolo Jr +
Price: $180,000
Date: 6/14/19

ALFORD
11 Jay Ln.
Buyer: Robert Danz +
Seller: Lauria Francis Est +
Price: $490,000
Mortgage: $392,000
Lender: Lee Bank
Date: 6/7/19

BECKET
982 Fred Snow Rd.
Buyer: Scott Dietlin Jr +
Seller: Jaime Wurzel +
Price: $247,500
Mortgage: $247,500
Lender: Academy Mtg
Date: 6/14/19

George Carter Rd.
Buyer: Commonwealth of 
Massachusetts
Seller: A&C NT +
Price: $600,000
Date: 6/28/19

164 Moberg Rd.
Buyer: Ethan Scher +
Seller: Stephen Kohn +
Price: $340,000
Date: 6/27/19

27 Shore Rd.
Buyer: Amanda Butler
Seller: Chauncey Burtt +
Price: $154,000
Mortgage: $146,300
Lender: Greylock FCU
Date: 6/28/19

84 Whistling Arrow Ln.
Buyer: Judy Smith +
Seller: Linda Barrett
Price: $98,000
Date: 6/28/19

CHESHIRE
231 Jenks Rd.
Buyer: Donald Pause
Seller: Sherrie Tower
Price: $170,000
Mortgage: $164,900
Lender: Greylock FCU
Date: 6/17/19

525 Stafford Hill Rd.
Buyer: Alaina Garzone
Seller: Steven Stomski
Price: $218,000
Mortgage: $183,000
Lender: Adams Community
Date: 6/7/19

Windsor Rd.
Buyer: Andrew Crane
Seller: Nicholas Mirke +
Price: $110,000
Mortgage: $82,500
Lender: Pittsfield Coop
Date: 6/27/19

DALTON
90 Chalet Rd.
Buyer: Stephen Yuill
Seller: Robert Carter Jr +
Price: $360,000
Mortgage: $200,000
Lender: Greylock FCU

Date: 6/21/19

54 Dalton Division Rd.
Buyer: Jonathan Cann
Seller: Ferryall Margaret Est +
Price: $213,975
Mortgage: $207,556
Lender: Greylock FCU
Date: 6/21/19

52 Flansburg Ave.
Buyer: Renee Ostellino 
Seller: Katherine Carty +
Price: $154,500
Mortgage: $144,500
Lender: Adams Community
Date: 6/14/19

74 Frederick Dr.
Buyer: Ryan Stengl +
Seller: Steven Turo +
Price: $325,000
Mortgage: $276,250
Lender: Academy Mtg
Date: 6/17/19

111 Hemlock Hill
Buyer: PGM NT +
Seller: Liliana Gutierrez 
RET +
Price: $353,500
Mortgage: $173,500
Lender: Greylock FCU
Date: 6/17/19

570 North St.
Buyer: Bryce Preston
Seller: Jesse Bonney +
Price: $192,000
Mortgage: $193,939
Lender: Academy Mtg
Date: 6/28/19

1112 South St.
Buyer: Brent Sturm
Seller: Glen Cowdrey +
Price: $223,700
Mortgage: $212,515
Lender: Academy Mtg
Date: 6/3/19

89 Tower Rd.
Buyer: Alan Kidder
Seller: Harry Russell +
Price: $310,000
Mortgage: $248,000
Lender: Greylock FCU
Date: 6/14/19

70 Lake St. U:4
Buyer: Gennevieve 
Levasseur
Seller: Ronald Marcella Jr +
Price: $120,000
Mortgage: $116,000
Lender: Greylock FCU
Date: 6/20/19

EGREMONT
71 Blunt Rd.
Buyer: Julie Motes +
Seller: Jack Bloom T +
Price: $599,000
Date: 6/28/19

117 Creamery Rd.
Buyer: Carol Mckenna +
Seller: Sylvia Nancy 
Sanders RET +
Price: $544,500
Date: 6/25/19

Pine Crest Hill Rd.
Buyer: Keith Warner +
Seller: Richard Stern +
Price: $82,000
Date: 6/7/19

76 Prospect Lake Rd.
Buyer: Figrocker Berkshire 
LLC
Seller: Schaufelberger A Est +
Price: $260,000
Date: 6/7/19

2 The Ave.
Buyer: S Jane Albert +
Seller: Bruce Lefkowitz
Price: $297,500
Date: 6/28/19

GREAT
BARRINGTON

7 Comstock Ln.
Buyer: Ronald Obrien +
Seller: Michael Powell +
Price: $304,500
Mortgage: $243,600

Lender: Homebridge Fncl
Date: 6/28/19

211 East St.
Buyer: Juliet Bergan 
Emery RET +
Seller: Michael Mino +
Price: $425,000
Mortgage: $340,000
Lender: Adams Community
Date: 6/27/19

Knob Hill Lot 3
Buyer: Katherine Shea
Seller: Blackwater RT +
Price: $175,000
Date: 6/27/19

3 Lake Buel Rd.
Buyer: Jared Shih +
Seller: Peter Mcnally
Price: $375,000
Mortgage: $337,500
Lender: GuardHill Fncl
Date: 6/3/19

9 Laurel St.
Buyer: Laurie Barnaba
Seller: Regina Wenzek +
Price: $255,000
Mortgage: $204,000
Lender: Lee Bank
Date: 6/14/19

317 Long Pond Rd.
Buyer: Thomas Knox +
Seller: Stephen Bennett
Price: $1,320,000
Mortgage: $1,056,000
Lender: JPMorgan Chase
Date: 6/20/19

4 Magnolia St.
Buyer: Susan Greenberg-
Yarmush
Seller: Magni Properties 
LLC
Price: $234,900
Mortgage: $220,000
Lender: Greylock FCU
Date: 6/27/19

2 White Birch Ln.
Buyer: Edward Remache +
Seller: Matthew Merritt 3rd
Price: $450,000
Mortgage: $405,000
Lender: Guaranteed Rate
Date: 6/26/19

HANCOCK
221 Main St.
Buyer: James Santolin
Seller: Ruth Mikulski
Price: $220,000
Mortgage: $213,400
Lender: Greylock FCU
Date: 6/28/19

Corey Rd. U:149
Buyer: GSDN LLC
Seller: John Macken +
Price: $92,500
Date: 6/5/19

HINSDALE
28 Canterbury Ln.
Buyer: Ryan Williams +
Seller: Benjamin Prew 
Price: $111,000
Mortgage: $111,000
Lender: Mtg Research
Date: 6/21/19

100 Lenore Dr.
Buyer: Christopher Camillo +
Seller: David Dudley 2nd +
Price: $468,000
Mortgage: $374,400
Lender: Pawtucket CU
Date: 6/10/19

LANESBORO
660 Cheshire Rd.
Buyer: 660 Cheshire Road 
LLC
Seller: Pittsfield Coop Bank
Price: $215,000
Date: 6/13/19

17 Grove Ave.
Buyer: Christopher Kupernik +
Seller: Electa Family 
Realty LLC
Price: $210,000
Mortgage: $199,500

Lender: Lee Bank
Date: 6/13/19

55 Imperial St.
Buyer: Michael Mcneil
Seller: William Shirley +
Price: $225,000
Date: 6/19/19

22 Juleann Dr.
Buyer: John Trivette +
Seller: Faith Scofield
Price: $203,315
Mortgage: $193,149
Lender: Adams Community
Date: 6/19/19

N Main St. Lot 9
Buyer: David Manning
Seller: Clear Water Creek LLC
Price: $75,000
Mortgage: $48,750
Lender: Adams Community
Date: 6/18/19

472 N Main St.
Buyer: Daniel French
Seller: Sandra Wheeler
Price: $154,900
Mortgage: $139,410
Lender: Quicken Loan
Date: 6/17/19

Quarry Rd.
Buyer: Commonwealth of 
Massachusetts
Seller: Wanda Robinson 
RET +
Price: $125,000
Date: 6/25/19

Rockwell Rd.
Buyer: Commonwealth of 
Massachusetts
Seller: Peter Tague +
Price: $104,500
Date: 6/27/19

48 Victoria Ln.
Buyer: Jeffrey Rodgers
Seller: David Singer +
Price: $420,000
Mortgage: $356,000
Lender: Adams Community
Date: 6/10/19

48 Williamstown Rd.
Buyer: Matthew Auriemma +
Seller: Sheila Zamboni
Price: $229,000
Mortgage: $229,000
Lender: Greylock FCU
Date: 6/7/19

LEE
104 Bradley St.
Buyer: Joseph Nichols 2nd +
Seller: Danna Nichols
Price: $260,000
Mortgage: $260,000
Lender: USAA Fed SB
Date: 6/14/19

95 Church St.
Buyer: Joseph Ciaburri +
Seller: Molly Montemagni
Price: $349,000
Mortgage: $361,850
Lender: Greylock FCU
Date: 6/25/19

60 Dublin Hill
Buyer: Britt Zarnoch +
Seller: Kevin Charlton
Price: $145,000
Mortgage: $140,650
Lender: Lee Bank
Date: 6/24/19

239 Fairview St.
Buyer: Robert Bartini
Seller: Yokun Ridge 
Property Mgmt
Price: $160,000
Mortgage: $110,000
Lender: Seller
Date: 6/14/19

170 Summer St.
Buyer: Paul Palansky +
Seller: Richard Chrisman
Price: $292,000
Date: 6/24/19

LENOX
10 Ash St.
Buyer: Felix Dulle LT +
Seller: Paul Mahoney +

Price: $385,000
Date: 6/17/19

20 Brunell Ave.
Buyer: Camilo Bermudez +
Seller: John Omelenchuck +
Price: $310,000
Mortgage: $150,000
Lender: Adams Community
Date: 6/10/19

16 Church St.
Buyer: Church Street Inn LLC
Seller: Bennington Bear Inc
Price: $850,000
Date: 6/10/19

51 Delafield Dr.
Buyer: Andrew Shufelt +
Seller: Mary Spina RET +
Price: $565,000
Mortgage: $480,250
Lender: Prime Lending
Date: 6/10/19

284 East St.
Buyer: Daniel Obrien
Seller: John Novotny +
Price: $570,000
Date: 6/3/19

284 East St.
Buyer: Anurag Bansal +
Seller: Daniel Obrien
Price: $450,000
Mortgage: $360,000
Lender: Trustco Bank
Date: 6/11/19

75 New Lenox Rd.
Buyer: Paula Dunn +
Seller: Camilo Bermudez +
Price: $322,000
Mortgage: $257,600
Lender: Adams Community
Date: 6/10/19

211 Pittsfield Rd.
Buyer: Amanda Komorebi
Seller: Cheryl Daub +
Price: $133,000
Mortgage: $126,350
Lender: Greylock FCU
Date: 6/10/19

84 W Mountain Rd.
Buyer: Daniel Meyers
Seller: Katherine Allentuck
Price: $355,000
Mortgage: $266,250
Lender: Recovco Mtg
Date: 6/21/19

33 Yokun Ave.
Buyer: Julie 5 LLC
Seller: Anne Peters-King
Price: $425,000
Mortgage: $340,000
Lender: Pittsfield Coop
Date: 6/27/19

40 Clifden Ct. U:4
Buyer: Alain Sasson +
Seller: Stephen Axelrod +
Price: $420,000
Date: 6/18/19

Evergreen Trail U:4
Buyer: Edwin Hutchinson +
Seller: Betty Oneil
Price: $387,500
Date: 6/27/19

1 Morgan Manor U:5
Buyer: Leo Mahoney
Seller: David Mackie +
Price: $132,000
Mortgage: $110,500
Lender: Lee Bank
Date: 6/18/19

260 Pittsfield Rd. U:B17
Buyer: Meghan Hendricks
Seller: Arleen Kozaka +
Price: $115,000
Mortgage: $103,300
Lender: Adams Community
Date: 6/25/19

Sedgewick Ln. U:18
Buyer: Jeremy Newberger +
Seller: Kaveh Taleghani +
Price: $925,000
Date: 6/27/19

MONTEREY
64 Monterey Rd.
Buyer: Heidi Auerbacher
Seller: Ann Lyons
Price: $370,000
Date: 6/27/19

11 Wellman Rd.
Buyer: David Dixon +
Seller: Brockman William 
Est +
Price: $1,717,500
Date: 6/24/19

MOUNT
WASHINGTON

East St.
Buyer: Nash GF LLC

Seller: Philip Garrett-Engele +
Price: $475,000
Date: 6/25/19

Garrett Farms Rd.
Buyer: Pamela Tillinghast
Seller: Elizabeth Kultgen-
Nash
Price: $381,350
Date: 6/25/19

NEW
MARLBORO

69 Corser Hill Rd.
Buyer: Mark Schmeizl +
Seller: Bennett Berman
Price: $590,000
Date: 6/28/19

NORTH ADAMS
17 Beacon St.
Buyer: Laura Derosa
Seller: Christopher 
Sadlocha +
Price: $105,000
Date: 6/14/19

20 Biltmore Ave.
Buyer: Timothy Tatro
Seller: Alfred Demo Jr
Price: $167,900
Mortgage: $169,595
Lender: Academy Mtg
Date: 6/14/19

153 Corinth St.
Buyer: Mary Curns
Seller: David Morin
Price: $125,800
Mortgage: $121,526
Lender: Greylock FCU
Date: 6/3/19

182 E Main St.
Buyer: C&S Development 
LLC
Seller: Michelle Forth
Price: $317,000
Mortgage: $253,600
Lender: Greylock FCU
Date: 6/3/19

37 Fuller St.
Buyer: Philip Bushee +
Seller: Bulshey Thomas Est +
Price: $126,800
Mortgage: $122,996
Lender: Greylock FCU
Date: 6/24/19

1145 Massachusetts Ave.
Buyer: Michelle Grady-Forth
Seller: Michael Bouley +
Price: $203,000
Date: 6/11/19

251 Reservoir Rd.
Buyer: Lawrence Daniels +
Seller: Kimberly Burdick +
Price: $185,000
Mortgage: $148,000
Lender: Mtg Research
Date: 6/14/19

36 Richview Ave.
Buyer: Danita Boutiette
Seller: Michele Trumble-
Jandran
Price: $110,000
Mortgage: $99,000
Lender: Hunt Mtg
Date: 6/27/19

255 State Rd.
Buyer: Thrifty Realty LLC
Seller: Randall Ross
Price: $300,000
Mortgage: $750,000
Lender: Thrifty Bundle Inc
Date: 6/7/19

OTIS
515 Ed Jones Rd.
Buyer: Erin Gallagher
Seller: Jody Parziale +
Price: $380,000
Mortgage: $285,000
Lender: Adams Community
Date: 6/17/19

5 N Lake Ave.
Buyer: Jennifer Leveille +
Seller: John Wagner RET +
Price: $485,000
Mortgage: $388,000
Lender: HarborOne
Date: 6/14/19

321 Tamarack Trail
Buyer: Jeffrey Benezra +
Seller: Nancy Schattner +
Price: $290,000
Date: 6/20/19

PERU
125 Middlefield Rd.
Buyer: Bryon Mallett +
Seller: John Kirchner +
Price: $189,900

Mortgage: $180,405
Lender: Greylock FCU
Date: 6/6/19

PITTSFIELD
238 2nd St.
Buyer: Nicolas Brickle
Seller: CR Rental LLC
Price: $160,000
Mortgage: $142,400
Lender: Pittsfield Coop
Date: 6/11/19

14 Alcott Ln.
Buyer: Raymond Callahan 
RET +
Seller: Herbert Littlejohn Jr +
Price: $212,500
Mortgage: $100,000
Lender: Adams Community
Date: 6/7/19

33 Alden Ave.
Buyer: Julia Symonds
Seller: Danielle Trumbull
Price: $114,000
Mortgage: $111,935
Lender: Academy Mtg
Date: 6/28/19

183 Allengate Ave.
Buyer: Samantha White
Seller: Dawn Desnoyers
Price: $208,000
Mortgage: $186,000
Lender: Greylock FCU
Date: 6/28/19

258 Allengate Ave.
Buyer: Hunter Oneill +
Seller: Ryan Stengl +
Price: $195,000
Mortgage: $189,150
Lender: Academy Mtg
Date: 6/17/19

6 Amy Ct.
Buyer: Mark Cote +
Seller: Allen Kopfstein +
Price: $390,000
Mortgage: $312,000
Lender: Pittsfield Coop
Date: 6/28/19

14 Amy Ct.
Buyer: Sunflower T +
Seller: ALK NT +
Price: $398,000
Mortgage: $275,000
Lender: Bk of America
Date: 6/25/19

80 Anita Dr.
Buyer: Wendy Ramos +
Seller: David Sutherland
Price: $201,500
Mortgage: $173,000
Lender: Trustco
Date: 6/14/19

135 Appleton Ave.
Buyer: Robert Lloyd +
Seller: Leon Henry
Price: $185,000
Mortgage: $138,750
Lender: Academy Mtg
Date: 6/14/19

12 Appletree Pt.
Buyer: Lesley Robins
Seller: Shirley Posner T +
Price: $375,000
Date: 6/3/19

107 Birch Grove Dr.
Buyer: John Powers +
Seller: Chojnowski Chester 
Est +
Price: $207,500
Mortgage: $166,000
Lender: Lee Bank
Date: 6/14/19

56 Broadway St.
Buyer: Troy Wendling
Seller: Michael Wendling
Price: $86,000
Mortgage: $86,000
Lender: Pittsfield Coop
Date: 6/27/9

108 Broadway St.
Buyer: Decoweaver 
Enterprises
Seller: Lamar Smith +
Price: $590,000
Mortgage: $295,000
Lender: Greylock FCU
Date: 6/7/29

Callahan Dr. Lot 4A
Buyer: Premium Waters 
Inc
Seller: Ice River Springs 
USA Inc
Price: $215,400
Date: 6/19/19

57 Cambridge Ave.
Buyer: Mary Gazzaniga
Seller: Joseph Ciaburri +
Price: $193,500
Mortgage: $154,800
Lender: Morgan Stanley
Date: 6/25/19
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Berkshire County real estate transfers

170 Cheshire Rd.
Buyer: Brittany Howe
Seller: Rupinski Judith Est +
Price: $153,600
Mortgage: $148,992
Lender: Academy Mtg
Date: 6/28/19

75 Commonwealth Ave.
Buyer: Kaitlyn Walton
Seller: Sharon Reif +
Price: $180,000
Mortgage: $144,730
Lender: Adams Community
Date: 6/26/19

21 Crosier Ave.
Buyer: Jacob Eller +
Seller: Helene Robillard
Price: $116,000
Mortgage: $113,898
Lender: Republic State Mtg
Date: 6/6/19

25 Crosier Ave.
Buyer: Bethany Mishk
Seller: Richard Flood
Price: $88,500
Mortgage: $86,896
Lender: Quicken Loan
Date: 6/17/19

563 Dalton Ave.
Buyer: Small Block LLC
Seller: Airgas USA LLC
Price: $150,000
Mortgage: $120,000
Lender: Lee Bank
Date: 6/13/19

62 Dickinson Ave.
Buyer: Carin Rhodes
Seller: Paul Avanzato
Price: $167,500
Mortgage: $167,500
Lender: Mtg Research
Date: 6/6/19

181 Doreen St.
Buyer: Kenneth Gibson
Seller: Jay Hui
Price: $208,000
Mortgage: $201,760
Lender: Greylock FCU
Date: 6/21/19

39 Edward Ave.
Buyer: Krista Robinson
Seller: Kathryn Hughes
Price: $175,000
Mortgage: $171,830
Lender: Total Mtg
Date: 6/6/19

121 Elaine Dr.
Buyer: Brittany Moore-
Lusignan
Seller: Sohael Gilani
Price: $200,000
Mortgage: $190,000
Lender: Greylock FCU
Date: 6/28/19

1-15 Esther Ter.
Buyer: Todd Lampiasi +
Seller: GCR Capital 2 LLC
Price: $675,000
Mortgage: $375,000
Lender: Adams Community
Date: 6/28/19

34 Foote Ave.
Buyer: Joseph Kickery +
Seller: Scott Blonder +
Price: $165,000
Mortgage: $162,011
Lender: Academy Mtg
Date: 6/10/19

45 Hancock Rd.
Buyer: John Brannigan Jr
Seller: David Keeler +
Price: $132,900
Mortgage: $132,900
Lender: Mtg Research
Date: 6/20/19

184 High St.
Buyer: Denise Schine T +
Seller: Charles Schweigert +
Price: $407,500
Mortgage: $207,500
Lender: Adams Community
Date: 6/27/19

94 Imperial Ave.
Buyer: Cara Maiorano +
Seller: Anurag Bansdal +
Price: $188,000
Mortgage: $178,600
Lender: Adams Community
Date: 6/11/19

11 Jubilee Ter.
Buyer: Wadsworth Capital 
LLC
Seller: Glenwood Smith
Price: $145,000
Mortgage: $130,000
Lender: Seller
Date: 6/6/19

20 Juliana Dr.
Buyer: Daniel Righi +
Seller: Gary Herland +
Price: $326,000
Mortgage: $330,000
Lender: Alan Righi
Date: 6/20/19

11 Kathy Way
Buyer: Daryl Shreve +
Seller: Tracy Deluce
Price: $335,000
Mortgage: $268,000
Lender: Greylock FCU
Date: 6/13/19

193 Lakeway Dr.
Buyer: Berkshire Property 
Mgmt
Seller: Wells Fargo Bank
Price: $82,833
Date: 6/12/19

133 Lebannon Ave.
Buyer: Charles Kuni +

Seller: James Dipalazzo
Price: $360,000
Date: 6/25/19

47 Lenox Ave.
Buyer: PNC Bank
Seller: Sherwin Victor +
Price: $100,040
Date: 6/7/19

163 Maple Grove Dr.
Buyer: Ryan Davine
Seller: Ronald Smith
Price: $179,000
Mortgage: $159,000
Lender: MountainOne
Date: 6/27/19

5 Marco Dr.
Buyer: Kaitlyn Lebarnes
Seller: David Crocker +
Price: $130,940
Mortgage: $117,845
Lender: Greylock FCU
Date: 6/20/19

55 Marlboro Dr.
Buyer: Jennafer Shouldice +
Seller: Christopher Laney +
Price: $252,000
Mortgage: $242,000
Lender: Greylock FCU
Date: 6/28/19

28 Monroe St.
Buyer: Wells Fargo Bank
Seller: Christina Ziter +
Price: $92,650
Date: 6/19/19

146 Newell St.
Buyer: Michael Boyle 3rd +
Seller: Rilla FT +
Price: $147,000
Mortgage: $132,300
Lender: Greylock FCU
Date: 6/18/19

42 Overlook Rd.
Buyer: Jay Melendez +
Seller: Keith Verge +
Price: $189,500
Mortgage: $180,025
Lender: Greylock FCU
Date: 6/18/19

48 Pine St.
Buyer: T&D Rental Properties
Seller: Jared Vella
Price: $170,000
Mortgage: $136,000
Lender: NBT Bank
Date: 6/11/19

31 Pinehurst Ave.
Buyer: Tanya Hunt +
Seller: Anthony Dottavio
Price: $142,000
Mortgage: $113,600
Lender: Greylock FCU
Date: 6/12/19

31 Pontoosuc Ave.
Buyer: Kira Taikowski
Seller: Kingsberg Robert Est +
Price: $125,000
Mortgage: $112,000
Lender: Lee Bank
Date: 6/14/19

5 Putnam Ave.
Buyer: Akira Devereaux +
Seller: Klefos Lauri Est +
Price: $229,900
Mortgage: $218,405
Lender: Quicken Loan
Date: 6/17/19

40-48 Reed St.
Buyer: Todd Lampiasi +
Seller: GCR Capital 2 LLC
Price: $745,000
Mortgage: $445,000
Lender: Adams Community
Date: 6/28/19

131 Richard Dr.
Buyer: Armando Chaires +
Seller: Robert Powers T 
1999 +
Price: $223,000
Mortgage: $216,310
Lender: Greylock FCU
Date: 6/28/19

14 Richardson St.
Buyer: Katherine Goodno +
Seller: 23rd Century Corp
Price: $160,000
Mortgage: $152,000
Lender: Adams Community
Date: 6/3/19

165 Ridgeway Ave.
Buyer: Michael Kiley +
Seller: Anthony Doyle
Price: $150,000
Mortgage: $105,000
Lender: Lee Bank
Date: 6/18/19

46 Rockland Dr.
Buyer: Philip Nelson
Seller: Joyce Raftery +
Price: $166,600
Date: 6/6/19

46 Rockland Dr.
Buyer: Philip Nelson
Seller: Haines Stephen Est +
Price: $83,300
Mortgage: $199,920
Lender: Academy Mtg
Date: 6/6/19

18 Sampson Pkwy.
Buyer: Gladis Bravo-Saico
Seller: Mark Adelson +
Price: $220,300
Mortgage: $219,130
Lender: Greylock FCU
Date: 6/28/19

319 South St.
Buyer: Rachelle Root-Gayle
Seller: Joaquim Gomes +
Price: $170,000

Mortgage: $164,900
Lender: Greylock FCU
Date: 6/14/19

68 Spadina Pkwy.
Buyer: Roger Houle +
Seller: Red Points 
Enterprises
Price: $276,000
Mortgage: $267,720
Lender: Greylock FCU
Date: 6/21/19

34 Thomas Rd.
Buyer: Thomas Wood +
Seller: Michael Giovine +
Price: $170,000
Mortgage: $170,000
Lender: Adams Community
Date: 6/24/19

36 Trova Ter.
Buyer: Jamison Kelly +
Seller: Craig Werhan +
Price: $301,400
Mortgage: $271,260
Lender: Greylock FCU
Date: 6/21/19

741 Tyler St.
Buyer: Peru Properties LLC
Seller: Everette Cooke
Price: $160,000
Date: 6/11/19

61 Vista St.
Buyer: Alicia Winchell +
Seller: Karen Bristol
Price: $183,500
Mortgage: $163,800
Lender: Greylock FCU
Date: 6/13/19

595 W Housatonic St.
Buyer: Anthony Booth Sr
Seller: David Frechette
Price: $132,000
Mortgage: $118,500
Lender: Adams Community
Date: 6/6/19

1505 W Housatonic St.
Buyer: Premium Waters
Seller: 1505 West 
Housatonic LLC
Price: $3,024,982
Date: 6/19/19

82 W Union St.
Buyer: Nelcol Philip
Seller: Deborah Bliss
Price: $119,000
Mortgage: $89,250
Lender: M&T Bank
Date: 6/28/19

15 Wealthy Ave.
Buyer: Kenneth Chen
Seller: Beeker Residence 
NT +
Price: $179,000
Mortgage: $143,200
Lender: Lee Bank
Date: 6/28/19

72 Wealthy Ave.
Buyer: Brian Carter +
Seller: Michael Mcneil
Price: $236,900
Mortgage: $225,055
Lender: Suntrust
Date: 6/14/19

1030 West St.
Buyer: Crawford FT +
Seller: CSB Service Corp
Price: $750,000
Mortgage: $600,000

Lender: Adams Community
Date: 6/7/19

59 Westchester Ave.
Buyer: Brittny Lussier
Seller: Thomas Renton Jr
Price: $142,000
Mortgage: $127,800
Lender: Greylock FCU
Date: 6/14/19

84 Williams St.
Buyer: Richard Pollard
Seller: James Santolin +
Price: $180,000
Mortgage: $144,000
Lender: Weichert Fncl
Date: 6/28/19

38 Williamsburg Ter.
Buyer: Earl Cesan +
Seller: Kevin Wilkes
Price: $184,000
Mortgage: $165,600
Lender: Greylock FCU
Date: 6/28/19

37 Wood Ave.
Buyer: Michael Stanton
Seller: Brittany Summer
Price: $132,500
Mortgage: $106,000
Lender: Greylock FCU
Date: 6/7/19

65 Wood Ave.
Buyer: Andrea Babcock
Seller: Joseph Sacchetti Sr +
Price: $139,000
Mortgage: $125,000
Lender: Lee Bank
Date: 6/28/19

4 Woodland Dr.
Buyer: Jeffrey Belair +
Seller: Crawford FT +
Price: $485,000
Mortgage: $388,000
Lender: Greylock FCU
Date: 6/7/19

209 Woodlawn Ave.
Buyer: Jacob Burke
Seller: Melissa Letalien
Price: $95,500
Mortgage: $92,635
Lender: Greylock FCU
Date: 6/7/19

RICHMOND
675 East Rd.
Buyer: Benjamin Allen +
Seller: Curtis Hicks +
Price: $315,000
Mortgage: $283,500
Lender: Residential Mtg
Date: 6/27/19

Perrys Peak Rd.
Buyer: Berkshire Natural 
Resources
Seller: Berkshire Farm Center
Price: $357,839
Date: 6/25/19

318 State Rd.
Buyer: Marina Bayeva
Seller: John Brower +
Price: $357,500
Mortgage: $286,000
Lender: Adams Community
Date: 6/5/19

SANDISFIELD

119 Sandy Brook Tpke.
Buyer: Marlene Burke
Seller: M&R White 
Properties LLC
Price: $250,000
Date: 6/20/19

316 Tamarack Trail
Buyer: Jennifer Schoen +
Seller: Joyce Ruskin FT +
Price: $230,000
Mortgage: $184,000
Lender: Quicken Loan
Date: 6/21/19

321 Tamarack Trail
Buyer: Jeffrey Benezra +
Seller: Nancy Schattner +
Price: $290,000
Date: 6/20/19

SAVOY
10 Haskins Rd.
Buyer: Wayne Haskins +
Seller: Earl Cesan Jr +
Price: $260,000
Date: 6/28/19

SHEFFIELD
1070 Ashley Falls Rd.
Buyer: Ira Abbott +
Seller: Barbara Friedman
Price: $690,350
Date: 6/3/19

399 Hewins St.
Buyer: Heidi Shusterman
Seller: Alina Hsu
Price: $335,000
Date: 6/28/19

STOCKBRIDGE
8 Mahkeenac Trail
Buyer: Matthew Deres +
Seller: 49 Valley RT +
Price: $300,000
Date: 6/14/19

TYRINGHAM
64 Monterey Rd.
Buyer: Heidi Auerbacher

Seller: Ann Lyons
Price: $370,000
Mortgage: $296,000
Lender: Greylock FCU
Date: 6/24/19

WASHINGTON
Cross Place Rd. Lots 3-5
Buyer: Nature Conservancy
Seller: Roy Bryan +
Price: $170,000
Date: 6/12/19

WEST
STOCKBRIDGE

Albany Rd.
Buyer: Christopher Fabino +
Seller: JPMorgan Chase Bank
Price: $150,000
Mortgage: $115,000
Lender: Pittsfield Coop
Date: 6/26/19

Pixley Hill Rd.
Buyer: Robert Davis +
Seller: 46 Pixley Hill NT +
Price: $235,000
Date: 6/7/19

15 State Line Rd.
Buyer: Pennington Pitts
Seller: Barbara Dowling
Price: $202,000
Date: 6/28/19

86 W Center Rd.
Buyer: Ralph Dimaio +
Seller: Louise Koval
Price: $80,000
Date: 6/26/19

102 W Center Rd.
Buyer: Straford Wild +
Seller: Whitney Gerard +
Price: $582,500
Mortgage: $466,000
Lender: Village Mtg
Date: 6/11/19

WILLIAMSTOWN
603 Bee Hill Rd.
Buyer: Sherry Rowsey +
Seller: Marjorie Wylde

Price: $550,000
Mortgage: $440,000
Lender: Adams Community
Date: 6/26/19

182 Bridges Rd.
Buyer: Kate Flower
Seller: Michael Diodati +
Price: $200,000
Mortgage: $135,000
Lender: MountainOne
Date: 6/19/19

236 Bulkley St.
Buyer: Mark Wu +
Seller: Kucich John Sr Est +
Price: $1,446,000
Date: 6/10/19

85 Cobbleview Rd.
Buyer: Alexandre Millet +
Seller: Laurie Marrs
Price: $399,000
Mortgage: $115,000
Lender: MountainOne
Date: 6/3/19

25 Fort Hoosac Pl.
Buyer: Thomas Krens
Seller: Town of 
Williamstown
Price: $93,000
Date: 6/17/19

30 Frenier Ave.
Buyer: Robert Bertolino
Seller: William Senseney
Price: $147,000
Mortgage: $144,337
Lender: Shamrock Fncl
Date: 6/28/19

57 Harrison Ave.
Buyer: Matthew Mcconnell
Seller: James Morrison +
Price: $160,000
Mortgage: $128,000
Lender: Adams Community
Date: 6/10/19

780 Main St.
Buyer: Haylon NT +
Seller: David Barnes +
Price: $835,000
Date: 6/28/19

804 N Hoosac Rd.
Buyer: Jeremy Winchester +
Seller: Bonnie Haig +

Price: $163,830
Mortgage: $155,638
Lender: Adams Community
Date: 6/12/19

1189 N Hoosac Rd.
Buyer: Anne Peale
Seller: Jack Edwards +
Price: $195,413
Mortgage: $69,000
Lender: MountainOne
Date: 6/12/19

224 Pine Cobble Rd.
Buyer: Katherine Wachala
Seller: Williams College
Price: $435,000
Mortgage: $207,000
Lender: Greylock FCU
Date: 6/20/19

100 Southworth St.
Buyer: Thomas Craig +
Seller: Donald Deb Beaver 
RET +
Price: $415,000
Mortgage: $332,000
Lender: Adams Community
Date: 6/17/19

511 Stratton Rd.
Buyer: David Barnes +
Seller: Buoni Moira Est +
Price: $550,000
Mortgage: $440,000
Lender: USAA Fed SB
Date: 6/26/19

308 Sweet Farm Rd.
Buyer: Ted Upton +
Seller: Jonathan Baker +
Price: $675,000
Mortgage: $526,500
Lender: Mtg Networks
Date: 6/25/19

189 Stratton Rd. U:D4
Buyer: Vincent White +
Seller: David Andreatta +
Price: $165,000
Date: 6/27/19

189 Stratton Rd. U:J5
Buyer: Brian Martin
Seller: David Andreatta +
Price: $167,000
Mortgage: $100,000
Lender: MountainOne
Date: 6/11/19                   ◆

• Lawn Fertilization • Broadleaf Weed Control
• pH Balancing • Lime Application
• Power Seeding • Core Aeration
• Grub and Insect Control • Tree and Shrub Care
• Mosquito, Flea & Tick • One-Time Special Event
  Control Programs                     Sprays

ACCEPTING NEW PATIENTS!
LOCALLY OWNED & OPERATED • SERVICING BERKSHIRE COUNTY

Call Jim at 413.446.7795 for a FREE Lawn Evaluation
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chemical fertilizers and pesticides with non-
chemical alternatives,” Schultz said. “But 
those alternatives can also have detrimental 
impacts on the food and environment. We 
need to have higher standards and transpar-
ency, so people really know what they’re 
getting.”

Agricultural practices that are more 
closely tied to natural processes and the 
health of the soil are important for larger 
reasons, he said.

“Every time there has been a demise of 
a civilization, it has started with agriculture 
dying out,” he said. “Places like Iraq were 
once thriving with forests and fertile farm-
land. However, over time they became arid 
desert largely because of destructive practices 
that destroyed the soil.”

Schultz said Red Shirt Farm is dedicated 
to utilizing and helping develop practices 
of growing crops and raising animals that 
protect the environment, as well as producing 
tasty and healthy food.

He also sees education as an important 
part of Red Shirt’s mission. The Schultzes 
practice farming that does not use any form 
of pesticides or fertilizers. Instead they use 
regenerative practices to enhance the life of 
the soil and the nutrient density of the plants.

Red Shirt Farm operates on 13 acres just 
north of the Lanesboro town center at 60 
Williamstown Rd. (Route 7). It includes 
10 acres owned by the Schultzes plus three 
acres they lease.

They grow and sell over 100 varieties of 
almost 40 different vegetables, including 
many heirloom varieties, as well as honey, 
wild flowers and other products. They also 
raise heritage breeds of chickens and turkeys 
for meat and eggs, as well as heritage pigs.

They sell the vegetables as a CSA venture, 
in which customers purchase shares of the 
upcoming growing season in advance, and 
then pick up weekly supplies. Red Shirt’s 
CSA currently has about 80 members.

Red Shirt also sells at the North Adams 
Farmers’ Market. They also have some 
wholesale customers and institutional buyers 
including restaurants and schools.

Jim Schultz works at the farm full time. 
Annie Schultz is a nurse, who works at the 
farm in the evenings and on weekends.

They are assisted by three apprentices. 
Red Shirt Farm is also a participant in Roots 
Rising, a youth development and workforce 
training program that hires Pittsfield students 
to work on crews at farms, food pantries 
and community gardens on a seasonal basis.

Deep roots in agriculture
While Red Shirt Farm (413-822-9250 or 

www.redshirtfarm.com) has only been a full-

time operation for three years, the Schultzes 
have a deep background in agriculture.

Annie is the daughter of farmers Sam and 
Elizabeth Smith, who founded Caretaker 
Farm in Williamstown, a 30-acre organic 
vegetable operation that was one of the first 
CSAs in New England. She grew up working 
on the farm, then later studied dance, and 
eventually became a nurse, but maintained 
her passion for farming.

The couple met when Jim was hired to 
watch the Smiths’ house and tend to their 
animals while Sam and Elizabeth were on a 
foreign trip. Annie came home from college 
for a few days during that period, and they 
fell in love.

Jim had grown up with an interest in 
agriculture, but attended Williams College 
initially as pre-med student before shift-
ing to environmental studies. However, 
the lure of farming was too strong, and he 
left Williams to apprentice on small farms 
around New England. He then enrolled in 
the New Alchemy Institute in Falmouth to 
study alternative renewable energy sys-
tems, sustainable agriculture and bioshelter 
technologies.

Jim and Annie then headed west to Olym-
pia, Wash., to complete their undergraduate 
degrees at The Evergreen State College. Jim 
double-majored in ecological agriculture 
and education.

While their interest in agriculture remained 
strong, Jim opted for the greater financial 
security of a career in education. They re-
turned to the East Coast where Jim completed 
a masters in education at UMass Amherst.

He worked for the Pittsfield Public schools 
for 26 years, initially as a biology teacher, and 
then becoming a technology and IT manager 
for the school system.

Annie focused on raising their two chil-
dren, Dylan and Sierra. She also taught 
dance. She subsequently obtained a nurs-
ing degree and joined the staff at Berkshire 
Medical Center.

They did not completely leave the farming 
life behind, and initially lived at Caretaker 
Farm. In 2000, they bought a house on 10 
acres in Lanesboro, and started a garden that 
would eventually become Red Shirt Farm.

“We started doing a part-time equivalent of 
a CSA about eight years ago by selling some 
of what we grew to friends,” said Schultz. 
“Then three years ago, I decided to retire 
from the school system and operate the farm 
on a full-time basis.”

The name of the farm is taken from a 
phrase in college sports – “redshirt” – which 
is when a student athlete delays officially 
competing in order to get bigger and stronger 
and learn the system. The Schultzes saw a 
comparison to their three-decade detour from 
professional farming.

Jim Schultz’s background in agriculture, 
biology, technology and education are all 
evident when he discusses and gives a tour 
of the farm. Their approach is to find ways to 
utilize natural properties of soil and plants in 
ways to grow produce that is tasty, nutritious 
and supports the ecosystem.

While the concept of natural, sustainable 
farming may seem straightforward, there is 
a great deal of science and detailed planning 
in their methods and facilities.

Labels and practices
The popularity of natural foods, as well 

as the entry into the field by large corpora-
tions, has also led to differences among the 
proponents and participants in the natural 
food economy.

Schultz said he and his wife support a 

general movement that is sometimes called 
Real Organic. Proponents of this contend 
that the USDA standards allow too much 
leeway, and there is a need for more accurate 
classifications and labeling

As an example, Schultz mentioned the 
use of fungicides and pesticides that contain 
copper, which are allowed under current 
organic standards. However, he said, they 
have a potentially toxic and negative effect 
on human health and the ecosystem.

Another controversy is the eligibility 
for organic certification of food grown by 
methods such as hydroponics, which grow 
plants without soil using mineral nutrient 
solutions.

“That’s not natural, and food grown that 
way has no taste and dubious nutritional 
value,” Schultz commented. ”Also, who’s 
to say what else might be contained in the 
solutions they use or the by-products?”

He said Red Shirt Farm has not applied 
for organic certification in part because they 
don’t consider it meaningful and also because 
there is a lot of paperwork and expense in-
volved in seeking it.

“However, we might apply for that at some 
point, just because it does make selling a little 
bit easier,” he added.

Schultz is also a strong proponent of a 
practice called “no-till” growing of crops. 
This is in contrast to the familiar approach 
of using large tractors to plow soil annually 
to create rows for planting.

Schultz said Red Shirt Farm is part of wider 
efforts to encourage more farms to practice 
no-till farming , and to research and develop 
ways to increase its productivity.

For example, Red Shirt is one of six farms 
in Massachusetts to receive a conservation 
integration grant from the USDA. “It’s a 
collaborative approach to integrate plant 
nutrition with soil quality,” Schultz said.

No-till farming was once a more common 
approach to growing crops, before the shift 
to large-scale mechanized agriculture.

“Tilling is a model that doesn’t make 
sense for many reasons,” said Schultz. “It 
artificially disrupts the natural structure 
and composition of soil. When you till soil, 
you’re breaking all that up just to have a nice 

Red Shirt Farm
continued from page 1

AGRI culture

Annie and Jim Schultz have deep roots in agriculture, including having met as young adults at Caretaker Farm in Williamstown, one of the first CSAs in the region, 
which was established and operated by Annie’s parents, Sam and Elizabeth Smith. After a few decades in pursuit of other careers and interests, the couple returned 
to agriculture on a formal basis three years ago when Jim retired from the Pittsfield Public School system to work full-time at their Lanesboro farm.

RAIL TRAIL OPPORTUNITY!
24,000 sq. ft. three-story brick building bordering 
the Ashuwillticook Rail Trail in Adams. High ceilings, 
maple �oors, freight elevator, dock, exposed beam 
ceilings, parking, town water, town sewer, natural gas, 
sprinkler system, 3-Phase electrical. The current open 
warehouse concept is ready for your development 
plans! 6 miles to MASS MoCA and close to most 
natural and cultural attractions in Berkshire County. 
$599,000 or best o�er.

Full details at https://www.loopnet.com/Listing/12-Harmony-St-Adams-MA/15679168/
CONTACT: STEPHEN J. DADAK • 413-458-3837
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smooth seedbed. Where in nature do you see 
a tilled fi eld?”

He explained that tilling disrupts the mutu-
ally benefi cial natural interactions between 
plants and microorganisms, decomposing 
plants, worms, and other life in the soil that 
provides nutrients and taste in food. It also 
contributes to problems related to erosion.

Schultz said there is also a contemporary 
reason to reduce the amount of tilling: its 
contribution to climate change. He explained 
that carbon is held in the soil through carbon 
sequestration. Tilling brings up carbon in the 
soil and also introduces oxygen, resulting in 
the release of carbon dioxide (CO2) into the 
atmosphere. “If soil was not tilled on such a 
large scale, it would balance out the produc-
tion of CO2 overall,” he said.

At Red Shirt Farm, growing areas are 
initially created using a broad fork which is 
the width of a growing bed. This loosens the 
soil and creates permanent rows of growing 
beds without disrupting the soil’s composi-
tion. Plastic borders are inserted at the edges 
of these beds, which are raised about 4 to 6 
inches off the ground. These are separated 
by mulched walkways.

As an alternative to pesticides, tarps are 
initially placed over the bed to kill off surface 
grasses, leaving soil and organic material. 
Seeds or seedlings of various crops are 
planted into this soil.

Rather than plowing in successive years, 

rows of large tomato plants. However, it is 
a more sophisticated system that is often 
called a “climate battery” – a system to 
control temperature and humidity within 
the structure.

“It has a series of tubes that contains about 
two-thirds of a mile of piping,” explained 
Schultz. “In the daytime it pulls heat from 
the air into the pipes below ground. The 
pipes store the heat and release it into the 
soil. When it’s cooler, the heat radiates 
upwards.”

He said this keeps the interior at least 40 
degrees in cold weather, which allows them 
to have an extended growing season within it.

Farm animal philosophy
The Schultzes take a similarly diligent 

approach to the raising of animals.
They currently have 300 chicken raised 

primarily for meat, and 200 chickens that 
produce eggs. They also have 100 turkeys 
and seven pigs.

Schultz becomes very animated when 
he discusses large-scale factory farming of 
animals, including its inhumane treatment, 
the use of antibiotics and other artifi cial 
substances, and breeding practices.

He noted that the breeds of chickens were 
once more diverse. Chickens were primarily 
raised for eggs, and they were eaten as meat 
less frequently.

the permanent beds are reused, with the for-
mer plant material allowed to decompose into 
the soil. Because the nutrients in the soil are 
replenished by natural processes, fertilizers 
are not necessary.

The farm has several designated growing 
areas with a series of 100-foot-long beds. 
Schultz said these areas total the equivalent 
of about two acres.

One strategy of no-till farming is dense 
planting, which increases the yields in terms 
of space. For example, said Schultz, they 
plant the equivalent of six rows of carrots 
in a space that would contain one row in a 
fi eld that was tilled.

“This also minimizes the space available 
for weeds to grow, which means that artifi cial 
weed killers are not necessary,” he said.

To further reduce the need for pesticides 
and fungicides, vulnerable crops are covered 
with specialized tarps that allow light while 
protecting them.

Other methods of natural pest control, 
such as the introduction of natural preda-
tors of destructive insects or diseases, are 
also utilized.

While this form of growing relies on 
nature, it nevertheless requires careful moni-
toring of the qualities of the soil and plants, 
and specifi c strategies to optimize the health 
of the crops and address specifi c problems.

Red Shirt Farm also has a structure that 
resembles a greenhouse and is fi lled with 

The modern market of chicken was 
shaped by a “Chicken of Tomorrow” contest 
sponsored by the A&P grocery chain and 
supported by numerous other interests in the 
late 1940s. The contest was a competition to 
breed a chicken that would be fast-growing 
and large to create a mass market for chicken 
as a meat.

This resulted in the dominance of the 
Cornish Cross Hen, which grows fast and is 
very plump. They are economically advanta-
geous because they can be quickly raised, 
slaughtered and sold.

Because of the complexities and legali-
ties of breeding and genetics, the dominant 
breeds are considered intellectual property, 
and farmers must buy them from one of two 
multi-national suppliers.

Schultz said one of the goals of Red Shirt 
Farm is to breed and sell heritage chickens 
as an alternative.

“Heritage birds take longer to raise and 
are more expensive, but they are healthier 
and taste vastly better,” he said. “It’s vital 
to bring back diversity. With heritage birds, 
you can’t own the genetics.”

He said Red Shirt Farm raises two basic 
breeds of chickens: Buckeyes for meat, and 
the Black Australorp primarily for eggs.

“We fi nd the best roosters and hens and 
breed them to replenish our fl ock,” he said.

All of their animals are pasture raised. 
They have pens to sleep in but are allowed 
to roam and forage within designated 
fenced-in sections of a large pasture. They 
are moved regularly to different areas of the 
fi eld to allow the feeding areas to replenish 
themselves.

Schultz noted that they ensure all their 
animals are treated humanely throughout 
their lives.

“They are fresh and well-taken care of, 
and when the time comes they are humanely 
slaughtered,” he said. “We make sure they 
are as well treated on the last day of their 
lives as they are on any other day.”

Schultz acknowledged that adhering to the 
principles of Red Shirt Farm and operating 
as a viable business is a challenge.

“Time will tell,” he said. “But business 
has steadily grown in the time we’ve been 
doing it, and we continue to become more 
effi cient and refi ne what we’re doing as we 
move forward.”◆

Right: Jim Schultz and apprentice Marissa Jacquemin 
tend to customers at Red Shirt’s booth at the North 
Adams Farmers Market. The farm also operates a CSA 
venture with about 80 members. Below: Jim Schultz 
visits with his pigs, some of which have been enjoying 
a late-afternoon mud bath. Like the farm’s other ani-
mals, the pigs have a large pasture enclosure in which 
to roam and forage. They are rotated to new areas on 
a regular basis to allow the land to replenish itself. 
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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
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www.pittsfieldcoop.com Member FDIC & SIF               Equal Housing Lender

If you’re looking for a bank with integrity, character, and deep local roots, 
bank with The Co-op. We’re easy to find – the Berkshires have been our
home for 130 years.
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