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Revamped market fills gap 
in downtown Stockbridge

BY JOHN TOWNES
The Elm Street Market in Stockbridge has 

been brought back to life in a form that has 
been spruced up while retaining its traditional 
role as a local market, eatery and community 
gathering spot.

Tiffany Landry and Christopher Greendale 
reopened the business as the Elm Street 
Market and Tiffany’s Cafe on June 22, after 
almost seven months of preparations and the 
unforeseen delays caused by the COVID-19 
pandemic.

They formed a new venture, Green-Land 
LLC, to operate the business. In January, 
Greendale separately purchased the building 
that houses the market from the its former 
owner, Rajeev Verma, for $555,000.

The market was built and opened in 1914 
and had operated continuously under a suc-
cession of names and owners until it was 
closed last year. It had long had a dual role 
in the town as both a market and a popular 
lunch and gathering spot.

Before the market closed last fall it had 
been in a decline for a couple of years, ac-
cording to Landry. It had also been cited by 
the Tri-Town Health Department for health 
code violations.

“We decided to buy it to give back to the 
community something many people told us 
they missed,” she said. “We did a lot of work 
to freshen it up and make it more welcome 
and inviting, but our goal was to take it back 
to what it had been.”

They extensively remodeled the interior, 
doing much of the work themselves. They 
also installed new kitchen equipment.

“We put in new flooring, repainted the 
interior from floor to ceiling and put in new 
shelves, which I designed, and Christopher 
built,” Landry said.

They replaced the lunch counter with a 
new walnut counter that was custom-made 

by furniture designer and woodworker Peter 
Thorne of West Stockbridge.

They opened an area in the back of the 
2,200-square-foot building to expand the 
kitchen and add more retail space.

Landry emphasized that the new Elm 
Street Market is not a trendy specialty food 
store. “It’s a full market with a deli, fresh 
produce, packaged food, cleaning supplies, 
medications and other 
everyday necessities,” 
she said.

She added that they 
have a mix of local prod-
ucts and brand names. 
“We sell as many local 
items as we can, such as bread from Berkshire 
Mountain Bakery, High Lawn Farm milk and 
produce from local farms,” she said. “But you 
can also buy Heinz and other brand names.”

They keep the prices as moderate as pos-
sible for an independent retail store.

“We want people to do their grocery shop-
ping here regularly with community-friendly 
pricing,” Landry said. “Having a nearby 
market is important in Stockbridge. Plus, 
there are people in town who don’t drive and 
have to find ways to travel to other towns to 
shop otherwise. These days, some people are 
also nervous about going to supermarkets 
because of COVID.”

Greendale and Landry are currently in 
the process of applying for a license to sell 
alcoholic beverages.

The cafe is also an important element of 
the market, both traditionally and in the new 
owners’ plans.

A longtime centerpiece of the market has 
been its counter, where people would come in 
for coffee, breakfast and lunch and meet with 
their neighbors. However, the COVID crisis 

and related restrictions have prevented them 
from opening that section for the time being.

There are currently two tables which seat 
up to four people at each.

Nevertheless, they are staying busy with 
a combination of the on-site tables and 
takeout orders.

“We serve a full breakfast and lunch menu,” 
said Landry. “We’ve kept the old favorites like 

egg sandwiches, and 
we’re offering new va-
rieties of them, which 
people really like.”

The breakfast menu 
includes items such 
as basic eggs, as well 

as omelets and eggs benedict, pancakes, 
biscuits and gravy, and New Zealand meat 
pies, among others, as well as a selection of 
sides. Prices range from $5 to $9.

The lunch menu includes a variety of 
sandwiches and burgers ranging from $6 to 
$12, plus soups and salads.

From 4 p.m. to closing they serve dinners. 
“Each week we put out a new menu, with 
a different dinner each day,” said Landry.

A recent weekly menu included such items 
as shrimp scampi with cherry tomatoes on 
pasta; sausage and rice-stuffed bell peppers; 
meatloaf, potatoes, and gravy; ribs, baked 
potato and cole slaw, and Chicken Francais, 
among others. Prices are in $13 to $16 range.

“Business for the cafe is picking up a little 
bit every day,” Landry said. “And we’re 
beginning to have people who make it a 
point to pick up our weekly dinner menus.”

The Elm Street Market (413-298-7007 or 
www.elmstreetmkt.com or Facebook page 
Tiffany’s Cafe at The Elm Street Market) is 
open from 6 a.m. to 8 p.m. daily. It currently 
has a staff of 12.

Tiffany Landry says she and her partner Christopher Greendale decided to revive the former Elm Street 
Market in Stockbridge because of the important role it plays in the community. After extensive renovations 
and enhancements, they reopened the business as the Elm Street Market and Tiffany’s Cafe in late June.

“We decided to buy it to 
give back to the community 
something many people told 

us they missed.”
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Landry is originally from New Orleans. 
She moved to the Berkshires 10 years ago, 
and currently lives in Stockbridge. She has 
been in the food service industry for 30 
years. Most recently she was a bartender at 
the Red Lion Inn.

Greendale is from New Zealand, and has 
lived in Stockbridge for abut 20 years, first 
as a part-time resident before moving here 
full-time from Boston. He previously built 
and sold a technology business.

In addition to purveying food and other 
merchandise, Landry said their goal is to pro-
vide a welcoming and community-oriented 
environment for customers and staff.

“We want to create an environment that 
is a good experience, both for the customers 
and for those who work here,” she said.u

Walker Street Grill quietly 
debuts at Gateways Inn

BY JOHN TOWNES
Relaunching and rebranding a well-known 

restaurant is a challenge under the best of 
circumstances.

It is even more so during the current 
COVID-19 pandemic, with its restrictions 
on capacity and requirements for social 
distancing and other increased health and 
safety measures.

That’s the task being taken on for the new 
Walker Street Grill at 51 Walker St. in Lenox.

The restaurant is part of the Gateways 
Inn, which was purchased for $1 million 
in June by Mill Town Capital, a regional 
investment group,

The prominent inn, located at the eastern 
edge of the Lenox town center, includes a 
mansion built by Harley Procter (of Procter 
& Gamble) as a vacation estate in 1912. It 
was converted into an inn in 1937. Mill Town 
Capital purchased it from Eiran and Michele 
Gazit, who had operated it since 2012.

In addition to its guest suites, the Gateways 
Inn includes a restaurant and lounge. The 
new owners decided to transform that into 
a new restaurant with a separate identity, the 
Walker Street Grill.

“The goal was to create a restaurant that 
would appeal to local residents as well as 
guests at the inn,” said Kayla Rysewyk, who 
is overseeing the restaurant’s transition. “It 
is a full-service quality restaurant, where 
everyone can feel welcome. The idea is to 
offer a quality dining experience, while being 
a little more casual and accessible.”

Under normal circumstances, this transition 
would likely include a brief shutdown to make 

any physical changes, followed by a highly 
publicized reopening with the new identity.

However, because it has coincided with 
the “new normal” of the COVID pandemic, 
the transition has been less clear-cut.

Instead they implemented a gradual and 
partial reopening under the guidelines of 
the state emergency order. They have been 
operating on that basis during the summer.

“Rather than making any major changes, 
initially we’ve focused on what we can do 
to open in a safe manner in accordance with 
the guidelines,” Rysewyk said. “We reopened 
quietly with a casual basic menu all day 
without any advertising. The situation has 
been changing rapidly, so we’ve basically 
had to take things one day at a time.”

Rysewyk is with Three Piece Management, 
a Berkshire-based restaurant management 
and consulting firm that is initially focusing 
on projects for Mill Town Capital, which 
has purchased several properties in central 
Pittsfield, including the Bousquet Mountain 
ski area. Her responsibility is on the restau-
rant launch, and they will provide ongoing 
consulting to the inn after that.

She noted that Trisha Magner, who had 
been head chef at The Gateways restaurant 
before the sale, was retained and given the 
responsibility for developing a menu and 
operations. “We set the basic goals and gave 
her free rein to achieve them,” she said.

Rysewyk said they decided to incorporate 
three basic elements. The Walker Street Grill 
is a steak house and seafood restaurant in the 
evening. During the day it serves sandwiches 
and other lighter lunch fare. On weekends it 
serves both brunch and lunch.

While the restaurant offers limited indoor 
dining in accordance with state guidelines, 
a primary focus this summer has been on 
outside dining under a tent that has been set 
up on the property. Inside they have made 
adjustments to accommodate more limited 
seating and social distancing but have not 
done any significant physical work to reflect 
the restaurant’s new identity.

Rysewyk noted that they plan to add heat-
ing in the tent to allow them to use that for 
as long as possible into the fall.

They have also moved ahead on other as-
pects of the relaunch. Just before Labor Day 
they converted to a new menu that will be its 
basis moving forward. The menu is posted 
on their new website (walkerstreetgrill.com).

The Walker Street Grill’s hours are 
Wednesday through Sunday from noon to 8 
p.m. It includes a lunch menu that is served 
Wednesday through Friday from noon to 4 
p.m. On Saturday and Sunday brunch will 

be served from 11 a.m. to 4 p.m. A dinner 
menu is available from 4 to  8 p.m.

The lunch menu includes char-broiled 
burgers and grilled sandwiches in the range 
of $14 to $15. Also available are tuna tacos 
and salmon cakes, as well as soups, salads, 
sides and starters. For weekend brunch, the 
lunch menu expands to include items such as 
Eggs Benedict, Eggs Florentine and French 
toast, among others.

The dinner menu features a variety of 
entrees including a burger at $14, steak and 
seafood dishes from $16 to $26, a rib-eye steak 
for $38, as well as soups, salads and starters.

Rysewyk noted that the interior has mul-
tiple rooms used for restaurant seating, which 
enables them to space out diners to maintain 
requisite social distancing.

“We’ll be making some changes to the 
interior physically reflecting the new identity, 
once we have the basics down,” she said.

Rysewyk the initial response from the 
community has been very favorable. “Even 
though we have kept things low key and 
didn’t advertise this, people in the commu-
nity discovered what we’ve been doing by 
word of mouth, and we’ve gotten a lot of 
enthusiastic support,” she said.u
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Save, invest, protect during good times and bad
Real Money: Straight-up Answers with Berkshire Money Management

DALTON — Scott Little is someone who 
makes it a priority to read up and stay current 
on global markets.

Little, 43, is the vice president of Berkshire 
Money Management. He’s been with the com-
pany more than 18 years, working from the 
mailroom all the way to the board room.

Born and raised in North Adams, Little enjoys 
his “small orbit” in the Berkshires, only making it 
as far as Adams after getting married.

These days, when he’s not steeped in Bloom-
berg, you’ll �nd him with his daughter, 12, 
�shing for pumpkinseed or taking in the fresh 
air with his wife at the Greylock Glen “for some 
quiet time, some peace of mind and some exer-
cise,” he says.

Some folks know him for the meals ministry 
work that he does with his church in Adams, 
but for Little, helping people with their �nancial 
futures is his calling. He spoke about his passion 
for planning in this installment of Real Money: 
Straight-up Answers with Berkshire Money 
Management.

Q: What brought you to the business of �nan-
cial planning?

A: I bought my first mutual fund when I was 
18, and through that I really started to develop 
a greater and greater interest in the world of 
investments. In my childhood and early adult-
hood, I had seen firsthand what can happen 
if you don’t get good investment advice and 
decided that I would like to do something to 
change that in my own corner of the world. 
I think this field has found me as much as I 
found it. I love what I do. I think investing and 
investments are as much a hobby as they are a 
career. I read investment periodicals for enjoy-
ment. There’s certainly the human component, 
too, seeing the positive change that I can 
effect on people’s lives by providing sound 
advice.

Q: What money lesson should be taught in 
school but isn’t?

A: We live in this consumer-driven world, espe-
cially our own country; over 70 percent of our 
economy is driven by consumer spending. I feel 
like how to save money gets lost. How to use a 
credit card to your advantage but not fall prey 
to the many pitfalls. How to invest in a 401(k), 
and how to take advantage of your company’s 
match. Really learning how to save, how to be 
forward thinking, not living just for today, but 
putting something aside to be prepared for 
tomorrow. And the importance of time as your 
greatest asset when you’re saving money; it’s 
far more important than the amount you save, 
or how great of an investment picker that you 
are. The more years you have to compound 
interest and the more you save every year, start-
ing at an early age, will be more bene�cial than 
saving more at a later age.

Q: Has the pandemic changed your overall 
thinking about the market?

A: People tend to be very emotional during times 
like this, but the markets have functioned ratio-
nally. They did what they were supposed to do. 
Entities like the Federal Reserve intervened to 
maintain that functionality. They injected trillions 
of dollars of liquidity to keep the gears of the 
monetary system functioning properly, and I think 
they accomplished that. Part of the reason we 
had the Great Depression was because there was 
a real lack of intervention by our �scal and mon-
etary system, which at that time was not nearly as 
developed and did not have nearly the toolbox 
that it does today. The di�erence being, this won’t 
last 10 years; it’ll likely last 3 to 6 months.

Q: What does time-of-crisis investing look like 
to you?

A: There’s two ways you can prevent loss in a 
portfolio. The �rst is trying to manage the money 
around appropriately, rebalancing as you’re go-
ing through a crisis to limit the downside volatil-
ity; not timing the market, but just being in tune 
with trends, trying to move and try to stay ahead 
of the curve. The other way to manage risk is by 
never being that much into the market when a 
crisis hits. That’s where risk tolerance comes in. If 
you’re much older, and don’t want to take chanc-
es with your money, understanding that you’ll 
have less return, but you’ll also have less risk. 
You don’t know when a crisis is going to descend 
upon you, but someone with a very conservative 
risk tolerance won’t have the exposure to the 
market at the time a crisis hits.

Q: At times like these, what are the safer places 
for money?

A: It’s high-quality bonds, consisting of gov-
ernment bonds, sometimes municipal bonds, 
sometimes corporate bonds. It can also consist 
of some cash, especially if clients are withdraw-
ing from a portfolio on a regular basis. Having 
several months in cash, so you’re not forced to 
sell when the market is low, is another way to 

manage the risk. We want to keep it in some-
thing safe, very liquid, usually some type of cash 
or money market account that will be available. 
Unlike safety and availability, interest isn’t really 
the main priority. If we’re holding cash for a 
longer period of time for a client, then selecting 
a vehicle like a purchased money market fund 
could be better-suited. It might o�er more yield.

Q: Why not just protect and preserve current 
holdings and assets?

A: If all you’re doing is preserving assets and not 
growing assets, then the likelihood of meeting 
your long-term goals and drawing o� this money 
at a later date is going to be compromised. We 
have to look for opportunities to be able to grow 
the account, consistent with the client’s objectives 
and tolerance for risk. If you’re someone who is 
younger and more accepting of risk, then during 
more normal times, we can invest in instruments 
that are designed to provide that growth, which 
might be more stocks than bonds. Or, if you’re 
someone who isn’t in retirement yet but close, 
maybe somewhere in between, a blend of stocks 
and bonds. You always have to marry risk and 
reward, preservation and growth, and pursue op-
portunities to help people to grow their money so 
they can have what they need in retirement.

Q: Who helps make those kinds of decisions for 
portfolios at Berkshire Money Management?

A: We have an investment committee here built 
up of six of us, Allen Harris included, of course, 
who is our founder and chief investment o�cer. 
We all discuss our own ideas for the market, and 
we’ll all pull together research and have a discus-
sion. What I enjoy about that is almost every 
generation is represented within the invest-
ment committee meetings people in their 20s, 
30s, 40s, 50s. We have a lot of di�erent vantage 
points, which I think makes for very constructive 
conversations.

Q: What does a relationship with Berkshire 
Money Management mean for clients, for today 
and tomorrow?

A: We feel that the vastness of our service o�er-
ings, o�ering what people really need and what 
they want, and having it all under one roof is 
important and desirable. You’ll have someone on 
your side who can do a lot more than just buy 
one investment and sell another. It means hav-
ing a partner, someone during the tough times 
who can help you stay on track. Someone during 
the good times that can help you understand 
the opportunities, and help you to better de�ne 
what your goals are.

Have questions about what Berkshire Money 
Management can do for your �nancial future? 
Visit Scott Little and his team at berkshiremm.
com, or call 413-997-2006 or 888-232-6072.

(This article, by Noah Ho�enberg, originally ap-
peared in The Berkshire Eagle on July 6, 2020)
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‘Village-to-Village’ concept 
taking hold in Berkshires

BY JOHN TOWNES
At a time when mutual assistance is more 

important than ever, an organization to form 
“villages” based on that principle has for-
mally launched.

Villages of the Berkshires is a member-
ship organization whose purpose is to enable 
seniors to live and age in their homes by 
providing them with non-medical assistance 
and services to foster independence, security, 
well-being and a meaningful life.

It is a nonprofit grassroots organization 
based on the concept of volunteer neighbor-
to-neighbor participation and a pooling of 
resources. The services are primarily pro-
vided by volunteers. Members also provide 
assistance to other members.

“It’s basically people helping people,” 
said Howard Shapiro, co-founder and board 
president. “It provides help and a sense of 
connection for members.”

Its specific services are based on the needs 
of individual members. They range from as-
sistance with household chores and errands 
to regular check-ins, among others.

While it is now beginning an active out-
reach and membership campaign, Villages 
of the Berkshires has been in the planning 
stages for about two years. In 2019 it gained 
status as an independent 501c3 nonprofit 
organization, and has a 15-member board 
and one part-time staff person.

Villages of the Berkshires and Berkshire 
Community College have received a $76,737 
grant from the U.S. Department of Health and 
Human Services and its Administration for 
Community Living Community Care Corps.

Villages of the Berkshires is collaborating 
with the college’s Osher Lifelong Learning 
Institute (OLLI), a program that provides 
educational and social activities for older 
residents. The grant will support the develop-
ment of a volunteer network, and the hiring of 
a part-time volunteer coordinator and trainer.

As a membership organization, members 
pay a fee of $360 annually or $30 monthly 
for a single-person household or $540/$45 
for two-member households.

“We want this to be accessible for anyone, 
and we’re raising funds for scholarships 
and sponsored memberships for those with 
limited incomes,” noted Shapiro.

They will also be conducting other fund-
raising campaigns and soliciting contribu-
tions on an ongoing basis.

Shapiro said the types of specific services 
will be determined by the organization and 
members.

He said this includes many options, such 
as transportation to stores or appointments, 
pick-up and delivery of medicine or other 
items, assistance with household chores or 
outdoor maintenance such as snow shoveling 
or lawn cutting.

“It might be a regular service or some-
thing on a one-time basis, such as a repair or 
special project,” said Shapiro. “It also might 
include help with paperwork or assistance 
with setting up a home computer system and 
instruction on its use.”

He added that they also plan to offer a 
regular check-in service for those who live 
alone.

However, he emphasized that Villages of 
the Berkshires is not intended to replace other 
more intensive at-home caregiver services, 
and does not provide medical services.

In addition to volunteers, Villages of the 
Berkshires (413-327-4404 or berkshires.
helpfulvillage.com) is also a source of refer-
rals to approved professional services. It is 
presently assembling a list of businesses and 
contractors who meet its criteria.

To keep the operations personal and 
manageable for members and volunteers, the 
organization’s strategy is to establish smaller 
village groups to cover individual sections 
of the county under the umbrella of Villages 
of the Berkshires.

“Our initial focus is on launching a vil-
lage for the central Berkshires, including 
Pittsfield, Lenox, Lee 
and Stockbridge, and 
then establishing oth-
ers across the county 
under our auspices,” 
Shapiro said.

He said they are 
starting with 15 households with 24 people 
and about 30 volunteers. Their goal is to 
increase that to about 50 members and 50 
volunteers this fall.

Launch delay
Shapiro said that they had planned to pub-

licly launch the organization earlier this year.
“We had to hold off when the COVID

crisis emerged, because that was obviously 
not the right time,” said Shapiro. “However, 
as time went on, there was a better sense of 
the situation and the necessary precautions. 
We realized this situation may be going on 
for a while and decided to begin with services 
that can be provided in a safe way for our 
members and volunteers.”

He said Villages of the Berkshires will 
adhere to protocols for social distancing and 
other protections. “For example, we might do 
a delivery by leaving the item outside,” he 
said. “If there is a need to go inside, people 
will practice social distancing and other ways 
to minimize exposure.”

Part of the process of building a village 
is public introductory meetings. In normal 
times these would be held in person. How-
ever, for the time being meetings are taking 
place over Zoom.

Shapiro and his wife, Shirley, initiated the 
organization after reading a book on aging, 
Being Mortal by surgeon Atul Gawande. 
They also learned about a grassroots national 
network of similar programs, the Village to 
Village Network (www.vtvnetwork.org). 
The first village was established in Boston 
in 2002, and there are currently more than 
250 of them, with others in development.

“We’re older ourselves and thought this 
was the type of program that people like 
us would benefit from,” Shapiro said. “We 
started talking about the idea with other 
people. We set up a steering committee, and 
it grew from that.”

The Village-to-Village movement re-
flects the increasing proportion of the older 

population nationwide. 
Shapiro believes the 
program is especially 
relevant in the Berk-
shires.

“ R i g h t  n o w  i n 
Berkshire County, 

about 40 percent of the population is 50 or 
older,” he said. “Services like this will be-
come increasingly important as people age.”

He added that one impetus is the advan-
tages, both psychologically and financially, 
of enabling people to age in place as much 
as possible.

“Most people want to stay in their own 
homes for as long as possible,” he said. “Also, 
the availability of congregate care facilities 
is becoming increasingly limited and costly. 
So this is a necessary alternative.”u

“It’s basically people help-
ing people,” said Shapiro. “It 
provides help and a sense of 
connection for members.”
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Carr Hardware has announced the launch of 
“Round-up for the Schools” to benefit the local 
Berkshire County school districts. The company is 
offering all their customers the option to round-up 
the final cost of their purchases to the nearest dollar. 
Carr Hardware will then match those donations 
and purchase needed personal protective equip-
ment – such as masks, gloves, sanitizer and other 
items – to donate to local schools. Collection jars 
will also be stationed at all Carr Hardware locations 
for customers to donate. “If there is a chance at 
defeating this pandemic and have students return to 
school safely at some point, then it will be by using 
the CDC guidance for PPE, physical distancing, 
and education on personal hygiene practices,” said 
North Adams Superintendent Barbara Malkas. “We 
are so thankful to our community partners at Carr 
Hardware for supporting our schools.” Bart Raser, 
president of Carr Hardware, said the Round-up for 
the Schools program is consistent with their vision 
as a local family owned business. “Helping the local 
community is critically important and has always 
been something that Carr Hardware and the Raser 
family has prioritized” said Raser.

Greylock Federal Credit Union has joined 
the African American Credit Union Coalition 
(AACUC). In addition, its board of directors has 
voted to sign on to a national Credit Union Diver-
sity, Equity and Inclusion Collective’s statement 
of solidarity and commitment to change (www.
cudeicollective.org/pledge). The nationwide 
commitment, spearheaded by the AACUC’s 
Commitment to Change, brings credit unions 
together to listen, learn, advocate and amplify 
the voices of the marginalized and vulnerable 
members of the community. The pledge, which 
has gained the support of over 150 credit unions 
and service providers nationally since its launch 
on Juneteenth (June 19), is intended to help 
credit unions focus on clear, actionable efforts 
to create real, meaningful, transformative and 
sustained change. According to Greylock Federal 
officials, through membership in the AACUC, 
the credit union is working to strengthen access 
to financial services for people of color in the 
community. The added counsel and tools of the 
AACUC’s Commitment to Change will assist the 
credit union as it continues to pursue meaning-
ful change around historically unequal access to 
financial resources. “This call to action is directly 
in line with Greylock’s long-held commitment to 
inclusion, diversity, equity and accessibility,” said 
Greylock Federal President and CEO John Bissell. 
“The pledge serves to strengthen our resolve to 
help our entire community to thrive. Our board 
is committed to the hard work that lies before us 
during this time of great social change.”

In early August Wild Oats Market donated 
$2,338.02 to the Berkshire Food Project. This 
reflected funds that were generated in July through 
the store’s Round Up For Change program, which 
allows shoppers at the Williamstown market to 
round up their total purchases at checkout and 
donate the spare change to the featured organi-
zation of the month. The Berkshire Food Project 
seeks to alleviate hunger, food insecurity, and 
social isolation by serving healthy, no cost meals 
and connecting people to other resources, all in a 
dignified and respectful manner (December 2019 
BT&C). Due to the pandemic, it has adapted its 
previous dining system to offer meals to go as 
it acclimates to operating under the new safety 
guidelines. More information is available at 
berkshirefoodproject.org.

The WAM Theatre management team has 
announced their reimagined plans for WAM’s 
fall 2020 season, offering digital productions in 
October and November. Roe by Lisa Loomer will 
run Oct. 17-20, and The Thanksgiving Play by 
Larissa FastHorse will run Nov. 19-22. “For the 
past few months, we have been grappling with 
what our fall season might look like in this current 
world,” said Producing Artistic Director Kristen 
van Ginhoven. “It felt important, in a pandemic, 
in an election year, and at a time when we are 
having a national reckoning around race, that 
WAM find a way to tell the stories of our previ-
ously announced plays…. It also felt important 
to offer as many artists as possible paid work, to 
be financially smart about our decisions, and to 
put the well-being of our artists and patrons at 
the forefront. All of this led us to the conclusion 
that we had to hold these offerings virtually.” 
Tickets and additional information about the two 
productions are available at WAMTheatre.com.

Berkshire Sterile Manufacturing (BSM) has 
received more than $165,000 from Eversource 
and Berkshire Gas as an incentive for installing 
more expensive yet more energy-efficient equip-
ment in their sterile filling lines. A major energy 
savings resulted from replacing older equipment 
used to produce water for injection (WFI), high-
quality water with no significant contamination 
which is used to produce injectable medicines. 
BSM replaced their steam-powered still that 
produces WFI with a very efficient modern 
triple-effect lower-pressure still. The new system 
requires less gas to produce the steam and less 
chilled water, produced by electric chillers, to 
condense the steam. Additional energy savings 
will come from high-efficiency HVAC equipment, 
LED lighting, and a reduction in cleanroom size 
by using isolator technology. The total energy 
savings from the improvements are estimated to 
be 733,381 kWh of electricity and 26,626 therms 
of gas annually. The combined decrease in energy 
use equates to a reduction of 13,174,624 pounds of 
carbon dioxide emissions each year. This reduc-
tion in carbon dioxide is comparable to planting 
275,000 mature trees (approximately 50 acres of 
forest) or removing 1,300 cars from the road each 
year. “We worked hard to identify technologies 
and equipment which reduced the use of gas and 
electricity,” said Ron Trefzger, senior engineering 
manager at BSM, who oversaw the selection and 
purchase of the equipment. “We appreciate the 
collaboration and incentives provided by Ever-
source and Berkshire Gas.” The energy efficiency 
improvements are part of an ongoing $20 million 
expansion of BSM’s Lee facilities, which is being 
financed by Berkshire Bank and Lee Bank (May 
2020 BT&C). The buildout and expansion are 
expected to be completed in December 2021. As 
a result of this expansion, BSM anticipates hiring 
an additional 40 to 50 employees by end of 2021.

MCLA Berkshire Cultural Center’s Gallery 
51 has reopened to the public on a limited basis 
with “A Long Way From Home,” a new body of 
work by artist-in-residence Genevieve Gaignard, 
that will be on display until Dec. 7. This is the 
first exhibition to come out of MCLA’s Artist 
Laboratory Residency, and is Gallery 51’s first 
in-person exhibit since the COVID-19 pandemic 
pushed MCLA’s campus, and BCRC, to remote 
formats. Guests can view the exhibit from noon 
to 2 p.m. on Tuesdays and Thursdays, and by 
appointment from noon to 4 p.m. on Tuesdays 
and Saturdays. Social distancing protocols will be 
followed, and guests are required to wear masks 
and gloves. For more information, visit www.mcla.
edu/About_MCLA/area/bcrc/mcla-gallery-51/.

Multiple fire and EMS agencies in Berkshire 
County, which collaborated this spring through 
designated regional operation centers to manage 
the COVID-19 pandemic, were awarded a CO-
VID-19 Assistance to Firefighters Grant by the 
Federal Management Agency (FEMA) in August. 
The reimbursement grant, in the amount of $140, 
961, will go toward COVID-specific expenses, 
accrued by the 18 agencies through the three 
regional operation centers based in north, central 
and south county. Participating agencies include 
those from Pittsfield, Adams, North Adams, 
Cheshire, Clarksburg, Dalton, Florida, Blandford, 
Lanesboro, Savoy, Stamford, Williamstown, 
Stockbridge, Sandisfield, Great Barrington, Shef-
field Fire Department and Northern Berkshire 
EMS along with Adams Ambulance. Awards to 
the agencies reflect varying amounts based on their 
submitted requests. The grant, which is hosted 
by the Pittsfield Fire Department, was written 
and submitted by Amalio Jusino of Emergency 
Response Consulting and the coordinator of the 
Northern Berkshire COVID Operations Center.

In response to the changing landscape of edu-
cation, Berkshire Music School has expanded 
offerings for its 2020 fall season. The school will 
offer private lessons and group classes ranging 
from classical training in all band and orchestral 
instruments and voice, to live DJ and popular music 
history, to jazz theory, and virtual voiceover instruc-
tion. “Recognizing that the needs and interests of our 
community are rapidly evolving, we have curated a 
dynamic series of classes for musicians of all ages 
and backgrounds,” said Executive Director Natalie 
Johnsonius Neubert. “This year, we are increas-
ing our small group classes and private lessons 
options – particularly for youth – to complement 
the students’ remote, hybrid and home-school cur-
riculums. We want to ensure that all of the children 
in the Berkshires can experience the benefits of a 
musical education, including the edifying social 
interactions that come with collaborating with their 
peers in safe, small groups settings and online.” To 
support its new programming, Berkshire Music 
School has welcomed new faculty members – DJ 
BFG Gabby Squailia (The Art of the Playlist: A 
History of Popular Music), Daniel Ariel (Tunes for 
Tots, Music for Young Minds, voice, saxophone, 
and world music), and Deborah Grausman (Intro-
duction to Voiceover) – to its roster of professional 
music educators.

The Nonprofit Center of the Berkshires (NPC) 
has partnered with the Massachusetts Service Al-
liance and Inspiring Service, a Cleveland-based 
technology firm, to launch an online platform for 
the Berkshire community that presents nonprofit 
data and stories. Prospective volunteers and donors 
can use the information to take action to help in 
the recovery from the COVID-19 pandemic. The 
new website – GiveBackBerkshires.org – features 
nonprofit profiles, stories of COVID-19’s impact, 
and real-time data such as volunteer hours lost, 
fund-raisers canceled, and program and event 
revenue lost. GiveBackBerkshires.org is a digital 
extension of the NPC’s Giving Back guide which 
will appear in the Berkshire Eagle on Sept. 23. 
“This online tool couldn’t come at a better time 
for Berkshire County, which has no county-wide 
volunteer service,” said NPC founder Liana 
Toscanini. “People really want to help during 
this pandemic, but they need information about 
volunteer opportunities, items sought and the types 
of needs in our community.” All Berkshire County 
nonprofits are invited to have a presence on the 
website at no charge, which is made possible by 
sponsors Berkshire Bank, Inspiring Service and 
Massachusetts Service Alliance. As the community 
partner for the Berkshire region, the NPC will be 
joining the Cape, Metrowest and Boston regions 
in deploying this assessment, response and recov-
ery tool. The aggregate regional data will assist 
funders, donors and others addressing nonprofit 
needs in directing their philanthropic dollars.

Massachusetts Museum of Contemporary 
Art (MASS MoCA) has been awarded a federal 
Museums for America grant from the Institute of 
Museum and Library Services (IMLS). Funding 
will support the museum’s Art-tastic Families 
project to continue producing programmatic 
opportunities for local students and families re-
ceiving services from the Department of Children 
and Families (DCF). In addition, in response to 
the disruption of traditional classroom learning 
due to COVID-19, MASS MoCA educators will 
design virtual and off-campus programming that 
brings the best of MASS MoCA and the Kidspace 
ArtBar (the museum’s child-centered art-making 
space) out to the community. With the support 
of IMLS, MASS MoCA’s Art-tastic Families 
project will offer free arts-centric programs to 
gather families for carefree creative exploration, 
which is considered more essential as many 
families are experiencing the emotional exhaus-
tion of uncertainty and financial stress brought 
on by COVID-19. The new FamilyTime room 
in Kidspace is available for families and social 
workers who want a bright and engaging space 
to host supervised visits or a kid-friendly area to 
gather during regular museum hours. Beginning 
in October, MASS MoCA will offer a monthly 
opportunity for foster siblings to connect, spending 
time creating exhibition-inspired artworks, explor-
ing the galleries and enjoying a free lunch. New 
off-campus programming opportunities will be 
made possible through the debut of the ArtMobile, 
a roving art gallery, performance space and art-
making studio that will visit schools, community 
centers and neighborhoods, often alongside mu-
seum artists. “We have already seen magic unfold 
through our pilot year of DCF programming,” 
said Laura Thompson, MASS MoCA’s director 
of education and curator of Kidspace. “It’s always 
meaningful to see families taking a break from their 
personal stressors to have a joyous time together 
in Kidspace, and I especially love when siblings 
meet up in the gallery and make art together. We 
are thrilled to have the support to continue this 
important programming for families during such 
a difficult time.”

Massachusetts College of Liberal Arts is 
among institutions chosen by the U.S. Department 
of Education to receive a TRIO program grant 
for student support services. MCLA will receive 
$261,888 per year for up to five years, a total of 
$1.3 million, in order to enhance student support 
for under-resourced students. “College students 
benefiting from the TRIO program have gone on 
to make incredible contributions to their communi-
ties and their professions,” said MCLA President 
James Birge. “I am thrilled that MCLA will now be 
part of this program. Many of our students come 
from under-resourced populations, and it’s been 
our 125-year mission to provide an accessible, 
affordable education. The TRIO program grant 
will enhance our existing work in the area of 
student support, and create further opportunities 
for our student body.” The TRIO programming 
will work toward increasing the retention, good 
academic standing, and graduation rates of eligible 
students, and foster an institutional climate that is 
supportive of low-income, first-generation, and 
students with disabilities. This program will serve 
up to 160 students a year. “We have been working 
tirelessly on this grant since I first arrived two and 
a half years ago,” said MCLA Chief Diversity 
Officer Christopher MacDonald-Dennis. “TRIO 
is a highly respected program that brings results, 
and I know we will get so much from being part 
of this program.”
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news & notes from the region

First Baptist Church to 
become part of BAAMS

BY JOHN TOWNES
At a time when he was completing the 

renovation of the former St. Mark’s Episcopal 
Church as the home of the new Berkshires 
Academy for Advanced Musical Studies 
(BAAMS) in Adams, co-founder Don Som-
mer decided to launch an ambitious new 
project at another nearby church building.

In late August, Sommer acquired the 
former First Baptist Church building at 
12 Commercial St. in Adams. He plans to 
renovate the building to house classrooms, 
performance space and other operations as 
an expansion of BAAMS.

“It’s one of the most beautiful buildings 
in town,” he said. “After I took a tour of it, 
I decided it had to be saved.”

Sommer is a retired educator who owns 
the Greylock Apartments in Adams. He and 
his family also operate the Hafl inger Haus 
restaurant and inn, which is next door to the 
First Baptist Church.

After purchasing the vacant former St. 
Mark’s Episcopal Church building at 39 Com-
mercial St., Sommer came up with a plan to 
create a nonprofi t performance and cultural 
center named the Olga C. Sommer Center for 
Music and Art (March 20202 BT&C). After 
being introduced to the organizers of the 
BAAMS last year, Sommer agreed to house 
the school in St. Mark’s on a rent-free basis.

BAAMS, a youth musical education 
organization, is formally launching this 
month. Initially, they had planned to hold 
their classes, workshops and performances 
live in the St. Mark’s building. However, 
due to restrictions imposed by the COVID
pandemic, they are initially conducting their 
programs remotely (August 2020 BT&C).

Sommers decided on the new project when 
he learned that the First Baptist property was 
available. He contacted the church, and they 
came to an agreement to transfer ownership.

The congregation had used the building 
for services before the pandemic precluded 
public gatherings. They determined that 
upkeep of the property had become too ex-
pensive for their organization and offered it 
to Sommer at no cost.

“The building is sound and has been in 
active use,” Sommer said. “However, there 
are issues with it. The roof leaks, and the 
stained-glass windows are in poor shape, 
for example. We’re going to commission 
architectural studies to determine exactly 
what it will need. We’ll be applying for grants 
to help fund the work.”

Sommer said the exact timetable will de-
pend on the amount of work required. “Our 
goal is to have it completed and ready for 
use late next year,” he said.

The details of how it will be used will also 
be determined by the status of the COVID

pandemic and guidelines for public gather-
ings at that time.

Sommer said that when the renovation 
of First Baptist is completed, the plan is for 
BAAMS to utilize the space for classes and 
performances. “First Baptist is a perfect 
space for performances,” he said. “It has a 
wonderful stage and seating. It also contains 
many other rooms that can be used for classes, 
practice space and other activities.”

The property also includes a rectory 
building. “We’re looking at using that to 
house visiting musicians and instructors at 
BAAMS,” said Sommer.

He said the building will also be available 
for use for performances and activities by 
other organizations, such as the neighbor-
ing Berkshire Arts and Technology (BART) 
Charter Public School. “We’d like to also 
work with BART on programs they might 
want to do there,” he said.

Sommer noted that, although they divested 
themselves of the church building, the First 
Baptist congregation is still an active orga-
nization. “I told the members of First Baptist 
that they will be welcome to use it for services 
when it’s completed,” he said.u

Entrepreneurship for All (EforAll) Berkshire 
County has announced the 12 business ideas 
chosen to participate in the Fall 2020 Business 
Accelerator program which began the week of 
Sept. 7, and will be held completely virtually. 
The selected businesses, representing a wide array 
of ideas and coming from a broad swath of the 
region, are: Charlie Nadler & Kiar Holland, Laugh 
Dealers, North Adams; Nicole Ferry, Ferrytale 
Endings, Becket; Lindsay Neathawk, Neathawk 
Designs, Williamstown; Rebecca Childs-Lee, 
Martial Arts Institute of the Berkshires, Lee; 
Alex Kacheris, Equine Assisted Therapy, Pitts-
fi eld; Kristen Tool, Olsen Farm, Free Produce, 
Lanesboro; Laurie Rock, 21st Century Scuba, 
Pittsfi eld; Purple Valley Sustainable Connec-
tions, Williamstown; Mary Childs, Ceramics 
New England, Lee; Liam Gorman, GeoCa$h, 
Pittsfi eld; Courtney Gilardi, Custom Crafted 
Remedies, Pittsfi eld; and Kate Abbott, By The 
Way Berkshires, Williamstown. “These entre-
preneurs aim to build strong businesses that can 
make their idea come alive and also contribute 
to the economic recovery in the Berkshires,” said 
Peter Taylor, chair of EforAll Berkshire County’s 
leadership advisory board. “This class is a great 
refl ection of the resolve, ingenuity and creativity 
among Berkshire residents, and EforAll is here to 
support them and others who want to start and grow 
businesses.” The public will be invited to the Gala 
and Showcase at the conclusion of the 12-week 
intensive program in mid-December. EforAll is 
a nonprofi t organization that partners with com-
munities nationwide to help under-represented 
individuals successfully start and grow a business 
through intensive business training, mentorship 
and an extended professional support network 
(October 2019 BT&C).

The Guardian Life Insurance Company 
of America Pittsfi eld offi ce at 700 South St. 
will host two events in support of the American 
Cancer Society’s Relay For Life of Berkshire 
County in the coming weeks. From 7 to 9 p.m. 
on Oct. 3, Guardian Life will host “A Night of 
Hope,” during which the general public is invited 
to safely drive through the company’s parking lot 
and view luminaria bags that are decorated and 
placed in memory or support of people touched by 
cancer. Prior to this event, on Sept. 19, Guardian 
also will host a contactless drive-through canned 
good collection from noon to 2 p.m. Relay For 
Life volunteers will use the cans to anchor the 
luminaria bags on Oct. 3 and then distribute them 
to local food pantries. Participants are asked to 
place the canned goods in the trunks of their cars 
and remain in their vehicles, while masked Guard-
ian volunteers remove the donations.

The Mahaiwe Performing Arts Center in 
downtown Great Barrington will celebrate its 
15th anniversary as a year-round, nonprofit 
organization on Oct. 11 at 7:30 p.m. with a free 
online event called “Moving People, Moving 
Mountains.” The event will honor founder 
Lola Jaffe with performances by Brian Stokes 
Mitchell, Emanuel Ax, Rosanne Cash, Michael 
Feinstein, Paul Taylor Dance Company and 
more. “Moving People, Moving Mountains” is 
being held in lieu of the Mahaiwe’s annual fund-
raising gala, and donations of all amounts will 
be accepted. Registration details are available 
at mahaiwe.org/15.u
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SOUNDING board
IT TAKES A VILLAGE

EforAll draws on 
resources from 
our community 
to help startups

Deborah Gallant is the executive director of 
EforAll Berkshire County. She can be reached at 
deborah@eforall.org or 833-336-7255 ext. 720.

BY DEBORAH GALLANT
You’ve all heard the saying “It takes a 

village to raise a child.”
At EforAll, we think it takes a village to 

raise a business, too.
In the best of times starting a busi-

ness can be risky and stressful. And these 
are NOT the best of times – no one has 
ever seen any situation like this before. 
Between COVID health concerns, the 
economic downturn and the general un-
certainty, literally no one is an expert.

Entrepreneurship for All – EforAll – has 
been helping startup businesses in Massa-
chusetts since 2013, though we just arrived 
in Berkshire County about a year ago (Oc-
tober 2019 BT&C). Our free program to 
help individuals get started up is all about 
creating that village – through mentors, 
a cohort model and opening the doors to 
community resources. It can be amazingly 
powerful to build your village in person, 
but, with the COVID crisis, we’ve been 
able to make it work virtually, too.

None of it would be possible if we did 
not have the commitment and support 
of our funders and Leadership Advisory 
Board who believe passionately in what 
we are doing.

Berkshire County’s Winter 2020 Accel-
erator cohort of nine people (representing 
eight ideas) completed their three months 
of intensive training this spring – the final 
month was virtual. The Fall 2020 Accel-
erator cohort of 13 people (representing 12 

ideas) are now in their first classes, which 
are all being run online.

Winter 2020 Cohort member Mindy 
Miraglia of Berkshire Camino (www.
berkshirecamino.com) will tell you that 
her mentors were critical to getting her 
tour company off the ground after COVID 
derailed her original plan to build hostels 
in the Berkshires. “My mentor team (Paul
Gniadek and Ilene Mar-
cus) has challenged me 
to think and act like an 
entrepreneur, step into 
my power, be decisive, identify where I 
need support and to build a network that I 
can tap into when I need help,” Mindy says.

Each participant is matched with two 
or three mentors – community volunteers 
with a wide range of experience and 
expertise – to act as the informal Advisory 
Board. This relationship continues not 
just through the three-month Accelerator 
program, but for an additional nine months 
after it’s completed.

The mentoring experience can be very 
rewarding on both sides of the equation. 
Returning mentor Mary Vasquez Slack 
of My Versatile Secretary says: “When a 
person transitions from being someone’s 
employee to being the entire company, it 
can be exciting, a little scary, sometimes 
lonely, and a very rewarding experience. 
Having someone who can relate to a similar 
situation can be comforting and validating.”

The cohort itself ends up being a support-
ive community of folks all going through 
the experience together, supporting each 
other and helping every person get the most 
out of the program. Built-in cheerleaders 
and supporters are a key part of the village. 
“The enthusiasm, support and camaraderie 
from the cohort made the entrepreneur-
ial journey feel less intimidating,” says 
Winter 2020 entrepreneur Erin Laundry 
of Bottomless Bricks. “I couldn’t call up a 
friend and discuss my customer journey, or 
pick their brain about how to be found in 
a Google search, but the cohort provided 
a place to discuss, learn and brainstorm 
ideas to help grow our businesses.”

EforAll’s success draws largely upon 
outreach into the region’s existing 
infrastructure, resources, organizations 
and individuals, and then plugging them 
into the needs of the entrepreneurs. Our 
classes are taught by a deep bench of well 
regarded local experts. Linda Dulye of 

Dulye Leadership 
Experience taught 
presentation skills, 
Ben Lamb and Lind-

sey Schmid of 1Berkshire taught classes, 
and attorneys from Cohen, Kinne, 
Valicenti & Cook taught the Legal Issues 
class, among others.

It goes well beyond the twice-weekly 
classes. When one of the cohort mem-
bers needs insight into the local tourism 
economy, they get introduced to the folks 
at 1Berkshire. When they want to know 
about the opportunities in North Adams, 
we can introduce them to the mayor and 

This can be a very good time 
to try something new!
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commentary

community development folks. Being 
able to shortcut the usual channels can 
make a huge difference in the ability to 
get going. If they need funding, we can 
open doors to banks, to grant programs, 
to resources they may not have known 
about before. Our “Looking for Money” 
class is taught by Raymond Lanza-Weil 
of Common Capital, who does personal 
follow-up for all EforAll entrepreneurs 
and has funded several already from our 
EforAll Holyoke site.

In June EforAll Berkshire County part-
nered with John Lewis and Devin Shea of 
Team R3SET to respond to an urgent need 
during COVID among small businesses to 
get up to speed on their website and digital 
marketing. With the generous support of 
PERC (Pittsfi eld Economic Revitalization 
Corporation), Greylock Federal Credit 
Union and the Berkshire Taconic Com-
munity Foundation, we were able to build 
and deliver a “bonus” two-week intensive 
online business accelerator, specifi cally to 
address the needs of traditional businesses 
to go digital. We were able to make it a 
largely Berkshire experience by using lo-
cal digital experts like Noah Cook-Dubin, 
Kaitlyn Pierce, Roger Matus and Dawn 
Stanyon to provide their expertise to 20 
local business owners.

The way we organized the 20 online 
learners in “pods” encouraged cross-
pollination between the business owners. 
Kristen Tool of Olsen Farm in Lanesboro 
describes how helpful this was. “The group 
was diverse and at different stages of busi-
ness planning so there was room to learn 
from each other as well,” Kristen says. 
“It was amazing having a ‘think tank’ to 
bounce ideas off as well, we had a chance 
to preview each other’s websites and offer 
feedback. I found that very helpful.”

Small business has certainly taken a 
hit during these unusual times. But small 
businesses can be very resilient and 
nimble, too. And we’re seeing some folks 
start up with ideas that they have been 
percolating for a long time.

This can be a very good time to try 
something new! But we encourage you 
to get help along the way to ensure your 
best chances of success – build your vil-
lage. Connect with us at EforAll and see 
if we can help.u

RIGHT – Members of the EforAll Winter 2020 
Cohort, who began with live sessions before 
transitioning to remote meetings due to COVID. 
From left: Curtis Mraz, Smoke & Honey Collec-
tive; Mindy Miraglia, Berkshire Camino Hostels; 
Sarah Trudgeon, The Mastheads; Kaitlyn Pierce, 
Binka Bear; Chris Schlegel, The Mastheads; Erin 
Laundry, Bottomless Bricks; Peydon Twing, PJT 
Screen Printing; Brooke Bridges, Building Bridges; 
Valerie Chisom, Berkshire Learning.

BELOW – Participants in the EforAll Fall 2020 
Accelerator, which is currently underway with 
online meetings. Top row: Kiar Holland and Charlie 
Nadler, Laugh Dealers. Second row: Alex Kacheris, 
Equine Facilitated Mindfulness; Rebecca Childs-
Lee, Martial Arts Institute of the Berkshires; Liam 
Gorman, GeoCa$h; Kate Abbott, By The Way Berk-
shires. Third row: Kristen Tool, Olsen Farm; Mary 
Childs, New England Ceramics; Courtney Gilardi, 
Custom Crafted Remedies; Lindsay Neathawk, 
Neathawk Designs. Bottom row: Nicole Ferry, 
FerryTale Endings; Laurie Rock, 21st Century 
Scuba & Adventure; Maria Fernanda Estrada, 
Purple Valley Sustainable Connections.
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TECHNICAL  
CAREERS
Industrial Machinery Mechanics *96; $54,496  
First-Line Production Supervisors *232; $59,262  
Mechanical Drafters / CAD Designers

**1,680; $56,800 (MA)
Inspectors & Quality Assurance Technicians

**8,740; $42,830 (MA)
Welders, Cutters, Solderers, & Brazers

**2,270; $48,620 (MA)
Metal Fabricators & Fitters ** 440; $39,550 (MA)

ENTRY LEVEL  
CAREERS
Machinists *309; $43,734
Packaging & Filling Machine Operators *152; $39,068
Molding, Coremaking & Casting Machine Operators

*184; $28,689
Printing Press Operators *200; $41,506
Team Assemblers **11,050; $31,220 (MA)
Production & Planning Clerks **6,580; $52,740 (MA)

PROFESSIONAL
CAREERS
General & Operations Managers

*1,199; $117,686
Industrial Production Managers

*84; $122,096
Sales Representatives *129; $69,883
Computer Hardware Engineers

*11; $98,196
Civil Engineers *154; $91,287  
Industrial Engineers *173; $103,146  
Mechanical Engineers *112; $79,467  
Electrical Engineers *134; $97,822  
Market Research Analysts & Specialists

*130; $57,176
Materials Engineers **630; $96,350 (MA)
Sales Engineers **4,870; $99,310 (MA)

Projected Number of Regional Jobs by 2026  
Dollar Amount is Average Regional Salary

Highighted Careers are the Fastest Growing Jobs
Projected Number of State Jobs by 2026  

Average Massachusetts Salary
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DID YOU KNOW?
October is Manufacturing Month! Join us in celebrating all of the opportunities that 

Berkshire County Manufacturers provide for our region.
Get more information on Manufacturing and other industry initiatives at MassHireBerkshire.com
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QuickFix Mobile Repair 
opens on North Street

BY BRAD JOHNSON
The name of Tyler Alderman’s new busi-

ness – QuickFix Mobile Repair and More 
– sums up exactly what his customers are 
looking for when their cellphones suffer 
from a faulty battery, cracked screen or 
other ailment.

“I keep common items on hand all the 
time, so most things can be fixed easily 
within an hour, and usually even quicker,” 
Alderman said.

In a world where many people fret over 
even the briefest digital disconnect, this kind 
of service and turnaround is bound to be in 
high demand. And, while Alderman said he 
sees cellphone repair as the foundation of his 
business, he is also set up to handle repairs on 
a wide range of mobile devices – including 
tablets, laptops and game consoles.

“I’ve been working on these for about 
eight years now,” said Alderman, a 28-year-
old Pittsfield native and resident. Much of 
that time was spent as manager at Berkshire 
Wireless Repair, which was originally located 
in the former Berkshire Mall and is now on 
Dalton Avenue in Pittsfield.

After taking a year off in 2017 to work 
in construction, Alderman returned to 
Berkshire Wireless where he worked until 
the shop was shut down in March along 
with other nonessential businesses as part 
of the state’s emergency response to the 
COVID-19 pandemic.

The timing of that 
shutdown happened to 
coincide with the last 
stages of Alderman’s 
preparation to start his own mobile repair 
business.

“I had been planning to open [QuickFix] 
since last fall,” he said, noting that at that 
time he and his finance were expecting their 
second child along with their three-year-old 
son. “With our family growing, I just wanted 
to go in the direction that I want to go in.”

Earlier this year Alderman leased a small 
600-square-foot storefront at 555 North St., 
next to Carr Hardware in downtown Pittsfield 
for his new venture.

“I was planning to open in April,” he said. 
“And then COVID happened.”

This turned out to be a mixed bag in term 
of timing. On the one hand, Alderman had 
just signed a lease for the space and was sud-
denly unable to open his business. “But the 
landlord was pretty cool and agreed to let me 
pay half the rent during the delay,” he said.

On the other hand, Alderman had still 
been employed at his former job when the 
shutdown happened, which allowed him to 

receive unemployment 
benefits through the 
spring and summer.

And, on the family 
front, Alderman was 

able to be home instead of starting up his 
business when the couple welcomed their 
new son in May. “It was good to be home 
and helping with that,” he said.

As the state moved through its phased re-
opening process, Alderman began preparing 
again for the launch of QuickFix. “I finally 
opened on Aug. 3,” he said, noting that this 
gave him time to adjust his space and pro-
cedures for the COVID-era safety protocols.

He noted that because cellphones and 
other mobile devices involve, by their very 
design, a high level of handling and personal 
contact, one of the key safety requirements is 
for customers to fully sanitize their phones 
with disinfectant wipes at the shop before 
handing them over for repair.

While, as noted above, most repairs can 
be done within an hour or so, Alderman said 
that there are instances where parts need to 
be ordered. “Generally I can get them the 
next day at an additional cost for shipping,” 
he said.

Prices range depending on type of device 
and the repairs required. Alderman noted that, 
even with a modest repair estimate, some 
phones may not be worth fixing depending 
on their age and other factors. For customers 
who decide that replacement is a better option, 
QuickFix carries a selection of newer-model 
used phones for them to consider.

In addition to repair services, QuickFix 

also sells a variety of cases and accessories 
for phones and other devices. “I would like 
to get into more [merchandise sales] over 
time,” Alderman said. That includes add-
ing to the limited amount of sales of used 
phones, tablets and game consoles he is 
currently doing.

In planning to open QuickFix, Alderman 
consulted with the Berkshire regional office 
of the Massachusetts Small Business Devel-
opment Center. “They helped a lot with the 
business plan I needed,” he said.

Startup costs for the venture were relatively 
modest and geared primarily toward building 
up an adequate inventory of replacement 
parts for the wide range of cellphones that 
are in use today.

“I was able to get going with a micro loan 
of $11,000 from Greylock Federal Credit 
Union,” he said.

QuickFix Mobile Repair and More (413-
347-8028 or www.quickfixmobilerepairand-
more.com) is open weekdays from 10 a.m. 
to 6 p.m., Saturday from 10 a.m. to 3 p.m. 
and Sunday from 10 a.m. to 2 p.m.u

Passion for books leads to 
launch of Familiar Trees

BY JOHN TOWNES
A new bookstore has taken root in a store-

front at 411 North St. in downtown Pittsfield.
Familiar Trees, which opened to the pub-

lic on Aug. 28, is owned by Stephen Rudy 
and Susana Gilboe, who live in the town of 
Washington.

The 600-square-foot store primarily spe-
cializes in books on art, design, photography 
and the performing arts. It also has a smaller 
selection of fiction, poetry, and philosophy. 
Its inventory includes vintage, antique and 
contemporary books. Most of the books are 
pre-owned with some new titles.

Rudy emphasized that the store carries 
books for all budgets. “We have books rang-
ing from $5 to $3,000 or more for rare and 
collectable ones,” he said.

They will also sell work by area artists. 
“We deliberately have left a section of our 
walls empty for space to display art,” he said.

Rudy said they also hope to expand into 
publishing at some point.

“We’re looking at developing our own 
publishing imprint,” he said. “One of the 
things we hope to do is publish some of the 
great work being done by the talented people 
who live around here.”

Familiar Trees (413-464-0539) is open 
Wednesday through Saturday from 11 a.m. 
to 6 p.m. and Sunday from 10 a.m. to 3 p.m.

“We’re still working out our hours and 
may adjust that,” Rudy said.

The couple, who moved to the Berkshires 
from Manhattan six years ago, have a back-
ground as professional designers for films 
and television. Rudy is a set designer and 
Gilboe is a costume designer.

Rudy said the store is an outgrowth of their 
long-standing interest in collecting books on 
art and design.

“That is a true passion, and over the years 
we’ve spent a lot of our spare time going to 
book sales, auctions and anywhere else we 
can find books,’ said Rudy. “We’ve amassed 
a large collection as a result.”

He said that collection is the initial basis 
of their inventory. “We’ll be adding to that 
as we go along,” he said.

While Familiar Trees is new, Rudy noted 
that they have bought and sold books for 
several years as a sideline on eBay and other 
online sites.

He noted that they are focusing on the 
business as a primary livelihood, although 
Gilboe will continue to work as a costume 
designer. “We want to do this right, and not 
as a side project,” he said.

Rudy said he expects that, because of its 
specialty, Familiar Trees will be a destination 
store that will attract customers throughout 
the Berkshires and adjacent regions, as well 
as residents of Pittsfield.

“We chose to locate the store in Pittsfield 
because we were struck by its energy,” he said. 
“There is a growing population of interest-
ing and creative people here, and it’s great 
to be a neighbor of businesses like Dottie’s 
and Township Four. And our landlord Eric 
Baumert, who owns Berkshire Natural Food 
Centre in this building, is a great guy.”

While brick-and-mortar retailing has been 
contending with the challenge of competition 
from online sales, Rudy sees a resurgence of 
physical bookstores.

“I believe people are rediscovering the 
appeal of being able to shop for books in 
person,” he said. “There’s something very 
satisfying about the experience of holding 
and looking through a physical book.”

At the same time, the business will also 
have an e-commerce component. They are 
setting up a related website (www.familiar-
trees.com) where they will sell books online. 
They also have an Instagram page (Familiar 
Trees) and Facebook page (FamiliarTreesS-
tore) with updates on their inventory and 
activities.

Rudy said the name Familiar Trees was 
the result of happenstance. “We wanted 
a name that would be unique,” he said. 
“While we were brainstorming, I noticed a 
book on the shelf named Familiar Trees and 
we decided that was it. It doesn’t have any 
significance, but it captured the spirit we 
wanted to convey.”

Familiar Trees is opening at a time when 
retailers are struggling with the impact of 
the COVID pandemic.

Rudy said they initially had second 
thoughts about going forward with the store.

“Originally our plan was to open in late 
March, and we had been working on the 
buildout for a couple of months,” he said. “But 
we stopped our preparation when COVID 
hit. We then spent several months trying to 
figure out whether we should move forward 
or not. Finally, we just decided to jump in 
and hope for the best.”

He said they have incorporated safety 
and social distancing into their operations. 
In addition to requiring customers to wear 
masks, they are also limiting the number of 
people in the store to four at a time. They 
also request that customers use hand sanitizer 
regularly in the store.

Rudy said that has been working out well 
so far.

GETTINGstarted

After managing a similar business for several years, Tyler Alderman has opened QuickFix Mobile Repair & 
More at 555 North St. in Pittsfield. The opening was delayed from April to August due to the COVID crisis.

“I was planning to open in 
April,” he said. “And then 

COVID happened.”

Visa • Master Card • Discover • American Express

413-637-2100
www.BerkshireMerchantServices.com

SPECIAL CHARITY PROMOTION
TO BENEFIT THE

BERKSHIRE HUMANE SOCIETY

For every new account, Berkshire Merchant 
Services will donate $150 to the 
Berkshire Humane Society in 
your name.

It’s a win-win situation – 
you save money on your 
credit credit card fees and 
the Humane Society gets 
a needed donation.

Don Raiche  

“Don was very professional and saved us money...he 
knows that the more money saved...the more we can 
help animals. Don is very interested in helping and 
delivering the best product possible!”

– John Perreault, Berkshire Humane Society

“Don is always keeping us updated and a super nice 
gentleman to do business with.”

– Paula Phillips, Shamrock Dog Grooming
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Alex and Sandra need it for their wild adventures.

BerkshireMM.com • (888) 232-6072

Money management helps you have enough, 
because you can’t afford to run out.

He noted however, 
that COVID has put a 
damper on one of their 
goals for the business.

“We had planned for 
this to also be a site for readings, discussions 
and other live events,” he said. “We may try 
to do some things on a small scale if they 
can adhere to the requirements. But, overall, 

spotlight on new business ventures

Susana Gilboe and Stephen Rudy are drawing on their own passion for collecting books as inspiration 
for Familiar Trees, a new bookstore that opened in late August at 411 North St. in downtown Pittsfi eld.

we’ve had to put a hold 
on that for now.”

Despite that, Rudy 
said they are optimistic 
about the prospects 

for the business. “The response from the 
community has been very enthusiastic and 
supportive, and there seems to be a strong 
demand for a bookstore like this,” he said.”u

“We chose to locate the store 
in Pittsfi eld because we were 

struck by its energy.”

GIVE BACK
b�ksh�es

FIND YOUR WAY TO HELP

An online platform for nonprofits to share their stories 
with the Berkshire community, including ways to help, 

things to donate, and volunteer opportunities. 
Now everyone who wants to TAKE ACTION can help.

Sponsored by: 
Berkshire Bank, Inspiring Service, 

Massachusetts Service Alliance

GiveBackBerkshires.org
A PROJECT OF:

NPCBERKSHIRES.ORG

Look for the 2021 Giving Back guide in The Berkshire Eagle on September 23rd!
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BY JOHN TOWNES
While the COVID pandemic has depressed 

the overall level of economic activity, it 
has brought a surge of business for Zogics, 
the Lenox-based provider of cleaning and 
sanitary supplies.

“In March, when COVID first emerged, our 
volume of sales increased five times almost 
immediately, and that has continued,” said 
Paul LeBlanc, founder and CEO of Zogics.

This further stimulated the ongoing growth 
that Zogics had already been experiencing 
prior to the emergence of COVID-19. The 
company had also been pursuing strategic 
plans for expansion and diversification.

“Before COVID, we were already on an 
aggressive growth trajectory,” said LeBlanc.

As part of that overall strategy, in early 
September Zogics finalized the acquisi-
tion of half ownership of Ardent Fitness, a 
Virginia-based supplier of health and fitness 
equipment and supplies, and related consult-
ing and installation services.

This was its third acquisition within the 
past eight months, according to LeBlanc.

Previously, Zogics purchased Clean Hold-
ings, a business that had developed a patented 
system of dispensers called the Cleaning 
Station. It also purchased a small competitor 
called Wipeshoppe.com.

Zogics received an additional boost in 
August when it announced a new $5.5 mil-
lion, five-year contract with the United States 
Navy to supply cleaning and disinfecting sup-
plies to help combat the spread of COVID-19.

“We’ve been a long-term supplier of 
cleaning and sanitation supplies to the U.S. 
military, and we already had a relationship 
with the Navy,” said LeBlanc. “Recently 

they approached us to provide supplies to 
help their effort to handle COVID on their 
ships and facilities.”

To accommodate this growth, in late 
August Zogics expanded its warehouse and 
distribution center at 10 Valley St. in Lee from 
13,000 square feet to 73,000 square feet by 
moving into an adjacent space that had been 
occupied by Excelsior Integrated, a logistics 
and order fulfillment business that recently 
relocated its operations to larger facilities 
across town. Zogics is leasing the space.

Growth track
LeBlanc started Zogics in 2006 as a one-

person business operating out of his parents’ 
home. An avid cyclist, his initial focus was 
producing and selling sanitary wipes that 
cyclists could easily carry on rides.

Since then Zogics expanded and diversi-
fied into other products to become one of 
the largest e-commerce and multi-channel 
marketing sources for cleaning, disinfecting 
and sanitizing products to customers in 70 
countries. It sells sanitary wipes, disinfec-
tants, cleaning solutions, towels, body-care 
products, pet cleaning supplies, and other 
personal care products. It also carries spray-
ing devices and other equipment.

Zogics serves a wide range of customers 
in fitness, healthcare, education, corporate, 
hospitality and workplace wellness sectors.

It carries products from other companies, 
as well as its own branded products (through 
contract manufacturers).

Zogics initially moved into a 10,000-square-
foot facility in Lee. In 2017 it purchased a 
6,000-square-foot office building at 309 
Pittsfield Rd. (Route 7/20) in Lenox, which 
became its corporate headquarters.

The company presently has a staff of about 
25 here and has warehouse and distribution 
facilities in Tennessee, Utah, Minnesota 
and Ontario.

Zogics has been named one of Financial 
Times Americas’ fastest-growing companies 
in 2020 and was included in Inc. 5000 Fastest-
Growing Private Companies in America in 
2020, 2019 and 2018.

One factor in the spike in business for 
Zogics during the current pandemic is the 
nature of the products the company sells, 
according to LeBlanc, who noted that not all 
sanitation products provide protection from 
viruses, including COVID.

He said the EPA came out with a list of 
guidelines for the characteristics that make 
cleaning and sanitation products effective 
against the novel coronavirus that causes 
COVID-19.

“Many of our products were already ef-
fective against viruses including COVID, 
according to those guidelines,” he said. 
“We’ve ramped up those and are also sourc-

ing additional products that are effective 
against it. We also carry masks, gloves, and 
other personal protective equipment (PPE).”

While the pandemic has dramatically 
escalated business at Zogics, LeBlanc em-
phasized that he would much rather return 
to the type of growth they were experiencing 
before COVID.

“I’d gladly trade the surge in business 
we’ve had because of COVID for a situa-
tion where we did not have to deal with this 
virus,” he said. “We were doing well before 
this, and I’d much rather nobody had to deal 
with this crisis and COVID-related health 
and safety concerns.”

Adjusting operations
The combination of heightened demand 

and the restrictions on operations imposed 
by the pandemic and resulting emergency 
orders has also placed extensive pressure on 
the company’s employees and operations, 
LeBlanc said.

“When COVID first hit, everyone was 
dealt a very scary hand,” he said. “We were 
no exception.”

While they could continue to operate under 
the state’s emergency orders as a designated 
provider of an essential service, they had to 
make significant changes.

In addition to increased sanitary and social 
distancing protocols in their warehouse and 
distribution facilities, the company’s office 
staff have been working remotely at home 
since March 13.

“We had to suddenly flip a switch and 
adapt to these new restrictions at the same 
time that demand was rapidly escalating,” 
LeBlanc said. “It placed an enormous pres-
sure on everyone here, and we’ve all had to 
work longer and harder to keep up with a 
much heavier workload.”

He credited the staff for pulling together 
and making the necessary sacrifices.

“We have a great team, and everyone has 
been heroic,” he said. “Everyone is aware 
that this has been a difficult time for every 
business. So, they put their heads down and 
moved forward.”

LeBlanc added that they have also had a 
sense of mission because of the role their 
products play in dealing with the pandemic.

“As suppliers of sanitary and PPE sup-

Acquisition, warehouse 
expansion, Navy contract 
keep Lenox firm moving

Zogics finding 
business brisk 
in COVID era

INDUSTRY issues

To accommodate its growth, Zogics has expanded its warehouse and distribution center from 13,000 to 
73,000 square feet by leasing adjacent space formerly used by Excelsior Integrated. (Zogics photo)

2020 will be remembered as a year of 
change, a year we were all forced to 
reevaluate the way we look at doing 
business. If your business strategy and 
physical work space need to change 
with the times, trust Associated 
Builders to be your solution.

Specializing in industrial manufacturing 
and distribution facilities, pre-
engineered metal buildings, auto 
dealerships, out-patient healthcare 
facilities, of� ce space, commercial 
buildouts, additions and more.

Associated Builders Inc.
4 Industrial Drive, South Hadley MA 01075
413-536-0021   www.abuilders.com

BUILDING BUSINESS. BUILDING RELATIONSHIPS. BUILDING EXCELLENCE.

COMMERCIAL/INDUSTRIAL BUILDING SERVICES
SITE SELECTION – DESIGN – ENGINEERING – CONSTRUCTION – RENOVATIONS

Associated
Builders Inc.

Northampton VW, Northampton, MA R.K. Miles, Hat� eld, MA

Pediatric Services of Spring� eld, E. Longmeadow, MA Animal Eye Care, Whately, MA
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plies, we’ve felt a strong responsibility to 
do whatever we can to combat the virus and 
support the health system and the safety of 
the public during this,” he said. “There has 
been no time to dwell on the diffi culties.”

He added that the transitions have been 
smoother than they might have been because 
of the way their internal operations and sys-
tems are set up. “We’ve been lucky because 
we had built cloud-based systems that were 
already designed to allow people to work 
and share information 
anywhere,” he said.

One of the core 
principles of Zogics 
has been a corporate 
culture that emphasizes a positive work en-
vironment that gives employees maximum 
fl exibility and encourages social engagement. 
For example, staff have long been encouraged 
to bring in their dogs to work with them, and 
Zogics even gave a stipend to employees 
who got new pets.

In 2018 and 2019, Zogics was included on 
the list of Best Workplaces by Inc. magazine.

LeBlanc said that, while the new remote 
working conditions have obviously had an 
impact, the company remains committed to 
its corporate culture.

“You don’t just turn off your values when 
the situation changes,” he said. “It’s more 
diffi cult, but we still have the same policies. 
We just do it online instead of in person.”

He noted that they continue to have daily 
staff gatherings on Zoom. They also remain 
engaged with the larger community.

“We know that other businesses in town 
are struggling,” he said. “So, we gave our 
employees $500 gift certifi cates to be used 
at Lenox businesses.”

He added that they have retained other perks 
as much as possible. “We’re still offering a 
pet stipend to our staff, even though bringing 
your dog to work has a different meaning 
when your offi ce is in your house,” he said.

Fitness sector hit hard
One of the original core markets for Zogics 

has been cleaning and sanitary supplies for 
fi tness centers. While it has diversifi ed, that 
remains an important segment of its market. 
In addition to cleaning supplies it carries fl oor-
ing material and other products for facilities.

The fi tness industry has been signifi cantly 
impacted by COVID. In most states, fi tness 
centers were shut down during the initial 
phases of the pandemic. Since then, they have 
been gradually reopening, but the process has 
been convoluted and controversial.

“It’s been a challenge for that industry, 

which has affected demand for our products,” 
said LeBlanc. “However, that industry has 
been doing an incredible job of making their 
facilities safe and welcoming as they open up 
again. So that aspect has continued.”

LeBlanc described taking on part owner-
ship of Ardent Fitness as a logical extension 
of the original goals of Zogics and its confi -
dence in that sector.

“Initially fi tness centers were 80 percent 
of our business,” he said. “As we evolved to 

serve other industries, 
that continued to be 
important to us. This 
acquisition will enable 
us to expand and better 

serve customers in that market.”
Ardent was founded as Victory Fitness 

Equipment by a couple, Ginny and Evan 
Lyon of Falls Church, Va., who are experts 
in the fi tness industry.

Zogics is buying a half-interest in the com-
pany, which has been rebranded as Ardent 
Fitness. The Lyons will remain active in its 
management and services. Zogics will pro-
vide support services for storage, shipping, 
order fulfi llment and logistics operations.

“It is a separate company with its own 
identity,” said LeBlanc. “It will offer a full 
spectrum of exercise equipment and acces-
sories for cardio, recovery and mobility train-
ing. It also offers consultation and facility 
design services.”

Ardent’s line of equipment includes brand 
name products such as Echelon, Schwinn, 
Nautilus and Troy, among others.

LeBlanc said that is oriented to facilities at 
all scales, including commercial and institu-
tional fi tness centers and gyms, and individual 
consumers setting up home equipment.

With the acquisition and other activities, 
LeBlanc said he expects Zogics to expand 
its employment here up to the mid-30s this 
year. He noted that, since the pandemic, the 
company has hired several people who had 
lost jobs at other businesses in the area.

When asked how he believes the COVID
situation will affect Zogics on a long-term 
basis, LaBlanc deferred.

“I don’t know what the future has in store 
in terms of COVID,” he said. “Hopefully, it 
will not be a serious problem at some point 
reasonably soon, but I’ll leave predictions 
about that to others. For now, we’re focused 
on the immediate situation. Our goal is to be 
here for our customers during and after this 
crisis. Beyond that, we intend to continue 
to supply their everyday needs and be able 
to handle whatever else might come along 
in the future.”u

“You don’t just turn off 
your values when the 
situation changes.”
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BY JOHN TOWNES
If one phrase could sum up the Berkshire 

tourist season of 2020, it might be “creative 
adaptation.”

Earlier this year, businesses, organizations 
and communities had to rapidly change gears 
with the emergence of the COVID crisis.

Rather than prepare for the increased lev-
els of activity that summer usually brings, 
they had to quickly adjust to the cancella-
tions or restrictions on dining, cultural and 
recreational activities, retailing and com-
munity events that traditionally drive local 
economies and the Berkshire lifestyle in the 
summer and autumn.

Many communities have turned to alterna-
tive strategies this year, such as collaborative 
public dining areas, greater flexibility for 
merchants, and scaled-down public events 
that adhere to the requirements of social 
distancing and safety.

One illustration of this is Lenox, which 
relies heavily on throngs of visitors attracted 
by the Tanglewood music festival and other 
cultural and entertainment activities in the 
region. In addition, summer also brings out 
local residents ready to shake off the cabin 
fever of winter.

Although Tanglewood cancelled its sum-
mer season this year and traditional local 
events such as the Apple Squeeze Festival – a 
late-season highlight – have also been not 
been held, the town and business community 
have used a variety of strategies to salvage 
as much of the summer as possible.

“It’s been a tough year, but we have had 
consistent traffic,” said Jenn Nacht, executive 
director of the Lenox Chamber of Commerce. 
“We’ve also had a lot of positive feedback 
about how the town has put our best foot 
forward while keeping safe.”

Overall, she estimated that Lenox has 
had about 40 percent of its usual number of 
visitors this summer.

“It’s been consistent, and we haven’t had 
any surges or drop-offs during the season,” 
she said. “On the positive side, people with 
second homes and others who come have 

been staying up here longer, and shopping 
and dining. That’s made up somewhat for 
the reduced number of people who come 
for the weekend.”

One example of the town turning to 
alternative actives is the Lenox Art Walk, 
which will take place Sept. 26-27. During 
the event, several “villages” of tents will be 
set up around the town center to showcase 
and provide a sales 
venue for about 35 
participating artists.

It will have the ele-
ments of the fairs and 
festivals that usually 
take place in summer. 
Visitors to the event, which is free to at-
tend, will be able to stroll among the tents, 
interact with the participating artists, and 
make purchases.

However, it has also been designed to 
adhere to the requirements for social distanc-
ing, sanitation and other safety measures, 
reflecting the “new normal” of the COVID 
pandemic.

“The villages will be placed at different 
locations around the town center to keep the 
flow of people moving,” Nacht said. “The 
tents will also be placed in a U-shaped con-
figuration with space between them to allow 
for social distancing.” She added that signage 
will provide additional safety guidelines.

Nacht noted that the event will also in-

corporate similar principles as the Lenox 
Farmers Market, which has been held 
throughout the summer in a manner that 
has been set up to accommodate COVID 
safety guidelines.

“People won’t be allowed to go into the 
tents, but they will be set up in a way in 
which the work is visible and the vendors 
and public will be able to talk and conduct 

sales,” she said.
The Art Walk was 

originated by Richard 
Rothbard, who owns 
and operates An Amer-
ican Craftsman along 
with his wife Joanna. 

The business, which specializes in American 
fine crafts, has a gallery at 22 Walker St. 
in Lenox and a newly opened store at 389 
Stockbridge Rd. (Route 7) in Great Bar-
rington (August 2020 BT&C).

Their affiliated business, American Art 
Marketing, also sponsors events including 
the annual Berkshire Arts Festival at Ski 
Butternut in Great Barrington and the Lenox 
Art+Design+Fashion Fair. This year, both 
events had to be cancelled due to COVID 
restrictions.

Nacht said the Rothbards, who are mem-
bers of the Lenox chamber, suggested the 
Art Walk in June. “Since we had to cancel 
the Apple Squeeze this year, we decided to 
do that as an alternative,” she said.

The chamber is the sponsor of the event, 
and it has been working with the Rothbards 
to organize the details. “It’s a juried show,” 
Nacht said. “We also have kept the applica-
tion fees to a modest level, basically just to 
cover our costs.”

Another autumn event will be a Lenox 
Tent Sale Weekend on Oct. 10-12, which 
will include sidewalk sales and other events.

Nacht said the Tent Sale Weekend is an 
outgrowth of what town merchants have been 
doing throughout the season.

“Lenox merchants have been having side-
walk sales and setting out tents throughout the 
summer,” she said. “We decided to organize 
that as a promoted event for Columbus Day 
weekend, as a last hurrah for summer.”

Dining room
Lenox is among some towns in the region 

that have compensated for the limitations on 
indoor dining by setting up common areas 
for outdoor dining in the town.

Under the state’s phased in guidelines 
for restarting economic activity during the 
pandemic, indoor and outdoor dining were 
allowed, but with 50 percent limitations on 
indoor capacity, as well as other require-
ments for social distancing and sanitation. 
Restaurants have also had to contend with the 
reluctance of some diners to eat in enclosed 
indoor spaces during the pandemic.

To compensate, many individual restau-
rants have either added or expanded existing 
outdoor dining on their own sites.

In June, at a town meeting, Lenox voters 
approved bylaw revisions that give more 
flexibility to restaurants to create spaces for 
outdoor dining during the pandemic.

The town has augmented that by setting up 
designated areas with tables and seating for 
outdoor dining at several locations, including 
parking lots, Lilac Park and the courtyard ad-
jacent to the Lenox Library, which have been 
open throughout the afternoon and evening.

The town also eased limitations for out-
door alcohol consumption, including allow-
ing the consumption of wine on designated 
public property.

The outdoor dining areas are set up for 
social distancing, sanitation and safety 
requirements. In addition, a staff of ambas-
sadors, primarily local young people, do 
cleanups and assist customers and encourage 
social distancing.

“It’s been great,” said Nacht. “People have 
really enjoyed it. We hope we can do it again 
next summer without COVID.”

Nacht said the town and business commu-
nity have also been looking ahead beyond the 
upcoming change in weather, and planning 
for events such as its November Holiday 
Shopping Weekend, the lighting of the town’s 
Christmas tree and the Lenox Winterland 
festival in December.

“We are exploring the options for what we 
will be able to do,” she said. “For example, 
we plan to hold our annual tree-lighting 
ceremony. The question is how it will be 
done in a way that is safe.”u

SALVAGE STRATEGIES

Lenox adapts to 
COVID disruption 
with new events

With mainstays of the summer and early autumn peak season sidelined by COVID restrictions, the town of Lenox is rolling out some new events to help fill the gap.

“We’ve had a lot of positive 
feedback about how the town 
has put our best foot forward 

while keeping safe.”
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BY JOHN TOWNES
As a veteran restaurateur in northern 

Berkshire County, Colleen Taylor has ex-
perienced many trends, economic ups and 
downs and other changes in the restaurant 
industry and local market.

She and her bother Sean Taylor have op-
erated the popular Freight Yard Pub in the 
Western Gateway Heritage State Park at 1 
Furnace St, in North Adam since 1992. They 
also own the Trail House restaurant which 
opened in 2018 at 896 State Rd. (Route 2) 
on the city’s west side near the Williamstown 
line. In addition, they have extensive prior 
experience at other establishments.

However, this year, like all their peers in 
the industry, they have had to contend with 
the unprecedented challenges imposed by 
the COVID-19 pandemic.

This meant first dealing with the full re-
striction on public dining imposed by the state 
emergency order in March, which left takeout 
business as the sole revenue source. It then 
involved figuring out how best to handle the 
gradual and partial reopening allowed in late 
spring and early summer, which included an 
initial emphasis on outdoor dining and, later 
on, limited indoor seating at reduced capacity.

Now, with the impending change of 
seasons, they face a gradual transition from 
outdoor dining as well as ongoing uncertainty 
about the pandemic’s impact and status.

Among other changes, the Taylors recently 
made an innovative adaptation to the situ-
ation by deciding to add a third operation. 
They have purchased the long-vacant former 
Dairy Queen building at 465 Curran Hwy. 
in North Adams, a little under a mile south 
of the Freight Yard Pub.

They are converting the building into 
a new eatery named the Craft Food Barn, 
which will be focused on takeout meals. It 
will also include food preparation facilities 
for their existing catering business.

While the new venture was prompted by 
the COVID crisis, Colleen Taylor said the 
Craft Food Barn is envisioned as a permanent 
operation that will complement the food and 
services offered by their other establishments.

“I would drive by that building several 
times a day while making deliveries for the 
Freight Yard Pub,” said Taylor. “I thought 
it would be a great spot to house our cater-
ing operations, as well as offering takeout 
service. In early April I said to my brother 
Sean, ‘Let’s look at that.’”

The building was being offered for sale, 
and in early July the Taylors purchased it 
from Haskins Holdings LLC for $30,000.

They are currently renovating the build-
ing with the goal of opening the Craft Food 
Barn in late autumn. “We are stripping the 
interior down to four walls and completely 
rebuilding it with a new kitchen and state-
of-the-art equipment,” Taylor said.

Most of the structure will be dedicated 
to food preparation facilities, with a small 
inside customer service counter and outdoor 
ordering window. While there may be some 
picnic tables outside for seasonal use, it 
will not have indoor seating because of its 
orientation to takeout service.

Taylor said their plans for the Craft Food 
Barn became more ambitious as the project 
got started.

“Initially it was primarily going to be a 
service kitchen with some takeout service,” 
she said. “But, as the project has moved for-

ward, its role got bigger. Now it’s a separate 
entity. I believe there will continue to be a 
strong interest in takeout regardless of what 
happens with COVID.”

While the Craft Food Barn will have its 
own identity, it will incorporate elements of its 
siblings and support those operations. “It will 
be the largest kitchen we have and will include 
state-of-the-art equipment,” Taylor said.

One of its roles will be to handle the prepa-
ration of food for the restaurants’ catering 
business. Although catering this year has 
been largely scuttled by the restrictions on 
social gatherings, Taylor said the new facil-
ity will improve their catering operations in 
the future.

“Under normal conditions, catering is 

busiest at the times when the restaurants are 
also at their busiest, and this will take that 
pressure off them,” she said.

As a food-service outlet, the Craft Food 
Barn will combine the staples of a traditional 
drive-in with the offerings and quality of 
full-service restaurants, according to Taylor.

She said there will be burgers, fried fish, 
and other drive-in fare, as well as hard and 
soft-serve ice cream, shakes and other related 
items. But it will be more diverse than that, 
she added.

“It will have a menu similar to the Freight 
Yard and Trail House,” Taylor said. “It will 
include menu items such as high-quality 
burgers, salads, and full meals like steak 
tips and lasagna. We’ll also feature healthy 
options and protein shakes.”

She said their plans also call for offering 
a breakfast menu there.

The Craft Food Barn will incorporate 
contemporary customer-service technology.

“Because we will be preparing everything 
to order, it’s not a quick-stop fast-food outlet 
where you place your and get your food right 
away,” she said. “To enable people to do a 
quick pick-up, we will have online systems 
so people can place their order in advance. 
That way, their food will be ready when 
they arrive.”

However, the Craft Food Barn will serve 
those who stop in spontaneously as well. 
“It will also have old-school ordering at the 
window or inside,” she said.

Taylor said the Craft Food Barn will oper-
ate year-round. There will be a small waiting 
area inside, or customers can wait outside 
in their cars.

Adjusting to COVID
At the beginning of the pandemic and 

the state’s emergency orders that limited 
restaurants to takeout orders, Taylor said 
she and her brother decided the best way to 
adjust was to focus on the Freight Yard Pub.

Owners of Freight Yard 
Pub, Trail House adding 
Craft Food Barn with 
timely focus on takeout

Taylors seize opportunity to expand operations in North Adams
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“We shuttered the Trail House on March 18, 
to enable us to concentrate on offering takeout 
at the Freight Yard Pub,” she said. “Then, in 
mid-May, we started opening the Trail House 
on weekends only for to-go orders.”

In subsequent phases, as restaurants were 
allowed to offer on-site dining, both restau-
rants began to provide outside and indoor 
seating and service.

Taylor noted that both of their restaurants 
are physically suited to outside dining. The 
Trail House has a spa-
cious outdoor deck, 
while the Freight Yard 
Pub is within a complex 
that includes a large 
courtyard where seat-
ing is set up.

While indoor dining 
has been allowed with 
more limited capacity 
and other requirements 
for social distancing, many people have 
been reluctant to choose that option due to 
concerns over COVID.

Taylor estimated that 90 percent of her 
restaurants’ business this summer has been 
for outdoor dining. However, she said it is 
difficult to speculate on the willingness of 
people to dine indoors based on that.

“The weather for most of the summer has 
been glorious, so it is natural for people to 
choose to eat outside,” she said. “I think we’ll 
only be able to see how many will want to 
eat indoors when it becomes colder.”

Like other restaurants, the Freight Yard 
Pub and Trail House have had to limit their 
indoor seating capacity to 50 percent. Also, 
bar seating is not allowed.

Under normal conditions, the Trail House 
has the capacity to seat 80 people at tables 
and its bar. The Freight Yard has three dining 
rooms with a total capacity of seating 150, 
including bar seats.

Taylor said they have developed strategies 
to serve as many people as possible within the 
current limitations. This includes installing 
Plexiglas separators between tables.

They will be encouraging customers to 
reserve tables at different times, rather than 
only traditional peak dining hours. That will 
enable each table to be used more often, to 
somewhat make up for the seating limitations.

“We’ll be aiming to increase the number 
of people we can serve by encouraging stag-
gered reservations, “ she explained.

She noted that people will also still be able 
to visit spontaneously without a reservation.

They are also changing their use of space 
at the Freight Yard Pub.

“At the Freight Yard we have two addi-
tional dining rooms, including an upstairs 
area, that were open less often or have been 
used primarily for private events,” she said. 
“Now, we’re opening them for regular public 
use. This will allow us to increase our ca-
pacity on a more spread out basis within the 
requirements for social distancing.”

In terms of employment, Taylor said 
their staff is currently back to their former 
pre-COVID level of about 40 people. They 

initially had to lay off 
some staff temporar-
ily during the early 
phases of the state’s 
emergency orders, but 
subsequently restored 
positions as more activ-
ity was allowed.

“We rehired people 
and gave all of our 
employees the option 

to return,” she said. “Some people could not 
return because they had gotten other jobs or 
had other personal commitments, so we hired 
replacements for those positions.”

She noted that, with the opening of the 
Craft Food Barn, they expect to add another 
six to seven employees.

Unknowns abound
Taylor said that she has discussed the 

current business situation with many of her 
colleagues in the restaurant industry.

“They have been doing various things, 
based on their own situation,” she said. “For 
example, some made the decision to only be 
open at the times when they are busiest. Their 
ability to adjust depends on their specific 
circumstances.”

She added that one beneficial effect has 
been on the attitudes of customers.

“After not being able to go out, people 
seem to appreciate being able to dine out more 
than they used to,” she said. “It’s become 
more of an occasion. Also, with so many 
performances and other activities closed, 
people have turned to dining out more be-
cause there’s not a lot of other things to do.”

Taylor said it is difficult to predict how 
restaurants will fare when the weather turns.

“A lot of it will depend on what happens 
in the number of COVID cases,” she said. 
“If that remains fairly low here, I think 
people will feel more comfortable about 
dining indoors. But that could change if 
there is an increase in cases. That will also 
drive what the government allows if we see 
a second wave.”

In any event, she said, restaurants will 

continue to face challenges for the foresee-
able future.

“This has been a difficult time for all 
restaurants,” she said. “I think it’s important 
for these businesses and their employees to 
continue to receive public and government 
support, including more programs like PPP 
(the federal Paycheck Protection Program) 
as necessary.”

Taylor also recommended that people 
do their best to be understanding about the 
circumstances for restaurants.

“There’s a lot that goes on behind the 
scenes at restaurants that the public doesn’t 
see,” she said. “The changes imposed by 
COVID have made it more difficult to pre-
pare and serve food efficiently. So, I hope 
that people will be patient about any delays, 
and recognize that restaurants and their staffs 
are doing the best they can under difficult 
circumstances.”u

“The weather for most of the 
summer has been glorious, 
so it is natural for people to 
choose to eat outside. I think 
we’ll only be able to see how 
many will want to eat indoors 

when it becomes colder.”
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BerkShares in the Time of COVID

The small business owners of the Berkshires are my heroes. �e way they have adjusted to 
the restrictions of COVID, the good spirit with which they are meeting the economic chal-
lenges brought on by the pandemic. I want to support them with the same good spirit and 

enthusiasm, letting them know the Berkshires are a better place because they are here. A payment 
in BerkShares means they are not sending o� hard won funds to a distant credit card corporation. A 
payment in BerkShares means I’m committed to keeping money local for the long run.

When I order takeout from nearby Swiss Hutte or John Andrews, I place the BerkShares payment 
in a clean envelope and leave it at the table where I collect the bag with my name on it. Masked, of 
course.

My garden has never been more beautiful, 
thanks to Ward’s Nursery, where I’ve taken 
multiple trips for twine to tie up the roses, 
additional onion sets, or seaweed fertilizer. 
A call to place the order and an envelope 
of BerkShares to exchange at curbside.  

Oskar Hallig and Mike Zippel recently 
opened “�e Shop” on Main Street South 
Egremont. My choice to buy with Berk-
Shares was a multi-colored striped bow 
tie. I know just who would wear it dash-
ingly! But I have my eye on one of the 
boxed advent calendars – the kind with 
doors that open to a compartment where 

sweets and treats can be placed. Not sure which child to give it to, but there is still time to decide. 
�e Only in My Dreams Events Paraphernalia Packs have proven the perfect gifts for sta� birthday 
presents �lled with Berkshire-made mugs and chocolates and hand sanitizers and barbecue season-
ings and lots of etc. Purchased with Berkshire-made currency!

I am seventy-four this month and not secure enough to venture into the Berkshire Food Co-op, but 
I place my order online and Emma or Shayna or Devorah brings it to the car when I call. I leave an 
envelope with BerkShares to top o� my owner tab for next week’s order. 

Prairie Whale, Bizalions, Bistro Box, and Great Barrington Bagel Co. all have COVID precautions in 
place and all take BerkShares in payment, handed over in an envelope.  

�e Great Barrington Farmers Market has routinely been a favorite Saturday stop for me, but the 
number of people dissuade me, even with good distancing practices in place. However, individual 
farms like Marikristo sell at their sites, so I can still choose beautiful bouquets and leave BerkShares 
in the honor jar.  

COVID has meant more reading time. Matt at �e Bookstore in Lenox will order the title I’m look-
ing for. Pick up includes an envelope with BerkShares and a long chat through masks outside on the 
sidewalk.

�e times are increasingly unpredictable. Having a local currency in place, circulating through our 
community banks, and to our locally owned businesses means we have a strong tool ready to build 
the Berkshire economy in a manner shaped by the citizens of the region, independent of outside 
forces.

Join me in using BerkShares robustly!    
 
Susan Witt, Co-founder of BerkShares Local Currency

Illustration by Marc Burckhardt

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
17 Arnold Ave.
Buyer: Dylan Lapinski +
Seller: Michael Rossi +
Price: $303,750
Mortgage: $310,736
Lender: Mtg Research
Date: 7/31/20

129 Commercial St.
Buyer: Gail Labonte +
Seller: Tierso Bazo +
Price: $123,085
Mortgage: $116,930
Lender: Adams Community
Date: 7/24/20

43-45 Crotteau St.
Buyer: Zachary Szpila +
Seller: Shaun Duquette
Price: $179,000
Mortgage: $164,000
Lender: Adams Community
Date: 7/30/20

14 E Hoosac St.
Buyer: East Hoosac Props 
LLC
Seller: David Pelletier
Price: $225,000
Mortgage: $180,000
Lender: Adams Community
Date: 7/29/20

16 E Hoosac St.
Buyer: East Hoosac Props LLC
Seller: David Pelletier
Price: $95,000
Mortgage: $76,000
Lender: Adams Community
Date: 7/29/20

22 Glenn St.
Buyer: Bonnie Andrews
Seller: Wayne & B Lyden-
Fortier RET +
Price: $152,000
Mortgage: $144,400
Lender: Greylock FCU
Date: 7/2/20

24 Glenn St.
Buyer: Bonnie Andrews
Seller: Wayne & B Lyden-
Fortier RET +
Price: $152,000
Mortgage: $144,400
Lender: Greylock FCU
Date: 7/2/20

41 Harding Ave.

Buyer: Justin Duval
Seller: Walsh Thomas Est +
Price: $193,000
Mortgage: $178,000
Lender: Adams Community
Date: 7/17/20

30 Leonard St.
Buyer: Brandon Lemaire +
Seller: David Martel +
Price: $140,000
Mortgage: $130,000
Lender: Greylock FCU
Date: 7/30/20

45 N Summer St.
Buyer: Steven Wenninger
Seller: Berkshire County 
Prop LLC
Price: $205,000
Date: 7/23/20

29 Orchard St.
Buyer: Kimberly Vieu
Seller: Town Crest Prop 
Grp LLC
Price: $154,241
Mortgage: $151,446
Lender: Academy Mtg
Date: 7/10/20

4 Powers St.
Buyer: Michael Lyman
Seller: Brenda Hanlon-
Thibert +
Price: $205,000
Mortgage: $164,000
Lender: Greylock FCU
Date: 7/31/20

43 Richmond St.
Buyer: Victoria Dipietro
Seller: Alan Boucher
Price: $121,000
Mortgage: $125,252
Lender: Academy Mtg
Date: 7/31/20

1 Senecal Ter.
Buyer: Danielle Senecal +
Seller: Anna Senecal +
Price: $175,000
Mortgage: $140,000
Lender: Greylock FCU
Date: 7/29/20

31 Water St.
Buyer: Albert Molendijk
Seller: James Peterson +
Price: $326,000
Mortgage: $293,400
Lender: Greylock FCU
Date: 7/24/20

ALFORD
19 East Rd.
Buyer: Kristen Richardson
Seller: Susan Struzziero +

Price: $811,500
Mortgage: $450,000
Lender: Kristen Richardson Di
Date: 7/28/20

135 N Egremont Rd.
Buyer: Kim Morque RET +
Seller: Martin Levine +
Price: $749,000
Date: 7/31/20

21 Old Village Rd.
Buyer: Richard Slocum +
Seller: Robert Plotz +
Price: $1,662,500
Date: 7/31/20

123 West Rd.
Buyer: Marc Schafler
Seller: Ellen Bairstow
Price: $630,000
Mortgage: $500,000
Lender: Adams Community
Date: 7/17/20

BECKET
167 Bonny Rigg Hill Rd.
Buyer: Andrew Wood
Seller: Patrick Grumley +
Price: $395,000
Mortgage: $355,500
Lender: United Wholesale
Date: 7/10/20

169 Jacobs Hollow Rd.
Buyer: John Gerson +
Seller: Myrna Rodkin RET +
Price: $535,000
Mortgage: $428,000
Lender: Leader Bank
Date: 7/29/20

495 King Richard Dr.
Buyer: Robert Fuster Jr +
Seller: Kurt Larsen
Price: $175,000
Mortgage: $155,000
Lender: Lee Bank
Date: 7/6/20

275 Maid Marian Ln.
Buyer: Mary Muddiman +
Seller: Sadie Mecca
Price: $195,000
Mortgage: $185,250
Lender: Movement Mtg
Date: 7/9/20

2588 Main St.
Buyer: Olivcia Krywucki
Seller: Gordon Robert Est +
Price: $245,000
Date: 7/30/20

862 Moberg Rd.
Buyer: Alexandr Shpitalnik +
Seller: Kenneth Kaiser
Price: $320,000
Mortgage: $220,000
Lender: NJ Lenders
Date: 7/1/20

308 Old Pond Rd.
Buyer: Elton Ogden +
Seller: Elaine Kemp +
Price: $190,000
Date: 7/1/20

Tyringham Rd.
Buyer: Christopher 
Desrochers +
Seller: WMC Holdings LLC
Price: $110,000
Date: 7/30/20

263 Tyringham Rd.
Buyer: Christopher 
Desrochers +
Seller: William Cullen +
Price: $790,000
Mortgage: $632,000
Lender: JPMorgan Chase
Date: 7/30/20

51 Washington St.
Buyer: Laurie Laforest +
Seller: William Smith Jr
Price: $189,900
Mortgage: $180,405
Lender: Academy Mtg
Date: 7/15/20

375 Wells Rd.
Buyer: Kevin Brown
Seller: Patricia Carlson RET +
Price: $136,000

Mortgage: $133,536
Lender: Mtg Networks
Date: 7/8/20

CHESHIRE
94 Eastview Dr.
Buyer: Jason Ogiste
Seller: John Gillis
Price: $336,900
Mortgage: $303,210
Lender: Greylock FCU
Date: 7/24/20

288 Shadowland Cove Rd.
Buyer: Gary Beyer +
Seller: Peter Jurgaitis +
Price: $284,000
Date: 7/3/20

130 Stewart White Rd.
Buyer: Edward Gordon +
Seller: Billie Sawyer
Price: $379,000
Mortgage: $341,100
Lender: Total Mtg Svcs
Date: 7/15/20

48 Wells Park
Buyer: Jeffrey Boody +
Seller: Alan Nuttall
Price: $159,000
Date: 7/15/20

CLARKSBURG
418 N Houghton St.
Buyer: Marissa Arigoni
Seller: Patrick Klammer
Price: $115,000
Mortgage: $116,161
Lender: Academy Mtg
Date: 7/1/20

460 N Houghton St.
Buyer: Natasha Antona +
Seller: Stephen Mcallister +
Price: $102,000
Mortgage: $115,633
Lender: Adams Community
Date: 7/29/20

341 Wells Ave.
Buyer: Diana Ritz
Seller: Chase Randall +
Price: $226,000
Mortgage: $180,800
Lender: Fairway
Date: 7/31/20

DALTON
44 Anthony Rd.
Buyer: Todd Rilla +
Seller: John Chivers
Price: $236,900
Mortgage: $242,348
Lender: Mtg Research
Date: 7/17/20

59 Barton Hill Rd.
Buyer: Jordan Culver +
Seller: Leslie Dolan
Price: $336,000
Mortgage: $311,000
Lender: Academy Mtg
Date: 7/16/20

38 Beverly St.
Buyer: Timothy Okeefe
Seller: Laurie Chivers
Price: $228,000
Mortgage: $182,400
Lender: Greylock FCU
Date: 7/31/20

52 Braeburn Rd.
Buyer: Peter Hubby
Seller: Hubby Peter Est +
Price: $190,000
Mortgage: $152,000
Lender: MountainOne
Date: 7/31/20

275 Dalton Division Rd.
Buyer: Anthony Mazzeo +
Seller: Chiorgno FT +
Price: $575,000
Mortgage: $500,000
Lender: Patrick Sheehan
Date: 7/2/20

601 Dalton Division Rd.
Buyer: Aaron Allard +
Seller: Jeffrey Smith +

Price: $125,000
Date: 7/2/20

629 Dalton Division Rd.
Buyer: Aaron Allard +
Seller: Jeffrey Smith +
Price: $125,000
Mortgage: $100,000
Lender: Westfield Bank
Date: 7/2/20

10 Franklin St.
Buyer: Amy Rando
Seller: Lisa Mccabe
Price: $191,000
Mortgage: $152,800
Lender: Lee Bank
Date: 7/27/20

49 Jarvis St.
Buyer: Danielle Sanders
Seller: Melissa Cormier IRT +
Price: $167,500
Mortgage: $157,500
Lender: Adams Community
Date: 7/17/20

660 Main St.
Buyer: Warren Cooke
Seller: Darlene Hume
Price: $225,000
Mortgage: $180,000
Lender: Adams Community
Date: 7/16/20

620 Old Windsor Rd.
Buyer: Casey Bard +
Seller: Albert Barbuto Jr
Price: $329,900
Mortgage: $263,920
Lender: Academy Mtg
Date: 7/23/20

14 Patricia Ave.
Buyer: Eric Furlong +
Seller: David Thorne +
Price: $330,000
Mortgage: $240,000
Lender: Academy Mtg
Date: 7/7/20

62 Tower Rd.
Buyer: Steven Brewer +
Seller: William Tatro
Price: $325,000
Date: 7/31/20

82 Warren Ave.
Buyer: Jeffrey Fields
Seller: Timothy Okeefe
Price: $172,000
Mortgage: $165,980
Lender: Adams Community
Date: 7/31/20

15 Westview Rd.
Buyer: Chirag Patel +
Seller: Kurtis Allain +
Price: $475,000
Mortgage: $380,000
Lender: Avidia Bank
Date: 7/31/20

EGREMONT
169 Jug End Rd.
Buyer: Shelley Kaplan +
Seller: Lester Blumenthal
Price: $611,000
Mortgage: $471,000
Lender: Salisbury B&T
Date: 7/21/20

67 Rowe Rd.
Buyer: Eric Aulicino
Seller: Stephen Haynes-
Rawlings
Price: $875,000
Date: 7/1/20

78 Undermountain Rd.
Buyer: Kevin Wolfe +
Seller: 78 Undermountain 
Road LLC
Price: $669,000
Mortgage: $535,200
Lender: Adams Community
Date: 7/23/20

FLORIDA
Bliss Rd.
Buyer: William Pappa
Seller: Robert Andreatta +
Price: $129,900
Date: 7/15/20

GREAT
BARRINGTON

145 Castle Hill Rd.
Buyer: Thomas Wessel +
Seller: Ball George Sr Est +
Price: $425,000
Mortgage: $325,000
Lender: Lee Bank
Date: 7/15/20

24 Commonwealth Ave.
Buyer: Eric Stenzel-Paavola
Seller: Stephen Hassmer Jr +
Price: $360,000
Mortgage: $363,000
Lender: Stephen Paavola

Date: 7/17/20

4 Cornwall Dr.
Buyer: County Mortgage LLC
Seller: Amy Blumkin +
Price: $495,000
Date: 7/30/20

4 Cottage Ct.
Buyer: Mary Akers
Seller: James Marchetti +
Price: $335,100
Mortgage: $235,100
Lender: Adams Community
Date: 7/2/20

Division St.
Buyer: James Lyness
Seller: Ronald Petkus
Price: $99,900
Date: 7/24/20

103 East St.
Buyer: John Beyer Jr +
Seller: Kenneth Habarta +
Price: $325,000
Mortgage: $260,000
Lender: Adams Community
Date: 7/7/20

7 Forest St.
Buyer: Thomas Flynn +
Seller: James Morrison +
Price: $172,500
Mortgage: $150,000
Lender: Greylock FCU
Date: 7/24/20

24 Kalliste Hill
Buyer: Benjamin 
Rosenblum +
Seller: Marianna Morrison
Price: $1,220,000
Mortgage: $976,000
Lender: Adams Community
Date: 7/24/20

11 Londonderry Dr.
Buyer: Robert Brainin +
Seller: Richard Epstein +
Price: $1,325,000
Date: 7/30/20

322 Long Pond Rd.
Buyer: Debra Klein RET +
Seller: Michael Bigger +
Price: $2,250,000
Mortgage: $510,400
Lender: Leader Bank
Date: 7/13/20

29 Mahaiwe St.
Buyer: David Soles
Seller: Pat Greco RET +
Price: $399,000
Mortgage: $339,150
Lender: Total Mtg Svcs
Date: 7/14/20

118 Main St.
Buyer: Alexander Farnsworth
Seller: Mattie Conway
Price: $150,000
Mortgage: $133,500
Lender: Pittsfield Coop
Date: 7/21/20

969 Main St.
Buyer: Souie LLC
Seller: Ted Portnoff
Price: $100,000
Date: 7/1/20

1071 Main St.
Buyer: Megan Murray
Seller: Eugene Atwood +
Price: $388,000
Mortgage: $368,600
Lender: Salisbury B&T
Date: 7/31/20

N Plain Rd.
Buyer: Great Barrington 
Affordable
Seller: Dale Alden +
Price: $175,000
Date: 7/8/20

359 N Plain Rd.
Buyer: Robert Plotz +
Seller: Joseph Grochmal +
Price: $1,800,000
Date: 7/31/20

230 Prospect St.
Buyer: Matthew Adams +
Seller: Geoffrey Perkins +
Price: $335,000
Mortgage: $315,000
Lender: Sirva Mtg
Date: 7/10/20

139 Seekonk Cross Rd.
Buyer: Ananda Timpane
Seller: Patricia Garvey
Price: $310,000
Mortgage: $310,000
Lender: Greylock FCU
Date: 7/17/20

105 W Sheffield Rd.
Buyer: Joseph Baldwin +
Seller: Erik Pfeiffer +
Price: $427,500
Mortgage: $342,000
Lender: Berkshire Bank
Date: 7/16/20

1 White Birch Ln.
Buyer: Gerald Haase +
Seller: Inez Stewart
Price: $555,000
Date: 7/24/20

4 White Birch Ln.
Buyer: Joseph 
Cunningham 3rd +
Seller: Matthew Merritt 3rd
Price: $550,000
Mortgage: $510,000
Lender: Evolve B&T
Date: 7/15/20

Burning Tree Rd. U:13
Buyer: Tal Sheynfeld +
Seller: John Hohman +
Price: $740,000
Mortgage: $555,000
Lender: HSBC Bank
Date: 7/1/20

Burning Tree Rd. U:29
Buyer: Mark Blumkin +
Seller: Natalie Leeds-Leventhal
Price: $725,000
Date: 7/28/20

31 Dresser Ave. U:4
Buyer: Louis Forouhar-Graff +
Seller: Michelle Bachetti
Price: $155,000
Date: 7/16/20

HANCOCK
2798 Hancock Rd.
Buyer: Sharon Williams
Seller: Patricia Clairmont +
Price: $369,000
Mortgage: $179,000
Lender: Academy Mtg
Date: 7/16/20

HINSDALE
120 Henry Dr.
Buyer: Rosana Holdings LLC
Seller: Donald Leblanc +
Price: $80,000
Mortgage: $119,000
Lender: Adams Community
Date: 7/6/20

12 White Birch Ln.
Buyer: Peter Berardino +
Seller: Elena Winter INT +
Price: $235,000
Mortgage: $188,000
Lender: Greylock FCU
Date: 7/16/20

LANESBORO
14 Aqua Ave.
Buyer: Patrick Priester +
Seller: Anthony Marchetti +
Price: $340,000
Mortgage: $323,000
Lender: Trustco Bank
Date: 7/17/20

236 Bailey Rd.
Buyer: Robin Surwilo
Seller: Jonathan May +
Price: $77,000
Date: 7/20/20

42 Baker St.
Buyer: Susan Buasener
Seller: Michael Mcneil
Price: $120,000
Mortgage: $104,500
Lender: Greylock FCU
Date: 7/30/20

1 Balance Rock Rd.
Buyer: Lisa Harter
Seller: Buckhead Dev LLC
Price: $105,000
Mortgage: $84,000
Lender: Adams Community
Date: 7/22/20

9 Iroquois St.
Buyer: Pesach Walter
Seller: Lefebvre Claudette Est +
Price: $228,000
Mortgage: $228,000
Lender: Academy Mtg
Date: 7/30/20

20 Longview Rd.
Buyer: Marguerite 
Rigoglioso
Seller: Mary Obrien
Price: $177,000
Mortgage: $171,600
Lender: Cross Country Mtg
Date: 7/30/20

551 N Main St.
Buyer: Dan Elliott +
Seller: Michael Mcmanmon
Price: $599,000
Mortgage: $480,000
Lender: Adams Community
Date: 7/2/20

43 N Mountain Rd.
Buyer: Anton Schoene +
Seller: Victor Cappadona
Price: $425,500

Mortgage: $421,500
Lender: USAA Fed SB
Date: 7/27/20

99 Narragansett Ave.
Buyer: John Sinopoli +
Seller: Sharon Williams
Price: $370,000
Mortgage: $290,000
Lender: Lee Bank
Date: 7/15/20

Orebed Rd.
Buyer: Town of Lanesboro
Seller: B&E Land Dev LLC
Price: $75,000
Date: 7/8/20

169 Summer St.
Buyer: Ian Warren +
Seller: Matthew Krell
Price: $250,000
Mortgage: $225,000
Lender: Greylock FCU
Date: 7/10/20

580 S Main St. U:302
Buyer: Manish Patel
Seller: Andrew Couture +
Price: $144,000
Mortgage: $114,000
Lender: Berkshire Bank
Date: 7/30/20

LEE
194 Center St.
Buyer: JA Rawson 
Properties LLC
Seller: Sandra Scarafoni +
Price: $90,000
Date: 7/15/20

239 Chanterwood Rd.
Buyer: Jonathan Bass
Seller: David Durante
Price: $620,000
Date: 7/10/20

87 E Center St.
Buyer: Jay Pickett
Seller: W&M Johnson FT +
Price: $208,923
Mortgage: $167,138
Lender: Adams Community
Date: 7/6/20

161 E Center St.
Buyer: Kelsey Brunell
Seller: Christopher Wellens +
Price: $250,000
Mortgage: $225,000
Lender: Lee Bank
Date: 7/24/20

271 East St.
Buyer: Sarah Wells +
Seller: Daniel Antoniazzi
Price: $234,900
Mortgage: $219,900
Lender: Bay Equity
Date: 7/30/20

407 Greylock St.
Buyer: Zachary Sorrentino +
Seller: Alan Wilcox +
Price: $220,000
Mortgage: $225,060
Lender: Academy Mtg
Date: 7/17/20

479 Greylock St.
Buyer: Matthew Ranzoni
Seller: Gurcharan Bangha
Price: $170,500
Date: 7/14/20

780 Greylock St.
Buyer: Robert Lockenwitz
Seller: Arlene Lockenwitz
Price: $235,000
Mortgage: $176,250
Lender: Adams Community
Date: 7/17/20

35 Laurel St.
Buyer: Meghann Hawley
Seller: William Rice +
Price: $285,000
Mortgage: $276,450
Lender: Adams Community
Date: 7/23/20

18 Reservoir Rd.
Buyer: Brandon Lucchese
Seller: Matthew Ranzoni
Price: $175,000
Mortgage: $166,250
Lender: Adams Community
Date: 7/14/20

41-43 Robert St.
Buyer: Catherine Coughlin
Seller: Jason Barrett
Price: $185,000
Mortgage: $166,315
Lender: Adams Community
Date: 7/2/20

70 Silver St.
Buyer: Jairo Castillo
Seller: Doreen Rushbrook
Price: $205,000
Mortgage: $169,500
Lender: Greylock FCU
Date: 7/6/20

SPECIALISTS IN RESIDENTIAL MOVING & WAREHOUSING. 
LOCALLY & WORLDWIDE.

Proudly serving The Berkshires for over 90 years.
QUALITY SERVICE • COMPETITIVE RATES
A Family Owned & Operated Business Since 1923

visit our website at www.castinemovers.com

ICC MC73444
US DOT 058227

OR TOLL FREE

1•800•225•8068413•499•4982

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

Jim’s Lawn Care
Call now to arrange for FALL CLEAN UP services

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

Mulching H Rototilling H Painting H Fencing H Junk Removal

413-464-0373
(Leave Message)Free Estimates                                                             Firewood for Sale
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Berkshire County real estate transfers

215 Summer St.
Buyer: Timothy Susse +
Seller: Jason Peck +
Price: $200,000
Mortgage: $194,000
Lender: Bay Equity
Date: 7/17/20

140 Tyringham Rd.
Buyer: David Belanger Jr +
Seller: Andrew Goodfellow 
Jr +
Price: $100,000
Date: 7/31/20

65 Via Maria
Buyer: Gary Cilley RET +
Seller: Jeremy Griffin +
Price: $342,500
Date: 7/1/20

880 East St. U:500D
Buyer: Joann Paradiso +
Seller: Alvin Weinberg +
Price: $288,750
Date: 7/31/20

LENOX
871 East St.
Buyer: Aaron Gordon +
Seller: Shaun Farley +
Price: $508,500
Mortgage: $203,500
Lender: Adams Community
Date: 7/13/20

42 Golden Hill Rd.
Buyer: Jared Weber +
Seller: Jerry Vuolo +
Price: $570,000
Mortgage: $512,430
Lender: Adams Community
Date: 7/23/20

42 Hawthorne St.
Buyer: Peter Toran +
Seller: Paul Zelinke 4th +
Price: $530,000
Mortgage: $522,000
Lender: Adams Community
Date: 7/7/20

123 Holmes Rd.
Buyer: Muralidhar Meesala
Seller: Gennaro Gallo
Price: $390,500
Mortgage: $351,450
Lender: Greylock FCU
Date: 7/16/20

85 Hubbard St.
Buyer: Roberto Gonzalez-
Rey +
Seller: Christopher 
Fenton +
Price: $344,800
Date: 7/22/20

63 King William Rd.
Buyer: Ellen Bairastow
Seller: Barbara Boraski RT +
Price: $399,900
Date: 7/13/20

11 Maple St.
Buyer: Sarah Dileo +
Seller: David Flynn +
Price: $482,250
Mortgage: $337,575
Lender: JPMorgan Chase
Date: 7/20/20

19 Martha Ln.
Buyer: Gillian Crosson +
Seller: Stephen Maggio +
Price: $280,000
Mortgage: $260,000
Lender: USAA Fed SB
Date: 7/31/20

1 Melville Ct.
Buyer: Neil Hirsch +
Seller: Town & Country Dev
Price: $845,000
Mortgage: $802,750
Lender: Lee Bank
Date: 7/14/20

111 New Lenox Rd.
Buyer: Zachary Ziemba +
Seller: Michelle Dupont
Price: $349,000
Mortgage: $324,570
Lender: Greylock FCU
Date: 7/16/20

221 Pittsfield Rd.
Buyer: Matthew Merritt 4th
Seller: Jason Smegal
Price: $150,000
Mortgage: $120,000
Lender: Lee Bank
Date: 7/10/20

239 Under Mountain Rd.
Buyer: Charles Parriott
Seller: Jane Parriott T 1994 +
Price: $289,750
Mortgage: $198,000
Lender: John Parriott
Date: 7/31/20

91 West St.
Buyer: Christina Gormally-
Kane +

Seller: Emma Weiskopf
Price: $675,000
Mortgage: $641,250
Lender: Citizens Bank
Date: 7/31/20

4 Coldbrooke South Dr. U:A
Buyer: Frances Montgomery
Seller: Goldsmith NT +
Price: $632,929
Mortgage: $506,000
Lender: Greylock FCU
Date: 7/16/20

19 Coldbrooke South Dr. U:B
Buyer: Barry Offitzer +
Seller: Eleanor Frank +
Price: $645,000
Mortgage: $285,000
Lender: Lee Bank
Date: 7/17/20

Highcrest Rd., U:4
Buyer: Sanford Horowitz +
Seller: Priscilla Strawgate 
MA T +
Price: $705,000
Date: 7/31/20

8 Rolling Hills U:7
Buyer: Jerry Vuolo +
Seller: Nathan Doctrow
Price: $220,000
Date: 7/23/20

15 Wexford Ct. U:3
Buyer: Joanne Rogovin
Seller: Judith Joseph
Price: $375,000
Date: 7/31/20

MONTEREY
16 Laurel Banks
Buyer: Renee Bernstein RET +
Seller: Eric Latin LT +
Price: $375,000
Mortgage: $300,000
Lender: JPMorgan Chase
Date: 7/13/20

222 Main Rd.
Buyer: Kalen Kaminski +
Seller: P&William Harris 
RET +
Price: $279,000
Mortgage: $251,100
Lender: Lee Bank
Date: 7/31/20

605 Main Rd.
Buyer: Paul Oreilly-Hyland
Seller: Samuel Estreicher +
Price: $460,000
Mortgage: $368,000
Lender: Adams Community
Date: 7/6/20

617 Main Rd.
Buyer: Ian Cahn-Fuller +
Seller: Charles Ferris +
Price: $522,000
Mortgage: $322,000
Lender: Lee Bank
Date: 7/17/20

20 Sackman Way
Buyer: Bruce Schaefer +
Seller: Barbara Teplitz T +
Price: $1,055,000
Date: 7/20/20

28 Sylvan Rd.
Buyer: Alan Zablonski +
Seller: Janet Feldman +
Price: $905,000
Date: 7/23/20

NEW
MARLBORO

6 Alum Hill Rd.
Buyer: David Collins +
Seller: Eric Schaefer +
Price: $415,000
Mortgage: $373,500
Lender: Adams Community
Date: 7/27/20

Balley Rd.
Buyer: Joshua Brooks +
Seller: David Brigham +
Price: $460,000
Date: 7/20/20

596 Canaan Valley Rd.
Buyer: Ian Parker +
Seller: Presley Acuna +
Price: $260,000
Mortgage: $2100,000
Lender: JPMorgan Chase
Date: 7/14/20

167 Hartsville Mill River Rd
Buyer: Cornelia Lenherr
Seller: David Walker-Price
Price: $180,000
Mortgage: $160,000
Lender: Adams Community
Date: 7/20/20

1724 Hartsville New
Buyer: Robert Parkeharrison +
Seller: David Soules +
Price: $453,000

Mortgage: $362,400
Lender: Berkshire Bank
Date: 7/21/20

781 Hotchkiss Rd.
Buyer: Deborah Curtis
Seller: Jonathan Brodie +
Price: $337,500
Mortgage: $150,000
Lender: Trustco Bank
Date: 7/10/20

25 Pine St.
Buyer: Serena Desilver
Seller: Barbara Minkoff +
Price: $217,000
Date: 7/2/20

747 Rhoades to Bailey Rd.
Buyer: Joshua Brooks +
Seller: David Brigham +
Price: $460,000
Mortgage: $368,000
Lender: Greylock FCU
Date: 7/20/20

NORTH ADAMS
16 Birchwood Ter.
Buyer: Laura Sommer
Seller: Brolin Judith Est +
Price: $201,500
Mortgage: $191,425
Lender: Adams Community
Date: 7/30/20

58-60 Central Ave
Buyer: Leonard Pader
Seller: Jay Wright
Price: $198,900
Mortgage: $149,175
Lender: Bay Equity
Date: 7/10/20

54-56 Chase Ave.
Buyer: Edward Restivo
Seller: Robert Tomkiewicz
Price: $89,000
Mortgage: $87,387
Lender: Academy Mtg
Date: 7/31/20

444 Church St.
Buyer: Jack Odell +
Seller: Joseph Brandon Jr
Price: $150,000
Mortgage: $120,000
Lender: Mtg Networks
Date: 7/20/20

332-338 E Main St.
Buyer: Eric Gordon
Seller: Michael Obannon +
Price: $192,500
Date: 7/20/20

76-78 Gallup St.
Buyer: Chad Lacasse
Seller: Patrick Priester +
Price: $180,000
Mortgage: $170,000
Lender: USAA Fed SB
Date: 7/31/20

175 Hodges Cross Rd.
Buyer: D&L LLC
Seller: Alfred Ostrowski Jr
Price: $123,724
Date: 7/2/20

90 Marion Ave.
Buyer: Pauline 
Chakravartty +
Seller: Matthew Konsa +
Price: $329,000
Mortgage: $263,200
Lender: NYU F
Date: 7/29/20

24 Mill St.
Buyer: Terry Snyder
Seller: Michelle Richard
Price: $86,000
Mortgage: $82,450
Lender: Greylock FCU
Date: 7/31/20

220 North St.
Buyer: Michael Schadler +
Seller: Zachary Szpila +
Price: $143,000
Mortgage: $140,409
Lender: Academy Mtg
Date: 7/30/20

117-119 Pleasant St.
Buyer: Beau Barela
Seller: Brian Jowett +
Price: $230,000
Mortgage: $225,834
Lender: Academy Mtg
Date: 7/24/20

96 Veazie St.
Buyer: Kayla Hollins
Seller: David Morin
Price: $180,000
Mortgage: $174,600
Lender: Greylock FCU
Date: 7/24/20

243 Union St. U:207
Buyer: Ariel Klein
Seller: Richard Harlow
Price: $317,500
Date: 7/20/20

OTIS
Algerie Rd.
Buyer: Armando Paez
Seller: Alan Naylor
Price: $100,000
Date: 7/31/20

89 Benton Dr.
Buyer: Cheryl Councilman
Seller: Ronald Miner +
Price: $179,000
Date: 7/20/20

243 Brookman Dr.
Buyer: Paul Bascobert +
Seller: Kiao Real Estate LLC
Price: $1,680,000
Date: 7/24/20

7 Chestnut Ln.
Buyer: Benjamin Zipursky +
Seller: Jill Lerner
Price: $938,000
Date: 7/13/20

70 Clubhouse Dr.
Buyer: Christopher Bach +
Seller: Lauren Behrman
Price: $297,500
Mortgage: $238,000
Lender: Wm Raveis Mtg
Date: 7/15/20

69 Dewolfe Dr.
Buyer: Carl Meacham +
Seller: Reva Wiseman NT +
Price: $125,000
Mortgage: $112,500
Lender: Quicken Loan
Date: 7/3/20

26 Harrington Rd.
Buyer: Thomas Burke +
Seller: Carol Blakeslee
Price: $395,000
Date: 7/30/20

80 Harrington Rd.
Buyer: Dimitri Mamokhin +
Seller: WH&SM Edelstein LT +
Price: $332,500
Date: 7/6/20

2078 Monterey Rd.
Buyer: Lauren Byrne LT +
Seller: Cheryl Mirer +
Price: $275,000
Mortgage: $247,500
Lender: Adams Community
Date: 7/15/20

18 Moody Goodman Rd.
Buyer: David Russell +
Seller: Mark Tassinari +
Price: $920,000
Mortgage: $400,000
Lender: Total Mtg Svcs
Date: 7/2/20

50 Pine Rd. Ext
Buyer: Margaret Amanti
Seller: Jerome Congress +
Price: $675,000
Date: 7/17/20

30 Pond Blvd.
Buyer: Howard Recht +
Seller: John Arrowsmith
Price: $525,000
Mortgage: $393,750
Lender: Salisbury B&T
Date: 7/30/20

52 Sequena Dr.
Buyer: Jennifer Byrnes
Seller: Morton Schwartz +
Price: $339,999
Mortgage: $229,999
Lender: Zillow Home
Date: 7/15/20

311 Tamarack Trl.
Buyer: Maxwell Miner
Seller: Eileen Schulman
Price: $234,000
Date: 7/17/20

467 W Center Rd.
Buyer: Gabriel Penagaricano +
Seller: Guitano Tirendi +
Price: $245,000
Mortgage: $196,000
Lender: Bk of America
Date: 7/17/20

PERU
13 Garnet Mountain Ln.
Buyer: Garrick Otero
Seller: Simisky Arlla Est +

Price: $90,500
Mortgage: $90,250
Lender: Greylock FCU
Date: 7/24/20

PITTSFIELD
207 1st St.
Buyer: Duta Real Estate LLC
Seller: 376 Tyler Street LLC
Price: $90,000
Date: 7/15/20

197 2nd St.
Buyer: Katie Lauzon
Seller: Richard Hiam +
Price: $101,000
Mortgage: $97,970
Lender: Greylock FCU
Date: 7/31/20

90 Allengate Ave.
Buyer: Tyler Parkin
Seller: Debra Watroba +
Price: $164,000
Mortgage: $131,000
Lender: Greylock FCU
Date: 7/29/20

10 Anita Dr.
Buyer: Lucian Radu-
Radulescu
Seller: Sonia Barile
Price: $158,500
Mortgage: $218,250
Lender: Greylock FCU
Date: 7/10/20

18 Appletree Pt.
Buyer: 18 Appletree Point 
NT +
Seller: Lauren Glazer
Price: $1,450,000
Date: 7/1/20

106 Birch Grove Dr.
Buyer: James Choquette +
Seller: Mark Plantz +
Price: $189,900
Mortgage: $151,920
Lender: Adams Community
Date: 7/16/20

66 Brighton Ave.
Buyer: Annmarie Marby
Seller: Matthew Tobin
Price: $147,500
Mortgage: $144,827
Lender: Academy Mtg
Date: 7/16/20

84 Brookside Dr.
Buyer: Jonathan Hornbeck +
Seller: Jamie Roberts
Price: $399,000
Date: 7/31/20

64 Commonwealth Ave.
Buyer: Milton Silverstein +
Seller: Katherine Ward
Price: $320,000
Mortgage: $200,000
Lender: Adams Community
Date: 7/24/20

903 Dalton Ave.
Buyer: David Maloy +
Seller: Terry Snyder
Price: $168,100
Mortgage: $128,100
Lender: Greylock FCU
Date: 7/28/20

21 Daniels Ave.
Buyer: Angel Christiana
Seller: Nicholas Cazavelan
Price: $127,000
Mortgage: $124,699
Lender: Berkshire Bank
Date: 7/7/20

36 Dutchess Ave.
Buyer: Alexander Belanger
Seller: Michael Mcneil
Price: $214,900
Mortgage: $204,000
Lender: Adams Community
Date: 7/7/20

737 East St.
Buyer: Materials 
Management Co
Seller: Yoshi Corp
Price: $550,000
Mortgage: $1,364,000
Lender: Aldenville CU
Date: 7/2/20

745 East St.
Buyer: Materials 
Management Co
Seller: Yoshi Corp
Price: $550,000
Mortgage: $1,364,000
Lender: Aldenville CU
Date: 7/2/20

390 Elm St.
Buyer: Helene Robillard
Seller: Henry Fay Janet Est +
Price: $182,500
Mortgage: $55,000
Lender: April Fools RT
Date: 7/8/20

19 Evelyn Park
Buyer: Duta Real Estate LLC
Seller: Joseph Mogavero T +
Price: $90,000
Date: 7/1/20

39 Fairview Ave.
Buyer: Carmen Fernandez
Seller: Kushi Dorothy Est +
Price: $137,000
Mortgage: $109,600
Lender: Greylock FCU
Date: 7/31/20

13 Faucett Ln.
Buyer: Giuseppe Talora +
Seller: Powers Deborah Est +
Price: $258,500
Mortgage: $132,500
Lender: Pittsfield Coop
Date: 7/1/20

12 Federico Dr.
Buyer: Paul Polson
Seller: Dale Bosworth Jr
Price: $172,500
Date: 7/1/20

15 Fern St.
Buyer: Joshua King
Seller: Francese FR LLC
Price: $149,900
Mortgage: $145,400
Lender: Greylock FCU
Date: 7/10/20

25 Grand Ave.
Buyer: Jordan Barber
Seller: Kenneth Murray
Price: $196,000
Mortgage: $156,800
Lender: Greylock FCU
Date: 7/29/20

93 Gravesleigh Ter.
Buyer: Barton Raser
Seller: Anthony Mazzeo +
Price: $725,000
Mortgage: $700,000
Lender: Carr Hardware
Date: 7/9/20

66 Harryel St.
Buyer: Edward Blair +
Seller: Mary Waananen
Price: $239,500
Date: 7/7/20

178 Harryel St.
Buyer: Anthony Booth Sr +
Seller: Donald Roach +
Price: $220,000
Mortgage: $213,400
Lender: Adams Community
Date: 7/2/20

256 Holmes Rd.
Buyer: Gus NT +
Seller: Pamela Haegerl
Price: $305,000
Date: 7/31/20

67 Hull Ave.
Buyer: Catheryn Chacon-
Ortega
Seller: FNMA
Price: $80,500
Mortgage: $122,222
Lender: Adams Community
Date: 7/24/20

245 Jason St.
Buyer: FNMA
Seller: Michael Twining +
Price: $115,000
Date: 7/17/20

3 Joan Dr.
Buyer: Matthew Jacoby +
Seller: Allender Karen Est +
Price: $165,000

Date: 7/9/20

26 Kathy Way
Buyer: Brian Uliasz +
Seller: Robert Uliasz +
Price: $375,000
Mortgage: $300,000
Lender: Greylock FCU
Date: 7/7/20

14 Kenwood St.
Buyer: Judith Gibson-
Okunieff
Seller: TMR Realty LLC
Price: $145,500
Mortgage: $115,000
Lender: Greylock FCU
Date: 7/22/20

11 Lake St.
Buyer: Seth Digrigoli
Seller: Judith Karch
Price: $89,000
Mortgage: $87,387
Lender: Academy Mtg
Date: 7/29/20

50 Lake St.
Buyer: Fabio Cardoso
Seller: 413 Properties LLC
Price: $149,900
Mortgage: $142,405
Lender: Greylock FCU
Date: 7/31/20

597 Lakeway Dr.
Buyer: 2 Bears NT +
Seller: Bauman FT +
Price: $470,000
Mortgage: $376,000
Lender: Pittsfield Coop
Date: 7/31/20

73 Lenox Ave.
Buyer: Liliana Barahona +
Seller: T&E RE 
Transactions LLC
Price: $170,000
Mortgage: $155,000
Lender: Adams Community
Date: 7/15/20

230 Lenox Ave.
Buyer: Matthew Vogel
Seller: IBT Investments LLC
Price: $160,000
Mortgage: $152,500
Lender: Lee Bank
Date: 7/10/20

255 Lenox Ave.
Buyer: Amanda Durkee
Seller: FNMA
Price: $111,000
Mortgage: $108,989
Lender: NBT Bank
Date: 7/31/20

43 Lincoln St.
Buyer: 43 Lincoln RE LLC

Seller: Lucian Stone
Price: $88,000
Date: 7/13/20

6 Lori Ct.
Buyer: Matthew Dewolf +
Seller: James Nelson +
Price: $525,000
Mortgage: $488,250
Lender: Adams Community
Date: 7/15/20

15 Lori Ct.
Buyer: Stanley Lemeshow T +
Seller: Jonathan Hornbeck +
Price: $660,000
Date: 7/31/20

27 Lucia Dr.
Buyer: Melissa Keegan
Seller: Del Virgilio Jr +
Price: $255,000
Mortgage: $204,000
Lender: Pittsfield Coop
Date: 7/17/20

67 Lucia Dr.
Buyer: Linh Nhan +
Seller: Renee Foster
Price: $233,500
Mortgage: $168,000
Lender: Lee Bank
Date: 7/16/20

94 Lucia Dr.
Buyer: Constance Kobus
Seller: Marcia Kowalczyk +
Price: $180,000
Date: 7/1/20

45 Maplewood Ave.
Buyer: Duta Real Estate LLC
Seller: 376 Tyler Street LLC
Price: $90,000
Date: 7/15/20

10 Maryland Ave.
Buyer: Laura-Lynn Dear
Seller: Brian Seldal 2nd
Price: $125,000
Mortgage: $118,750
Lender: Greylock FCU
Date: 7/6/20

200 Melbourne Rd.
Buyer: Austin Teeley +
Seller: Normunds Bruveris +
Price: $237,000
Mortgage: $225,150
Lender: Academy Mtg
Date: 7/30/20

21 Morgan St.
Buyer: William Gazaw Jr
Seller: Dawn Hertzberg
Price: $164,900
Mortgage: $161,912
Lender: Academy Mtg
Date: 7/2/20

continued on next page
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52 Newell St.
Buyer: Robert Cohen +
Seller: Gateways Res Inv 
Prop LLC
Price: $175,000
Mortgage: $140,000
Lender: Lee Bank
Date: 7/20/20

501 North St.
Buyer: Walgreen Eastern Co Inc
Seller: PJC Realty MA Inc
Price: $2,300,000
Date: 7/30/20

1071 North St.
Buyer: Nicholas Pomeroy
Seller: Vicki Marsala
Price: $141,000
Mortgage: $112,800
Lender: Adams Community
Date: 7/2/20

305 Onota St.
Buyer: Nicolena Galloway
Seller: Ellies Holdings LLC
Price: $168,450
Mortgage: $165,398
Lender: Academy Mtg

Date: 7/7/20

529 Onota St.
Buyer: Robert Lloyd +
Seller: Charles Perenick Jr
Price: $170,000
Mortgage: $127,500
Lender: Academy Mtg
Date: 7/27/20

33 Plunkett St.
Buyer: BKD Investments LLC
Seller: Onota Rental LLC
Price: $235,000
Date: 7/31/20

36 Pontoosuc Ave.
Buyer: Scott Nichols
Seller: Phyllis Nichols T +
Price: $150,000
Mortgage: $120,000
Lender: Adams Community
Date: 7/8/20

15 Rhode Island Ave.
Buyer: Kyle Betters
Seller: Dawn Decristo
Price: $161,000
Mortgage: $152,950
Lender: Academy Mtg
Date: 7/10/20

575 South St.
Buyer: Isai Peimer +
Seller: Beverly Blonder
Price: $1,625,000
Mortgage: $1,137,500
Lender: Wells Fargo
Date: 7/28/20

85 Spadina Pkwy.
Buyer: George Alexander +
Seller: James Ruberto
Price: $345,000
Mortgage: $310,155
Lender: Adams Community
Date: 7/31/20

845 Tamarack Rd.
Buyer: Reese Holdings 
2016 LLC
Seller: Daniel Burke +
Price: $942,500
Date: 7/31/20

1 Taubert Ave.
Buyer: Elena Kelsey
Seller: Berkshire Gateway 
Inv Prop
Price: $145,000
Mortgage: $142,373
Lender: Academy Mtg
Date: 7/16/20

92 Turner Ave.
Buyer: Brandon Williams
Seller: Eric Lefebvre
Price: $94,000
Mortgage: $89,300
Lender: Greylock FCU
Date: 7/10/20

7 Vin Hebert Blvd.
Buyer: John Zaccaro +
Seller: Mark Kenyon +
Price: $235,000
Date: 7/31/20

13 Vivian Ave.
Buyer: Jake Brodeur
Seller: Eric Lefebvre
Price: $102,500
Mortgage: $99,425
Lender: Greylock FCU
Date: 7/10/20

11 Warren Ter.
Buyer: Ellen Gray +
Seller: Lynch Joseph Est +
Price: $95,000
Mortgage: $85,500
Lender: Berkshire Bank
Date: 7/14/20

42-44 Wellington Ave.

Buyer: 43 Lincoln RE LLC
Seller: Lucian Stone
Price: $88,000
Date: 7/13/20

1245 West St.
Buyer: Jon Scapin +
Seller: Joan Willbanks 
FT +
Price: $290,000
Mortgage: $281,300
Lender: Greylock FCU
Date: 7/23/20

19 Westover St.
Buyer: Ricci Mancivalano
Seller: FHLM
Price: $141,500
Mortgage: $207,500
Lender: Pittsfi eld Coop
Date: 7/16/20

394 Williams St.
Buyer: Therese Allen RET +
Seller: Allen FT +
Price: $400,000
Mortgage: $300,000
Lender: Adams Community
Date: 7/14/20

Alpine Trail U:18
Buyer: Bernard English +
Seller: Curtis Brasseur
Price: $305,000
Date: 7/1/20

Churchill Crest U:51
Buyer: Marcia Arooth
Seller: Walker FT +
Price: $190,000
Date: 7/1/20

Churchill Crest U:2
Buyer: Gregory Maichack +
Seller: Susan Wood
Price: $155,000
Date: 7/31/20

Cynthia Ln. U:2
Buyer: Burke FT +
Seller: Margaret Lennox +
Price: $215,000
Date: 7/10/20

Greendale Ave. U:57
Buyer: Taylor Johnson
Seller: Karen Ovitt-Messana
Price: $126,000
Mortgage: $122,220
Lender: Greylock FCU
Date: 7/9/20

Lakecrest Dr. U:26
Buyer: Eric Berger +
Seller: Cynthia Adelman
Price: $390,000
Mortgage: $290,000
Lender: Citizens Bank
Date: 7/16/20

1005 North St. U:A
Buyer: Patrick Lebourdais
Seller: Craig Smith
Price: $133,000
Mortgage: $123,000
Lender: Academy Mtg
Date: 7/10/20

1450 North St. U:406
Buyer: Christopher 
Macdonald
Seller: RW Mac +
Price: $168,900
Mortgage: $162,144
Lender: Adams Community
Date: 7/29/20

200 South St. U:200
Buyer: C&JJ LLC
Seller: Berkshire United 
Way Inc
Price: $680,454
Date: 7/1/20

RICHMOND
148 Cross Rd.
Buyer: Eliza Bobek +
Seller: Tereza Hubkova
Price: $315,000
Mortgage: $252,000
Lender: Fairway Ind Mtg
Date: 7/6/20

196 Dean Hill Rd.
Buyer: Charles Klein +
Seller: Elfriede Merman
Price: $430,000
Mortgage: $337,500
Lender: Quicken Loan
Date: 7/17/20

351 West Rd.
Buyer: Barry Leibowitz +
Seller: Valeri Reynolds
Price: $685,000
Date: 7/13/20

SANDISFIELD
89 Benton Dr.
Buyer: Cheryl Councilman
Seller: Ronald Miner
Price: $179,000
Date: 7/20/20

Cronk Rd.
Buyer: Richard Duffy Sr +
Seller: Franklin Woods 
Inv LLC
Price: $89,900
Date: 7/10/20

5 Cronk Rd.
Buyer: Sandra Sargeant
Seller: Franklin Woods 
Inv LLC
Price: $177,500
Date: 7/9/20

334 Lakeshore Dr.
Buyer: Steven Grossman +
Seller: Barbara Tirschwell T +
Price: $350,000
Mortgage: $280,000
Lender: Adams Community
Date: 7/31/20

S Sandisfi eld Rd.
Buyer: Philana Rowell
Seller: Robert Barry
Price: $65,000
Date: 7/16/20

311 Tamarack Trail
Buyer: Maxwell Winer
Seller: Eileen Schulman
Price: $234,000
Mortgage: $212,727
Lender: Mtg Networks
Date: 7/17/20

SHEFFIELD
1119 Ashley Falls Rd.
Buyer: Jonathan Castellani
Seller: Andrew Belcher +
Price: $400,000
Mortgage: $380,000
Lender: Greylock FCU
Date: 7/24/20

856 Barnum St.
Buyer: Harold Schwartz
Seller: Jessica Ely
Price: $407,000
Date: 7/31/20

1152 Barnum St.
Buyer: Elysian Field NT +
Seller: Stephen Nesis +
Price: $1,235,000
Mortgage: $900,000
Lender: Adams Community
Date: 7/15/20

143 Berkshire School Rd.
Buyer: Ruby Littman
Seller: Bernard Buchholz +
Price: $369,000
Mortgage: $295,200
Lender: Salisbury B&T
Date: 7/24/20

249 Boardman St.
Buyer: Anthony Raggiri +
Seller: Timothy Schroepfer +
Price: $616,000
Mortgage: $416,000
Lender: Lee Bank
Date: 7/10/20

704 Hewins St.
Buyer: David Blanchard
Seller: Debra Lewis
Price: $568,000
Date: 7/30/20

64 Kellogg Rd.
Buyer: Ryan Chase-Sackett +
Seller: Derek Sisco +
Price: $329,000
Mortgage: $296,100
Lender: Citizens Bank
Date: 7/20/20

575 Sheffi eld Plain
Buyer: Philip Scholl +
Seller: Sandra Preston
Price: $292,000
Date: 7/13/20

STOCKBRIDGE
21 Beachwood Dr.
Buyer: Murray Klayman +
Seller: Mark Brenner
Price: $321,500
Date: 7/1/20

148 Cross Rd.
Buyer: Eliza Bobek +
Seller: Tereza Hubkova
Price: $315,000
Date: 7/6/20

6 Devon Rd.
Buyer: Daniel Salter +
Seller: June Oneill
Price: $695,000
Mortgage: $400,000
Lender: Salisbury B&T
Date: 7/20/20

24 Housatonnuck Rd.
Buyer: Edward Damorte +
Seller: David Blanchard +
Price: $554,500
Mortgage: $498,046
Lender: Adams Community
Date: 7/31/20

80 Main St.
Buyer: Jack Gremli +
Seller: Anna Zaffanella
Price: $500,000
Mortgage: $300,000
Lender: JPMorgan Chase
Date: 7/21/20

12 N Church St.
Buyer: Pittsfi eld Real Est Ptnrs
Seller: North Church Street 
RT +
Price: $415,000
Date: 7/30/20

328 Old Stockbridge Rd.
Buyer: William Burg +
Seller: Kevin Zimmer +
Price: $568,000
Mortgage: $454,400
Lender: Homestead Fund
Date: 7/16/20

21 Park St.
Buyer: Christopher Morse +
Seller: Margaret Morse
Price: $337,000
Mortgage: $269,600
Lender: Lee Bank
Date: 7/29/20

25 Park St.
Buyer: 25 Park Street 
House LLC
Seller: William Sparks +
Price: $330,000
Date: 7/28/20

22 Prospect Hill Rd.
Buyer: John Mullen 3rd +
Seller: Sling LLC
Price: $1,270,000
Date: 7/17/20

19 Hawthorne Rd. U:9A
Buyer: Eric Griminger +
Seller: Barbara Cohen-
Hobbs RET +
Price: $794,250
Date: 7/31/20

WASHINGTON
412 West St.
Buyer: Annelise Robey
Seller: John Verones Jr +
Price: $599,000
Date: 7/7/20

WEST
STOCKBRIDGE

8 Austerlitz Rd.
Buyer: Robert Desmond +
Seller: Ellin Hirsch QPRT +
Price: $625,000
Mortgage: $500,000
Lender: Citizens Bank
Date: 7/31/20

52 Glendale Rd.
Buyer: Christopher Greendale
Seller: Susan Bonak
Price: $280,000
Date: 7/30/20

5 Jada Spring Ln.
Buyer: Michael Hirschfeld +
Seller: David Blanchard
Price: $999,000
Date: 7/30/20

3 Lenox Rd.
Buyer: Steven Cohen FT +
Seller: Shadow RT +
Price: $187,500
Date: 7/10/20

23 Oak St.
Buyer: Anthony Pultorak
Seller: Girdler Rose Est +
Price: $220,000
Mortgage: $85,000
Lender: Greylock FCU
Date: 7/15/20

37 Stockbridge Rd.
Buyer: Victoria Thomas +
Seller: Dana Brigham
Price: $230,000
Mortgage: $218,500
Lender: Adams Community
Date: 7/27/20

11 Woodruff Rd.
Buyer: Jason Rosa +
Seller: Thomas Miller +
Price: $417,500
Mortgage: $384,100
Lender: Salisbury B&T
Date: 7/10/20

WILLIAMSTOWN
146 Berkshire Dr.
Buyer: Ryan Crowley
Seller: Quinn Lois Bland Est +
Price: $165,500
Date: 7/28/20

330 Cole Ave.
Buyer: Cole Apartments LLC
Seller: Berkshire Fund Inc
Price: $710,000

Mortgage: $10,756,291
Lender: Life Ins Cmnty Inv
Date: 7/1/20

1573 Green River Rd.
Buyer: George FT +
Seller: Williams College
Price: $325,000
Date: 7/15/20

220 Henderson Rd.
Buyer: Adam Degennaro 
Seller: Harry Sheehy 3rd +
Price: $196,000
Mortgage: $186,200
Lender: Academy Mtg
Date: 7/15/20

90 Ide Rd.
Buyer: Rachel Kurtz
Seller: James Whittum +
Price: $786,000
Date: 7/13/20

144 Lindley Ter.
Buyer: Elise Volastro
Seller: Aaron Gordon +
Price: $310,000
Mortgage: $248,000
Lender: Pittsfi eld Coop
Date: 7/24/20

69 Luce Rd.
Buyer: David Harpin +
Seller: William Barrale
Price: $120,000
Date: 7/31/20

162 N Hoosac Rd.
Buyer: Gerard Smith
Seller: US Bank NA Tr
Price: $85,050
Date: 7/27/20

1017 Simonds Rd.
Buyer: Krugerrands 
Holdings LLC
Seller: Valerie Sacco
Price: $120,000
Date: 7/31/20

18 Southworth St.
Buyer: Williams College
Seller: Elizabeth Alton +
Price: $200,000
Date: 7/31/20

Sweet Farm Rd. Lot 5
Buyer: Nicholas Carr +
Seller: Jay Ehle +
Price: $80,000
Date: 7/8/20

300 Syndicate Rd.
Buyer: Matthew Konsa +
Seller: Kenda Mutongi +
Price: $510,000
Mortgage: $440,000
Lender: Adams Community
Date: 7/31/20

139 Water St.
Buyer: Legend Interests Inc
Seller: General Realty 
Ventures
Price: $100,000
Date: 7/1/20

526 Water St.
Buyer: Mark Raymond +
Seller: J Patrice Cohoon
Price: $465,000
Mortgage: $285,000
Lender: MountainOne
Date: 7/20/20

537 White Oaks Rd.
Buyer: RC&LA Anderson 
RET +
Seller: John Brink +
Price: $490,000
Mortgage: $392,000
Lender: Greylock FCU
Date: 7/31/20

N Hemlock Ln. U:406
Buyer: Margarety Kern
Seller: Sheila Basarab
Price: $352,000
Date: 7/15/20

1 River Run U:6
Buyer: Ellen Bernstein 
RET +
Seller: 180 Water LLC
Price: $732,500
Date: 7/29/20

WINDSOR
155 High Street Hill Rd.
Buyer: Matthew Nowicki +
Seller: Paige Torrey
Price: $410,000
Mortgage: $369,000
Lender: Greylock FCU
Date: 7/24/20

7 Windsor Bush Rd.
Buyer: Jacob Williams +
Seller: Kif Thacker
Price: $284,900
Mortgage: $270,655
Lender: Greylock FCU
Date: 7/10/20

u
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Berkshire County real estate transfers

BY JOHN TOWNES
In early spring, the prospects for the 

Berkshire County residential real estate 
market seemed bleak.

Like other sectors of the economy, real 
estate was hit by fear and uncertainty with 
the emergence of the COVID-19 pandemic. 
Real estate professionals, buyers and sellers 
had no idea of what the severity or longev-
ity of the COVID shutdown and resulting 
economic impact might be.

Since then, however, in Berkshire County 
the market has both rebounded and is signifi-
cantly surpassing last year’s levels of activity 
in terms of demand, sales and property values.

Indeed, the pace at which the market is 
moving is far more dramatic than the usual 
seasonal ups and downs or the longer cycles 
of the market.

“It’s an absolutely crazy market,” said 
Eric Steuernagle, current president of the 
Berkshire County Board of Realtors and 
broker-owner of Fairground Realty in Great 
Barrington. “People who have been in the 
market for 40 years say they have never seen 
anything like this.”

There are varying opinions on whether 
this will bring fundamental changes to the 
Berkshire real estate market – and the overall 
demographics and economy of the region.

But, for at least the short term, there is 
unanimous consent that it has brought a surge 
of new buyers, including local residents and 
those from the outside.

“It really has been frenzied,” said Suzanne 
Crerar, a broker and partner at Stone House 
Properties, a regional agency based in West 
Stockbridge. “Houses are selling within 
two or three days after being listed, often 
selling for as much as 10 percent over the 
asking price.”

The pace of activity is reflected in figures 
through July from the Berkshire Board of 
Realtors Market Watch. At the end of July, the 
pending sales count for residential properties 
was 367, compared to 253 in July 2019, a 
change of 45.1 percent.

The pending sales volume for the month 
was $140.183 million, compared to $78.472 
million in 2019, a change of 83.3 percent.

Figures for August had not been compiled 
at press time, but professionals expect those 
figures will show a significant acceleration 
since then.

Berkshire County has a traditionally 
seasonal market which slows in the winter, 
begins to rise in April and gains momentum 
through the summer.

In the winter of 2019-2020, the market as 
reflected in closed sales was overall some-
what stronger than the previous year until 
March. Then it fell behind 2019 through May. 
That shifted in June, with 136 closed sales, 
compared to 124 in June 2019. That change 
has continued and accelerated.

Brisk mortgage activity
As one of the top two mortgage lenders in 

the county, the rate of transactions at Adams 
Community Bank reflects the market’s sig-
nificant overall increases for the year-to-date.

Through July, Adams Community Bank 
had closed 417 financing transactions (for a 
total of $47.194 million) compared to 281 
through July in 2019, a 42-percent increase, 
according to Jackie McNinch, senior vice 
president of Adams Community Bank.

She said the bank’s updated figures have 
not yet been tabulated but the pace of that 
trend is expected to increase.

“Our pipeline is triple of what it would 
normally be and is bursting,” said McNinch. 
“I expect, for us, they will be at a level of 
about 90 closings per month at least through 
November.”

The Berkshire market has always been 
driven by a combination of residents purchas-
ing first homes or upgrading, and outside buy-
ers purchasing vacation or retirement homes.

Like others in the industry, McNinch at-
tributed the current rapid pace of the market 
to two basic factors: lower financing rates 
for local residents, and an influx of outside 
buyers due to COVID.

“The market from Lenox south is ex-

tremely hot right now, with much of that 
driven by people in the cities who are looking 
to escape from COVID,” she said. “There 
has also been a marked increase in first-time 
local buyers because financing has become 
more affordable. That market is especially 
strong in Pittsfield and northern Berkshire.”

The major factor that is preventing this 
growth from being even more extensive has 
been a limited inven-
tory of housing on the 
market. At the end of 
July, there were 511 
active listings on the market compared to 
913 in July 2019, a change of 44 percent.

In this environment, say professionals, 
sellers can hold out for the best offer, while 
buyers compete more vigorously and make 
offers rapidly rather than mulling it over.

McNinch said that, as a financial profes-
sional, she also experiences the effects of this.

“One Friday night I got a call at home 
from the representative of a buyer,” she 
said. “The buyer had tried to make an offer 
on a house but was told the owner would not 
even accept offers from anyone who was not 
already pre-qualified for financing. So, I went 
back to the office that evening and arranged 
that, just so the buyer could make an offer.”

Varied views
Individual agents had somewhat varied 

interpretations of the market before COVID, 
but there is a consensus on the current status.

Dennis D’Arcangelo, a vice president at 
Monarch Realty, based in Adams, said in 
his experience the market has been strong 
all year. “Our activity didn’t slow down sig-
nificantly during the initial phases of COVID 
as far as sales,” he said. “I’m not sure how 
much of an impact COVID has had.”

Nevertheless, he too has seen notable 
changes in the urgency of buyers. “We’re 
having bidding wars, which is something new 
for the Berkshires,” he said. “One specific 
area that has really been booming is lakefront 
property on Cheshire Lake.”

Tom Doyle, a broker associate with Lance 
Vermeulen Real Estate in Great Barrington, 
believes the market has gone through a sig-
nificant turnaround this year from a relatively 
sluggish period. He said in the winter, the 
market had bottomed out in terms of inven-
tory, but activity on all levels has increased 
significantly since then.

“Prices in the Berkshire market had basi-
cally flatlined for several years and inventory 
dried up this winter,” he said. “Then people 
started seeing a competitive market. The first 
surge was strongest in the range of $600,000 
and under. But, with a shortage of inventory, 
people have been going up in their price point.”

Doyle cited one example of the difference 
between the previous and current market. 

“We had a $1.225 mil-
lion lakefront property 
on Goose Pond that 
had been listed for two 

years,” he said. “We’ve had more showing 
requests for that in the last two weeks than 
the previous two years.”

Diverse buyers
The market of outside buyers has become 

more diverse, according to real estate profes-
sionals. Traditionally they have been afflu-
ent urbanites, primarily New Yorkers, who 
purchase vacation or retirement homes here.

That demographic is still a base of that 
market, but it has expanded and taken on a 
different character since COVID emerged. 
It now includes more primary home buyers, 
including those who are middle class.

“We’re seeing a broader spectrum, includ-
ing young families with kids, who are looking 
for a safer environment to live in than the 
cities,” said Paul Harsch, broker-owner of 
Harsch Real Estate in Williamstown. “CO-
VID has been a primary driver of that. Also, I 
think many have decided that, if they can’t go 
out and enjoy the shopping and entertainment 
of large urban centers anymore, the reason 
to live in cities is gone.”

Brokers noted that the trend had also been 
driven by changes in the workplace, with the 
underlying trend towards telecommuting. 
Since COVID, the emphasis on remote work-
places has become much more pronounced.

Crerar said that one indication of this is 
a demand for access to high-speed telecom-
munications. “Property values are strong in 
towns that have installed fiber optic Internet 
access and the ability to handle activities like 
video conferencing,” she said.

The effect of COVID on the Berkshire 
market has sometimes been compared to 
that 9-11, but most industry professionals 
say that is not quite accurate. While there 
was some initial increase in urban buyers, 
9-11 was a distinct event, and the level of 

people leaving the city was less pronounced 
and subsided more quickly.

“Compared to 9-11, this is much dif-
ferent,” said Steuernagle. “After 9-11 it 
was primarily people looking for vacation 
homes. Now, many more are people looking 
for primary homes, and the market is much 
more aggressive.”

Steuernagle added that buyers are also 
more geographically diverse. “It’s not just 
people from New York,” he said. “We’re 
seeing more people from places like Texas, Il-
linois, California and other locations. People 
in many cities are looking for places where 
they can have more space around them.”

He believes that the market is being 
reshaped, although the degree is an open 
question.

“Right now, we’re in a bubble,” he said. 
“When might it burst? I don’t have any idea. 
We could see a market correction at some 
point in eight to 10 months. However, I do 
think that we’re seeing a fundamental change 
in terms of the lifestyles people want. I think 
that is likely to be permanent to some degree.”

Crerar believes that since COVID emerged 
there are also many buyers who are a hybrid 
of the vacation and primary home market.

“We’re still seeing people buying houses 
as vacation homes rather than as a primary 
residence,” she said. “But many are also 
looking at it as a backup plan, as an option 
if conditions in cities get worse.”

Agents noted that urban buyers are also 
attracted to lower property values here. While 
they may not be in the upper income bracket, 
the difference in housing values here enables 
owners of even modest homes or apartments in 
urban areas to get more for their money here.

“We recently sold a home to a college 
professor from a city who will be teaching 
remotely,” said Harsch. “They were amazed 
that they were able to move from a small 
condo in the city to a nice house on three 
acres here for a similar price.”

Remote showings
One initial problem resulting from the 

pandemic was a restriction on the activities 
of real estate firms and related professions 
due to the state emergency orders to ensure 
social distancing and safety. Buyers and 
sellers were also more reluctant to have in-
person showings.

continued on page 22

After early impact from pandemic, 
real estate selling at frenzied paceMANIC MARKET:

“It’s an absolutely 
crazy market.”
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people on the move

Many of those limitations are still in effect, 
with more emphasis on remote showings 
and meetings. However, professionals have 
adapted as best they can to enable activities 
to continue.

“It’s more diffi cult for sure,” said Crerar. 
“People who do appeals 
and inspections have 
all been affected. They 
have been heroes.”

McNinch said she 
has been able to perform all of her duties at 
Adams Community Bank, but she acknowl-
edged that the social distancing restrictions 
have another effect.

“What I enjoy most about my job is work-
ing with people,” she said. “That’s what com-
munity banking is all about. But now we do 
everything remotely and might not ever see 
each other in person. That makes me sad.”

While the market has changed dramati-
cally in recent months, the duration and 

longer-range impact on housing – as well as 
the regional economy, lifestyle and environ-
ment – is an open question.

Since the 1970s a major issue has been a 
steady decline of the population of Berkshire 
County, and an exodus of young people. Re-
versing that trend has been a priority in eco-
nomic and community development goals.

The present infl ux of new residents could 
move that forward in a more dramatic way than 

previously anticipated.
At the same time, 

long before COVID, 
the cost of housing 
has also been a seri-

ous issue in the Berkshires, because of the 
discrepancy in income and buying power 
between local residents and those of affl uent 
outside buyers.

This has led to a form of gentrifi cation in 
which local residents cannot afford to live in 
many sections of the county. There have also 
been concerns that more affordable markets 
such as Pittsfi eld and northern Berkshire 
communities could become less affordable 
as they attract more outside buyers.

While lower fi nancing costs have made 
it possible for more local residents to enter 
or move up in the housing market, there is 
a question of whether that will ultimately be 
overcome by the rise in demand and prices.

“I know that many fi rst-time buyers are 
frustrated because they are unable to compete 
in the current market,” said Steuernagel. 
“That is a problem. Towns are concerned 
about it and are exploring possible strategies 
to deal with that.”

Harsch said this current trend could go in 
different directions. He agreed that the current 
booming market is signifi cant but added that 
it should also be kept in perspective.

“We’re seeing defi nite increases over 
last year, and that is important,” he said, 
citing fi gures from Banker and Tradesman. 
“But we should also look at it in a longer 
perspective. The highest volume of sales 
occurred in 1987. This is the highest year 
since then, but we’re still 100 units off 
that peak. We’ve also had similar levels of 
intensity in 2000 and 2005.”

Harsch said the long-term picture will 
depend on a variety of conditions, including 
the economy, and what happens with COVID.

He added that it will also depend on the 
ability of the Berkshires to retain these new 
residents.

“Is this a sea change in culture? There 
are many patterns at play,” he said. “Some 
of these new residents will fall in love with 
the Berkshires and stay for the reasons we 
all do. Others may miss the pace of city life, 
or fi nd they can’t pursue their careers here, 
and leave.”

He added that the impact of a likely in-
crease of population is a matter of perception.

“From an economic standpoint, it will be 
benefi cial,” he said. “At the same time, it may 
change the small-town qualities and environ-
ment that we value in the Berkshires.”u

Real estate market
continued from page 21

“Is this a sea change in 
culture? There are many 

patterns at play.”

The Community De-
velopment Corporation 
of South Berkshire (CDC-
SB) has named Richard 
Stanley as interim ex-
ecutive director, replac-
ing Tim Geller, who left 
his longtime position as 
executive director earlier 
this summer. Stanley was 
instrumental in founding 
the CDCSB in the early 
1990s, and has been a member of its board of 
directors for over 20 years. He is both a real estate 
developer and an entrepreneur and owner of local 
businesses including the Triplex Theater in Great 
Barrington. Stanley has formed a new team at the 
CDCSB, including Allison Marchese, who was 
recently promoted to assistant executive director. 
Marchese has served the CDCSB as fund-raising 
and marketing director for the past fi ve years. Jim 
Harwood will act as interim project manager 
and board vice president. Harwood is a LEED 
certifi ed architect with over 30 years of experi-
ence in both New York City and the Berkshires. 
He owns an architectural fi rm in Lenox and has 
been serving on the CDCSB board of directors 
for the last decade.

Kevin Kinne of the 
law firm Cohen Kinne 
Valicenti & Cook LLP 
has been recognized as 
Western Massachusetts 
Lawyer of the Year for his 
work in Litigation – Labor 
and Employment Law. He 
also has been named to list 
of The Best Lawyers in 
America 2021. The indi-
vidual award and the Best 
Lawyers list are chosen based on a peer-review 
evaluation process. An experienced federal and 
state court trial attorney, Kinne regularly advises 
employers throughout the Berkshires on a range of 
employment law matters including counseling for 
employee issues, defending against discrimination 
and harassment claims and drafting employment-
related documents.

Joseph Thompson, who has led the Massa-
chusetts Museum of Contemporary Art (MASS 
MoCA) since its founding in 1988, has announced 
his plans to step down as director. He will stay on 
for the next 12 months as special counsel to the 
board of trustees, where he will focus on institu-
tional advancement and special projects. Tracy 
Moore has been appointed to serve as interim 
director, following Thompson’s transition to his 
new role on Oct. 29. Moore, who has over 18 
years of experience in contemporary art museum 
programming, management and leadership, joined 
MASS MoCA in 2019 and serves as deputy direc-
tor and chief operating offi cer, overseeing fi nance 
and operations. The board of trustees plans to 
conduct a search for a new permanent director, 
considering both internal and external candidates.

Christopher Silipig-
no, chief operating offi cer 
and managing director at 
Renaissance Investment 
Group, has earned the 
Chartered Financial Con-
sultant (ChFC) profes-
sional designation from 
the American College 
of Financial Services. 
Candidates for the ChFC 
designation must com-
plete a minimum of eight college-level courses 
and 18 hours of supervised examinations. They 
must also fulfi ll stringent experience and ethics 
requirements, and participate in continuing edu-
cation to maintain professional recertifi cation. 
Silipigno, who has over 20 years of experience in 
the fi nancial services industry, views professional 
development and continuous improvement both 
as a means to personal growth and as a driver 
for adding value to client relationships. Having 
held licenses in mortgage lending, property and 
casualty insurance, and real estate, Silipigno pro-
vides Renaissance clients with a wide breadth of 
experience and expertise. In addition to fulfi lling 
his role as chief operating offi cer, he works directly 
with the fi rm’s high net-worth clients and founda-
tions in the areas of investment management, cash 
fl ow analysis, estate planning, charitable giving 
strategies, and other fi nancial counseling domains.

Stanley

Silipigno

Berkshire Health Sys-
tems has announced the 
appointment of Peter 
Chien, MD, MBA, FACC, 
as division chief of cardi-
ology at Berkshire Medi-
cal Center. A board certi-
fi ed and fellowship trained 
cardiologist, he joins the 
BMC medical staff and the 
physician staff of Cardiol-
ogy Professional Services 
of BMC, where he is accepting new patients in 
need of cardiac care. Chien has previously held 
leadership roles in several organizations and most 
recently practiced as a non-invasive cardiologist 
at York Hospital in York, Maine.

Carla Balesano and Christopher Ursini have 
joined Salisbury Bank and Trust Company. Bale-
sano will serve as executive vice president, chief 
credit offi cer, bringing a wealth of credit, risk, 
commercial and corporate lending expertise to the 
position. She most recently worked as senior vice 
president for syndicated lending at Liberty Bank. 
Prior to that, she was an executive credit offi cer 
and head of corporate loan strategies at Peoples 
United Bank. Ursini will serve as vice president, 
credit risk manager. He brings more than 35 years 
of credit risk, special asset management, and loan 
resolution experience, most recently with People’s 
United Bank as vice president, risk management 
and loan resolution offi cer.

Kelly Baxter Spitz joins Berkshire Country 
Day School as director of advancement, oversee-
ing fund-raising efforts and developing relation-
ships with the school’s familial communities. 
Baxter Spitz began her fund-raising career over 
30 years ago, working with nonprofi ts in Boston, 
Albany and the Berkshires at institutions including 
Boston Medical Center, Beth Israel Deaconess 
Medical Center and Albany Medical Center. She 
also led fund-raising teams at Berkshire Taconic 
Community Foundation, Kripalu Center for Yoga 
& Health and Indian Mountain School.

Leigh Davis has been 
hired to fill the newly 
created position of devel-
opment director at Con-
struct Inc., a Great Bar-
rington-based nonprofi t 
organization focused on 
fighting homelessness 
and housing insecurity in 
the southern Berkshires. 
Before joining Construct, 
Davis was director of 
development with Eagle Mill Redevelopment 
LLC, which is pursuing a mixed-use afford-
able housing development in Lee. Prior to that, 
she was director of marketing of New England 
Newspapers Inc. Currently, Davis serves as an 
elected member of the Great Barrington Select 
Board and is a member of the Great Barrington 
Community Preservation Committee.

Chien

Davis

Kinne
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Helen thinks she’s got it, but she isn’t sure.

BerkshireMM.com • (888) 232-6072

Helen thinks she’s got it, but she isn’t sure.Helen thinks she’s got it, but she isn’t sure.
Money management helps you have enough, 

because you can’t afford to run out.

Berkshire Community 
College (BCC) has hired 
Andrea Wadsworth as 
vice president of adminis-
tration and finance. Wad-
sworth has held a number 
of positions in education 
in the Berkshires, most re-
cently as the assistant su-
perintendent of business 
and finance and the acting 
superintendent at Mount 
Greylock Regional School District. Prior to that, 
she was the business administrator at Lee Public 
Schools and the senior accounting coordinator/
business office accountant for the Berkshire Hills 
Regional School District. Wadsworth, an alum of 
BCC, has participated in a number of community 
activities related to education as well. She served 
as the chair of the Lee School Committee and is 
a current member; served on the Massachusetts 
Association of School Committees, Division VI, 
as vice-chair through 2019 and currently as chair; 
and also currently serves as vice chair of the 
Berkshire County Education Task Force.

Salisbury Bank and 
Trust Company has an-
nounced the promotion 
of Meaghan Bain to 
assistant vice president, 
branch manager of the Ca-
naan, Conn., office. Bain 
started with the bank in 
2006, and has been work-
ing as the assistant branch 
manager in Lakeville and 
Salisbury, Conn.

Berksh i re  Money 
Management (BMM) 
has announced that Zack 
Marcotte, CFP has com-
pleted a program through 
the College for Financial 
Planning, earning a Master 
of Science in Personal 
Financial Planning. The 
program provides students 
with immediate applicable 
tools and techniques, and 
is designed for individuals who are interested in 
pursuing the CFP certification while also earning a 
graduate degree. Marcotte now also holds a Master 
Planner Advanced Studies or MPAS designation. 
He has been with BMM for almost 13 years, begin-
ning his career as an 18-year-old intern.

CHP Lee Family Prac-
tice has added family 
nurse practitioner Janell 
Hostetler, MSN, ARNP, 
FNP-BC, to its clini-
cal team, where she will 
see patients of all ages. 
Hostetler worked most 
recently in Boston, where 
she served as a nurse 
practitioner at Franciscan 
Hospital for Children. 
Previously, she worked for 10 years as a registered 
nurse in both adult and pediatric critical care 
settings in Boston, Seattle, Utah, Texas, Florida 
and North Carolina. In addition to her registered 
nursing and family nurse practitioner certification, 
Hostetler is certified in pediatric advanced life 
support, and certified basic life support.u

Wadsworth Marcotte

Hostetler

Bain
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