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With our traditional mid-month publication date, the January 
issue of BERKSHIRE TRADE & COMMERCE serves as a bridge 

between the year coming to a close and the one about to begin.
For many people – and for good reason – 2020 can’t end soon 

enough, plagued as it has been by pandemic disruption, poison 
politics, social injustice and 
other woes we’d all like to put 
behind us. But, even within 
this year’s toxic stew, new life 
continues to take shape.

To illustrate that point, in 
this issue of BT&C, we profile 
the owners of small businesses 
that have launched during the 
COVID era. Their ventures and 
situations vary, but they share 
a resolve to make the most of 
today’s difficulties and set the 
stage for better days ahead.

Stories begin on page 12

Clockwise from left: chefs Daire Rooney 
and James Corcoran at Marjoram + Roux in 
Great Barrington; esthetician Amy Mannix at 
Skin Awakening in Lenox; Colleen and David 
Little (with granddaughter Tesla) at Spoon 
Frozen Delicacies in Williamstown.
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COVID doesn’t deter Elf 
Warm Clothing Program

BY BRAD JOHNSON
While the COVID-19 pandemic has put 

a chill on many activities over the past nine 
months, one local program has taken extra 
measures this season to keep the cold at bay 
for many of the region’s younger residents.

Over the past 40 years the Elf Warm Cloth-
ing Program organized by the Berkshire 
Community Action Council (BCAC) has 
helped ensure that children age 12 and 
under from low-income families in the 
region have appropriate attire for the chilly 
winter months.

In addition to keeping kids warm, the pro-
gram also provides a different kind of warmth 
for participants who select individual children 
to sponsor through their own purchase of coats, 
boots and hats or by making cash donations to 
support their purchase by organizers.

“We generally provide clothing to about 
1,800 children throughout the county each 
year,” said Deb Leonczyk, executive direc-
tor of BCAC.

However, like so many other aspects of life 
these days, the COVID-19 pandemic had an 
impact on how the warm clothing elves went 
about their work – presenting some new chal-
lenges but also leading to some unexpected 
surprises and opportunities.

“Things have definitely worked differently 
this season,” said Leonczyk, who has led the 
community assistance organization for the 
past nine years.

Leonczyk explained that BCAC serves 
between 8,000 and 12,000 low-income 
families each year, most notably as adminis-
trator of federal funds allocated through the 
Low-Income Heating Assistance Program 
(LIHEAP), but also with other types of as-
sistance that promote economic stability and 
alleviate the destabilizing effects of poverty.

For many years the Elf Program centered 
primarily around the organization’s highly 

visible Giving Tree inside the Berkshire 
Mall at the start of the holiday season. A 
ornament-card for each child whose family 
had registered for the program was placed 
on the tree. Individual sponsors would select 
one (or more) of these cards and agree to 
purchase appropriate cold-weather clothing 
for that child.

“Sponsors are asked to provide at a mini-
mum a winter coat,” said Leonczyk, adding 
that many chose to provide the entire pack-
age of items including boots, hats, mittens 
and warm pajamas. “If a sponsor only gets 
a winter coat, we fill in the gaps with items 
that we purchase.”

Those purchases are made with cash 
donations that some 
individuals and busi-
nesses choose to make 
in lieu of sponsoring 
specific children.

This basic system 
was disrupted when 
the Berkshire Mall 
began a prolonged death spiral that resulted 
in its closing (except for separately owned 
parts of the complex operated by Target and 
Regal Cinemas).

“Since the mall closed down, we have 
had to look at other ways to do this,” said 
Leonczyk. This post-mall approach has 
generally focused on placing trees at several 
business locations with high volumes of 
worker and/or customer traffic. “We were 
trying to decentralize our tree,” she said, 
adding that “we’ve been pretty successful 
in getting sponsors for most of the children.”

For any children not directly sponsored, 
warm clothing packages were provided 
through items purchased by BCAC. “One 
way or another, each child who was reg-
istered would get a package of clothing,” 
Leonczyk said.

Immediate concerns
The advent of the COVID era late last 

winter and the economic disruption it has 
caused in the ensuing months raised some im-
mediate concerns at BCAC about the overall 
impact on the low-income families it serves.

For example, Leonczyk noted that job 
loss and other economic impact could swell 
the ranks of people needing assistance such 
as LIHEAP and stretch the organization’s 
budget for those programs.

However, passage of the federal CARES 
Act in late March eased some of those concerns 
when BCAC received an extra $1.5 million 
in funding for LIHEAP through the stimulus 
package. That represented about a 20-percent 
increase over normal funding levels

That additional funding helped cover the 
expanded eligibility for the program from 
households below 150 percent of federal 
poverty levels to those below 200 percent.

This also led to an indirect assist to the 
Elf Warm Clothing Program. Leonczyk 
explained that Crane Currency in Dalton 
had provided $7,500 in funding intended to 
go BCAC’s fuel assistance program. When 
the CARES Act funding came, BCAC asked 

Crane Currency if their donation could be 
used toward the Elf Program instead.

“They agreed, and that gave us a big head 
start on this year’s program,” said Leonczyk, 
noting that by purchasing winter clearance 
items online in early summer they were able 
to get $40,000 worth of clothing with Crane 
Currency’s $7,500 donation.

This was important, she said, because the 
organization anticipated that the pandemic 
would have a big impact on sponsorship for 
this year’s program. “We were preparing 
for the eventuality that our sponsor base 
would drop off,” she said. “Mostly, we 
were worried about people and small busi-
nesses not being able to sponsor because 

they were having their 
own difficulty.”

Adding to those con-
cerns was the expecta-
tion that registration 
for the warm clothing 
program would rise as 
more families saw their 

economic situation worsen. 
That proved to be the case, with the number 

of children registered for this year’s program 
rising by about 15 percent to just over 2,000. 
Additionally, Leonczyk said, some people 
who had been sponsors in years past were 
now registering their own children for the 
clothing. “That really showed us just how 
much things have changed,” she said.

The pandemic also presented other 
obstacles for the program in terms of con-
necting with potential sponsors. With many 
businesses still having their employees work 
remotely, and with limitations on hours and 
customer traffic at commercial and municipal 
sites, placement of giving trees in the usual 
locations was not possible this year.

Instead, BCAC reached out to past spon-
sors to encourage them to participate again 
if they were in a position to do so. “We put 
a call out to the community [through social 
media] and got a lot of sponsors signed up 
that way,” said Leonczyk.

Still, the sponsorship level was well below 
prior years. “Only about half the kids were 
sponsored this year,” she said.

Leonczyk added, however, that cash dona-
tions to the program were up considerably this 
year, which covered children who were not 
sponsored and helped fill in any remaining 
gaps in items needed for the packages. “That’s 
what really saved us this year,” she said.

In mid-November, the program got another 
unanticipated assist from a local business 
when Dalton-based Berkshire Money Man-
agement (BMM) donated $7,500 worth of 
clothing to BCAC.

“I’ve been taking envelopes off the BCAC 
Giving Tree for as many years as I can re-
member,” said BMM founder and CEO Allen 
Harris. “In 2020, it’s imperative that those 
who can, give far beyond whatever we have 
previously done.”

In BMM’s case, Harris spent more than 
$7,500 to acquire over 100 new coats and 
pairs of gloves and boots from Berkshire-
based retailers.

BCAC Executive Director Deborah Leonczyk, Director of Administration Gail Winters, and CFO Maggie 
Sheehan prepare bags for this year’s Elf Warm Clothing Program. (Photo courtesy of BCAC)

“Mostly, we were worried 
about people and small 

businesses not being able to 
sponsor because they were 

having their own difficulty.”
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Leonczyk praised the effort by Harris 
and BMM for the impact on this year’s Elf 
Program and on local merchants. “They 
bought all the clothing they donated locally, 
and that gave these local businesses a shot 
in the arm,” she said.

Packages of clothing were distributed to 
families through socially distanced curb-side 
pickup from late November to mid December. 
Leonczyk noted that the packages were as-
sembled and distributed this year by BCAC 
staff, as opposed to teams of volunteers who 
normally handle those tasks.

While this year’s program has been com-
pleted, Leonczyk pointed out that donations 
can still be made at any time. She added that 
donations made in the coming weeks and 
months can be used to leverage a greater 
value of clothing that will be purchased off-
season. “That’s exactly what we’ll be doing,” 
she said, “shopping for clearance items.”

For information about donating to BCAC’s 
Elf Warm Clothing Program, visit www.
bcacinc.org/warm-clothing-program/.◆

Williams students offering 
remote business assistance

BY BRAD JOHNSON
A cadre of Williams College students are 

poised to lend helping hands to local small 
businesses and nonprofit organizations this 
winter.

Through an initiative of Lehman Commu-
nity Engagement, the college’s student-run 
community service club, some 70 students 
have signed up as volunteers to provide free 
remote assistance with a variety of tasks such 
as social media, website work, graphic design 
and data analysis, among others.

According to Allison Li, a Williams junior 
and vice president of the club, the initiative is 
seen as a way to foster connections between 
the student population and the community at 
a time when making connections is all the 
more difficult.

“Community engagement is something 
I’ve been really passionate about for a long 
time,” said Li in an early December phone 
interview.

She noted that Lehman Community En-
gagement has for several years organized 
service projects as a way to connect students 
with the wider Berkshire community. These 
activities have ranged from farming and food 
insecurity projects to education, homeless 
and senior outreach, among others.

The club also organizes a Great Day of 
Service each semester, with a variety of proj-

ects that engage the entire campus. Additional 
projects are organized during the college’s 
Winter Study period between semesters.

As described on the club’s website, these 
activities collectively serve the goal of “burst-
ing the purple bubble” – a perceived barrier 
between campus and community life.

Since the onset of the COVID-19 pan-
demic last winter, how-
ever, measures have 
been taken to reinforce 
rather than weaken that 
bubble. Following strict safety protocols, 
the college has made many adjustments to 
campus life and overall operations that have, 
among other things, severely limited the level 
of personal engagement between the student 
population and community at large.

For Lehman Community Engagement, 
these restrictions have had an impact on 
the outreach projects and activities it would 
normally organize.

“We had to change the model this year,” 
said Li (who noted that she personally opted 
to delay the start of her junior year on campus 
until the spring semester).

One of the pandemic-related changes that 
Williams made in its schedule was for on-
campus students to return home at Thanksgiv-
ing and shift to full remote study for the rest 
of the fall semester. In conjunction with that, 
the usual Winter Study session was cancelled, 
with students scheduled to return to campus 
in February for the spring semester.

Li said the cancellation of Winter Study 
presented an opportunity for community 
engagement of a different sort. “I just had 
this idea that, because Winter Study was 
cancelled, a lot of students would have the 
time to volunteer remotely to help local busi-
nesses and organizations,” she said.

Her outreach to fellow students resulted 
in about 70 signing up as volunteers. Li then 
began reaching out to the local business and 
nonprofit community through social media 
and postings in the Williamstown Chamber 
of Commerce e-newsletter.

“We want to reach as many [businesses 
and organizations] as we can who may be 
able to benefit from this,” she said.

Those interested in getting assistance 
through the program are asked to fill in a 
short form (available at https://forms.gle/
aWUkRvUPWd7R6R8s8) where they can 
describe the kind of assistance they are 
looking for, an estimated time commitment 
and other details.

Some examples of help that volunteers 
may be able to provide include creating and 
monitoring a Facebook, Instagram, or Twitter 

account for a business or nonprofit; creating 
or updating a website; designing a template 
for a regular newsletter that can be emailed 
out to subscribers; designing a poster or 
flyer for an upcoming event; or researching 
funding and grant opportunities.

Upon receipt of the requests, Li matches 
them with student volunteers with cor-

relating skill sets and 
capabilities. She said 
the general period for 
when student support 

may be available is through January and 
into February. She noted that, in some cases, 
students may be available to provide help on 
a longer term basis.

When interviewed on Dec. 5, Li said the 
program had already received seven requests 
from local businesses and organizations. 
“They mostly involve website and social 
media stuff,” she said, adding that student 
matches would not be made until after 
completion of the fall semester, which was 
still in progress at that time.

Businesses and organizations with ques-
tions about the program can contact Li at 
awl4@williams.edu.◆

“We had to change the 
model this year.”
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BY JOHN TOWNES
After a previous defeat by the Pittsfi eld 

City Council in 2019, the city is launching a 
new program designed to upgrade its existing 
housing stock, reduce neighborhood blight 
and make it fi nancially possible for more 
owners to improve their homes.

The program, called At Home in Pittsfi eld, 
will provide income-eligible homeowners 
with forgivable no-interest loans for exterior 
improvements to their residences.

“This is a vitally important step for the city, 

by infusing a source of funds into neighbor-
hoods where residents have not had access to 
traditional fi nancing,” said Pittsfi eld Mayor 
Linda Tyer.

There are no repayment requirements on 
the loans for seven years. If the owner stays 
in the home for at least seven years, repay-
ment of the loan will be forgiven. If the owner 
sells or moves out of the 
property within seven 
years, a repayment of 
at least a portion of the 
loan may be required.

The loans will be 
provided through a 
$500,000 allocation 
from the city’s Eco-
nomic Development 
Fund, which was cre-
ated as part of the settle-
ment in 2000 with GE to alleviate the impact 
of PCB contamination. That fund has been 
used for a variety of economic development 
programs since then.

First bid blocked
Tyer had initially proposed the program 

about two years ago. However, in 2019, it 
was rejected by the Pittsfi eld City Council. 
After that, the Tyer administration continued 
to pursue its passage.

On Nov. 23, the Pittsfi eld City Council 
authorized the program in an 8-2 vote.

The council’s previous rejection largely 
stemmed from the objections of several 
members to the use of the Economic Devel-
opment Fund, which they believed should 
be allocated for other targeted purposes. 
However, two of the opponents are no longer 
on the council, and the necessary majority 
of the current council approved it.

“The reasons it failed the fi rst time were 
purely political,” said Tyer. “Also, there are 
some people who don’t see housing as part 
of economic development, while others of 
us see that as a crucial element of it. The 
politics haven’t gone away completely, but 
I’m beyond pleased that we were able to win 
over a majority of the current council on this.”

She noted that the new version also doubled 
the original allocation, from $250,000 to 
$500,000.

The program is intended to be a one-time 
allocation from the GE fund for an initial 
period of two or three years. However, one 
goal is to obtain subsequent funds from other 
sources to allow it to be extended.

The city is also partnering with Greylock 
Federal Credit Union, Lee Bank, Pittsfi eld 
Cooperative Bank, Berkshire Bank and 
Central Berkshire Habitat for Humanity on 
the overall initiative.

The participating lenders will work with 
current homeowners or home buyers to iden-
tify affordable loans through traditional fi -

nancing vehicles to pay 
for exterior repairs. In 
addition, they may re-
fer a homeowner to the 
At Home in Pittsfi eld 
fund as an alternative 
or supplement.

Homeowners may 
also apply directly 
to the city for the At 
Home loans.

“For eligible home-
owners, it will provide a resource to make 
necessary repairs and prevent their houses 
from further decline,” noted Tyer. ”This also 
will be an opportunity for them to improve 
the equity of their homes and help to reduce 
economic inequality in the city.”

The program is also intended to contribute 
to overall economic development by upgrad-
ing the quality and appearance of the city’s 
housing stock. Housing has been cited as 
one obstacle to attracting new employees 
and employers to the city.

It will also provide work for contractors 
who are hired make the repairs.

According to data, 43 percent of the city’s 
housing was built before 1939, and many of 
those older homes require work to update 
and repair them. This has been exacerbated 
over the years when owners cannot afford 
to work on their homes and/or don’t qualify 
for traditional loans, which adds problems 
related to deferred maintenance.

Tyer added that it also is one aspect of the 
city’s effort to minimize blight. “This comple-
ments the demolition of blighted structures 
that was started previously,” she said.

Loan details
The At Home loans are structured to be 

manageable for people with limited incomes 
who have owner-occupied homes. To qualify 
for the city loans, borrowers can earn no more 
than 120 percent of the area median income. 
The properties must be owner-occupied and 
may be single-family homes or have two 
housing units.

Records will also be checked to confi rm 
the homeowner is in good standing with the 
City of Pittsfi eld and they are not delinquent 
with any city fees or taxes.

Applicants must also take a CHAPA or 
NeighborWorks certifi ed Homeowner Certi-
fi cation class, or another approved program.

Eligible homeowners may receive fund-
ing from the city of up to 10 percent of the 
appraised “As-Completed Value” of the 
property, or a maximum of $25,000.

Loans through the city fund can be used 
for exterior improvements including roof 
replacement, window and door replace-
ment, porch repairs or replacement, chimney 
repairs, siding installation, and foundation 
repairs. There are some limitations on the 
types of projects that can be fi nanced through 
the program.

While these loans are available to home-
owners throughout the city, priority is be-
ing given to the Westside and Morningside 
neighborhoods, which have a large popula-
tion of homeowners with limited incomes. 
Approximately 60 percent of loans will be 
earmarked to homeowners in those neigh-
borhoods.

“An important element is that this also 
helps to improve neighborhood pride,” said 
Tyer. “As a tangible conduit of resources into 
the neighborhoods, it demonstrates that the 
city cares about them.”

Tyer said the program is currently being 
put into place, and she expects that the loans 
will begin to be processed in early 2021. “Our 
hope is to have the initial loans approved and 
ready when the spring construction season 
begins,” she said.

The program is being administered by the 
city’s Department of Community Develop-
ment. Those interested in more information 
can call 413-499-9368. Information will 
also be posted on the city’s website as the 
program is developed.◆

‘AT HOME IN PITTSFIELD’

Green light given to 
program to upgrade 
city’s housing stock
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“An important element is 
that this also helps to im-

prove neighborhood pride,” 
said Tyer. “As a tangible 
conduit of resources into 

the neighborhoods, it dem-
onstrates that the city cares 

about them.”
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Update
BUSINESS
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before you get to finish it?

Did you forget to save a news story or an ad of interest from a past issue?

Do you have associates in other regions who would be interested in 
business and economic news about the Berkshires?
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print version as a downloadable PDF by visiting:
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Downtown Pittsfield Inc., with support from 
Berkshire Bank, has launched the Heart of the 
Berkshires e-gift card which can be used at partici-
pating retailers, restaurants, services and entertain-
ment venues in downtown Pittsfield. Available in 
amounts between $5 and $250, the Heart of the 
Berkshires e-gift card is a unique gift which also 
supports local businesses. Among the participat-
ing businesses are Barrington Stage Company, 
Berkshire Family YMCA, Berkshire Fitness & 
Wellness, Berkshire Theatre Group, Berkshire 
Yoga Dance & Fitness, Carr Hardware, Circa, 
Dory & Ginger, Framework Pittsfield Cowork-
ing, Hot Harry’s, Patrick’s Pub, Paul Rich & 
Sons Home Furnishings + Design, Peace Train 
Tees, Radiance Yoga, Steven Valenti’s Clothing, 
The Marketplace Cafe, and Township Four 
Floristry & Home. New businesses are being 
added daily (visit downtownpittsfield.com for 
an up-to-date list). To purchase a Heart of the 
Berkshires e-gift card or for more information, 
go to downtownpittsfield.com.

Massachusetts College of Liberal Arts pro-
fessors, MASS MoCA educators, curators and 
artists, and partners at other academic and cultural 
institutions in the northern Berkshires are work-
ing together to present “CARE SYLLABUS,” a 
justice-oriented public education and community 
resource featuring original text, visual media, 
recordings and virtual live events by activists, 
artists and academics. Accessible at caresyllabus.
org, this cross-institutional, multi-modal public 
education resource is a project of THE MIND’S 
EYE, a research and praxis initiative of MCLA, 
in collaboration with MASS MoCA. The website 
will feature six guest-curated themed modules, 
released from December to fall 2021, which will 
illuminate specific strands and strategies of care 
in the arts. The first module – “Reconnecting 
Objects with Their Homes,” curated by artist 
Wendy Red Star (whose work is currently on view 
in Kidspace at MASS MoCA) – analyzes and 
explores how we might repair the damage done 
when indigenous records and objects are displaced 
from their peoples (e.g., to be displayed, collected, 
preserved and studied in a museum context). 
Future modules will explore the concept of care 
and the arts related to disability justice, Black 
resistance, population health and other topics. A 
public education program will accompany each 
module, organized by the CARE SYLLABUS 
team. These programs will feature keynote events 
with guest curators, resources and sessions for 
local educators, and platforms for the stories of 
community activists and organizations. The CARE 
SYLLABUS website will maintain a blog open 
to submissions from partners and community 
members, chronicling reflections on art and care.

The City of Pittsfield has announced that ap-
plications are now available for funding to provide 
human services to benefit Pittsfield residents. 
Funding is for the program year July 1, 2021 to 
June 30, 2022. Annually, the city undertakes a 
process through its Human Services Advisory 
Council (HSAC), an 11-member volunteer com-
mittee, which reviews the proposals and submits 
its recommendations to the mayor. Last year’s 
recommendations resulted in 22 human service 
programs receiving a total of $206,250 from the 
city’s general fund and from the federal Commu-
nity Development Block Grant (CDBG) program. 
Programs and consumers assisted with those 
funds cover a wide range of services for a diverse 
population. Applications can be obtained from 
the Department of Community via email request 
to Program Manager Justine Dodds at jdodds@
cityofpittsfield.org. The application due date is 
Jan. 8, 2021. In addition to submitting a written 
proposal, applicants will be invited to come before 
the HSAC to make a presentation in February that 
will be televised locally. For more information, 
contact Community Development at 413-499-9358.

The Berkshire Bank Foundation is now 
accepting applications for its annual NeXt Gen 
Scholars Program. High school seniors, college 
students and adults who live in or attend a school 
in select communities served by Berkshire Bank 
and are pursuing an undergraduate degree from an 
accredited nonprofit college or technical school 
in the fall of 2021 are eligible to apply. A total 
of $100,000 in scholarships will be awarded to 
40 individuals. Applications will be evaluated 
based on the individual’s record of volunteer 
service, academic success, and financial need. 
Applicants must have a minimum GPA of 3.0 
and a household income under $100,000 (or 
individual income under $50,000) to be eligible 
to apply. To be considered, applications must 
be submitted online by Jan. 31. To learn more 
about the program or apply online, visit www.
berkshirebank.com/scholarships.

Jack Miller Contractors (JMC) has received 
certification by the PHIUS Passive House Building 
Energy Standard, one of the most rigorous building 
energy standards in the industry. PHIUS (Passive 
House Institute US) certified builders have com-
mitted themselves to design excellence and the 
passive house energy performance and quality 
criteria. Access to the federal Paycheck Protec-
tion Program (PPP), designed to provide a direct 
incentive for small businesses to keep workers on 
the payroll during the pandemic, allowed JMC to 
provide the time and funding to offer several em-
ployees online access to PHIUS training. Among 
them is Project Manager Shawn Thibodeau, who 
participated in the training program and passed the 
certification exam. A lifelong resident of southern 
Vermont with a career focused on carpentry, con-
struction and project management since the mid-
1990s, Thibodeau joined the JMC team in 2019 
and works directly with homeowners, and design 
and trade professionals to deliver projects on time 
and on budget. “Shawn brings our total number of 
PHIUS-trained team members to five, with more 
to follow in the future,” said JMC founder and 
owner Jack Miller. “All of our clients, even on 
non-certified projects, benefit from the durability 
and efficiency improvements provided by Pas-
sive House building practices and techniques. 
We have incorporated these techniques from 
the company’s early days, and we are excited 
to receive this official certification.”

The Berkshire Life Charitable Foundation 
has awarded grants totaling $146,000 to 21 lo-
cal organizations that support a broad range of 
programs for Berkshire County citizens living 
with disabilities. The 2020 grant recipients are: 
Berkshire County Arc, Berkshire County 
Regional Housing Authority, Berkshire 
HorseWorks Inc., Berkshire Music School 
Inc., Berkshire Natural Resources Council, 
Berkshire Pulse, Berkshire South Regional 
Community Center, Blue Rider Stables, Boys 
and Girls Club of the Berkshires, Brien Cen-
ter for Mental Health and Substance Abuse 
Services, Community Access to the Arts, Com-
munity Legal Aid Inc., Dalton Community 
Recreation Association, Elder Services of 
Berkshire County Inc., Elizabeth Freeman 
Center Inc., ExtraSpecialTeas Inc., Hillcrest 
Educational Centers Inc., Life Needs Coop 
Inc., Louison House Inc., MS Support Foun-
dation, and UCP of Western Massachusetts. 
“We’re pleased to have so much to give at a time 
when nonprofits in our community face such 
hardship in this pandemic environment,” said 
Foundation President Alycia Sacco Duquette, 
second vice president and chief compliance 
officer for Berkshire Life Insurance Company 
of America. Requests for applications for 2021 
grants may be made to Travis Crouse, Berkshire 
Life Charitable Foundation, at 413-395-4890 or 
Travis_Crouse@glic.com.

Sometimes in life
you have to wear
your cleanest
dirty shirt.
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The Berkshire Regional Planning Commis-
sion (BRPC), in partnership with the office of state 
Sen. Adam Hinds, has announced the availabil-
ity of grant funds through the Berkshire County 
COVID-19 Adaptation Fund. Grants through this 
program will help businesses and organizations 
with up to 25 employees address expenses incurred 
during the COVID-19 pandemic. Applicants may 
use funds to cover a range of eligible expenses 
including the purchase of PPE and other COVID 
adaptation supplies, as well as general business 
expenses such as rent, utilities, payroll or insurance. 
This program is available to both for-profit and 
nonprofit small businesses in Berkshire County, 
with maximum grant awards ranging from $5,000 
to $15,000 depending on number of employees. 
Preference will be given to applications from 
BIPOC (Black, Indigenous, and People of Color) 
owned businesses. “We understand that this cur-
rent public health and economic crisis has had an 
outsized impact on communities of color,” said 
BRPC Executive Director Thomas Matuszko. 
A total of $250,000 has been earmarked for the 
program, which began accepting applications on 
Dec. 1. The fund will also consider applications 
for up to $15,000 from established nonprofit orga-
nizations to support programs aimed at supporting 
individuals and groups of individuals impacted 
economically by COVID-19. Organizations seek-
ing to apply for programmatic support should 
contact BRPC directly by emailing Senior Planner 
Laura Brennan at lbrennan@berkshireplanning.
org. Program details, including additional infor-
mation about eligible expenses, are available at 
www.berkshireplanning.org.

A statewide coalition of community founda-
tions has formed a new partnership designed 
to help stabilize, strengthen, and advance the 
social sector in communities across the com-
monwealth. The Massachusetts Community 
Foundations Partnership is made up of 14 
community foundations across Massachusetts, 
including Sheffield-based Berkshire Taconic 
Community Foundation. Formed in the wake of 
COVID-19, the partnership will connect commu-
nity foundations to achieve three critical results: 
strengthen the Massachusetts nonprofit sector to 
achieve greater impact, work collectively to lead 
on common challenges facing communities, and 
improve the effectiveness of community founda-
tions and their collective missions. “By joining 
forces, we can work at a larger scale to support 
nonprofits which will in turn allow them to more 
effectively support our communities across the 
commonwealth,” said Peter Taylor, president of 
the Berkshire Taconic Community Foundation and 
co-chair of the partnership. “While nonprofits have 
been significantly impacted by the COVID-19 
pandemic, they are still going above and beyond 
to meet the significant needs in their communities. 
We rely on their services now more than ever, 
and this partnership will maximize our ability to 
help sustain and enhance their services during the 
crisis and over time.” As part of its early work, 
the partnership has co-funded a virtual series of 
technical assistance and capacity-building pro-
grams for nonprofit staff and board leaders. The 
educational programs will address topics such 
as strategic planning, fundraising and financial 
management, as well as racial justice, diversity, 
equity and inclusion work. The program series is 
designed based on the needs and interest expressed 
by more than 1,100 nonprofit professionals in 
a survey this summer. In addition to training, 
nonprofit participants will have the opportu-
nity to network with their peers, to troubleshoot 
common issues and to exchange best practices. 
The first programs were held in November, and 
additional programs are being formulated to be 
held throughout 2021. A listing and registration 
information can be found at http://bit.ly/masscfp.

The Olga Dunn Dance Company’s virtual 
performance “A Gift of Dance” is available at no 
cost until Jan. 15 via the organization’s website, 
www.olgadunndance.org. The program, which 
premiered on Dec. 12, features three pieces that 
specifically celebrate the holidays. Two have been 
composed to music from the Nutcracker, and one 
piece is set to a vocal soundtrack of “Twas the 
Night Before Christmas.” Dancers for this event 
include Jamal Ahamad, Rosa Barnaba, Kate Ches-
ter, Ava Girard, Hope St. Jock, and Julie Webster. 
All those appearing in “A Gift of Dance” have 
worked with the Great Barrington-based company 
between four to 15 years.

Bard College at Simon’s Rock in Great Bar-
rington has established the Early College Research 
Institute (ECRI) to foster research, preservation, 
and scholarly discussion of the theory and prac-
tice of early college. Part of the Bard Center for 
Early College, ECRI will focus on preserving and 
promoting the early college idea, and will serve as 
the primary repository of materials related to early 
college in the United States. ECRI is currently 
accepting donations of both physical and digital 
materials related to early college. “As the nation’s 
first residential early college, we feel it is important 
that Simon’s Rock helps lead and advance early 
college scholarly research,” said John Weinstein, 
provost and vice president of Simon’s Rock. “Our 
hope is that ECRI will capture valuable representa-
tions of the classroom experience and early college 
pedagogy, and collect insights from the successes 
of early colleges nationwide to underscore the 
importance of this path in higher education.” As 
part of the initiative, ECRI will publish Early 
College Folio, a digital, open-access academic 
journal focused on the early college movement 
starting this fall. Early College Folio will publish 
novel and insightful research on pedagogy, theory, 
and contemporary applications of early college 
models worldwide, including early college high 
schools, early admission, early entrance, and 
residential early college models. The publication 
will be hosted on Bard Digital Commons and will 
be peer-reviewed, featuring articles by faculty and 
staff at early colleges and other leaders within the 
movement. In an effort to highlight experiences 
inside and outside the classroom and across aca-
demic programs, Early College Folio is seeking 
contributions of interdisciplinary academic works 
steered by both qualitative and quantitative meth-
odologies. Editors invite not only manuscripts 
and data sets for consideration, but also non-text 
and experimental mixed-media submissions that 
incorporate photographs, audio, video, and more. 
The ECRI collections are located in the Alumni 
Library at Bard College at Simon’s Rock. Due to 
COVID-19 precautions, the physical archive is 
currently closed to the public; however, research-
ers may submit requests to view digital materials 
by contacting archives@simons-rock.edu. To 
request or submit materials to the early college 
collections and to find out more information about 
ECRI, visit the ECRI web page.

Wheeler & Taylor Insurance in Great Bar-
rington teamed up with the Claire Teague Senior 
Center to give local seniors a complete Thanks-
giving dinner they could easily prepare at home. 
J. Scott Rote, president of the insurance agency, 
bought oven-ready turkey breast with gravy kits 
at a local supermarket. He and his staff added 
vegetables, cranberry sauce, mashed potato mix, 
dessert, and four KN95 face masks to each pack-
age. In all, the packages yielded about 300 to 350 
meals. Polly Mann-Salenovich, director of the 
Clare Teague Senior Center in Great Barrington, 
delivered them to the local senior housing complex 
and individual seniors. “I got wonderful feedback 
from our seniors,” she said. Separately, Kimberly 
Briggs, account manager at Wheeler & Taylor, 
who is also the secretary of the Junior League 
of Berkshire County, spearheaded employee 
fundraising for the People’s Pantry in Great 
Barrington. In total, Wheeler & Taylor employees 
donated 10 boxes of groceries that were delivered 
to the pantry by her and Rote.

Berkshire Bank has announced enhanced 
protections that will provide its 1,500 employees 
with paid and protected leave to manage the 
consequences of intimate partner violence, sexual 
assault, and human trafficking. Berkshire Bank 
has partnered with FreeFrom, a nonprofit creat-
ing pathways to financial security and long-term 
safety for survivors of gender-based violence, to 
increase its existing leave policies to benefit its 
employees. The enhanced policy gives employees 
15 days of leave a year to seek medical care, at-
tend court proceedings, and relocate – all without 
missing a paycheck or depleting their accrued sick 
or vacation days. Since 2014, Berkshire Bank has 
had a domestic violence leave policy in place in 
compliance with relevant state laws. These new 
enhancements go beyond the mandated require-
ments of state laws to offer additional support for 
survivors and their families impacted by this type 
of abuse. Berkshire Bank employees will also 
now have access to FreeFrom’s Compensation 
Compass, a tool that is designed to assist survivors 
of domestic abuse in understanding whether they 
are eligible for compensation to cover some of the 
costs of the harm they experienced. In addition, 
Berkshire Bank plans to collaborate with FreeFrom 
as part of its Survivor Safety Banking Initiative 
to explore how to design products and policies to 
better support customers that have experienced or 
are experiencing violence or abuse. “Action mat-
ters, and we are proud to partner with FreeFrom 
to enhance our existing leave policies and provide 
additional resources for survivors of gender-
based violence,” said Sean Gray, acting CEO and 
president of Berkshire Bank. Berkshire Bank is a 
long-standing partner with nonprofit organizations 
across its footprint working to address gender-
based violence, such as the Elizabeth Freeman 
Center in Pittsfield, and provides philanthropic 
support, volunteer services and financial coaching 
to help bring survivors into mainstream banking.

Aspiring school leaders interested in pursu-
ing their administrator licensure or Certificate of 
Advanced Graduate Study (CAGS) in educational 
leadership are invited to join Massachusetts 
College of Liberal Arts’ Leadership Academy 
director and a panel of alumni for a discussion 
about the program and application process in 
a virtual information session at 7 p.m. on Jan. 
26. Prospective students will be able to discuss 
school leadership, receive an overview of the 
program leading to administrator licensure with 
or without CAGS, and the application process. 
The Leadership Academy is currently accepting 
applications for 2021. Learn more and register for 
the info session at mcla.edu/academics/graduate/
leadership-academy/leadership2021.php.

NBT Bank representatives recently presented a 
dozen area organizations with a combined $15,000 
in contributions. “With the numerous challenges 
facing so many in our communities this year, we’re 
proud to be able to provide support that truly will 
make an impact,” said NBT Business Banking 
Regional Manager Daniel Kinney. Organizations 
that received funding include: Berkshire Hous-
ing Development Corporation, Civitan Club 
of the Berkshires, Elizabeth Freeman Center, 
1Berkshire Youth Leadership Program, E For 
All, Lee Youth Association, Hillcrest Educa-
tional Centers, Community Health Programs, 
ROOTS Teen Center, MS Support Foundation, 
Berkshire County ARC, and Lee Food Pantry. 
“With this donation, the ROOTS Teen Center is 
able to reach our match challenge goal and double 
our funding, allowing us to offer even more pro-
grams and workshops throughout the year,” said 
Paula Buxbaum, ROOTS executive director. “We 
have seen firsthand the positive results of giving 
youth a safe space – whether virtual, hybrid or 
in-person – to express themselves, try new things, 
meet other area youth and connect with adult men-
tors through culinary programs, arts and crafts, out-
door hikes and support groups.” Benjamin Lamb, 
director of economic development for 1Berkshire, 
noted that the unknowns of the pandemic have 
necessitated pivots in the organization’s Youth 
Leadership Program. “Thankfully, this support 
from NBT Bank will further help us not only 
maintain momentum for our current class of 32 
amazing Berkshire High School juniors, but also 
bolster our ability to think creatively, and apply 
new tactics to make this program one that impacts 
generations of students to come,” Lamb said.

The MassHire Berkshire Career Center is 
offering a paid virtual customer service training 
program for youths ages 17-21 looking to take the 
next steps in their education and career pathways. 
The 10-week program runs from Jan. 5 to March 
12, with 15 hours a week of training in career readi-
ness skills leading up to a nationally recognized 
credential in Customer Service through Goodwill 
Industries. Participants also receive training in 
core soft skills so they can practice professional 
behaviors and learn how to relate to supervisors 
and co-workers at their worksites. For applications 
and additional information, contact Kelly Groves-
Skrocki at kskrocki@masshireberkshirecc.com.

If state and local guidelines deem it safe to do 
so, Pittsfield Shakespeare in the Park plans to 
return to the First Street Common next summer for 
a sixth season. The company, founded by Enrico 
Spada in 2014, stages free productions that bring 
together community members from across eco-
nomic, social, and cultural spectrums. Like many 
area theatres, Pittsfield Shakespeare’s season was 
paused this past summer due to the COVID-19 out-
break. Spada noted that the canceled season gave 
him time to reflect on the company’s infrastructure, 
sustainability, and role in the community. “Until 
now the effort of fundraising and producing was a 
labor of love for one person,” he said. “Of course, 
that isn’t sustainable in the long run. So many 
people have reached out asking about our plans, 
so it’s important for us to set the groundwork for 
a thriving future.” For the past few months, Spada 
and a small group of long-time company members 
have been meeting over Zoom to reimagine how 
the company could become more sustainable. This 
group, which has become the organization’s new 
board of directors, includes Pittsfield Shakespeare 
artists Haley Barbieri, Christopher Brophy, Julie 
Castagna, Brittany Nicholson, Maizy Broderick 
Scarpa, and Patrick Toole. The group has identified 
objectives including long-term financial strength, 
more equitable pay for artists, building community 
partnerships, and continuing to bring free outdoor 
Shakespeare to Pittsfield. To reach these objectives, 
the new board is leading a crowdfunding campaign 
in December with a goal of $20,000 in public 
support (to be supplemented by foundational, 
state and business support). “This is theatre by 
the community for the community,” said Toole. 
“We’re local people making theatre especially for 
our community here in Pittsfield. That’s incredibly 
important, and we can’t do it alone.” Longtime 
company member Maizy Broderick Scarpa, 
who directed 2019’s Much Ado About Nothing, 
explained that they have been using lessons from 
the coronavirus pandemic to inform future offer-
ings. “We are reimagining what it means to be of 
service to our community this coming year, whether 
or not everyone can safely gather next summer,” 
she said. “Obviously our hope is to do a full-scale 
production on the Common, but we are planning 
alternatives and contingencies, along with ideas 
to increase our offerings and their accessibility. 
The fact that we never charge admission goes a 
long way to increasing access, but there is always 
more we can do. Greater access for anyone benefits 
everyone.” The fundraising campaign concludes on 
New Year’s Day, when the title of next summer’s 
production will be announced via the Pittsfield 
Shakespeare in the Park Facebook page (facebook.
com/pittsfieldshake). To learn more about Pittsfield 
Shakespeare in the Park and to donate, visit www.
pittsfieldshakespeare.org.

Construct Inc. has received a grant award of 
$3,500 from the Jewish Women’s Foundation 
of the Berkshires to provide micro-grants to 
women living with low income or in poverty in 
the southern Berkshires. One of 12 local organi-
zations to receive funding, Construct was among 
the recipients who demonstrated an ability to 
maintain their programming during the pandemic 
and/or respond to newly identified needs created 
by the epidemic. “By partnering with the Jewish 
Women’s Foundation of the Berkshires, Construct 
participates in the tradition of Tikkun Olam,” 
said Jane Ralph, executive director of Construct. 
“Together we are repairing the world by meeting 
the basic needs of women as they seek homes they 
can afford in the southern Berkshires.” For over 
50 years, Construct has been leading the fight 
against homelessness and housing insecurity in 
the southern Berkshires. More information on 
Construct can be found at constructinc.org.

Allendale Shopping Center
Retail & Commercial Space Available

SIZES & OPTIONS TO SUIT YOUR BUSINESS

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

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

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

The Hair Studio
Park Square • Pittsfield

413-442-6570

Gift certificates are a
great idea for the holidays

and any time of year!
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Berkshire Community College (BCC) will 
host the Nonprofi t Institute, which will run eight 
weekly sessions on Thursdays from 5:30 to 7 p.m. 
via Zoom from Jan. 28 to March 18. This program, 
led by Abbie von Schlegell, CFRE, FAFP, offers 
a complete overview of resource development 
functions for nonprofi t staff, board members and 
community volunteers. The series includes the fol-
lowing courses: Basics of Development, Jan. 28; 
Governance (Nonprofi t Boards), Feb. 4; Finances 
for Nonprofi ts, Feb. 11; Volunteers, Feb. 18; An-
nual Fund/Annual Appeals, Feb. 25; Major Gifts 
(from individuals), March 4; Corporations, March 
11; and Foundations, March 18. Participants may 
enroll in the entire series for $250; the fee for each 
separate session is $40. To register for the series or 
for individual classes, go to http://shop.berkshirecc.
edu/. For more information, email workshops@
berkshirecc.edu or call 413-236-2115.

The North Adams Chamber of Commerce, 
in partnership with the City of North Adams 
and the NAMAzing Initiative, has received 
a $25,000 Winter Placemaking grant through 
Bench Consulting’s “Winter Places” program with 
funding support from the Barr Foundation. The 
grant, being administered through the chamber, 
will support a number of winter season installa-
tions in downtown North Adams to help improve 
winter aesthetics, drive downtown foot traffi c, and 
create social-distance-appropriate engagement 
opportunities throughout the downtown corridor. 
With the installation of potted evergreen trees, 
solar powered cafe-style lighting, a custom fi re 
pit with weekend programming, and a series of 
“window shops,” the initiative brings together 
a number of best practices gleaned from other 
communities to help with winter commerce and 
downtown experiential offerings during the CO-
VID pandemic. “During these challenging times 
it is more important than ever to remember our 
local small business community,” said Glenn 
Maloney of the North Adams Chamber. “We have 
a unique opportunity to focus on small and local, 
and to stay close to home. Let’s all do our best 
this winter to keep our friends and families in our 
thoughts. Shop from those neighbors and friends 
when you can, and most of all remember to take 
care of each other.” With added programming to 
be announced over the course of the winter, this 
project also seeks to link multiple downtown 
corridors, and includes engagement with other 
partners like the Berkshire Scenic Railway, 
whose terminus is located a short distance away 
from Main Street. “It is fantastic to be able to inject 
these new seasonal components and added con-
nectivity to the downtown, especially this year, as 
we seek to inspire continued love for our fantastic 
city, and to help drive conscientious continuity of 
commerce during such a challenging period,” said 
Ben Lamb of the NAMAzing Initiative. “A great 
aspect of this effort is it is adding programmable 
infrastructure so that businesses and community 
groups have new assets to leverage for winter 
activity in downtown.” Installation of the various 
components funded through the grant is under-
way, with the goal of having everything activated 
before the Christmas holiday, and remaining in 
place until at least March. “This Winter Places 
grant is especially welcome at a time when many 
downtown businesses are struggling and residents 
are looking for safe ways to gather, connect and 
engage with this community that we all love,” said 
North Adams Mayor Tom Bernard. “I’m grateful 
to the North Adams Chamber of Commerce and 
the NAMAzing Initiative for their commitment 
to the city. I also appreciate the insight of the Barr 
Foundation and Bench Consulting in recognizing 
the unique and welcoming nature of our central 
business district, and embracing this vision of 
socially distanced social connection.”

Carr Hardware’s “Round Up with Carr” 
campaign held during November has resulted in a 
donation of $5,735.35 to the Berkshire Humane 
Society. Customers were offered the option to 
round-up their purchases to the nearest dollar 
to support the nonprofi t organization. The funds 
collected were presented to the Berkshire Humane 
Society on Giving Tuesday, Dec. 2. “Our friends 
over at the Berkshire Humane Society do an amaz-
ing job for the community, and we are thrilled to 
help them raise funds during these challenging 
times,” said Carr Hardware President Bart Raser. 
“We are a community business that believes in 
giving back, it’s just part of our core culture.”

The Berkshire Community College (BCC) 
Early College program is offering a free three-credit 
course called COM-104: Introduction to Interper-
sonal Communication to any high school student 
that meets the pre-requisite (High School GPA of 
2.7 or College level Reading and Writing place-
ment by Accuplacer). This free course transfers 
to hundreds of colleges and is open to all grades; 
however, freshmen and sophomores must place 
by Accuplacer test. The course will be held Feb. 8 
through May 17 on Tuesdays from 6 to 7:30 p.m., 
and will be instructed online. Students will need to 
be available on Zoom during the meeting time each 
week. The course actively builds strategies for ef-
fective interpersonal communication with a diverse 
audience, confl ict management, and self-advocacy 
by experimenting with language, non-verbal cues, 
and the art of listening. For information about this 
course and other early college courses, go to www.
berkshirecc.edu/earlycollege to apply.

In partnership with the U.S. Department of 
Health and Human Services (HHS), all 33 Big Y 
Pharmacy and Wellness Centers are preparing 
to administer the COVID-19 vaccines free of 
charge once approved and available for distribu-
tion. In Berkshire County, Big Y stores in Great 
Barrington, Lee and Pittsfi eld have Pharmacy 
and Wellness Centers. This initiative by the HHS 
with pharmacies across the United States is part 
of the federal pharmacy program aimed to further 
increase access to the vaccines. “We are proud to 
partner with the United States government in order 
to provide free COVID-19 vaccines to our cus-
tomers,” Charles D’Amour, president and CEO of 
the Springfi eld-based supermarket chain. “When 
a vaccine is available, our pharmacy teams will 
be ready to administer them as per CDC guide-
lines.” Big Y’s pharmacy team currently provides 
seasonal fl u and other routine vaccines. They plan 
to participate in any additional training to ensure 
the safe administration of the vaccine along with 
educating their customers about the process.

The MassHire Berkshire Career Center is 
helping pregnant and/or parenting teen parents 
between the ages of 14 and 24 obtain a high 
school diploma or its equivalent and set career 
pathways by empowering young parents to take 
positive control over their lives. The free program 
includes guidance on life and parent skills, job 
placement, youth employment strategies, paid 
internships and referrals to community resources. 
For more information, contact Kelly Skrocki at 
kskrocki@masshireberkshirecc.com.

Massachusetts College of Liberal Arts 
(MCLA) and Hudson Valley Community Col-
lege have signed a new articulation agreement 
which will allow Hudson Valley students who earn 
their associate degree in environmental science to 
seamlessly transfer to MCLA’s bachelor’s degree 
program in environmental studies with a concen-
tration in environmental science or environmental 
sustainability. “MCLA’s Environmental Studies 
Department is excited to provide this path for 
Hudson Valley students to join our close-knit, 
dynamic community of students and faculty,” 
said Professor Elena Traister, chair of MCLA’s 
Environmental Studies Department. “Hudson Val-
ley’s program is well-aligned with our own, and 
students will be able to engage immediately with 
us in our research and community-engaged efforts 
addressing today’s environmental challenges.”◆

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

Limelight Productions, Inc

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

ELEVATING
YOUR CAREER
STARTS WITH FURTHERING YOUR EDUCATION.

413-662-5409
mcla.edu/mba

MASTER OF BUSINESS ADMINISTRATION
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Dear Friends, 
This year sucked. We yearn for the last page of the 2020 
calendar to turn. Unfortunately, 2021 is going to suck, 
too.
I remember being out for dinner in early March for my 
mom’s birthday, and everything was…normal. Days later, 
New York City shut down. Many more states followed 
suit.  BMM closed its doors to visitors and went remote.  

Since then, nothing has felt normal.
But you already know this. And the aim of BMM’s year-
end letter isn’t to rehash the pandemic nightmare we’re 
still living through. The objective is to catch you up on 
what we did over the last year.  It just so happens that 
a lot of what we did this year had to do with helping our 
community get through the pandemic. 

From March through July, 
I had two full-time jobs. 
One was investing portfo-
lios for clients. The other 
was procurer and distrib-
utor of personal protec-
tive equipment.  We were 
able to distribute about 
35,000 masks to frontline 
workers, residents, and 
businesses.  In addition 
to the masks, we donated 
several pallets of medical 
gloves, sanitizer, no-touch 
thermometers, disposable 
gowns, etc.  

Small businesses are hurting, so 
we moved quickly to help support 
them.  First, we donated $20,000 
to start the Hometown Meals for 
Hometown Heroes program. We 
delivered hot meals to every posi-
tion at every shift at the Berkshire 
Medical Center.  I also purchased 
$7,600 of warm clothes for area 
children from locally owned re-
tailers.  Then I gave each employee 
$10,001 with the sole instruction to 
spend it locally.  (More on why 
such an odd figure in a  
moment).

In addition to supporting small business-
es’ sales, we donated over 200 “Back to 
Business” backpacks to local businesses, 
stuffed with all those things everyone 
needed but seemingly nobody could get 
their hands on.  Also, I continued to write 
the “Mind Your Business” column for the 
Berkshire Eagle.  I gave advice on how to 
navigate restrictions, receive capital infu-

sions, and update business prac-
tices to remain sustainable. I also 
continued to write the “Capital 

Ideas” column for the 
Berkshire Edge, advising stock 

investors on how to,  
among other things,  
hedge their  
portfolios during  

the pandemic crash.

Throughout the sum-
mer, we tried to help 
people get a taste 
a of that normalcy 
we were all craving.  
BMM sits on a 28-acre 
campus, so we offered 
free, socially-dis-
tanced outdoor mov-
ies, yoga, and fitness 
classes. We also 
hosted a Diner en 
Blanc event with live 
music, gift baskets, 
and summer ambiance. 

All of that 
must have 
meant 
something 
to the 
community 
as they – 
you - voted 
BMM “Best 

in the 
Berkshires 
– Wealth 

Management” for 2020. 
I thank all those who 
voted for us.  And I 
thank my team, who 
helped us achieve this 
acknowledgment. As a 
token of my appreciation 
I gave each of them a 
$5,000 bonus. They de-
served it for moving us 
through the challenges of 
the pandemic.

However, it wasn’t just 
COVID-19 that stained 2020.  
Racial injustice has been at the 
forefront of peoples’ minds for 
years. Decades.  And it came to a 
tipping point this year in reaction to 
the murder of George Floyd. In response, 
BMM donated $10,000 to NAACP’s local chap-
ter and offered an additional match.  
Additionally, we joined “Blackout Tuesday,” when mil-
lions posted black squares in solidarity with the fight 
for racial justice.  Only we didn’t do it on just Tues-
day. We did it for the entire month of June. Full pages 
in local newspapers. Nearly a dozen billboards.  
While most people praised us for taking a stand, oth-
ers showed their true colors.  We received e-mails, 

telephone calls, and 
letters about how it’s not 

our place – the place of a 
wealth management firm – to 

stand up against racism. They 
threatened to never become our 

clients.  What they were really say-
ing is that they are racists, and they 

don’t agree with BMM’s stance on equality, 
love for all, and fairness. 

For those who contacted me anonymously to say they 
wouldn’t do business with BMM because we don’t share 
their racist views, and for those who thought the same 
but didn’t reach out to me, I have just two words for 
them.  One starts with “F” and the other is “off.”   I’m 
confident that even racists can fill in those blanks. 

sions, and update business prac
tices to remain sustainable. I also 
continued to write the “Capital 

Ideas” column for the 
Berkshire Edge, advising stock 

investors on how to, 
among other things, 

the pandemic crash.

Tammy: I am very proud of having 
the courage to make a change of direction 
with my career and leave a job I liked for 17 

years to move on to a career here at BMM. I love 
all my BMM family and I love what I am doing here. 

I am also very proud that throughout this 
crazy year of 2020 my daughter, Tarryn, grad-
uated from high school and is now a first-year 

student at Smith College, in Northampton. This 
has been a very eventful, life changing & emo-

tional year for my family.

Johnny: I’m thankful for the fact 
that I have been able to be there for my 
family and friends in what has been con-

sidered a tough 2020 for some.  I have 
continued to learn and grow professionally, 

as well as trying to enrich my mental and 
physical health in a different way now that 

going to the gym was something I avoided 
much of this year.

Scott: I completed a 6-month training 
program from the Financial Transitionist 

Institute to better help families discuss 
wealth and inheritance. I also lost more 
than 45-pounds through a renewed dedi-

cation to health and wellness.

Nate: I completed modules 1 and 2 of my 
Certified Financial Planner coursework, it was 

really nice not to have to take the module 
tests at a testing center! I’m still on the 

house search, I’m preapproved, but it turns 
out I’m pretty picky.

Nichole: It has been a trial-by-fire year, 
and I’m very proud of my kids’ (college and 

high school) dedication to their education de-
spite all of the challenges the pandemic has put 
in front of us. And I’m absolutely stoked to have 

finally launched—with Allen and other talented 
colleagues— 10001hours.com, the first of its kind, 

full-service consulting and valuation program for 
business owners. Through it all, I have had the space 
and sincere support of the BMM family to be able to 

address social justice issues that have weighed 
heavy in my personal life and in the community 

for decades. I am forever grateful.

Peter: 2020 was a year of growth 
both professionally and personally. I took 

an excellent course from the Financial Tran-
sitionist Institute on Families in Transition. The 

course dealt with how families can effectively 
pass their wealth, businesses and values on 
to the next generation. No trips or adven-
tures but plenty of biking and hiking and lots 
of quality time with the love of my life and best 

friend, Sheila. Looking forward to 2021 and 
my son Patrick’s wedding in December.

Lauren: The highlight of my 2020 has to 
be a drop-dead-gorgeous diamond on my 

left ring finger from my now-fiancé. It has tru-
ly warmed my heart to have had many BMM clients 
and friends reach out to share their best 

wishes. This year has made me extra grate-
ful to work for such a selfless and all-

around wonderful human being (yeah, you, Allen) 
and the rest of this team. Thank you, BMM fam-

ily, for helping to keep one another sane! 

Natalie: As a new 2020 employee 
I swung into action as the Operations 

Manager and Compliance Associate. I have 
identified and targeted areas in which we could 
improve our operations and strengthen our 

compliance program. I have enjoyed quarterly 
check-in meetings with our team to get to 

know everyone better. As a mother, I’m proud of 
how I have been able to teach my children from 

home during a pandemic while not skipping a 
beat when it comes to being fully available 

to the BMM team and our clients.

Jamie: I’m proud to have gotten 
through the high school online learning 

curve with my daughter.  I am also proud to 
have helped BMM prepare forms for the DocuSign 

process to help our clients and advisors 
navigate through new 2020 processes.  I 

also feel accomplished in evaluating costs 
of the company to help with budgeting.  

Zack: I spent the first half of the 
year finishing up my master’s degree in per-

sonal financial planning, which was a more sig-
nificant commitment than I initially thought. 

After that, I spent my time enjoying the 
momentary freedom before burying myself 

in home renovations.

Beyond community development, there were changes to the BMM family in 2020. Two of my favorite people in the 
world, Barbara and Bill Schmick, retired this year. They are sorely missed. We moved forward despite the empti-

ness, and we added new members to our family. This year we brought on board Tammy Gaherty and Natalie Wheeler.

It seems that almost every year, BMM is doing something new. 2020 was a year of sharpen-
ing weapons and shoring up our defenses, rather than radical change. The defenses were 
primarily operational. The arrows in our quiver that we sharpened were tools like deepen-
ing our expertise in working with older investors. That includes being available for family 
meetings to help their heirs prepare to receive an inheritance and carry on the family leg-
acy. Another arrow we sharpened was advising on college funding options and coaching 
parents to get through the process.  

I have been more busy than usual this year, given the stock market’s volatility and the 
need to introduce new safety measures for everyday operations. However, it’s still my 
job to find the time to make sure BMM does everything it can to improve.  That includes 
expanding our universe of investment selections. 

One defensive investment tool we started using in 2019 and that became handy in 2020 was 
the use of so-called “buffer” funds.  Buffer funds are intended to track specific underly-
ing indices, like the S&P 500 or the Nasdaq-100, but with protection buffering against loss.  
We’ve probably over explained these investments to clients who used them. Still I’ll give 
the gist of it here for new clients.

Depending on when you buy a particular buffer fund you can, for example, protect the first 
9% or 15% of your investment from a stock market correction. The “cost” of that protec-
tion is that there is a cap on your return.  For example, if you bought the S&P 500 Buffer 
ETF (symbol: BNOV) on November 1, 2020, any drop under 9% from that date would be pro-
tected until November 1, 2021 (when the ETF resets on its anniversary date). In exchange for 

that protection, your maximum return between those two dates would be 18.07%.  For most 
years, 18.07% is a pretty good return.  We’ll keep those arrows in our quiver. 

There are a few big things we’re working on currently that, I believe, will be of significant 
value to our clients. The 2021 year-end letter is already half written in my head!  

Oh, yeah. That $10,001. The amount started at $10,000, and we threw in the extra buck as an 
inside joke. I started another company for business owners who want to grow and/or 
sell their business. The company’s name is 10,001 Hours (10001Hours.com). 

That $10,001 bonus, the small business initiatives, the acquisition of the PPE, and the rest 
of the efforts we made in 2020 were a continuation of the community development efforts 
we have made in previous years. Just more, because 2020 needed more.  

BMM is only as strong as the community we call home.  When the Berkshires thrive, Berk-
shire Money Management thrives.  We will continue to be there for our clients and the 
community in what I know will be a challenging 2021.  

Sincerely,

AlLen HarRis, CEo
Disclosures: The listing of organizations should not be construed as an endorsement or a recommendation to retain BMM by these entities. The Best in the Berkshires 2020 award should not be 
construed as an endorsement of BMM or a recommendation to retain BMM for advisory services.  BMM provided no direct or indirect financial considerations for participating in this ranking/award.
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Dear Friends, 
This year sucked. We yearn for the last page of the 2020 
calendar to turn. Unfortunately, 2021 is going to suck, 
too.
I remember being out for dinner in early March for my 
mom’s birthday, and everything was…normal. Days later, 
New York City shut down. Many more states followed 
suit.  BMM closed its doors to visitors and went remote.  

Since then, nothing has felt normal.
But you already know this. And the aim of BMM’s year-
end letter isn’t to rehash the pandemic nightmare we’re 
still living through. The objective is to catch you up on 
what we did over the last year.  It just so happens that 
a lot of what we did this year had to do with helping our 
community get through the pandemic. 

From March through July, 
I had two full-time jobs. 
One was investing portfo-
lios for clients. The other 
was procurer and distrib-
utor of personal protec-
tive equipment.  We were 
able to distribute about 
35,000 masks to frontline 
workers, residents, and 
businesses.  In addition 
to the masks, we donated 
several pallets of medical 
gloves, sanitizer, no-touch 
thermometers, disposable 
gowns, etc.  

Small businesses are hurting, so 
we moved quickly to help support 
them.  First, we donated $20,000 
to start the Hometown Meals for 
Hometown Heroes program. We 
delivered hot meals to every posi-
tion at every shift at the Berkshire 
Medical Center.  I also purchased 
$7,600 of warm clothes for area 
children from locally owned re-
tailers.  Then I gave each employee 
$10,001 with the sole instruction to 
spend it locally.  (More on why 
such an odd figure in a  
moment).

In addition to supporting small business-
es’ sales, we donated over 200 “Back to 
Business” backpacks to local businesses, 
stuffed with all those things everyone 
needed but seemingly nobody could get 
their hands on.  Also, I continued to write 
the “Mind Your Business” column for the 
Berkshire Eagle.  I gave advice on how to 
navigate restrictions, receive capital infu-

sions, and update business prac-
tices to remain sustainable. I also 
continued to write the “Capital 

Ideas” column for the 
Berkshire Edge, advising stock 

investors on how to,  
among other things,  
hedge their  
portfolios during  

the pandemic crash.

Throughout the sum-
mer, we tried to help 
people get a taste 
a of that normalcy 
we were all craving.  
BMM sits on a 28-acre 
campus, so we offered 
free, socially-dis-
tanced outdoor mov-
ies, yoga, and fitness 
classes. We also 
hosted a Diner en 
Blanc event with live 
music, gift baskets, 
and summer ambiance. 

All of that 
must have 
meant 
something 
to the 
community 
as they – 
you - voted 
BMM “Best 

in the 
Berkshires 
– Wealth 

Management” for 2020. 
I thank all those who 
voted for us.  And I 
thank my team, who 
helped us achieve this 
acknowledgment. As a 
token of my appreciation 
I gave each of them a 
$5,000 bonus. They de-
served it for moving us 
through the challenges of 
the pandemic.

However, it wasn’t just 
COVID-19 that stained 2020.  
Racial injustice has been at the 
forefront of peoples’ minds for 
years. Decades.  And it came to a 
tipping point this year in reaction to 
the murder of George Floyd. In response, 
BMM donated $10,000 to NAACP’s local chap-
ter and offered an additional match.  
Additionally, we joined “Blackout Tuesday,” when mil-
lions posted black squares in solidarity with the fight 
for racial justice.  Only we didn’t do it on just Tues-
day. We did it for the entire month of June. Full pages 
in local newspapers. Nearly a dozen billboards.  
While most people praised us for taking a stand, oth-
ers showed their true colors.  We received e-mails, 

telephone calls, and 
letters about how it’s not 

our place – the place of a 
wealth management firm – to 

stand up against racism. They 
threatened to never become our 

clients.  What they were really say-
ing is that they are racists, and they 

don’t agree with BMM’s stance on equality, 
love for all, and fairness. 

For those who contacted me anonymously to say they 
wouldn’t do business with BMM because we don’t share 
their racist views, and for those who thought the same 
but didn’t reach out to me, I have just two words for 
them.  One starts with “F” and the other is “off.”   I’m 
confident that even racists can fill in those blanks. 

Tammy: I am very proud of having 
the courage to make a change of direction 
with my career and leave a job I liked for 17 

years to move on to a career here at BMM. I love 
all my BMM family and I love what I am doing here. 

I am also very proud that throughout this 
crazy year of 2020 my daughter, Tarryn, grad-
uated from high school and is now a first-year 

student at Smith College, in Northampton. This 
has been a very eventful, life changing & emo-

tional year for my family.

Johnny: I’m thankful for the fact 
that I have been able to be there for my 
family and friends in what has been con-

sidered a tough 2020 for some.  I have 
continued to learn and grow professionally, 

as well as trying to enrich my mental and 
physical health in a different way now that 

going to the gym was something I avoided 
much of this year.

Scott: I completed a 6-month training 
program from the Financial Transitionist 

Institute to better help families discuss 
wealth and inheritance. I also lost more 
than 45-pounds through a renewed dedi-

cation to health and wellness.

Nate: I completed modules 1 and 2 of my 
Certified Financial Planner coursework, it was 

really nice not to have to take the module 
tests at a testing center! I’m still on the 

house search, I’m preapproved, but it turns 
out I’m pretty picky.

Nichole: It has been a trial-by-fire year, 
and I’m very proud of my kids’ (college and 

high school) dedication to their education de-
spite all of the challenges the pandemic has put 
in front of us. And I’m absolutely stoked to have 

finally launched—with Allen and other talented 
colleagues— 10001hours.com, the first of its kind, 

full-service consulting and valuation program for 
business owners. Through it all, I have had the space 
and sincere support of the BMM family to be able to 

address social justice issues that have weighed 
heavy in my personal life and in the community 

for decades. I am forever grateful.

Peter: 2020 was a year of growth 
both professionally and personally. I took 

an excellent course from the Financial Tran-
sitionist Institute on Families in Transition. The 

course dealt with how families can effectively 
pass their wealth, businesses and values on 
to the next generation. No trips or adven-
tures but plenty of biking and hiking and lots 
of quality time with the love of my life and best 

friend, Sheila. Looking forward to 2021 and 
my son Patrick’s wedding in December.

Lauren: The highlight of my 2020 has to 
be a drop-dead-gorgeous diamond on my 

left ring finger from my now-fiancé. It has tru-
ly warmed my heart to have had many BMM clients 
and friends reach out to share their best 

wishes. This year has made me extra grate-
ful to work for such a selfless and all-

around wonderful human being (yeah, you, Allen) 
and the rest of this team. Thank you, BMM fam-

ily, for helping to keep one another sane! 

Natalie: As a new 2020 employee 
I swung into action as the Operations 

Manager and Compliance Associate. I have 
identified and targeted areas in which we could 
improve our operations and strengthen our 

compliance program. I have enjoyed quarterly 
check-in meetings with our team to get to 

know everyone better. As a mother, I’m proud of 
how I have been able to teach my children from 

home during a pandemic while not skipping a 
beat when it comes to being fully available 

to the BMM team and our clients.

Jamie: I’m proud to have gotten 
through the high school online learning 

curve with my daughter.  I am also proud to 
have helped BMM prepare forms for the DocuSign 

process to help our clients and advisors 
navigate through new 2020 processes.  I 

also feel accomplished in evaluating costs 
of the company to help with budgeting.  

Zack: I spent the first half of the 
year finishing up my master’s degree in per-

sonal financial planning, which was a more sig-
nificant commitment than I initially thought. 

After that, I spent my time enjoying the 
momentary freedom before burying myself 

in home renovations.

Beyond community development, there were changes to the BMM family in 2020. Two of my favorite people in the 
world, Barbara and Bill Schmick, retired this year. They are sorely missed. We moved forward despite the empti-

ness, and we added new members to our family. This year we brought on board Tammy Gaherty and Natalie Wheeler.

It seems that almost every year, BMM is doing something new. 2020 was a year of sharpen-
ing weapons and shoring up our defenses, rather than radical change. The defenses were 
primarily operational. The arrows in our quiver that we sharpened were tools like deepen-
ing our expertise in working with older investors. That includes being available for family 
meetings to help their heirs prepare to receive an inheritance and carry on the family leg-
acy. Another arrow we sharpened was advising on college funding options and coaching 
parents to get through the process.  

I have been more busy than usual this year, given the stock market’s volatility and the 
need to introduce new safety measures for everyday operations. However, it’s still my 
job to find the time to make sure BMM does everything it can to improve.  That includes 
expanding our universe of investment selections. 

One defensive investment tool we started using in 2019 and that became handy in 2020 was 
the use of so-called “buffer” funds.  Buffer funds are intended to track specific underly-
ing indices, like the S&P 500 or the Nasdaq-100, but with protection buffering against loss.  
We’ve probably over explained these investments to clients who used them. Still I’ll give 
the gist of it here for new clients.

Depending on when you buy a particular buffer fund you can, for example, protect the first 
9% or 15% of your investment from a stock market correction. The “cost” of that protec-
tion is that there is a cap on your return.  For example, if you bought the S&P 500 Buffer 
ETF (symbol: BNOV) on November 1, 2020, any drop under 9% from that date would be pro-
tected until November 1, 2021 (when the ETF resets on its anniversary date). In exchange for 

that protection, your maximum return between those two dates would be 18.07%.  For most 
years, 18.07% is a pretty good return.  We’ll keep those arrows in our quiver. 

There are a few big things we’re working on currently that, I believe, will be of significant 
value to our clients. The 2021 year-end letter is already half written in my head!  

Oh, yeah. That $10,001. The amount started at $10,000, and we threw in the extra buck as an 
inside joke. I started another company for business owners who want to grow and/or 
sell their business. The company’s name is 10,001 Hours (10001Hours.com). 

That $10,001 bonus, the small business initiatives, the acquisition of the PPE, and the rest 
of the efforts we made in 2020 were a continuation of the community development efforts 
we have made in previous years. Just more, because 2020 needed more.  

BMM is only as strong as the community we call home.  When the Berkshires thrive, Berk-
shire Money Management thrives.  We will continue to be there for our clients and the 
community in what I know will be a challenging 2021.  

Sincerely,

AlLen HarRis, CEo
Disclosures: The listing of organizations should not be construed as an endorsement or a recommendation to retain BMM by these entities. The Best in the Berkshires 2020 award should not be 
construed as an endorsement of BMM or a recommendation to retain BMM for advisory services.  BMM provided no direct or indirect financial considerations for participating in this ranking/award.
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BY ERIK WILLIAMS
It should come as no surprise, at least 

to anyone who’s been paying attention 
since Massachusetts’ legal cannabis 
industry launched with the passage of 
Question 4 in 2016, that in 2020 the com-
monwealth topped $1 billion in adult-use 
cannabis sales.

As the Cannabis Control Commis-
sion – the regulatory body overseeing 
the industry (whose rules and exhaustive 
regulations don’t always make sense, but 
we’ll get into that) – said via Chairman 
Steve Hoffman: “This sales milestone 
represents licensees’ ability to successful-
ly support a safe, accessible and effective 
adult-use industry, and I am pleased the 
resulting tax benefits will have a signifi-
cant impact on communities throughout 
the commonwealth.”

He’s correct, but he buries the lead a bit. 
Yes, the resulting tax benefits have had a 
significant impact, particularly here in Lee. 
After all, if you own a home in that town, 
your low property tax rates for this year 
remained stable as a direct result of the 
tax contributions of Canna Provisions (the 
town’s lone recreational retailer, which 
opened on July 5, 2019). The first-year 
tax revenue of $988,000 from our roughly 
$16 million in legal cannabis sales only 
underscores the residual impact that can-
nabis tourism (i.e., people traveling to and 
within the state to visit marquee cannabis 
stores with compassionate dispensary 
management and top-shelf customer ser-
vice) has had on businesses in Lee and the 
greater Berkshires.

Realtors, lawyers, hardware stores, 
doctors, advertisers, contractors, printers, 
massage and physical therapists, accoun-
tants and more have directly benefited 

from the throngs of consumers pouring 
into the region – some specifically coming 
here to better their journey in Wellness 
Country, where the great boon of living in 
a state with safe, legal, easily accessible 
products in a COVID-vigilant environment 
is a reality. Compared to other regions in 
the state, Berkshire County has set the 
bar high with regard to the wellspring of 
activity, entrepreneurship, and community 
building we have come to be known for in 
legal weed.

And who would have thought just over 
four years ago that legalizing cannabis 
would lead to the integration of its busi-
ness owners and community members 
to be welcomed into legacy community 
organizations. Years back, it would have 
been unthinkable to have someone associ-
ated with cannabis joining, say, the local 
chamber of commerce. (Editor’s note: the 
author is a member of the Lee Chamber of 
Commerce Board of Directors).

In the end, participants in the cannabis 
industry – its entrepreneurs, employees, 
and partners – are in no way different than 
the businesses that have been here for 

TO THE EDITOR:
Berkshire Money Management’s Allen Harris recently announced that all 11 of his 

employees would receive a $10,001 bonus (December 2020 BT&C). Last year’s bonus of 
$2,500 came with the instructions to “go local.” This year’s instructions were even more 
specific: “Go as ‘mom and pop’ as you can.”

Not all companies can offer such a generous bonus. But Berkshire Money Management 
bonus guidelines set a remarkable Berkshire standard that other companies can follow. 
Harris understands the positive effect when money recirculates in a community. Even just 
a hundred dollars spent locally compounds in value, sauntering slowly back and forth 
between homes and shops, stopping to chat over coffee at Rubi’s, deciding on a warm pair 
of socks at Barrington Outfitters, and finally choosing the Mayflower Farm black fleece at 
Berkshire Grown’s Winter Market before leaving the region. The hundred dollars spent at 
a big-box store barely tips its hat before jumping the bus out of town.

And Harris also understands how our locally owned stores make up the fabric of our 
community. They offer our high school students their first jobs. They support Multicultural 
BRIDGE’s diversity training to build tolerance and understanding. They sponsor events at 
the Mahaiwe Performing Arts Center to ensure entry for all who wish to attend. And dur-
ing COVID-19, they are generously partnering with Greenagers to provide a safe outdoor 
learning environment for kids of all ages.

A sure way to keep the spending local when making bonuses is to issue the payment in 
BerkShares, the region’s local currency. Any person or business can trade federal dollars 
for BerkShares at nine branches of three local banks – Lee Bank, Pittsfield Cooperative 
Bank and Salisbury Bank and Trust – where 95 federal dollars will get you 100 Berk-
Shares. Record the 5 percent as a transaction fee earned rather than as a fee paid. Record 

the bonus payment to employees just as you 
would any cash payment – one BerkShare 
equals one dollar.

A list of the 400 businesses that have 
signed up to accept BerkShares is at the 
BerkShares website (berkshares.org/busi-
ness/search). Or you can find a pocket-sized 
directory at the banks when you pick up your 
BerkShares currency.

Not listed yet? It is free and easy to do 
online at berkshares.org or by calling the of-
fice 413-528-1737. Expect to provide a short 
description of your business.

Don’t forget you can also make dona-
tions to local nonprofits in BerkShares. They 

will send you a letter acknowledging your donation at par with federal dollars. They can 
spend it for an advertisement in BERKSHIRE TRADE & COMMERCE or for membership in the 
Southern Berkshire Chamber of Commerce or the Nonprofit Center of the Berkshires. Or 
a staff member can switch out their own federal dollars with BerkShares and use them for 
shopping for the family.

Only In My Dreams Events in South Egremont recently took the use of BerkShares up 
a notch with a special “Black Friday Meets BerkShares” promotion encouraging folks to 
keep their shopping local. The first 24 customers who came to “The Shop” on Main Street 
opened one of the doors in the wooden advent calendar. Behind each door was a 1, 5, 10, 
20, or 50 BerkShare to spend in The Shop or at any BerkShare business.

Only In My Dreams has also created fun ways to support favorite local nonprofits at 
any time of year with “Purpose Packs.” These are carefully curated, themed gift boxes of 
locally produced goods, tied to local nonprofits. Ideal gifts for those hard to please. Propri-
etors Oskar and Mike would be pleased to mail them for you. Every purchase engenders a 
twenty-five dollar donation back to the associated nonprofit.

To date there are Purpose Packs for Multicultural BRIDGE (Restorative Justice), 
BerkShares (Keeping It Local), Berkshire Theatre Group (Keeping Theater Alive), and 
Berkshire Immigrant Center (inspired by Immigrants), and more are on their way!

A big thanks to Berkshire Money Management for setting a high bar in supporting 
our small locally owned businesses. And a big thanks to those same businesses for the 
creativity and good spirit that characterizes the way they have pivoted to stay open for 
us during this pandemic.◆

Executive Director Susan Witt
Schumacher Center for a New Economics 
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Businesses such as Canna 
Provisions proud to play 
positive role in community 

Cannabis industry making its mark in Berkshires

LETTER TO THE EDITOR

Another way to “go as ‘mom and pop’ as you can”

A big thanks to Berkshire 
Money Management for set-
ting a high bar in supporting 
our small locally owned busi-
nesses. And a big thanks to 

those same businesses for the 
creativity and good spirit that 

characterizes the way they 
have pivoted to stay open for 

us during this pandemic.

Erik Williams is COO and co-owner of Canna 
Provisions, which operates adult-use recreational 
cannabis dispensaries in Lee and Holyoke.

BerkShares Business of the Month

Betsy Andrus is a �erce advocate for small businesses and she’s not afraid to tell you. As a 
fourth-generation Berkshire resident, she’s observed many changes to our downtown dis-
tricts over the years. When asked about the importance of shopping locally, she recounts 

a story that hits close to home. After her uncle made the di�cult decision to close their long 
standing family business, Harland B. Foster’s Hardware, Betsy said people would approach her to 
share how much they lamented its loss because they could always count on �nding the random 
screw or unique piece of hardware they needed. Businesses–especially during COVID– depend on 

our regular patronage, not just occa-
sional purchases. “�at’s exactly why 
a business goes under,” Betsy retorts. 
“If you think you’re saving money 
driving to a big box store to buy an 
item you think is cheaper, you’re actu-
ally losing money, because it’s leaving 
your area.” 

Betsy joined the Southern Berkshire 
Chamber of Commerce as its execu-
tive director after the town of Great 
Barrington celebrated its 250th anni-
versary in 2011. To maintain the ex-
citement generated by this milestone, 
the region needed a local leader who 
understood the community land-
scape. At the outset, Betsy recognized 
a disconnect: chamber membership 
wasn’t what it used to be and the value 
proposition for participating wasn’t as 

lucrative as in the pre-digital era when chambers served as marketing hubs. Betsy took on the task 
of revitalizing the organization. 

Betsy says the value of membership is di�erent for every business. Some businesses like to appear 
in the Chamber’s directory, some participate in their “Business After Hours” networking events, 
and others simply pay their dues because it’s ‘just what you do’ as a local business. �e Chamber 
quickly responded to COVID by providing resources and assistance with paperwork for loans and 
grants, in addition to publishing an information-packed weekly newsletter. While Betsy continues 
to promote membership to businesses, she recognizes their increased needs during COVID and 
encourages community members to direct their disposable income toward services like heating 
and rental assistance, food banks, and local nonpro�ts.   

�e relationship between the Chamber and BerkShares is a natural partnership. When BerkShares 
launched in 2006, organizers at BerkShares, Inc. worked with the Chamber to sign up the initial 
100 business participants and utilized the Chamber’s downtown location as a point of informa-
tion. �e chamber has always championed our region’s local currency; it’s in their best interest. 
Betsy knows the value of shopping locally, which is what makes her an e�ective ally.  

Betsy is working to revitalize and preserve our downtown districts in the way she knows best - be-
ing unapologetically vocal about the importance of keeping business in the Berkshires. “We all 
want to maintain the character of our downtowns,” she says “If you don’t support the businesses, 
they’re not going to be there forever, and you might not like the way it looks.”

Southern Berkshire Chamber of Commerce  
40 Railroad St., Great Barrington, MA      (413) 528-4284

more stories like this one at www.berkshares.org
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commentary

years. They support local charities, col-
laborate with local farms and family busi-
nesses for special events and attractions, 
and volunteer time and money where 
needed for communal benefit.

But therein lies the rub: Cannabis is just 
like any other business, and nothing like 
any other business at the same time.

First, know that we all share the 
same long-running regional concerns 
as legacy businesses; many have been 
amplified by the fact that most of us are 
still start-ups (it’s a new industry) and 
all of us are in growth mode. Attracting 
young persons and top talent to western 
Massachusetts is a frustration we share 
with legacy businesses, despite com-
mon notions that the pot trade is a “fun” 
and an exciting emerging industry with 
lots of professional growth opportuni-
ties. Which it is.

Finding suitable housing for trans-
plants relocating here is another 
concern we share with our fellow busi-
nesses (especially amidst the pandemic-
driven “great migration” currently upon 
the region). However, our own modest 
needs and difficulties pale in compari-
son to the greater housing shortage for 
lower wage employees in the Berk-
shires, as well as their limited public 
transportation options.

Another problem: Lack of high-speed 
internet access and bandwidth across the 
region, which only hampers business 
operations in the region (not to mention 
the new normal of remote schooling). 
And, like it or not, reliable high-speed 
internet access is a significant factor in 
deciding where to live, let alone establish 
a business.

When working with cannabis busi-
nesses, understand that our customers are 
your customers as well. Our clients span 
all demographics in age, gender, educa-
tional level, race and income. Surprising 
to most is that our average new cannabis 
consumer (or “canna-curious” as we 
call them) is over 50 years old! Couple 
that with the fact that we can easily 
have 2,000-plus customers a day and it 
becomes even more evident that we serve 
the same people.

Our employees are the customers of 
other local businesses – from gas stations 
to restaurants to antique shops to banks 
– and we specifically encourage them 
to frequent establishments that are local 
and accepting of us. In times like these, 
supporting one another is a currency more 
valuable than gold.

And it’s that support we ask for in 
return, if only because we may need to do 
things a bit differently from other busi-
nesses. For example, there are unique tax 
codes that apply only to cannabis business. 
And the specific classification criteria for 
business units, entities, and employees 
represent a sore spot of unjust regulation 
that all Massachusetts cannabis businesses 
feel at some point or another.

As a reminder, cannabis ventures are 
not simple, cheap or easily profitable. 
They can bear fantastic economics, 
but not without great risk and usually 
several years of development before the 
first dollar rolls in the door (and the first 
tax check is cut). We pay tremendous 
amounts of taxes to the commonwealth, 
our host municipalities and the federal 
government, and have tremendous costs 
associated with being a highly regulated, 
licensed business. That’s the law. We 
must be generous to employees and the 
community as a part of said licensure, 
and the industry takes pride knowing it 
can and often does pay a livable wage 
for work that until recently was consid-
ered illegal.

Unfortunately, many potential vendors 
and service providers come to us with 
prices that include a hefty mark-up from 
their normal pricing – referred to in the 
industry as the “green tax.” We at Canna 
Provisions have been in this game too long 
to pay that, and we keep an exhaustive list 
of those folks who try to take advantage of 
us based on their misconceptions. As the 
industry becomes more normalized, those 
who tried to (or actually did) add that 
“green tax” will end up left out of partici-
pating in this growing sector.

Stepping away from the industry specif-
ically, our executive team personally looks 
like any other company’s, and is made up 

We have made a massive, 
long-term commitment 
to – and investment in – 

the Berkshires because its 
natural resources, arts and 
entertainment, commitment 
to wellness, and uniquely 
positive ethics and values 

of its people make it a truly 
magical slice of America. We 
are proud to be a small part.

of individuals with extensive business and 
financial experience and acumen  – most 
of whom have already enjoyed long and 
successful careers in other industries. 
Most importantly, we are people who care 
deeply about our community and want to 
be partners.

At the time of this writing in early 
December, the U.S. House of Representa-
tives has just issued a landmark ruling 
after voting to federally legalize cannabis 
with the passage of the MORE Act. While 
it remains to be seen if it will have the 
ability to pass in the Republican-controlled 
Senate, the vote is nonetheless a signifier 
of the sea change of opinion toward can-
nabis as a plant, an industry and a means 
to economic recovery.

We couldn’t agree more. We have made 
a massive, long-term commitment to – and 
investment in – the Berkshires because its 
natural resources, arts and entertainment, 
commitment to wellness, and uniquely 
positive ethics and values of its people 
make it a truly magical slice of America. 
We are proud to be a small part.◆

email your firm’s news 
and announcements to:

info@btaconline.com

AT THE END OF EACH 
MONTH, WHICH 

QUESTION DO YOU 
ASK YOURSELF?

QUESTION #1: I have so much 
money left over, I don’t know 

what to do with all of it 
…or…

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

ONE MORE QUESTION: Does your 
current processor live 

in the Berkshires?
Living here means I 
spend my money in the 
local economy with 
local businesses. 
Where does your 
processor spend 
his paychecks?

Don Raiche   
WHEN IS THE LAST TIME YOU GOT A 

QUOTE ON YOUR CREDIT CARD RATES?
I have been very successful in saving 
other business owners money each 
month. I can provide you with a free, 
no obligation analysis of your current 
credit card processing program and 
see if I can save you some money.

References available.

413-637-2100
www.BerkshireMerchantServices.com
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BY JOHN TOWNES
There’s a new patch of green in the iconic 

Flatiron Building in downtown North Adams.
The Plant Connector opened in September 

in a storefront in the building (also known as 
the Hayden Block) at 48 Eagle St.

Co-owner Emilee Yawn described it a 
“plant and gift shop and art gallery.”

The shop primarily sells plants and related 
accessories, but also has space used to display 
the work of local artists, including work with 
a botanical theme. It also carries a variety of 
other gift items.

Her partner in the venture is Bonnie Marks, 
who works at Jacob’s Pillow Dance Festival 
in Becket.

Yawn said their goal is for the Plant Con-
nector to be more than a retail store.

“It’s a business, but it’s also intended to 
be a community space, especially for people 
who love plants,” said Yawn. “I suppose you 
could describe it as a bridge between com-
merce and art.”

She added that she views plant sales as 
broader than a financial exchange. “It’s 
not a transaction like in a big-box store,” 
she said. “I see it more as a relationship. If 
someone buys a plant here, and has questions 
or problems later on, I want to be there to 
help them out.”

The shop is open Wednesday through 
Sunday from 10 a.m. to 6 p.m.

It carries about 200 plants, primarily 
houseplants and varieties suitable for use in 
terrariums and container gardens. It also sells 
related supplies, such as pots and watering 
cans, and materials for containers.

“I try to include plants that are unusual or 
hard to fi nd,” Yawn noted.

There is also a small lending library of 
books about plants and gardening and a 
seed exchange.

The gallery features art connected to plants 
and nature. Yawn said she plans to feature 
work in a variety of media with a different 
month-long show throughout the year. An 
emphasis will be on local and regional artists, 
although she will also feature some artists 
from elsewhere whose work merits showing.

For example, a show that opened Oct. 
22, “A Plant Based Circle,” features mixed-
media works by northern Berkshire artists 
Eleanor Derby-Kilfoyle, Kristin Graves, 
Tina Louise, Fran Berasi, and Alicia Canary.

Yawn noted that she received a $5,000 
grant from the Massachusetts Cultural Coun-
cil to provide artists with stipends for shows.

“Some of the art is for sale, others are 
only for display, depending on the individual 
artist’s preferences,” she said. “The main 
purpose is to make it available for the public 
to enjoy. I want people to feel comfortable 
just visiting without the pressure to buy.”

The Plant Connector (415-629-5035 or 
www.theplantconnector.com or Facebook 
page theplantconnector) also carries an 
eclectic selection of other items, including 
soaps and body products, home decor, sta-
tionary, spices and other merchandise, with 
an emphasis on local and regional producers.

Packing all of that into a 900-square-foot 
storefront was a challenge, Yawn acknowl-
edged. “I was initially a concerned about 
the size,” she said. “Fortunately I have a 
background in design and have been able to 
make the most of the space. It’s surprising 
how much we’ve been able to fi t into it.”

Door opened by layoff
While starting a business oriented to com-

munity interaction would seem to be contrary 
to the isolating realities and restrictions of 
the COVID pandemic, Yawn takes the tim-
ing in stride.

In fact, she noted, the COVID shutdown 
last spring actually prompted her to start the 
business when she was laid off as a result of it.

Yawn is originally from Modesto, Cali-
fornia. She received a Bachelor of Fine Arts 
degree from Massachusetts College of Art 
and Design with a concentration in envi-
ronmental design. She received a Master of 
Arts from the Boston Architectural College 
and studied landscape urbanism. She has 
worked in leading design fi rms in Cambridge, 

London and San Francisco. She also worked 
at technology companies.

She is also an artist (www.emileeyawn.
com) whose work has been exhibited at Art 
Week Miami, ICA Boston, the San Francisco 
Bay Area, and in North Adams.

Yawn previously lived in San Francisco 
before moving to North Adams several 
years ago.

“I was ready to leave northern California, 

and I considered places all over the country,” 
she said. “I thought I’d want to move to a 
large urban area. But while I was on the East 
Coast I visited North Adams to go to MASS 
MoCA and fell in love with the area. Everyone 
I met was friendly and welcoming. Coming 
from the city, I was blown away by the fact 
that you could cross the street without people 
trying to run you down.”

continued on page 14

what’s NEW? assortment of covid-era startups

THE PLANT CONNECTOR

Cozy shop putting 
down roots in 

Eagle Street space

Co-owner Emilee Yawn (above) says her and partner Bonnie Marks’ goal for The Plant Connector is to be more than a retail store. “It’s a business, but it’s also 
intended to be a community space, especially for people who love plants,” she says. “I suppose you could describe it as a bridge between commerce and art.”

FREE Business Listing
www.SupportTheBerkshires.com

LOCAL
Think.

SHOP. BUY.
WE PROUDLY SPONSOR LOCAL BUSINESS

Partners: 

Berkshire
Health Systems

NORTH       ADAMS
CHAMBER OF COMMERCE
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continued from page 12
When she moved here, she received a grant 

from Assets for Artists, a program sponsored 
by MASS MoCA that provides resources for 
professional development and financial sup-
port for artists who relocate to North Adams. 
It includes a grant that matches savings from 
participating artists.

“For a while I did the ‘Berkshire Shuffle’ 
of holding several part-time jobs to make 
ends meet,” she said. “I eventually got a 
job on the office staff 
at Jacob’s Pillow.”

Yawn was laid off 
during the initial CO-
VID shutdown last 
spring.

“I enjoyed working 
at Jacob’s Pillow, but 
I was restless working 
in an office,” she said. 
“I’m an artist at heart. 
I also had been wanting to get back into 
working with plants and landscapes again. 
So, when I lost my job, I decided this was an 
opportunity to pursue those interests again 
and look for a way to combine them.”

She had met Marks at Jacob’s Pillow. 
Marks, who still works there, agreed to 
become Yawn’s business partner.

Yawn said once they made that decision, 
things fell into place. “The timing of every-
thing that happened was unbelievable,” she 
said. “One thing has led to another in an 
organic way, almost as if it was meant to be.”

The space on Eagle Street became avail-
able when a friend who had planned to rent 
the storefront had a change of plans. “As soon 
as I learned about it, I contacted the landlord,” 
she said. “I looked at it and decided we can 
do something with this.”

They used personal funds for the modest 
start-up costs.

Yawn said she is taking the restrictions 
imposed by COVID in stride. Because she 
started the business during the pandemic, 
she said she was prepared for its ongoing 
impacts.

“I didn’t expect it to be a booming busi-
ness right away,” she said. “In fact, I didn’t 
really have any expectations. I was prepared 
for the possibility that I’d open the door and 
no one would come in.”

In addition to a philosophical attitude, her 
plans had a pragmatic 
side. “I’ve done my 
research, and know 
that houseplants are a 
trend,” she said. “So 
there is a market if we 
can hang in through this 
period.”

Yawn is also build-
ing an e-commerce 
website to augment 

in-store sales. “I’ve worked in e-commerce 
in the past, and know how to do it,” she said. 
“I’m also looking at local plant deliveries if 
COVID gets worse.”

She also is planning to use the shop as 
a base to cultivate outside work utilizing 
her background as a landscape and garden 
designer, and her knowledge of plants.

“I’m looking at all possible scenarios to 
make this sustainable,” she said. “And I’m 
looking forward to the time when we can 
host more public activities.”

Despite concerns and restrictions related 
to the pandemic, she said the retail walk-in 
business has been surprisingly strong.

“The community has been very support-
ive,” she said. “Although we can’t have a lot 
of people in here at a time, they have been 
coming in steadily. We’re not making money 
yet, but it’s been enough to keep going. And 
the possibilities are endless.”◆

Emilee Yawn notes that a portion of The Plant Connector has been allocated for the display of works by 
local and regional artists, which is supported by a $5,000 grant from the Massachusetts Cultural Council.

SKIN AWAKENING

Esthetician opts 
for small setting 

over corporate spa
BY BRAD JOHNSON

On a few different levels, experienced es-
thetician Amy Mannix has picked an unusual 
time to go out on her own with the opening of 
her new business, Skin Awakening, in Lenox.

Based at 25 Franklin St., Skin Awakening 
offers a variety of facial and body treatments, 
with a special emphasis on a natural approach 
to skin health.

“I have always been interested in health 
and wellness,” said Mannix. “And combin-
ing esthetics with a more holistic approach 
to skin health is something I have focused 
on throughout my career.”

A large part of that career has been spent 
at Cranwell Resort Spa 
& Golf Club in Lenox, 
which recruited her to 
join their still-new spa 
team in 2003.

“I was working in 
Northampton early in 
my career, and someone 
from Cranwell con-
tacted me shortly after 
they had opened,” she 
recalled. “I loved western Massachusetts and 
at one time had wanted to work at Canyon 
Ranch, so this seemed like a good step to take.”

That step led to a long tenure managing 
the esthetician team at Cranwell, and more 
recently overseeing the transition of those spa 
services as the Lenox destination took on its 
new life as Miraval Berkshire this summer.

However, shortly after Miraval’s debut, 
Mannix gave notice of her decision to leave 
the place she had worked for almost two 
decades.

Matter of balance
“It was a matter of balance,” she said 

regarding the rationale for leaving her long-
time job. She noted, on one hand, that the 
change from being a small independently 
owned resort to being part of a much larger 
hospitality corporation had its own upside.

“There were a lot of benefits to that,” she 
said, “but also some trade-offs. I put 100 
percent into everything that I do, and I knew 
that [with the change to Miraval] it would 
mean long hours and some late nights.”

Recognizing that this type of commitment 
and schedule would increasingly infringe on 
time with her family, which includes two 
pre-teen children, Mannix chose a different 
path to continue her career.

“It was a very difficult thing for me to 
do,” she said. “The people I worked with 
there are very close to me. But, as soon as I 
brought myself to say it out loud, I knew it 
was the right thing to do.”

The decision to start her own business also 
came amidst the COVID-19 pandemic, which 

has dramatically changed how many busi-
nesses operate, including those such as Skin 
Awakening that offer hands-on spa services.

“I had been thinking about doing this 
before COVID,” Mannix said. She noted 
that, while the pandemic does change how 
certain services are provided, being able to 
finalize her decision to start her own business 
with clear knowledge of the pandemic and 
its impact actually proved beneficial.

Mannix explained that, because the tran-
sition from Cranwell to Miraval was still 
in progress when the COVID crisis first 
emerged earlier this year, the spa operations 
there were also on hiatus and thus were not 
initially affected by the state’s emergency 
shutdown order for nonessential businesses.

However, the ongoing planning and prepa-
ration to offer spa services when Miraval 
officially opened in July suddenly took on 
an additional focus of safety protocols for 
the pandemic.

“The COVID safety is very highly 
stressed,” Mannix said. “It’s really important 
that we keep things safe.”

The commitment to 
safety that she helped 
implement at Miraval 
also guided her own ef-
forts to establish simi-
lar protocols when it 
came time to open Skin 
Awakening.

That opening came 
about very quickly. 
Mannix officially left 

her position at Miraval on Aug. 31, and 
by early October was ready to open Skin 
Awakening.

That speed was made possible in large 
part because of an ideal arrangement she 
was able to make for a space in which to 
operate her new business. Mannix explained 
that her mother-in-law, Dolores Mannix, has 
operated the Summit Center for Vibrant Liv-
ing, a therapeutic healing arts and wellness 
business, for the past three years in a leased 
office at 25 Franklin St.

As part of the process of launching Skin 
Awakening and gradually reopening the 
Summit Center following the state shutdown 
order, they worked out an arrangement to 
share the space. “It helps us both out to share 
costs,” said Mannix, explaining that they use 
the building on alternate days. “I have three 
days – Tuesday, Wednesday and Saturday,” 
she said. “I set up a space that works for me 
that feels cozy and homey.”

On a certain level, Mannix noted, this type 
of small-scale, more intimate setting that she 
can provide at Skin Awakening is a better fit 
for the kinds of concerns many people are 
feeling these days about potential exposure 
to COVID.

“It’s a very nice space, and I’ve been 
getting great feedback about it,” she said. 
“They love it.”

The setting is also very private, with only 
one client in the office with Mannix at a 
time. Along with a host of safety protocols 
followed during a session, additional time 
is scheduled after each client to allow for a 
thorough cleaning.

what’s NEW?

“Although we can’t have 
a lot of people in here at a 

time, they have been coming 
in steadily. We’re not mak-
ing money yet, but it’s been 
enough to keep going. And 

the possibilities are endless.”

“I have always been inter-
ested in health and wellness,” 
said Mannix. “And combin-
ing esthetics with a more ho-
listic approach to skin health 
is something I have focused 
on throughout my career.”
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“It’s a learning curve, and we’re getting 
used to it gradually,” she said. “It’s amazing 
how we adapt and learn.”

Reconnecting with clients
In her first weeks of operation, Mannix 

said the primary challenge has been recon-
necting with former clients who she hasn’t 
seen since spa services were suspended in 
early 2019 as part of the transition to Miraval. 
“I lost contact with many customers during 
that period,” she said.

However, she believes the holistic ap-
proach she takes to her work as an esthetician 
will draw some of those clients back to her, 
along with new ones as well.

“I’m proud to have a background in nutri-
tion and alternative healing methods,” she 
said. “It allows me to offer more than just 
the esthetics side.”

Mannix is also an oncology trained estheti-
cian, which equips her with specialized skills 
in dealing with skin-care issues related to 
certain types of cancer and their treatment. 

“I’m planing on promoting this more going 
forward,” she said.

While the services of an esthetician 
generally place an emphasis on outward 
appearance, Mannix said there can be much 
more to it than that. “In some ways it can 
be seen as superficial, but it’s also about the 
confidence you walk away with,” she said. 
“People just come in for loving care, and I 
help remind them of the beauty they have. 
It’s a very rewarding field.”

Services at Skin Awakening (413-551-
7541 or SkinAwakeningLenox.com) are 
available by appointment on Tuesday and 
Wednesday from 10 a.m. to 6 p.m., and 
Saturday from 10 a.m. to 7 p.m.◆

assortment of covid-era startups

Esthetician Amy Mannix says that strictly adhering to safety protocols is very important to her and her 
clients, many of whom feel more comfortable in the intimate setting that she provides at Skin Awakening.

BY JOHN TOWNES
Last winter when Will Schmitt was prepar-

ing to open his new venture, Dragon Well Tea 
Shop in North Adams, he envisioned a setting 
that would combine a brick-and-mortar tea 
shop with the qualities of a winery’s tasting 
room, and the social elements of a traditional 
coffeehouse.

However, as his work was progressing, the 
health crisis caused by the novel coronavirus 
reached this region and led to a clampdown 
on social interaction in March.

“One day I got my final paperwork to open 
the shop signed,” he said. “But the next day 
everything was literally closed down.”

Rather than abandoning his plans, Schmitt 
regrouped and reoriented the business.

“The basic spirit of this is personal con-
nection,” he said. “I had planned to promote 
and advertise it as a community gathering 

spot. But instead, I’ve kept a low profile, and 
focused more on online sales and deliveries.”

Dragon Well Tea Shop (515-468-1989 ) is 
in a 250-square-foot storefront at 149 Eagle 
St. It is open from 5 to 8 p.m. Tuesday thru 
Friday and noon to 8 p.m. on Saturday.

As the guidelines for business openings 
subsequently eased through the spring and 
summer, Dragon Well did open for on-site 
walk-in sales. While the shop’s COVID ca-
pacity is limited to six people, Schmitt also 
allows small groups to come for a longer 
teahouse experience by appointment.

Dragon Well carries 40 varieties of loose-
leaf tea from around the world including 
black, green, herbal, chai, oolong, white and 
pu’er. These are sold in various mixes such 
as Earl Grey, Jasmine, Turmeric, Greylock 
Green Chai, Mild Moroccan Mint, and many 
others. It also carries Dragon Well Tea, which 
is Schmitt’s favorite and the shop’s namesake.

They are sold by the ounce at prices rang-
ing from $2 to $7.50

“One ounce lasts for eight to 12 servings, so 
it’s a very affordable product,” Schmitt noted.

Orders can be purchased or picked up 
at the shop or shipped. He also delivers to 
customers locally.

Building customer base
During the pandemic, online sales have 

been the primary source of revenue. “That’s 
what got us through the summer,” Schmitt 
said. “Those have driven thousands of dol-
lars in sales.”

He explained that he has cultivated a 
customer base of local residents and more 
distant buyers.

“I announced this on the Good News 
North Adams Facebook page,” he said. “As 
soon as I posted, I immediately got three 
responses for orders. I also set up a page on 
Instagram (@dragonwellberkshires) with 
photos of teas and the shop. Pretty soon, 
others started posting their own pictures of 
teas, and it developed a following.”

continued on next page

DRAGON WELL TEA SHOP

Social distancing 
leads to emphasis 

on online sales
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continued from previous page
He also has an e-commerce website (drag-

onwellteashop.com) with an ordering system.
Nevertheless, his original vision of a physi-

cal store and teahouse is also developing in 
a more limited way.

“It’s a tiny teahouse that you could call 
a hidden spot, and COVID certainly limits 
what I’ve been able to do,” he said. “But 
it’s working. Although it’s not generating 
high traffi c, it has a slow but steady fl ow of 
people coming in. We have about 200 regular 
customers so far.”

He believes that one advantage of the 
shop’s specifi c space is its history. “For a long 
time it was Neville’s 
Donuts,” he said. “I 
learned that Neville’s 
was a very popular spot 
and had a special place 
in the city.”

Schmitt added that 
he is fi nancially able to operate the tea shop 
because he has had other employment. He 
initially worked as a caregiver for a social 
service agency. Recently he was hired for a 

staff position in neighborhood development 
and organizing at the Northern Berkshire 

Community Coalition.
“I love that job,” he 

said. “There are a lot 
of exciting things hap-
pening here. I also see 
this as having similar 
values as the tea shop 

in terms of bringing people together.”
In conversation and his life experiences, 

Schmitt seems to be a paradoxical mix of an 
easygoing free spirit and a pragmatist, and an 
independent loner who is also very sociable 
and community oriented.

He is a native of rural Iowa and grew up 
in the town of Winterset, which was the 
setting of the novel and fi lm The Bridges of 
Madison County.

He was a business student at the University 
of Iowa, and then worked in the fi nancial 
services sector as an employee of the global 
bank ING in Des Moines.

“After a while I decided that was not what 
I wanted to do, and I took 10 months off to 
tour with a punk band,” he said.

After that, he moved back to Winterset 
as a home base, while living a peripatetic 
lifestyle as a touring musician. “My music 
has changed since my punk days,” he said. 
“I’m more of a singer-songwriter now.”

In addition, he spent much time in the 
outdoors, including long trips hiking the 
length of the Pacifi c Coast Trail and the 
Appalachian Trail.

“In some ways, I’d call the Appalachian 
Trail one of my homes,” he said. “I could 
happily live in the woods forever.”

In Vermont he was on the staff of a wilder-
ness therapy school for young people.

Steeped in popularity
Schmitt fi rst came to North Adams last 

year to work as a volunteer at the Fresh Grass 
Festival at MASS MoCA. He said circum-
stances led him to set up his tea business here.

“I was trying to fi gure out a business op-
portunity that was in tune with my values, and 
be in a place that was accessible to nature,” 
he said. “My parents introduced me to tea 
when I was a kid, and I loved it instantly. It’s 
always been an important part of my life. 
Plus there’s a very supportive community 
around tea.”

His pragmatic side also investigated the 
market potential. “Tea is becoming very 
popular, and teahouses are popping up all 
over the country,” he said. “So I was confi dent 
this type of business can succeed.”

While visiting North Adams, Schmitt saw 
a notice that the space on Eagle Street was 
available, and he contacted the owner Al 
Aubin (who is part of the family that had 
operated Neville’s Donuts).

“Meeting Al was what sealed the deal for 
me,” he said. “He understood what I wanted 

what’s NEW?

Will Schmitt says pandemic-related restrictions have prevented Dragon Well Tea Shop from developing the kind of warm social ambiance he envisioned for the 
business. “It’s a tiny teahouse that you could call a hidden spot, and COVID certainly limits what I’ve been able to do,” he says. “But it’s working.”

to do and was extremely supportive and 
enthusiastic. He has been more than willing 
to work with me on this.”

Schmitt said his initial goal is to ride out the 
pandemic and build a foundation for future 
growth. That includes continuing to grow 
his e-commerce business. He also wants to 
develop a wholesale operation.

“I see it as being in the incubator stage,” 
he said. “I’m still committed to developing 
the physical teahouse, and at some point will 
probably move into a larger space.“

He said he intends to continue with his 
work at NBCC and hopes to eventually hire 
a staff to handle many of the operations of 
the teahouse.

Schmitt added that he has a particular 
interest in social-impact entrepreneurship 
and community-based businesses.

“One of the good things about a small busi-
ness is that you can do it according to your 
own ethics and values,” he said. “What I hope 
to achieve eventually is to establish this as a 
model for how others can start and operate 
a sustainable tea business themselves.”◆

“One of the good things 
about a small business is that 

you can do it according to 
your own ethics and values.”

BY JOHN TOWNES
The old saying “If you build a better 

mousetrap, the world will beat a path to 
your door” also seems to apply to donuts, 
at least according to the experience of one 
Adams business.

Since opening their doors on Oct. 10, Shire 
Donuts at 52 Summer St. has had a constant 
stream of customers and sold approximately 
14,000 donuts in its fi rst month, according 
to Jeff King, who co-owns the business with 
his wife Heather.

That is especially impressive considering 
the business is only open on Fridays, Satur-
days and Sunday from 7 to 11 a.m.

“That works out to an average of about 
300 donuts per hour,” said King, who has a 
background as a fi nancial analyst.

The business specializes in fresh cake 
donuts made on site, which people can cus-
tomize by selecting their own combinations 
of frosting and toppings.

Their base product is a cake donut, in 
contrast to the yeast-based version that are 
made for mass-market retailing. This type of 
donut has a different consistency and taste.

“Another benefi t is that they have a longer 
shelf life,” King said. “They’re still good 
several days later. In fact, personally I prefer 
to eat them the next day.”

The selections include basic donut varia-
tions such as cinnamon sugar and powdered 
sugar. They also come with variety of icings 
such as vanilla, chocolate, strawberry, maple 
and peanut butter, among others.

Customers can also add toppings includ-
ing chocolate sprinkles, Oreo cookie pieces, 
streusel crumbs, mini-marshmallows, and 
even bacon bits, among others. Another 
option are drizzles in a variety of fl avors.

“There are hundreds of possible combi-
nations,” noted King. “People can choose 
whatever mix they want. But to help make 
it easier, we also have a selection of Shire 
Standards and Staff Favorites.” 

These include varieties such as Choco-
late Covered Strawberry (strawberry icing 
and chocolate drizzles), Sunrise (lemon 
iced with raspberry drizzle), and Maple & 
Bacon (maple iced with chopped bacon). 
Staff Favorites include more elaborate 
variations, such as the Samoa (caramel, 
coconut, and chocolate) and Blueberry 
Pancake (blueberry iced with powdered 
sugar and maple drizzle).

To effi ciently handle this complex pro-
duction process, the Kings have set up a 
mini-assembly line with a conveyor belt. 
Customers place their orders, and then watch 
the donuts being made in front of them.

King said there is an ongoing process 
of fresh donuts being fried throughout the 
morning, which customers can also watch 
as their orders are being fi lled.

SHIRE DONUTS

Tasty vacation 
memories bring 
couple full circle

103 West Park Street
Lee, MA  01238
(413) 243-4331
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assortment of covid-era startups

“My job is to make the batter and ensure 
that there is always a fresh supply of donuts,” 
said King. “Heather and other staff do the 
finishing.”

For that part of the process they use donuts 
that were cooked just moments earlier and 
have cooled sufficiently for toppings to be 
added.

The overall process takes about five 
minutes. “That’s part of the experience,” 
said King. “Kids love to watch it. And many 
adult customers take out their cell phones 
and record it.”

King said Shire Donuts has developed a 
base of regular local customers, as well as 
people who travel there from other parts of 
the Berkshires. “We even had someone from 
Westfield who drove to Adams specifically 
to come here for donuts,” he said.

Prices are $1.75 for a single donut, $ 9 per 
half-dozen and $15 per dozen. To to along 
with their donuts, customers can also select 
from a few different varieties of fresh-brewed 
New England brand coffee.

Vacation highlight
The Kings, who have three daughters, 

based their business on a donut shop they 
regularly visited on family vacations to the 
Outer Banks of North Carolina.

“That was always one of the highlights 
of the trip,” said King. “It was a great place 
because everyone there was very happy as 
they came out. In addition to the donuts, it 
just felt good going there.”

He said they always thought of opening 
something similar when they returned home.

“But then, we’d get back into our lives 
and forget about it,” he said.

They began to take the idea more seriously 
after they bought the Summer Street building 
last year. It includes two upstairs apartments 
and two commercial storefronts. One space 
is occupied by the Corner Lunch Cafe.

“We initially bought it as a real estate 
investment,” said King. “We didn’t have 
this in mind. But one of the storefronts was 

vacant, and we started thinking this was an 
opportunity to finally do what we had been 
talking about for years. So we went ahead 
with it.”

They spent the summer renovating the 
800-square-foot space.

“It was in pretty rough shape, with things 
like worn out carpeting and old paneling,” 

he said. “We did extensive work on it and 
remodeled it to look like a traditional bakery.”

They invested personal savings into the 
venture.

King noted that they have deliberately 
limited the hours to three mornings a week. 
Jeff sells real estate and is a consultant. 
Heather is a nurse and also sells real estate.

“We have other jobs, so our time is 
limited,” he explained. “Also, we always 
envisioned it as something that would be a 
weekend treat for people.”

However, he added, they are considering 
setting up one or more Shire Donuts shops in 
other Berkshire communities at some point.

continued on next page

Heather and Jeff King have used a vacant storefront in the commercial building they own at 52 Summer St. in Adams to launch their new venture, Shire Donuts.
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BERKSHIRE MERCHANT SERVICES
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continued from previous page
The store has a staff of 12. In addition to 

Jeff and Heather, their daughters and other 
friends help.

Like all businesses, their venture is im-
pacted by the COVID pandemic. It has no 
inside seating, but they use extensive sanita-
tion protocols and control the flow of people 
for social distancing.

King added that they have been working 
to reduce the waiting 
time and lines. They 
recently launched a 
new website (shiredo-
nuts.com) and system 
for placing orders in 
advance.

“With the combina-
tion of cold weather 
and COVID, we want 
to make it possible for 
people to place and 
pick up an order without waiting,” King said. 
That also includes an option for curbside 
pickup, where customers can call upon ar-
rival (413-776-7271) and have their orders 
brought out to their car.

As if customers don’t already have enough 
options and variations to choose from for 
their donuts, King said they plan on adding 
even more in near future. This, he explained, 
will involve additional flavor options for the 
basic cake batter used for the donuts.

“What we’re looking to do is develop dif-
ferent flavors that we can offer as a special for 
each month,” he said. “For example, we’re 
planning on having a red velvet donut in 
February, and in summer doing a blueberry 
flavored batter.”

Pop-up fund-raiser
In late November, Shire Donuts departed 

from its usual weekend-only schedule with a 

special four-hour sales event the day before 
Thanksgiving to raise funds for Pop Cares, 
a local nonprofit organization helping can-
cer patients in the northern Berkshires and 
bordering southern Vermont towns.

“It was a very successful event,” said 
King, noting that they sold out their entire 
supply of 210 half-dozen donuts at $9 each, 
with 75 percent of proceeds going directly 
to Pop Cares. Along with some $300 col-

lected in the tips jar and 
other donations made 
separately from donut 
sales, a total of $2,000 
was raised.

“For four hours it 
was inspiring to see 
the kind of generosity it 
generated,” said King, 
who noted that the im-
promptu event was 
promoted and shared 

on Shire Donuts’ and Pop Cares’ Facebook 
pages. “Word got out quickly. That’s all it 
takes these days.”

He said they were inspired to hold the 
event when circumstances this year led to 
the cancellation of the annual Christmas tree 
sale fund-raiser held by Pop Cares. He noted 
that Bounti-Fare Restaurant in Adams held a 
drive-through fund-raiser to help offset the 
financial impact for the organization. “We 
thought that maybe if enough businesses do 
a little something, that will help offset all of 
[the lost revenue] for Pop Cares,” he said. 
“So, we decided to do our part.”

King said that holding this kind of 
community-focused event reinforces the 
reason the couple decided to open their busi-
ness. “We want what we do to be about the 
community,” he said. “Being able to help a 
great organization like Pop Cares was very 
satisfying for us.”◆

“What we’re looking to do is 
develop different flavors that 
we can offer as a special for 
each month. For example, 

we’re planning on having a 
red velvet donut in February, 
and in summer doing a blue-

berry flavored batter.”

MARJORAM + ROUX

Opportunity 
comes at right 
time for cafe

BY JOHN TOWNES
Adapting to the restrictions imposed by 

the COVID pandemic has been a formidable 
challenge for existing business, including 
those in the food-service industry. Some 
eateries have disappeared in the wake of 
the COVID closures and limitations of 
customers.

Nevertheless, in some cases new busi-
nesses have also been 
star ted during the 
pandemic. For these 
emerging businesses, 
facing the realities of 
COVID has been a 
necessary part of their 
initial business plans, 
even as their ultimate 
goals is to survive and 
prosper in the post-
pandemic economy.

One of these is Marjoram + Roux, which 
opened in September at 47 Railroad St. in 
Great Barrington. Open from 8 a.m. to 5 p.m. 
Tuesday through Saturday and 9 a.m. to 4 
p.m. Sunday, it serves breakfast, lunch and 
snacks, primarily for takeout.

Marjoram + Roux (413-528-1223 or 
www.marjoramandroux.com) is owned by 
Daire Rooney and James Corcoran, who 
have extensive restaurant experience, most 
recently as executive chefs at the Interlaken 
Inn in Interlaken, Conn.

The couple say their goal is for Marjoram 
+ Roux to ultimately become a full-service 
sit-down restaurant and cafe when the pan-

demic eases and guidelines allow eateries 
to operate on a more normal basis.

The 1,250-square-foot storefront was 
previously occupied by H.R. Zeppelin hand-
made chocolates. Prior to the pandemic, the 
owner of that business had offered them the 
opportunity to take over the space.

“At the time we weren’t ready for that,” 
said Rooney, noting that they were fully 
engaged with dining operations at the In-
terlaken Inn.

Earlier this year, after the pandemic’s ar-
rival had caused widespread disruption in the 
hospitality industry, they were approached 
again about taking over the 47 Railroad St. 
space. “We decided to take another look at 
it,” said Rooney.

She acknowledged that they had to think 
hard about starting a restaurant during the 

pandemic.
“We originally had 

concerns about CO-
VID,” said Rooney, 
whose experience also 
includes working as 
head chef at Mezze 
Bistro + Bar in Wil-
liamstown and the 
former Allium Res-
taurant + Bar in Great 
Barrington. “But we 

finally decided we could do it. Our idea was 
to focus on takeout initially and try to build 
a business that will be sustainable, even if 
COVID is prolonged.”

They purchased the equipment and fur-
nishings of H.R. Zeppelin and arranged for 
a transfer of the lease. They made minor 
adaptations to the space and received local 
permits to prepare and sell food.

Solid start
Their initial experience this autumn has 

been encouraging. “Business has been 
surprisingly good, considering the circum-
stances,” Rooney said.

what’s NEW?

“We originally had concerns 
about COVID,” said Rooney. 

“But we finally decided we 
could do it. Our idea was to 

focus on takeout initially and 
try to build a business that 
will be sustainable, even if 

COVID is prolonged.”

The Kings display one of the signs positioned inside Shire Donuts to help customers with their selections.

Customers at Marjoram + Roux take advantage of mild weather on a late November morning to enjoy 
their snack at one of the outdoor tables in front of the new cafe on Railroad Street in Great Barrington.
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During the week, she said, their business 
includes primarily local customers, including 
people working at other downtown busi-
nesses. “We’re getting regular customers 
and call-ins from downtown workplaces,” 
she said.

On weekend they have also been attracting 
out-of-town visitors.

“Our emphasis is on freshly made home-
cooked food, and we use ingredients from 
local producers as much as possible,” said 
Rooney. “The menu will be based on sea-
sonal items.”

Their menu includes breakfast items in-
cluding frittatas, bagels with toppings, ham, 
egg and cheese on a brioche, and pastries. 
Lunch includes soups, salads, sandwiches 
and paninis.

In addition to a staple menu, specials are 
featured daily, which are listed on a large 
paper scroll hanging just inside the doorway. 
On one recent day, selections included Sau-
sage Roll, Salmon Rillettes, Cheese and Herb 
Scones, and a Turkey Reuben Sandwich, 
among others.

They also have a case with salads and 
other items, including prepared meals for 
takeout and reheating.

Prices range from $3.50 to $13 for break-
fast items and from $9 to $14 for soups and 
sandwiches.

Also available are coffee, cappuccino, 
lattes and other beverages.

There is a selection of retail items including 
chocolates, specialty foods, handmade crafts 
and other locally originating merchandise.

To adhere to COVID guidelines, Marjoram 
+ Roux presently has only two tables for 
indoor on-site dining. During seasonable 
weather they also have a small number of 
sidewalk tables.

“When we first opened, Great Barrington 
had outdoor tables for restaurants on Railroad 
Street, too,” said Rooney, referring to a town 
initiative to provide additional outdoor din-
ing space during the pandemic. “That was 
helpful, and a lot of our customers ate there.”

The business is still evolving. Rooney said 
they are exploring possible ways to enhance 
their service, such as providing for online 
ordering and offering curbside pickups.

For Thanksgiving they featured a special 
menu of side dishes for holiday meals to go.

They also plan to eventually expand their 
kitchen facilities and offer additional types 
of meals.

Currently they have two employees in 
addition to themselves.

While Rooney and Corcoran are looking 
forward to the day when they can offer on-site 
dining at full capacity, they are pragmatic in 
their expectations.

Rooney believes the need to emphasize 
takeout service has become a new reality 
for the restaurant industry. “More people are 
eating like this, and takeout is likely to be 
prevalent for a while, ” she said.◆

After passing on an earlier pre-COVID offer to take over the 47 Railroad St. space, Daire Rooney and James 
Corcoran decided to take the plunge when the opportunity arose again amidst the pandemic’s disruption. 

BERKSHIRE DOGS UNLEASHED

Business provides 
canine services for 
residents, visitors

assortment of covid-era startups

BY JOHN TOWNES
Berkshire County’s hospitality sector has 

a new member, with a canine focus.
Berkshire Dogs Unleashed, which opened 

in early November at 439 Pittsfield Rd. in 
Lenox, is a full-service dog boarding, day 
care, grooming and training business. It 
serves breeds of all sizes.

Located in the rear of the commercial 
complex that includes Papa John’s Pizza and 

continued on page 24
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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
65 Center St.
Buyer: Ryan Maher
Seller: Deborah Morey +
Price: $109,900
Mortgage: $141,505
Lender: Greylock FCU
Date: 10/19/20

23 East St.
Buyer: Scott Tolmach
Seller: Allyson Labelle
Price: $220,000
Mortgage: $216,015
Lender: Academy Mtg
Date: 10/15/20

7 Elm St.
Buyer: Linda Eldred
Seller: Richard Frederick
Price: $154,000
Mortgage: $108,000
Lender: TD Bank
Date: 10/2/20

5 Godek St.
Buyer: Jamal Ahamad +
Seller: Henry Yarnal +
Price: $143,000
Mortgage: $140,211
Lender: Radius Fncl
Date: 10/23/20

22 Highland Ave.
Buyer: Seth Shepard +
Seller: Howard Wineberg 
RET +
Price: $277,002
Mortgage: $221,600
Lender: Greylock FCU
Date: 10/14/20

14 Meadow Ln.
Buyer: Karen Medeiros +
Seller: Scott Lebeau
Price: $149,100
Mortgage: $146,398
Lender: Residential Mtg
Date: 10/5/20

Orchard St.
Buyer: Olawale Oladehin +
Seller: Stephen Brown +
Price: $250,000
Mortgage: $200,000
Lender: Adams Community
Date: 10/13/20

66 Park St.
Buyer: Kevin Aubin +
Seller: C&Arlene 
Schneider RET +
Price: $160,000
Date: 10/16/20

16 Smith St.
Buyer: Christopher 
Knowles +
Seller: John Bednarz +
Price: $153,000
Mortgage: $145,350
Lender: Adams Community
Date: 10/8/20

2 Sommer Hill Rd.
Buyer: Debra Sommer
Seller: Ryan Dellaghelfa +
Price: $300,000
Mortgage: $244,000
Lender: Adams Community
Date: 10/28/20

34 Upton St.
Buyer: Tyler Meczywor
Seller: Brianna Shepard +
Price: $201,000
Mortgage: $201,000
Lender: Adams Community
Date: 10/20/20

40 Upton St.
Buyer: Shawn Collins +
Seller: Matthew Pitoniak +
Price: $335,000
Mortgage: $268,000
Lender: Adams Community
Date: 10/15/20

12 Water St.

Buyer: Scott Roy
Seller: 12 Water Street NT +
Price: $120,000
Date: 10/15/20

11 West Rd.
Buyer: Marisa Galimbertti
Seller: Christopher 
Robakiewicz +
Price: $460,000
Mortgage: $299,000
Lender: E Cambridge SB
Date: 10/1/20

ALFORD
Crooked Hill Rd.
Buyer: Wright FT +
Seller: Alfred Farina
Price: $675,000
Date: 10/9/20

Green River Rd.
Buyer: Jonathan Robbins +
Seller: Philip Robbins +
Price: $425,000
Date: 10/29/20

197 Green River Rd.
Buyer: Wright FT +
Seller: Alfred Farina
Price: $675,000
Date: 10/9/20

BECKET
110 Access Rd.
Buyer: John Russell +
Seller: Oleg Baburin +
Price: $217,000
Mortgage: $173,600
Lender: Wells Fargo
Date: 10/26/20

33 Bayberry Dr.
Buyer: Helen Stoddard
Seller: A Charles Halpern +
Price: $305,000
Mortgage: $244,000
Lender: Citibank
Date: 10/20/20

16 Bracken Ln.
Buyer: Jeffrey Migdow
Seller: Geoffrey Barstow +
Price: $310,000
Mortgage: $258,000
Lender: Berkshire Bank
Date: 10/8/20

233 Gentian Hollow
Buyer: Lee Burnette
Seller: Goldstein FT 2007 +
Price: $319,000
Mortgage: $322,222
Lender: HarborOne
Date: 10/6/20

585 Leonhardt Rd.
Buyer: Keith Oneil +
Seller: Paul Archambault +
Price: $210,000
Mortgage: $202,500
Lender: Greylock FCU
Date: 10/29/20

1029 Main St.
Buyer: Ike Amrod +
Seller: Edward Contini
Price: $98,000
Date: 10/7/20

77 Sir Edwards Way
Buyer: Faith Bailey +
Seller: George Baker +
Price: $153,000
Mortgage: $145,350
Lender: Academy Mtg
Date: 10/2/20

108 Valley View Dr.
Buyer: Lei-Anne Ellis
Seller: Drucker FT +
Price: $665,000
Mortgage: $150,000
Lender: Pittsfield Coop
Date: 10/30/20

CHESHIRE
127 Lake Shore Dr.
Buyer: Adam Hetland +
Seller: Mark Nolan +
Price: $450,000
Mortgage: $367,000

Lender: Greylock FCU
Date: 10/27/20

207 Lake Shore Dr.
Buyer: Karen Gurley
Seller: Mark Guilds
Price: $299,207
Mortgage: $239,000
Lender: Lee Bank
Date: 10/19/20

236 Lake Shore Dr.
Buyer: Thomas Elder
Seller: John Elder +
Price: $160,000
Date: 10/5/20

86 Sand Mill Hill Rd.
Buyer: Craig Gifford +
Seller: Rotolo Home 
Improvement
Price: $315,000
Mortgage: $235,000
Lender: Greylock FCU
Date: 10/16/20

CLARKSBURG
266 East Rd.
Buyer: Cady Street LLC
Seller: Sharon Mirke
Price: $99,900
Mortgage: $79,900
Lender: Greylock FCU
Date: 10/23/20

24 Hayden Hill Rd.
Buyer: MountainOne Bank
Seller: Earl Ingalls Jr +
Price: $91,152
Date: 10/26/20

DALTON
127 Carson Ave.
Buyer: Matthew Santamaria +
Seller: VS LLC
Price: $235,000
Mortgage: $219,983
Lender: Academy Mtg
Date: 10/1/20

21 Central Ave.
Buyer: Thomas Perrault +
Seller: Thomas Perrault +
Price: $187,500
Mortgage: $150,000
Lender: Pittsfield Coop
Date: 10/20/20

40 Depot St.
Buyer: Corey Sweener
Seller: Donna Mcewen +
Price: $171,000
Mortgage: $162,450
Lender: Academy Mtg
Date: 10/15/20

695 East St.
Buyer: Robert Collins +
Seller: Charles Gaudette +
Price: $210,000
Mortgage: $195,000
Lender: Charles Gaudette
Date: 10/2/20

41 Elmore Dr.
Buyer: Brian Ducey +
Seller: Michael Hinkley +
Price: $355,000
Mortgage: $245,000
Lender: Greylock FCU
Date: 10/5/20

91 Greenridge Dr.
Buyer: Carol-Ann Carmel
Seller: Ellies Holding LLC
Price: $229.900
Mortgage: $40,000
Lender: Greylock FCU
Date: 10/16/20

121 Hemlock Hill
Buyer: Barry Meekin
Seller: Harry Mcleod Jr +
Price: $345,000
Mortgage: $345,000
Lender: USAA Fed SB
Date: 10/14/20

447 High St.
Buyer: Dalton Apartments 
LLC
Seller: Robert Kowalczyk +
Price: $2,600,000
Mortgage: $2,080,000

Lender: Adams Community
Date: 10/9/20

29 John St.
Buyer: Lynne Rufo
Seller: Wendy Streeter +
Price: $110,000
Date: 10/30/20

908 Main St.
Buyer: Justin Ellis
Seller: Gabrielle Morgan
Price: $242,000
Mortgage: $229,900
Lender: Academy Mtg
Date: 10/15/20

16 Marcella Way
Buyer: Antonio Marcella +
Seller: Antonio Marcella +
Price: $205,000
Mortgage: $164,000
Lender: Greylock FCU
Date: 10/23/20

15 Merriam St.
Buyer: Doreen Perullo
Seller: Deborah Mcmahon +
Price: $185,000
Mortgage: $186,868
Lender: Total Mtg Svcs
Date: 10/6/20

631 North St.
Buyer: Douglas Crane +
Seller: PNC Bank NA
Price: $99,910
Date: 10/22/20

511 Old Windsor Rd.
Buyer: Michael Walsh +
Seller: Peter Bachli +
Price: $256,000
Mortgage: $243,200
Lender: Total Mtg Svcs
Date: 10/28/20

130 Sunnyside Dr.
Buyer: Michael Kinney +
Seller: Stephen Batanglo +
Price: $255,000
Date: 10/16/20

45 Washington Mountain
Buyer: Kaylin Choquette +
Seller: Mark Rayner +
Price: $120,000
Date: 10/21/20

72 Washington Mountain
Buyer: Frederick Guffey
Seller: Maria Vidoli
Price: $325,000
Mortgage: $292,500
Lender: Quicken Loan
Date: 10/8/20

22 Weston Ave.
Buyer: Allyson Labelle
Seller: Michael Sondrini +
Price: $172,000
Mortgage: $166,840
Lender: Greylock FCU
Date: 10/15/20

18 Westview Rd.
Buyer: Mark Mazzeo +
Seller: Roland Morin +
Price: $610,000
Mortgage: $270,000
Lender: Greylock FCU
Date: 10/1/20

River Birch Ln. U:9
Buyer: MB Fischbein T +
Seller: Allen Hochfelder 
RET +
Price: $592,000
Date: 10/1/20

EGREMONT
13 Baldwin Hill Rd.
Buyer: Steven Soule
Seller: Kevin Granger +
Price: $145,000
Date: 10/15/20

98 Baldwin Hill Rd.
Buyer: Adam Liebowitz +
Seller: Richard Beatty +
Price: $1,665,000
Mortgage: $1,200,000
Lender: Berkshire Bank
Date: 10/16/20

46 Blunt Rd.

Buyer: Paolo Pellegrini
Seller: Paul Dotson +
Price: $1,795,000
Date: 10/7/20

21 Creamery Rd.
Buyer: Stephen Gullo
Seller: Roberts FT +
Price: $1,800,000
Mortgage: $1,260,000
Lender: Citibank
Date: 10/29/20

26 Egremont Hts.
Buyer: Dhiren Dsilva +
Seller: Tyler Spofford +
Price: $645,000
Mortgage: $325,000
Lender: NBKC Bank
Date: 10/2/20

165 Egremont Plain Rd.
Buyer: John Cooper +
Seller: Kathleen Bennett +
Price: $184,500
Date: 10/23/20

139 Hillsdale Rd.
Buyer: Jared Dwyer +
Seller: Elsie Devoti
Price: $390,000
Mortgage: $390,000
Lender: Academy Mtg
Date: 10/30/20

154 Hillsdale Rd.
Buyer: Maple Leaf T +
Seller: James Mentzinger +
Price: $419,000
Date: 10/6/20

182 Jug End Rd.
Buyer: Robert Sandor +
Seller: Verebay FT +
Price: $1,785,000
Mortgage: $990,000
Lender: Bk of America
Date: 10/22/20

240 Jug End Rd.
Buyer: Andrew Kopelman +
Seller: Lois Ginsberg RET +
Price: $900,000
Mortgage: $700,000
Lender: Adams Community
Date: 10/21/20

31 Phillips Rd.
Buyer: Gary Waskow +
Seller: Louis Moscatello
Price: $680,000
Mortgage: $510,000
Lender: Total Mtg Svcs
Date: 10/30/20

44 Rowe Rd.
Buyer: Sergio Jurado +
Seller: Sergio Jurado
Price: $260,000
Mortgage: $208,000
Lender: Total Mtg Svcs
Date: 10/27/20

11 Taconic Ln.
Buyer: Thomas Henriques +
Seller: Shaw Richard Est +
Price: $155,000
Date: 10/2/20

50 Townhouse Hill Rd.
Buyer: Deborah Reinisch LT +
Seller: Garrett Naylor +
Price: $1,375,000
Date: 10/30/20

GREAT
BARRINGTON

16 Avery Ln.
Buyer: Firth Schwartz LLC
Seller: Charles Dunham Sr +
Price: $135,000
Mortgage: $101,250
Lender: Salisbury B&T
Date: 10/27/20

12 Berkshire Cir.
Buyer: Louise Lieblich
Seller: Janice Kabel +
Price: $525,000
Date: 10/5/20

300 Blue Hill Rd.
Buyer: Adam Kendall +
Seller: Bruce Firger +
Price: $950,000
Mortgage: $550,000
Lender: HSBC Bank
Date: 10/16/20

63 East St.
Buyer: Jamie Goldenberg
Seller: Jonathon Williams +
Price: $340,000
Date: 10/30/20

8 George St.
Buyer: Edward Rawls
Seller: Paul Kellman +
Price: $550,000
Mortgage: $385,000
Lender: Pittsfield Coop
Date: 10/30/20

9 George St.
Buyer: Brendon Harrison-
Smith +
Seller: Daniel Whitehead
Price: $375,000
Mortgage: $335,625
Lender: Trustco
Date: 10/7/20

230 Grove St.
Buyer: Jeffrey Homeyer +
Seller: Glenn Pratt +
Price: $140,000
Date: 10/20/20

37 High St.
Buyer: Peter Stanton
Seller: Carla Blades
Price: $379,000
Mortgage: $303,200
Lender: Greylock FCU
Date: 10/7/20

10 Highland Dr.
Buyer: Jon Ziefert
Seller: Christopher Farrell +
Price: $1,025,000
Mortgage: $724,000
Lender: Adams Community
Date: 10/28/20

7 Kirk St.
Buyer: Deborah Shoval 
212 T +
Seller: Eric Gabriel
Price: $350,000
Date: 10/22/20

9 Kirk St.
Buyer: Deborah Shoval 
212 T +
Seller: Eric Gabriel
Price: $350,000
Date: 10/22/20

13 Knob Hill
Buyer: Yigal Litvin +
Seller: Glenna Blackwell
Price: $750,000
Date: 10/20/20

78 Lake Buel Rd.
Buyer: Patrick Otoole +
Seller: Joy Simha +
Price: $350,000
Mortgage: $225,000
Lender: Bk of America
Date: 10/30/20

80 Lewis Ave.
Buyer: 80 Lewis Ave LLC
Seller: Tsuga NT +
Price: $700,000
Mortgage: $560,000
Lender: Lee Bank
Date: 10/9/20

623 Main St.
Buyer: 623 Main LLC
Seller: Lisa Bozzuto
Price: $279,000
Mortgage: $246,000
Lender: Lee Bank
Date: 10/1/20

115 Maple St.
Buyer: Ann Henderson
Seller: Kot NT +
Price: $280,000
Mortgage: $220,000
Lender: Pittsfield Coop
Date: 10/30/20

42 Monument Valley Rd.
Buyer: Dakota Blue 
Kodiak LLC
Seller: Michele Waldman
Price: $299,900
Date: 10/19/20

8 Muddy Brook Cir.
Buyer: Prem Kumar +
Seller: Jonathan Turell
Price: $959,900
Mortgage: $767,920
Lender: Quicken Loan
Date: 10/22/20

21 N Plain Rd.
Buyer: Joseph Singer +
Seller: Anna Drubel
Price: $377,200
Mortgage: $270,000
Lender: Freedom Mtg
Date: 10/1/20

277 N Plain Rd.
Buyer: Jeffrey Mason +
Seller: Tessa Frissora
Price: $703,910
Mortgage: $563,128
Lender: Adams Community
Date: 10/23/20

213 Oak St.
Buyer: Gioacchino Talierico
Seller: Luigi Talierico
Price: $320,000
Mortgage: $256,000
Lender: Lee Bank
Date: 10/16/20

7 Pothul Dr.
Buyer: Mathew Strassler
Seller: Richard Boshe +
Price: $499,900
Date: 10/29/20

31 Quarry St.
Buyer: Stephanie 
Paseconek NT +
Seller: Matthew Dodds T +
Price: $685,000
Date: 10/16/20

696 S Egremont Rd.
Buyer: Gideon Brown +
Seller: Marilyn Dukoff
Price: $458,763
Mortgage: $435,824
Lender: Reliance First
Date: 10/30/20

46 Seekonk Rd.
Buyer: Robert Baier +
Seller: Andrew Tarasevich +
Price: $90,500
Date: 10/28/20

238 State Rd.
Buyer: Shannon Sturm +
Seller: Ezequelle Nell Est +
Price: $195,000
Mortgage: $156,000
Lender: JPMorgan Chase
Date: 10/30/20

45 Van Deusenville Rd.
Buyer: Bernie Plum +
Seller: Alexander Sarbib
Price: $1,000,000
Mortgage: $700,001
Lender: Citibank
Date: 10/2/20

Stanley Dr. U:22
Buyer: Brandan Cook
Seller: Marcia Sweet
Price: $355,000
Mortgage: $284,000

Lender: Republic State
Date: 10/23/20

Stanley Dr. U:26
Buyer: Roger Wall
Seller: Stacia Ostrow
Price: $227,480
Mortgage: $235,669
Lender: Mtg Research
Date: 10/7/20

HANCOCK
Corey Rd.
Buyer: Robert Boebert +
Seller: Elise Volastro +
Price: $158,000
Date: 10/29/20

246 Whitman Rd.
Buyer: Jason Mcdowell-
Green +
Seller: Nettie Hammond
Price: $500,000
Mortgage: $400,000
Lender: Greylock FCU
Date: 10/22/20

Beaver Pond Meadows U:1053
Buyer: Manuel Faria +
Seller: Kimberly Snyder
Price: $169,900
Date: 10/2/20

Corey Rd. U:256
Buyer: Jiminy Peak 221 LLC
Seller: Country Inn Homes T +
Price: $86,000
Date: 10/16/20

Corey Rd. U:15
Buyer: Jemb NT +
Seller: Lisa Collins
Price: $185,000
Date: 10/9/20

Corey Rd. U:23
Buyer: Joseph Lobrutto +
Seller: Michael 
Cunningham
Price: $212,500
Date: 10/7/20

37 Corey Rd. U:235
Buyer: Tomoko Sawamura
Seller: Marsha Mauro
Price: $83,000
Mortgage: $66,400
Lender: Pittsfield Coop
Date: 10/2/20

HINSDALE
341 Ashmere Rd.
Buyer: Richard Lalonde +
Seller: Gregory Tremblay +
Price: $220,000
Date: 10/6/20

323 George Schnopp Rd.
Buyer: James Crane +
Seller: Deborah May
Price: $282,500
Mortgage: $226,000
Lender: Republic State
Date: 10/16/20

415 George Schnopp Rd.
Buyer: Brian Cairo +
Seller: John Muro +
Price: $390,000
Mortgage: $250,000
Lender: Greylock FCU
Date: 10/2/20

47 Linden Ln.
Buyer: Abby Cange
Seller: Ronalie Zackman
Price: $175,000
Mortgage: $157,500
Lender: Leader Bank
Date: 10/23/20

219 Longview Ave.
Buyer: Paul Muehlfeld
Seller: Susan Lein
Price: $225,000
Mortgage: $180,000
Lender: Greylock FCU
Date: 10/29/20

724 Middlefield Rd.
Buyer: Marykate Landaeta
Seller: Edward Barrett Jr +
Price: $188,000
Mortgage: $150,000
Lender: Adams Community
Date: 10/26/20

251 Pittsfield Rd.
Buyer: Roy Herrick
Seller: Magni Properties LLC
Price: $250,000
Mortgage: $200,000
Lender: Greylock FCU
Date: 10/23/20

139 S Shore Rd.
Buyer: Gregory Coscia +
Seller: Thomas Kinnas +
Price: $527,000
Mortgage: $325,000
Lender: Lee Bank
Date: 10/9/20

LANESBORO
10 Katherine St.
Buyer: Timothy Oneil +
Seller: Margaret Tseung
Price: $747,000
Mortgage: $597,600
Lender: HarborOne
Date: 10/14/20

80 Old State Rd.
Buyer: Blake Strzepa +
Seller: Jeffrey King
Price: $174,900
Mortgage: $171,731
Lender: Academy Mtg
Date: 10/30/20

6 Railroad St.

Buyer: Shane Lamarre
Seller: Philip Leon +
Price: $180,000
Mortgage: $161,800
Lender: Adams Community
Date: 10/5/20

11 Swamp Rd.
Buyer: Stefan Casucci +
Seller: Jeffrey Albert +
Price: $529,000
Mortgage: $543,226
Lender: USAA Fed SB
Date: 10/7/20

Williamstown Rd.
Buyer: Brian Mcguinness
Seller: Wanda Robinson 
RET +
Price: $90,000
Date: 10/23/20

LEE
140 Beaver Dam Rd.
Buyer: Sean Maher
Seller: Linda Shafiroff +
Price: $327,500
Mortgage: $300,750
Lender: Citizens Bank
Date: 10/20/20

26 Chanterwood Rd.
Buyer: James Spates +
Seller: Theresa Corbitt +
Price: $180,000
Date: 10/28/20

410 Chapel St.
Buyer: Jeffrey Mcderment +
Seller: Wayne Slosek +
Price: $207,500
Mortgage: $209,595
Lender: Homebridge Fncl
Date: 10/19/20

865 Fairview St.
Buyer: Marc Digrigoli +
Seller: Tacy FT +
Price: $255,000
Date: 10/15/20

35 George St.
Buyer: Shirley Castillo +
Seller: Grace Terry
Price: $282,000
Mortgage: $267,900
Lender: Adams Community
Date: 10/2/20

62 High St.
Buyer: Julia Regan
Seller: Ann Rothenberg
Price: $302,000
Mortgage: $241,600
Lender: Greylock FCU
Date: 10/30/20

15 Lander Rd.
Buyer: Kali Jones +
Seller: Sandra Kilmer
Price: $259,000
Mortgage: $246,000
Lender: Adams Community
Date: 10/28/20

90 Laurel St.
Buyer: Darren Blaney +
Seller: Elmar Schmidinger +
Price: $265,000
Mortgage: $160,000
Lender: Mtg Networks
Date: 10/1/20

1574 Pleasant St.
Buyer: Abigail Noble
Seller: Steven Bankert
Price: $445,000
Date: 10/23/20

80 S Prospect St.
Buyer: William Whittaker 
3rd +
Seller: J&Blossom Mehler 
LT +
Price: $368,500
Date: 10/19/20

324 W Park St.
Buyer: Jonathan Terry +
Seller: Sharton Terry
Price: $340,000
Mortgage: $272,000
Lender: Greylock FCU
Date: 10/2/20

Mallard Ln. U:575
Buyer: D&S Schreier NT +
Seller: Suzanne Chung
Price: $787,500
Date: 10/1/20

Mallard Ln. U:14
Buyer: Carole Kaplan +
Seller: Lee Homer LLC
Price: $700,000
Date: 10/1/20

87 Stockbridge Ter. U:6B
Buyer: Serge Lippe +
Seller: Frankel FT +
Price: $907,500
Mortgage: $726,000
Lender: Adams Community
Date: 10/2/20

770 Summer St. U:15D
Buyer: Dana Robbins +
Seller: STMI LLC
Price: $542,500
Date: 10/23/20

LENOX
6 Cedar Ln.
Buyer: Heather Frank-Turk +
Seller: Mark Mazzeo +
Price: $660,000
Date: 10/1/20

79 Delafield Dr.
Buyer: Cade M&JM 
Zimmerman LT
Seller: Shelley Weiner +
Price: $655,000

Let us help you manage 
your snow and ice
removal this winter

WE’RE THE PROFESSIONALS…the only company in the Berkshires 
with a nationally certified  snow professional on staff.

 Safety conscious, informed & professional…that’s what you get 
when you hire ENERGETIC.

Offering per event or seasonal contracts to take the guess work out of your budgeting process.

ENERGETIC
 4 1 3 - 4 4 2 - 4 8 7 3

A certified member of

BEFORE THE SNOW FALLS,
CALL ENERGETIC…
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Berkshire County real estate transfers

Mortgage: $450,000
Lender: Flagstar Bank
Date: 10/14/20

60 Housatonic St.
Buyer: Tammy Ohanesian +
Seller: Gilbert Slote 2005 
RET +
Price: $160,000
Date: 10/9/20

296 Housatonic St.
Buyer: Julien Ardouin +
Seller: Pauline Reid +
Price: $329,000
Mortgage: $263,200
Lender: Adams Community
Date: 10/16/20

15 Hubbard St.
Buyer: William Keane
Seller: Victor Grant
Price: $165,000
Mortgage: $247,500
Lender: Greylock FCU
Date: 10/16/20

40 New Lenox Rd.
Buyer: Michael Lipski
Seller: Jay Stewart
Price: $230,000
Mortgage: $223,100
Lender: Greylock FCU
Date: 10/27/20

88 Old Stockbridge Rd.
Buyer: Michael Chen +
Seller: Adelaide Martens
Price: $700,000
Date: 10/9/20

431 Under Mountain Rd.
Buyer: Thomas Werman +
Seller: John Sheehan +
Price: $1,238,000
Mortgage: $990,400
Lender: TD Bank
Date: 10/1/20

118 West St.
Buyer: Scott Cooper +
Seller: William Higgins +
Price: $460,000
Mortgage: $368,000
Lender: Cambridge SB
Date: 10/29/20

8 Coldbrooke South Dr. U:B
Buyer: Goldstein FT 2015 +
Seller: Steven Brandwein +
Price: $485,000
Mortgage: $388,000
Lender: Century B&T
Date: 10/30/20

1 Golf View Dr. U:1
Buyer: EON Realty LLC
Seller: Lenox Lndgs 
Barrington Brk
Price: $775,000
Date: 10/22/20

12 Muirfield Dr. U:A
Buyer: Jennifer Fraenkel +
Seller: Patricia Grossman 
IRT +
Price: $635,000
Mortgage: $200,000
Lender: JPMorgan Chase
Date: 10/9/20

200 Old Stockbridge Rd. U:2A
Buyer: William Higgins +
Seller: Mary Taylor
Price: $549,000
Date: 10/26/20

3 Rolling Hills U:10
Buyer: Joseph Delsomino +
Seller: Shannon Beattie
Price: $235,000
Mortgage: $188,000
Lender: NBT Bank
Date: 10/19/20

5 Rolling Hills U:6
Buyer: Lisa Welch
Seller: Douglas Slier +
Price: $199,900
Mortgage: $144,900
Lender: HarborOne
Date: 10/26/20

7 Rolling Hills U:12
Buyer: Jill Goldstein +
Seller: Devereaux FT +
Price: $210,000
Date: 10/26/20

MONTEREY
84 Beartown Mountain Rd.
Buyer: Adam Cohen
Seller: Richard Piepho +
Price: $424,500
Mortgage: $212,250
Lender: Quicken Loan
Date: 10/20/20

123 Pixley Rd.
Buyer: James Podvesker +
Seller: Benjamin Schonbeck +
Price: $372,000
Mortgage: $297,600
Lender: JPMorgan Chase
Date: 10/16/20

30 Prescott Ln.
Buyer: Shawn Coyne +
Seller: Lois Rose
Price: $550,000
Date: 10/2/20

32 Sylvan Rd.
Buyer: Jonathan Gumowitz +
Seller: Steven Simon +
Price: $625,000
Date: 10/5/20

91 Tyringham Rd.
Buyer: Alice Hixon-Kirk
Seller: Damato Frank Est +
Price: $260,000
Date: 10/26/20

NEW ASHFORD
17 Mallery Rd.
Buyer: Lars Reinhard +
Seller: Thomas Murray +
Price: $360,000
Mortgage: $323,600
Lender: Adams Community
Date: 10/13/20

NEW
MARLBORO

18 Birnie Ave.
Buyer: Jean-Pierre Barbeau +
Seller: M E Phillips 1989 T +
Price: $363,000
Date: 10/23/20

1464 Hartsville New
Buyer: Adam Denton
Seller: Jane Pratt=Grippi
Price: $279,000
Date: 10/5/20

Hayes Hill Rd.
Buyer: Edward Hutchinson +
Seller: Edward Fainer
Price: $125,000
Date: 10/21/20

22 Hotchkiss Rd.
Buyer: Alan Brudner +
Seller: Johnson RT +
Price: $465,000
Mortgage: $418,454
Lender: Citibank
Date: 10/16/20

Mill River Great
Buyer: Michael Peretti +
Seller: Linda Heller
Price: $75,000
Date: 10/9/20

1499 Mill River Great
Buyer: Mary Reilley +
Seller: JG Hamblett T 2000 +
Price: $720,000
Date: 10/30/20

NORTH ADAMS
355 Barbour St.
Buyer: David Atwell +
Seller: 355 Barbour Street RT +
Price: $150,000
Mortgage: $120,000
Lender: Adams Community
Date: 10/27/20

47 Barth St.
Buyer: Ian Prishwalko +
Seller: Allen Arnold +
Price: $210,000
Mortgage: $210,000
Lender: Elizabeth Nicholas
Date: 10/23/20

16 Beacon St.
Buyer: Yvette Belleau
Seller: Ellies Holdings LLC
Price: $132,000
Mortgage: $129,609
Lender: Academy Mtg
Date: 10/29/20

84 Bradley St.
Buyer: Claire Witkewicz +
Seller: Neil Segala +
Price: $318,000
Date: 10/16/20

78 Brickyard Ct.
Buyer: Richard Sabellico +
Seller: Craig Giffords +
Price: $275,000
Mortgage: $240,000
Lender: Greylock FCU
Date: 10/20/20

104 Chenaille Ter.
Buyer: Aparna Kapadia
Seller: Velyvis FT +
Price: $245,500
Mortgage: $200,000
Lender: MountainOne
Date: 10/30/20

416-418 Church St.
Buyer: David Skok +
Seller: Shawn Collins +
Price: $203,000
Mortgage: $123,000
Lender: Greylock FCU
Date: 10/15/20

727 Curran Hwy.
Buyer: Lorie Bolte
Seller: Eric Cardinal +
Price: $144,900
Mortgage: $129,510
Lender: Radius Fncl
Date: 10/20/20

126-128 E Quincy St.
Buyer: Brandon Navom
Seller: Michael Obannon +
Price: $95,000
Mortgage: $70,000
Lender: Michael Obannon
Date: 10/8/20

9-11 Eagle St.
Buyer: Eugene Barry
Seller: 9-16 Eagle Street LLC
Price: $220,000
Date: 10/15/20

107 Furnace St.
Buyer: Christopher Matrone
Seller: Richard Sheldon +
Price: $100,000
Mortgage: $133,860
Lender: Adams Community
Date: 10/22/20

129 Glen Ave.
Buyer: Paige Keenan
Seller: Evolution NT +
Price: $259,000
Mortgage: $206,000
Lender: Lee Bank
Date: 10/29/20

189 Kemp Ave.
Buyer: Michele Harris
Seller: Wojnicki William 
Jr Est +
Price: $165,000
Mortgage: $132,000
Lender: Greylock FCU
Date: 10/27/20

319 Kemp Ave.
Buyer: Greg Sprung
Seller: Westlake Properties 
LLC
Price: $240,000
Date: 10/16/20

61 Liberty St.
Buyer: Anna Perersen
Seller: Sheryl Gibson
Price: $172,000
Mortgage: $160,000
Lender: Adams Community
Date: 10/30/20

943 Massachusetts Ave.
Buyer: Amanda Atwell +
Seller: Lisa Mendel
Price: $156,000
Mortgage: $148,200
Lender: Academy Mtg
Date: 10/20/20

20 N Hoosac Rd.
Buyer: Centerville Sticks 
LLC
Seller: Eugene Lepesqueur
Price: $265,000
Date: 10/27.20

158 Notch Rd.
Buyer: Mark Coviello +
Seller: Michael Moore +
Price: $180,000
Mortgage: $141,600
Lender: Adams Community
Date: 10/20/20

67 Prospect St.
Buyer: Mitchell Malloy
Seller: Elizabeth Wood
Price: $78,280
Mortgage: $75,930
Lender: Greylock FCU
Date: 10/26/20

49-51 River St.
Buyer: Amber Tulloch
Seller: NA Props LLC
Price: $184,900
Mortgage: $175,655
Lender: Florence Bank
Date: 10/7/20

31-33 South St.
Buyer: Theresa Pratt
Seller: Karen Belland
Price: $95,000
Mortgage: $93,279
Lender: Berkshire Bank
Date: 10/5/20

280 State Rd.
Buyer: Jennifer Thurston
Seller: James Rancourt
Price: $125,000
Mortgage: $121,250
Lender: Greylock FCU
Date: 10/5/20

1077 State Rd.
Buyer: Benjamin Bethoney +
Seller: Matthew England
Price: $162,000
Mortgage: $153,900
Lender: Greylock FCU
Date: 10/14/20

466 Union St.
Buyer: Cady Street LLC

Seller: Whitcomb Prop 
Mgmt LLC
Price: $205,000
Mortgage: $165,000
Lender: Greylock FCU
Date: 10/15/20

472 Union St.
Buyer: Cady Street LLC
Seller: Whitcomb Prop 
Mgmt LLC
Price: $205,000
Mortgage: $165,000
Lender: Greylock FCU
Date: 10/15/20

565 Union St.
Buyer: Onaialee Archer +
Seller: Colleen Hunkler
Price: $135,000
Mortgage: $128,250
Lender: Residential Mtg
Date: 10/1/20

432 Walker St.
Buyer: Gregory Caproni +
Seller: Alfred Caproni Jr +
Price: $150,000
Mortgage: $120,000
Lender: Greylock FCU
Date: 10/20/20

11 Winter St.
Buyer: Lord Cope FT +
Seller: David Valego
Price: $110,000
Date: 10/13/20

99 Yale St.
Buyer: Lord Cope FT +
Seller: David Valego
Price: $110,000
Date: 10/13/20

388 Ashland St. U:2
Buyer: Shawn Briggs
Seller: Cathy Freedberg 
RET +
Price: $105,000
Date: 10/232/0

751 Mohawk Trl. U:1B
Buyer: Ernest Degiorgis 3rd +
Seller: Daniel Culbert
Price: $214,900
Mortgage: $171,920
Lender: Adams Community
Date: 10/30/20

751 Mohawk Trl. U:3D
Buyer: Lawrence Demarco +
Seller: Donald Doucette +
Price: $194,000
Date: 10/30/20

243 Union St. U:408
Buyer: Carol Mcmahon
Seller: Barry Goldstein +
Price: $380,000
Date: 10/15/20

OTIS
215 Clubhouse Dr.
Buyer: Tracy Bufferd
Seller: Norman Cohen 
Price: $330,000
Mortgage: $297,000
Lender: Wells Fargo
Date: 10/5/20

106 Dimmock Rd.
Buyer: Alan Anders + 
Seller: Douglas Baker +
Price: $580,000
Mortgage: $400,000
Lender: Greylock FCU
Date: 10/29/20

1332 E Otis Rd.
Buyer: James Frederick
Seller: Dorothy Clay
Price: $189,900
Mortgage: $170,910
Lender: Adams Community
Date: 10/9/20

215 Gibbs Rd.
Buyer: Eric Tytell +
Seller: Richard Beringer +
Price: $754,000
Mortgage: $510,000
Lender: Wells Fargo
Date: 10/30/20

57 Hayes Pond Rd.
Buyer: Jonathan Lewis +
Seller: Tutnauer FT +
Price: $695,000
Date: 10/15/20

51 Latimer Hill Rd.
Buyer: John Mceachern +
Seller: Law-Reed-Huss 
Farm Fndtn
Price: $611,415
Mortgage: $325,000
Lender: Citizens Bank
Date: 10/19/20

Latimer Hill Rd.
Buyer: Pace FT +
Seller: Amanda Beaudry 
RET +
Price: $89,000
Date: 10/15/20

Leisure Ln.
Buyer: Hitt RT +
Seller: Joanne Urstadt T +
Price: $368,000
Date: 10/30/20

462 Lion Hill Rd.
Buyer: Ian Lennard +
Seller: Richard Stanchfield +
Price: $1,201,000
Mortgage: $801,000
Lender: JPMorgan Chase
Date: 10/9/20

87 Louden Bethlehem Rd.
Buyer: Richard Svinkin
Seller: Luke Tonlino
Price: $485,000
Mortgage: $388,000
Lender: JPMorgan Chase
Date: 10/9/20

70 Rainbow Rd.
Buyer: Troy Patterson +
Seller: Cary Verasco +
Price: $380,000
Mortgage: $200,000
Lender: Wells Fargo
Date: 10/2/20

1237 Reservoir Rd.
Buyer: Richard Bleier +
Seller: Sandra Trudeau
Price: $292,000
Mortgage: $252,000
Lender: Greylock FCU
Date: 10/21/20

Route 8
Buyer: Jennifer Rivers-Cole
Seller: Louis Laperriere +
Price: $79,000
Date: 10/16/20

101 S Lake Rd.
Buyer: Trask Otis 
Reservoir T +
Seller: Ernst FT +
Price: $515,000
Date: 10/30/20

75 Sequena Dr.
Buyer: Renee Dryg
Seller: Linda Kessler
Price: $295,000
Mortgage: $236,000
Lender: Total Mtg Svcs
Date: 10/9/20

Stebbins Rd.
Buyer: David Blanchard
Seller: David Shafiroff +
Price: $95,000
Date: 10/15/20

779 Stebbins Rd.
Buyer: Everett Rubel
Seller: Wood William Est +
Price: $410,000
Date: 10/13/20

Vine St. Lot 10A
Buyer: Marc Bergeron +
Seller: John Wagner RET +
Price: $475,000
Date: 10/13/20

24 White Lily Rd.
Buyer: Daniel Stratton +
Seller: Dominic Pedrolini
Price: $185,000
Date: 10/28/20

307 Wood Lands Way
Buyer: Kevin Charlton
Seller: US Bank NA Tr
Price: $130,000
Date: 10/15/20

PERU
7 Ash Ln.
Buyer: Lizanne Campanini
Seller: Susan Robinson
Price: $350,000
Mortgage: $217,000
Lender: Finance America
Date: 10/19/20

63 Causeway
Buyer: Meira Levinson +
Seller: Stephen Kisiel +
Price: $585,000
Date: 10/30/20

17 Garnet Mountain Ln.
Buyer: Jessie Ferdinando

Seller: Richard Lalonde +
Price: $115,000
Mortgage: $111,500
Lender: Greylock FCU
Date: 10/26/20

PITTSFIELD
252 1st St.
Buyer: 252 First Street LLC
Seller: First Street NT +
Price: $155,000
Date: 10/2/20

16 Adelaide Ave.
Buyer: Kendra Smallwood +
Seller: Ricardo Morales +
Price: $225,000
Mortgage: $180,000
Lender: Greylock FCU
Date: 10/30/20

77 Adelaide Ave.
Buyer: Naomi Nicola
Seller: Virginia Graham
Price: $225,000
Mortgage: $105,000
Lender: Greylock FCU
Date: 10/15/20

45 Brenton Ter.
Buyer: Laura Harbin-Waters
Seller: Paul Davis +
Price: $269,900
Mortgage: $215,920
Lender: Adams Community
Date: 10/29/20

14 Bromback St.
Buyer: Christopher 
Polidoro +
Seller: Antonio Cerveira
Price: $185,000
Mortgage: $179,000
Lender: Greylock FCU
Date: 10/2/20

40 Brookside Dr.
Buyer: Jason Joyner +
Seller: Nicholas Boraski
Price: $356,000
Mortgage: $73,000
Lender: Adams Community
Date: 10/29/20

53 Brunswick St.
Buyer: Louise Reagan
Seller: Messerschmitt FT +
Price: $387,825
Date: 10/23/20

22 Caratina Dr.
Buyer: Thomas Gorski
Seller: William Obrien +
Price: $336,000
Mortgage: $268,800
Lender: Trustco Bank
Date: 10/13/20

136 Cheshire Rd.
Buyer: Erica Turner
Seller: Glen Decker +
Price: $235,000
Mortgage: $210,000
Lender: Adams Community
Date: 10/8/20

225 Cheshire Rd.
Buyer: Justin Winn
Seller: Carol Carnevale
Price: $115,000
Mortgage: $115,000
Lender: Adams Community
Date: 10/14/20

27 Clarendon St.
Buyer: Eric Wasileski
Seller: Emerald City 
Rentals LLC
Price: $123.150
Mortgage: $123.150
Lender: USAA Fed SB
Date: 10/29/20

323 Columbus Ave.
Buyer: Corey Kastner
Seller: Aaron Rocha
Price: $95,000
Date: 10/2/20

24 Congress St.
Buyer: Joseph Castagna
Seller: Antonio Marcella Jr +
Price: $184,000
Mortgage: $165,600
Lender: Greylock FCU
Date: 10/23/20

66 Connecticut Ave.
Buyer: John Penna
Seller: John Penna Jr +
Price: $158,000
Mortgage: $130,000
Lender: Greylock FCU
Date: 10/27/20

103 Cromwell Ave.
Buyer: Theresa Manchester
Seller: Sarah Palanjian
Price: $184,700
Mortgage: $147,760
Lender: Adams Community
Date: 10/16/20

280 Dalton Division Rd.
Buyer: Naeem Haq
Seller: Christopher Neary +
Price: $379,500
Date: 10/16/20

30 Danforth Ave.
Buyer: James Eason +
Seller: Shirley Bruno
Price: $150,000
Mortgage: $142,500
Lender: Greylock FCU
Date: 10/23/20

64 Dartmouth St.
Buyer: Bernard Addy
Seller: Leydet Properties LLC
Price: $176,900
Mortgage: $180,968
Lender: Academy Mtg
Date: 10/5/20

93 Dawers Ave.
Buyer: Rachel Laureyns +
Seller: Trahanas FT +
Price: $258,000
Mortgage: $206,400
Lender: Lee Bank
Date: 10/16/20

26 Daytona Ave.
Buyer: Samuel Abora +
Seller: John Rosier +
Price: $225,000
Date: 10/22/20

16 Dexter St.
Buyer: T&E RE 
Transactions LLC
Seller: Root William Est +
Price: $130,000
Date: 10/30/20

132 E Housatonic St.
Buyer: Ivan Saldena
Seller: Eugene Mamut
Price: $277,000
Mortgage: $277,000
Lender: Seller
Date: 10/30/20

121 Egremont Ave.
Buyer: Richard Dominguez
Seller: Richard Asher Jr +
Price: $165,000
Date: 10/28/20

83 Elberon Ave.
Buyer: Lindsay Chastain
Seller: Cody Gavin +
Price: $255,000
Mortgage: $242,250
Lender: Adams Community
Date: 10/23/20

22 Elizabeth St.
Buyer: Antonio Aleman-
Salazar
Seller: Richard Sands
Price: $158,500
Mortgage: $142,650
Lender: Greylock FCU
Date: 10/30/20

371 Elm St.
Buyer: Kenneth Chen
Seller: Joanne Salvatore
Price: $175,000
Mortgage: $140,000
Lender: Adams Community
Date: 10/6/20

377 Elm St.
Buyer: Wilmington Svgs 
Fund Soc
Seller: Nichols Ruscio +
Price: $170,000
Date: 10/27/20

539 Elm St.
Buyer: David Carlson +
Seller: Michele Murrell

Price: $239,900
Mortgage: $135,000
Lender: Greylock FCU
Date: 10/27/20

178 Francis Ave.
Buyer: Kia Yang
Seller: Thomas Murphy
Price: $140,900
Mortgage: $138,347
Lender: Academy Mtg
Date: 10/2/20

55 Gamwell Ave.
Buyer: Samantha Harrison
Seller: Cheryl Miller-
Harper +
Price: $179,900
Mortgage: $135,925
Lender: Greylock FCU
Date: 10/22/20

87 Gamwell Ave.
Buyer: Ellies Holdings LLC
Seller: US Bank NA Tr
Price: $105,816
Mortgage: $119,500
Lender: Private Money
Date: 10/5/20

3 Gaston Dr.
Buyer: Daniel Light
Seller: Michael Mazzeo +
Price: $779,000
Date: 10/2/20

24 Gravesleigh Ter.
Buyer: Conor Coyne
Seller: Patricia Kay
Price: $449,900
Mortgage: $359,920
Lender: Adams Community
Date: 10/1/20

58 Gravesleigh Ter.
Buyer: Shaun Heimann +
Seller: Louise Reagan
Price: $450,000
Mortgage: $300,000
Lender: Wells Fargo
Date: 10/30/20

37 Hancock Rd.
Buyer: Michelle Lopez +
Seller: Ian Stockwell
Price: $260,000
Mortgage: $245,000
Lender: Greylock FCU
Date: 10/19/20

43 Harris St.
Buyer: Lori Blake
Seller:  Devon Grierson +
Price: $115,000
Mortgage: $112,917
Lender: Fairway Mtg
Date: 10/15/20

59 Harris St.
Buyer: Jessica Boyce
Seller: Sling LLC
Price: $157,400
Mortgage: $154,549
Lender: Academy Mtg
Date: 10/15/20

36 Henry Ave.
Buyer: Walter Saldana
Seller: Yevgeny Mamut
Price: $157,000
Mortgage: $157,000
Lender: Seller
Date: 10/14/20

231 High St.
Buyer: Anthony Labrasca +
Seller: Barbara Germann
Price: $265,000
Mortgage: $212,000
Lender: Total Mtg Svcs
Date: 10/9/20

58 Highland Ave.
Buyer: Leah Kopperman +
Seller: Wendy Goodwin
Price: $189,900
Mortgage: $170,910
Lender: Republic State
Date: 10/9/20

260 Holmes Rd.
Buyer: Christian Attix +
Seller: Nancy Steele RET +
Price: $220,000
Mortgage: $160,000
Lender: Pentagon FCU
Date: 10/16/20

continued on next page
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146 Imperial Ave.
Buyer: Michel Mayberry +
Seller: Vaidyanathan 
Ganesh +
Price: $297,500
Mortgage: $297,500
Lender: Cross Country
Date: 10/14/20

73 Jones Ave.
Buyer: John Robinson 3rd +
Seller: Kellie Harrington
Price: $295,000
Mortgage: $236,000
Lender: Wells Fargo
Date: 10/9/20

30 Kearney Ave.
Buyer: Cameron Volastro
Seller: Philip Volastro
Price: $210,000
Mortgage: $203,700
Lender: JPMorgan Chase
Date: 10/21/20

70 Lebanon Ave.
Buyer: Kenneth Flanders Jr
Seller: Bryan Krynicki
Price: $192,000
Mortgage: $196,416
Lender: Wintrust Mtg
Date: 10/21/20

185 Lenox Ave.
Buyer: Martha Haughey
Seller: William Afferback +
Price: $144,000
Mortgage: $93,600
Lender: Greylock FCU
Date: 10/13/20

16 Leroi Dr.
Buyer: Renee Stracuzzi +
Seller: David Carlson +
Price: $305,000
Mortgage: $280,000
Lender: Adams Community
Date: 10/28/20

16 Lillybrook Rd.
Buyer: Suzanne Chung
Seller: Robert Powers
Price: $600,000
Mortgage: $400,000
Lender: Greylock FCU
Date: 10/1/20

28 Longview Ter.
Buyer: Cameron Loehr +
Seller: Devin Whitney +
Price: $152,500
Mortgage: $145,500
Lender: Greylock FCU
Date: 10/6/20

8 Lucille St.
Buyer: Candace Ranzoni
Seller: Roberta Hover
Price: $150,000
Mortgage: $135,000
Lender: Greylock FCU
Date: 10/14/20

100 Lyman St.
Buyer: Noah Berge
Seller: Emtay Inc
Price: $160,000
Mortgage: $136,000
Lender: Greylock FCU
Date: 10/2/20

112 Lyman St.
Buyer: Daniel Rapp +
Seller: Thomas Dillon
Price: $220,000
Date: 10/22/20

145 Melbourne Rd.
Buyer: Duncan Ryanmann
Seller: Timothy Bartini +
Price: $301,000
Mortgage: $240,800
Lender: Greylock FCU
Date: 10/30/20

33 Monroe St.
Buyer: Alexandro Salinas
Seller: Jean Kenyon LT +
Price: $110,000
Mortgage: $104,500
Lender: Republic State
Date: 10/27/20

16 Noblehurst Ave.
Buyer: Alexander Velinzon +
Seller: P Dietz FT 2019 +
Price: $185,585
Mortgage: $110,000
Lender: United Wholesale
Date: 10/14/20

20 Norman Ave.
Buyer: Goreti Souza
Seller: Nathan Boerman +
Price: $181,000
Mortgage: $81,000
Lender: Academy Mtg
Date: 10/13/20

1031 North St.
Buyer: Scott Forgey
Seller: Dorothy Demick RET +
Price: $167,500
Mortgage: $164,465
Lender: Academy Mtg
Date: 10/23/20

1530 North St.
Buyer: Zackery Robinette +
Seller: 1530 North Street NT +
Price: $189,000
Mortgage: $170,100
Lender: Greylock FCU
Date: 10/21/20

46 Northumberland Rd.
Buyer: Ricardo Morales +
Seller: Shaun Heimann +
Price: $345,000
Mortgage: $300,000
Lender: Greylock FCU
Date: 10/30/20

62 Northumberland Rd.
Buyer: Parasrevi Taliadoros +
Seller: Amy Chavarry
Price: $257,500
Mortgage: $231,750
Lender: Academy Mtg
Date: 10/30/20

35 Oliver Ave.
Buyer: Maria Vidoli
Seller: Peter Nixon +
Price: $277,100
Mortgage: $242,100
Lender: Greylock FCU
Date: 10/8/20

38 Onota St.
Buyer: Fedelia Amenlemah
Seller: Timothy Koenig +
Price: $144,900
Mortgage: $133,308
Lender: Academy Mtg
Date: 10/16/20

24 Pine Grove Dr.
Buyer: James Oconnell
Seller: Charles Burnick
Price: $200,000
Mortgage: $150,000
Lender: Academy Mtg
Date: 10/19/20

452 Pomeroy Ave.
Buyer: Lydia Shulman
Seller: Joseph Godino +
Price: $340,000
Mortgage: $260,000
Lender: Adams Community
Date: 10/29/20

15 Reuter Ave.
Buyer: Rachel Herlft
Seller: Todd Terpak
Price: $235,000
Date: 10/9/20

34 Revilla Ter.
Buyer: Christian Tenczar
Seller: James White
Price: $185,000
Mortgage: $179,450
Lender: Republic State
Date: 10/5/20

106 Ridgeway Ave.
Buyer: IBT Investments LLC
Seller: Barbara Dean +
Price: $96,000
Date: 10/13/20

15 S Carolina Ave.
Buyer: Lara Diederich-Conry
Seller: Billie Bevens +
Price: $167,500
Mortgage: $167,500
Lender: Adams Community
Date: 10/30/20

98 S Mountain Rd.
Buyer: Wendy Goodwin
Seller: Doran Guillou +
Price: $275,000
Mortgage: $175,000
Lender: Greylock FCU
Date: 10/9/20

155 Scammell Ave.
Buyer: Linda Diel
Seller: Danielle Ducey +
Price: $255,,027

Mortgage: $200,000
Lender: Greylock FCU
Date: 10/6/20

148 Sunset St.
Buyer: Randi Rocca
Seller: Michelle Snow
Price: $181,900
Date: 10/16/20

35 Tamie Way
Buyer: Andrew Cheng +
Seller: Michael Stoll
Price: $465,000
Date: 10/16/20

94 Turner Ave.
Buyer: Jared Wixsom
Seller: Jerry Vandagriff +
Price: $138,000
Mortgage: $110,000
Lender: Greylock FCU
Date: 10/28/20

446 Tyler St.
Buyer: John Hickam
Seller: Nora Martin
Price: $120,000
Date: 10/2/20

21 Valentine Rd.
Buyer: Michael Elliott +
Seller: Nelson Reopell +
Price: $305,000
Date: 10/26/20

1182 W Housatonic St.
Buyer: Karen Zick
Seller: Ernest Weider +
Price: $135,000
Mortgage: $128,250
Lender: Academy Mtg
Date: 10/29/20

11 Walden Ln.
Buyer: John Powers +
Seller: Janice Hunt
Price: $226.085
Mortgage: $214,781
Lender: Northern Mtg
Date: 10/9/20

37 Whittier Ave.
Buyer: Robert Mole +
Seller: Gary Miller +
Price: $186,900
Mortgage: $149,520
Lender: Adams Community
Date: 10/5/20

423 Williams St.
Buyer: Jamie Damaral +
Seller: An Vo +
Price: $187,630
Mortgage: $182,001
Lender: Greylock FCU
Date: 10/23/20

22 Wilson St.
Buyer: Genese Latini
Seller: Chad Paronto +
Price: $170,000
Mortgage: $164,326
Lender: Academy Mtg
Date: 10/16/20

25 Windsor Ave.
Buyer: Scott Washburn +
Seller: Roy Herrick
Price: $215,000
Mortgage: $191,350
Lender: Pittsfi eld Coop
Date: 10/23/20

53 Winter St.
Buyer: Tiffany Hartlage +
Seller: Naomi Nicola
Price: $145,000
Mortgage: $140,650
Lender: Adams Community
Date: 10/15/20

5 Wren St.
Buyer: Jane Perlman +
Seller: Caroline Kacensky
Price: $312,000
Date: 10/15/20

Alpine Trail U:27
Buyer: Ronald Falcione + 
Seller: Alpine Trail NT +
Price: $378,0001
Date: 10/1/20

Alpine Trail U:36
Buyer: Greg Babich +
Seller: Tri-Walk LLC
Price: $368,000
Date: 10/23/20

Alpine Trail U:131
Buyer: Wendy Wenger

Seller: LD Pines LLC
Price: $457,500
Mortgage: $75,000
Lender: Lee Bank
Date: 10/23/20

Churchill Crst. U:47
Buyer: Leone Pannisco
Seller: Ann Hiden
Price: $148,000
Mortgage: $116,400
Lender: Greylock FCU
Date: 10/20/20

81 Dartmouth St. U:109
Buyer: David Carusotto +
Seller: Blythewood Realty 
LLC
Price: $92,000
Mortgage: $73,600
Lender: Adams Community
Date: 10/30/20

81 Dartmouth St. U:207
Buyer: John Keats +
Seller: Brian Staubach
Price: $137,900
Mortgage: $98,000
Lender: Citizens Bank
Date: 10/13/20

33 Maplewood Ave. U:104
Buyer: Stephen Ayraud +
Seller: Maureen Donahue
Price: $117,000
Date: 10/16/20

374 South St. U:2
Buyer: Sloantron Holdings 
LLC
Seller: Vicki Smith
Price: $222,000
Mortgage: $177,600
Lender: Pittsfi eld Coop
Date: 10/10/30/20

RICHMOND
Dean Hill Rd.
Buyer: Paul Leblanc
Seller: Jill Pixley
Price: $75,000
Date: 10/28/20

10 Elm Rd.
Buyer: Kenneth Dempsey +
Seller: Burton Edelstein +
Price: $255,000
Date: 10/16/20

63 Orchard Cir.
Buyer: Carol Glazer
Seller: Valentino Cardillo Jr
Price: $372,500
Date: 10/2/20

217 Osceola Rd.
Buyer: Eric Jacobsen +
Seller: John Farrell +
Price: $781,000
Date: 10/15/20

Rossiter Rd.
Buyer: Jeffrey Bloom +
Seller: Scott Reynolds
Price: $109,000
Date: 10/16/20

278 Shore Rd.
Buyer: Paul Neumann +
Seller: Matthew Melillo +
Price: $375,000
Date: 10/26/20

21 Summit Rd.
Buyer: Daniel Barsky +
Seller: Catherine Spence
Price: $856,500
Mortgage: $770764
Lender: Citibank
Date: 10/2/20

329 Swamp Rd.
Buyer: Tyrone Janssen
Seller: Molly Saldo
Price: $165,000
Date: 10/7/20

2175 Swamp Rd.
Buyer: Matthew Marby +
Seller: Mary Harrington
Price: $365,000
Mortgage: $346,750
Lender: Fairway Mtg
Date: 10/16/20

SANDISFIELD
82 Hammertown Rd.
Buyer: Walton Ford
Seller: Gill Katherine Est +
Price: $850,000
Mortgage: $640,000
Lender: Pittsfi eld Coop
Date: 10/27/20

124 New Hartford Rd.
Buyer: Dorothea Buxbaum
Seller: Adam Cipperly +
Price: $335,000
Date: 10/23/20

17 S Sandisfi eld Rd.
Buyer: Derek Blethen
Seller: Gary Lemon +
Price: $290,000
Mortgage: $275,000
Lender: Guaranteed Rate
Date: 10/23/20

21 Sandisfi eld Rd.
Buyer: Gwendolyn Lyeth-
Burton
Seller: Edward Swiech +
Price: $325,000
Mortgage: $260,000
Lender: Adams Community
Date: 10/16/20

25 Sandisfi eld Rd.
Buyer: Lucy Morris +
Seller: Yvonne Brooks
Price: $120,000
Date: 10/22/20

233 Sandisfi eld Rd.
Buyer: Craig Storms +
Seller: La Casa in Collina 
LLC
Price: $430,000
Date: 10/19/20

136 Sandy Brook Tpke.
Buyer: Elizabeth Orenstein +
Seller: Maryann Linn
Price: $130,000
Mortgage: $123,500
Lender: Lee Bank
Date: 10/14/20

108 Town Hill Rd.
Buyer: Antonia Troiano +
Seller: Matthew Virginia +
Price: $285,000
Date: 10/16/20

307 Woodlands Way
Buyer: Kevin Charlton
Seller: US Bank NA Tr
Price: $130,000
Mortgage: $100,000
Lender: Pittsfi eld Coop
Date: 10/13/20

SAVOY
373 Haskins Rd.
Buyer: Wendy Holder
Seller: Ralph Sherman +
Price: $237,500
Date: 10/2/20

100 Jackson Rd.
Buyer: Matthew Hane +
Seller: Sandra Brazee
Price: $397,500
Mortgage: $357,750
Lender: Quicken Loan
Date: 10/7/20

111 Main Rd.
Buyer: Jeffrey Harrington
Seller: Harrington JR 3rd Est +
Price: $80,000
Date: 10/28/20

SHEFFIELD
927 Boardman St.
Buyer: John Hillman +
Seller: Red Barn Strick LLC
Price: $1,400,000
Mortgage: $1,120,000
Lender: Morgan Stanley
Date: 10/15/20

264 Brush Hill Rd.
Buyer: Christopher 
Magadini +
Seller: Roberta Kozinn
Price: $697,000
Date: 10/8/20

1435 County Rd.
Buyer: 1435 County Road 
LLC
Seller: Nicholas Henderson
Price: $128,000
Date: 10/16/20

63 Glennana Way
Buyer: Charles Gillett

Seller: Janice Tresp RET +
Price: $495,000
Mortgage: $396,000
Lender: Pittsfi eld Coop
Date: 10/30/20

318 Polikoff Rd.
Buyer: Jeffrey Carpenter +
Seller: Cronk Elizabeth Est +
Price: $200,000
Date: 10/1/20

330 S Main St.
Buyer: Sunset Meadow 
North LLC
Seller: Caul Dorothy Est +
Price: $235,000
Mortgage: $235,000
Lender: Farm Credit East
Date: 10/15/20

11 & 25 School St.
Buyer: Andrew Westerlind
Seller: S Brady Brown 
2005 RET +
Price: $1,100,000
Date: 10/30/20

1176 Sheffi eld Egremont Rd.
Buyer: Donna Peck
Seller: Gail Guthrie
Price: $365,000
Date: 10/15/20

555 Sheffi eld Plain
Buyer: Beaumont 
Properties LLC
Seller: James Atkins +
Price: $335,000
Mortgage: $235,000
Lender: Lee Bank
Date: 10/15/20

1080 Water Farm Rd.
Buyer: Michael 
Baumgaertner
Seller: Linda Keller +
Price: $190,000
Date: 10/1/20

STOCKBRIDGE
14 Cherry Hill Rd.
Buyer: Jeffrey Baer +
Seller: George Baer
Price: $300,000
Mortgage: $240,000
Lender: Fairway Mtg
Date: 10/27/20

90 E Main St.
Buyer: Lawrence Lutner +
Seller: Jonathan Lyons +
Price: $475,000
Date: 10/6/20

38 East St.
Buyer: Daniel Bauman +
Seller: Henry Goldstein +
Price: $440,000
Mortgage: $352,000
Lender: Quicken Loan
Date: 10/13/20

42 East St.
Buyer: Harrison Ackerman +
Seller: Jean Kergaravat +
Price: $339,000
Mortgage: $189,000
Lender: Lee Bank
Date: 10/29/20

20-A Goodrich St.
Buyer: Tara Baer +
Seller: Tom Sirois +
Price: $1,150,000
Mortgage: $920,000
Lender: Fairway Mtg
Date: 10/20/20

13 Hill Rd.
Buyer: Kimberly Phillips +
Seller: Robert Sanders
Price: $407,500
Date: 10/23/20

4 Lake Drive Ext.
Buyer: 4 Ide LLC
Seller: Annies Orchards LLC
Price: $275,000
Date: 10/23/20

1 Main St.
Buyer: Mundys Asia 
Galleries LLC
Seller: 35 Main St Realty LLC
Price: $485,000
Date: 10/9/20

7 Mohawk Lake Rd.
Buyer: Mark Hilpl Sr
Seller: Markham Carlyn Est +
Price: $250,000
Mortgage: $200,000
Lender: Trustco Bank
Date: 10/22/20

10 Pine St.
Buyer: Linda Shafi roff
Seller: Raynetree Realty Corp
Price: $385,000
Date: 10/13/20

8 Church St. U:3
Buyer: William Sheridan 
3rd +

Seller: CG Grace 
Properties LLC
Price: $285,000
Mortgage: $213,750
Lender: MountainOne
Date: 10/30/20

19 Hawthorne Rd. U:3
Buyer: Paul Reichenbach +
Seller: Richard Flax +
Price: $518,500
Mortgage: $337,500
Lender: Key Bank
Date: 10/30/20

19 Hawthorne Rd. U:6B
Buyer: Dennis Hellman +
Seller: 1998 Carinne 
Gorelick T +
Price: $317,500
Mortgage: $400,000
Lender: Citibank
Date: 10/28/20

19 Hawthorne Rd. U:E
Buyer: Esther Messing 
2018 T +
Seller: Carolyn Flapan 
RET +
Price: $450,000
Date: 10/6/20

41 Main St. U:6
Buyer: Lisa Buzzuto
Seller: Fitzpatrick 
Holdings LLC
Price: $184,900
Date: 10/1/20

200 Old Stockbridge Rd. U:2A
Buyer: William Higgins +
Seller: Mary Taylor
Price: $549,000
Date: 10/26/20

200 Old Stockbridge Rd. U:M4
Buyer: Albert Anderson
Seller: Paul Ornstein 2015 
RET +
Price: $450,000
Mortgage: $360,000
Lender: Lee Bank
Date: 10/7/20

TYRINGHAM
25 Cooper Creek Rd.
Buyer: Janeth Hendershot
Seller: Julie Effron +
Price: $1,199,000
Date: 10/8/20

51-E Goose Pond Rd.
Buyer: Bruce Tobin
Seller: Arnold Werger +
Price: $1,100,000
Mortgage: $1,100,000
Lender: UBS Bank
Date: 10/22/20

75-77 Main Rd.
Buyer: Joshua Williams +
Seller: Santarella LLC
Price: $1,125,000
Mortgage: $900,000
Lender: Berkshire Bank
Date: 10/13/20

115 Webster Rd.
Buyer: Janine Gauntt
Seller: Scott Stanton
Price: $195,000
Date: 10/7/20

WEST 
STOCKBRIDGE

26 Austerlitz Rd.
Buyer: Mnemosyne LLC
Seller: Stuart Glazer RET +
Price: $1,275,000
Date: 10/1/20

20 Cobb Rd.
Buyer: Daniel Lipson +
Seller: Cobb Road LLC
Price: $688,000
Date: 10/13/20

3 Jada Spring Ln.
Buyer: Jeffrey Schneider +
Seller: Karen Tarquinio RT +
Price: $975,000
Mortgage: $475,000
Lender: Lee Bank
Date: 10/2/20

Maple Hill Rd.
Buyer: Sarah Abraham
Seller: William Harrington 
Sr +
Price: $280,000
Mortgage: $196,000
Lender: Lee Bank
Date: 10/30/20

Route 41
Buyer: Berkshire Natural 
Resources
Seller: JDMRSM Inc
Price: $200,000
Date: 10/19/20

6 W Alford Rd.
Buyer: Adam Zax +

Seller: Fabio Inc
Price: $400,000
Mortgage: $320,000
Lender: Greylock FCU
Date: 10/14/20

60 W Center Rd.
Buyer: SR Lazarus 2012 
Exempt T +
Seller: Jerry Waxberg +
Price: $1,700,000
Date: 10/22/20

WILLIAMSTOWN
35 Bridges Rd.
Buyer: Anne Goodwin 
2016 RET +
Seller: Kristen Lundquist
Price: $152,000
Mortgage: $121,600
Lender: Adams Community
Date: 10/30/20

61 Cobbleview Rd.
Buyer: Lawrence Bertan +
Seller: MountainOne Bank
Price: $350,000
Date: 10/14/20

81 Gale Rd.
Buyer: Betsy Aidem
Seller: Sharon Bode
Price: $570,665
Date: 10/26/20

825 Hancock Rd.
Buyer: Charles Stripling 
3rd +
Seller: HRL Beach 
Holdings LLC
Price: $805,000
Mortgage: $644,000
Lender: Adams Community
Date: 10/13/20

20 N Hoosac Rd.
Buyer: Centerville Sticks 
LLC
Seller: Eugene Lepesqueur
Price: $265,000
Date: 10/27/20

166 North St.
Buyer: Susan Amberg-Biggs
Seller: John Albano +
Price: $270,000
Mortgage: $214,000
Lender: TIAA CREF
Date: 10/2/20

395 North St.
Buyer: Suzanne Sheldon
Seller: Allison Pacelli +
Price: $279,000
Mortgage: $220,000
Lender: LoanDepot.com
Date: 10/15/20

395 Oblong Rd.
Buyer: John Gerry +
Seller: Dennis Allard +
Price: $500,000
Mortgage: $375,000
Lender: MountainOne
Date: 10/13/20

16 Sand Springs Rd.
Buyer: Bernard Handler +
Seller: Timothy Mckeough +
Price: $310,000
Date: 10/7/20

164 Sand Springs Rd.
Buyer: Hugh Pyle T 
2013 +
Seller: Michael Farrell +
Price: $625,000
Date: 10/16/20

280 Stone Hill Rd.
Buyer: David Poppick 
2019 RET
Seller: Richard Scullin 3rd
Price: $700,000
Date: 10/27/20

4 Water St.
Buyer: Macgillivray LLC
Seller: Keith Abuisi +
Price: $262,500
Date: 10/19/20

1 River Run U:2
Buyer: Michael Eckert +
Seller: 180 Water LLC
Price: $622,900
Mortgage: $467,175
Lender: Guaranteed Rate
Date: 10/13/20

1 River Run U:4
Buyer: Donald Casey +
Seller: 180 Water LLC
Price: $742,900
Mortgage: $510,000
Lender: Guaranteed Rate
Date: 10/29/20

4 River Run U:4
Buyer: Julia Brian +
Seller: 180 Water LLC
Price: $834,900
Mortgage: $667,920
Lender: Guaranteed Rate
Date: 10/30/20                 ◆

Buying or
selling we offer
a team to trust

Call Today (413) 528-4423

Business is done  
between two people.
Not two voicemail 
systems.
Let our virtual receptionists handle your 
customers’ calls whenever you can’t.

(800) 367-7243    BerkshireCommunicators.com
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BY JAMES R. ROSE, EA CFP 
With the IRS and states still issuing ex-

planatory regulations for the tax law changes 
implemented earlier this year – and, as of this 
writing, another stimulus package being de-
bated in Washington – year-end tax planning 
may be a more elusive endeavor than usual.

Still, there are several items worth review-
ing. With the SECURE Act of December 
2019 and the CARES Act of March 2020, 
new opportunities do exist, with potentially 
significant tax results.

Retirement planning
The SECURE Act was passed to enhance 

retirement savings opportunities. Most nota-
bly, the age limitation on Traditional and Roth 
IRA contributions was repealed, allowing 
eligibility for any taxpayer, at any age, to 
contribute up to $6,000 per person ($7,000 
for those age 50 and over) to an individual 
retirement account. Per original rules, there 
must be sufficiently earned “compensation” 
to allow those maximums.

Expansion of the definition of “compensa-
tion” allows certain taxable non-tuition fellow-
ship and stipend payments to count toward that 
“earned” income – a potential new advantage 
for graduate and post-doctoral students.

Under the SECURE Act, retirement plan 
withdrawals of up to $100,000 for certain 
taxpayers in qualified disaster zones were 
given special tax treatment. When passed 
three months later, the CARES Act expanded 
that special tax treatment to essentially all 
taxpayers.

Distributions up to the $100,000 limit 
can be exempt from the standard 10-percent 
premature distribution penalty (usually 
levied on those taking withdrawals before 
age 59-1/2). The inclusion of that income, 
for tax purposes, can be pro-rated, reported 
and taxed over three tax years (2020, 2021 
and 2022). Further, for these distributions, 
the normal 60-day tax-free rollover period is 
extended to three years. Any re-contribution 
of a 2020 qualified distribution during that 
three-year period would allow a taxpayer to 
file an amended return for any withdrawal 
already taxed, and receive a refund of the 
tax previously paid.

Age thresholds for qualified retirement plan 
“required minimum distributions” (RMDs) 
have changed to age 72, up from age 70-1/2; 
allowing retirement assets to remain tax-
deferred a bit longer. On the flip side, to ensure 
taxable IRA assets do not enjoy tax-deferral for 
too long, most designated beneficiaries have 
lost the ability to extend required distributions 
past 10 years after the date of death of the IRA 
owner. Under prior law, younger beneficiaries 

could have planned and scheduled RMDs to 
be withdrawn over a far longer time period.

In a one-time twist, all RMDs were sus-
pended for tax year 2020, which has created 
several current and 
long-term tax planning 
opportunities. If the 
taxpayer elected not 
to withdraw the RMD, 
2020 income is reduced (and therefore, so is 
the tax liability). Due to how Social Security 
benefits are taxed, the overall lower income 
may reduce the taxable portion of those Social 
Security benefits, compounding the tax sav-
ings and reducing tax liabilities even further.

This unexpected drop in “required” income 
can create opportunities to “replace” that 
income in other ways, without impacting the 
tax liability that was expected. For instance, 
capital gains on investments can be realized, 
at potentially lower tax rates. Traditional IRA 
assets can be converted to Roth IRA assets. 
While the conversion amount is taxed as a 
distribution in 2020 (within the same tax 
bracket as was originally expected), all fu-
ture growth escapes taxation – a long-term, 
lifetime benefit for both the taxpayer and her 
potential beneficiaries.

Charity and stimulus checks
Two new statutes increase the tax value of 

charitable contributions (those made in “cash,” 
not property). All taxpayers are allowed a $300 
charitable donation deduction, regardless of 
itemizing deductions; and for those who do 
itemize, the current 60 percent of adjusted 
gross income limitation is suspended. In 
theory, then, all 2020 income could be ren-
dered non-taxable for those who choose to 
make large(r) donations to qualified charities.

For those taxpayers who have not received 
federal stimulus checks, for whatever rea-
son, the opportunity will exist to receive 
that non-taxable income with the filing of a 
2020 tax return.

Business considerations
Businesses have become well-versed in the 

push-pull hurry-up-and-wait antics of the PPP 
loan/forgiveness program. There have been 
several major administrative changes since its 
inception, and Congress is hinting at still more 
changes. On Nov. 19, a consortium of state and 
national business organizations issued a joint 
letter to congressional leaders, advocating fur-
ther forgiveness simplification for PPP loans 
of up to $150,000 – which represent, per their 
assessment, “87 percent of PPP recipients, 
but less than 28 percent of PPP loan dollars.” 
The letter is two pages long, detailing their 
assessment, with an added three pages listing 

the finance, service, retail, construction, travel, 
food, and government-support organizations 
lobbying for streamlined simplification.

The Small Business Administration (SBA) 
has continuously updat-
ed forgiveness applica-
tions, as the IRS issues 
updated guidelines. No-
tice 2020-32 effectively 

made the loans “tax-neutral” by disallowing 
deductions for expenses paid with forgiveness 
funds (a position still under protest).

That current notice, if it stands, does 
give sole proprietors and LLC/partnership 
businesses who properly used PPP loans for 
employee wages and owner/member draws 
some tax-planning opportunities. Care and 
attention to the details of the forgiveness 
application can reduce 2020 taxable profits, 
and protect Section 199A deductions. A short 
discussion with a chosen tax advisor may be 
in order before submitting a final forgiveness 
application.

It may be weeks – or months – before an 
application for forgiveness is accepted and 
certified. In the meantime, with the year-end 
looming, issued guidelines indicate that 
businesses are allowed to “assume” qualified 
forgiveness, and plan and file tax returns 
accordingly. Should something change, an 
amended return would be required. Some tax 
and business advisors suggest that returns 
be prepared based on current assumptions, 
and extensions be filed, with appropriate es-
timated tax liabilities paid in full. Taxpayers 
will then have extended time to file a “proper 
and accurate” tax return, once forgiveness is 
granted and/or final regulations are released.

State considerations
State residents impacted by work-from-

home/telecommuting orders may have some 
state issues to review, most especially when 
residency and job status cross state lines. 
Standard “sourcing” rules usually dictate 
which states tax which incomes, but most 
states have issued emergency regulations to 
suspend some of these “nexus” income tests. 

On Dec. 8, the Massachusetts Department of 
Revenue issued its own updated regulation, 
with an effective timeline until “90 days after 
the Governor gives notice that the state of 
emergency is no longer in effect.”

After that date, businesses deciding to 
continue certain telecommuting capabilities 
may need to review and re-assess states’ tax 
and filing obligations, so as not to run afoul 
of state and/or federal employment law.

Calendar year 2021 may well have many 
lingering effects from 2020,  a year most of 
us are only too glad to see go. Those effects 
will likely include those of a “taxing” nature. 
Review where needed, seek assistance when 
necessary, and proceed accordingly.◆

MONEY matters

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

YEAR-END TAX REVIEW

Uncertain planning for uncertain times

Year-end tax planning 
may be a more elusive 
endeavor than usual.

We Appraise
Everything Real Estate

Residential • Commercial  • Industrial 

Business In Place • Subdivisions 

Easements (Permanent & Temporary) 

 Hotels • Motels • Inns

STATE CERTIFIED APPRAISERS:
WAYNE WILKINSON .......... #75094

MELISSA WILKINSONRUSTIN ...#76064

413-662-2227
or online at:

www.wilkinsonappraisal.com

85 CHURCH STREET • NORTH ADAMS, MA

The Berkshire Block
321 Main Street • Great Barrington

• 224 to 589 sq. ft. available
• From $1,064 to $2,847 per month 
• Prime downtown location
• Shared conference room

• Large waiting room
• Elevator
• Central HVAC
• Move-in ready (furniture not included)

Brand new, high-end office space for rent
in downtown Great Barrington

CONTACT: Glenn Langenback, Property Director 
Tel: 413.236.5957 • Cell: 413.464.4211 • Email: GLangenback@verizon.net

www.berkshireblock.com

Virtual tour at https://my.matterport.com/show/?m=uZa4s5RgTHW
 STOP & SHOP PLAZA, MERRILL ROAD, PITTSFIELD

 442-6911
 Mark E. Kasuba, Gemologistwww.medwardjewelers.com

2020
On Christmas morning, your wife can’t believe it.

She swears she’ll wear it every day, for the rest of her life.
You remember her eyes, and her tears.

2049
Your daughter tries it on for what must be

the 1,000th time. But now it’s hers to keep.
She swears to wear it forever – and does.

2077
Your granddaughter slides onto her own finger
the ring her Mom’s worn forever. As she does,

she feels a history coming alive.

�e fine jewelry you give your wife this Christmas
is only the beginning of its magical journey of touching

women’s lives. So give the finest…to all of them.
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what’s NEW?

Electra’s Cafe, the 2,700-square-foot interior 
features individual suites with the capacity 
of housing up to 50 dogs.

A 4,500-square-foot fenced area outside 
is available for supervised exercise and 
activity, including pet-oriented playground 
equipment.

Berkshire Dogs Unleashed (413-464-
6384 or berkshiredogsunleashed.com) also 
includes an on-site retail pet boutique car-
rying food and other supplies.

It is owned by Lee Kohlenberger Jr. His 
wife Kaitlyn is also actively involved in the 
business.

Kohlenberger was formerly a Pittsfi eld 
fi refi ghter. He and his wife decided to open 
the business because of their experience 
with their own pets, and as the owners of an 
existing poodle breeding business, Berkshire 
Poodles.

“We’ve been talking about doing this for 
10 years,” Kohlenberger said. “Earlier this 
year, I decided on a career change, so the 
time was right to do this.”

He added that he also saw a need for a 
full-service non-medical facility for dogs.

“We learned from our experience as 
dog owners that there is not one place for 
everything,” he said. “We’ve tried to bring 
all services dog owners need together in 
one place.”

Kohlenberger remodeled the interior of the 
space, which had previously been a fi tness 
center, with the help of his father, Lee Kohlen-
berger Sr., who is also a retired fi refi ghter. 
He started the business with private savings.

Flexibility for visitors
In addition to housing the dogs of local 

residents, Kohlenberger said his goal is to 
attract the business of visitors as a lodging 
facility for their pets.

“This is an option for people who are vis-
iting the Berkshires and want to bring their 
dogs but aren’t able to fi nd a pet-friendly 
inn or hotel,” he said. “This gives them a 
place where they can leave their dogs while 
they are here.”

Kohlenberger added that the combination 
of boarding facilities and day care offers 
visitors more fl exibility.

“They can spend the day with their dogs, 
and then leave them here at night,” he said. 
“Or if they’re going to a concert or doing 
something else without the dog during the 
day, they can use the daycare service.”

He noted that the boarding facilities are 
also equipped to keep dogs from the same 
family together.

“We generally keep all dogs in separate 
kennels,” he said. “However, we also have 
multi-dog suites where dogs who are used to 
being together can keep each other company.”

Kohlenberger said that the dogs are regu-
larly let out of the kennels during the day, 
for indoor activity or the outside yard during 
appropriate weather.

The pet grooming services at Berkshire 
Dogs Unleashed include a designated hypo-
allergenic space.

They also offer group or individual obedi-
ence training, including classes offered by 
Lindsey Kernozek, a veteran dog handler. 
The level of instruction ranges from basic 
commands to more extensive service dog 
training. Instructional plans are tailored to 
achieve behavioral goals one step at a time.

While Berkshire Dogs Unleashed does 

not offer any medical services, they are able 
to provide medication for dogs with special 
needs. They also have a relationship with 
Hilltowns Veterinary Clinic in Washington 
to handle any emergencies.

Expansion plans
Kohlenberger said that he has plans to ex-

pand the business in several ways. He noted 
that they are not using all the available space.

“Right now we’re concentrating on dogs, 
but we’re also planning facilities for cats at 
some point,” he said.

He has also leased a retail space in the 
Lenox Village Shops at 68 Main St. in the 
town center for an affi liated business he plans 
to open in April.

“That will be a boutique called The Lenox 
Dog,” Kohlenberger said. He explained that, 
in addition to pet items and supplies, it will 
carry a branded clothing line for humans 
– also called The Lenox Dog – that he is 
developing.

Kohlenberger said he is not concerned 
about launching Berkshire Dogs Unleashed 
at a time when businesses are coping with 
the COVID-19 pandemic.

“Some people have told me I’m crazy 
for doing this now,” he said. “However, we 
are doing this in a safe way. As a former 
fi refi ghter, safety and health are priorities 
for me.”

He said they have taken additional mea-
sures for sanitation and protection of both 
the staff and pets.

“We have dividers, and are very diligent 
about cleaning and sanitation procedures,” 
he said.

Kohlenberger noted that dogs are not espe-
cially susceptible to the disease. “Covid-19 
has not been a signifi cant concern among 
dogs,” he said.

He added that they also have contactless 
pickup for owners retrieving their pets. 
“People notify us in advance, and we can 
arrange to transfer the dogs without direct 
contact between the owner and staff,” he said.

Dogs Unleashed has a staff of six. They 
rotate between day and night shifts. Current 
hours of operation (and for drop-off or pick-
up) are Monday, Wednesday and Friday from 
7 a.m. to 6 p.m.; Tuesday and Thursday from 
7 a.m. to 7 p.m.;  Saturday from 8 a.m. to 4 
p.m. and from 10 a.m. to 2 p.m.◆

Berkshire Dogs Unleashed
continued from page 19

Members of the Kohlenberger family (center) gather with staff and canine companions for a photo shoot to celebrate the opening of Berkshire Dogs Unleashed.

Left: Staff member Lindsey Kernozek and her step-daughter Erika Texeira enjoy some play time with a family 
of Labrador Retrievers. Above: Groomer Naomi Shapiro works with Molly, one of Berkshire Dogs Unleashed 
owners Lee and Kaitlyn Kohlenberger’s Standard Poodles. (Photos courtesy of Berkshire Dogs Unleashed)
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BY BRAD JOHNSON
A Williamstown family’s appreciation 

of frozen yogurt has inspired the launch of 
a business that allows them to share their 
favorite treat with others.

In early July David and Colleen Little 
opened Spoon Frozen Delicacies in a 
space within the Williams Bookstore at 81 
Spring St.

The shop’s primary focus is on healthful 
varieties of frozen yogurt that are made fresh 
from scratch on site, using regionally sourced 
ingredients such as milk from the grass-fed 
Jersey cows at High Lawn Farm in Lee and 
yogurt cultures from Sidehill Farm in Hawley.

“It’s artisan-crafted frozen yogurt,” said 
David Little. “Many places use a frozen 
yogurt mix that’s pre-made. We’re making 
our own product each day from scratch.”

“There are no additives and it’s low-sugar,” 
added Colleen Little. “We’re definitely health 
conscious, and that’s a big part of what drew 
us to this.”

continued on next page

assortment of covid-era startups

SPOON FROZEN DELICACIES

Business model 
passes test under 
tough conditions

Colleen and David Little have transformed a section of the Williams Bookstore into Spoon Frozen Delicacies, which serves frozen yogurt made from scratch on site.
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BerkshireMM.com • (888) 232-6072

ENOUGH ALREADY
We’ll take the sting out of 

discussing your � nancial fears.
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continued from previous page
Had the Littles opened their frozen yogurt 

shop a year earlier, a story about their venture 
might have focused on how they came up with 
their business model, what markets they were 
looking to serve, and other straight-forward 
aspects of their operations.

But, coming as it did amidst the COVID-19 
crisis, Spoon’s opening also opens the door 
to discussion of several additional layers of 
planning, complications and adjustments 
necessitated by the pandemic. The story also 
takes shape against the backdrop of Colleen 
Little’s own ongoing battle with cancer.

“It changes your life,” said Colleen re-
garding her current battle with stage 4 breast 
cancer. “But we’ve tried to approach it as 
changing for the better by leading our lives 
differently and to the fullest.”

One of the ways to do that has been to 
pursue their longtime goal of operating a busi-
ness together. “We had 
always talked about 
going into business to-
gether,” she said. “But 
with our different [pro-
fessional] backgrounds 
we weren’t quite sure 
what that would be.”

David Little is a 
pharmacist who originally worked at 
the family-owned Little’s Pharmacy in 
downtown North Adams for several years, 
including co-owning and operating it from 
1995 until his departure in 2000. He has 
since held a variety of pharmacist positions 
in the region, most recently at the in-store 
pharmacy at Stop & Shop in North Adams.

Colleen Little works at Williams College 
as special assistant for the vice president of 
college relations and as director of principal 
giving. Before working in higher education 
she worked in the destination spa industry, 
including at Canyon Ranch in Lenox, which 
recruited her to the Berkshires in 2005.

It was their youngest daughter, (now 
20-year-old) Emily, who a few years ago 

floated the idea of them opening their own 
frozen yogurt shop. “Our family loves frozen 
yogurt,” said Colleen, noting that she and Da-
vid have raised five children in their blended 
family and are now raising their four-year-old 
granddaughter, Tesla. “For us, from a family 
perspective, it was a perfect fit.”

David noted that their appreciation of the 
frozen treat centered on scouting out shops 
that were committed to fresh-made, health-
ful varieties. “We would travel locally and 
elsewhere to our favorite places,” he said. 
“It was all about the experience of enjoy-
ment with our family and the happiness 
we shared.”

Planning process
About a year and a half ago, they started 

thinking seriously about establishing their 
own frozen yogurt spot. “Little by little, we 
began developing a business model for what 

we wanted to do,” said 
Colleen.

One key aspect was 
to create something that 
would be a gathering 
space for all ages. “Fro-
zen yogurt is a two-
to-80 treat,” she said. 
“We wanted to have a 

good engaging environment that would be 
welcoming to all people and all ages.”

“But, at the same time, the product was a 
big part of it,” added David. “We wanted to 
create a superior product that was consistent 
with what we always looked for as a family.”

Product development became David’s 
primary focus, which included researching 
the various methods and processes used in 
the industry, and honing in on those that 
met their criteria of quality, freshness and 
health benefits.

Those criteria also guided them in their 
selection of ingredients.

“We were very conscious about who we 
partnered with for our product,” said Da-
vid. For example, he pointed to the higher 

protein content of milk from Jersey cows 
at High Lawn Farm. “They produce milk 
with 20-percent more protein than standard 
cows,” he said.

He noted that Sidehill Farm also uses 
Jersey cows for the production of its yogurt, 
which he described as “having the specific 
types of cultures that I was looking for.”

With business concept and product devel-
opment taking shape, they began looking for 
a suitable location for their venture, which 
they decided would be named Spoon Frozen 
Delicacies. “We went with ‘Frozen Delica-
cies’ because we didn’t want to be locked into 
just that one product,” David noted.

Finding the right location, however, be-
came more of a challenge than they expected. 
“It was an ongoing process,” said Colleen, 
noting that they began their search in the 
summer of 2019.

That search centered primarily on Spring 
Street, the town’s central business district 
and mixing point for local residents, college 
students and tourists. While there were some 

commercial vacancies, none of them fit their 
vision for Spoon.

“We weren’t super confident it would all 
come together,” said Colleen.

Bookstore setting
That outlook changed when Tunnel City 

Coffee, which operates a large cafe at the 
foot of Spring Street, decided to close the 
smaller satellite operation it had established 
two years earlier inside the newly opened 
Williams Bookstore just across the street.

“Tunnel City suddenly moved out of the 
bookstore, and we were encouraged to look 
at the space,” said Colleen.

The Littles met with Matthew Sheehy, the 
college’s associate vice president for finance 
and administration, to discuss whether Spoon 
would be a good fit for the bookstore. “Matt 
and the college were very excited about our 
model,” said Colleen. “Suddenly we felt the 
tide had turned.”

As opposed to a stand-alone storefront, 
the space within the bookstore offered a dif-

what’s NEW?

Colleen Little prepares a serving of raspberry frozen yogurt, which like Spoon’s other flavors is made with 
regionally sourced ingredients such as milk from High Lawn Farm in Lee. “There are no additives and it’s 
low-sugar,” she notes. “We’re definitely health conscious, and that’s a big part of what drew us to this.”

Finding the right location, 
however, became more of a 

challenge than they expected. 
“We weren’t super confident 
it would all come together,” 

said Colleen.
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ferent type of setting for Spoon. The service 
counter and food prep area are in a central 
location that serves as a bridge between other 
sections of the store, including one that has 
shared space for tables and seating.

In that respect, the operation of a busi-
ness like Tunnel City or Spoon would be 
interwoven with operation of the bookstore. 
However, the building was also designed to 
allow for the in-store cafe to be partitioned 
off for separate operation outside of the 
bookstore’s regular hours.

The Littles noted that this flexibility was 
attractive to them, as was the opportunity 
to build on the existing traffic generated by 
the bookstore. “We were looking to combine 
our synergy with the bookstore,” said David, 
noting that they envisioned infusing a bit of 
energy and vibrancy into the bookstore’s 
relatively staid ambiance.

Bringing more life and energy to the 
complex was something the college was 
also interested in. “They were trying to 
move more in that direction with the book-
store,” Colleen said. “By us adding foot 
traffic, it allowed them to proceed along 
those lines.”

Another plus for the Littles was the exis-
tence of a separate pantry area for their use 
that already had some commercial kitchen 
equipment and capabilities. “That was a great 
benefit for us,” said David. “It had everything 
we would need.”

The Littles put together a proposal in 
January and worked out details for taking 
over the space, with an eye toward an early 
spring opening for Spoon.

“We were planning to open in April,” said 
David, noting that this timing would allow 
them to smooth out operations while the col-
lege students were still in town and before 
the prime summer season arrived.

Pandemic alters projections
That time line, of course, was disrupted 

by the arrival of the COVID pandemic and 
its domino effect on various components of 
their target market. That included the mid-
semester departure of Williams students in 
a hasty shift to remote learning, the cancel-
lation of the upcoming summer season for 
the Williamstown Theatre Festival, and the 
anticipated reduction in overall tourism due 
to travel restrictions and other related impacts 
of the pandemic.

“Our planning and projections were based 
on a pre-COVID world that included tour-
ism, theater and students,” said David. “So 
many of those elements were swept away.”

“No one knew where 
all this was heading,” 
added Colleen. “So 
we began looking at 
worst-case scenarios 
and doing P&L (profit-
and-loss) variations 
based on that.”

For Colleen, this ex-
ercise brought a welcome element of calm to 
the chaos. “I have to admit that I love doing 
P&L’s,” she said. “Looking at this kind of 
‘what if’ worst-case scenarios is a part of my 
life on a number of different levels.”

In terms of the prospects for Spoon, her 
work soon pointed to what could pragmati-
cally be called a silver lining. “Within a few 
weeks I saw that this would be a great way 
to test our business model,” she said. “We 
could start with a Phase A of frozen delica-
cies, get customer feedback and grow and 
adjust based on customer response.”

“What Colleen did was a worst-case P&L 
where we relied only on the community for 
customers, and worked with those numbers,” 
David added.

This also entailed revising other aspects 
of their plans, such as pivoting to an initial 
emphasis on takeout, figuring out a platform 
for online ordering, recalculating their costs, 
and adjusting some of their pricing to make 
that process as seamless and user-friendly 
as possible.

“All these things came into play in terms of 
how we would operate in a COVID world,” 
said David.

In making these and other adjustments, 
they also realized the clock was ticking in 
terms of capturing at least a portion of the 
summer season. With that in mind, they set 
out a plan to open on July 3.

“Summer is peak season for us,” said 
Colleen, “We needed to have some summer 
months to see how it would work – even 
with the limitations presented by COVID.”

Meeting their target date required over-
coming a host of challenges. “We ran into 
so many hurdles – from equipment to con-
tractors to supply chain issues,” said David, 
noting that the frozen yogurt machines didn’t 
arrive until a few days before opening.

Colleen noted that their efforts were 
also subject to intense 
scrutiny by college 
officials, who in early 
summer were grap-
pling with the logistics 
of whether and how to 
safely bring students 
back to campus for 
the upcoming fall se-

mester. “There were big questions about 
that,” she said.

Another layer of concern arose through 
Colleen’s cancer treatment, which included 
a period of radiation therapy just before the 
planned opening of Spoon. In addition to 
the physical toll that can take, her treatment 
placed Colleen in an immunocompromised 
state that made her more vulnerable to po-
tential exposure to the novel coronavirus that 
causes COVID-19.

Through all the uncertainty leading up to 
their opening, however, the couple still found 
satisfaction in taking on the challenges. “In 
some ways it was fun for us,” said Colleen. 
“We were doing it together and living our 
lives to the fullest.”

Hitting their numbers
The opening of Spoon did go off as 

planned, with David and Colleen assisted by 
a staff of nine part-time employees (including 
their daughter, Emily).

Colleen has been working primarily on the 
business side of the operations, in addition 
to her position with the college, while David 
has handled day-to-day management.

“When we made the decision to open 
Spoon, I decided to resign from the pharmacy 
at Stop & Shop,” he said, adding that he is 
currently working on a limited per diem basis 
with Genoa Healthcare.

David’s role at Spoon also includes re-
sponsibility for the shop’s primary product. 
“I make all the frozen yogurt to maintain 
consistency,” he said, noting that he develops 
new recipes each week using fresh fruit and 
other healthy ingredients.

For the first few months of operation, the 
shop operated from noon to 9 p.m. daily 
except Tuesdays, sharing COVID-limited 
customer capacity with the bookstore.

For the fall Spoon added to its hours by 
opening at 9 a.m., and expanded its offerings 

to include coffee and baked goods provided 
through an arrangement with the pastry chef 
at The Break Room, an eatery that also opened 
this summer at the Greylock Works complex 
in North Adams (June 2020 BT&C).

Their initial projections for the business 
turned out to be highly accurate. “Going 
back to Colleen’s obsession with P&L, our 
first three months were almost spot on,” said 
David. “It was very interesting how true those 
numbers came out.”

The return of students to campus had a 
mixed effect on Spoon’s business, the Littles 
noted. While many students became regular 
customers at the shop, their return to town 
may have led some other community mem-
bers to stay closer to home due to COVID 
concerns.

“We were surprised by that,” said David. 
“It seemed like some in the community be-
came a little concerned about the students 
coming back and were less likely to come 
to Spring Street because of that.”

He added, however, that the college’s 
rigorous testing of students and staff, along 
with other precautions, resulted in very few 
COVID cases on campus this fall. “They 
have had excellent results with this at the 
college,” he said.

Winter hibernation
While able to get their business open 

amidst the COVID crisis, the Littles have 
also decided to give the pandemic some 
room to play out this winter. On Nov. 22 
they temporarily closed Spoon, with plans 
to reopen in early February.

That timing coincided with the pre-
planned departure of most Williams students 
at Thanksgiving to complete the semester 
remotely due to COVID concerns. The col-
lege also cancelled its winter study session, 
with students slated to return to campus in 
February.

Spoon’s “winter hibernation” also reflects 
the Littles’ own concerns about the rising 
number of COVID cases and the arrival of 
the flu season.

“With projections for increasing numbers 
of COVID cases, the situation may get worse 
before it gets better,” David commented. 
“We’re going to do our part to keep our 
customers and staff safe.”

“As much as we love frozen yogurt, and 
people need frozen yogurt, we want to do 
what makes sense for the safety of all of us,” 
Colleen added. “We are so grateful that we 
got through a great summer season, and we 
look forward to seeing our customers again 
when we reopen.”◆

assortment of covid-era startups

David, a pharmacist, and Colleen, who works at Williams College, have long had a goal of operating a busi-
ness together, but with their different professional backgrounds weren’t sure what that would be. “Our family 
loves frozen yogurt,” says Colleen, noting that they have raised five children in their blended family and are 
now raising their four-year-old granddaughter, Tesla. “For us, from a family perspective, it was a perfect fit.”

“Our planning and projec-
tions were based on a pre-

COVID world that included 
tourism, theater and students. 

So many of those elements 
were swept away.”

PROFITABLE GENERAL STORE
Awaits You in the Shires of VT!

Phenomenal place to work, live and be master of your 
future! Located on State Highway 100 in the village of 
Readsboro, VT, this general store is an essential business 
with a long history of serving the community. A family-
owned operation, this turn-key business o�ers travelers/
inhabitants groceries, deli, lottery, beer, wine, tobacco 
sales and gas – the only store o�ering gasoline within 
an approximate 20-mile radius! Abutting the Deer�eld 
River, the steel framed building was constructed in 1998 
on a large lot which includes expansion space. After 35 
years in business, owners are ready to retire. Contact Sue 
Colvin, 603-493-1952, to embark on your new adventure!

NEW LISTING in the Berkshires of MA! 
GRAND THEATRE IN FORMER TIMES!

This palatial building is located on the main street of 
Adams, home of Mt. Greylock & birthplace of Susan B. 
Anthony. Once upon a time it was a beloved & popular 
theatre of the golden era of Hollywood cinema. The large 
marquee still exists today and is highly visible to all Adams 
visitors. Route 8 passes through Park Street & leads to the 
tranquil & alluring regions of Pitts�eld, Bennington, VT & 
Readsboro, VT. Thousands of vehicles drive through Park 
Street every day! Your dream venture can be conducted 
in this spacious 12,658 sq. ft. building. Architectural 
designs supplied upon request. Contact Mariah Worth, 
413-663-4053, for complete details!

ENTREPRENEURS! 
Welcome to the Berkshires of MA & the Shires of VT!

413-743-0450 • 413-446-0301
www.monarchrealty-ma.com

97 Summer St. • Adams, MA 01220
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Pittsfield
70 South St.
(413) 447-7304

Pittsfield
110 Dalton Ave.
(413) 395-9626

Dalton
431 Main St.
(413) 684-1551

Gt. Barrington
325 Main St.
(413) 528-2840

pittsfieldcoop.com Member FDIC & DIF            Equal Housing Lender

Happy Holidays 
C fromD

the Board and Staff 
of the Pittsfield Cooperative Bank




