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Entrepreneur Challenge supports goals of Woodlands Partnership
BY BRAD JOHNSON

Eco-tourism is the prevailing theme among fi nalists in the Mohawk Trail 
Entrepreneur Challenge (MTEC).

Four of the fi ve participants in the program – conducted by Lever, a North 
Adams-based organization focused on development 
of the region’s entrepreneurial ecosystem – are either 
planning or actively operating ventures that emphasize 
the outdoor experiences and recreational activities 
available in the Mohawk Trail region.

The fi fth fi nalist, on the other hand, is focused on 
a venture aimed at monitoring and mitigating the environmental impact of 
woodland harvesting operations.

“I couldn’t be happier with the fi nalists we’ve got,” said Jeffrey Thomas, ex-
ecutive director of Lever. “These are all woodland-related enterprises with the 
potential to attract dollars to the region and the potential to create jobs there.”

Since mid-December, these entrepreneurs have been working with staff at 
Lever to refi ne their business plans and goals through regular group workshops 

and individual mentoring, all conducted remotely due to COVID restrictions. 
This work sets the stage for a fi nal pitch competition scheduled for March 11, 
with the winner receiving a $25,000 award to advance their business.

This is the same basic format that Lever (www.leverinc.org) has used for 
several other entrepreneur challenges over the past 
few years. These have included programs targeting 
the creative economy, health care, manufacturing 
technology, and – over the past year – a series of state-
sponsored competitions that address specifi c needs 
and challenges related to the COVID pandemic.

The MTEC’s focus on woodland-based business models designed to cre-
ate jobs and spur economic activity in the Mohawk Trail region refl ects the 
broader goals of the Mohawk Trail Woodlands Partnership (MTWP), a col-
laborative initiative comprising 16 member communities within northern 
Berkshire and Franklin counties, along with an array of public-sector agencies 
and private nonprofi t organizations.

continued on page 12

“These are all woodland-related 
enterprises with the potential to 

attract dollars to the region and the 
potential to create jobs there.”

Lea King and Wayne Gelinas are
gearing up for an expansion of operations at
the Wigwam Western Summit in North Adams, and are
fi ne-tuning those plans through their participation in the Mohawk 
Trail Entrepreneur Challenge. They and four other fi nalists were 
selected for the program based on how well their ventures align 
with the goals of the Mohawk Trail Woodlands Partnership.
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New bistro takes root in 
Railroad Street location

BY JOHN TOWNES
The vacant space that was most recently 

occupied by the former Botanica cafe is now 
the site of another restaurant with a floral 
name, twoflower.

Located at 34 Railroad St. in downtown 
Great Barrington, twoflower opened for 
Presidents’ Day weekend on Feb. 12.

Owners Rupert Jones and Sandy Mathews 
moved to the Berkshires from Morris County, 
N.J., last year.

“When COVID arrived we were ready 
to make a change,” said Jones. “We had a 
second home in Monterey and decided to 
make a change. My background is in the 
coffee business, and I have operated coffee 
shops in New Jersey, so this was a natural 
business to start.”

Jones described twoflower as a “bistro” 
which will eventually operate as a full 
restaurant. “Our goal is to provide a relax-
ing place to come throughout the day and 
evening,” he said. “During the day we’ll 
have a coffee bar and lunch. In the evening 
we’ll be a bar and serve dinners, and have 
live music.”

However, due to the restrictions imposed 
by the COVID pandemic, they are starting 
on a low-key basis, with a combination of 
takeout service and limited indoor seating of 
between six and 12 people. Online ordering 
and curbside pickup is also available (413-
645-3470 or www.twoflowergb.com).

“We plan to start slow and scale up in 
stages, based on circumstances and what 
the COVID guidelines allow,” said Jones. 
“Currently our capacity is limited to about 
25 percent of what we can do normally.”

He said, at full capacity, the 1,000-square-
foot space can seat about 40 at tables, plus 
16 at its bar counter.

Initially their hours are 7 a.m. to 3 p.m., 
with coffee, pastries and lunch available. 

Prices range from $3.25 to $4.50 for baked 
goods, $8 to $15 for other items.

David Israelow is serving as consulting 
chef at twoflower. He is placing an em-
phasis on local sourcing and fresh seasonal 
ingredients.

The menu features a selection of baked 
goods and breakfast fare such as a biscuit, 
cheese and egg sandwich; and a granola, 
yogurt and fruit bowl. A specialty of the 
house is “seasonal toasts,” which feature 
combinations such as sunflower carrot 
hummus, slow-roasted carrots, and pickles. 
Another toast special is Duck n‘ Egg, with 
horseradish schmaltz, duck confit and an egg.

The coffee selection will feature local and 
regional roasters with a focus on organic and 
single-origin beans. Suppliers will include 
West Stockbridge’s No. Six Depot and 
Gimme! Coffee from Ithaca, N.Y., among 
others.

“As COVID eases and we can serve more 
people, we’ll add a higher level of food, 
including a raw bar and seasonal dinners,” 
said Jones.

They have applied for a liquor license, 
and plan to offer wine and spirits. Restau-

rant consultant and wine professional David 
Bruno will be working with them on the 
wine selection.

(Bruno is planning to open a boutique 
wine and beer retail store nearby on Railroad 
Street that will mirror much of the offering 
of twoflower’s beverage program.)

Jones said that the pace of expansion will 
depend on the evolving status of the pandemic 
and what is safe.

In the meantime, they are also looking 
to bolster the business with outdoor service 
when warmer weather arrives. The business 
has a back deck that will be able to accom-
modate additional tables for outdoor dining.

It is also anticipated that Great Barrington 
will make additional accommodations for 
public outside dining for all local eateries, 
as it did last year. That included closing 
Railroad Street to traffic at certain times to 
allow additional outdoor seating for custom-
ers of nearby eateries.

The space now occupied by twoflower had 
been vacant since July 2019, when Botanica 
abruptly closed after less than two years of 
operation there.

“It was basically in turnkey condition,” 

The space at 34 Railroad St. in downtown Great Barrington has become home to twoflower, a new bistro 
that opened on a limited basis on Feb. 12. “We plan to start slow and scale up in stages, based on cir-
cumstances and what the COVID guidelines allow,” says co-owner Rupert Jones. (David Bruno photo)
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said Jones. “We initially planned on just 
setting up our shingle. But we decided to 
do some cosmetic changes to make it more 
our own space.”

They worked with Christopher Riggelman 
of Studio Riggelman on the interior design, 
and the branding and identity was created in 
partnership with Frank Guia. It includes a 
fl oral motif as a reference to the two-headed 
wildfl ower that is the bistro’s namesake.

Jones said he and Mathews are not deterred 
by opening at such a diffi cult time.

“It would have been more diffi cult if we 
had been in operation before COVID and 
had to cut back,” he said. “The advantage is 
that we’re opening during it, and we know 
the challenges and limitations at the start. 
We’ve been able to plan for it, and we’re 
not expecting to blow the doors off with 
business right away. And members of the 
community have been very supportive and 
helpful.”u

Walking Our Talk expands 
programs amid pandemic

BY JOHN TOWNES
At a time when social isolation resulting 

from COVID restrictions has become more 
of a problem for many people, an organiza-
tion named Walking Our Talk offers women 
a source of connection and support.

Walking Our Talk is a nonprofi t organi-
zation that was launched in 2006 by Mary 
Campbell of Great Barrington. It organizes 
“circles,” which are groups of about 15 
women, who meet regularly for eight weeks, 
in a format designed to facilitate discussions. 
Approximately 350 women have participated 
in circles, which generally have been offered 
twice a year in spring and fall.

“The basic goal is to gather women with a 
purpose they want to bring to the world and 
get support from others to help them achieve 
that,” said Campbell, who is currently its 
co-chair of the board and executive direc-
tor. “It’s not a psychological therapy group. 
The purpose is to provide women with a 
community and connections to encourage 
empowerment.”

The organization is currently accepting en-
rollments for upcoming online spring circles 
that begin in late March. A free introductory 
session will be offered online on March 4. 
For details and sign-ups visit the website 
www.walkingourtalk.org.

Campbell said that the type of goals women 
bring to the process vary widely. “Women 
come in with all sorts of projects, she said. 
“Some want to start a business or get into 
their art. They might have a personal goal 
such as fi tness goal or are dealing with a 
health issue. They may want to become more 
active in helping others in some form. We 
also welcome women who primarily want to 
connect to others for personal development. 

For example, some women have joined be-
cause they are new to the area.”

She added that the organization actually 
grew out of her own 
experiences. She is 
a woman’s empow-
erment and intimacy 
coach, ordained in-
ter-spiritual minister, 
counselor, and edu-
cator. She also has a 
background as a choral 
director.

“Women sit in circles 
throughout the world,” 
she said. “It’s become a 
movement in a sense. I fi rst read about it in a 
book called The Millennium Circle in 2006, 
and I decided this would be a great idea to do 
here. I had family and other responsibilities, 
so I brought together several other women 
to help me get it started. In a sense, this was 
my own project for the fi rst circle.”

The group subsequently evolved from a 
group that met in Campbell’s kitchen into a 
certifi ed nonprofi t organization with a board 
of directors. In addition, a training program 
was developed for women who want to 
become facilitators for groups. There are 
currently 24 facilitators, with two leading 
each circle.

“We’ve developed a format for the circles 
to encourage discussions that give every 
member an opportunity to participate and 
discuss their goals,” said Campbell.

While the actual circles last eight weeks, 
they also lead to more permanent connec-
tions, in which members stay in contact 
and hold activities afterward. “It’s grown 
into a very large and active community,” 
said Campbell.

The price of participation in a circle is 
$250.

“We believe every woman should have the 
opportunity to participate, so full or partial 
scholarships are available,” said Campbell. 
“That’s a primary reason we decided to 
become a formal nonprofi t organization.”

As a program that is based on direct per-
sonal contacts, Walking Our Talk’s activi-
ties have been affected by COVID in both 
expected and unexpected ways.

“We traditionally have met in churches 
and other public locations,” said Campbell. 
“When COVID fi rst emerged last year, we 
had to cancel our planned April session. 
However, we decided to adapt by holding 
the circles on Zoom. We actually found that 
it works well and is convenient for people 
– especially in winter.”

Campbell added that social distancing 
and limits on in-person interactions have 
increased the need for the circles. This has 
led them to add more sessions in the summer 
and winter to their usual schedule.

“Women were urging us to offer it last 
summer,” she said. “So we added two circles 

in the summer and another two in winter, in 
addition to our usual sessions in the fall.”

She said that they hope to return to in-
person circles this fall 
if conditions permit.

While meeting vir-
tually is not the ideal 
format, Campbell not-
ed that it did have some 
unexpected benefi ts.

“Doing the circles 
online means it is avail-
able to people regard-
less of their location,” 
she said. “That has 
expanded our reach 

geographically, and a number of women in 
other parts of the country have participated 
in circles as members or facilitators.”

She noted that one woman who is from 
Slovenia and had participated in the pro-
gram while living in Berkshire County has 
become an online facilitator after returning 
to Slovenia.

“Even after we’re able to hold circles in-
person again, we’ll probably also continue 
to do some of them online to enable more 
women to take part,” said Campbell.u

“Doing the circles online 
means it is available to people 
regardless of their location. 

That has expanded our reach 
geographically, and a num-
ber of women in other parts 
of the country have partici-
pated in circles as members 

or facilitators.”
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Entrepreneurship for All (EforAll) Berkshire 
County is collaborating with R3SET Studios to 
run a free program to help small businesses im-
prove their online marketing. This fi ve-week Digi-
tal Business Survival Course, running from March 
12 through April 16, is based on a successful pilot 
program run by these same partners in June 2020. 
Funded by the Pittsfi eld Economic Revitaliza-
tion Corporation (PERC), Mass Growth Capital 
Corporation and Google, the program will be 
offered at no charge to participants. Successful 
completion of the program will earn participants a 
$100 advertising grant to promote their business. 
The virtual program learning is being coordinated 
and facilitated by Pittsfi eld’s Noah Cook-Dubin of 
Kanoa Consulting, a former Google executive. 
There will be 20 places available for the course. 
To apply, go to www.digbizsurvival.com.

Greylock Insurance Agency (GIA) has 
purchased Roger Butler Insurance Agency 
(RBI), a long-established independent insurance 
agency in Westfi eld. The principals of RBI, Roger 
Butler Jr. and Clarissa Butler-Simone, the fourth 
generation of their family to run the agency, 
have agreed to stay on for a while to ensure a 
smooth transition for customers and employees. 
Although RBI will offi cially become part of 
GIA, they will continue to operate separately 
until later in 2021. GIA will locate its 30 Court 
St. offi ce into the larger, more centrally located 
5 Court St. offi ce on the town green that RBI 
currently occupies.

The Clark Art Institute is featuring a new 
year-long exhibition, Erin Shirreff: Remainders, 
highlighting the work of the contemporary Cana-
dian artist. The exhibition presents photographs, 
prints and video that examine Shirreff’s fascina-
tion with the myth-making behind art history 
through a practice that spans analog and digital 
media, two and three dimensions, and still and 
moving images. The free exhibition is on view in 
public spaces in the Lower Clark Center and the 
Reading Room of the Manton Research Center 
through Jan. 2, 2022.

Berkshire HorseWorks Inc. has received 
the Latham Grant for Humane Education and 
the Oxbow Rescue Grant. “Each of these incred-
ible grants comes at a critical time for us as we 
navigate the new COVID world and develop 
programming to support families in need in our 
community,” said Hayley Sumner, founder and 
executive director of the nonprofi t organization, 
which provides EAGALA Model Equine-Assist-
ed Learning and Equine-Assisted Psychotherapy 
sessions to at-risk youth, veterans, inmates, 
families and individuals and Equine-Assisted 
Team building to local and global organizations 
(August 2020 BT&C). The Latham Foundation 
has awarded $5,000 to support the organiza-
tion’s “PEACE: Bully Prevention/Intervention” 
program, making it more widely available for 
students grades K-8 in Berkshire County. The 
second grant for $1,000 from Oxbow Animal 
Health will aid in maintaining veterinary care 
and food for Berkshire HorseWorks’ two therapy 
donkeys, Bolt and Rodeo.

Shaker Museum, which stewards a compre-
hensive collection of Shaker material culture 
and archives, has been awarded a $550,000 
grant from the National Endowment for the 
Humanities (NEH). The Infrastructure and Ca-
pacity Building Challenge Grant will be used 
to construct and outfi t a climate-controlled col-
lections storage facility within the new museum 
building planned for downtown Chatham, N.Y. 
After being closed to the public for more than 
10 years, Shaker Museum has purchased a 19th 
century industrial building in Chatham and is in 
the process of renovating and expanding the facil-
ity with Selldorf Architects. The new building, 
along with the climate-controlled storage facility 
supported by NEH, will allow the museum to 
share and preserve its collection. The museum 
aims to tell the complete story of the Shakers, 
including their material culture as seen through 
furniture, costume, archives and photographs; 
their social legacy of communalism, inclusion 
and pacifi sm; and their technological innovations 
in manufacturing, architecture, agriculture and 
engineering. “Shaker Museum is tremendously 
grateful to the National Endowment for the 
Humanities for this grant which will help us as 
we reanimate the museum and begin this new 
and exciting chapter,” said Shaker Museum 
Executive Director Lacy Schutz.

Update
BUSINESS
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Berkshire Taconic Community Foundation 
(BTCF) has announced the distribution of over 
$48,000 through its Bridging Divides, Healing 
Communities grant program, a new initiative 
to support community-building activities aimed 
at strengthening relationships and trust at the 
local level, especially among people who hold 
different points of view or come from different 
backgrounds. “At a time marked by extreme 
polarization, often rooted in assertions of white 
privilege, we can take action in our towns and 
cities to promote trust and reconciliation in an 
effort to help counter the forces and events that 
are instilling distrust, bigotry and hate,” said Peter 
Taylor, president of BTCF. “We are inspired by 
the creative and inclusive ideas from grantees 
who want to confront issues like racism, the 
stigma of homelessness and mental illness, and 
eroding trust between police and communities.” 
Twenty-one organizations in four counties re-
ceived grants of up to $2,500 for projects that 
seek to bring people together for the purposes of 
exploring shared interests, addressing a problem 
through dialogue and action, or considering an 
issue through a range of perspectives. Berkshire 
County organizations receiving $2,500 grants 
include: Arts in Recovery for Youth, for its 
first-ever Art for Social Justice Project, in partner-
ship with Barrington Stage Company, pairing 
mentor guest artists with young people from 
varied backgrounds for dialogue, engagement 
with civic leaders and a community art event; 
Berkshire Area Health Education Center, for 
a virtual continuing education program for health 
and human service providers from across the 
region on food insecurity as a social determinant 
of health, and lessons from COVID-19 response 
on meeting the needs of vulnerable residents; 
Downtown Pittsfield Inc., to conduct a facilitated 
learning experience with downtown stakeholders 
as part of the process prescribed by Pittsfield’s 
Community Development Board for ensuring 
ongoing communication between management 
of a local homeless shelter and the surrounding 
neighborhoods; Mahaiwe Performing Arts 
Center, for a two-night program, in collaboration 
with Clinton Church Restoration, using LeLand 
Gantt’s one-man show “Rhapsody in Black” to 
explore how performing arts can advance ongoing 
discussions of racial justice; Norman Rockwell 
Museum, in support of its public discussion 
programs based upon Rockwell’s Four Freedoms 
that will bring together members of the general 
public from different backgrounds, experiences 
and beliefs to discuss aspects of freedom today; 
Regional School District Planning Board, for 
training and facilitation in conflict resolution 
for the eight-town, 24-member board currently 
evaluating the educational and financial feasibility 
of consolidating the Berkshire Hills and Southern 
Berkshire regional school districts; Sheffield His-
torical Society, for an interactive art installation 
sharing the story of the local indigenous people 
who inhabited the area until the 18th century, 
in partnership with the Stockbridge Munsee 
Community and the southern Berkshire school 
community; and Stanton Home, to launch an 
outreach and education program for police, fire-
fighters, EMTs, first responders and other public 
service employees focused on identifying and 
responding to emergency situations that involve 
residents with intellectual and developmental 
abilities. Each organization will be asked to pro-
vide a brief narrative on activities, observations 
on what occurred, and reflections on what was 
learned through planning and implementation, 
which the foundation will compile and share 
in coming months. BTCF is currently planning 
a second round of grant-making for the spring.

The Green Mountain Care Board, Vermont’s 
regulatory healthcare board, has granted South-
western Vermont Medical Center (SVMC) a 
Certificate of Need for a $26 million project to 
modernize and expand its Emergency Department 
and renovate its main entrance and public areas 
on the ground floor. Traffic and parking improve-
ments are also included. The regulatory approval 
was necessary to proceed with the project. The 
design doubles the square footage of the depart-
ment and includes the expanded presence of 
the teleEmergency service in coordination with 
Dartmouth-Hitchcock Health. Touch-free motion-
activated doors and walls that inhibit sound from 
room to room are also part of the design. The ad-
dition of high-acuity, low-acuity, and collaborative 
care areas are expected to reduce wait times and 
improve the patient and provider experience. An 
expanded space for patients experiencing emer-
gency behavioral health issues is also in the plan. 
The renovation of the main entrance will relocate 
high-traffic services, including the lab and imag-
ing registration, closer to the front of the hospital 
building for ease of navigation for patients. The 
health system expects to break ground on the 
project this spring. Completion is scheduled for 
the fall of 2023. The Emergency Department will 
be renamed the Kendall Emergency Department in 
honor of the Kendall Family, who made a major 
gift to the capital campaign for the project.

Berkshire Community College (BCC) 
launched a Collegiate Recovery Community for its 
students last fall, and will expand its efforts into the 
spring 2021 semester and beyond. The recovery 
community, Students for Recovery at BCC, is a 
shared space for students to give and gain peer 
support, celebrate recovery, pursue their college 
goals and find success. BCC’s Collegiate Recovery 
Community, a collaboration between the Personal 
Counseling Center and Student Engagement, has 
been made possible through the support of a BCC 
Foundation donor. Students in recovery are often 
an underserved population on college campuses. 
Recovery communities offer students a place to 
belong and thrive. Students who feel a sense of 
belonging and purpose are more likely to persist 
and be successful. Community colleges are ideally 
situated to support students in recovery as they 
are often the place where students come to begin 
or restart their higher education pathway. BCC 
has engaged Maureen Babineau, an educational 
consultant with extensive knowledge of the na-
tional landscape of collegiate recovery, to guide 
and develop the community and the supportive 
campus culture. Hilary Costa, a graduate intern in 
Personal Counseling at the college, has partnered 
with Babineau in this work. BCC has a long his-
tory of supporting students holistically through the 
Personal Counseling Center. Lisa Mattila, LMHC, 
who has been with the college for 25 years, has 
provided therapeutic support to students, including 
those with substance use disorders. Over the years, 
Mattila has encountered many students in recovery 
who voiced the need for peer relationships. She 
sees the establishment of a Collegiate Recovery 
Community as a natural extension of this work 
and a commitment to student wellness, and will 
collaborate with Mattila and Babineau to engage 
and support students. Students for Recovery 
welcomes current students and alumni to attend 
weekly mutual aid recovery meetings. For more 
information, go to www.berkshirecc.edu/recovery 
or email recovery@berkshirecc.edu.

Chester Theatre Company (CTC) has been 
awarded a $94,000 grant from the Mass Cultural 
Council, in partnership with the Executive Office 
of Housing and Economic Development. This 
highly competitive, statewide program saw 424 
applications, and awarded 183 grants totaling 
nearly $10 million. Grants ranged from $1,000 
to $100,000. “After such a difficult year, this 
remarkable grant will help us move forward 
into 2021 as we make plans to return to live 
performance,” said CTC Producing Artistic 
Director Daniel Elihu Kramer, “We are grate-
ful to the Baker-Polito administration, and all 
the agencies involved, for making this critical 
program possible.”

The Southern Berkshire Chamber of Com-
merce will present a webinar on HR issues during 
the pandemic. Led by HR consultant Bill Tighe, 
the webinar will cover workplace topics like deal-
ing with remote workers, COVID-related safety 
requirements, what to do when an employee tests 
positive for COVID, and more. The webinar will 
take place via Zoom on Feb. 25 at 10 a.m. For 
registration information, contact Betsy Andrus 
at 413-528-4284.

Berkshire Brochure Display, on behalf of the 
International Association of Visitor Information 
Providers, has announced that Berkshire Natu-
ral Resources Council is the first-place regional 
winner of the 2020 International Best Brochure 
Competition for their “GO WILD Explore Na-
ture in the Berkshires” brochure. From a possible 
field of over 19,000 brochures, representing the 
collective client base of the association member-
ship, nominees were narrowed down to a field of 
63. These nominated brochures, which included 
BNRC’s, were then evaluated through competitive 
comparisons using specific criteria: headline qual-
ity, content, digital connection and overall appeal. 
The judges were industry professionals representing 
brochure distribution and display companies from 
across the U.S., Canada, Europe, Bali, Mexico and 
South Africa. To see the winning brochure, go to 
Visitortips.com/usa/ma/pittsfield/.
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The Community Development Corporation 
of South Berkshire (CDCSB) has received a 
Small Business Technical Assistance Grant from 
the Massachusetts Growth Capital Corpora-
tion and the Commonwealth of Massachusetts. 
Through June 30, small businesses in the Berk-
shires can apply on the CDCSB website for free, 
one-on-one professional customized consultation 
at this link: http://bit.ly/sbtaform. The grant 
enables the CDCSB to assist area businesses at 
various stages of development, from pre-startup 
to existing businesses planning for growth. The 
program is open to all small businesses in the Berk-
shires, with special consideration for women- and 
minority-owned businesses. For more information 
about the program, contact Emmalyn Gaertner at 
emmalyn@cdcsb.org.

Phoenix Theatres, which owns and operates 
Beacon Cinema in downtown Pittsfield, has an-
nounced plans to reopen the multiplex cinema at 
the end of February following a nearly year-long 
shutdown due to the COVID-19 pandemic. “This 
challenge was completely unexpected, and affects 
literally everyone in the world,” said Cory Jacob-
son, owner of Phoenix Theatres. “We have faith 
in the human need to interact with one another 
and the art we present at the movies. It is unique 
to our American experience, as movies are one of 
our greatest cultural contributions to the world. 
Our business is local and very social by nature, 
and is uniquely disadvantaged in a pandemic 
crisis.” As the film industry grapples with these 
unprecedented problems, Jacobson said, Phoenix 
Theatres decided to proactively shift its focus 
to offer solutions that could make a difference. 
“Our management group has spent the past 10 
months working on developing a comprehensive 
plan to carefully reopen our theatres with the help 
of the National Association of Theatre Owners, 
Dr. Daniel Z. Uslan, epidemiologist from UCLA, 
and the most current CDC guidance,” Jacobson 
said. This approach was used for the company’s 
theatres in Michigan and Iowa, which reopened 
several months ago. “Our next theatre to reopen 
will be Pittsfield’s Beacon Cinema to support 
the return of Hollywood’s blockbuster movies 
to the big screen in the spring,” Jacobson said. 
To ensure social distancing, a new reserved 
seating program developed that allows guests 
to select their seats in advance either on the 
company’s website or newly developed mobile 
app. The system automatically removes two seats 
between each pair sold, creating a checkerboard 
style pattern. This provides six feet of separation 
between guests to safely social distance while 
watching a film. This seating system is part of a 
broader list of safety protocols being followed 
by the company as it welcomes moviegoers to 
the Beacon. “In order to help easily demonstrate 
these new policies, we developed a video to help 
illustrate what you can expect to see during your 
next trip to the movies,” said Tearis Reid, vice 
president of operations. “The cinema has always 
been a way for people to escape reality for a few 
hours. It is our job now more than ever to provide 
this experience to our guests while keeping them 
safe.” To view Phoenix Theatres’ reopening video 
plan and a complete list of safety protocols, visit 
www.phoenixmovies.net/covid.

For the first time the Red Lion Inn has 
enclosed its iconic front porch for the winter 
months. Heaters have been added to extend the 
Stockbridge inn’s porch season, transforming the 
spacious area into a safe yet cozy place to relax 
in a rocking chair while viewing Main Street’s 
winter scenes. Food and beverage offerings will 
be available for patrons to enjoy on the winterized 
porch Wednesday through Sunday. For additional 
outdoor entertainment, the Red Lion Inn has a fire 
pit in The Courtyard weekdays from 4 to 7 p.m. 
and weekends until 8 p.m.

The Berkshire Vaccine Collaborative has 
launched a new website containing comprehen-
sive information on how to access the Berkshire 
area COVID-19 vaccination clinics. The new 
site, www.getvaccinatedberkshires.org, was de-
veloped to provide a consolidated resource with 
information about the COVID-19 vaccines, to 
provide resources on the state’s vaccination phases 
and vaccine availability, and to aid the public in 
making appointments at the three vaccination 
clinic sites in the Berkshires. Those sites are in 
Pittsfield at the Berkshire Community College 
Field House, in Great Barrington at the WEB 
Du Bois Middle School, and in North Adams at 
St. Elizabeth of Hungary’s Parish Center. The 
Berkshire Vaccine Collaborative is a partnership 
between Berkshire Health Systems, Community 
Health Programs, the Berkshire County Boards 
of Health Association and public health nurses.

Berkshire Community College (BCC) and 
Massachusetts College of Liberal Arts (MCLA) 
are working together as part of a new statewide 
effort to help teens who are homeless – those 
classified as “unaccompanied homeless youth” 
– enroll in college and earn the degrees proven 
to help people move beyond levels of poverty. 
The statewide initiative, piloted at select public 
community colleges and four-year institutions, is 
called the “Moving to College” program. Scholar-
ships for up to 20 students across Massachusetts 
are funded through the U.S. Department of Hous-
ing and Urban Development’s (HUD) Moving to 
Work program. The Moving to College program 
will provide rooms in college residence halls, meal 
plans and case management to support those teens 
who are eligible. MCLA is one of four residential 
campuses in the commonwealth selected to pilot the 
program. “BCC is proud to partner with MCLA and 
our local youth service organizations and partner 
agencies across the Berkshires to help youth fac-
ing homelessness enter into higher education with 
housing and the opportunities to build a different 
future,” said Ellen Kennedy, president of BCC. 
“BCC is committed to supporting these college-
bound students through this important pilot program 
that will help our most underserved thrive.” The 
Berkshire team will be composed of campus staff 
from MCLA and BCC working in partnership 
with school liaisons and counselors, and a local 
nonprofit youth services provider. The goal is to 
provide the supports that these students need so 
that they can stay on track to earn their degrees. 
“We see over and over that higher education is a 
viable path out of poverty,” said MCLA President 
James Birge. “Many MCLA students come from 
low-income families or are first-generation college 
students. They go on to secure well-paying jobs, 
maintain successful, fulfilling lives, and contribute 
to their communities. I am thrilled MCLA will be 
part of this pilot program and will be able to offer 
this opportunity to students impacted by homeless-
ness.” The application deadline for the program 
is March 1. The application, as well as eligibility 
requirements, can be found at www.doe.mass.edu/
sfs/edstability/mtc.html.

Berkshire Taconic Community Foundation 
(BTCF) is partnering with the Essex County 
Community Foundation (ECCF) in presenting the 
2021 Institute for Trustees, an annual conference 
inviting nonprofit leaders to gather for educational 
workshops and networking opportunities. Building 
on the success of BTCF’s 2018 Board Leadership 
Forum and designed for board leaders and executive 
directors, the event features 24 virtual workshops 
from nonprofit experts and opportunities to connect 
with hundreds of peers. This partnership is part 
of a broader effort between BTCF and ECCF to 
leverage resources in support of building capacity 
and leadership within the nonprofit sector, given 
the challenges facing organizations due to the 
pandemic and its economic consequences. The 
Institute for Trustees kicks off on April 7 with a 
keynote address by Phil Buchanan, president of 
the Center for Effective Philanthropy, entitled 
“Leading for Nonprofit Impact Amid Unprec-
edented Challenge.” Beginning April 9, workshops 
and opportunities to connect with fellow attendees 
through topic-driven, informal peer discussions will 
be spread over the course of four weeks. Workshop 
topics include racial equity, endowment building, 
crisis planning, governance, advocacy, finance and 
more. For more information or to register, visit 
eccf.org/ift. Registrations will be accepted at an 
early bird rate of $110 until March 7. After that, 
registration will cost $130 and will close April 7.

Vianor Tire Center in North Adams is under 
new ownership. Gills Point S Tire & Auto 
Service, a small, family-owned group of tire and 
service locations, has taken over the operations 
at 558 Curran Hwy. Current store manager and 
North Adams resident Jessica Perin has been with 
Vianor Tire Center since 2016 and will continue to 
lead the team at Gills Point S Tire & Auto Service. 
The company is part of the Point S Tire & Auto 
co-op, a group of 200-plus independently owned 
and operated tire stores across the Unites States. 
The buying power of the co-op allows each of the 
independent, locally managed tire stores to offer 
customers competitive pricing. Along with tires, 
Gills Point S also offers full automotive services 
like brakes, oil changes, alignments, diagnostics, 
tune-ups and more. For more information, visit 
PointSTire.com/NorthAdams.

The Berkshire Bank Foundation has awarded 
Massachusetts College of Liberal Arts (MCLA) 
$20,000 to fund the Berkshire Bank STEM Acad-
emy, which accepts up to 20 incoming first-year 
students enrolled in a STEM major or who have 
expressed interest in STEM fields. The residential, 
five-day academy includes opportunities to net-
work with STEM faculty, students and staff in the 
interest of developing a deeper relationship with 
those involved in STEM careers in the Berkshires. 
The program’s ultimate goal is to encourage more 
students to secure jobs in the Berkshires and remain 
here after graduation. This summer will mark the 
ninth year of Berkshire Bank STEM Academy, 
which was developed to serve low-income and 
first-generation college students. Alumni of the 
program have gone on to be leaders at MCLA 
as residential advisors, tutors and supplemental 
instructors. Graduates have gone on to have careers 
at Raytheon, General Dynamics, Edge Pharma, and 
as public school teachers. During the residential 
program, where the majority of the awarded funds 
are spent, students will explore concepts in biol-
ogy, chemistry, computer science, mathematics, 
environmental science, psychology and physics 
through laboratory work and meeting with faculty. 
Students will also be paired with an upper-level 
STEM major who will serve as a mentor. Field trips 
to local STEM employers, including Berkshire 
Health Systems, MASS MoCA and General 
Dynamics, as well as a roundtable discussion and 
a dinner with STEM professionals to encourage 
students to begin thinking about internships and 
local career opportunities. Students are selected 
for the program based on their responses to sur-
veys taken upon their acceptance to the college. 
Interested students should email program director, 
Dr. Sara Steele, assistant professor of psychol-
ogy, at sara.steele@mcla.edu to have their name 
prioritized in the selection process.

BerkShares Business of the Month

Christian Stovall ended up in the Berkshires because of Tanglewood, but his connection to the 
famed music venue wasn’t because of the picnics like most; his dad is a bassist for the Berk-
shire Symphony Orchestra. During his teenage summers in the Berkshires, Christian began 

working with Sean Stanton at North Plain Farm and learned about animal husbandry. Inspired by 
the experience he continued studying agriculture at the University of Vermont.  

After graduating he worked at a farm in Middlebury where he learned about rotational grazing and 
the ability to build soil organic matter and sequester carbon through grass management with small 
ruminants. He thought it the perfect form of animal agriculture - the animals are relatively small, 
an operation wouldn’t be capital intensive or require much machinery, and the rolling hills of the 

New England landscape were perfectly 
suited for grazing. 

�ree years ago, Christian settled 
in the Berkshires permanently and 
founded Hidden Mountain Farm, a 
sheep farm. Christian focuses on grass 
fed lamb production in the summer 
and breeding in the winter. �e ewes 
Christian keeps through the winter 
are registered Border Leicesters, a dual 
purpose breed that has proven hardy 
enough for New England winters, has 
high quality wool, and great meat.

What has enabled Christian to scale 
up his business is also dual-purpose. 
He secured a contract to graze his 
sheep under solar panels for grass 
management on a 10-acre site in Great 

Barrington. It’s a win-win for both parties. Instead of using fossil-fuel intensive practices, the owner 
eliminates the need to mow with mechanical means and Christian gets access to land to feed his 
sheep. At his home base in New Marlborough, Christian has introduced a new member to the 
�ock - Benson, a 4-month-old Maremma livestock guardian dog that will protect the sheep from 
predators like coyotes. 

Hidden Mountain Farm lamb can be found locally on shelves at the Berkshire Food Coop and on 
the menu at local restaurants like Cantina 229 and the Prairie Whale. To those who �nd lamb to be 
gamey, he assures that the breeds he raises produces a more mild taste that is universally appealing. 
Christian’s favorite way to cook lamb is to braise a boneless leg rubbed with a paste of garlic, olive oil, 
rosemary, paprika, salt and pepper. 

�ough he has been active in the local agricultural scene for some time, as a new farmer and busi-
ness owner, he has been encouraged by the sense of community. “It’s all about building relationships 
along the food chain” Christian says - producers, land owners, processors, and consumers. To that 
end, he believes BerkShares represent a piece of the Berkshire community that he loves and respects 
so much - growing the local economy through collaboration. 

At only 25 years old, Christian has very intentional goals for Hidden Mountain Farm. He plans to 
stick with sheep, which he understands so well, sharing that he’d “rather be good at one thing than 
decent at many things.” He is clear about work-life balance and is in it to have fun. Part of that fun 
is delighting his social media followers with cute lamb and puppy photos. Follow him on Instagram 
@hiddenmtnfarm.

Hidden Mountain Farm             hiddenmountainfarm@gmail.com
New Malborough, MA   Instagram: @hiddenmtnfarm  

more stories like this one at www.berkshares.org
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On Jan. 23, the NAACP Berkshire County 
Branch hosted its annual Freedom Fund Awards 
Celebration virtually. Each year, the event raises 
funds to provide stipends to students of color in 
Berkshire County who are planning to attend col-
lege or trade school the following year, and honors 
individuals who are leaders in the work towards 
equity and justice. Thanks to the community 
members and sponsors, over $60,000 was raised 
to support students of color in the Berkshires, well 
above the goal of $25,000. “I’m incredibly proud to 
live in the Berkshires, where community members, 
organizations, and businesses come together to 
support our students,” Branch President Dennis 
Powell. “Each year, we’ve increased the amount 
of the stipends that we’ve given out, and we’re 
thinking critically about how we can use this new 
capacity to expand our stipends further and create 
more robust support systems for our students of 
color from the Berkshires.” Three awards were 
presented during the event: Dr. Francres Jones 
Sneed presented Rachel Fletcher with the W. E. 
B. Du Bois Freedom Fund Award for her work 
in founding the Du Bois River Garden in Great 
Barrington; Jacob’s Pillow Executive Director 
Pam Tatge presented Williams College’s Sandra 
Burton with the Baba Chuck Davis Freedom 
Award for her use of the connecting power of 
dance to bring communities together in the Berk-
shires; and Shirley Edgerton presented Pittsfield 
High School’s Lori Murphy with the Margaret 
Hart Freedom Award for her work in creating 
educational spaces where students of all cultures 
can learn and thrive. The keynote speaker was 
author, columnist, and speaker, Deesha Philyaw. 
In conversation with Pittsfield High School senior 
Sadiya Quetti, Philyaw urged the audience to be “a 
bit less comfortable and a bit less complacent than 
before” and to “see and engage the world around 
us even a little bit differently” as she connected 
her National Book Award finalist collection of 
short stories, The Secret Life of Church Ladies, 
to freedom. For more information, visit www.
naacpberkshires.org.

The Nonprofit Center of the Berkshires (NPC), 
in partnership with The Berkshire Eagle, will host 
the 4th annual Berkshire Nonprofit Awards on May 
18 at 8:30 a.m. The awards recognize the work 
being done by individuals in the nonprofit sector. 
State Rep. William “Smitty” Pignatelli will emcee 
the 45-minute Zoom event. “During the pandemic, 
Berkshire nonprofits provided critical services in 
health care, food security, education and more,” 
said NPC founder Liana Toscanini. “If ever there 
was a time to honor the commitment of nonprofit 
workers, spring 2021 is it!” Nominations are be-
ing solicited from across the Berkshires in eight 
categories: Executive Leadership, Board Member, 
Super Staffer, Unsung Hero, Volunteer, Rising Star, 
Youth Leadership and Lifetime Achievement. One 
honoree in each category will be chosen by a panel 
of judges and profiled in a special section in The 
Berkshire Eagle. The NPC is seeking sponsors for 
this celebratory event. For more information, visit 
npcberkshires.org or call 413-441-9542.

The Community Development Corporation 
of South Berkshire (CDCSB) has received a 
Small Business Technical Assistance Grant from 
the Massachusetts Growth Capital Corpora-
tion and the Commonwealth of Massachusetts. 
Through June 30, small businesses in the Berk-
shires can apply on the CDCSB website for free, 
one-on-one professional customized consultation 
at this link: http://bit.ly/sbtaform. The grant 
enables the CDCSB to assist area businesses at 
various stages of development, from pre-startup 
to existing businesses planning for growth. Con-
sultations are customized to each business and can 
range from business skills to access to financing. 
The program is open to all small businesses in 
the Berkshires, with special consideration for 
women- and minority-owned businesses. For more 
information about the program, contact Emmalyn 
Gaertner at emmalyn@cdcsb.org.

The Feb. 6 premiere of Construct Inc.’s annual 
Warm Up the Winter Call to Action for Emergency 
Assistance raised over $30,000 for neighbors in 
need of emergency assistance for fuel, utility and 
rental payments. The organization is keeping 
Warm Up the Winter on its event website through 
March 6 so that those who missed the live stream 
can watch the show (featuring The Wanda Houston 
Band), donate and help reach its $50,000 goal. 
Watch at https://go.rallyup.com/warmup2021.

Since purchasing The Gateways Inn in July 
2020, Mill Town Capital, the new owners of the 
historic property in downtown Lenox, have been 
refreshing the Guilded Age-era “cottage” to ac-
commodate updated travelers’ preferences in both 
form and function. After closing the inn to guests 
in mid-November, the team initiated an acceler-
ated design refresh of both the main inn and the 
property’s guest house. The changes focus on an 
aesthetic refresh of all guest spaces and also include 
updated Internet connectivity, additional technol-
ogy amenities, and several contactless features that 
will accommodate an increased demand in both 
public health concerns during the COVID-era of 
travel and integrated services for modern travelers. 
With guest safety and public health concerns still 
top priorities amidst the COVID-19 pandemic, 
the Gateways team also updated portions of the 
ventilation systems and introduced new cleaning 
technologies to provide layered sanitary protocols 
into the inn’s operations. “The Gateways Inn holds 
a special niche in the Berkshire lodging scene,” 
noted Carrie Holland, managing director of Mill 
Town, a private investment group based in Pitts-
field. “Its downtown location is ideal for a range 
of visitors, and the luxurious classic components 
of this historic house contribute to the unique ex-
perience our guests are able to enjoy during their 
stay.” The inn and guest house reopened in February 
and are accepting reservations. After temporarily 
closing in December to complete the interior 
renovations, the inn’s on-site restaurant and bar is 
expected to reopen in May with expanded indoor 
and outdoor dining options featuring a live music 
series throughout the summer and fall months.

With nearly a year of sustained effort, the 
Berkshire Immigrant Center (BIC) has raised 
and distributed more than a third of a million dol-
lars in COVID relief aid to local undocumented 
families who are not eligible for federal help like 
unemployment benefits and stimulus checks. 
During December, a BIC volunteer-led project 
also raised almost $5,000 for a separate endeavor 
to provide holiday gift cards to additional local 
immigrants. “Both our ongoing COVID Relief 
Fund efforts and our holiday gift card drive show 
just how committed the community is to showing 
support for local immigrants,” said BIC Executive 
Director Michelle Lopez. “Immigrants are vital to 
our local economy and culture, and the Berkshire 
Immigrant Center is committed to helping our 
most vulnerable clients during this difficult time.” 
BIC launched its COVID Relief Fund in March 
2020 to help make sure that local undocumented 
families would not fall through the cracks. As of 
mid-February, BIC has raised more than $350,000 
for this fund from a mix of individual and business 
giving, private grants and state COVID funds. BIC 
disburses 100 percent of these funds to clients to 
help them pay for basic needs like rent, food and 
utilities. In November a dedicated group of BIC 
volunteers, led by Volunteer Coordinator Charles 
Bonenti (himself a volunteer), conceived of the 
holiday gift card project. Their aim was to brighten 
the holiday season for clients who have been hit 
hard by the pandemic but are not receiving sup-
port through BIC’s COVID Relief Fund because 
they are eligible for federal assistance. Volunteers 
raised more than $4,000 in cash contributions and 
$725 in gift cards. The drive allowed BIC to send 
gift cards to more than 100 client households so 
they could buy food or presents for the holidays. A 
parallel ongoing effort is matching donated goods 
like clothing, bicycles and sewing machines with 
BIC clients seeking these items.

Greylock Federal Credit Union is relocating 
their branch in the Stop and Shop Plaza on Merrill 
Road in Pittsfield to a space they are remodeling 
at their offices in the Allendale Shopping Center 
that houses credit union operations and a Greylock 
Insurance Agency office. “This new location will 
provide one-stop shopping for our members,” 
said President and CEO John Bissell. “It will be a 
full-service branch with direct access to Greylock 
Insurance Agency, Greylock Investment Group, 
and many other credit union support staff that 
members may need to access for more complex 
transactions.” The new Allendale branch is less 
than half a mile from the current location in the 
Coltsville neighborhood. “We’ve been thinking 
about the move for a while, and with our lease 
at the Merrill Road location ending soon, it just 
made sense to do it now,” Bissell said. “Plus, we 
always strive to be good stewards of our members’ 
money, and this new location helps us improve 
our member convenience while also saving money 
by not having two facilities in the same general 
neighborhood.” Greylock Federal plans to move 
the credit union branch and its entire staff into 
the new space this spring.u
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people on the move

She was so excited 
about your exotic 

vacation

As things have gone, you had to cancel it. But it didn’t 
cancel your anniversary. Come see us for the gift that 

makes this anniversary your best ever…together.

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

 Mark E. Kasuba, Gemologistwww.medwardjewelers.com

A t t o r n e y  P a u l a 
Almgren has earned top 
honors from Super Law-
yers, a rating service that 
recognizes outstanding 
lawyers who have attained 
a high level of peer rec-
ognition and professional 
achievement. The Super 
Lawyer designation is 
presented to less than 5 
percent of attorneys in 
Massachusetts. An elder law and estate and care 
planning attorney, Almgren is the founder of 
Almgren Law Group in Lenox. It’s one of only a 
few U.S. law practices taking a holistic team ap-
proach to helping seniors and their families plan for 
and navigate through legal, medical, financial and 
lifestyle-housing care decisions (February 2021 
BT&C). Almgren is an accredited attorney with the 
Department of Veterans Affairs and a member of the 
Fairview Hospital Ethics Committee, the Pittsfield 
Council on Aging, the Alzheimer’s Association, the 
Berkshire County Estate Planning Council, and the 
Massachusetts and Berkshire Bar Associations. 

Pearson Wallace In-
surance, with offices in 
Pittsfield and Amherst, has 
announced the addition of 
Caitlyn Elliott as senior 
account executive. Elliott 
brings experience from 
both the agency and carrier 
side of the insurance busi-
ness, having spent time at 
both Plymouth Rock and 
Liberty Mutual Insurance. 

She earlier gained experience in the financial sec-
tor before settling in western Massachusetts and 
obtaining her insurance license in 2018.

Berkshire Bank has an-
nounced the promotion of 
Jennifer Carmichael to 
executive vice president 
and chief internal audit 
officer. She previously 
served as senior vice presi-
dent and audit manager 
at the bank. In her new 
role, Carmichael will con-
tinue to lead all aspects of 
Berkshire Bank’s internal 
audit and independent SOX testing programs. She is 
responsible for providing independent and objective 
assurance to management and the audit committee 
on the adequacy and effectiveness of governance 
and internal controls to support the achievement 
of organizational objectives. Carmichael’s back-
ground includes over 20 years of experience sup-
porting audit, risk and compliance functions within 
the financial industry. She joined Berkshire Bank 
in 2016 from Accume Partners where she served 
as senior audit manager to clients in New York and 
New England, including Berkshire Bank.

Cardiac Care Nurse Susan Alibozek has been 
honored with Berkshire Medical Center’s first 
DAISY Award for Extraordinary Nurses, a national 
nursing recognition program that has been adopted 
by thousands of hospitals to honor individual 
nurses who have had an impact on patient care. 
The DAISY Award will be bestowed monthly 
following a nomination process and review by an 
interdisciplinary oversight committee. Using the 
acronym PETALS, BMC’s criteria for nominating 
a nurse for a DAISY Award are: P – Passion and 
Compassion for nursing and the care they provided; 
E – Empathy toward individual patients and their 
loved ones; T – Trust and Teamwork; A – Admirable 
Attributes; L – Love for patient and profession; 
and S – Selflessness. BMC staff, patients and the 
general community can submit nominations. The 
nomination form can be found on each floor at 
BMC and in patient welcome packets.

The architecture, engi-
neering and management 
firm EDM has hired Amy 
Ray as director of busi-
ness development, where 
she will be responsible for 
driving EDM’s strategic 
business development 
initiatives and expanding 
the Pittsfield-based firm’s 
presence in Massachu-
setts, Connecticut and 

New York. Ray brings over 20 years of industry 
experience to her new position. Prior to joining 
EDM, Ray worked for Newman Architects in 
New Haven, Conn., as director of marketing and 
business development.

Shaker Museum has 
announced the election of 
Robert Fuller to its board 
of trustees. Fuller has over 
20 years of experience 
working for some of the 
world’s most recognizable 
and sought-after brands, 
most recently at the luxury 
brand Chanel. He cur-
rently leads visual mer-
chandising for Chanel’s 
Fragrance and Beauté division in the U.S. market. 
This is Fuller’s first board of trustees experience.

Following a special meeting held in lieu of its an-
nual meeting, MountainOne Financial – the mutual 
holding company for MountainOne Bank, Moun-
tainOne Insurance, and MountainOne Investments 
– announced the election of new and re-nominated 
corporators, officers and trustees. Joining Moun-
tainOne as corporators are Brent Filson, head of 
innovation at Lever Inc., an economic development 
incubator; Dr. Mary Grant, senior administrative 
fellow for civics and social justice at Bridgewater 
State University; Ben Sosne, executive director of 
the Berkshire Innovation Center; and Karen Zink, 
retired president of Berkshire Gas.

Greylock Federa l 
Credit Union has an-
nounced the promotion 
of Rebecca Beron to 
branch manager at their 
Merrill Road location 
in Pittsfield, where she 
oversees daily operations 
and supports the team in 
meeting member needs. 
Beron joined Greylock 
Federal in 2008 as a teller 

in the Lee branch. She has held positions of in-
creasing responsibility, leading to assistant branch 
manager under recently retired Branch Manager 
Mary Rinaldi at the Merrill Road office.

The Mahaiwe Performing Arts Center’s board of 
directors made several updates to the organization’s 
leadership over the course of 2020, including the 
addition of four new board members: Katie Cliff 
Burns, Jane Greenman, Lawrence Rutkowski, 
and Allison Wintner. Cliff Burns, an academic 
by training, is currently treasurer of the Geoffrey 
C. Hughes Foundation. Greenman is a retired at-
torney and human resources executive. She has 
held leadership positions in advocacy organiza-
tions, and has extensive nonprofit management 
experience, including her current role as vice 
chair of the board of directors of New York City 
Outward Bound Schools. Rutkowski is a partner 
in the New York City and Washington, D.C. law 
firm of Seward & Kissel LLP. He has specialized in 
corporate finance with a focus on the international 
shipping industry. Wintner, a retired corporate 
tax attorney, has volunteered extensively in her 
daughters’ public school system in Chappaqua, 
N.Y., including serving as president of the Chap-
paqua School Foundation, an organization created 
to fund innovative projects beyond the scope of 
the school district budget. In other recent updates, 
board member Alan Lafer was appointed treasurer. 
Elected to the Mahaiwe board in December 2019, 
Lafer recently retired from Neuberger Berman 
LLC after 39 years as an investment portfolio 
manager. Board chair Margaret Deutsch, vice 
chair Mandy Victor-Pieczarka, and clerk Ron 
Ashendorf were re-elected to their roles. Janis 
Martinson was officially appointed the Mahaiwe’s 
executive director. Martinson joined the organiza-
tion as director of advancement in 2017 and was 
appointed acting executive director at the start of 
2020. Martinson is an experienced leader with a 
proven track record of managing teams, developing 
boards, facilitating strategic planning, directing 
brand strategy, and overseeing marketing, com-
munications and fundraising functions.

The Southwestern 
Vermont Health Care 
(SVHC) Foundation has 
appointed Michael McK-
enna to lead the Annual 
Fund as its chair. McK-
enna, financial advisor at 
D. B. McKenna & Co. Inc. 
in Bennington, has been 
a member of the SVHC 
Foundation Board since 
2013, and he is the first 

person to serve as chair of the Annual Fund. In 
this position, McKenna will connect community 
members, health system donors, and the develop-
ment office with the aim of sharing the impact 
giving makes and building a broad base of support 
for the health system’s work. 

Brian Leger has been 
named vice president, 
loan servicing manager 
at Salisbury Bank and 
Trust Company, where 
he will oversee the bank’s 
loan servicing depart-
ment. For the last eight 
years Leger worked as 
senior business analyst 
at FISERV on their DNA 
Loan Team. Prior to that, 
he managed the commercial loan operations for 
UPS Capital Business Credit.

Berksh i re  Money 
Management (BMM) has 
welcomed Acelynn Ful-
ton to its team, where she 
will play a role in creative 
administrative support, 
assisting the company’s 
community development 
and marketing initiatives, 
among other responsi-
bilities. Fulton joins the 
BMM team from Salt 

Lake City. She has worked in the finance industry 
for six years, getting her start at Alpine Securities 
as a broker associate. After Alpine, she went to 
E*Trade Financial, working as a transfer of assets 
analyst, where she had been for the past two years 
prior to joining the BMM team.

Lindsay Randall has 
joined the employment 
services team at Molari 
Inc., where she will focus 
on recruiting, screening 
and scheduling appli-
cants to fill office and 
manufacturing positions 
for area businesses and 
organizations as the com-
pany continues to expand 
its footprint throughout 
Berkshire County. Randall, a Berkshire native, 
spent the majority of her career in admissions at 
Southern Vermont College, leaving the college 
holding the position of director of admission. She 
served most recently as a physician recruiter for 
Meditgo in North Adams.

The Centers for Living 
and Rehabilitation (CLR), 
a part of Southwestern 
Vermont Health Care 
(SVHC), has welcomed 
a new adult gerontol-
ogy primary care nurse 
practitioner, Brittany 
Canfield, DNP. Canfield 
will work with Margaret 
Thompson, ARNP, and 
Dr. James Poole, CLR 

medical director, to provide medical care to both 
long-term care residents and short-term rehabilita-
tion patients at the Centers. Canfield has worked as 
a registered nurse at the Central Vermont Medical 
Center’s walk-in clinic since 2019 and served on 
the health system’s Coronavirus Mobile Testing 
team. Before that, she was a registered nurse at 
Family Medicine Waterbury in Waterbury, Vt., and 
at Franciscan Home Care and Hospice in Meriden, 
Conn. She is certified by the American Academy of 
Nurse Practitioners (AANP) Certification Board.

Donna Collins, direc-
tor of employee train-
ing and development at 
Greylock Federal Credit 
Union, has graduated 
from the National Cred-
it Union Foundation’s 
Credit Union Develop-
ment Educators (DE) 
training program. The 
training program, held 
virtually, covered credit 
union structure and purpose, and provided 
insights into how credit unions leverage their 
business model to help members and communi-
ties overcome the financial and developmental 
issues they face.

The Retired Senior 
Volunteer Program of 
Berkshire County (RSVP) 
has selected Pittsfield 
resident Gisele Yetz as the 
2020 recipient of its Vol-
unteer of the Year Award. 
Yetz has been an RSVP 
member since 2012. Dur-
ing this time, she has 
devoted 875 hours of vol-
unteer service, primarily 

driving the RSVP van on regularly scheduled days, 
and stepping up to help when last-minute changes 
occur. When not driving, Yetz often works on her 
own projects, including crocheting, sewing and 
crafting items that she donates to those in need. 
She has also served with the Berkshire Talking 
Chronicle (104.3 FM), a radio reading service 
for the blind or visually-impaired, as well as with 
the Berkshire Athenaeum, Goodwill Industries, 
Habitat for Humanity, Moments House, and has 
assisted in the city’s Department of Community 
Development.

Diane Miller has been 
named vice president, res-
idential lending manager  
at Salisbury Bank. Miller 
most recently worked as 
a consultant with various 
banks to implement sys-
tems like Encompass and 
MortgageBot, train staff, 
and create efficiencies 
in their lending depart-
ments. Prior to that, she 

worked for 10 years for United Bank as a systems 
and compliance administrator overseeing their 
lending systems, and worked closely with their 
underwriting, processing and closing staff.u
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news & notes from the region

New fi rm offers help with 
staff dynamics, teamwork 

BY JOHN TOWNES
At a time when workplace issues have be-

come more challenging and complex, Kevin 
Thomas has launched a North Adams-based 
consulting business to help the staffs of busi-
nesses and organizations work together more 
effectively.

Thomas founded 
Green River Coach-
ing and Consulting in 
September.

“My primary focus is 
on fostering collabora-
tive working relation-
ships,” said Thomas, 
who previously was 
Learning and Devel-
opment Manager at 
Williams College. “The 
goal is to create win-win 
scenarios that benefit 
the business, the staff 
and their customers.”

He said Green River 
Coaching and Consult-
ing (617-388-8655 or 
www.greenrivercoach-
ing.com) is oriented 
both to businesses and nonprofi t community 
organizations such as cultural institutions and 
social service agencies.

His services include mediation, confl ict 
resolution and team-building activities, 
which are used to help the members of busi-
nesses and organizations collaborate more 
effectively, and to achieve goals such as 
improved customer service and productivity.

These include participatory interactive 
exercises and learning programs in commu-
nication skills, change leadership, facilitation 
skills, supervision, employee development, 
performance management and project man-
agement, among others.

He also offers executive coaching to help 
professionals manage organizations.

Thomas explained that he tailors his ser-
vices and fees to the specifi c needs of clients.

“Every engagement starts with a conversa-
tion in which the client explains their situa-
tion and what they want to accomplish, and 

I explain the services I offer,” he said. “Then 
I’ll submit a proposal based on the goals of 
the client, and my evaluation of what specifi c 
services would be most helpful.”

He noted that his background includes 
psychology, organizational development and 
human resources.

Thomas grew up in Framingham and 
lived and worked in the Boston area. He 
has a bachelor’s degree in philosophy from 

St. John’s College and 
a master’s degree in 
psychology from Les-
ley University.

“I started my career 
in mental health coun-
seling,” he said. “I then 
moved into HR and 
I discovered a strong 
interest in organiza-
tional development and 
learning.”

Among other posi-
tions, he was a human 
resources specialist 
at Harvard Medical 
School and HR pro-
grams and business 
process consultant at 
Harvard Library.

Thomas and his wife, 
Sonora, a psychothera-

pist, moved to Berkshire County in 2013, 
when he joined the staff at Williams College.

“We had been vacationing in southern 
Vermont and the Berkshires for many years,” 
he said. “We had wanted to get out of the 
city for a while. On one of our trips here, 
I saw a posting for the job of Learning and 
Development Manager at Williams. That 
looked like a dream come true, and I im-
mediately applied.”

He said he had also done some part-time 
consulting work here and decided to set up 
his own fi rm on a full-time basis last autumn.

“Like many people, the COVID situation 
made me look at my priorities and what I 
wanted out of my career,” he said. “I de-
cided that I really wanted to offer my skills 
in learning and organizational development 
to the larger community, so I took the leap.”

Thomas said the fi rm’s name is a reference 
to the Green River in Williamstown, and also 
has symbolic connotations.

“The name suggests the core principles of 
growth and fl ow, and the philosophy that or-
ganizations work best 
when they are based on 
the principle of natural 
harmony,” he said.

He acknowledged 
that he has had to adjust 
to accommodate the 
need for social distanc-
ing during the COVID pandemic.

“Like all professionals, I can’t do as much 
in person now,” he said. “However, all of my 
services can be done remotely and translated 
into online programs.”

He said that the pandemic has added other 
dimensions to the issues and challenges of 
the workplace. This includes the increased 
reliance on remote working.

“For example, people are used to depend-
ing on physical proximity to create baseline 

trust,” he said. “Now, 
when organizations 
depend more on remote 
working and virtual 
remote interactions, it 
becomes more impor-
tant than ever to send 
the right messages that 

inspire trust. That takes more work.”
He added that the pressures of the situation 

also make empathy especially important.
“This is a trauma that we’re all going 

through,” Thomas said. “It can impact people’s 
job performance in many ways. So, it becomes 
especially vital that employers and co-workers 
recognize the challenges that people are facing, 
and to be understanding about it.”u

Kevin Thomas has launched Green River Coaching 
and Consulting. (Photo provided by the company)

“This [pandemic] is a 
trauma that we’re all going 

through,” Thomas said. 
“It can impact people’s job 

performance in many ways.”

MassHire Berkshire Workforce Board congratulates the participants of our Certifi ed 
Nursing Assistant Training Course on the successful completion of their training! 

This CNA Training program aims to support unemployed and underemployed individuals as they work to enter, 
or move up in, the Healthcare fi eld. Training is provided free-of-charge to selected participants, and

introduces students to all the skills they need through an accredited Nursing Assistant program.

If you are interested in learning more or applying for our next cohort, visit:
https://masshireberkshire.com/free-daytime-certifi ed-nursing-assistant-training/

This project is funded by a Senator Kenneth J. Donnelly Workforce Success Grant (Workforce Competitiveness Trust Fund FY19’ Appropriation) 
through the Massachusetts Executive Offi ce of Labor and Workforce Development and is administered by the Commonwealth Corporation. 

BRAND NEW EXECUTIVE OFFICE SUITES
THE ONLY CLASS A SUITES IN THE BERKSHIRES

Take a Virtual Tour! berkshireblock.com
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CREATIVE economy 

BY JOHN TOWNES
After selling his photography at art shows 

and other venues for 12 years, photographer 
Stephen Donaldson has landed in the Flying 
Church with a new gallery of his own.

Gallery SGD opened in early December 
in a 700-square-foot storefront space in The 
Flying Church commercial development at 
198 Main St. at the northern end of down-
town Great Barrington (see related story on 
opposite page).

“I’d describe it as a gallery and retail 
establishment,” said 
Donaldson, who lives 
in Great Barrington.

At the gallery, he 
will display and sell 
his photographic prints as well as cards and 
copies of his three photography books.

Donaldson specializes in representational 
photographs of landscapes and other scenes. 
The gallery primarily features photographs 
of Berkshire County and adjacent regions of 
western Massachusetts, although he will also 
include photos he has taken around the world.

“I’d describe the majority of my work as 
travel location photography in the style that 
you’d fi nd in National Geographic or Conde 
Nast Traveler magazines,” he said.

In addition, he will also include exhibits 
of photography in other styles. “Right now 

I’m also featuring a collection of 12 prints 
called the Blue Light series,” he said. “These 
photographs are more abstract in nature, and 
are characterized by blue light.”

Donaldson said the gallery features work 
in a variety of sizes and price ranges.

“There is something for every budget, 
including small prints for $28 and larger 
works between $50 and $200,” he said. “It 
also features large-format limited edition 
prints up to 30 inches by 45 inches that sell 
for thousands of dollars.”

Donaldson noted that he also will produce 
custom prints, and work with clients to select 
and ship works to order.

He added that he produces prints on several 
media, including traditional photographic 
papers, canvas, acrylic fi nishes and alumi-
num prints.

Donaldson said the gallery provides a 
physical base for several sources of income.

His main venue has 
been through direct 
sales to consumers at 
regional shows such as 
the annual Berkshires 

Arts Festival at Ski Butternut (which was can-
celled in 2020 due to pandemic restrictions), 
and other community events. He also has sold 
his work to corporate and institutional buy-
ers, including medical centers and the John 
Hancock insurance headquarters in Boston.

He produces and sells cards based on his 
photographs through direct sales and on a 
wholesale basis to retailers.

Donaldson also has three books of his 
photography.

His primary publication is The Berkshires, 
a popular coffee-table book that is a picto-
rial tour of the region, with 144 pages and 
187 images. It was originally published in 
2007. In 2013 he purchased the publishing 
rights to the book, and now sells it directly 
and on a wholesale basis to retailers. (It is 
also available on Amazon.com.)

He is also the author of two other books, 
Barns of the Berkshires and Along Route 7: 
A Journey Through Western New England, 
which are published by another company.

All three books are sold in the gallery.
Donaldson also does stock photography 

and commission commercial and editorial 
freelance work on assignment.

He also sells work online through his own 
website, sgdphoto.com. “I haven’t really gone 
into e-commerce, but I’m currently working 
to build that through Shopify,” he said.

Long-term plan
Donaldson said he had been planning to 

open a gallery for several years and was 
fi nally prompted to do it because of the 
COVID-19 pandemic.

“I wanted to transition from doing so many 
shows to having my own gallery for a while,” 
he said. “Then, this year, almost all of the 
events I usually go to were cancelled, so I 
decided this was the time to do it.”

He noted that, in his opinion, art shows 
as a sales venue have been on a long-term 
decline, which was intensifi ed by the fi nancial 
crisis of 2008.

“That way of buying art had been popular 
in the past, but it isn’t as appealing to the 
younger generations,” he said.

He said the space he moved into was an-
other incentive. “I had been keeping an eye on 
The Flying Church during its construction,” 
he said. “This particular space appealed to 
me because I could envision what I wanted 
to do here. It’s open with large windows and 
has the feel of a SoHo loft.”

While 700 square feet may seem to be 
a relatively small space, Donaldson said it 
is much larger than the tents and booths he 
used as a vendor at shows.

GALLERY SGD

Permanent space to 
display work fulfi lls 
photographer’s goal 

Photographer Stephen Donaldson has fulfi lled a longtime goal to have his own gallery by fi lling one of 
the new storefronts in The Flying Church in downtown Great Barrington. (Stephen Donaldson photo)

“Compared to that, this space is at least 
seven times larger and has plenty of room,” 
he said.

He said he was not deterred by the cur-
rent environment in which established retail 
businesses are struggling to stay open during 
the pandemic.

“I don’t have the experience of doing this 
pre-COVID,” he said. “I see it as one of the 
conditions of doing business now, and I’m 
factoring it into my planning. My goal is to 
do as well as I can under the circumstances, 
no matter how long COVID and social dis-
tancing continue.”

Donaldson also believes the COVID-
enhanced trend towards remote working 
is increasing the potential market for his 
work.

“We’re seeing an infl ux of people from 
the cities who are moving to the Berkshires,” 
he said. “That will mean more people with 
empty walls in their new homes, and they’ll 
be looking for art.”

Career change
Donaldson has been a professional pho-

tographer since the 1990s.
He was born in Grosse Pointe, Mich., 

but moved with his family to England at an 
early age. He returned to Michigan at 14, 
where he attended high school. He went to 
college in Ohio.

He worked in the fi nance and electronics 
industries for 13 years, living in New York 
and Los Angeles before deciding to change 
his career to photography.

“I was living in Los Angeles and decided 
the corporate life wasn’t for me,” he said. “I 
had always loved photography. So, in 1992 I 
set up a plan to leave my job and take a trip 
around the world in 1995 and build a body 
of work of images of the places I visited. I 
spent two years saving up money and mak-
ing plans.”

From October 1995 until June 1997 he 
traveled to all six inhabited continents of the 
world. In total, he visited 42 countries and 
logged in excess of 100,000 miles of travel.

During his travels he met his future wife, 
Sarah Simpson. In 1998, after his trip, they 
decided to settle in the Berkshires. (Simpson 
is a fi nancial offi cer with Charley’s Fund, a 
Great Barrington based nonprofi t organization 
that raises funds and supports research into 
treatments for Duchenne muscular dystrophy.)

“This area is perfect for what I do,” Don-
aldson said. “It’s beautiful and resonates with 
me. It has an old-world feel that’s very similar 
to the midlands of England where I lived as 
a boy. But it’s not a center of the publishing 
world, and I had to fi gure out how to make 
a living with photography here. I learned to 
do wedding photography and did that.”

He also developed a source of income 
giving slide-based presentations on his travel 
experiences and photography, as well as 
sustainability and social issues. These are 
tailored to the academic concentration of 
schools and the interests of organizations. 
He has presented these at numerous schools 
in Berkshire County and elsewhere.

In 2008, he shifted his photographic focus 
to sales of his scenic prints at art shows.

Donaldson said he expects to continue 
participating in art shows when public 
events become possible again, but on a more 
limited basis.

“I’m looking at this gallery as my profes-
sional home for the long run,” he said.

Winter hours for Gallery SGD (413-528-
6252) are Monday noon to 5 p.m., Wednesday 
11 a.m. to 7 p.m., Thursday, 11 a.m. to 3 p.m., 
Friday 3 to 6 p.m., Saturday 2:30 to 6 p.m., 
and Sunday noon to 5:30 p.m. (The gallery 
may be closed during these hours from time 
to time if Donaldson’s location assignments 
for clients have to be scheduled at confl ict-
ing times.)u

“I had been keeping an eye 
on The Flying Church dur-

ing its construction.”

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
Over the past seven years the building 

that formerly housed the United Methodist 
Church at 198 Main St. in Great Barrington 
has significantly – and literally – raised its 
profile.

After purchasing the building in 2013, 
new owner Paul Joffe jacked up the struc-
ture 8 feet off its foundation the following 
year as part of his redevelopment of it into 
a mixed-use commercial complex.

The sight of the building suspended in 
mid-air by pilings became an instant land-
mark, and prompted a public nickname, The 
Flying Church.

“It was almost hidden before,” said Joffe. 
“A lot of people told me they hadn’t really 
noticed it. But that certainly changed after 
we raised it. People started calling it The 
Flying Church, and the name stuck. That’s 
now its official name.”

The major construction on project (fly-
ingchurch.com or Facebook page Flying 
Church) was completed last year.

“It was ready for occupancy just as the 
COVID pandemic started,” Joffe said.

Although the pandemic and related restric-
tions were a setback, Joffe said he has been 
able to rent spaces. It currently has five tenants 
and three vacancies. It houses Gallery SGD 
(see related story on opposite page) and the 
CrossFit Great Barrington fitness center in 
two of its four street-level storefronts. It also 
has two office tenants in the church building.

The major vacancy in the 11,000-square-
foot building is a 5,000-square-foot open 
space in the former church sanctuary that is 
envisioned as an anchor space.

“That’s set up to be used as a performance 
space, a restaurant or a business that includes 
both,” Joffe said, noting that it has a com-
mercial kitchen.

Joffe, who has lived in New Marlboro 
since 2008, grew up in New York City and 
Vermont. He also has lived in the Florida 
Keys and in Kingston, N.Y.

He has a background in construction and 
property management, and owns a number 
of buildings in Brooklyn. One of his interests 
is restoring older buildings for new uses.

Joffe said he was attracted to the former 
church because of its historic qualities and its 
location at the northern entry to downtown 
Great Barrington on Route 7.

“It’s a rare opportunity to buy a site on 
Main Street in downtown Great Barrington, 
and the price was right,” he said. “Also, it 
was an opportunity to take a big historic 
property and add something worthwhile to 
the community that would also be viable as 
a business.”

He added that he had previously restored 
and converted an old church in Kingston, 
N.Y., so he was familiar with what would 
be involved.

Joffe purchased the property from the 
church organization for $425,000 and formed 
GB Historic Preservation to serve as the 
ownership entity. Acting as his own general 
contractor, he estimated the redevelopment 
work at around $2 million. Financing for 
the project was provided by the Pittsfield 
Cooperative Bank.

“They’ve been so wonderful to me, and 
have gone above and beyond anything I 
have experienced with a bank,” he said. “It 
was only possible because of them. They’ve 
been with me from the beginning and have 
been extremely supportive and helpful in 
consulting and working with me throughout 
the process.”

Joffe noted that the building was basically 
in good condition when he bought it.

“It was structurally sound and had been in 
use with no problems until shortly before I 
bought it,” he said. “It was built to last, with 
pegs and traditional techniques.”

Nevertheless, the redevelopment required 
extensive work.

“Anytime you take on an old building like 
this, you never know what to expect or what 
you’ll find once you start,” he said. “Also, a 
lot of work had to be done to bring it up to 
modern code requirements.”

He noted that numerous extensions had 
been added onto the building over time. “One 

of my goals was to bring it back to a more 
unified look,” he said.

Joffe said the project has taken so long be-
cause it required extensive design, renovation 
and construction work as well as obtaining 
numerous building permits. He also had 
to temporarily halt the project for several 
months after contracting Lyme disease.

He has worked with several subcontrac-
tors, including Larmon House Movers of 
Schuylerville, N.Y., which raised the build-
ing; Wilkinson Building & Remodeling of 
Dalton, which handled excavation around 
the building and installation of drainage 
and pipes; Henry’s Electric of Pittsfield; and 
Don Davis Heating, Cooling, Plumbing & 
Refrigeration of Pittsfield.

Foundation work
The first priority was replacing the foun-

dation, which had serious problems and 
needed to be rebuilt. Although removing 
the foundation and raising the building 
sounds like a formidable undertaking, Joffe 

Lengthy redevelopment 
project landing tenants

Flying Church 
becoming new 
Main St. anchor 

The new lower level of the former United Methodist Church, which was constructed while the building was 
raised 8 feet off its original foundation over the course of several years, is starting to fill with commercial 
tenants. A detached kiosk added to the downtown Great Barrington site (below) will open this spring as Flying 
Church Coffee, which will be operated by the project’s developer, Paul Joffe. (Stephen Donaldson photos)

email your firm’s news 
and announcements to:

info@btaconline.com

said the building was worth it because of 
its overall quality.

Rather than simply raising the building 
slightly and replacing the original founda-
tion, Joffe also used the opportunity to create 
another structure below the main building to 
add a ground story that created space for the 
new storefronts.

“Jacking up a building is actually fairly 
simple,” said Joffe. “And, once you’ve 
started, it doesn’t matter if you raise it by 2 
feet or 8 feet.”

They initially raised it about eight feet, 
and then lowered it to just under 7 feet. The 
building originally had a low basement, 
which was shoveled out and the original floor 
replaced. This created space for storefronts 
that were about 10 feet tall.

“The facades are made with materials that 
blend in with the original structure and fit in 
with the traditional look of the Berkshires,” 
Joffe said.

Extensive work was also done to update 
the existing structure and adhere to codes, 
including its infrastructure, wood siding and 
slate roofing. He brought in high-speed fiber 
optic Internet service.

While the steeple was in basically good 
shape, it did require work. As part of that 
process, Joffe added a new heart-shaped 
window in it.

With the change in elevation of the main 
structure, a ramp had to be constructed to 
make the building ADA compliant.

In the historic spirit of the project, Joffe 
purchased the old structure of the former 
Pumpkin Hollow Road iron bridge, which 
the town had placed into storage when it 
was replaced. This has been installed along 
one side of the building to create a walkway.

A former rectory building was demolished, 
and the configuration of the property and 
parking was modified.

Joffe has also constructed a small kiosk 
on one corner of the property, which he is 
preparing to operate as a coffee shop. Tenta-
tively opening in early spring, the shop will 
be called Flying Church Coffee.

“I worked with coffee in the past, and 
I’m going to operate that myself,” he said. 
“It will also serve snacks and light meals. It 
will primarily be oriented to takeout, but it 
will have outdoor tables and seats in warm 
weather.”u
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Now in the Berkshires and Columbia County: Visual arts consultant, curator and visual 
artist Katharine Dufault uses her expertise and knowledge of the contemporary art 
scene to help clients select and acquire contemporary art – including paintings, 
drawings, photographs and sculptures – for their home or business collection. She 
has an extensive and deep-rooted network of contacts in the visual arts field, and 
numerous professional sources. Katharine uses her access to the design trade sector 
to offer home decor guidance. She provides a complete service for residential or 
corporate clients which rely on outstanding presentation and fulfillment. Contact 
Katharine to talk more about how she can help make your space State Of The Art.

stateofthearthome.com       914-484-0535       katdufault@gmail.com

 

S T A T E   O F   T H E   A R T
Consulting & Design for Home or Office

Fine art acquisition and installation
Interior decor and design
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Over the past several years the MTWP has 
been moving through a formative process in 
support of its basic mission to “bring recog-
nition and additional financial and technical 
resources” to designated municipalities in 
the Mohawk Trail region – the northwest 
section of the state bordering New York and 
Vermont. (See a related column by MTWP 
board chair Henry Art on page 17.)

These resources would be used to: increase 
sustainable economic development related to 
forestry and natural resource based tourism; 
support forest conservation on private lands 
and use of sustainable forestry practices; and 
improve fiscal stability and sustainability of 
the municipalities.

“Many of the towns in the partnership 
area are among the most financially vul-
nerable in the state, with limited industry, 
tax base and other resources to draw on,” 
said Peggy Sloan, director of planning and 
development with the Franklin Regional 
Council of Governments (FRCOG), which, 
along with the Berkshire Regional Planning 
Commission (BRPC), has been the admin-
istrative authority for the MTWP through 
its early stages.

That formative process has included a 
two-year period during which the 21 mu-
nicipalities in the designated region could 
opt in as members of the MTWP. When 
that window closed last August, 16 of those 
towns had voted to join the MTWP: Adams, 
Ashfield, Charlemont, Cheshire, Clarks-
burg, Conway, Heath, Leyden, Monroe, New 
Ashford, North Adams, Rowe, Shelburne, 
Peru, Windsor and Williamstown.

(Sloan noted that the advent of COVID 
last year complicated the efforts of other 
towns which were planning to – but had not 
yet – put MTWP membership to a vote before 
the deadline. She said there are discussions 

regarding the possibility of an extension for 
the remaining five towns, but did not have 
a timeline on when or how that decision 
would be made.)

A n o t h e r  r e c e n t 
change for the or-
ganization was the 
transition in January 
2020 from an advisory 
committee to a formal 
board of directors, which now serves as the 
decision-making authority for the MTWP.

The MTWP board is comprised of a 
representative from each of the 16 member 
towns as well as from a dozen or so govern-

ment agencies and nonprofit organizations 
that have an interest in the partnership’s 
mission and goals. Among those is Lever, 

which was invited to 
join the advisory com-
mittee in 2016.

“They wanted to 
have more represen-
tation from economic 
development entities,” 

said Thomas. “Having sat on the advisory 
committee and now board, I’ve been de-
lighted to see so much focus on conserva-
tion efforts and stewardship. But I’m also 
excited to bring the economic development 

piece to it. We want to show that it’s pos-
sible to create jobs in ways that benefit 
people and the environment, and debunk 
some of the natural skepticism about [the 
compatibility of] economic development 
and conservation.”

Following the establishment of a formal 
board, another transition is currently taking 
place with regard to the MTWP’s admin-
istrative authority. Sloan explained that 
administration of the partnership is shifting 
away from the FRCOG and BRPC to the 
New England Forestry Foundation (NEFF), 
a nonprofit organization that provides con-
sulting and other services to individuals 

Mohawk Trail Challenge
continued from page 1

To date, 16 of the 21 municipalities within the designated Mohawk Trail region have opted into the MTWP. (Map provided by Franklin Regional Council of Governments)

“We want to show that it’s 
possible to create jobs in ways 

that benefit people and the 
environment.”

www.BerkshireCommercialProperties.com

Leader in Commercial/Industrial 
Sales and Leases 

in Berkshire County

COMMERCIAL SALES & LEASES
BUSINESS BROKERAGE SERVICES

INVESTMENT PROPERTIES

35 Railroad Street • Gt. Barrington, MA

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

Historic Stockbridge Train Station
2 Depot St., Stockbridge MA 01262

For Lease. $5,000/MO/YR

2nd floor furnished offices in downtown Great 
Barrington. Front office gets 2 parking spaces.

307 Main St. For lease. $1,575/MO/YR

Commercial building along high-traffic Route 20
50 Center St., Lee, MA 01238

List price: $650,000

Multi-purpose building totaling 15,360 SF
15 Printworks Dr., Adams MA 01220

List Price: $1,575,000

Warehouse space (lower level below Post Office)
42 Crystal St., Lenoxdale MA 01240

For lease $2,100/MO/YR

Self storage business and real estate
16 & 35 Canal, Lee MA 01238

List Price: $850,000

 SALE PENDING
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and organizations working to conserve the 
region’s forestland and forest resources. Last 
November NEFF was selected by the board 
to provide ongoing administrative services 
to the MTWP through a three-year contract.

Path to public funding
Sloan said FRCOG and BRPC’s role 

was to guide the MTWP through its early 
stages as it took the organizational steps and 
fulfi lled the bureaucratic requirements that 
would position the partnership to tap public 
funding in support of its mission.

This included gaining a special designa-
tion for the MTWP that 
was passed by the state 
legislature in 2018, and 
the continued pursuit of 
similar federal legisla-
tion. The organization 
plans to establish an 
Investment Trust Fund 
that would be capitalized by future state and 
federal funding to sustain key elements of 
the program. Income from this fund would 
also be supplemented by grants, donations 
and other sources.

“The ability to secure federal and state 
funding for MTWP initiatives is vital,” said 
Sloan. “It can’t do it on its own.”

How that funding process moves forward 
is an open question in terms of political 
changes and priorities, impact of COVID 
and other factors.

However, Sloan noted that there have been 
some successes in terms of grants awarded 
to towns for various initiatives under the 
MTWP. “These are a sign of progress and 
potential for how the partnership can work 
together to gain more leverage for additional 
funds,” she said.

Among those early successes was $225,000 
in total grant funding awarded by the Baker-
Polito Administration last September, 
through the state’s Executive Offi ce of Energy 
and Environmental Affairs. That package 
included eight $20,000 grants for specifi c 

initiatives by member towns, and a $65,000 
grant to Lever to conduct the MTEC.

Thomas noted that the Lever grant included 
the $25,000 award for the winning business 
as well as the organizational costs of planning 
and conducting the program.

Outreach, connectivity issues
While the format of the MTEC is similar 

to other entrepreneur challenges Lever has 
conducted, the outreach process for potential 
applicants was a different experience for the 
organization.

“We very aggressively marketed this pro-
gram to potential partic-
ipants in all 16 member 
towns,” Thomas said. 
“This kind of outreach 
in these communities 
had never been done 
before – by anyone.”

He added that this 
process was complicated by the rural and 
isolated nature of many of these towns, some 
of which have limited Internet access. “In 
these communities we assumed there was a 
challenge in how to reach them and convey 
what we were offering,” he said.

While lack of high-speed Internet service 
made outreach to some communities more 
challenging, it also may have presented a 
barrier for some potential participants. Be-
cause of COVID, Lever’s programs are now 
conducted remotely and require participants 
to have access to a certain level of Internet 
service. “This could have been an issue with 
a number of [potential] applicants,” Thomas 
acknowledged.

On the other hand, holding the program 
remotely opened the door for at least one 
entrepreneur who would otherwise not have 
been able to participate. “One of our fi nalists 
is a young man who’s working out West in 
Wyoming during the winter,” said Thomas. 
“I think that’s a really cool thing that he’s 
able to be a part of this.”

continued on next page

“The ability to secure 
federal and state funding 
for MTWP initiatives is 

vital,” said Sloan. “It can’t 
do it on its own.”

Nomination forms & information at npcberkshires.org
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Sponsors are needed to produce this uplifting, celebratory 
event. Become a highly visible advocate for the         

Berkshire nonprofit sector today!

Tuesday, May 18, 2021: 8:30 – 9:15am
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ALL healthcare workers

Emcee: Rep. Smitty Pignatelli
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Made possible by our sponsors

SAVE THE DATE

Thank you for letting us help you in 2020!
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Patty Carpenter
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Kaylin Choquette
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Laurie Pelczynski
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That young man, Luke Toritto (Berkshire 
Bike Tours), is joined by other finalists Brian 
Pearson (Adventure East), Katie and Patrick 
Banks (Foolhardy Hill), Lea King (Wigwam 
Western Summit), and David Eve (Remote 
Harvest Sensors). They were selected from 
a pool of about a dozen applications that 
Lever received for the program. (See the ac-
companying story on page 15 for details on 
the finalists and their 
ventures.)

As with other Lever 
challenge events over 
the past year, Thomas said that holding the 
MTEC remotely is going more smoothly 
than might have been expected.

He acknowledged that some of the nu-
anced benefits of personal interaction are 
missing. “Yes, you lose some dimensions 
in human communication on Zoom,” he 
said. “It’s not the same as getting everyone 
together. Despite that, people are so excited 
to interact with one another. The energy that 
people bring to our workshops is palpable.”

The remote format also allows for greater 
efficiency on a few different levels, accord-
ing to Thomas. On a practical level, he said, 
the remote format eliminates travel time to 
and from sessions and, at this time of year, 
concerns about traveling in winter weather.

On an operational level, a desire to keep 
the remote workshops as short as possible has 
had an impact. “No one wants to spend three 

hours on a Zoom meeting,” said Thomas. 
“It has motivated us to get really efficient. 
The workshops move very quickly and are 
pretty intense.”

The remote format also allows for some 
additional group meetings to be held on a less 
formal and structured basis. For example, 
Thomas said, they have held occasional 
lunch get-togethers.

“We invite everybody, and most partici-
pate,” he said, adding 
that the informal nature 
of the sessions allows 
for different commu-

nication and connections between finalists. 
“When we open it up a little bit, we see 
finalists talking about ways of helping each 
other. They’re wonderful people, and really 
want [their ventures] to have a positive impact 
on the region.”

As the MTEC moves toward its March 
11 conclusion, Thomas said his primary role 
as pitch mentor will kick in, as participants 
refine the business plans and presentations 
that may earn them the $25,000 award.

Thomas said he works closely with finalists 
through that process. “It’s very ‘high touch’ 
as we say here,” he commented. “That’s 
become our signature at Lever.”

Members of the public interested in at-
tending the March 11 pitch competition may 
contact Jade Schnauber, Lever’s workforce 
programs manager, at jschnauber@leverinc.
org to register for the Zoom event.u

“The energy that people bring 
to our workshops is palpable.”

Get your free business valuation at 10001hours.com

BUILD YOUR BUSINESS AND YOUR FUTURE.

191 Water St., Williamstown

Licensed in MA 

413.458.0093
www.burnhamgold.com

A Berkshire County classic is looking to be reimagined!
For over 40 years the Mill on the Floss has served as a favorite restaurant for 
many and is now ready to take on a new life. This historic building is full of 
possibilities, one of which would be a gorgeous single-family home! Come 
see for yourself! The remarkable full living quarters on the second �oor are 
complete with 4 bedrooms including a primary suite, spacious living/dining 
room and a true chef’s kitchen with granite countertops and state-of-the-art 
stainless appliances. Whether you’re looking for a home, business opportunity, 
working/living space, or want to own your own restaurant, this property is 
like no other. Asking $599,000. Call Burnham Gold Real Estate today for your 
exclusive showing. 413-458-0093 or Kim at 413-441-1523, Becky at 413-822-3739.

NEW ASHFORD
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Twenty-five-year-old Luke Toritto said 
he grew up skiing at Berkshire East in 
Charlement, a short drive from his family’s 
home in Greenfield.

In high school he worked there as a ski 
instructor and, after college, spent some time 
as a raft guide along the Deerfield River as 
well as doing bike guiding on roads and 
mountain trails.

However, a 9 a.m. phone interview with 
Toritto regarding his participation in the Mo-
hawk Trail Entrepreneur Challenge (MTEC) 
found him two times zones to the west in 
Jackson, Wyo., where he has spent the past 
few years working as a ski instructor in the 
popular resort area.

“I’ll be moving back in late May,” Toritto 
said, noting that his return to the region is 
being prompted by plans to start his own 
business, Berkshire Bike Tours.

As its name suggests, the Charlemont-
based venture will provide guided mountain 
and road bike tours. Cross-country mountain 
biking and lift-accessed mountain biking will 
take place on Berkshire East property, while 
road tours will go through the Mohawk Trail 
region and adjacent areas in western Mas-
sachusetts and southern Vermont.

“It’s in progress,” said Toritto regarding the 
planning for his venture, which he expects 
to launch this summer. That timing, he said, 
may lead to some pandemic-related limita-
tions on initial operations.

“I’ll be looking to start with private day 
bike rides, either road or mountain biking, 
and at least get that going,” he said.

As COVID-related concerns begin to ease, 
a broader range of tours and services will 
be offered. These will include larger group 
tours, where he hopes to tap into the cycling 
club market in places like Boston, New York 
City and Connecticut.

“I can see this [Mohawk Trail] region be-
ing an attractive destination for those types 
of clubs,” he said.

Another part of the plan are multi-day tours 
in which the company would also handle 
lodging arrangements and portage of luggage 
and gear from place to place. Toritto noted 
that a driver would also be available to as-
sist with on-road repairs or if a touring guest 
runs out of steam or needs other assistance.

“There’s also a coaching component that 

we’ll offer, especially on the mountain bike 
side,” Toritto noted. These coaching sessions 
would be on a single-day basis.

Another future possibility for Berkshire 
Bike Tours is guided bikepacking, which 
combines biking and camping, with each 
rider carrying their own gear. “It’s a growing 
segment,” Toritto said, “but I’m not going 
that way to start.”

As he gets Berkshire Bike Tours up and 
running this summer, Toritto said he will likely 
be the only full-time employee, reflecting 
the limited operations due to the pandemic. 
However, he will be recruiting a team of 
part-time guides to assist him, depending on 
the number of tours booked at a given time.

Toritto said he came up with the idea for 
Berkshire Bike Tours about three-and-a-half 
years ago. “I was out biking with the owner 
of Berkshire East, and we were talking about 
the potential for something like this,” he 
recalled. “But at that time I wanted to move 
out West.”

The concept was rekindled last summer 
when Toritto was at the Whitefish Bike 

Retreat in Montana, which he described as 
a “family center for biking.”

“I thought we could have something like 
that in Charlemont,” he said.

Toritto said he learned about the opportunity 
to refine his business plan in the MTEC last 
autumn through his connections at Berkshire 
East. He contacted Lever to apply, did a Zoom 
interview and was selected as a finalist.

He acknowledged that the program’s 
remote format made it possible for him to 
participate from his current Wyoming base. 
“I certainly couldn’t have done it otherwise,” 
he said with a laugh.

Hadley resident Brian Pearson believes 
the Mohawk Trail region is ripe for further 
development as an experiential travel destina-
tion – and he anticipates that the new venture 
he is planning, Adventure East, will play a 
leading role in that process.

“Adventure East is going to be focused 
on experiential travel in the four counties of 
western Massachusetts,” he said, noting that 
the firm’s services will involve a combination 
of elements that showcase all of the aspects of 
the region. “It will be a seamless integration 
of the experience,” he said.

This type of upscale eco-tourism is a 
field in which Pearson already has deep 
experience. “I have operated an experiential 
travel company in South America – based 
in Santiago, Chile – for 18 years,” he said.

That multi-mllion-dollar business, which 
had grown to a team of 25 employees, drew 
from a diverse client base, with tours and 
packages booked from around the world. At 
least it did until the COVID pandemic arose.

Pearson said the company has been “hiber-
nating until the pandemic eases and interna-
tional travel comes back.” However, before 
that happens, Pearson’s involvement will have 
come to an end, as he noted that the business 
is in the process of being acquired by another 
company in the experiential travel sector.

continued on next page

Meet the Mohawk Trail Enterepreneur Challenge finalists

Participants in a Feb. 2 workshop for the Mohawk Trail Entrepreneur Challenge are David Eve, Remote Harvest Sensors; Jade Schnauber, Lever; Brian Pearson, 
Adventure East; Lea King, Wigwam Western Summit; Luke Toritto, Berkshire Bike Tours; Katie and Patrick Banks, Foolhardy Hill; and Jeffrey Thomas, Brent 
Filson, and Avril Levesque, all with Lever. The five finalists are preparing for a March 11 pitch competition, with a $25,000 award going to the winner.

ADVENTURE EAST
Brian Pearson

BERKSHIRE BIKE TOURS
Luke Toritto
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That transition puts Pearson in a position 
to start from scratch with Adventure East. 
“It will be similar to what we did in Chile,” 
he said.

Pearson said that for the fi rst 10 years 
of running his former company he was 
based full-time in Chile. “The last eight 
years have been back and forth,” he said, 
noting that the western 
Massachusetts town 
of Hadley became his 
North American base.

“We landed in the 
Pioneer Valley,” he 
said, adding that it was 
not a part of the state he 
had previously been familiar with. “Before 
moving to South America, we were living in 
Yarmouth [on Cape Cod],” he said. 

Since settling there, Pearson said that 
he has come to appreciate the abundant 
natural resources and beauty of the state’s 
northwestern corner, and is developing his 
concept for Adventure East as a way to both 
tap and preserve those attributes.

“The Mohawk Trail is the area we want 
to emphasize,” he said.

That focus makes Adventure East a good 
fi t for the MTEC, and the broader goals of 
the Mohawk Trail Woodlands Partnership 
(MTWP).

“At the end of the day, they want economic 
development to grow in the region,” he said. 
“It’s an interesting economic question of 
how do you take things in conservation and 
in land trusts and generate income.”

Low-impact eco-tourism is one approach, 
he added. “You have to create value,” said 
Pearson. “People can come in and appreciate 
it and protect it and leave it better than when 
they came in.”

Pearson said the core of Adventure East’s 
business model is a membership club to 
ensure a consistent year-round draw to the 
region, including through partnerships with 
nonprofi t organizations such as the Boys 

and Girls Club in order to increase equitable 
access to the outdoors.

He noted that his participation in the MTEC 
is providing useful guidance in developing 
his plans for Adventure East. “It’s making us 
really focus on what we’re doing,” he said, 
“It’s going to be very helpful in terms of 
designing an appealing business model and 
elevator pitch to attract investors.”

He added that gain-
ing exposure to what 
his fellow entrepre-
neurs in the program 
are doing suggests 
opportunities for col-
laboration. “With the 
other participants, you 

can see the potential for a future network of 
businesses working together,” he said.

Due to the realities of COVID, Pearson said 
the initial target market for Adventure East 
will be relatively close to home. “In the near 
term, for the fi rst year, the real opportunity 
to get rolling will be with the local market,” 
he said. “We’d then look to expand to metro 
markets over time.”

He said an eventual expansion to an in-
ternational clientele will depend on several 
factors, including the recovery of the air 
industry in a post-COVID world.

Pearson noted that, as his business in Chile 
grew over time, it developed its own hospital-
ity infrastructure. That is something that he 
believes is also possible with Adventure East. 
“First, we have to develop our operational 
capacity,” he said. “Once we prove that, we 
can look at ways to build on that.”

When Katie and Patrick Banks heard about 
the entrepreneur challenge being organized 
by Lever and the MTWP last autumn, they 
thought that their new venture, Foolhardy 
Hill, would be perfect for the program.

“We certainly fi t the bill,” said Katie. “We 
weren’t really familiar with [the MTWP] 
then, but as we learned more we saw that 
our goals align with theirs.”

Those goals, she added, center on “mak-
ing sure commerce doesn’t spoil the reason 
people are coming here.”

Foolhardy Hill is an off-grid campground 
being developed in the small town of Char-
lemont, a hot spot for outdoor recreational 
activities in the Mohawk Trail region. Their 
goal is to become “the ultimate base camp 
for outdoor enthusiasts” where guests will 
have access to mountain biking, whitewater 
rafting, kayaking, fl y-fi shing, zip-lining, 
and hiking.

“The concept of our campground is an 
‘outdoor hostel,’” Katie said. “Private sleep-
ing quarters are located along an old logging 
trail that loops around to an open fl at space 
where the community outdoor kitchen, bath 
hut and fi re pit are centrally located.”

Through the use of solar power and other 
measures, this seasonal base camp will also 
operate in a way to minimize its carbon 
footprint.

“The thing we are most proud of is we are 
a sustainable lodging operation,” Katie said. 
“It’s a matter of us embracing the area so that 
we complement one another, with commerce 
and nature hand in hand.”

The Banks currently live near Rutland, Vt., 
where Katie works for the city’s Department 
of Public Works and Patrick is assistant state 
fi re marshal.

Katie grew up in the small southern Ver-
mont border town of Stamford and, like many 
from that community, went to Drury High 
School in North Adams. After high school 
she worked at Zoar Outdoor, a company in 
Charlemont specializing in rafting and other 
outdoor pursuits along the Deerfi eld River.

“That’s where Patrick and I met,” she 
said, noting that her future husband also 
worked at Zoar.

Patrick, who hails from Connecticut, said 
his family has longtime connections to the 
Mohawk Trail region. “My parents have 
had property on the Deerfi eld River for 40 
years,” he said. For much of that time the 
family used it as a vacation home, but later 
moved there full time.

After working at Zoar and Mount Snow 
ski area in southern Vermont, Patrick was 
employed at Williams College for a few years 
before taking his current job in Vermont. Katie 
went on to work as operations manager for a 
ski area homeowners community in southern 
Vermont before taking a position as admin-
istrative offi ce clerk with the Rutland DPW.

Despite being a good two-hour drive from 
Charlemont, the couple said their familiarity 
with the town and appreciation of the Mo-
hawk Trail region prompted them to develop 
their concept for Foolhardy Hill.

“We came up with the idea in January 
2019,” said Katie. “We were pretty inspired 
by the eco-tourism economy in Charlemont, 
but saw that there was a need for more lodg-
ing options.”

Another motivating factor was a certain 
10-acre parcel that Patrick’s parents owned, 
which was right across the street from their 
home in Charlemont.

“Most of the property is mountainside, 
with a half-acre that was cleared a long time 
ago,” said Patrick, adding that the site also 
has a network of old logging trails that had 
long since become overgrown.

“We thought we could take it off their hands 
at put it to new use,” said Katie.

They had an initial conversation with 
Patrick’s family that January about their 
plans for Foolhardy Hill, and by May 2019 
the property was in their name.

Starting from the cleared site, which has 
open views of the mountains to the south, 
they went to work clearing some of the old 
logging trails to create a footpath loop. Along 
the loop they also cleared small sites where 

“You have to create value,” 
said Pearson. “People can 

come in and appreciate it and 
protect it and leave it better 
than when they came in.”

Foolhardy Hill has fi ve rustic cabins that have been installed in small clearings along a footpath loop on 
a portion of a 10-acre property in Charlemont. These are complemented by shared amenities such as a 
community kitchen, bath hut and fi re pit in a central location on the site. (Photo provided by Foolhardy Hill)

FOOLHARDY HILL
Patrick & Katie Banks
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BY HENRY W. ART
The Mohawk Trail Region is a geogra-

phy in which forests and woodlands have 
played a dominant role ever since humans 
have been present in this landscape.

The native Mahican peoples of the 
Hudson River Valley traversed these for-
ests as they hunted game and traded with 
Native American tribes in the Connecticut 
River Valley. Later, the new settlers of the 
Massachusetts Bay Colony initially found 
the dense forests and rugged topography 
of the range we now call the Berkshire 
Plateau less than hospitable. However, by 
the mid-1700s the forests of the region had 
become an economic necessity, and for the 
next 150 years the Mohawk Trail region 
was literally fueled by wood.

Some of the woodlands had to be 
cleared for agriculture, but woodlands also 
provided building materials, fuel to heat 
homes, forest products, maple sugar, and 
charcoal for the production of lime, iron, 
and gunpowder. At the peak of farming 
in the 1830s, the woodlands and forests 
of many of the towns in the region had 
shrunk to about one-third of their pre-
colonial extent.

After the opening of the Erie Canal 
in1825, and following the Civil War four 
decades later, as our regional agriculture 
declined, trees started to return to reclaim 
some of the area that woodlands had 
previously inhabited. By mid-20th century 
much of this geography was again covered 
by forests, and now in the 21st century 
our forests cover over 80 percent of the 
landscape.

These forests continue to sustain us by 
providing clean air, clean water, wildlife 
habitat, sequestration of atmospheric car-
bon dioxide, flood protection, sites of for 
recreation and spiritual reflection, as well 
as forest products. Our region’s forests 
continue centuries-long impacts on our re-
gional economy, as well as being a source 
of our cultural identification.

Sustainable future
The importance of maintaining our 

regional forests in a sustainable fashion for 
present and future generations led to the 
formation of the Mohawk Trail Woodlands 
Partnership (MTWP) in 2013, under the 

guidance of the Franklin Region Council 
of Governments (FRCOG), the Berkshire 
Regional Planning Commission (BRPC), 
the Franklin Land Trust, and Massachu-
setts Executive Office of Energy and 
Environmental Affairs.

The MTWP (www.mohawktrailwood-
landspartnership.org) is a collaboration 
among towns in a 21-municipality region 
in northern Berkshire and western Franklin 
counties, stretching from Williamstown in 
the northwest to Leyden in the northeast to 
Conway in the southeast to New Ashford 
and Cheshire in the southwest (see map on 
page 12). In addition to the municipal rep-
resentatives, representatives from regional 
planning agencies; watershed and forestry 
practitioner associations; academics in 
the fields of forest ecology, forestry and 
public health; the state Executive Office of 
Energy and Environmental Affairs; and the 
U.S. Forest Service are MTWP members.

The partnership aims to bring recogni-
tion and additional resources, both techni-
cal and financial, from the state and federal 
levels, to the member municipalities in 
order to sustainably increase the economic 
forestry development and natural resource-
based tourism, as well as to support 

forest conservation and sustainable forest 
practices on private lands and to improve 
fiscal stability and sustainability of the 
member municipalities. In doing so, the 
MTWP, a grass-roots organization with 
majority membership by municipalities in 
the region, will have access to state and 
federal expertise and funds with maximal 
local control.

From 2014 to 2020 the MTWP was 
governed by an advisory board that met 
every couple of months to discuss forestry, 
hear reports on research in sustainable 
forest practices and eco-tourism, and to 
share information. Administrative support 
for MTWP effort was initially provided by 
Tom Matuszko of the BRPC and Peggy 
Sloan of the FRCOG, and now administra-
tive services are provided by Lisa Hayden 
of the New England Forestry Foundation.

In 2018, state legislation established 
the MTWP under the Shared Steward-
ship Framework of the Commonwealth of 
Massachusetts and the U.S. Forest Service, 
whose goals are to conserve and manage 
working forest landscapes, protect forests 
from threats to their integrity, and enhance 
public benefits from these lands. To date, 
16 of the 21 eligible municipalities have 
opted-in to join the MTWP.

Funding for projects
Funding for the MTWP administration 

and grants we have awarded has come 
through the state Executive Office of 
Energy and Environmental Affairs. This 
funding enabled 10 member municipalities 
which submitted proposals to obtain grants 
of up to $20,000 for Municipal Vulnerabil-
ity Preparedness or to implement MTWP 
goals. The projects ranged from planning 
for managing municipal forest lands to 
serve as carbon dioxide sinks in sequester-
ing carbon and possibly generate carbon 
offset, to supporting operations such as 
road maintenance and tourism-related trail 
access.

In addition, Lever, a regional economic 
development member of the MTWP, 
obtained a $65,000 matching-grant to 
sponsor the Mohawk Trail Entrepreneur 
Challenge (MTEC), a business accelera-
tion for new enterprises within the eligible 
region (see story on page 1). Small com-

panies were invited to submit proposals 
that incorporated sustainable forestry and 
natural-resource-based tourism principles, 
the award being technical assistance in de-
veloping and implementing their business 
plans. Five applicants submitted successful 
proposals (see story on page 15).

We expect that future funding will be 
from a combination of state and federal 
sources to establish a $30 million, self-
sustaining investment trust fund over 
a four-year time frame. High-priority 
projects supported by this fund are likely 
to be forest land conservation through 
the protection of around 2,100 acres of 
private forest land through conservation 
restrictions, grants to support the financial 
sustainability of municipalities with exten-
sive forest lands, enhancement of forest-
based sustainable economic development, 
the encouragement of sustainable forest 
practices, and facilitating natural resource-
based tourism.

An additional future possibility is the 
design, construction and operation of a 
multiple-purpose Mohawk Trail Forest 
Center to facilitate the communication of 
information and development of programs 
for private forest owners, people who use 
our forests for recreation, local forestry 
practitioners and the public.

The challenges of managing our forest 
resources in a sustainable fashion in an era 
of a changing and increasingly variable 
climate are both large and difficult. As 
climate continues to change beyond our 
abilities to control locally, we have, how-
ever, the advantage of a greater diversity 
of tree species than are present in many 
other regions.

The MTWP region is blessed by having 
a great diversity of forest types ranging 
from the northern spruce-fir forests at high 
elevations, to northern hardwood sugar 
maple-beech-yellow birch forests on lower 
moist slopes, to oak-hickory forests on the 
warmest, low elevation and drier sites.

We have a great potential for enabling 
our forests to continue both providing us 
with a livable environment and contrib-
uting to our economic well-being. The 
Mohawk Trail Woodlands Partnership is 
taking steps down this road, which we 
must travel with urgency.u

the five rustic cabins that had been built for 
Foolhardy Hill would be placed.

Katie stressed that this work was done fol-
lowing woodland conservation best practices. 
“We cleared only trees that were dead or in 
danger of coming down,” she said.

The result, she said, is “a little village” 
of cabins spaced about 30 feet apart. Each 
of the cabins is 120 square feet and can ac-
commodate up to four guests.

“Our concept was to have the cabins pri-
vate, but we love the idea of community,” 
she said, adding that this included plans for 
shared facilities and amenities such as a com-
munity kitchen and central fire pit.

The Banks invested their own personal 
funds into the site work and construction of 
the cabins. They then sought a loan through 
the Small Business Administration for ad-
ditional infrastructure work that was needed 
before Foolhardy Hill could open to guests.

“We were pre-approved for a small busi-
ness loan and were affirmed the loan would be 
granted once we obtained our special permit 
to operate a campground,” said Katie.

They obtained that permit in late March 
2020, just as the COVID-19 pandemic took 
hold. “We were denied the small business 
loan with the explanation that the Small 
Business Association was inundated with 
COVID-related matters and no longer lend-
ing to startup businesses lacking revenue 
history,” said Katie. 
“It was a little bit of a 
setback.”

The Banks were able 
to secure a smaller loan 
from a private lender 
and adapted their plans 
to a reduced budget. 
Those plans also had to be adjusted to align 
with the ongoing concerns and restrictions 
related to the pandemic.

“We were hoping to operate last summer,” 
said Patrick. “But with the COVID impact, 
we said, ‘Let’s use this summer to fine tune 
things.’”

That included some additional planning 
for compliance to safety guidelines with 
regard the ongoing pandemic.

“Being an outdoor-based business gives 
us a lot of space to safely distance our 
guests and makes us very adaptable to the 
ever-changing CDC guidelines,” said Katie. 
“We will always maintain clean and sanitary 
facilities for our guests during and after 
the pandemic, and, of course, will comply 

with all CDC and state 
requirements, tweak-
ing and adjusting our 
operations and ameni-
ties as necessary.”

The Banks  sa id 
Foolhardy Hi l l  i s 
intended to operate 

seasonally from May to October. “We’re 
targeting a Memorial Day opening, pending 
state guidelines,” said Patrick. “It’s very hard 
to plan around the uncertainty of COVID.”

Since they live and work two hours away 
from Foolhardy Hill, the Banks will be hiring 
three to four local residents to help maintain 
and operate the campground. “Foolhardy 
Hill employees will always be nearby and 
available to guests,” said Katie.

As they gear up for Foolhardy Hill’s 
opening, their participation in the MTEC is 
providing guidance to help get them off to 
a good start.

“It’s been a good experience for us,” said 
Katie. “We knew we had a lot to learn, and 
the workshops and mentoring have been 
invaluable.”

Among other things, she said, the pro-
gram has helped them identify and focus 
on what their target market is. “We are 
basically targeting avid outdoor enthusi-
asts within a three-hour radius,” she said. 
“But we’ve been working to refine that to 
exactly who our customers are, what their 
needs are, and how we are going to meet 
those needs.”

She said that, by providing the basic es-
sentials needed for staying outdoors, they 
look to create a low-key camping experi-
ence appealing to avid outdoor enthusiasts, 
but also welcoming to those who are less 
experienced yet interested in getting outside 
and enjoying nature.

continued on next page

A regional collaboration for sustainable natural 
resource management and economic developmentMTWP:

Henry W. Art, professor emeritus of environmental 
Studies and Biology at Williams College, is chair 
of the Mohawk Trail Woodlands Partnership board.

“It’s a matter of us 
embracing the area so that 

we complement one another, 
with commerce and nature 

hand in hand.”
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By encouraging more people to come 
and extend their stay beyond just a day trip, 
they also hope to boost overall business in 
the region.

“We weren’t looking to make ours a one-
stop shop,” Katie said. “We want to work 
with local shops and restaurants and help 
sustain these existing businesses.”

The Banks said they also look forward 
to potential collaboration with their fellow 
MTEC participants. And, while they are all 
competing for the program’s $25,000 award, 
they believe everyone is getting great value 
out of the experience.

“Winning the challenge would be great for 
us,” said Katie, “but we’re getting so much 
out of this that it’s a win-win either way.”

In August 2018, Lea King and her partner 
Wayne Gelinas closed on their purchase of 
the Wigwam Western Summit – a 3.8-acre 
property and complex of buildings perched 
high above the city of North Adams along 
the Mohawk Trail (Route 2) – with a goal to 
revive some of the activities and attractions 
that had made it a popular roadside stop for 
locals and travelers alike many decades ago.

Having accomplished much of what they 
had planned in their first full season of op-
eration in 2019, they then found themselves 
scrambling to salvage what they could from 
a pandemic-ravaged 2020 season.

Now, they are confronting the uncertainties 
of 2021 head on by preparing to introduce a 
new element to their operations that they feel 
will help the business grow as the pandemic 
plays out and beyond. And they’re getting 
support on this through King’s participation 
in Lever’s Mohawk Trail Entrepreneur Chal-
lenge (MTEC).

“Our vision when we started out was of 
recreating a beautiful destination in the Berk-
shires,” said King. “We had a phenomenal 
first year in 2019 that proved our concept.”

Along with significantly renovating the 
property’s four rustic cabins for lodging 
guests, they made substantial upgrades to 
the gift shop at the summit’s edge. In addi-
tion to physical improvements, this included 
rethinking its merchandise strategy as a shop 
and coffeehouse, adding new attractions such 
a music corner for live music, and hosting 
special events such as a series of antique 
car shows.

“Our tagline of ‘Cabins, Cars and Coffee’ 
was aspirational,” said King.“The car shows 
were very successful, and the music corner 
Wayne put in had live music every weekend 
from March to October.”

These and other changes put them on a 
promising track toward success – something 
that had alluded a succession of other entre-
preneurs over the past several years who had 
fallen short in their respective efforts to make 
a living by tapping the drawing power of 
the summit’s stunning views of the northern 
Berkshires below.

As the COVID-19 pandemic began to take 
hold in the region last March, their plans to 
reopen for the spring season were put on 
hold – first by the state’s shutdown order 
and later by their own choice.

“We never opened the store last season,” 
said King.

“We didn’t want to catch [COVID] our-
selves,” added Gelinas.

However, they did decide to resume opera-
tion of their cabins, and in the spring spent 
time clearing and improving the property to 
enhance that experience.

“We made walking paths, built stone fire 

pits for each cabin, and put up hammocks,” 
said Gelinas. “It’s like an outdoor adventure.”

King noted that, previously, there was a 
large communal fire pit for guests to gather 
around. That amenity became impractical 
under social distancing guidelines. “We real-
ized that people would not want to share that 
like they had before,” she said.

Bookings for the cabins were able to 
resume in mid-June. “We fell under camp-
ground rules, not lodging,” said King, adding 
that at first they welcomed in-state guests 
only, and later took bookings from other states 
as allowed by Massachusetts guidelines.

“We conducted a full COVID interview 
for reservations,” said 
King. “We did as much 
as we could to pro-
tect ourselves and our 
guests.”

Later in the summer, 
they did add some curb-
side sales of items from the store. “We set 
things up outside and brought them back in at 
the end of the day,” said Gelinas. “We wanted 
to catch anyone coming along the Trail.”

“The focus was on the comfort and con-
venience of our guests,” added King.

She noted that in pre-COVID days the Wig-
wam had become a destination for couples 
celebrating anniversaries, birthdays and 
honeymoons. The cabins and surroundings 
provided guests with a woodland experience 
while also giving them easy access to cultural 
attractions to the west in North Adams and 
Williamstown, and outdoor recreational 
activities in Charlemont and other locations 
to the east.

With some of those attractions shut down 
or scaled back due to COVID, many of the 
bookings for Wigwam cabins last year came 
from people simply looking to escape city 
life for a connection with nature.

Looking ahead to an eventual transition to 
a post-COVID era, King said they are adding 
a new element to their operations that can 
enhance the experience of lodging guests and 
other casual visitors to the site.

“We want to introduce the ‘Wigwam 
Woodlands Experience,’” she said, noting 
that this will include a variety of outdoor 
activities such as guided hikes in the sur-
rounding area, as well as special workshops, 
art installations and other attractions.

“There are a lot of nature-based things 
people can do in addition to the [nearby] 
cultural attractions,” said King. “With our 

Woodlands Experience, we are able to add a 
level of depth to their Berkshire experience.”

Central among this will be a variety of 
90-minute to three-hour guided hikes people 
can book through the Wigwam. Depending 
on season and other factors, these tours may 
be guided by Gelinas and King or by other 
associates.

“We have neighbors and friends who are 
woodland enthusiasts and have expressed 
interest in guiding hikes as independent 
contractors,” King said. “It goes into job 
creation. If demand creates opportunities, 
we can hire more people.”

While the Wigwam’s cabins remain 
closed during winter, 
the Woodlands Experi-
ence will be a four-sea-
son operation. “We’ve 
started this winter with 
guided snowshoeing 
and winter hikes,” said 

King, noting that they have invested in several 
pairs of snowshoes and related equipment.

These tours are private for up to four 
people, which addresses safety issues re-
garding COVID. “We want to start out by 
being overly cautious,” said King, noting 
that social distance can be easily maintained 
on the outings.

In conjunction with the Woodlands Experi-
ence operations, they are also rolling out a 
related promotional theme of “Capture the 
moment at America’s Switzerland.”

King explained that in the early 1920s the 
Mohawk Trail was referred to colloquially 
as America’s Switzerland in light of its sce-
nic beauty. “That [reference] was lost over 
time,” she said.

She learned of the nickname in 2019 when 
a Wigwam guest showed her a Mohawk 
Trail guidebook from 1929 which had a 
centerfold picture and caption stating “View 
of America’s Switzerland as seen from the 
Wigwam Gift Shop.”

They adopted the label as part of the Wig-
wam Western Summit brand, with Gelinas 
making two hand-carved signs – one stating 
“Welcome to America’s Switzerland” at the 
summit’s main lookout stand, and another 
stating “America’s Switzerland Scenic Vista” 
along the roadside near the cabins and store.

A business model for this combined pack-
age of Wigwam Woodlands Experience and 
America’s Switzerland is the focus of King’s 
participation in Lever’s challenge program.

“We’re delighted to be part of [MTEC],” 

she said. “It’s causing us to work harder and 
focus more on what we want to do.”

She added that the program has exposed 
them to a lot of new ideas and useful informa-
tion. “To be connected to other entrepreneurs 
and mentors is invaluable,” she said.

She noted that the assistance they’re get-
ting through the program is timed ideally for 
the formal launch of Wigwam Woodlands 
Experience in mid-to-late March. That will 
include the debut of a new website, wigwam-
woodlands.com.

King said the MTEC award money would 
be a significant and timely boost to their ef-
forts, but added that they have already gotten 
great value out of the program.

“Win or lose, we will launch on time be-
cause of MTEC,” she said. “This will help 
to sustain us and to create jobs.”

David Eve’s participation in the MTEC 
stands apart from his fellow finalists on a 
few counts.

For one, his Remote Harvest Sensors proj-
ect is currently more about product develop-
ment than business model refinement. “It’s 
more of an idea than a venture,” he said. “It’s 
about how can we put together sensors that 
can track the [woodland] harvesting process.”

That focus on technology and woodland 
management points to the other distinction 
from other MTEC participants, whose ven-
tures all fall within the general category of 
eco-tourism.

“I’m the odd duck,” Eve quipped.
Eve’s interest in monitoring the impact 

of woodland management and harvesting 
is on both personal and professional levels. 
A resident of Amherst, he has worked as an 
associate professor of computer science at 
Massachusetts College of Liberal Arts in 
North Adams for the past 15 years.

Eve is also co-owner of his family tree 
farm – a 355-acre tract split between the 
neighboring towns of Conway and Deer-
field. “It’s predominantly white pine, with 
an understory of hardwoods,” he said. “To 
improve the health of the forest, it has been 
under a management plan for over 40 years.”

That includes selective harvesting that 
has benefits for the forest itself as well as 
its wildlife inhabitants. “There are areas at 
various stages of development,” he said. 
“That’s stewardship.”

In this sense, limiting the impact of forest 
management practices is both a goal and a 
concern. “We’ve got some good loggers that 
work with us,” he said. “But there’s always 
the question when you see a big piece of 
equipment going through the forest.”

As technology has advanced and the cost of 
it has come down, Eve said he began wonder-
ing whether it would be feasible to develop 
sensors that could be placed in woodland set-
tings to remotely monitor specified conditions.

“With my interest in technology, I asked 
what sort of devices can we use to collect 
and track data over time, and how can we 
use this data in a beneficial way?”

One example he cited is his current devel-
opment of a prototype turbidity sensor that 
can be installed near watersheds and within 
small ecosystems to monitor erosion control 
during wood harvesting operations.

“There are many things that can cause 
turbidity,” he said. Among these are natural 
rainfall, as well as human and mechanical 
activity in the form of harvesting operations. 
“If you have some of these devices up there, 
you can track what’s going on by looking at 
the amount of silt that has been stirred up.”

continued on page 22

WIGWAM WESTERN SUMMIT
Lea King REMOTE HARVEST SENSORS

David Eve

Lea King and Wayne Gelinas are complementing the drawing power of the Wigwam Western Summit’s 
stunning views of the northern Berkshires with what they call the Wigwam Woodlands Experience. “There 
are a lot of nature-based things people can do in addition to the [nearby] cultural attractions,” says King. 
“With our Woodlands Experience, we are able to add a level of depth to their Berkshire experience.”

“Win or lose, we will launch 
on time because of MTEC. 
This will help to sustain us 

and to create jobs.”
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Berkshire County real estate transfersREAL 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
7 Albert St.
Buyer: Joseph Astuccio 2nd
Seller: Michelle Delisle
Price: $108,000
Date: 12/9/20 

2-8 Allen St.
Buyer: Logan Thompson
Seller: Nancy King +
Price: $254,000
Mortgage: $190,500
Lender: HarborOne
Date: 12/1/20 

12 Clifford Ln.
Buyer: Claire Klammer
Seller: Kelly Rice
Price: $100,000
Mortgage: $89,900
Lender: Adams Community
Date: 12/17/20 

56 & 60 Commercial St.
Buyer: Shivarealty 2 LLC
Seller: Geary Brothers 
RE Inc
Price: $383,500
Mortgage: $635,000
Lender: Bank of Hope
Date: 12/15/20 

12 Country Club Ave.
Buyer: Peter Degere
Seller: Carmen Lacasse 3rd
Price: $139,000
Date: 12/23/20 

9 Crotteau St.
Buyer: Jason Canning +
Seller: JD Associates LLC
Price: $124,900
Mortgage: $127,772
Lender: Academy Mtg
Date: 12/1/20 

39 Highland Ave.
Buyer: Crystal Patella +
Seller: Cheryl Steuer 2013 
RET +
Price: $350,000
Date: 12/16/20 

5 Hoosac St.
Buyer: Adams Spinning 
Partners
Seller: Bayliss Holdings LLC
Price: $325,000
Date: 12/31/20 

39 Leonard St.
Buyer: John Socha
Seller: Marnie Clough
Price: $229,900
Mortgage: $129,900
Lender: Adams Community
Date: 12/3/20 

6 Linden St.
Buyer: FP Lend Fund 1 
LLC
Seller: Deep RT 16 +
Price: $120,000
Date: 12/18/20 

22 Maple St.
Buyer: Jason Wall +
Seller: James Beaudin Sr +
Price: $305,000
Mortgage: $274,500
Lender: Broker Solutions
Date: 12/31/20 

8 Marsh Ln.
Buyer: Scott Sumner +
Seller: Jeffrey Page +
Price: $95,000
Mortgage: $76,000
Lender: Greylock FCU
Date: 12/3/20 

2 Sommer Hill Rd.
Buyer: Craig Clough +
Seller: Debra Sommer
Price: $300,000
Mortgage: $240,000
Lender: Adams Community
Date: 12/31/20 

4 Edmunds St. U:M302
Buyer: Nathaniel Karns +
Seller: John Socha +
Price: $239,900
Mortgage: $191,920
Lender: Adams Community
Date: 12/31/20 

ALFORD
300 East Rd.
Buyer: Cloud Kingdom 
2020 LLC
Seller: Laura Depalma +
Price: $1,650,000
Date: 12/10/20 

184 Green River Rd.

Buyer: Rebecca Whitehill
Seller: Linda Silvestri
Price: $630,000
Date: 12/15/20 

43 Route 71
Buyer: Ronnie Cohen +
Seller: Goldman Family 
Farm LLC
Price: $2900,000
Date: 12/18/20 

223 West Rd.
Buyer: Jack Luber +
Seller: Morandi RT 2 +
Price: $390,000
Mortgage: $360,000
Lender: Lee Bank
Date: 12/23/20 

Whites Hill Rd.
Buyer: George Klemp +
Seller: H2 Holdings LLC
Price: $375,000
Date: 12/29/20 

BECKET
779 Bancroft Rd.
Buyer: John Casey 
Zollinger LT 
Seller: Margretta Seashore
Price: $335,000
Mortgage: $268,000
Lender: Adams Community
Date: 12/30/20 

6 Bruce Roy Ln.
Buyer: James Chicoine
Seller: Amanda Dean +
Price: $150,500
Mortgage: $127,925
Lender: Quicken Loan
Date: 12/16/20 

1110 Dimmock Rd.
Buyer: Cindy Khordoc +
Seller: Dennis Regan +
Price: $615,000
Date: 12/10/20 

69 Greenbrook Rd.
Buyer: Robert Schuerer Jr +
Seller: Harry Truran +
Price: $250,000
Mortgage: $200,000
Lender: Lee Bank
Date: 12/15/20 

99 Jacobs Hollow Rd.
Buyer: Matthew 
Krolikowski
Seller: Courtney Sparks
Price: $355,000
Mortgage: $319,500
Lender: Cardinal Fncl
Date: 12/18/20 

89 Lakeshore Dr.
Buyer: Maureen Naff
Seller: Laura House
Price: $135,000
Mortgage: $108,000
Lender: Bay Equity
Date: 12/23/20 

588 Leonhardt Rd.
Buyer: Daniel Cuff +
Seller: Bruce Garlow
Price: $285,000
Mortgage: $228,000
Lender: Citibank
Date: 12/18/20 

329 Little John Dr.
Buyer: Witold Decowski +
Seller: M&T Bank
Price: $76,451
Date: 12/18/20 

1100 Main St.
Buyer: Erik Harel +
Seller: Lorraine Dean
Price: $194,000
Mortgage: $195,959
Lender: Northpoint
Date: 12/9/20 

1242 Main St.
Buyer: Jan Curtiss
Seller: Norma Kudelka
Price: $214,000
Mortgage: $192,600
Lender: Easthampton SB
Date: 12/11/20 

28 Munn Rd.
Buyer: Luke Bates +
Seller: Coakley Irene Est +
Price: $144,300
Mortgage: $144,300
Lender: Greylock FCU
Date: 12/22/20 

171 Mystic Isle Way
Buyer: Jeffrey Summit +
Seller: Caroline Summit
Price: $350,000
Date: 12/16/20 

136 Sitting Bull Dr.
Buyer: Richard Fisher-
Gomberg +
Seller: Susan Dworkin 
2014 RET +
Price: $425,000

Date: 12/18/20 

313 Winter Dr.
Buyer: Sarah Johnson +
Seller: David Devane
Price: $280,000
Mortgage: $190,000
Lender: HarborOne
Date: 12/8/20 

CHESHIRE
901 Jenks Rd.
Buyer: Elizabeth Grover +
Seller: Robert Thurston +
Price: $206,250
Mortgage: $165,000
Lender: Residential Mtg
Date: 12/3/20 

951 N State Rd.
Buyer: Michael Bak +
Seller: Catherine Nickum
Price: $170,000
Mortgage: $161,500
Lender: Academy Mtg
Date: 12/18/20

37 Nobodys Rd.
Buyer: Whitneys Land 
Rental LLC
Seller: George Tremblay Jr
Price: $500,000
Mortgage: $1,000,000
Lender: Farm Credit East
Date: 12/18/20

80 Willow Cove Rd.
Buyer: Mindy Walters +
Seller: William Adelt
Price: $350,000
Mortgage: $280,000
Lender: Greylock FCU
Date: 12/15/20

CLARKSBURG
100 Henderson Rd.
Buyer: Jenna Belanger
Seller: Sharon Oneill
Price: $145,000
Mortgage: $140,650
Lender: Movement Mtg
Date: 12/21/20

DALTON
45 Appletree Ln.
Buyer: Linda Turman
Seller: David Meloveck 
RET +
Price: $419,900
Date: 12/9/20

78 Ashuelot St.
Buyer: Smegal Holdings 
LLC
Seller: Sherman James Jr Est +
Price: $140,000
Date: 12/30/20

54 Grange Hall Rd.
Buyer: Paul Archambault +
Seller: Kaylee Boyne
Price: $299,000
Mortgage: $283,882
Lender: Academy Mtg
Date: 12/11/20

32 Hemlock Hill
Buyer: Evelyn Yeo +
Seller: Donna Owens
Price: $351,000
Mortgage: $326,000
Lender: Berkshire Bank
Date: 12/4/20

577 Kirchner Rd.
Buyer: Todd Lampiasi +
Seller: Margit Hotchkiss
Price: $420,000
Mortgage: $320,000
Lender: TD Bank
Date: 12/3/20

8 Lindsay Dr.
Buyer: Dale Connor +
Seller: Richard Tutela +
Price: $338,000
Mortgage: $321,100
Lender: Academy Mtg
Date: 12/14/20

609 Main St.
Buyer: APIF 
Massachusetts LLC
Seller: Thompson FT +
Price: $450,000
Date: 12/7/20

1140 Main St.
Buyer: William Munch +
Seller: George Stevens Jr +
Price: $280,000
Mortgage: $266,000
Lender: Greylock FCU
Date: 12/4/20

65 Oak Street Ext.
Buyer: Kristin Hill
Seller: Town Crest Prop 
Group LLC
Price: $180,000
Mortgage: $174,600

Lender: Greylock FCU
Date: 12/23/20

118 Patricia Ave.
Buyer: Mark Seyerlein +
Seller: Theresa Burke
Price: $296,000
Mortgage: $236,800
Lender: Greylock FCU
Date: 12/2/20

316 Pleasant St.
Buyer: Zachary Bertolozzi +
Seller: Christopher 
Montferret +
Price: $295,000
Mortgage: $289,656
Lender: Academy Mtg
Date: 12/3/20

15 Sunset Dr.
Buyer: Alexandre Zanelatto
Seller: Carol-Ann Carmel
Price: $225,000
Mortgage: $180,000
Lender: Academy Mtg
Date: 12/7/20

Cider Ln. U:49
Buyer: Susan Geisler +
Seller: Eileen Schecter T +
Price: $550,000
Mortgage: $253,000
Lender: Wilmington Svgs
Date: 12/14/20

EGREMONT
19 Baldwin Hill Rd.
Buyer: Jerry Baral +
Seller: Michele Duryea
Price: $300,000
Mortgage: $262,500
Lender: Quicken Loan
Date: 12/18/20

37 Baldwin Hill Rd.
Buyer: Edward Joyce +
Seller: Edward Voorhees +
Price: $1,275,000
Mortgage: $892,000
Lender: JPMorgan Chase
Date: 12/23/20

264 Egremont Plain Rd.
Buyer: Iris Kopeloff +
Seller: Gopen Barbara Est +
Price: $950,000
Mortgage: $712,500
Lender: Wells Fargo
Date: 12/7/20

278 Hillsdale Rd.
Buyer: Danielle Krupa +
Seller: Ksenjia Whitaker
Price: $4,525,000
Mortgage: $2,500,000
Lender: Bank of America
Date: 12/21/20

34 Main St.
Buyer: Sather Duke
Seller: First Cong Church 
Egremont
Price: $185,000
Mortgage: $85,000
Lender: Greylock FCU
Date: 12/29/20

Mallard Rd.
Buyer: Andrew Freedberg +
Seller: Delmore Kinney +
Price: $450,000
Date: 12/31/20

FLORIDA
344 Mohawk Trail
Buyer: James Pedro
Seller: Marie Devanney
Price: $200,000
Mortgage: $120,000
Lender: Probuilder Fncl
Date: 12/29/20

GREAT
BARRINGTON

8-10 Berkshire Cir.
Buyer: Navin Dargani
Seller: Selma Lotenberg
Price: $365,000
Mortgage: $292,000
Lender: Beeline Loans
Date: 12/11/20

31-B Blue Hill Rd.
Buyer: Jinn Kim +
Seller: William Nolan
Price: $505,000
Mortgage: $353,500
Lender: NFM Inc
Date: 12/2/20

96 Brush Hill Rd.
Buyer: Jasper Sardonicus +
Seller: Linda Ulmer +
Price: $770,000
Mortgage: $510,400
Lender: Home Point
Date: 12/7/20

81 Division St.
Buyer: Jeremy Robin +

Seller: 81 Division Street 
LLC
Price: $729,000
Mortgage: $473,850
Lender: Total Mtg Svcs
Date: 12/10/20

89 Division St.
Buyer: Hosea Frank +
Seller: Klas Bergman +
Price: $875,000
Mortgage: $656,250
Lender: Berkshire Bank
Date: 12/14/20

215 East St.
Buyer: Jeffrey Caminiti +
Seller: Robert Mahoney
Price: $226,500
Date: 12/7/20

30 Fairview Ter.
Buyer: Adam Dale +
Seller: Dawn Scarbro
Price: $274,900
Mortgage: $219,920
Lender: Citibank
Date: 12/15/20

10 Lake View Rd.
Buyer: Reo Matsuzaki
Seller: Leyton Lake View 
RT +
Price: $606,000
Date: 12/10/20

235 Long Pond Rd.
Buyer: Richard Miller-
Littlehale +
Seller: David Mintz RET +
Price: $875,000
Mortgage: $700,000
Lender: JPMorgan Chase
Date: 12/14/20

239 Long Pond Rd.
Buyer: Richard Stephens
Seller: Gina Altomare
Price: $710,000
Date: 12/11/20

326 Long Pond Rd.
Buyer: Steven Miller
Seller: Alexander Sarbib
Price: $235,000
Date: 12/4/20

Lovers Ln.
Buyer: Rosinski Realty Inc
Seller: James Santos
Price: $90,000
Date: 12/31/20

11 Muddy Brook Cir.
Buyer: Barry Weitzner +
Seller: William Whittaker Jr +
Price: $650,000
Mortgage: $510,400
Lender: Mtg Networks
Date: 12/17/20

298 Park St. N
Buyer: Alexander 
Bondarenko +
Seller: Ponyx Properties 
LLC
Price: $499,000
Mortgage: $399,000
Lender: Adams Community
Date: 12/18/20

362 Park St. N
Buyer: Robbin Ezinga +
Seller: Everett VanDorn
Price: $250,000
Date: 12/11/20

207 Prospect St.
Buyer: Jeremy Udden +
Seller: Little Brook Farm 
LLC
Price: $390,000
Mortgage: $312,000
Lender: Fairway
Date: 12/4/20

685 S Egremont Rd.
Buyer: Alva Farmhouse LLC
Seller: Samuel Mazzarelli +
Price: $1,600,000
Date: 12/3/20

225 State Rd.
Buyer: Tina Emlaw 2020 T +
Seller: Robert Wahler +
Price: $302,000
Date: 12/1/20

31 Stoney Brook Rd.
Buyer: Michael Steinberg
Seller: AJS RET +

Price: $475,000
Mortgage: $380,000
Lender: Wells Fargo
Date: 12/9/20

7 Thrushwood Ln.
Buyer: David Liu +
Seller: Lenox Lndgs 
Barrington
Price: $799,000
Date: 12/18/20

11 Wyantenuck St.
Buyer: Penelope Greene
Seller: Kevin Bose +
Price: $193,000
Date: 12/30/20

Burning Tree Rd. U:11A
Buyer: Eugene Lois +
Seller: Loretta Kahn RET +
Price: $890,000
Date: 12/4/20

116 West Ave. U:H
Buyer: Deborah Reed
Seller: Daniel Bliss +
Price: $249,000
Date: 12/15/20

HANCOCK
213 Main St.
Buyer: Zachary Hanson
Seller: Martin Hanson +
Price: $250,000
Mortgage: $219,000
Lender: Greylock FCU
Date: 12/16/20

Corey Rd. U:9174
Buyer: Susan Reyneke +
Seller: Charles Wilner
Price: $282,000
Date: 12/1/20

Corey Rd. U:B
Buyer: Patrick Mangin +
Seller: Moose Creek Holdings
Price: $145,000
Date: 12/21/20

Mountainside U:9255
Buyer: Lori Winter RET +
Seller: Susan Fischman
Price: $465,000
Date: 12/18/20

HINSDALE
128 Ashmere Rd.
Buyer: Peter Frost +
Seller: Keith Moquin
Price: $340,000
Mortgage: $180,000
Lender: JPMorgan Chase
Date: 12/14/20

7 Beach Ln.
Buyer: Jeffrey Gloster +
Seller: John Bowler +
Price: $224,000
Mortgage: $134,000
Lender: Polish Natl CU
Date: 12/22/20

891 Washington Rd.
Buyer: HMA Properties LLC
Seller: Ellies Holdings LLC
Price: $129,900
Mortgage: $116,260
Lender: Seller
Date: 12/15/20

LANESBORO
14 Balance Rock Rd.
Buyer: Lydia Cote
Seller: Adam Wood
Price: $200,000
Mortgage: $194,000
Lender: Total Mtg Svcs
Date: 12/15/20

19 Bridge St.
Buyer: D Peter Vigue +
Seller: Ellies Holdings LLC

Price: $163,500
Mortgage: $130,800
Lender: Dean Cp Bk
Date: 12/31/20

65 Narragansett Ave.
Buyer: JBRM 65 LLC
Seller: DeMott FT +
Price: $420,000
Date: 12/1/20

18 Potter Mountain Rd.
Buyer: Noah Kelley
Seller: William Cavanaugh +
Price: $225,000
Mortgage: $213,750
Lender: Greylock FCU
Date: 12/1/20

125 S Main St.
Buyer: Western MA Dev 
Grp LLC
Seller: Joel Natario
Price: $110,000
Mortgage: $88,000
Lender: Pittsfi eld Coop
Date: 12/22/20

580 S Main St. U:403
Buyer: Emily Rios
Seller: Jason Haas Sr +
Price: $84,500
Date: 12/31/20

LEE
215 Antelope Dr.
Buyer: Jaclyn Stein +
Seller: Jason Gluck +
Price: $326,000
Mortgage: $260,800
Lender: Needham Bk
Date: 12/29/20

30 Chestnut St.
Buyer: Matthew Banach
Seller: FNMA
Price: $89,900
Mortgage: $67,425
Lender: Greylock FCU
Date: 12/8/20

335 Church St.
Buyer: Berkshires Heron 
House
Seller: Elaine Patterson 
RET +
Price: $635,550
Mortgage: $508,440
Lender: Northern Trust
Date: 12/2/20

690 Greylock St.
Buyer: Ray Williams
Seller: David Forrest
Price: $430,000
Date: 12/14/20

169 High St.
Buyer: Mary Barbato
Seller: David Gafney
Price: $212,223
Date: 12/18/20

15 Lana Ave.
Buyer: Ronnie Streichler +
Seller: Brian Toombs +
Price: $281,000
Date: 12/7/20

455 Marble St.
Buyer: Morgan Conquest +
Seller: Navneet Pathak +
Price: $155,000
Mortgage: $147,250
Lender: Total Mtg Svcs
Date: 12/1/20

164 Mill St.
Buyer: Jennifer Lechleitner
Seller: Alan Wilcox
Price: $270,000
Mortgage: $264,397
Lender: Quicken Loan
Date: 12/9/20

110 Moose Dr.
Buyer: Andrew Schwartz +
Seller: Moose Drive LLC
Price: $79,000
Date: 12/16/20

32 Park St.
Buyer: Alan Wilcox +
Seller: Lee Regional 
Visiting Nurses
Price: $125,000
Date: 12/11/20

915 Pleasant St.

Buyer: Bytor LLC
Seller: HDCB LLC
Price: $320,000
Mortgage: $160,000
Lender: Pittsfi eld Coop
Date: 12/22/20

36 Rose Ave.
Buyer: Sergio Fortes +
Seller: William Neil +
Price: $202,500
Mortgage: $192,375
Lender: Lee Bank
Date: 12/14/20

135 Stockbridge Rd.
Buyer: Devonfi eld 
Carriage House
Seller: Pamela Loring +
Price: $800,000
Mortgage: $640,000
Lender: Lee Bank
Date: 12/30/20

135 Tamarack Ave.
Buyer: Lisa Curley
Seller: Tobler Deborah Est +
Price: $179,900
Mortgage: $143,900
Lender: Greylock FCU
Date: 12/22/20

150 Theresa Ter.
Buyer: Jonathan Lyons
Seller: Dan Niculescu +
Price: $390,000
Mortgage: $312,000
Lender: Citizens Bank
Date: 12/1/20

Mallard Ln. U:560
Buyer: Peter Chien +
Seller: Stoltz FT +
Price: $910,000
Mortgage: $728,000
Lender: Camden NB
Date: 12/18/20

760 Mallard Ln. U:2
Buyer: Lawrence 
Fleischman +
Seller: Lenox Lndgs 
Barrington
Price: $950,000
Date: 12/21/20

760 Mallard Ln. U:3
Buyer: Lawrence 
Fleischman +
Seller: Lenox Lndgs 
Barrington
Price: $950,000
Date: 12/21/20

Stockbridge Rd. U:1
Buyer: Edward Green +
Seller: Pamela Loring +
Price: $165,000
Date: 12/23/20

LENOX
2 Bishop Est.
Buyer: Robin Roger
Seller: John Barrow +
Price: $1,300,000
Mortgage: $742,800
Lender: Bk of America
Date: 12/22/20

3 Cedar Ln.
Buyer: Claudine Ellyin +
Seller: Laurie Vilord
Price: $535,000
Date: 12/14/20

14 David Rd.
Buyer: Andrew Tanner +
Seller: Deborah Haskell
Price: $291,525
Mortgage: $276,948
Lender: Citizens Bk
Date: 12/21/20

520 East St.
Buyer: Ilan Dahan +
Seller: Theodore Silverman +
Price: $669,000
Mortgage: $468,300
Lender: Caliber Home
Date: 12/16/20

234 Kemble St.
Buyer: Michael Bourque
Seller: Nigel Andrews +
Price: $1,140,000
Mortgage: $912,000
Lender: Adams Community
Date: 12/1/20

continued on next page
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211 Main St.
Buyer: Kevin Kasarda +
Seller: Ellies Holdings LLC
Price: $499,900
Mortgage: $474,905
Lender: US Bank
Date: 12/29/20

63 New Lenox Rd.
Buyer: Dennis Mlynarski
Seller: Mark Millett
Price: $635,000
Mortgage: $508,000
Lender: Quicken Loan
Date: 12/9/20

25 Sherwood Dr.
Buyer: MTGLQ Investors LP
Seller: Joseph Vosit +
Price: $372,000
Date: 12/2/20

55 Sherwood Dr.
Buyer: Michael Presti
Seller: Harold Dupee Jr
Price: $625,000
Mortgage: $468,750
Lender: Quicken Loan
Date: 12/4/20

83 Sherwood Dr.
Buyer: Jay Robbins +
Seller: Dennis Ross +
Price: $475,000
Mortgage: $373,000
Lender: Digital FCU
Date: 12/23/20

Glen Eagles Dr. U:3
Buyer: Annex FT +
Seller: Charles Danis Jr +
Price: $745,000
Date: 12/15/20

2 Rolling Hills U:1
Buyer: Dennis Ross +
Seller: Franklin Lewis RET +
Price: $205,000
Date: 12/4/20

8 Rolling Hills U:2
Buyer: Abhijit Sonis +
Seller: Lynne Toole +
Price: $235,000
Mortgage: $223,250
Lender: Leader Bank
Date: 12/10/20

MONTEREY
72 Beartown Mountain Rd.
Buyer: Seth Pitman +
Seller: Elizabeth Howell-
King
Price: $790,000
Mortgage: $565,000

Lender: Citizens Bk
Date: 12/7/20

221 Beartown Mountain Rd.
Buyer: Stephen Cohen +
Seller: William Savitt +
Price: $550,000
Mortgage: $495,000
Lender: Bay Equity
Date: 12/1/20

7 Buckingham Ln.
Buyer: Jessica Reif-Caplan +
Seller: Frederika Small
Price: $525,000
Date: 12/16/20

8 Dowd Rd.
Buyer: Ryan Safady +
Seller: Valerie Salerno IRT +
Price: $448,000
Mortgage: $358,400
Lender: Salisbury B&T
Date: 12/18/20

134 Fairview Rd.
Buyer: Trevor Hurst +
Seller: Alexandra Davis +
Price: $625,000
Mortgage: $390,000
Lender: Lee Bank
Date: 12/10/20

151 Gould Rd.
Buyer: Christopher 
Erickson +
Seller: Elizabeth Silk
Price: $780,000
Mortgage: $380,000
Lender: JPMorgan Chase
Date: 12/4/20

9 Heron Pond Park
Buyer: Daniel Leyden +
Seller:5 S Enuf LLC 
Price: $1,900,000
Mortgage: $1,000,000
Lender: UBS Bank
Date: 12/16/20

NEW
MARLBORO

17 Arroyo Way
Buyer: Heather Harrigan
Seller: Barry Weiss +
Price: $617,000
Mortgage: $493,600
Lender: Wells Fargo
Date: 12/21/20

25 Berkshire Wood Rd.
Buyer: Thomas Mcginn +
Seller: Richard Altman +
Price: $475,000
Mortgage: $380,000
Lender: Lee Bank
Date: 12/7/20

227 E Hill Rd.
Buyer: Tranah & Katzman 
2011 FT +
Seller: Robert Wuori
Price: $485,000
Date: 12/14/20

238 Hayes Hill Rd.
Buyer: Alexa Clay
Seller: Michael Lipson +
Price: $850,000
Mortgage: $680,000
Lender: Adams Community
Date: 12/1/20

1391 Mill River Great
Buyer: Robert Weisstuch +
Seller: Robin Shultz-
Gerber
Price: $1,295,000
Date: 12/15/20

NORTH ADAMS
48 Arnold Pl.
Buyer: Kelley Kemp
Seller: David Moresi
Price: $100,000
Mortgage: $80,000
Lender: Greylock FCU
Date: 12/7/20

298-300 Beaver St.
Buyer: Rebecca Lymberis +
Seller: DSM Properties LLC
Price: $125,000
Mortgage: $100,000
Lender: Adams Community
Date: 12/30/20

79 Cady St.
Buyer: Morgan Jasewicz
Seller: North Holden NT +
Price: $135,000
Mortgage: $128,250
Lender: Academy Mtg
Date: 12/11/20

49 Charlene St.
Buyer: Joseph Solomon
Seller: Scott Sherman
Price: $154,900
Mortgage: $147,155
Lender: Greylock FCU
Date: 12/15/20

101 Charlene St.
Buyer: Molly Howe
Seller: Nicholas Civello
Price: $250,000
Mortgage: $237,500
Lender: Adams Community
Date: 12/3/20

110 Charlene St.
Buyer: Amanda Belanger +
Seller: JG&JC Brks 2006 
RET +
Price: $209,500
Mortgage: $218,550
Lender: Greylock FCU
Date: 12/7/20

154 Charlene St.
Buyer: Martha Mulligan
Seller: Barbara Cheesbro 
RET +
Price: $175,000
Mortgage: $75,000
Lender: Adams Community
Date: 12/1/20

14 Chesbro Ave.
Buyer: George Rose
Seller: Leatrice Wiley
Price: $149,900
Mortgage: $139,900
Lender: TD Bank
Date: 12/8/20

419 Church St.
Buyer: Logan Thompson
Seller: Charles Swabey
Price: $215,000
Mortgage: $161,250
Lender: HarborOne
Date: 12/1/20

18 Dover St.
Buyer: Colleen Venable
Seller: Colleen Taylor
Price: $194,700
Mortgage: $184,695
Lender: Adams Community
Date: 12/7/20

396 E Main St.

Buyer: Thomas Dunn Jr
Seller: Walter Rogowski
Price: $75,000
Date: 12/28/20

330 Eagle St.
Buyer: Donald Adler
Seller: Sandra Morrissey
Price: $243,500
Date: 12/10/20

34 Foucher Ave.
Buyer: David Morin
Seller: Tallage Lincoln LLC
Price: $85,000
Date: 12/21/20

15 Hermon Ave.
Buyer: Yaeko Elmaleh
Seller: Edsel LLC
Price: $83,600
Mortgage: $13,600
Lender: David Oshman
Date: 12/10/20

28 Mill St.
Buyer: Mahesh Iyer +
Seller: Kenna Bressette
Price: $92,900
Mortgage: $50,000
Lender: Adams Community
Date: 12/22/20

812 Mohawk Trail
Buyer: Joanne Salvatore
Seller: Lisa Mendel +
Price: $155,000
Mortgage: $152,192
Lender: Quicken Loan
Date: 12/4/20

1201 Notch Rd.
Buyer: Jose Garcia
Seller: James Lacasse +
Price: $230,000
Mortgage: $218,500
Lender: Adams Community
Date: 12/21/20

286 Walnut St.
Buyer: Joseph Russotto +
Seller: 286 Walnut Street 
RT +
Price: $90,000
Date: 12/4/20

66 Winter St.
Buyer: Jenna Sciuto
Seller: Richard Remsberg +
Price: $125,000
Mortgage: $75,000
Lender: Greylock FCU
Date: 12/1/20

23-27 Yale St.
Buyer: Rebecca Lymberis +
Seller: DSM Properties LLC
Price: $125,000
Mortgage: $100,000
Lender: Adams Community
Date: 12/30/20

21-23 High St. U:3
Buyer: Bethany Basal +
Seller: Emily Hakkinen
Price: $155,000
Mortgage: $124,000
Lender: Greylock FCU
Date: 12/10/20

OTIS
Benton Rd. Lot 107
Buyer: Edward Foley +
Seller: Barbara Foley +
Price: $120,000
Date: 12/31/20

69 Evergreen Rd.
Buyer: Robert Fenton +
Seller: Eric Bein +
Price: $725,000
Mortgage: $540,000
Lender: Berkshire Bank
Date: 12/31/20

165 Great Woods Rd.
Buyer: Tedd Cecchetelli +
Seller: Milton Stauffer
Price: $180,000
Mortgage: $135,000
Lender: Quicken Loan
Date: 12/1/20

359 Harrington Rd.
Buyer: Roger Lao +
Seller: Lorrraine Sandor

Price: $690,000
Mortgage: $510,000
Lender: Lee Bank
Date: 12/18/20

63 Leisure Ln.
Buyer: Marc Marin +
Seller: Donald Ayers
Price: $150,000
Date: 12/3/20

17 Old Blandford Rd.
Buyer: Donald Chaffee 3rd
Seller: Christopher Chaffee
Price: $150,000
Mortgage: $120,000
Lender: Greylock FCU
Date: 12/18/20

105 Pease Rd.
Buyer: Edward Foley 
Seller: Barbara Foley +
Price: $120,000
Date: 12/31/20

82 Pond Blvd.
Buyer: Keith Bucalo +
Seller: Pond View RET +
Price: $223,000
Date: 12/18/20

721 W Center Rd.
Buyer: Martin Coghlan RT +
Seller: Kenneth Packie +
Price: $347,000
Mortgage: $277,600
Lender: Lee Bank
Date: 12/29/20

PERU
135 Curtin Rd.
Buyer: Karina Hamalainen
Seller: Robert Macdowell +
Price: $329,000
Mortgage: $296,100
Lender: Academy Mtg
Date: 12/4/20

91 E Main Rd.
Buyer: Colin Hickling +
Seller: Francis Biagini +
Price: $405,000
Mortgage: $225,000
Lender: Bk of America
Date: 12/2/20

PITTSFIELD
287, 291,293, 295 1st St.
Buyer: First Street Triplets 
LLC
Seller: Jay Mcdermott
Price: $370,000
Mortgage: $320,000
Lender: Seller
Date: 12/31/20

198 Allengate Ave.
Buyer: Robert Steinman +
Seller: Dale Connor +
Price: $229,000
Mortgage: $224,852
Lender: Academy Mtg
Date: 12/14/20

193 Bartlett Ave.
Buyer: Eugene Shuster +
Seller: Brett Hodgson +
Price: $277,900
Mortgage: $236,215
Lender: First Internet
Date: 12/22/20

Blythewood Dr.
Buyer: Paul Hirt
Seller: James Burnick +
Price: $125,000
Date: 12/23/20

198 Blythewood Dr.
Buyer: Lynn Camapna
Seller: James Burnick +
Price: $650,000
Date: 12/23/20

113 Broadview Ter.
Buyer: Daniel Rubito
Seller: Stacey Sweener +
Price: $161,900
Mortgage: $158,967
Lender: Academy Mtg
Date: 12/3/20

67 Bromback St.
Buyer: Kellie Hamling
Seller: Dunsmore Sandra Est +
Price: $75,000
Date: 12/11/20

115 Brown St.
Buyer: Aquana Davis
Seller: Douglas Delphia
Price: $160,000
Mortgage: $157,102
Lender: Academy Mtg
Date: 12/4/20

164=166 Brown St.
Buyer: Jose DosSantos
Seller: Jared Shannon +
Price: $94,000
Date: 12/7/20

35, 41, 43 Cherry St.

Buyer: Flex Investments LLC
Seller: Alliance Properties 
LLC
Price: $720,000
Mortgage: $557,250
Lender: Rockland Tr
Date: 12/30/20

163 Cheshire Rd.
Buyer: Levi Lisi
Seller: Austin Lamke
Price: $144,400
Mortgage: $144,400
Lender: Navy FCU
Date: 12/30/20

1298 Churchill St.
Buyer: Audrianna Bouchard +
Seller: David Houser +
Price: $327,000
Mortgage: $260,000
Lender: Greylock FCU
Date: 12/9/20

195 Cloverdale St.
Buyer: Cloverdale 
Properties LLC
Seller: Northeast Bapt Conf
Price: $2,085,000
Date: 12/18/20

100 Clydesdale Dr.
Buyer: Brent Chylinski
Seller: Mark Chylinski
Price: $302,000
Mortgage: $270,000
Lender: Adams Community
Date: 12/15/20

236 Columbus Ave.
Buyer: Flex Investments LLC
Seller: Alliance Properties 
LLC
Price: $720,000
Mortgage: $557,250
Lender: Rockland Tr
Date: 12/30/20

33 Curtis Ter.
Buyer: Kenneth Guinen 2nd
Seller: James Venditti
Price: $88,000
Mortgage: $83,600
Lender: Greylock FCU
Date: 12/23/20

47 Curtis Ter.
Buyer: Plunkett Residences 
LLC
Seller: Jane Joseph LLC
Price: $213,000
Date: 12/4/20

184 Dalton Ave.
Buyer: Victor Herrera
Seller: Detar LLC
Price: $151,000
Mortgage: $145,960
Lender: Academy Mtg
Date: 12/22/20

561-1/2 Dalton Ave.
Buyer: Small Block LLC
Seller: Gail Clement
Price: $97,000
Date: 12/2/20

100 Dan Fox Dr.
Buyer: Mill Town 
Foundation Inc
Seller: ASR Holdings LLC
Price: $1,850,000
Date: 12/29/20

2 Daniels Ave.
Buyer: Flex Investments LLC
Seller: Alliance Properties 
LLC
Price: $720,000
Mortgage: $557,250
Lender: Rockland Tr
Date: 12/30/20

61 Dawes Ave.
Buyer: James Linkin
Seller: Andrew Beckwith
Price: $361,500
Mortgage: $343,425
Lender: Total Mtg Svcs
Date: 12/11/20

32 Deborah Ave.
Buyer: Charles Fezzie +
Seller: Cynthia Rodman
Price: $258,500
Date: 12/21/20

10 Dexter St.
Buyer: Simao Centeio +
Seller: Paul Tesoniero +
Price: $213,500
Mortgage: $204,000
Lender: Lee Bank

Date: 12/29/20

21 Dillon St.
Buyer: Ryan Lamb
Seller: Jean Obrien
Price: $176,000
Mortgage: $158,130
Lender: Adams Community
Date: 12/28/20

134 E Park St.
Buyer: Robert Pinsonneault +
Seller: Jill Laraway
Price: $105,000
Mortgage: $94,500
Lender: Adams Community
Date: 12/24/20

1836 East St.
Buyer: Gregory Kerwood +
Seller: William Kerwood
Price: $165,000
Mortgage: $132,000
Lender: Adams Community
Date: 12/31/20

70 Elizabeth St.
Buyer: Donald Sweener
Seller: Robert Hyde +
Price: $199,000
Mortgage: $159,200
Lender: Adams Community
Date: 12/2/20

510 Elm St.
Buyer: Matthew Culkin
Seller: Lawrence 
Marchisio RET +
Price: $200,000
Mortgage: $150,000
Lender: Adams Community
Date: 12/23/20

63 Fairfield St.
Buyer: Tatiana Natacha-Ndri
Seller: Flipflopwws Inc
Price: $185,000
Mortgage: $175,750
Lender: Adams Community
Date: 12/11/20

11 Fairway Ave.
Buyer: Clarence Gunn 3rd
Seller: Pamela Pasakarnis +
Price: $190,000
Mortgage: $194,370
Lender: Mtg Research
Date: 12/21/20

23 Farnsworth Ter.
Buyer: David Mosher +
Seller: Mark Seyerlein +
Price: $185,000
Mortgage: $175,750
Lender: Evolve B&T
Date: 12/2/20

17 Filomena Dr.
Buyer: Kathy Kimpel
Seller: Brian Staubach +
Price: $480,000
Mortgage: $384,000
Lender: Citibank
Date: 12/15/20

87 Fort Hill Ave.
Buyer: Diplacon 
Investment LLC
Seller: City of Pittsfield
Price: $141,240
Date: 12/11/20

420 Gale Ave.
Buyer: Ryan Sawyer +
Seller: Peter Schettini +
Price: $80,000
Mortgage: $56,000
Lender: Adams Community
Date: 12/7/20

477 Gale Ave.
Buyer: Philip Williams
Seller: Peter Williams +
Price: $250,000
Mortgage: $190,000
Lender: Greylock FCU
Date: 12/16/20

518 Gale Ave.
Buyer: David Goldenberg
Seller: Ian Peck +
Price: $481,200
Date: 12/15/20

17 Harold St.
Buyer: Gary Fontaine +
Seller: Pauline Burgos
Price: $238,000
Mortgage: $233,689
Lender: Quicken Loan
Date: 12/21/20

3 Kathy Way
Buyer: David Houser +
Seller: David Desjardins +
Price: $434,900
Mortgage: $347,920
Lender: Adams Community
Date: 12/9/20

44 King St.
Buyer: Brian Szpyrka
Seller: Harry Nguyen
Price: $137,000
Mortgage: $109,600
Lender: Adams Community
Date: 12/22/20

228 Lebanon Ave.
Buyer: Daniel Boino Jr +
Seller: Kevin Wojtkowski +
Price: $167,000
Mortgage: $133,600
Lender: Academy Mtg
Date: 12/9/20

65 Leroi Dr.
Buyer: Dmitri Christopher +
Seller: Patrick Barry
Price: $403,000
Mortgage: $322,400
Lender: Guaranteed Rate
Date: 12/11/20

4 Mcallister St.
Buyer: Benjamin Bernard +
Seller: Larry Brooksbank
Price: $234,561
Mortgage: $222,832
Lender: Key Bank
Date: 12/30/20

22 Meadowview Dr.
Buyer: Judith Clegern
Seller: Kevin Thomson Sr +
Price: $142,500
Mortgage: $114,000
Lender: Greylock FCU
Date: 12/30/20

62 Michael Dr.
Buyer: Kyle Strack +
Seller: Dorothy Angeli
Price: $243,000
Mortgage: $194,400
Lender: Academy Mtg
Date: 12/4/20

27 Montgomery Ave.
Buyer: Orcal Willis +
Seller: Leona Seafino
Price: $169,000
Mortgage: $125,250
Lender: Academy Mtg
Date: 12/11/20

1097 North St.
Buyer: Taisuke Koriyama +
Seller: Jerome Galvin
Price: $214,900
Mortgage: $193,410
Lender: HSBC Bank
Date: 12/30/20

89 Orchard Sr
Buyer: Flex Investments LLC
Seller: Alliance Properties 
LLC
Price: $720,000
Mortgage: $557,250
Lender: Rockland Tr
Date: 12/30/20

37 Orlando Ave.
Buyer: Alyssa Boudreau
Seller: Shawn Godfrey
Price: $176,500
Date: 12/30/20

415 Pomeroy Ave.
Buyer: Michelle Chappell +
Seller: James Russo
Price: $176,000
Mortgage: $140,000
Lender: Greylock FCU
Date: 12/4/20

429 Pomeroy Ave.
Buyer: Geoffrey Ianiri +
Seller: A Patrick Bramer +
Price: $235,000
Mortgage: $164,000
Lender: Total Mtg Svcs
Date: 12/22/20

19 Pond St.
Buyer: Mcgowan Pomeroy 
Prop LLC
Seller: Jay Mcdermott
Price: $107,500
Mortgage: $255,000
Lender: Greylock FCU
Date: 12/11/20

76 Quirico Dr.
Buyer: Eric Buck
Seller: Todd Lampiasi
Price: $257,000
Mortgage: $107,000
Lender: Adams Community
Date: 12/28/20

11 Rhode Island Ave.
Buyer: Mathieu Blackstone +
Seller: David Obrien +
Price: $188,500
Mortgage: $179,075
Lender: Academy Mtg
Date: 12/15/20

18 Richardson St.
Buyer: Sonya Sadoway
Seller: Michael Kusek
Price: $175,000
Mortgage: $169,159
Lender: Academy Mtg
Date: 12/28/20

106 Ridgeway Ave.
Buyer: LL Mariano-Dasilva
Seller: IBT Investments LLC
Price: $190,000
Mortgage: $184,300
Lender: Greylock FCU
Date: 12/18/20

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

SPECIALISTS IN RESIDENTIAL MOVING & WAREHOUSING. 
LOCALLY & WORLDWIDE.

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

visit our website at www.castinemovers.com

ICC MC73444
US DOT 058227

OR TOLL FREE

1•800•225•8068413•499•4982

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

Lawn Mowing & Fertilizer Treatment H Land Clearing
Brush Cutting H Chain Saw Work H Pruning H Hedge Trimming

Mulching H Rototilling H Painting H Fencing H Junk Removal

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

28 S Mountain Rd.
Buyer: Frej Krook +
Seller: Karen Jennings
Price: $368,500
Mortgage: $75,000
Lender: Greylock FCU
Date: 12/1/20

87 Sampson Pkwy.
Buyer: Wendy Marino
Seller: William Godfrey 
Jr RET +
Price: $255,001
Mortgage: $105,000
Lender: Greylock FCU
Date: 12/29/20

45 Santa Maria St.
Buyer: Robert Keyes +
Seller: Robert Keyes +
Price: $75,000
Date: 12/3/20

38 Sibley St.
Buyer: David Crocker +
Seller: Detar LLC
Price: $130,000
Mortgage: $104,000
Lender: Greylock FCU
Date: 12/31/20

19 Skyview Dr.
Buyer: Gary Baker +
Seller: Grabicki Patricia Est +
Price: $180,500
Mortgage: $144,400
Lender: Lee Bank
Date: 12/14/20

107 Stratford Ave.
Buyer: Timothy Schwartz
Seller: Michael Penna +
Price: $220,000
Mortgage: $165,000
Lender: Salisbury B&T
Date: 12/22/20

125 Tamarack Rd.
Buyer: Tamarack 
Properties LLC
Seller: Joel Blackwell +
Price: $310,000
Date: 12/30/20

73 Tanner St.
Buyer: Denise Pedroza
Seller: David Williams +
Price: $179,000
Mortgage: $135,000
Lender: Greylock FCU
Date: 12/22/20

11 View St.
Buyer: Michele Yuknis
Seller: Ross Margaret Est +
Price: $135,000
Mortgage: $128,250
Lender: Academy Mtg
Date: 12/18/20

1231 W Housatonic St.
Buyer: Michael Cantor
Seller: Huy VanHuynh NT +
Price: $177,500
Date: 12/22/20

306 Wahconah St.
Buyer: Lucys Coop LLC
Seller: Ali Union Block LLC
Price: $140,000
Mortgage: $105,000
Lender: Lee Bank
Date: 12/15/20

441 West St.
Buyer: John Hickam
Seller: Alexandra Neary
Price: $300,000
Date: 12/18/20

1025 Williams St.
Buyer: Paul Donoughe +
Seller: Timothy Grady +
Price: $249,000
Mortgage: $211,650
Lender: Academy Mtg
Date: 12/22/20

Alpine Trail U:28
Buyer: Gerald Cole +
Seller: Thomas Meehan Sr +
Price: $355,000
Date: 12/21/20

Barker Rd. U:B
Buyer: Richard Derose
Seller: Mark Barile
Price: $75,000
Mortgage: $60,000
Lender: Adams Community
Date: 12/21/20

17 Downing 3 Park U:B
Buyer: Straight Talk Invs 
LLC
Seller: Magnova Realty Co Inc
Price: $330,000
Mortgage: $264,000
Lender: Pittsfi eld Coop
Date: 12/16/20

Gordon St; U:52
Buyer: Derrick Okeefe +
Seller: Central Berkshire 
Habitat
Price: $187,500
Mortgage: $145,000
Lender: Greylock FCU
Date: 12/30/20

Gordon St. U:54
Buyer: Michael Kopiec
Seller: Central Berkshire 
Habitat
Price: $187,500
Mortgage: $150,000
Lender: Greylock FCU
Date: 12/30/20

RICHMOND
15 Beech Rd.
Buyer: Matthew Bernow +
Seller: Seth Pitman +
Price: $449,000
Date: 12/2/20

552 East Rd.
Buyer: Melissa Miller
Seller: Cowan FT +
Price: $550,000
Date: 12/18/20

70 Hemlock Rd.
Buyer: Matthew Renzi
Seller: P Diane Nichols
Price: $230,500
Mortgage: $207,450
Lender: Semper Home
Date: 12/21/20

1404 Lenox Rd.
Buyer: Brandon Smith +
Seller: Jerry Weiss +
Price: $756,000
Date: 12/4/20

280 Osceola Notch Rd.
Buyer: Rebecca Lord
Seller: Charles Fezzie +
Price: $530,000
Date: 12/18/20

1416 State Rd.
Buyer: DME Estate 
Holdings LLC
Seller: Magna 5 RTC LLC
Price: $350,000
Mortgage: $180,000
Lender: Key Bank
Date: 12/29/20

194 Yokun Rd.
Buyer: M&Stacy M Linick 
RET +
Seller: Edward Martin
Price: $515,000
Mortgage: $412,000
Lender: Stifel B&T
Date: 12/4/20

SANDISFIELD
168 N Beech Plain Rd.
Buyer: Steven Zieger +
Seller: James Stanganelli +
Price: $245,000
Mortgage: $196,000
Lender: Greylock FCU
Date: 12/18/20

S Sandisfi eld Rd.
Buyer: James Gutmann +
Seller: Paul Slowatycki +
Price: $99,000
Date: 12/4/20

159 Sandisfi eld Rd.
Buyer: Mary Gonzalez
Seller: Barbara Mcginn
Price: $238,000
Mortgage: $280,898
Lender: Guaranteed Rate
Date: 12/11/20

SAVOY
89 Griffi n Hill Rd.
Buyer: Lauren Hartman +
Seller: Nathan Sedgwick
Price: $137,000
Date: 12/16/20

4 River Rd.
Buyer: Casey Pease
Seller: Anthony Karch
Price: $140,000
Mortgage: $133,000
Lender: Easthampton SB
Date: 12/18/20

SHEFFIELD
554 Alum Hill Rd.
Buyer: Lauren Scanlon +
Seller: Law Mary Est +
Price: $305,000
Mortgage: $244,000
Lender: Caliber Home
Date: 12/4/20

186 Cobble Ln.
Buyer: Brian Sisco
Seller: FNMA
Price: $270,000
Mortgage: $216,000
Lender: Greylock FCU
Date: 12/30/20

1161 Home Rd.
Buyer: Robin Lee +
Seller: Timothy Whittaker +
Price: $489,000
Date: 12/1/20

87 Maple Ave.
Buyer: Joshua Webb +
Seller: Dorothy Haller
Price: $212,000
Mortgage: $175,000
Lender: Salisbury B&T
Date: 12/1/20

376 Polikoff Rd.
Buyer: George Caul
Seller: Ruby Realty LLC
Price: $150,000
Date: 12/18/20

358 S Main St.
Buyer: Susan Roeder +
Seller: Dennis Irvine +
Price: $139,000
Date: 12/14/20

881 S Undermountain Rd.
Buyer: Craig Paloscio +
Seller: David Tully 2008 
RET +
Price: $605,000
Mortgage: $405,000
Lender: Salisbury B&T
Date: 12/11/20

STOCKBRIDGE
Butler Rd.
Buyer: J&S Rt +
Seller: Southmayd Farm 
LLC

Price: $800,000
Date: 12/23/20

5 Church St.
Buyer: Matthew Chester +
Seller: MC Gillett 1997 
RET +
Price: $475,000
Mortgage: $380,000
Lender: Sofi  Lending
Date: 12/15/20

5 Glendale Middle Rd.
Buyer: David Vincent Jr +
Seller: Michael Vincent +
Price: $90,000
Date: 12/18/20

10 Housatonnuck Rd.
Buyer: Glenn Picco +
Seller: Charles Schueter 
IRT +
Price: $350,000
Mortgage: $280,000
Lender: Guaranteed Rate
Date: 12/18/20

3 Ice Glen Rd.
Buyer: 3 Ice Glen NT +
Seller: Yathrib Ltd
Price: $6,250,000
Date: 12/23/20

8 Ice Glen Rd.
Buyer: 8 Ice Glen NT +
Seller: Yathrib Ltd
Price: $500,000
Date: 12/23/20

1 Indian Rd.
Buyer: Benjamin Weiss +
Seller: David Alpert 
Price: $80,500
Date: 12/15/20

2 Laurel Ln.
Buyer: Jennifer Beeson +
Seller: Brown Jo Ann Est +
Price: $649,000
Mortgage: $510,350
Lender: TD Bank
Date: 12/24/20

3 Mohawk Lake Rd.
Buyer: Margit Hotchkiss
Seller: Maura Stanton
Price: $275,000
Mortgage: $100,000
Lender: TD Bank
Date: 12/4/20

7 Park St.
Buyer: Ann Odaly
Seller: Anna Rhodes
Price: $214,000
Mortgage: $200,000
Lender: Greylock FCU
Date: 12/16/20

12 Prospect Hill Rd.
Buyer: Barry Hoffman +
Seller: Bradley Danyluk +
Price: $1,875,000
Date: 12/18/20

14 Quiet Knoll Rd.
Buyer: Andrew Tucker-
Avorn
Seller: Arthur Buchman +
Price: $510,000
Mortgage: $250,000
Lender: Pentagon FCU
Date: 12/7/20

14 South St.
Buyer: Samuel Childers +
Seller: Lynn Ehrlich
Price: $439,000
Mortgage: $373,150
Lender: Guaranteed Rate
Date: 12/16/20

19 Hawthorne Rd. U:C1
Buyer: Nellie Wu +
Seller: Lisa Deller
Price: $375,000
Mortgage: $300,000
Lender: Bay Equity
Date: 12/21/20

WEST
STOCKBRIDGE

28 Cobb Rd.
Buyer: Hooman Shahidi +
Seller: Thomas Lobasso 
Jr +
Price: $695,000
Mortgage: $417,000
Lender: Leader Bank
Date: 12/1/20

9 High St.
Buyer: Daniel Klein
Seller: Morgan Biastoff
Price: $226,000
Mortgage: $221,906
Lender: Total Mtg Svcs
Date: 12/7/20

9 Iron Mine Rd.
Buyer: Michael Madison +
Seller: Cassandra Redel +
Price: $469,000
Date: 12/15/20

Lenox Rd. Lot 3A
Buyer: Igal Harmelin-
Moria +
Seller: Anne Lyons
Price: $215,000
Date: 12/4/20

Lenox Rd. Lot 4A
Buyer: Igal Harmelin-
Moria +
Seller: Anne Lyons
Price: $215,000
Date: 12/4/20

State Rd.
Buyer: Hudson Ore Bed 
LLC
Seller: Wilde HG Est +
Price: $200,000
Date: 12/28/20

11 Stockbridge Rd.
Buyer: Noah Riley +
Seller: Emma Merritt
Price: $375,000
Mortgage: $245,000
Lender: Bk of America
Date: 12/9/20

W Center Rd.
Buyer: 409K NT +
Seller: Richard Fentin +
Price: $185,000
Date: 12/30/20

73 W Center Rd.
Buyer: 409K NT +
Seller: Richard Fentin +
Price: $1,215,000
Date: 12/30/20

WILLIAMSTOWN
53 Charles St.
Buyer: Warren Mohn +
Seller: Alexander Smith +
Price: $239,000
Mortgage: $191,200
Lender: Greylock FCU
Date: 12/29/20

25 Frenier Ave.
Buyer: Karlis Ozolins +
Seller: James Moffett
Price: $280,000
Mortgage: $205,000
Lender: MountainOne
Date: 12/16/20

883 Hancock Rd.
Buyer: Tyran Steward +
Seller: Bruce Macdonald
Price: $555,000
Mortgage: $444,000
Lender: MountainOne
Date: 12/15/20

1269 Hancock Rd.
Buyer: Eric Shapiro
Seller: Jonathan Kusko +
Price: $850,000
Date: 12/11/20

36 Harrison Ave.
Buyer: Megan Thompson
Seller: Jean Thompson
Price: $155,250
Mortgage: $125,000
Lender: Adams Community
Date: 12/23/20

172 Ide Rd.
Buyer: Benjamin Stratton +
Seller: Richard Stratton
Price: $850,000
Mortgage: $820,000
Lender: Adams Community
Date: 12/7/20

15 Latham St.
Buyer: Ross Hoffman
Seller: Outlaw Prop 
Holdings LLC
Price: $285,000
Date: 12/22/20

134 N Hoosac Rd.
Buyer: Mark Mixer +
Seller: Kathleen Lacosse +
Price: $230,000
Date: 12/21/20

787 N Hoosac Rd.
Buyer: Hale Polebaum-

Freeman +
Seller: Scott Henderson +
Price: $348,000
Mortgage: $228,800
Lender: MountainOne
Date: 12/22/20

NW Hill Rd.
Buyer: Purple Village LLC
Seller: Ralph Mason Jr 
2002 RET +
Price: $1,200,000
Date: 12/17/20

NW Hill Rd. Lot 38, 39, 4, 5
Buyer: Luke Burns +
Seller: Robert Miller +
Price: $2,000,000
Date: 12/29/20

410 Petersburg Rd.
Buyer: Eric Azcuy +
Seller: Ginny Granger
Price: $585,000
Mortgage: $468,000
Lender: JPMorgan Chase
Date: 12/9/20

1 River Run U:3
Buyer: Ronald Vanbelle
Seller: 180 Water LLC

Price: $739,900
Date: 12/2/20

233 S Hemlock Ln. U:233
Buyer: Robbin Freeman-
Labonte
Seller: Gerald Fine RET +
Price: $150,000
Mortgage: $120,000
Lender: MountainOne
Date: 12/1/20

135 South St. U:1
Buyer: Guy Hedreen +
Seller: Ruth Greene RET +
Price: $450,000
Mortgage: $225,000
Lender: TD Bank
Date: 12/30/20

WINDSOR
24 Access Rd. 3
Buyer: Kenneth Casto
Seller: Alden Grover
Price: $142,000
Mortgage: $145,266
Lender: Magnolia Bk
Date: 12/3/20

u

MHIS Proudly Supports 

             

25 PITTSFIELD ROAD, ROUTE 7 & 20, LENOX, MA 01240  •  (413) 442-3001
TAKE A VIRTUAL TOUR OF OUR SHOWROOM AT: WWW.MORRISONSHOMEIMPROVEMENT.COM

We’re your one stop shop for all 
your home improvement needs!
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BY JOHN TOWNES
A company that has devised an alternative 

to traditional cemetery burials combined with 
land conservation has acquired a 200-acre 
tract in the town of Florida.

In January, Better Place Forests, based 
in San Francisco, announced the purchase 
of the property from Dwight and Renate 
Brown. It will become what the company 
calls a conservation memorial forest.

Located near the Mohawk Trail (Route 2) 
in the village of Drury, the ridgeline property 
is primarily woodland with a section of open 
meadow. It includes trails and a variety of 
tree species.

The property will become the final rest-
ing place for those who buy sites for burial 
in the forest.

Rather than a traditional open cemetery lot, 
with tombstones and coffins packed together, 
the deceased’s cremated ashes are mixed 
into the soil at the base of a tree they have 
purchased, which becomes a living memorial.

In addition, a small unobtrusive memorial 
marker is placed at the base of the tree.

“It’s a more sustainable alternative to 
cemeteries,” said Sandy Gibson, CEO and 
founder of the company. “By purchasing a 
memorial tree, people are helping to support 
land conservation, and the protection of for-
ests. Their ashes become part of the cycle of 
life as nutrients for the tree.”

He said it also provides an alternative for 
the increasing number of people who are 
choosing cremation over burial.

“Some people have their ashes scattered, 
but that leaves nothing behind,” he said. 
“This creates a site that becomes a legacy.”

Better Place Forests (877-830-8311 or 
www.betterplaceforests.com) is planning to 
open for online tours in March and in-person 
forest tours later this year. In the meantime, 

they are accepting sign-ups from early sup-
porters with a fully refundable $95 deposit, 
which will qualify them to save 20 percent 
and have the first pick 
of trees.

A native of Canada, 
Gibson graduated from 
Princeton University 
in 2006. He headed 
several companies and 
worked in finance and 
software before starting Better Place Forests.

He said the concept came to him as the 
result of a desire for a career change, com-
bined with his personal experiences.

“Being a software entrepreneur is basically 
ephemeral,” he said. “You develop it, sell it, 

and then it disappears. I had been wanting to 
do something that would be more permanent 
and meaningful than that.”

The specific idea for 
Better Place Forests 
came to him after visit-
ing his mother’s grave 
site in Toronto. He ex-
plained that his parents 
died when he was a boy. 
“They were buried in a 

dreary cemetery, and I always regretted that 
when I went to visit them there,” he said. “It 
was not how I wanted to member them.”

He noted that his mother’s grave was next 
to a bus stop. “One day when I was there, a 
smoky noisy bus drove by,” he said. “That’s 

when I decided there has to be a better way, 
and that led to the concept of a memorial 
forest.”

He developed the details of the concept, 
recruited investors and a staff and launched 
the business in 2016. It is a private company 
owned by its investors and employees.

He believes it is the first company in the 
country that takes this specific approach.

The company currently operates memorial 
forests in Point Arena and Santa Cruz, Calif.; 
Flagstaff, Ariz.; and the St. Croix Valley in 
Minnesota. The new site in Florida, and 
another new one in Falls Village, Conn., are 
its first sites in the Northeast.

Gibson estimated that their forests cur-
rently comprise approximately 1,000 acres.

He said the reaction to the concept has been 
positive. While he didn’t give out specifics 
on the number of trees purchased, he noted 
that over 100,000 people have signed up to 
be on the list when a site comes to their area.

Gibson said the company’s basic goals are 
two-fold. One is to make end-of-life plan-
ning as positive as possible and provide a 
more meaningful form of memorial for the 
deceased and their loved ones. It is also in-
tended to reduce the financial and emotional 
burden of funerals and burials on families.

The other mission is to preserve natural 
sites with an ecologically and financially 
sustainable business model.

“For many people this resonates with their 
values,” he said. “They appreciate the idea 
of returning to nature and contributing to 
its preservation. Also, they like the idea of 
being in a beautiful natural setting that will 
be a pleasure for their family and friends to 
visit in the future.”

Gibson added that customers are also sup-
porting conservation beyond the boundaries 
of Better Place Forests.

The company has partnered with the 
nonprofit organization One Tree Planted to 
support reforestation in America. For each 
tree that is reserved in Better Place Forests, 
the company supports the planting of sev-

ENVIRONment
‘BETTER PLACE FORESTS’

Firm brings unique memorial concept to region with purchase of Florida tract

An aerial view of the 200-acre tract in the town of Florida that was purchased in November by Better 
Place Forests. The San Francisco-based company is using the property for a Northeast expansion of its 
business model involving operation of “conservation memorial forests.” (Better Place Forests photo)

MTEC finalists
continued from page 18

The same approach could be used to track 
other conditions such as noise or vibration, he 
said. “The human race has a profound impact, 
and thankfully there are things we can do to 
mitigate that impact,” he said. “That’s where 
forest conservation comes in.”

His thoughts on this subject align with 
some of the broader goals of the Mohawk 
Trail Woodlands Partnership (MTWP), 
which he was not familiar with prior to his 
involvement in the MTEC.

“I was familiar with Lever, but not with 
[the MTWP],” he said.

When the entrepreneur challenge was 
announced last fall, Eve was encouraged to 
apply by those who were familiar with his 
early work on the remote sensors.

“I think the process Lever has put together 
for this is right on target,” he said. “I’m 
enjoying it.”

He acknowledged that other participants 
are much farther along in the process of 
developing and refining business models for 
their ventures. “I think realistically where 
I’m at is the minimally viable product stage,” 
he said. “But, even with an early prototype, 
it’s so important to get out there and have 
conversations. It helps me clarify the process 
and gets me further down the line.”

He also noted that other MTEC partici-
pants have offered to open their properties 
for prototype sensor testing.

Eve said he is impressed by the level of 
interest and commitment shown by his fellow 
participants in connecting people to nature 
as a way to preserve it.

“In a hyper-connected world, there’s 
something about just sitting in the woods,” 
he said. “It’s so beneficial for people to get 
out into the woods and disconnect. And this 
is just such a great part of the state for do-
ing that.”u

“For many people this reso-
nates with their values. They 
appreciate the idea of return-
ing to nature and contribut-

ing to its preservation.”

BERKSHIRE MERCHANT SERVICES

WHEN IS THE LAST TIME YOUR CREDIT CARD PROCESSING RATES HAD A CHECK-UP?
With all the uncertainty in our business economy, there has never 

been a better time to review your expenses. Any money that you can 
trim off your expenses increases your cash flow.

“I have been very successful in saving other local business owners money each 
month. I can provide you with a free, no obligation analysis of your current rates and 

program and see if I can save you some money.” – Don Raiche

www.BerkshireMerchantServices.com • 413-637-2100
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eral “Impact Trees” in areas that have been 
impacted by deforestation or forest fires.

In 2019 they planted over 10,000 Impact 
Trees which, once matured, will sequester 
over 3,630,000 pounds of carbon dioxide per 
year – the equivalent of taking approximately 
360 cars off the road. Their goal for 2020 
was to plant 50,000 Impact Trees.

Site selection
People who choose this approach select 

a location and reserve a particular tree in 
advance. Better Place Forests provides advi-
sors and in-person or online tours of sites.

Gibson noted most people select a forest 
that is within reasonable driving distance 
from their home, but some choose a site in 
another region that they relate to.

While the cost of a traditional funeral, 
burial, coffin and gravestone in cemeteries 
varies, Gibson cited a national average of 
about $15,000 – an amount which he de-
scribed as significantly higher than the cost 
associated with Better Place Forests.

The specific prices are based on the size 
and location of a tree, and the number of 
ceremonies involved. It does not include 
cremation.

The base cost for a young tree and one 
internment ceremony starts at $4,900 per 
person, or $8,000 for a couple.

There are also options for larger trees, up 
to the largest Monument Tree of 40 inches 
in diameter, starting at $12,900.

According to Gibson, the overall cost of 
the event will depend on what other arrange-
ments a family might make separately.

“They might choose to have a small cer-
emony at the site of the tree, and also have a 
larger one at their home or another location, 
for example,” he said. “That is something 
they handle on their own, or they work with 
a funeral home.”

Some families, he noted, purchase multiple 
trees together in advance. “That creates a 
family grove,” he said.

The sites have visitors’ centers, and 
the grounds are laid out with trails and 
entry points to make the memorial trees 

as accessible as possible. They will also 
provide vehicles for those who have im-
paired mobility.

“We’ve found that people often make a day 
of it when they visit,” he said. “They’ll stroll 
the grounds and relax and picnic.”

He noted that use of the grounds is gener-
ally limited to people visiting the deceased.

“We want to foster an atmosphere that is 
conducive to the purpose and allows people 
to have a positive and private experience 
when they visit their loved ones,” he said. 
“However, we expect to allow the public in 
at designated times, to share the site with 
the community.”

Committed to conservation
Gibson emphasized that the company is 

serious about conservation. Its on-site staffs 
include professionals who are experts in land 
stewardship.

“A huge part of what we do is restoration 
and maintenance of the forest environment,” 
he said. “One of our first priorities when we 
select sites is their conservation value. Some 
have been in great condition when we pur-
chase them, and others need more extensive 
restoration work.”

He added that they work with conservation 
organizations to select and evaluate sites. 
They also utilize conservation easements 
when that is appropriate.

“Those are not necessary, but it falls in 
with best practices,” he said.

The company also makes a point of locat-
ing in communities that are supportive.

“It’s important to us that we come into 
places where the community wants a site 
protected,” Gibson said. “It’s a new concept, 
and sometimes there’s initial skepticism. 
But, as people come to understand what 
we’re doing, they generally become very 
enthusiastic.”

Better Place Forests completed its pur-
chase of the Florida property last November 
for $795,000.

For the Browns, who had lived on the 
property for over 30 years, the purchase by 
Better Place Forests was a welcome solution 
to a dilemma they had felt when the time 
came to sell it.

“It was difficult to leave this property, and 
we were concerned about it being bought by 
a developer,” said Dwight Brown in press 
material provided by the company. “We feel 
grateful to know that Better Place Forests 
will continue to protect and care for the land, 
support the community, and help others foster 
an appreciation of nature.”

Gibson said an existing house on the prop-
erty will either be repurposed as a welcome 
center for visitors or replaced with new 
construction.

The company will also establish a small 
staff in the area over time. “There is no set 
number,” he said, “but we are planning to 
hire arborists, forest stewards and members 
of the community for the experience team.”u

Sandy Gibson, CEO and founder of Better Place For-
ests, says the company offers “a more sustainable 
alternative to cemeteries” with its growing number 
of memorial forests. (Better Place Forests photo)

In
ve

st
m

en
t i

n 
se

cu
rit

ie
s, 

in
cl

ud
in

g 
m

ut
ua

l f
un

ds
, in

vo
lve

s t
he

 ri
sk

 o
f l

os
s.

BerkshireMM.com • (888) 232-6072

ENOUGH ALREADY
Let’s talk about managing 

your exposure, to risk.
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70 South St.
(413) 447-7304
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(413) 395-9626
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(413) 684-1551

Gt. Barrington
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pittsfieldcoop.com Member FDIC & DIF            Equal Housing Lender

Joel Scussel
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Commercial Lending
(413) 629-1630

Brad J. Felix
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Commercial Lending
(413) 629-1603

When Ben Melle, owner of East Coast Refinishing & Surface Stripping, Inc., was looking for strong 
financial advice we worked out financing, a flexible line of credit, and a solid relationship, together. 

Today, Ben can handle projects ranging in size—from the smallest birdbaths to the largest commercial
vehicles—all from within a 28,000 square foot building equipped with a 10-ton overhead crane. It’s a
full-service experience, just like we provide at the Pittsfield Cooperative Bank.

If you would like help painting your financial picture, contact Joel or Brad – we’ve got you covered.

EAST COAST REFINISHING & SURFACE 
STRIPPING, INC.
4 Industrial Drive, Pittsfield MA 01201 • (413) 445-7878 • Sales@eastcoast-refinishing.com




