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It’s spring and this is the time of year when thoughts turn to building, remodeling and new 
home buying, and to celebrate that each year Strictly Business dedicates its April issue to all 
things construction-related. Here is this month’s lineup.

Our cover feature is the feel-good story about the redevelopment of the Old Stone Barracks on the 
former Plattsburgh Air Force Base.  For decades the building stood empty, slowly deteriorating. 
While there were a number of efforts to revive it, nothing happened until Plattsburgh native Mary 
Theresa Pearl and partner Terry Schmaltz stepped forward. Much of the work has been completed 
on this building treasure and what is left to do will be finished soon. And then, stand back and 
watch the people of the North Country flock to see this magnificent rebirth. 

The Luck family is an institution in the North Country, leaders in the building trades for more 
than 70 years. Think of a major project in the area over the past decade or two and the Lucks have 

probably been involved. In the past year alone they have completed road and bridge projects along with the apartment complex 
on Ampersand Drive, rebuilt the SUNY Plattsburgh Hawkins Hall pond and are just now completing the Nova Bus customer 
inspection center.

Jeff Chauvin of Curtis Lumber is well versed in new building products and in this issue of SB he shares his knowledge with ideas 
that will allow both the homeowner and commercial builder to be more environmentally sensitive.

If you’ve ever thought about converting to solar energy Curt Snyder is someone who can tell you what you need to know. He’s 
lived with solar power since he was a child and has made it his life’s work.

Schluter Systems continues to grow and to employ new technology to assure its operation is both efficient and green. Geothermal 
systems are just one way the company is supporting its phenomenal growth – from 13,000 square feet in 1989 to 360,000 today.

CV-TEC’s many training programs have earned it a strong reputation. In this issue you will read about its clean energy program 
and learn about the house students have built employing the latest techniques.  That’s hands-on education!!

In part 2 of their article Bob Christopherson and Jim Coffey take you deeper into their discussion of New York State’s overde-
pendence on property taxes.

Attorney Jackie Kelleher shares her legal expertise on paid family leave and the coming increase in New York State’s minimum wage.

What is a Chamber of Commerce? Garry Douglas explains. 

And then there’s our Insight feature with my hero, Dr. Joel Wolkowicz.  In 2015 when I had a serious health problem it was Joel 
who diagnosed it correctly and quickly make arrangements for the treatment I needed. I will be forever grateful for his care and 
concern. There is no one better.

As I read the articles for each issue of Strictly Business I never fail to be impressed with the positive, can-do attitude of North 
Country business people. Whether it's Mary Theresa Pearl and Terry Schmaltz taking on the daunting task of rescuing the Old 
Stone Barracks or the Lucks juggling multiple projects and coming in on time and on budget, things are happening in our region. 
And that's good for business.

Herbert O. Carpenter, Publisher

Are you an experienced writer with an interest 
in local business? Strictly Business is looking for 
new talent to join our team of writers. Please send a 
brief bio and writing sample to elizabeth.vicencio@
thenortheastgroup.com.

Publisher’s View
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Mary “Theresa” Pearl and Terry Schmaltz,  
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VA LC O U R  B R E W I N G  C O M PA N Y

By Julie Canepa
Photos by Ty Kretser

he Old Stone Barracks on Ohio Avenue in Plattsburgh, NY was built during a decade that saw 
second-term President Andrew Jackson retire the national debt, the Alamo fall under siege 
and the Underground Railroad take hold. Originally designed as housing for an expanding 
U.S. Army, stonework began on the building in the late 1830’s, but construction was inter-
rupted by bureaucratic red tape and the building was not occupied by soldiers until the fall 
of 1843. The Preservation League of New York State had the barracks on its Seven to Save 
list of at-risk historic places due to its role in “illustrating the long-standing military pres-
ence in the Champlain Valley” and its “massive stone walls, heavy timber framing, and 
two-story columned porch.” 

Consider the barracks saved and in the best of hands, as evidenced by the soon to be completed reno-
vations taking place under the watchful eye of new owners Terry Schmaltz and Mary “Theresa” Pearl. 
Originally the couple looked to create a retirement dream around their mutual love of small batch beer 
brewing, but plans for a post and beam brewery on property they own in the Adirondack Park expe-
rienced a delay in site approval. That delay would prove to be fortuitous. Around that time Schmaltz 
and Pearl, both retired Army colonels, saw the For Sale sign on the barracks and found the perfect 
home for their f ledgling brewery, Valcour Brewing Company, and an accompanying inn, conference/
special event center and restaurant. They purchased the building with adjacent former military fair-
grounds in November of 2014.

It Took a Village
The once-beautiful columned porch, a point of interest mentioned by the Preservation League, was dis-
integrating, the building was filled with debris and antiquated plumbing and heating equipment, to the 
tune of ten tons of cast iron and twenty tons of unusable wood. Renovating the building to suit the 
needs of its new commercial purpose while retaining the building’s inclusion on the National Register 
of Historic Places, a designation it received in 1971, was at the top of the new owners to-do list. Head 
Brewmaster Rob Davis explains, “The building was probably within five years of being unsalvage-
able. And restrictions for the National Register include no alterations to the exterior.” Under Schmaltz’s 
supervision, a team of local suppliers and tradespeople were coordinated in such a way as to accomplish 
the owners’ renovation and design goals with respect paid to the building’s history. 

OLD STONE  
      BARRACKS

IT TOOK A VILLAGE: 
RESTORING THE
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After the removal of debris, the building was stripped to the stone 
walls and rafters which were made up of beams thought to be over 
three hundred years old. With forty windows per f loor and stone 
throughout, the challenge of minimizing heat loss while simulta-
neously bringing the plumbing, heating and cooling systems into 
the twenty-first century was awarded to Nathan Seller of All Trades 
Mechanical in Champlain, NY. Once the basement was prepped 
with a new concrete f loor by Branon Construction, All Trades went 
to work. The state of the art HVAC system they installed is get-
ting kudos from everyone on the receiving end of a building tour, 
including non-HVAC geeks. The system winds small (2 inch) pre-
insulated tubing capable of high-velocity airf low through wall 
structures and around obstructions serving as the duct system. 
The tubing is often used in structures that have space constraints 
or architectural limitations or requirements, so it was perfect for 
the nooks and crannies of the historic building. “It is fully com-
puterized,” said Seller. “A sensor outside tells the unit if it needs 
to switch from the heat pump to the boiler to heat the building.” 

According to Davis, Rick Casey of Casey Electric did one of the most 
important jobs on the site. “He stripped the building of all previ-
ous electric and installed 3-phase power throughout, a necessity for 
the state of the art HVAC system, along with up to date low voltage 
power for the rest of the building.” Placid Foam Insulation, owned 
by Greg Rupert from Lake Placid, NY discreetly added much needed 
foam insulation to aid in the building’s energy efficiency.

Tim Tyler of T&T Leasing and Steve Bola contributed to the build-
ing’s infrastructure. For each of the building’s three floors measuring 
approximately 5,000 square feet, they were charged with the bulk 
of the sheet rock installation to create bathrooms, individual rooms 
for the inn on the first and second floor, the kitchen and conference 
center. The owners’ desire to use as much of the building’s original 
materials as possible had them laying down original floor boards 
on both the floors like puzzle pieces, to create unique floor details 
and gorgeous, gleaming floors where once there were gaps. Tiling, 
installing metal panels and a viewing window in the brewing area, 
and creating a wheelchair accessible exterior entrance also fell to 
T&T’s expertise. 

Layout, Space Utilization and Design 
The main floor houses the bar, brewery, restaurant kitchen, bath-
rooms, and at the far end, three rooms for overnight guests. The actual 
bar is a glorious work of craftsmanship, made from a one hundred 
year old tree taken from the Adirondacks. It boasts a rough hewn 
edge and a high shine. Smaller pieces of the same tree were used to 
create other decorative elements, including the Valcour Brewing 
Company sign, sporting the logo created by Schmaltz. 

Original wood from the building has been reclaimed and made into 
tap handles, which are topped with a stainless steel version of the 
logo, made at a mechanical engineering firm Schmaltz owned but 
has since sold. The tables are an eclectic mix, some picked up at local 
antique shops like the Red Rooster by Theresa and refurbished; three 
of them were made by Schmaltz. The walls in the bar not made of 
stone were painted “Caliente”, a warm red from Benjamin Moore, 
by Matt Murphy and Kiel Peryea of All Action Painting. And Oak 
and Ash Knifeworks’ Mike Lawliss created a table with an inlaid 
chess board made of two-tone unstained poplar. Nearing comple-
tion, the kitchen, with a waitstaff counter opening out to the pub 
tables, boasts an 11 square foot walk-in cooler made by Matt St. 
Claire, owner of BeCool Refrigeration.

The industrial pendant lighting selected by Theresa complements 
the natural stone and exposed beams, one of which was signed in 
1838 by one Moses Elwood, presumed to be a worker on the building 
when it was originally constructed. The presence of his name and 
mystery of its origin prompted Head Brewmaster Davis to name a 
beer after him. Elwood’s Double Smoked Porter boasts cherry and 
applewood smoked malt and chocolate-roasted barley. The tanks for 
the new seven barrel system Davis will soon be brewing with are on 
their way across the Atlantic at SB’s press time, due to touch down 
in the Port of New York in April. “Rob is an excellent brewer,” said 
Schmaltz. “I can’t wait to get him brewing on the big system.” Davis 
is already earning accolades for his Ben Arnold’s Double IPA and 
his Copper Nails brew, a classic light amber ale.

While the original building contained no interior stairs, some were 
added in the 1870’s and rebuilt in the 1890’s so the second floor is 
accessible without having to go outside. In addition, an elevator is 
nearing completion that will make the short trip upstairs. The sec-
ond floor includes an event bar, which may serve overflow from 



the downstairs, a 130 person conference and event center 
and four additional guest rooms. The event bar has its own 
story. “Jim Hayes, or “Fort Hayes”, is our neighbor from 
Lake Forest. He paid us a visit and when he saw what we 
were doing he told us he had a bar in storage that we might 
want to see,” explained Davis. It turned out that the bar was 
salvaged from what was once the Meade-Lee Tavern in an 
historic Gettysburg inn. “If that bar could only talk,” said 
Teresa. The mahogany bar sits on a custom frame, made 
by master carpenters Tyler and Bola.

The event bar area also boasts a beautiful stone fireplace 
flanked by floor to ceiling, built-in cabinets and display 
shelves, also created by Tyler and Bola. A military history 
buff, Schmaltz will fill the custom shelves with rifles and 
cannon shot found in Lake Champlain from the Battle 
of Valcour. Doors from the conference and event center 
allow access to the upstairs balcony porch, which has been 
restored to its original beauty by Branon Construction and 
All Action Painting. Views of Lake Champlain to the east 
are visible from the porch.
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Fire Sprinkler Inspections

518-563-4400
*new customers only

EMERGENCY SERVICES

*50% OFF

Call Today for Same Day Service!

Call us today for ALL your roofing needs!!

7631 Route 9 • Plattsburgh, NY 12901
518-562-9956 • Info@lakechamplainroofing.net

Lake Champlain Roofing, LLC

CommerCial | residential | industrial

Residential & Commercial Land Development - Sanitary & Water System 
Design - Topographic & Property Surveys - Structural Design - Construction 

Surveying - Steel Inspection - Sub-Surface Soils Exploration 

11 MacDonough Street Plattsburgh, NY 12901 
518.561.6145 (Ph) 518.561.2496 (Fx)   rmspc.com

The Home Stretch
The business model for Valcour Brewing 
Company is based on an actual brewery in 
Charlottesville, VA., where Schmaltz and 
Pearl were stationed during their final tour 
with the Army. ”There are seventeen brewer-
ies in a twenty mile radius in Charlottesville,” 
said Schmaltz. The one they liked best, Blue 
Mountain Brewery, is family-friendly, a trait 
they hope will be the hallmark of their busi-
ness once they are firing on all cylinders. 

Schmaltz, Pearl and Davis all have a passion 
for brewing quality beer, and Davis will also 
contribute his skills in the kitchen as the chef, 
with the restaurant open for lunch and din-
ner six days a week.

“We are very lucky that all the businesses we 
have used were local. We had a great team,” 
said Pearl. “They knew what our vision was 
and they were very creative in ensuring that 
it all worked. If they saw something that 
might look better, they didn’t hesitate to sug-
gest it or say ‘Have you thought about doing 
it this way?’ And Terry was helpful in mak-
ing decisions because of his engineering 
background.” She added, “They all under-
stood what we wanted to accomplish and 
they made it happen.”  

Valcour Brewing Company 
49 Ohio Avenue 
Plattsburgh, NY 12903 
www.valcourbrewery.com

Rob Davis, Brewmaster
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Innovative Installation Systems for 
Ceramic and Natural Stone Tile
Schluter®-Systems products are specifi cally designed for the tile industry to ensure that 

installations maintain integrity and durability. Our product line includes over 4,000 items, 

including tile trims, uncoupling membranes, waterproof building panels, and shower systems. 

Schluter®-Systems is renowned for its state-of-the-art technology with attention to detail for 

highly functional and visually appealing results.

www.schluter.com  |  800-472-4588

Tile Trim Profi les

Uncoupling Membrane for Tiled Floors

Waterproofi ng System for Tiled Showers Elegant Linear Floor Drains

Waterproof Building Panels and Prefabricated Shower Niches

Connect with us!
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F E AT U R E

LOCALLY  
 MINDED

t’s no secret that Luck Bros. Inc. is busy. It is common to pass by 
a local construction site, whether it be a commercial, residen-
tial, bridge, or highway project, and see the Luck Bros. logo on 
the side of a crane, truck or van. The locally-owned company 
is actually two businesses rolled into one, with Luck Brothers 
offering years of experience and construction expertise on local 
highways, bridges, utilities, and road paving endeavors, while 

Luck Builders’ projects are a Who’s Who highlighting the incredi-
ble growth in the regional retail, commercial and housing sectors. 

Luck Builders has had a hand in projects as diverse as Lenny’s Shoe 
& Apparel, the SUNY Plattsburgh Hawkins Hall pond facelift and 
the eco-friendly, state of the art housing on Ampersand Drive in 
Plattsburgh. A lesser known fact is the extent to which both halves 
of the whole are able to complete increasingly complex construction 
projects in the region using almost exclusively local subcontractors, 
labor and suppliers.

History
In the 1950’s, Jim Luck and his brother, Albert, formed the Lake 
Champlain Development Corp. In the early days, their construc-
tion crews were staffed primarily with trade union labor. In 1969, 
the brothers oversaw the creation of a new corporation, Luck Bros. 
Inc., a company that would move forward as a non-union workforce 
organization with Jim’s offspring as junior partners. “My father was 

a very independent man and took issue with union mandates he felt 
were unreasonable at that time,” explained Jeff Luck. Since then, Luck 
Bros. has done only prevailing wage work, meaning that its employ-
ees are paid what union workers at each corresponding skill level 
would be paid, without being subject to union dues or mandates. 
Luck Builders employs a workforce bearing no union affiliation as 
well and offers a non-prevailing wage. 

While the original founding brothers have passed on, their legacy 
continues with Jim Luck’s offspring, who bought out or inherited the 
company and who are currently involved in the family business in 
varying capacities. Jeff graduated from Union College in 1976 with 
a degree in Engineering, and is the president of Luck Builders. Jeff ’s 
older brother, Ted, a PE and a graduate of Clarkson University, is the 
president of Luck Bros. Sisters Cynthia Mayette and Jamie Hemingway 
act as Payroll Administrator and Project Manager of Luck Bros., 
respectively, and brother, Christopher, handles all insurance mat-
ters, Equal Employment Opportunity (EEO) compliance and is the 
contracts and subcontracts administrator. Ted’s son, Travis, repre-
senting the third generation to work in the family-owned business, 
is a full-time project manager. 

The Competitive Edge
Luck Builders recent high profile project for Nova Bus—a customer 
inspection facility/showroom at its Banker Road location in the Town 

By Julie Canepa 
Photos by Ty Kretser
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LU C K  B U I L D E R S

LOCALLY  
 MINDED

of Plattsburgh — is now ready for occupancy, with final site work to 
be completed this spring. The company had built the Prevost addi-
tion for Nova Bus in 2013 and so its reputation was known to Nova 
parent company, Volvo. “They knew they would get the same qual-
ity of work and conformance to their strict international standards,” 
explained Ron Nolland, estimator for Luck Builders and Project 
Manager for the Nova Bus Inspection Center. 

Jeff Luck credits his firm’s ability to self-perform for its great repu-
tation and continued success. “In order to stay competitive, it makes 
sense to do everything yourself. We do almost everything in-house. 
We train our work force in almost every aspect of the construction 
process,” he explained. While other local manufacturing compa-
nies complain about a lack of skilled labor, Luck Builders’ focus on 
in-house training not only creates a solution, but makes for a satis-
fied customer. Self-performing contractors can exert a great degree 
of control over a job, including quality, budget, and adherence to a 
schedule and project safety.

“Every square inch of the inspection center, our world-class bus 
showroom, is very well done. It is amazing to see the results as a 
whole, completed in such a short time,” said Jean Cote, head of 
Manufacturing Engineering at Nova Bus. “Luck Builders is known 
for being professional, for respecting their budget and delivering 
on time. Despite delays that were outside of their control, they got 

By Julie Canepa 
Photos by Ty Kretser

Jean Cote and Ron Nolland

back on their feet quickly and still managed to deliver on time. The 
quality level is above our expectation, they produced five star results. 
We appreciate all of their efforts and are proud of our local suppli-
ers and their teams.”

Local Subcontractors and Suppliers
When help is needed outside the Luck’s areas of expertise, a net-
work of trusted subcontractors and suppliers is essential. “We don’t 
do heating and mechanical. Those aspects we will subcontract out 
to specialized subcontractors, with whom we have a good relation-
ship,” explained Jeff. Additionally, electrical projects may require 
outside assistance. 

It is there that Luck’s right hand men, the estimators and project 
managers, jump in to coordinate all the moving parts, supplies and 
people for a particular job. Dave Pellerin is currently the estimator 
and PM for several ongoing jobs, including the company’s Tall Pines 
project on Route 9 south of Plattsburgh, scheduled for completion in 
July, 2016. Steve Remillard is estimator and PM for projects, includ-
ing work at Paul Smith’s College, and at Elizabethtown Hospital 
and CVPH. Ron Nolland has acted as Luck’s Project Manager for 
its completed Catherine Gardens project on North Catherine Street 
in Plattsburgh’s center city in addition to Nova Bus and many oth-
ers. Other essential Luck employees are Corky Corrado, Don Beaton 
and Craig Amell.

“We have developed a large pool of local suppliers and subs that have been 
counted on time and again to provide excellent work, keep us competitive 
and help bring our projects in on time and on budget.”
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pool. “At one point there were almost 100 people on site on Broad 
Street to meet an extremely accelerated schedule,” explained Luck. 
“The owner got a spectacular complex that opened on time.” That 
owner later reneged on the contract, but the success of the project in 
terms of coordinating a large scale local workforce was impressive. 

While both sides of the company acknowledge the seasonal limita-
tions inherent in building in an area like the North Country which  
impede construction schedules, Luck Bros.’ season is more strongly 
impacted. “New York State has mandates when it comes to highway 
building specifications. There are limitations on building during the 
winter because performance and quality will not be the same when 
the ground is frozen,” said Luck. Even with a 35 week season, they 
must be doing something right. “The majority of our local workers 
come back every year,” he added. Working late into the fall, Luck 
Bros. completed its biggest job, the rebuild of the I-87 and Rte. 11 
Bridge in Champlain during 2014-15 — estimated at over $20 mil-
lion — using its skilled and trusted local workforce. 

Bright Future
Jeff Luck observed, “The regional economy has improved steadily 
over the past three years. We are able to fill our needs within three 
counties, with occasional work outside the region, more so on the 
highway side.” Capable of completing even the most innovative and 
complex construction projects with local suppliers and local skilled 
labor, both companies have everything they need right here in our 
own backyard. 

Luck Brothers/Luck Builders
73 Trade Road
Plattsburgh, NY 12901
518 561-4321
www.luckbros.com

“Luck Builders uses local suppliers and subcontractors whenever 
possible,” explained Nolland. “We solicit bids electronically and 
provide plans for download on our sharing site to make sure that 
everyone has the opportunity to bid on our projects. We are always 
looking for, and encouraging, new and emerging local suppliers to 
bid with us.” He added, “We have developed a large pool of local sup-
pliers and subs that have been counted on time and again to provide 
excellent work, keep us competitive and help bring our projects in 
on time and on budget.”

“It is a tight knit community. As long as we know the subcontractor’s 
reputation and can trust him, we will continue to work with him,” 
said Jeff Luck. Many of the names Luck Builders has on speed dial 
are local family-owned businesses like their own. “Murnane Building 
Contractors in Plattsburgh is often a competitor of ours, but we have 
a unique relationship that goes back decades and we often do sub-
contract work for them. We are both second generation companies 
and our fathers were good friends,” added Luck. 

In the event a product specified by a customer is not available locally, 
you can be sure Luck Builders’ project managers have exhausted all 
possibilities. “If we cannot obtain an item from a local distributor 
or subcontractor, we still try to use a company as close to the area as 
we can. We strive to use New York State businesses,” said Nolland. 

Employing the North Country
When Luck Builders won the bid for the College Suites at Plattsburgh 
project in 2008 to create off-campus housing for SUNY Plattsburgh 
students, it took on the largest local contract the company had won 
to date. Bearing a $13 million price tag, with construction spanning 
September 2008 to August 2009, the job employed upwards of 180 
people in its entirety, with a primarily local subcontractor and labor 

Construction on Tall Pines Catherine Gardens
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Nova Bus / Prevost Customer Inspection Center

Catherine Gardens

Hawkins Hall Pond

Ampersand Apartments

73 Trade Road
Plattsburgh, NY 12901

Tel (518) 561-4321 • Fax (518) 561-8462

Luck Builders, Inc.
Your Local Contractor Specializing In Design Build, 

New Construction, Heavy Concrete & Renovation Projects
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F E AT U R E

By Gordie Little
Photos by Ty Kretser

e’ve all heard the phrases “environmentally friendly” and “envi-
ronmentally conscious,” but do we really understand their 
meaning and their implication in today’s construction world?

To learn whether builders and individuals care enough to 
ask for and use such products and building procedures these 
days, SB spent some time at Curtis Lumber on the Tom Miller 
Road in Plattsburgh. With a long history on both sides of Lake 
Champlain and knowledgeable experts at all levels, Curtis caters 
to a cross-section of clients from the individual building a deck 
or painting a kitchen, to the biggest contractors.

Jeff Chauvin has three decades in the industry, first with Gregory 
Supply, then with Curtis Lumber at the Plattsburgh location. 
He has paid his dues in all aspects of the operation. As a teen-
ager he worked putting hardware away. His present position is 
as the primary buyer for the company.

When asked about increased demand for environmentally con-
scious building materials and procedures, his response was, 
“What greener product could you have than a piece of wood?” 
Thanks to special environmental programs, Chauvin said, 
“Many more trees are planted than are cut these days. More 
and more, we are doing the right things for the environment. 
There is increased attention to protecting wildlife and the envi-
ronment in so many ways. There are strict boundaries when 
it comes to streams. And there is a great deal of recycling. We 
see more of that with each passing year.” 

Chauvin explained “LEED (Leadership in Energy and 
Environmental Design) is a third-party certification program 

GREEN 

OUR ENVIRONMENT

BUILDING MATERIALS 

PROTECT

"A GREAT MANY OF OUR 
PRODUCTS HAVE AN INCREASED 

PERCENTAGE OF RECYCLED 
MATERIALS AND THAT IS 

PROGRESS.” 
—Jeff Chauvin, Buyer for Curtis Lumber

The VOC (volatile organic compound) in paint 
is being reduced and eliminated.

A Cellulose insulation is made from  
100-percent recycled content from what he 

called “pre-consumer newspapers”  
and is comparable to fiberglass.

Dry wall? The paper on the face of the newest 
dry wall has a recycled element.” 

Boral TruExterior siding and trim made from 
70-percent recycled materials including fly 

ash, a byproduct from burning coal. 
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C U R T I S  LU M B E R

Jeff Chauvin
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from a nationally accepted organization for design, operation and construction of high 
performance green buildings. You get points in any project if you use LEED products. 
For example, if you use wood harvested within 500 miles of your site, you get points. 
You get more points for higher percentages of recycled products used on the job.” 

Chauvin had high praise for LEED because it works to push the green building indus-
try further. He explained that it inspires project teams to see innovative solutions that 
are “better for the environment and better for the communities.”

The Curtis buyer pointed out that the company’s site across the lake in Williston, Vermont 
has what he called “an FSC yard.” Another acronym, which means Forest Stewardship 
Council and it has stricter guidelines with a “chain of custody that can be traced right 
back to where the actual tree grew. ”It’s all certified from the harvesting and beyond. 
Not many places are FSC certified these days,” he noted.

Chauvin pointed out that there seems to be less desire or need for environmentally con-
scious products and procedures on this side of the lake when compared with Vermont. 
But, he was quick to add, things are beginning to change. He said more people in the 
North Country are seeking information on such things and environmental conscious-
ness appears to be increasing.

Chauvin had high praise for LEED because it works to push the green 
building industry further. He explained that it inspires project teams 
to see innovative solutions that are “better for the environment and 
better for the communities.”
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He added, “A great many of our products have 
an increased percentage of recycled materials 
and that is progress.” He pointed to vinyl sid-
ing and showed a sample of what he called a 
PVC (polyvinyl chloride) board with 30-percent 
recycled content. It is said to be easier to handle 
and install and is described as having “the look 
of wood, only simpler with low maintenance”. 

Chauvin also spoke of Cellulose insulation 
made from 100-percent recycled content from 
what he called “pre-consumer newspapers” 
and compared it to fiberglass. “The current 
trend is to get rid of formaldehyde and that 
is a positive step in the right direction.”

Dry wall? Chauvin said, “The paper on 
the face of the newest dry wall has a recy-
cled element.” He also displayed samples 
of Boral TruExterior siding and trim made 
from 70-percent recycled materials includ-
ing fly ash, a byproduct from burning coal. 
It’s another product that can be worked like 
wood and painted any color, but resists rot-
ting, cracking or splitting, and is extremely 
durable.

Then there is a product called Roxul, made 
from pulverized lava rock, if you can believe 
that. The insulation board is not only dense 
and efficient, but it cannot catch fire, even 
when exposed to a torch.

When asked how homeowners and builders 
can learn of new and innovative materials 
and techniques, Chauvin explained, “A cou-
ple times a year, we hold a barbecue where we 
introduce all the latest materials. Company 
representatives are on hand to show off 
their products. We also have seminars for 
contractors.”

From windows to flooring, siding, insulation, 
and paint, Chauvin said the trend is toward 
environmental friendliness. He explained 
that the VOC (volatile organic compound) 
in paint is being reduced and eliminated. 

Today’s homeowners and builders are striv-
ing for lower energy costs and that has led 
to changes in materials and building tech-
niques as well as more efficient appliances. 
Times are changing. 

Curtis Lumber
140 Tom Miller Road
Plattsburgh, NY 12901
518 561-2691
www.curtislumber.com

Route 3 • Plattsburgh & Water Street • Elizabethtown

www.wilsonappliances.com

clean uP wIth 
washer saVIngs
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Curt Snyder (Photo by Kimberly Smith)
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“ The least expensive watt is the one you save,”  
said Curt Snyder, owner of Crest Solar.  

He’s not just an experienced installer of solar 
systems, he’s been saving watts and watts of 

energy living off the grid for most of his life.



APRIL 2016     STRICTLY BUSINESS  |  21

C R E S T  S O L A R

by Meg LeFevre
Photos by Ty KretserPROFIT

nyder was just a kid when his mother and stepfather 
moved the family to the North Country from England, 
settling in a 1890s summer camp on Brinton Road in 
Keeseville. With propane lights, no electricity, no run-
ning water, or even insulation, Snyder recalls waking up 
with snow on his blankets during the family’s first winter 
there. His mother worked at the Keeseville Free Library 

and his stepfather was a civil engineer—roughing it was a choice for 
the family, and being raised on the sun was a lifestyle that stuck with 
Snyder, who still lives in the now properly insulated homestead. The 
Crest Solar office and Snyder’s mother’s house are on the same prop-
erty, all completely disconnected from the grid. 

After attending high school in Rochester, Snyder worked in tool and 
die as a plastic injection mold maker. He moved back to the area in 
1994, working in the aerospace industry making guidance systems 
and high tolerance parts for missiles. In 2004, right around the time 
New York State began to incentivize the renewable energy program, 

Snyder recognized the growing solar market as a way to capitalize 
on his experience and expertise in the field. “Since I already lived 
off grid and I had developed my own system, I decided I would see 
if I could make a living at it,” he said. 

As the price of solar panels gradually decreased, the industry remained 
heavily subsidized through steep tax incentives, making grid tied solar 
living feasible for many homeowners. In that time, Snyder and his 
crews installed about 200 systems. At the start, 90 percent of Snyder’s 
business was installing off grid systems. Slowly over time, grid tied 
systems became the majority; out of 23 installs last year, only one was 
off grid. Snyder chalks this trend up to two things: 1) “I am doing less 
off grid jobs by choice, because a lot of the off grid stuff we did was 
very small. Now I’m only choosing the off grid systems that I can make 
money on (averaging about 9 kilowatts), instead of just being ‘the solar 
guy’.” 2) “I’m limited because I’m the only guy in my crew who can do 
a full off grid diagnostic. They are much more complicated, and there’s 
more maintenance because of the generators and batteries. With grid 
tied systems there’s hardly any maintenance.” (continued on page 23)
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2016 list of the nation’s best-
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CBNAbusinessbanking.com

Craig Stevens 518-891-3817  
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Community Bank, N.A.’s parent company, Community Bank System, Inc., was ranked as the 8th-best bank in a listing of the 
Best and Worst Banks in America according to Forbes magazine.

IN 2012 Gov. Cuomo launched 

the NY-Sun program to increase solar 

electric installations throughout the 

state. In the spring of 2014 close 

to $1 billion was committed to the 

program, with an expected three 

gigawatts of installed capacity by 

2023, intending to transform the 

New York State solar industry into a 

sustainable, subsidy-free sector. As 

the cost of solar decreases, making it 

comparable to electricity from the grid, 

the State’s solar industry will become 

self-sufficient. The first two years of 

NY-Sun saw a total of 316 megawatts 

(MW) of solar electric installed or under 

contract, more than the entire prior 

decade! Approximately 116,000 tons 
of greenhouse gas emissions will be 
avoided with the installation of the NY-
Sun projects, which is the equivalent of 
removing 23,000 cars from the road. 

To learn more about solar and other 
renewable energy programs in New 
York State visit:

http://ny-sun.ny.gov

http://www.nyserda.ny.gov

http://greenbank.ny.gov
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Do You Need A Contractor?
 At B & E Development, our goal is to make each project a meaningful and rewarding 
experience for our customer and our employees. We involve our customer from the 
beginning of the project through its completion.
 We sincerely welcome questions and suggestions at any time. We work very hard 
at being good listeners. Open communication is vital to our success and we know this. 
 Simply stated, our number one priority is your satisfaction; the bottom line is our 
performance.

B & E Development, LLC
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www.bedevelopment.bizBill Eric

Bill and Eric Jost, Owners
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The low maintenance grid tied systems are liter-
ally set-it-and-forget-it. Solid state construction 
with no moving parts add to an array’s dura-
bility. Current panels being produced with 
Taiwanese and Chinese lab grown crystals are 
said to last at least 25 years with about 20 percent 
reduction in production over that time. Snyder 
(and NASA) predict the overall life of the panels 
to be closer to 50 years. In the Northeast in the 
winter, panels produce less juice, and they won’t 
produce any at all if they’re covered in snow, but 
solar arrays are sized for averages—in spring 
and fall they’re just about perfect, whereas they 
over generate in summer and under generate 
in winter (but who doesn’t?).

Even in this six-month tundra of a region, 
going solar offers a seven or eight year pay-
back. “Where else are you going to get double 
digit returns on your money?” asked Snyder. 
“Not in the bank. And you better be damned 
good if you’re getting it on Wall Street. This 
is an investment in your home and you’re 
insulating yourself against future power rate 
increases. It’s a one-for-one back and forth, 
so as long as you’re generating all the power 
you need, your bill should only be what the 
monthly access charge is (around $17).” And 
now’s the time to invest, as incentives and 
subsidies are set to change and eventually 
eliminate in the coming years. 

As with many New York State programs, the 
language and paperwork can be a deterrent to 
many homeowners looking to the sun to save 
some dough (not to mention tons of green-
house gas emissions). But that’s what Snyder and 
many other NYSERDA (New York State Energy 
Research and Development Authority) certified 
installers are for. Not surprisingly, the paper-
work is Snyder’s least favorite part of the job, 
but with a decade of experience and hundreds 
of projects, Snyder has helped many North 
Country residents find profit through solar. 

“Just living with it is cool, and then I get 
phone calls from customers saying they pay 
$17 a month for electricity, or they haven’t 
paid a utility bill in three years, or NYSEG 
sent them a check for $108 because they over 
generated. I still get done with every job and 
think, ‘Man this is cool.’ “ 

Crest Solar LLC
160 Brinton Road
Keeseville, NY 12944
(518) 578-1487
www.CrestSolarPower.com
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Name: Dr. Joel Wolkowicz, Medical 
Director of Cardiology at UVM/CVPH 
Medical Center

Education: Montreal Heart Institute 
and McGill University

Hometown: Montreal

Family: Wife Marla, 4 adult children. 

Community involvement: Both Joel 
and his wife Marla are involved in 
Temple Beth Israel

Dr. Wolkowicz has served the cardiac care 
needs of North Country patients since 1994 
and has held the position of Medical Director 
since 2008. He grew up in Montreal and 
spent summers at the beach in Plattsburgh 
as a young boy. Driven toward a career in the 
medical profession, Wolkowicz completed his 
schooling in Canada where he met his wife 
Marla. Originally from the Midwest, Marla 
also spent time in the region during her career 
and became fond of the area. 

When it was time to settle down after med-
ical school, the couple set their sights on 
Plattsburgh. “There was a position open 
here, but I was too green back then and 
they needed somebody more experienced,” 
Wolkowicz recalled. He ended up taking a 
job in Wyoming, but four years later had the 
good fortune to find a position in Plattsburgh. 

Following are excerpts of Strictly Business’ 
interview with Dr. Joel Wolkowicz.

SB: What qualities do you believe are 
necessary for success?

JW: You have to find something that inter-
ests you. You have to have drive, and you 
have to have intelligence. Luck and being in 
the right situation always helps. Depending 
on your position, being able to interact well 
with other people can be very important. I 
am not the most outgoing person, but I work 
hard to be a conciliator rather than a fighter. 

THE HEART  
    THE MATTEROF
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SB: Where did you get your drive?

JW: I knew my parents wanted me to be a doctor. Although I wouldn’t 
admit it at the time, I think that was a significant influence on my 
choice. I knew I always wanted to be good at what I did. In my profes-
sion, if you don’t have the drive to do a great job, then you shouldn’t 
be in this job. I couldn’t do this work without really wanting to do it 
well. I was always driven. 

SB: What is your approach to management and leadership?

JW: I am quiet. I try and gently corral people into seeing my per-
spective. I tend to think about things a lot and try and support my 
ideas. I try to avoid confrontation. Sometimes I think I need to be 
more confrontational, but I don’t like to. I establish alliances with 
key people who I can count on and who have like-minded thinking. 
I try to work by consensus rather than brute strength. 

SB: What Important lessons did you learn early in your 
career?

JW: You can’t please everybody so you better stop trying. I learned 
that it is important to listen to other people. I also learned that it is 
worth fighting for things that are really important. Sometimes it’s 
even worth getting your nose bloodied for what you believe in if it 
is really important. 

SB: Have you ever had to fight for something you felt was 
really important’?

JW: Yes. After I finished medical school in Montreal, we moved 
to Wyoming for four years. While we were out there my wife led a 
campaign to allow epidurals for baby deliveries in the state, which 
wasn’t being done there routinely at the time. She led the fight. I was 
really the supporting cast. We got a few people angry at us, we had 
a few threats aimed our way including veiled threats about layoffs. 
We stood up for it, and we took our blows. It was hard, but it was a 
worthwhile thing to do. It took a while, but we prevailed in the end. 
It taught me that some things aren’t so important and you can let 
them slide, but sometimes you have to stand up and fight.

SB: Who was your most influential mentor?

JW: John Baker was the established cardiologist in Plattsburgh when 
I got here. He was very relaxed, well respected by his peers and his 
patients, and he was an excellent cardiologist.

SB: If you could you have dinner with a famous person, 
alive or dead, who would that be?

JW: Einstein, although I think he might be too over my head. I like 
physics, and Einstein’s theories are fascinating to me. My son and 
daughters and I actually talk a lot about what the theory of relativity 
really means, and what the implications of it might be.

SB: What is something no one would guess about you?

JW: That I am Jewish, but I don’t believe in God. I grew up Jewish, 
going to religious school. I can speak and read Hebrew and I learned 
all the traditions. I am also very scientific. I always had a hard time 
dealing with the idea of God. I kind of believed it, but it didn’t mesh 
with what I knew about science. In my opinion, religion is a con-
cept common to many different cultures that helps to explain what 
man cannot otherwise explain about nature and about life. Once I 
acknowledged that I did not believe in God, things actually started 
making sense to me. I am still Jewish. We follow the traditions and 
taught them to our children. The cultural traditions that have gone 
down from generation to generation are still big things for me. 

SB: What do you do with your free time?

JW: I really enjoy skiing and cycling. Skiing was very much a fam-
ily thing. Marla and I taught our kids to ski when they were little. 
Cycling I almost always do alone.

SB: What do we need to do to continue to be successful in 
the North Country?

JW: The American system of health insurance is crazy. We need to 
get people health insurance. I see patients struggling every day. Either 
they don’t have health insurance or their insurance is inadequate. As 
physicians we negotiate all the time. If someone needs a drug that 
they can’t afford, we have to find another to replace it. I might think 
a patient would benefit from three diagnostic tests, but they can only 
afford one. There are a significant number of people with whom we 
have to negotiate treatments based what they can afford. Obviously 
some of those problems are not just local to the North Country. 

SB: What have you learned in your career?

JW: In the 25 years I’ve been doing this, I’ve learned to trust my gut. 
I get a sense about things, and I can see pattern recognition. It is hard 
to teach, it just kind of grows on you over the years. It is something I 
did not have in the 1990s that I have now. I think I am a much better 
doctor than I was before. Not because I know more about medicine, 
but because I can see the whole picture and think holistically. The 
funny thing is, in the 90’s I thought all I needed to do to be the best 
doctor possible was to read a lot. Now I know better. 

SB: What are you most proud of professionally?

JW: I am proud of how far we have come with the cardiology pro-
gram at CVPH. When I joined in 1994 I was one of three cardiologists. 
Now there are 12 of us. There are many things we can do for patients 
now that we couldn’t do back then. I can’t take credit for most of 
it, but I have been an integral part of it. My contribution has been 
being a kind of midwife to help the program grow. I have had a lot 
of involvement in our networking with Burlington, and in expand-
ing the program. 
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ARE YOU  
READY FOR 

PAID  
FAMILY  
LEAVE  

The New York State budget includes two provisions which will 
have a far reaching impact on employers in New York. The 
move toward a $15 per hour minimum wage garnered head-

lines across the state and nation. However, the more revolutionary 
change is the implementation of paid family leave for all employees. 

Changes to the State Minimum Wage
For the North Country, and most of the state, the minimum wage 
will go up by seventy cents per year beginning on December 31, 2016 
and ending on December 31, 2020. Thereafter, the Commissioner of 
Labor will determine a new minimum wage to go into effect each 
year on December 31. Therefore, beginning on December 31, 2016, 
$9.70 will be the minimum wage, and it will go up to $12.50 in the 
course of five years. Food service workers who receive tips shall be 
entitled to a minimum wage of at least 2/3 of the minimum wage rate 
in effect at that time. While the national minimum wage remains 
stagnant at $7.25 an hour, our closest neighbor, Vermont, currently 
has a minimum wage of $9.60, which will go up to $10.50 by 2018. 
While adjusting to this new minimum wage will present challenges 
to employers, it also may help draw workers to this region, which 
could have positive effects.
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?
Paid Family Leave
The most radical change contained in the Governor’s budget is the 
most expansive paid family leave policy in the US. Effective January 
1, 2018, employees will be eligible for paid time off to care for the 
birth or adoption of a child, serious health condition of a family 
member or a qualified medical exigency as interpreted under the 
Family Medical Leave Act. While the Family Medical Leave Act 
applies to companies with fifty or more employees, New York’s new 
law will apply to all private sector employers of one or more employ-
ees. Employees who have been employed for twenty-six weeks, or 175 
days for part-time employees, will be eligible for the leave, and it will 
be administered through the state’s disability insurance program. 
Currently, it is touted as being “paid for by workers,” within an esti-
mated cost of $1.00 per worker per week. However, many observers 
project the cost to far exceed this amount, so employer contributions 
are likely not far behind.

The program will be phased in beginning January 1, 2018, when 
up to eight weeks of leave will be available at 50% of the employee’s 
average weekly wage. In 2019 and 2020, up to ten weeks of leave will 
be available at 55% and 60% of the employee’s average weekly wage, 
and beginning January 1, 2020, the employee will be entitled to up 
to twelve weeks of leave at 60% of the employee’s average weekly 

AND A  
HIGHER  
MINIMUM  
WAGE

By Jacqueline M. Kelleher, Esq.

wage. Like Workers’ Compensation and disability benefits, there is 
a cap on the amount that would be paid. In 2014 dollars that would 
be $848 per week, and it will increase based on the CPI. 

This Family Leave benefit is substantially more generous than Short-
term Disability benefits currently available in New York State. There 
are two reasons for this. First, the employer is required to continue 
to contribute to the employee’s health insurance and benefits at the 
same rate they were contributing while the employee was active. 
More importantly, unlike Workers’ Compensation and short-term 
disability, the employer is required to hold the person’s job for them 
until they are able to return. 

This will create a major hardship on small employers. Imagine a sce-
nario where you employ two or three individuals in your operation, 
and someone goes out on disability leave. If that person is absent for 
eight to twelve weeks, you are likely going to need to hire a replace-
ment, but that replacement can only be hired on a temporary basis, 
as you will be required to take the employee back at the end of the 
leave. With short-term disability benefits currently capped at $170 
per week, there is a gaping difference between the benefit available 
when the employee is disabled versus when a family member is dis-
abled. One can only imagine that increases to short-term disability 
benefits will be the next target. 
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Pause in 2019
Both the increases in minimum wage and 
the family care leave have a pause built in 
for 2019. If the state’s economy is faltering, 
the Legislature will have the opportunity 
to pause the rate of increase in these ben-
efits. However, it is important to note that 
at that point, the family care leave will be 
available, as will some of the increases to 
the minimum wage.

Business groups around the state have been 
lobbying to make changes to the family care 
law, and did succeed in increasing the amount 
of time a person needs to work for an employer 
before the leave is available, from the original 
proposal of about one week to six months. 
They are continuing to push to increase the 
number of employees an employer must have 
in order to be obligated to provide the benefit. 
However, they have gained little traction so 
far. This is certainly an issue that will receive 
far greater attention now that this little-dis-
cussed bill has become law. 

Jacqueline Kelleher is an attorney with the law 
firm of Stafford, Owens, Piller, Murnane, Kelleher 
& Trombley, PLLC, who represents employers 
before administrative agencies and advises on 
day-to-day questions.
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Source: fDi’s American Cities of the Future 2015/2016.

Photo courtesy of Nikhil Hegde.

Many successful companies call the Greater
Plattsburgh region home. In fact, Plattsburgh, 
NY is ranked the second-best micropolitan 
city for economic potential in North and 
South America.

Go to www.thedevelopcorp.com or call 
Paul Grasso, President of The Development
Corporation (TDC), to find out what these 
industry leaders, and perhaps even your
competition, already knows - come here and
your business can go anywhere.
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Story and Photos by Karen Bouvier

 pressure house is a full-scale building that is constructed to 
determine how to reduce the amount of energy required to 
light it, run appliances, heat and cool the inside air, and keep 
the cold, outside air and wet weather from coming through 
the roof, walls or foundation. 

Funded with grants from the New York State Energy Research and 
Development Authority (NYSERDA) and taught by veteran teachers 
Mike Drew and Fred Johnson, high-school students in the construc-
tion trades at CV-TEC in Plattsburgh have been building their own 
pressure house. Aptly called The Pressure House project, the stu-
dents have recently installed doors and windows and are beginning 
to add sheetrock and electricity. Their teachers estimate that they 
are currently, “seventy percent finished.”

HANDS-ON CLEAN ENERGY TRAINING EXPANDS 

  THE PRESSURE  
HOUSE PROJECT:

AT CV-TEC

Darren Dumas, Ryan Bassett,  
and Andrew Arless work on  
the construction site
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C V-T E C

As I walked through the organized construction site toward an 
emerging, two-story house with arched windows, Drew, who teaches 
Construction Trades, explained, “The students learn a variety of con-
struction techniques. When they are finished with their program 
they will be able to work on any age home. Here, we have begun to 
work on how to install energy efficient wiring, heating, air condi-
tioning, plumbing, and appliances. After that, and along the way, I 
teach the students how to do blower-door tests to identify air leak-
age and correct home-related heat loss.”

Between October 2011 and summer 2014, NYSERDA awarded 
CV-TEC, the only high-school recipient, three separate grants total-
ing $172,000. The initial grant provided for the construction of the 
Pressure House. The second provided energy-related instructional 
training equipment (including a blower door to test a building for air 
tightness, a thermal imaging unit, a solar-and-wind-energy train-
ing system, and a solar panel system). The third provided funds for 
licensed subcontractors to install the roof and do other projects that, 
due to liability and safety concerns, high-school students could not do.

Johnson, who teaches Electrical Design, Installation and Alternative 
Energy, instructs the students not only on how to wire a home, but 
also how to integrate solar and wind into traditional energy sources. 
By aligning the ENERGY STAR curriculum to the existing one, 
Johnson is able to prepare students to incorporate energy efficiency 
into any home. “We have to focus on finishing the house first,” said 
Johnson as we walked past a bank of newly unwrapped solar pan-
els. “Then we can work on a solar initiative, among other things.”

Using hands-on training activities and interactive learning strategies, 
Drew and Johnson use their extensive experience in construction and 
teaching, and the ENERGY STAR curriculum, to instruct students 
on energy-efficient building techniques. Students use state-of-the-
art industry equipment and materials in a controlled environment 
to learn how various types of insulation work, state-of-the-art heat-
ing and hot water systems, a variety of lighting installations, and 
how to recognize opportunities, during the construction process, 
to perform pressure tests to determine air leakage. In addition, this 
year, the students also worked on a Habitat for Humanity house.

“Drew doesn’t let you touch a hand or power tool until he knows 
you’re trained on it, and he insists that you follow safety procedures,” 
said senior Keegan Kwetcian, who also answers to “Wolfman”. After 
adjusting his safety goggles and hard hat, he said, “You have to show 
him you know how use a tool safely before he will let you work.”

“The program is a lot more than what I thought it would be,” added 
Andrew Arless, a junior, as he checked the seal on a newly installed 
window. “We get to work at an actual construction site for two 
years. I like working with students from other schools.” Asked what 
he found particularly challenging, Arless responded, “Putting in a 
door is hard. You have to make sure it is framed correctly and level. 

The arch windows were a hassle, but they look good now.” Walking 
through the work site, the diligence and professionalism of the stu-
dents was obvious.

Entering CV-TEC offices, I was greeted by Michele Friedman, 
Director of Career and Technical Education. “We are thrilled to be 
a part of NYSERDA,” she emphasized. “It is a perfect opportunity 
to enhance our curriculum and align it with ENERGY STAR guide-
lines. The Pressure House project allows us to partner with clean, 
alternative energy processes (wind, solar), and puts our students 
at the forefront of learning state-of-the-art construction practices 
using energy-efficient techniques. It doesn’t get any more ‘hands-
on’. Moving forward, the Pressure House can become a facility to 
help further educate local contractors to be ENERGY STAR certi-
fied. We can provide a work force trained in energy efficiency and 
renewable energy, increase economic opportunities and provide cost 
savings for North Country residents and help sustain our planet.” 

CV-TEC
1585 Military Turnpike
Plattsburgh, NY 12901
518 561-0100
www.cves.org

Mike Drew
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ich and Barb Donela love not seeing an oil truck come 
up their driveway in the winter. For nearly a decade, 
through record breaking cold winters, they’ve heated 
their 2,000 square foot A-frame home on the Highland 
Road in Keeseville using energy that’s stored in the 

earth. Even with a lot of glass in the typically drafty, hard-to-heat 
open space of an A-frame, the Donelas insist, with geothermal they 
are never cold. “It’s consistent, comfortable heat,” said Barb. And it 
keeps them cool in the summer too.

In 2008 when Jim and Bob Murray were ready to get out of the logging 
business their father started 35 years ago, they were intrigued by the 
concept of geothermal. The brothers traveled to Albany for training, 
received certification through IGSHPA (International Ground Source 
Heat Pump Association), fired up their excavator and got to work 
installing the Donela’s system. “We had gone through the training, 
but we never had our hands on a heat pump until the first one was 

delivered,” said Jim. The brothers admit there was a steep learning 
curve to the installation process at first, with complicated duct work 
and low voltage wiring to the thermostat, but the Murray boys and 
their customer turned employee, Myles Janisse, have since become 
experts in the field, installing eight or nine systems per year, many 
in multi-million dollar Adirondack vacation homes.

Through their relationship with John Manning of Phoenix Energy 
Supply, a premiere geothermal heat pump supply company out of 
Auburn, New York, the Murrays became founding members of 
NY-GEO, a nonprofit trade association dedicated to promoting 
the geothermal concept throughout New York State. Jim and Bob 
expressed gratitude to Manning and his wife and business partner, 
Anna Felfoldi, who have been generous mentors as Greenway Energy 
learned the ins and outs of geothermal systems. “The great thing 
about this business with Phoenix is that John has lived and worked 
with geothermal for more than 35 years and there’s almost nothing 

 Story by Meg LeFevre, Photo by Kimberly Smith

DOWN TO
TO EARTH
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he hasn’t seen. If we have a problem, chances are he’s seen it, and we can 
call him anytime on any job and he’s happy to give advice and share his 
problem solving skills,” said Bob. Felfoldi is an engineer with compre-
hensive knowledge of heat pumps, who, Bob noted, is “organized, fiercely 
intelligent and unfailingly loyal to her dealers.”

As Greenway Energy works to bring more awareness of the low mainte-
nance, high efficiency (400% efficient compared to 90% traditional fossil 
fuel powered systems), financial incentives (including 30% federal income 
tax credit and six to eight year recoup on investment) and earth friendly 
benefits (the most cost effective and environmentally responsible space 
conditioning system available today according to the U.S. Department of 
Environmental Conservation), other parts of New York State are moving 
full steam ahead with industrial geothermal installations. SUNY Oswego 
and Skidmore College are two examples of large facilities tapping into the 
earth’s energy.

With 48% of the sun’s energy absorbed by the ground, there is literally an 
unlimited supply of stored energy just hanging out underground. The stored 
solar energy remains a consistent 45 degrees (give or take depending on the 
region), and the earth acts as a heat exchanger. Polyethylene pipes buried 
underground, either in a horizontal ditch or a deep vertical well, move a 
water solution which captures the stored energy and delivers it to the geo-
thermal system in the house. Heat pumps can be powered by electricity 
from the grid or from the homeowner’s solar electric array. A refrigerant 
gas is compressed in the heat pump to transfer heat energy from the loop 
fluid. The hot refrigerant then heats the home’s air or radiant floor system.

“This is different from traditional propane or oil hot air in that it’s not 
capable of getting really hot, which dries all the moisture out of a space. 
And they’re made to run fairly steady, so you don’t get the temperature 
fluctuations,” noted Bob. In a region where we spend more than half a year 
indoors with the heat cranked up, geothermal systems guarantee superior 
comfort, offering reduced static and less drying of skin and nasal passages. 

In the summer the closed loop system is reversed, operating like a refrigera-
tor, moving heat from one location to another for optimal heating and cooling 
comfort throughout the year. 

Geothermal systems cost about twice as much 
to install compared to traditional heating/
cooling systems, but provide clean, sustain-
able, environmentally friendly energy with 
virtually no wastage or generation of by-prod-
ucts. Geothermal energy has been around 
since ancient times, but is the next big thing 
in modern renewable energy. 

Greenway Energy Solutions, Inc.
1535 Route 9 South
Keeseville, NY 12944
834-6021
www.greenwaygeothermal.com 

Geothermal heat pump/underfloor  
heating diagram
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IV. Property Taxes Are Often Misused 
to Subsidize Municipal Services That Should Be 
Self-Sustaining. 
Property taxes are a source of revenue municipalities use to subsidize 
expenses associated with numerous governmental activities. Often 
shortfalls in a particular service are covered through the property tax. 
For example, if a municipality provides trash collecting services and 
there is a shortfall, it is often more convenient to not annoy voters by 
increasing the cost of the trash collecting services. The more politi-
cally expedient way is to continue the very attractive trash collection 
service at a discounted price and make up the shortfall through the 
property tax. The same is true of many other services: dog licenses, 
recreational activities, et cetera. The problem with this approach is 
that people who are not using the trash collection services or do not 
have dogs or do not avail themselves of certain recreational programs 
subsidize those who do through the real property tax. 

The tables below document New York State’s 
property tax problem:
Table 1. Property Taxes on Owner-Occupied Housing 
Ranked by Total Taxes Paid, 2010.

Source: taxfoundation.org available at http://taxfoundation.org/
article_ns/median-effective-property-tax-rates-county-ranked-total-
taxes-paid-1-year-average-2010 

As seen in Table 1 above, New York and New Jersey vie for the dubi-
ous distinction of having the highest property taxes in the nation, with 
New York holding the top two spots and five of the top twelve. In Table 
2 below, property taxes are shown as a percent of home value, for the 
top eight counties in the United States. Here the picture for New York 
is even more distressing, New York holds the top six spots and seven 
of the top eight with only a single county in Michigan joining New 
York’s counties on this list. 

Table 2. Median Effective Property Taxes Rates by County, Ranked 
by Taxes as a Percent of Home Value, 1-Year Average, 2010.

Source: taxfoundation.org available at http://taxfoundation.org/
article_ns/median-effective-property-tax-rates-county-ranked-
taxes-percentage-home-value-1-year-average-2010 

V. What Can New York State Do to Reduce This 
Overdependence on the Property Tax?
A. Allow Counties to Increase Their Sales Tax Rate

Almost every county in New York State has raised their sales tax rate 
to 8% or beyond. In fact, only seven of New York’s 57 counties have 
a rate below 8%. There is a reason for that. It is not simply to collect 
needed tax revenue, which could have been done by increasing prop-
erty taxes. The fact that almost every county has raised the sales tax 
to 8%, (NYC and Yonkers have the highest sales tax rates at 8.785%) 
is evidence that sales tax is a convenient tax to collect and in many 
ways far less burdensome then the real property tax. The tax is paid 
in small amounts as consumers spend. Many necessities are exempt 

NEW YORK STATE'S  
       OVERDEPENDENCE  
    ON PROPERTY TAXES

By Dr. Robert Christopherson & James T. Coffey

This is part two of this article. Part one appeared in the March issue of SB. Part three will be published in the next issue.

State  County   Median Property Taxes  Rank in the US 
Paid on Homes

New York  Westchester  $9,945  1st
New York  Nassau  $9,289  2nd
New Jersey  Bergen  $9,081  3rd
New York  Rockland  $8,861 4th
New Jersey  Essex  $8,755  5th
New Jersey Hunterdon $8,431 6th
New Jersey Passaic $8,281 7th
New Jersey Morris $8,147 8th
New Jersey Union $8,041 9th
New Jersey Somerset $7,897 10th
New York Putnam $7,841 11th
New York Suffolk $7,768 12th

State  County   Taxes as a Percentage Rank in the US 
of Home Value

New York  Wayne  3.02%  1st
New York  Monroe  3.00%  2nd
New York  Cattaraugus 2.90% 3rd
New York Livingston 2.84% 4th
New York Oswego 2.81% 5th
New York Niagara 2.81% 6th
Michigan Wayne 2.72% 7th
New York  Chautauqua 2.7% 8th

F E AT U R E
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from the sales tax, so to some degree, individ-
uals have control over the amount of sales tax 
that they pay.

One major complaint regarding the sales tax 
is that it is regressive, which is true in certain 
cases but in general is far less regressive than 
the real property tax. It is true that people with 
high incomes who purchase a certain item 
pay the same amount of tax as a poor person 
who purchases the same item. The reality is 
that consumers with higher incomes spend 
more and thus pay much more in sales tax. 
For example, a family with a modest income 
that purchases a car for $10,000 is subject to 
an 8% tax on the $10,000. The wealthier per-
son who purchases a $60,000 car will pay six 
times the amount of sales tax. Of course, this 
depends on both the income levels and expen-
diture levels for the two groups. However with 
the property tax, lower income families have to 
pay their property tax bill without any exemp-
tions (except for the New York STAR program, 
which all homeowners receive), such as they 

What if

Curious George      &      2011 Universal Studios and/or HMH. All rights reserved.

Support the one place that 
never stops asking “what if?”

Donate today at mountainlake.org
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CASELLA OFFERS 
COMPLETE WASTE &
RECYCLING SOLUTIONS
FOR YOUR HOME, BUSINESS, SCHOOL, OR TOWN 

• Zero-Sort® Recycling

• Convenient Curbside Pickup

• Easy Dumpster Rentals

• Dependable Local Service

• Containers 2-40 Yards

• Trash & Recycling Compactors

• Online Bill Pay

• Free Business Waste Analysis

CURBSIDE  
TRASH & RECYCLING

COMMERCIAL 
TRASH & RECYCLING

EASY & CONVENIENT 
DUMPSTER RENTALS

1-800-CASELLA 
casella.com •  fb.com/ZeroSort

RAND HILL LAWNS, INC.
Commercial & Residential Property Management

CALL FOR
ESTIMATE!

Glenn R. Burdo

518-563-8566
NYS Certified Lawn Care/Pesticide Applicator

28 YEARS
OF SERVICE!

• Hydroseeding 
• Rolled Sod Installation 
• Lawn Fertilizing 
• Scott Professional Products

• Tree/Stump Removal
• Shrub Installation/Trimming
• Spring Raking/Clean-ups
• Property Maintenance

• Retaining Walls/Paver
 Sidewalks
• Parking Lot Sweeping
• Landscaping

might receive with sales tax on food expendi-
tures. Further, higher income individuals can 
typically deduct mortgage interest payments 
on their federal taxes, while lower income fam-
ilies who do not own a home cannot.

To illustrate the power of the sales tax for 
Clinton County, if this tax were to increase 
from 8% to 10%, the additional amount col-
lected would be more than enough to eliminate 
the Clinton County property tax. (We per-
form the calculation below.) This assumes 
of course that the State of New York would 
allow Clinton County to keep all of the addi-
tional sales tax revenue, see Table 3. We think 
most taxpayers would favor this arrangement 
because of its simplicity. 

Table 3 illustrates the potential of the sales 
tax to reduce the property tax.

Table 3. Property, Sales & Use Taxes for NYS 
and Selected NY Counties, 2013.

www.osc.state.ny.us/localgov/datanstat/fin-
data/index_choice.htm (Once at the OSC 
website, select county data and the year 2013 
in order to view or download the data) 

As indicated in Table 3, sales tax revenue col-
lectively exceeds property tax revenue for 
counties in New York State as a whole, as 
well as for many individual counties. Clinton 
County is a bit of an anomaly given its proxim-
ity to the Canadian border. In Clinton County, 
the sales and use tax revenue exceeds property 
tax revenue by almost a 3:1 margin. In Essex 
County the margin is nearly 2:1, while in St. 
Lawrence, another border county, property 
tax revenue actually exceeds the sales and use 
tax revenue collected. For the 57 counties in 
NYS as a whole, excluding NYC, we see that 
sales and use tax revenue is about 50% higher 
than the amount raised from the property tax. 

County Real Property Sales and  
 Taxes and  Use Taxes 
 Assessments

Clinton 22,171,545 60,522,044
Essex 14,929,411 28,065,560
Franklin 14,404,751 20,818,007
Four County  103,878,821 153,946,046 
total
All NYS  5,054,843,282 7,454,901,542
counties, 
excluding 
New York City.
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For commercial use and the do-it-yourself home owner...

616 ROUTE 3 • PLATTSBURGH, NY • 518-324-7800
550 ROUTE 3 • PLATTSBURGH, NY • 518-324-5100

372 BROADWAY • SARANAC LAKE, NY • 518-891-9300
WWW.TAYLORRENTALNY.COM

The sales tax rate for most New York State counties currently stands at 
eight percent, with New York State keeping four percent and the coun-
ties also receiving four percent. If Clinton County wished to eliminate 
its property tax and raise the same amount of total revenue simply using 
the sales tax, we estimate this could be accomplished by increasing its 
sales tax from 8% to 10%. That is, Clinton County currently brings in 
over $60 million on a 4% county sales tax rate; so increasing this rate 
to 6% should, theoretically, bring in an additional 30 million. Even if 
sales declined in the county due to the higher sales tax rate and only 
$23 million in additional sales tax revenue was garnered, this would 
be more than enough to eliminate the County tax.

B. Pledge That the Entire Proceeds from the Additional 
Sales Tax Will Be Used Exclusively to Reduce Real Property 
Taxes 

A valid concern the public might have is that raising the sales tax will 
not result in a reduction in the property tax. Including language in 
the law that the increase in revenue from sales tax must be used exclu-
sively to reduce property taxes would address this concern. 

C. Acknowledge That New York State Has Considerable 
Responsibility for Local Taxes

Taking responsibility for increasing taxes in not something politi-
cians like to do. However, when state officials are asked about why 
taxes are so high the response is often along the following lines. You 

see people often make the mistake of lumping all taxes together. Taxes 
have increased but for the most part these increases have occurred at 
the local level, i.e., school and property taxes. To get these local taxes 
under control you should speak to your local supervisor or school 
superintendent to see what can be done. This type of answer is mis-
leading. Actions taken at the state level have an enormous impact on 
local taxes. Unfunded mandates and reductions in funding are two 
very big reasons why local property taxes increase. To pretend that state 
actions do not dramatically impact local taxes is a serious impediment 
to resolving New York State’s high property taxes. 

Dr. Robert Christopherson is Interim Associate Dean and Chair of the 
Economics and Finance Department at State University of New York in 
Plattsburgh. He has a PhD in Economics with a concentration in Public 
Finance. James J. Coffey is a practicing attorney in Plattsburgh, New York and 
Professor at the School of Business and Economics at the State University of 
New York in Plattsburgh. He has represented municipalities since the late 1970s 
and currently represents three municipalities in Clinton County, New York. 

James J. Coffey and Dr. Christopherson have jointly published articles relat-
ing to issues concerning the taxation of real property.

The views expressed in this article are those of the authors and not those of 
any party they represent.

Reprinted with permission from: Municipal Lawyer, Fall 2015, Vol. 29, No. 
3, published by the New York State Bar Association, One Elk Street, Albany, 
NY 12207
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111 Quarry Road • Plattsburgh, NY • 12901 • 518.561.5200 • www.concretebuildingsupply.com

Construction Aggregates/Sand & Gravel 
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By Julie Canepa
Photos by Ty Kretser

uilding #10 on the Schluter Systems property on Pleasant 
Ridge Road in the Town of Plattsburgh is not like all the other 
buildings on the site. The gun-metal gray, modern building 
houses not one, but two, geothermal heating and cooling sys-
tems that keep employees comfortable year round. Schluter 

Systems, founded in 1966 by Werner Schluter, has a reputation for 
innovation and is known for creating revolutionary technology for 
the installation of stone and ceramic tile. It comes as no surprise 
that the company, which is also environmentally friendly, would 
implement a clean and efficient solution like geothermal technol-
ogy, using the natural insulating properties of the earth, as a source 
for its heating and cooling solutions.

Geothermal 101
Most people can comfortably wrap their heads around solar power, 
the conversion of sunlight into electricity, and wind power, where 
wind turbines convert the kinetic energy from the wind into electric 
power. Schluter Systems Facilities Manager Tim Frederick would 
have you believe that using heat from the ground below the office 
building to heat it and keep it cool is just as simple. “I learned the 
geothermal angle to running a heating and cooling system here on 
the f ly,” said Frederick. 

Building #10 contains two geothermal systems because it is actu-
ally two separate buildings, built within five years of each other and 
joined together seamlessly. The original structure houses geother-
mal technology consistent with that available in 2003. The addition, 
completed in 2008, runs on a more streamlined system in keeping 
with advancements in technology to that point in time. 

Wells have been drilled to approximately 300 feet on the Schluter prop-
erty. Sixty wells feed into “hubs” (ten on each side of the building). 
Frederick explained what happened next, “In the original building, 
water comes in from the wells and goes through the heat pump loop 
(eight heat pumps, two stacks of four each) and is stored in hot and 
cold tanks in the mechanical room. It is then distributed to radiant 
floor heat and fan coil units. In this system, as the temperature in the 
hot or cold tanks goes up or down depending on “load” or demand, 
the heat pumps run and regenerate the water temperature. 

Water comes into the addition from the wells through pipes to geo-
thermal heat pumps in the basement, with no storage tanks for water. 
The water then goes out to the building in fan coil units or radiant 
floor heat.” Both systems are continuous “closed loop” systems, uti-
lizing subterranean temperatures to heat and cool their respective 
buildings with amazing efficiency and limited production of green-
house gases when compared to the use of fossil fuels like gas or coal.

SCHLUTER SYSTEMS:

HEAT PUMP
In this system, as the 
temperature in the hot or 
cold tanks goes up or down 
depending on “load” or 
demand, the heat pumps 
run and regenerate the 
water temperature. Water 
comes into the addition 
from the wells through 
pipes to geothermal heat 
pumps in the basement, 
with no storage tanks for 
water. The water then goes 
out to the building in fan 
coil units or radiant floor 
heat.”
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Ground Control
According to Frederick, managing the systems is easy once you get 
used to thinking about heating and cooling in a slightly different 
way. “If you were using a boiler to heat a house, the temperature 
in the boiler would be maintained around 180 degrees Fahrenheit. 
With a geothermal system, that temperature is 110 Fahrenheit, and 
is a constant, even heat,” he explained. 

A Plattsburgh native, Frederick grew up in a family that was, in his 
words, “mechanically inclined”. He honed and expanded that apti-
tude at BOCES/CVES for 28 years, working as a hands-on custodial 
maintenance mechanic on in-house construction projects and repairs. 
It was there that he had his first exposure to a Building Management 
System (BMS), a computer-based control system that has the ability 
to control and monitor systems as diverse as heating and cooling, 
ventilation, lighting, power, fire, and security systems. 

That exposure was beneficial when Frederick made the transition 
to Schluter in 2009. Due to their different inception dates, each geo-
thermal system has its own reporting system: Delta Controls for the 
original building and Control Technologies, Inc. for the addition. The 
stuff of sci-fi movies, both systems will post an alert to Frederick’s 
computer if there is even a minor change in optimal geothermal 

system functioning. They continuously monitor numerous thermo-
stats, valves, drive motors, heat coils, filters, and more. The Control 
Tech screen has graphics that even a novice could read: blue for cool 
temps, red for hot. “It is a valuable diagnostic tool,” added Frederick. 
“A power glitch would send a lot of other heating systems into a tail-
spin, but here a reset is simple and immediate." Frederick can even 
make adjustments from the comfort of his home, calling up informa-
tion on the system on his home computer should an issue arise during 
evenings or the weekend. 

An advantage to the addition’s design is the placement of heat pumps 
in the ceiling, giving Frederick the ability to control the rooms as 
individual zones. “These heat pumps have reversing valves that allow 
them to heat and cool,” he explained. He can program the building 
with pre-set Room Set Points (RM) to maintain comfort levels, and 
the units will open and close upon demand. The radiant floor heat 
allows Frederick to circulate cold water through the floor in the sum-
mer, which helps in maintaining the building temperature. “If it is a 
humid day we may need to make adjustments to prevent condensa-
tion from building up on the floor,” he explained. 

GREEN AND EFFICIENT

Tom Remaley (Special Projects Manager), Marco Ludwig (CEO/President), Robert Grinnell (CFO), Tim Frederick (Facilities Manager)
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The server room housing the company’s computers has the temper-
ature set to 67 degrees Fahrenheit. Any fluctuations will result in an 
alarm. And fan speeds are tied to the carbon monoxide level in rooms. 
“If it is below zero outside and you have people holding a meeting in 
a room with their laptops, it’s going to warm up and that’s when peo-
ple will start nodding off,” said Frederick. The fans will ramp up to 
cool the room down, bringing in more fresh air.

The Energy Recovery Ventilation (ERV) component is an energy-efficient 
technology that takes outside air (cold air in winter, warm in summer) and 
runs it through a series of duct work throughout the building to warm 
or cool it using just the latent temperature of the building. Specifically, 
cold air is “tempered” as it travels throughout the building and comes 
full circle, to be exhausted outside after it has made a complete loop. 
The result is better indoor air quality and reduced energy consumption. 

The Greener Side
Special Projects Manager Tom Remaley has been with the company 
for 18 years. “The Schluter campus has grown from a 13,000 square 
foot warehouse with two employees in 1989 to 360,000 square feet of 
production, office and warehouse space spread across 80 of the com-
pany’s 120 acres,” he explained. With 40 product lines and over 6,000 
SKU’s, Remaley says Schluter is literally “bursting at the seams” so the 
extra acreage could prove useful down the line.

“We have a real person answering the phone. It starts at the front desk,” 
said Remaley of the company’s growth and success. “Our territory 

managers act as problem solvers, not sales-
people — many come from a construction 
or related background”. 

With growth comes expansion of Schluter’s 
environmental initiatives, including the cre-
ation in 2014 of the “LUBI wall” (pronounced 
“looby”), named after the manufacturer, 
LUBI Electronics. The solar panels are 
actually solar heat exchangers, transferring 
solar energy absorbed in solar collectors to 
the air used to heat the warehouse to which 
they are affixed. Additional buildings are 
Leadership in Energy and Environmental 
Design (LEED) certified. All aluminum waste 
is recycled, approximately 600,000 pounds of 
it, and cardboard is compacted to the tune of 
500,000 pounds per year. Charging stations 
for electric cars are accessible on the property. 
Green initiatives are also in place at Schluter’s 
other North American locations including 
Reno, NV and Montreal, QC.

State of Schluter
During the economic downturn of 2008, 
when many of its competitors were institut-
ing layoffs, Schluter continued to grow, only 
at a slower rate. Since then, the company 
has experienced double-digit compounded 
annual growth rates in the North American 
market, hiring over one hundred new 
employees, 60 of those in Plattsburgh. 
“Everybody is working very hard,” said 
Schluter CEO and President Marco Ludwig, 
who has been with the family-owned com-
pany in Plattsburgh for the past two years. 
“We maintain a close relationship with our 
North American suppliers and our custom-
ers appreciate that.” 

Innovation keeps Schluter ahead of the com-
petition. In the past year, the development 
of its revolutionary Ditra Heat-E prod-
ucts, that combine in-f loor heating with 
the uncoupling membranes for tiles, has 
just completed its first full year of strong 
sales. Schluter’s competitors are now play-
ing catch-up with this technology. “We do 
almost everything in-house: production, 
sales, marketing, animation, video produc-
tion, and R&D,” said Ludwig. “We are not 
just a distributor, we are an innovator.”  

Schluter Systems
194 Pleasant Ridge Road
Plattsburgh, NY 12901
518 562-2410
www.schluter .com

“ The Schluter 
campus has 
grown from a 
13,000 square 
foot warehouse 
with two 
employees 
in 1989 to 
360,000 
square feet of 
production, 
office and 
warehouse 
space spread 
across 80 of 
the company’s 
120 acres."
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CHAMBER 
WISE

If you go out and start asking this question, you'll get a range of 
answers. Some will think it's somehow tied to government. Others 
that it's a community service organization. Certainly, many will be 

thinking their local chamber is a "chapter" of the U.S. Chamber. All of 
these answers are incorrect.

It is pretty safe to describe "chambers" as organizations that unite the 
business community around shared needs and goals. Beyond this broad 
definition, it is just as safe to say that when you've seen one chamber, 
you've seen one chamber.

The first "chambre de commerce" was founded in Marseilles, 
France in 1599. Through the centuries, the term has fallen into 
general use meaning that no one controls it. Anyone can use the 
term "chamber of commerce" and define it as they wish, with 
no approval or charter required. Each of the thousands of orga-
nizations in North America calling themselves a chamber are 
fully independent, stand-alone entities, and not a chapter of the 
U.S., state or any other chamber.

SO WHAT 
EXACTLY  
IS A 
CHAMBER OF 
COMMERCE?
By Garry Douglas
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In general, chambers fall into some clear tiers related to their size 
and the nature of their services and activities, ranging from small 
community chambers to, in many areas, city or county chambers, 
to regional or metro chambers. What they do is, of course, in part a 
function of their capacity, but is also very much defined by the nature 
of their economy and the characteristics of their business community.

As the "collective" of private business, the work of most chambers 
does in fact serve the interests of its community but the motivating 
aim is to support the success of business and to endeavor to foster 
economic growth. This defining difference must in the end govern 
how a chamber devotes its resources and energies.

And as a business alliance, chambers are not charities or 501(c)3 tax 
exempt entities. They are specifically defined by the IRS as 501(c)6 
entities, exempting some revenues such as dues, but not others. 
Chambers pay federal and state income taxes on business revenue, 
and are not exempt from property or sales taxes.

To try to create a bit of order out of the chaos, 
the U.S. Chamber of Commerce has long had 
an Accreditation Program which chambers 
can voluntarily subject themselves to, earning 
the status of an Accredited Chamber at a level 
of one to four stars based on its operations, 
services and impact, with re-accreditation 
required every five years. The North Country 
Chamber is accredited at the highest level of 
four stars, placing us among an exclusive cat-
egory of less than 1% of American chambers.

To achieve this status, a chamber must dem-
onstrate professional operations, finances and 
staffing, and show meaningful work in a full 
range of areas including government affairs, 
economic development, small business sup-
port and more. We have been through this 
accreditation process three times and will go 
through it again next year.

France in 1599. 
Through the 
centuries, the 
term has fallen 
into general use 
meaning that 
no one controls 
it. Anyone can 
use the term 
"chamber of 
commerce" and 
define it
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106 Boynton Avenue, Plattsburgh, NY
(518) 561-5050 ¥ lakechamplainpools.com

LAKE CHAMPLAIN POOLS, SPAS & STOVES

Annual spa sale....
               Every spa on sale (May 2nd - May 8th)

FEATURING THE RELAY!
MSRP: $7299

BLOWOUT PRICE: $5599
6-Person Spa with Lounge

This model on sale the entire 
month of May!

Over 30 spas in stock

Bring your bathing suit, 
try before you buy!

ONWARD and  
   UPWARD!

Our finances total about $1.5 million annually 
for the Chamber and its subsidiary operations, 
and come from a variety of sources including 
membership investments, events, health insur-
ance sales, and the administration of a number 
of programs in support of business and our 
economy including tourism marketing and 
development, workplace safety training, air-
port marketing, and workforce development. 
And through our unique Partnership Network 
with all of the staffed community chambers in 
Clinton, Essex, Franklin, Hamilton and north-
ern Warren Counties as well as Akwesasne, 
we have more than 4,000 members.

So if you ever hear the question asked in the 
future, you'll at least know what the North 
Country Chamber of Commerce is. And 
you'll hopefully agree that we appropriately 
define ourselves to be as effective a champion 
as we can be on behalf of the North Country 
business community and economy.

Garry Douglas is the president of the  
North Country Chamber of Commerce
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Strictly Business
12 Nepco Way
Plattsburgh, NY 12903

CHANGE SERVICE REQUESTED
NEPCOMAIL

You have a business plan, let us work on your
financial plan. Call or visit your local branch today.

gfnational.com • (518) 796-1817

Think  
Big.
With our Small   
Business Solutions

As your business grows, 
 we’ll adapt to meet your 
shifting needs. 

Ask us about:
• Checking & Savings

• Online Cash Management

• Fraud Prevention Tools

• Loans

• Retirement Services

• Business Insurance  
 and More!


