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Interesting facts*: Financial markets in the United States are the largest and most liquid in the 
world. In 2014, finance and insurance represented 7 percent (or $1.223 trillion) of U.S. gross 
domestic product. 

Financial services and products help facilitate and finance the export of U.S. manufactured goods 
and agricultural products. In 2014, the United States exported $104.7 billion in financial services 
and had a $35 billion surplus in financial services and insurance trade. The financial services and 
insurance sectors employed 6.08 million people in 2015.

In our grandfather’s economy, manufacturing led the way, but that has changed. In the North 
Country we’ve retained many of our manufacturing jobs and even added to the count, but overall 
the service sector is now king. In today’s economy 79 percent of jobs are now classified as service 
while just under 20 percent are manufacturing and 1 percent are agriculture.

In this issue of Strictly Business we take a look at financial sector services in the North Country.

We begin with Community Bank and its investment services division on Route 3 just west of Plattsburgh. Community’s 150 years 
of banking and now investment services to clients in New York and Pennsylvania position the company well as times change 
and customers’ needs expand.

 If you think bigger is better, you may rethink that notion after you read our article about CPAs Mike Boulrice and Steve Wood. 
These two men were friends first and are now partners in a small, but dynamic accounting firm that meets customer needs and 
still finds a way to balance family needs.

 Champlain National Bank is another financial entity that believes in the stay small concept. In this issue of Strictly Business 
you will meet Steve Cacchio, the bank’s new CEO. Chairman Peter Paine has a history of identifying talent and handing them 
the reins. Steve has been with the bank for about a year and has found his niche. We welcome him to the North Country busi-
ness community.

If you’ve traveled outside the U.S. in recent years you’ve likely experienced the frustration of trying to exchange currency. Who 
knew the solution was not at your local bank, but at the Currency Exchange operated for more than 50 years by generations of 
the Dergham family? Read their story in this issue.

 While financial planners Heidi Clute and Christina Ubl work with individuals, couples and small business they have developed 
a specialized service for women in transition dealing with investments, insurance, personal retirement, college funding, acqui-
sition and sale of real estate, business formation, business transfer, managing through illness, death, divorce. Don’t miss their 
unique perspective.

 And then there’s our Insight article featuring Hannah Hannford, an amazing woman who started at CVPH Medical Center and 
then moved on to the foundation at Adirondack Medical Center in Saranac Lake. Hannah’s caring and concern for the families 
in our area is legendary. We’re fortunate to have her as our advocate.

Also in this issue, attorney Jacqueline Kelleher writes about the Americans with Disabilities Interactive Process, Bonnie Black 
advises how to jump start your holiday saving and Garry Douglas wraps up this issue with news about the North Country’s 
Regional Economic Development Council’s Priority Projects application. 

A strong financial services sector is critical to the success of our economy. Whether it is through basic banking so employees can 
be paid and companies can collect their money, or it is support of international trade or the advice that helps individuals make 
good decisions and plan for the future, financial services is an enabler of growth and well-being and that’s good for business.

 

 

*U.S. Department of Commerce 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 kristin.cleveland@thenorth-
eastgroup.com.

Publisher’s View

Herbert O. Carpenter, Publisher
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Andy Lomanto, Hannah Provost, Stephen McFadden, Justin Hooper, Tim Forman
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C O M M U N I T Y  B A N K  W E A LT H  M A N AG E M E N T

BANK HAPPY
By Meg LeFevre
Photo by Ty Kretser

I think it’s fair to say that those who successfully manage wealth 
for a living also do a decent job of managing their own happiness. 
At least that’s my take after recently spending time with the folks 

at Community Bank and Community Bank Wealth Management in 
Plattsburgh. 

Steve McFadden just celebrated his first year with the Wealth Management 
office at 524 Route 3 in Plattsburgh. He made the leap after 15 years as a 
one-man show financial consultant and he couldn’t say enough positive 
things about his transition to the wealth management group. He said of 
the local team and Community Bank’s corporate leadership, “They just 
bent over backwards to make sure I had whatever I needed. And it had 
warmth and welcome to it, and ‘glad-to-have-you-here’ to it.” 

There was astonishment in his voice as he contrasted the typical cor-
porate dog-eat-dog world of financial consulting to his experience at 
Community Bank Wealth Management, where every new employee 
he meets is nicer and more accommodating than the last. “I’m wait-
ing for the jerk to come around the corner. I just cannot believe I 
haven’t bumped into one yet,” he exclaimed. I asked if he was the 
jerk and he replied, “Geez, I hope not?!”

As regional sales coordinator, McFadden heads up a team of highly 
effective financial consultants and wealth-management client associates 
from Fort Covington to Plattsburgh, including the entire Adirondack 
region all the way south past Ticonderoga. Financial Consultant Tim 
Forman efficiently covers most of the remote branches distant from 
the City of Plattsburgh. 

If you’re having a bad day, just stop in the office. Even if they don’t 
take care of your money, Financial Consultant Andy Lomanto and 
Client Associate Hannah Provost will be happy to see you. It will be 
10 a.m., Lomanto will be on his third cup of coffee and he will offer 
you a piece of homemade pumpkin bread. Perfectly put together, 
Provost will greet you at the door like an old friend, hug you, and 
ask with genuine concern how you are. 

This type of treatment isn’t isolated to the wealth management office. 
Friendliness is a pervasive quality across the board at Community 
Bank. At the brand new main branch down the road, referred to as 
the “Taj Mahal” by McFadden, James Snook manages a tight ship 

with a wide grin. I recently witnessed a frail, elderly woman ques-
tion, “Am I at the right place?” as Snook held the door open for 
her. “Yes, ma’am,” he said. “Welcome to the bank!” I had visions of 
Daddy Warbucks as he gladly ushered half a dozen other custom-
ers through the doors. 

With more than 700 banking customers going through those doors 
daily, it’s not surprising that Snook’s branch is the number one 
branch in the company. “It’s about the customers. It makes us happy 
to make them happy. Without those people walking through our 
doors, we wouldn’t be here,” acknowledged Snook. Describing the 
beautiful new lobby like a nice hotel, he recalled a prescient moment 
a few years prior when the bank acquired a number of branches in a 
Citizens Bank divestiture. The chief banking officer picked Snook 
out of the crowd and prophesied that he would one day be looking 
out on a turret over the Town of Plattsburgh. Noting the coinci-
dental spires atop the new building, and, like McFadden, praising 
the Community Bank corporate leadership, Snook noted, “They 
meant what they said and they did it.” 

Regional Retail Banking Manager Kent Backus oversees the retail 
side of things in the same footprint as McFadden’s territory, includ-
ing three Plattsburgh branches. His office is on the “west wing” of 
Snook’s branch, where Community Bank’s Agricultural Lender 
Patty Duffy and Commercial Lender Paul Connelly also sit. With 
Financial Consultant Justin Hooper and Retail Service Officer Nancy 
McDowell all under the same roof, Community Bank’s 468 Route 3 
location is literally a one-stop shop.

McFadden recognizes Backus as a whale in the retail banking world 
and that Community Bank’s bread and butter is loans and depos-
its, not wealth management. But, he noted, “It’s my understanding 
that Wealth Management will grow exponentially in as good as the 
Wealth Management Team is at providing more and more value to 
the retail branches, commercial lenders, and our customers within 
the bank and throughout our communities. My practice has always 
been to make it easy for people to talk to me by conducting myself in 
a manner that reflects confidence, trust, and respect. This model is 
consistent throughout the entire organization.” 
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The Community Bank Wealth Management office will soon go through exterior renova-
tions with spires and all to match Snook’s main branch down the road. It’s a deliberate plan 
and yet another investment Community Bank has made in Plattsburgh to keep pace with 
the significant growth the company has seen here over the last decade.

President and CEO Mark Tryniski said, “Plattsburgh is a marketplace that we like a lot. It’s 
been one of our most significant growth markets over the last eight years, not just in banking 
but also in wealth management. We’ve consistently invested in it and I suspect we’ll continue 
to do that into the future.” Eight years ago Community Bank had zero wealth management 
professionals in Plattsburgh. Today there is a stand-alone wealth management center with 
eight professionals. 

Community Bank’s footprint across upstate New York has been making tracks in the rural 
marketplace since 1886. This year marks 150 years for the company, which originally got its 
start as St. Lawrence National Bank. Small local branches shine at tending to the needs of 
rural clients throughout New York and Pennsylvania, but Tryniski now sees Plattsburgh as 
a growing center of economic vitality that his company is well equipped to serve, especially 
with committed, experienced professionals like McFadden, Backus, and Snook on board. 

Attract good employees and keep them happy.
If you’re a business owner, you have a lot of challenges. 
WoodmenLife can help.
Woodmen@Work offers a simple way to make 
insurance and annuities available to your employees at 
little or no cost to your business. This access allows 
employees to plan for their own futures, freeing you 
to focus on the day-to-day aspects of actually running 
your business. 
Contact your WoodmenLife Representative today for 
more information.
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Representative
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Representative

Lisa Laporte
Representative
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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.

TDC owns and operates three industrial parks and is 
committed to developing partnerships with companies that can 

benefit from the many strategic advantages to expanding or 
relocating in the Greater Plattsburgh area in Clinton County, NY.
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By Karen Bouvier
Photo by Ty Kretser

F E AT U R E

TRUSTWORTHY AND    ACCURATE 
FINANCIAL  
GUIDANCE 
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N  early three years into their thriving 
partnership, CPAs Michael 
Boulrice and Stephen Wood 

adeptly advise, represent, prepare taxes for, 
audit, and analyze financial information 
for an impressive array of individuals, 
corporations, state and government entities, 
and not-for-profit clients. As accounting 
professionals, their clients rely on them 
and their extensive knowledge of tax law, 
government regulations and bookkeeping 
to ensure effective compliance with the 
complicated and ever-changing tax laws. 

A Certified Public Accountant (CPA):

•  Prepares tax returns, making sure they are 
filed accurately and on time.

•  Does independent audits of government 
agencies, such as public schools and munici-
palities, to make sure their financial activities 
and documentation comply with state and 
federal laws, and there are no errors, misin-
formation, fraud, or overspending.

•  Prepares reviewed or compiled financial 
statements, based on the needs of the client.

•  Analyzes clients’ financial information, and 
gives ethical advice.

•  Keeps current with continuous changes in 
tax laws.

•  Represents clients before the Internal Revenue 
Service.

•  Assists with tax planning.

B O U L R I C E  &  WO O D

TRUSTWORTHY AND    ACCURATE 
FINANCIAL  
GUIDANCE 
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Canada’s #1 Rust Prevention Company is Now in the U.S.

• Lifts Moisture off of Metal and out of Seams
• Repels Moisture
• Protects Hinge Assemblies
• Protects Brake Lines
• Protects Vehicle’s Structural Integrity
• Protects Fuel Lines
• Protects shock and Strut Towers
• Electrical Dielectric Strength

• Reduces Maintenance Cost
• Non Toxic
• No Solvents (Green Product)
• Environmentally Friendly
• Saves Money
• Safer Vehicle
• Better Looking Vehicle
• Higher Resale Value

What Krown Does for Your Vehicle

HOURS: MON-FRI 8-5 • SAT 8-12

Plattsburgh  . Keeseville   . Saranac Lake  . Ticonderoga . Rouses Point

1-800-562-0228
www.agencyins.net 24/7

CELEBRATING 90 YEARS!

In person, on the phone 
and now online 24/7!

Most importantly, CPAs listen carefully to 
their clients to determine their financial 
needs, and assist them in keeping and com-
pleting the proper documentation to ensure 
their taxes get filed accurately and on time. 
In addition, CPAs work as independent audi-
tors for corporations, not-for-profit groups, 
and government agencies.

A Serendipitous Meeting
Although Michael Boulrice and Stephen 
Wood both grew up in the North Country 
and earned Accounting degrees from SUNY 
Plattsburgh, they did not meet until they 
“ran across each other” at the certification 
classes all CPAs attend. (Each year they must 
complete a minimum of 40 professional 
development hours to maintain their certi-
fication.) “I was already in business and my 
partner, Jack Conroy, was retiring. I needed 
someone of a similar age to grow the busi-
ness with,” said Boulrice. 

“We were at the same place in life, and Mike 
had good experience,” Wood confirmed. 
“It took me a while to settle in…I had more 
responsibility here than at my previous job and 
I spent the first year just learning the ropes. 
But it was a good move. I like having an own-
ership stake.”

Listening is Key
By working with clients on a case-by-case 
basis to help them structure their tax plan-
ning, Boulrice and Wood take the time to 
carefully analyze each client’s financial sit-
uation before they offer advice.  “We pay 
attention to the personal relationship with 
the client. Sometimes this is more important 
than the detail of tax law. You can’t be afraid 
to say ‘I’ll get back to you,’” said Boulrice. 
Added Wood: “We meet with clients peri-
odically. They like the personal connection. 
Our clients seem to appreciate our skill set 
and demeanor as well as our level of caring. 
We really listen.”

While each partner handles his own list of 
clients, Boulrice and Wood frequently use 
each other as a sounding board. “A sec-
ond opinion is always very helpful,” said 
Boulrice.

To assist in this work, they employ three full-
time staff: two accountants (recent graduates 
of SUNY Plattsburgh) and a paraprofessional. 

By working with clients on a case-by-case basis to help them 
structure their tax planning, Boulrice and Wood take the time 
to carefully analyze each client’s financial situation before 
they offer advice.
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They credit Wood’s mentor, Dr. Mohamed Gaber, chair of the Accounting Department at 
SUNY Plattsburgh, with helping them recruit qualified individuals who share their vision 
and work ethic. “He sends us good candidates,” confirmed Wood.

Asked about future growth, Boulrice said, “Growth is hard. It’s a gradual process. It takes 
good people. A good team.”

Keeping Current
Constant changes in tax law and enhancements in communications technology mean Boulrice 
and Wood are always learning. “There’s something new every year. For example, the Affordable 
Care Act brought significant changes over the last three years,” said Boulrice. Due to their loca-
tion near the international border, Boulrice and Wood have Canadian clients who need to file 
U.S. tax returns, and American clients living in Canada who must do the same. The internet 
helps communication across the border, as well as within the local area, go swiftly and seam-
lessly. In addition, all taxes are filed online.

The Auditing Process
Due to government regulations that require independent audits, Boulrice and Wood leave 
the office when school lets out in June, and spend six weeks going from school to school 
(and other government agencies) to examine their financial records to make sure they 
comply with government regulations and taxation. “We have two teams. Each of us takes 
a staff member with us,” said Boulrice. “We work right at each school and return to the 
office in September.”

They are also there to represent a client who is chosen at random for auditing by the Internal 
Revenue Service. “We’ll host the IRS agent for the client,” said Wood. “He or she works in 
our office instead of at the client’s home or business. The audit process is not bad if you have 
good records.”

Balancing Work and Family
One of the reasons the partnership between Boulrice and Wood works is their shared com-
mitment to their young families, and their dedication to life in the North Country. “This 
is a great place to raise kids,” said Wood. “It is small, but not completely rural. Montreal 
and the Adirondack Park are both within an hour.” Added Boulrice, “I moved to Syracuse 
for seven years where my wife had a job. We came back to be near family and it was good 
to come back.”

While there may be some overtime during tax season, the partners strive keep it in balance 
with their family obligations. For the most part, work is kept even and steady with flexibility 
for themselves and their employees. “We try to be flexible with our employees and ourselves 
with demands for time. We make it work,” said Wood.

Outlook for the Future
According to the U.S. Department of Labor Statistics, the job market for Certified Public 
Accountants (CPAs) is projected to grow 11 percent from 2014 to 2024—faster than aver-
age for all occupations. Like any industry, employment growth is tied to the health of the 
overall economy. And, with the economy of the North Country developing momentum, 
this means the outlook for CPAs, and Boulrice and Wood, is promising. 

Boulrice & Wood CPAs PC
4549 U.S. 9 
Plattsburgh, NY 12901
(518) 561-3790
www.boulriceandwoodcpa.com
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STEVEN CACCHIO, PRESIDENT AND CEO OF CHAMPLAIN NATIONAL BANK

By Kristin Cleveland
Photo by Ty Kretser
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C H A M P L A I N  N AT I O N A L  B A N K

When you survey the banking landscape in and around Plattsburgh, it’s a com-
petitive place, given its size and the population base it serves. Steven Cacchio, 
who came to the North Country just over a year ago to become president and 

CEO of 107-year-old Champlain National Bank, knows a little bit about competition and 
pace in the banking industry. He spent the majority of his career in the Syracuse market, 
starting as a bank regulator with the Syracuse office of the Comptroller of the Currency, 
which regulates and supervises national banks.

Cacchio graduated from the University of Hartford and then spent a few years with JP 
Morgan in New York City.  Later he earned a M.S. in accounting from Syracuse University.  
After graduating, he spent six years as a bank examiner.

That work in banking regulation, he said, “helped me tremendously in my career. It’s a great 
learning experience. As regulator, you spend time in some of the smallest institutions, right 
up to the largest, so you’re able to get a first-hand look at all the different aspects of bank-
ing, whether it’s credit, or asset-liability management, or overall management.”

Although he enjoyed the experience, Cacchio eventually moved “back” into banking, 
in part because of the travel that was involved at a time when he had two young sons. 
“I was going all over Western, Central and Northern New York depending on what the 
needs were.”

“I also really enjoyed the banking side,” he said. “I liked talking with bankers, seeing 
what was going on, and what their issues were.” Cacchio pointed out that while regula-
tion is an important aspect of banking, it involves reviewing, versus actually developing 
or doing. “I liked the idea of driving business and customer interaction.”

After leaving the Comptroller of the Currency, he spent over 13 years at Alliance Bank 
in Syracuse, ultimately becoming Senior Vice President of all Retail Operations, until 
2013, when Alliance was acquired by a larger regional bank. Although he stayed on for 
several months into the transition, Cacchio said it really got him looking at opportu-
nities, and at what he would like to do. He became COO of the $800 million Savings 
Bank of Danbury, Connecticut, but when the opportunity to join Champlain National 
Bank came up two years later, Cacchio says he looked at the bank, met with the board, 
and it just felt right.  “It really made sense for me to make this move. It’s a great orga-
nization, and I was fortunate to be selected for this role.”

Cacchio said it’s fair to say he is attracted to smaller organizations rather than larger 
regional banks, and in a competitive industry, smaller size can give an edge. One ben-
efit is that Champlain National Bank doesn’t have to worry about quarterly investor 
calls. “When you’re part of an organization that’s publicly traded, it’s all about your 
stock price,” said Cacchio. “We [at Champlain National Bank] don’t have that shorter 
term vision; we can have a long-term strategy.”

The real advantage, he pointed out, comes from the bank’s place in the community. “I 
think what sets us apart, is that this—the North Country, Plattsburgh, the Adirondacks, 
the communities our branches are in—is really our only focus, versus the competition, for 
whom this is just a very small piece of their entire network. We’re here, we can be much 
more flexible, understand [our customers’] needs, and respond better. That’s really how 
we compete, and I think, successfully.”

BANKING ON HISTORY
Champlain National Bank’s history is 
very intertwined with industry in the 
North Country and getting businesses 
off the ground, and it informs how the 
bank operates today.

Banking was initially a secondary busi-
ness for founder A.G. Paine. In 1885, he 
purchased a paper mill in Willsboro, but 
in 1923, when he realized that the work-
ers who ran the mill needed a commu-
nity bank, he established one for them. 
That first bank was there to support the 
mill and the people who worked there. 

Willsboro produced a tremendous 
amount of paper in the 1920s and 1930s, 
drawing many to the Willsboro/Essex 
area. Eventually, the paper mill closed 
down, but the bank remained. Today, 
the original bank building has become 
the Willsboro Heritage Center Museum. 
The vault area in the building still exists, 
and visitors can see old Bank documents 
there, as well as at Champlain National 
Bank’s Willsboro and Westport branch-
es, where old banking memorabilia and 
equipment are on display. 

Among the documents Champlain 
National Bank retains are letters A.G. 
Paine wrote during the Great Depression 
and World Wars I and II. During those 
years, Paine made some decisions that 
were not necessarily profitable to him 
personally, but which kept the bank and 
the town afloat during difficult times. He 
invested his own money so that towns-
people wouldn’t lose their capital and so 
that the bank could remain open. In his 
letters, Paine outlined how the invest-
ment wouldn’t profit him, but that he 
felt it was the right thing to do, because 
it kept that town going despite hard 
economic times. 

“There’s a tremendous amount of history 
with the bank,” said Cacchio. “That still 
is a driving force for all we do.  We re-
main very focused on remaining a strong 
independent bank and being able to 
really support this community and that’s 
what we do day in and day out.”
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For example, a visit to the bank’s website lets 
customers know that Champlain National Bank 
doesn’t believe in call centers. The bank wants 
its customers to call the closest branch, where 
the same person the customer sees when they 
walk into the branch is going to be the one who 
takes their phone calls. In contrast to someone 
at a call center who would be looking up a cus-
tomer profile on a computer for the first time, 
bankers at the local branches know their cus-
tomers and their accounts, which puts them 
in a better position to help. “They know who 
they’re talking to, and what their needs are,” 
said Cacchio, “versus going to a centralized 
call center that could be located anywhere.”

“Our commercial lenders are here,” said 
Cacchio, indicating the offices behind 
the teller line at the Champlain National 
Bank branch on the corner of Cornelia and 
Margaret Streets in downtown Plattsburgh. 
Similarly, the people who make decisions 
about the bank’s mortgages are located at 
the branch on Route 3. “The people doing 
the underwriting of our credits are here,” 
he said. “A lot of the time when you go to a 
larger bank, someone will take your appli-
cation, but then it’s reviewed and a decision 



OCTOBER 2016     STRICTLY BUSINESS  |  17

HOURS: MON-FRI 7:00A-5:30P
 SAT 8:00A-4:00P

WARREN TIRE
SERVICE CENTER

13 Broad Street
Plattsburgh, NY

888-867-6890 or 518-563-6400

A GOOD DEAL ON A GREAT TIRE®

YES WE DO!

SHOCKS • NEW YORK STATE INSPECTIONS 
STRUTS • ALIGNMENTS • COMPLETE AUTO CARE 

LUBE, OIL, FILTER • AIR CONDITIONING 
EXHAUST TUNE UPS BRAKES

 TUBES • ALL TIRES

SERVICE • EXPERIENCE
QUALITY & HONESTY

“I challenge you 
to find a better value!”

Route 3 • Plattsburgh & Water Street • Elizabethtown

www.wilsonappliances.com

is made about it someplace else, where the person isn’t as familiar with the market. It helps 
being so focused on one area—we can be a little more flexible, more creative.”

“Our ownership structure and board—it makes a difference,” added Cacchio. “Our board 
is…all local business people who are committed to and concerned about [the community]. 
And that’s why they’re so very supportive of this organization. It helps us be who we are. I 
think that’s an important distinction in comparison to a bigger organization.”

For Champlain National Bank, the answer to “who we are” is a strong, independent commu-
nity bank. “The way I define community banking is helping and supporting the individuals and 
organizations in the communities we interact with,” said Cacchio. “I think people underestimate 
what, overall, the American banking system does, but also what community banks do for the 
communities in which they serve. They really do promote economic growth and help people—
sometimes it’s buying their first home, or the car they need to get back and forth from work.” 

Cacchio pointed out that the bank also helps organizations grow.  “At last year’s North 
Country Chamber of Commerce’s Annual Dinner, we even had a company thank us and 
our Senior Lender Lisa Roberts for what [we] did to help them get started,” Cacchio said.  
“That makes us all feel very good.”

Promoting local economic growth also plays a significant role in directing where the bank’s 
charitable dollars go. Because Champlain National Bank is based here, all of its contri-
bution dollars stay here. This year the bank made contributions to organizations like the 
Chamber’s Plattsburgh International Airport Take Off Fund, to help position the airport to 
attract bigger carriers, and to two area hospitals—huge economic drivers for the region—
that are undergoing expansion. 

When Cacchio started last August, he was given a charge by Chairman of the Board Peter Paine 
Jr. to keep Champlain National a strong, independent bank. “They are (Paine and other mem-
bers of the board) committed to this organization being here in the North Country another 
107 years, and to really making a difference,” said Cacchio. “We have a long-term strategy.”

Part of that strategy for his first year was to bring to Champlain National Bank some of 
the ideas and technology that Cacchio knew worked well in banks like the Savings Bank of 
Danbury and Alliance. “Even though we are a smaller community bank, a lot of the services 
we offer allow us to compete with larger banks, such as mobile banking and mobile check 
deposit,” said Cacchio. “We’re a partner with the Allpoint ATM network, which allows our 
customers access to 55,000 ATMs to get cash.” The Allpoint network makes Champlain 
National’s ATM network twice that of the nation’s largest bank. And with the number of 
ATMs the network has in Canada, the bank’s customers have surcharge-free access to their 
money while they’re travelling north of the border. “It’s really been well-received by our cus-
tomers because they’re not limited as to where they can get their cash,” said Cacchio. “You can 
bank anywhere. Or you can travel, relocate, and still maintain your bank accounts with us.” 

Looking ahead, Cacchio said, “The bank is very strong when you look at all metrics, whether 
it’s capital, liquidity, asset quality. It’s been around 107 years. Do we have to change just to 
keep changing with the times, the industry? Absolutely. Are we always looking at what’s 
next, and what we need to do, and where there are opportunities? Yes. Are there certain 
markets that could be an opportunity for us? I think the answer to that is yes, whether it’s 
technology or the way we deliver our products and services, our branch network, our people.”

For Cacchio it comes back to one thing. “It’s creating that environment in which the indi-
viduals and organizations in those communities can thrive. That really is at the heart of 
community banking.” 

Champlain National Bank
3900 NYS Route 22
Willsboro, NY 12996
518-963-4201 
www.champlainbank.com
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By Michelle St. Onge 
Photo by Eileen Mowrey, Adirondack Health

INSIGHT

HANNAH  
  HANFORD
Title: Executive Director of the Adirondack Health 
Foundation and Community Relations

Hometown: Keeseville, New York

Education: B.S. in Hotel Administration from  
Cornell University

Community Involvement: Longtime Rotarian with 
membership spanning four different Rotary Clubs, 
most recently Saranac Lake Rotary Club; Saranac 
Lake Women’s Investment Club; Adirondack 
Planned Giving Society

Family: Two grown children—McIntosh Forrence,  
who is a winemaker in Lyle, Washington and 
Jonathan Forrence, who is an art major at SUNY 
Plattsburg—and a very large dog named Cooper.

As any nonprofit agency can attest, it can be a challenge to 
find volunteers who are willing to participate in fundrais-
ing for a cause. Many people would rather visit their dentist 

than approach someone for support for a charitable cause. Hannah 
Hanford is one of those rare gems who is passionate about charitable 
giving, and as her reflections will attest, her passion is infectious to 
those around her at Adirondack Health in Saranac Lake.

Hanford has lived in the Adirondacks most of her life. She now resides 
in one of the original “cure cottages” that were used in the treatment of 
tuberculosis patients at the historic Trudeau Sanatorium in Saranac 
Lake. Originally targeting a career in hotel management, Hanford 
credits much of her career success to allowing her life path to take its 
course and being open to new opportunities. “When I started my col-
lege career I never would have guessed that all these years later I’d be 
working in health care,” she explained. “Here I am, and I can’t imag-
ine a more rewarding career than the one I’ve had.”

Hanford shared some of her insights and passion for her work during 
a recent conversation with Strictly Business:

SB: What are you most proud of professionally?

HH: I have been in health care since 1980 and philanthropy since 
1996. In all aspects of health care, but especially in fundraising, 
personal relationships make all the difference. Those are developed 
through time and trust. What makes me proud is that the people I’ve 
met along the way have become friends and colleagues. Those who 
have been board members, and even more importantly, those who are 
donors to the causes that I have worked for, are truly respected friends.

SB: What does it take to run a successful fundraising campaign?

HH: Success in my particular field does not belong to an individual. 
It is through the hard work of so many that you realize a success-
ful fundraising campaign or foundation. It isn’t due to the head of 
the organization as much as it is the leadership of the board and 
the willingness of the committee members to work on behalf of the 
organization. Oftentimes, the successful fundraiser is the one who 
is able to step back and give those people the support they need to 
do that job. Cheer them on, encourage them, and sometimes gen-
tly remind them of deadlines. I think the magic of philanthropy is 
orchestrating engaged volunteers who speak to loyal donors to help 
make a transformational gift to your organization.
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SB: Who was your most influential mentor?

HH: Kevin Carroll, who was president and CEO of CVPH. Twice 
in my career he offered me the opportunity to develop a program 
from scratch. The first one was an in-house physician recruiting pro-
gram. I didn’t know much about that at all, and he offered me the 
opportunity to learn, expand my horizons and try something new. 
We developed a program that was successful in bringing really tal-
ented and caring physicians to our community.

After that I took some time off to be with my boys. About the time 
that I was getting a little antsy, Kevin called me out of the blue to 
talk about the newly formed hospital foundation and its leadership 
role. He asked me to become the executive director of the founda-
tion. Again, I was able to develop a program from scratch and learn 
along the way. I found both opportunities to be incredibly reward-
ing. Looking back, I can see that I was able to take a germ of an idea, 
nurture it and help it to become a full-fledged program. Both of those 
programs continue today. 

SB: What advice would you give to someone starting their 
business career?

HH: It is important to be open to the opportunities that present 
themselves along your career path. Rarely does a career go from 
Point A to Point B in a straight linear progression. After college, if 
I had believed that the only thing I could do was be a general man-
ager of a hotel, I am not sure how happy I would be today. But I was 
open to other opportunities, so I was able to see that I could learn 
to do something different. 

SB: What strategies do you recommend for people who are 
taking on a role or going into a new industry?

HH: Some things that can be helpful are to call colleagues and find 
out what works for them. Get involved in professional organiza-
tions and get some training. Make some friends who you can call 
on when you need to bounce an idea or problem off someone who 
works in the same field. Communicate honestly, openly and fre-
quently with your boss to get feedback, tweaking and direction. And 
finally, jump in with passion. Generally, if you do all those things 
you will be successful.

SB: What qualities do you think are needed for success?

HH: A big part of success is just believing that it can happen. Dare 
to dream big, and figure out what measured steps you need to take 
to get there. Integrity is incredibly important, as well as having a 
trusting relationship with the person who you report to and with 
those who report to you. Be impeccable to your word, and be pas-
sionate about what you do.

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

HH: In my freshman year at Cornell, I was one of only 14 women in a 
class of 140. When I interviewed for admission into the School of Hotel 

Administration, it was 1975 and the equal opportunity movement was 
just getting started. At that time, I was entering a male-dominated 
field. Seats in the freshman class were highly sought after. The per-
son who interviewed me asked me why they should give one of those 
seats to a female, who in their experience would graduate, work for 
a few years and then get married and have kids and leave the field. 
Growing up in the North Country I never really thought that being 
female was something I would have to overcome. This experience 
was my first exposure to what some women might have found to be 
difficult in a career path. It motivated me to be very involved and to 
strive to prove any nay-sayers wrong.

SB: What do you do in your free time?

HH: I unplug. I give 150 percent to every day. The work I do requires 
a lot of personal engagement. When I am on my own time I like to 
restore the reservoir by being on the water paddling or swimming, 
or being on the snow in the winter time, either snowshoeing or ski-
ing. Basically any activity that will tire out the dog.

SB: What do we need to do today to ensure a prosperous 
future in the North Country?

HH: Speaking as someone who lives in the Adirondack Park, I believe 
the work that the Common Ground Alliance is doing has been 
transformational. I strongly support their efforts to get individuals 
and communities throughout the Park to work together and build 
a strong future. While each of us has slightly different goals for our 
communities, we know that if one community is strong, that bene-
fits all of us. During the last few years amazing work has been done 
by Adirondack leaders to bring disparate parties together to find 
the things we have in common and maximize the potential to move 
those forward while honoring their differences. That has been so 
much more helpful to move our future forward than trying to com-
pete against each other. It lets us send a stronger message to those 
outside of the Adirondack Park who might visit, and it is going to 
be good for all of us in the long run.

SB: What inspires you?

HH: My career is incredibly rewarding. I represent the 800 people 
who work for this health system who do amazing, incredible things 
every day. I have met extraordinary people and have witnessed the 
magic happen. Sometimes here at the hospital I get to watch when 
that new piece of equipment or that new program actually impacts 
patient care. Being able to relate that back to the person who made 
that happen is a pretty special connection.

At the end of every day I go home feeling like I have been able to 
assist individuals who want to recognize the wonderful care they 
have received here by giving back and making the system stronger 
for the next person who needs care. I am in the fortunate position 
to see how that flywheel keeps turning and allowing us to do the 
amazing work we do. And that’s pretty special. 
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C U R R E N CY  E XC H A N G E

By Justine Parkinson
Photo by Ty Kretser

The Currency Exchange in the Champlain Center has a long history in Plattsburgh. 
Nayef Durham Dergham founded the business in the 1960s. He worked as a beer 
salesman and, being a good salesman, was in touch with his clients and their needs. 

He began to discover that his clients needed to exchange their—mostly—Canadian currency. 
Local merchants were happy to be patronized by the Canadian tourists, but their transactions 
were compounded by the issue of foreign currency. Nayef Dergham saw an opportunity, and 
with the heart of an entrepreneur and the route of a beer salesman, he was perfectly poised 
to build the foundation for the new business. That foundation has supported the exchange 
for over 50 years and acted as a cornerstone for the Dergham family businesses here in 
Plattsburgh. It’s hard to tell if Uncle Nayef knew he was leaving a legacy for the next gener-
ation from the very first transaction, but he worked tirelessly for his customers. 

Nadim Dergham operates the exchange now. When Dergham’s Uncle Nayef retired, initially 
his son (and Nadim Dergham’s cousin), Robert Durham, took over the exchange. When it 
came time for his cousin Bob to retire, Nadim Dergham stepped in to run the exchange. 
Dergham still remembers working alongside his uncle as a young man to learn the ropes. 
He learned the book of business that, at its peak, required five agents on the road and 12 
employees at the exchange. They handled banks, businesses, resorts and merchants from 
Watertown, New York to Stowe, Vermont and everything in between, including Lake George 
and Lake Placid. “Dealing with currency is like playing the market every day—constantly 
monitoring the rate of buying and selling one item. You don’t want to run out, but you’ve 
got to watch your exposure,” said Dergham. “Your inventory is money and you can’t waste 
it.” Business was great. 

But on the day that everything changed, so did the Currency Exchange. The events of 9/11 
and the after effects changed the business dramatically. Some of the changes were ephem-
eral and some permanent. The Patriot Act went into effect in October of 2001. The measures 
that were taken to prevent laundering and terrorist financing also choked the Mom and Pop 
currency exchange. The insurance required to do business at the volume that the Currency 
Exchange had grown to became prohibitive. 

EXCHANGING 
CURRENCY FOR 
GENERATIONS

THE PARETO  
PRINCIPLE: 

The law of the vital 

few, named after Italian 

economist Vilfredo 

Pareto. As applied to 

business, the principle 

posits the idea that 80 

percent of business 

comes from 20 percent 

of clients. Enabling 

and encouraging a 

refocusing on the client 

list can aid in figuring 

out where new growth 

potential might be.

Nayef Durham Dergham
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“ Dealing with currency is like playing 
the market every day—constantly 
monitoring the rate of buying and 
selling one item. You don’t want to 
run out, but you’ve got to watch your 
exposure. Your inventory is money 
and you can’t waste it.”

While not a single client had an objection to 
the service provided, the Currency Exchange 
was no longer able to adequately service their 
larger volume clients. By complying with the 
new federal measures, they lost 70 percent of 
their business. Being able to do business under 
the new circumstances required a tenacity and 
resilience that you don’t often see. Some might 
have closed their doors under such adversity, 
but not Nadim Dergham. 

In keeping with the Pareto Principle, 
Dergham needed to focus his attention on 
the other pieces of his book of business if 
the exchange was going to remain viable. 
In addition, he was going to have to diver-
sify his assets to continue to grow the family 
business. So the family business became the 
family businesses. As part of the post 9/11 
diversification efforts, Dergham opened a 
limo company and an auto repair shop. 

The Currency Exchange is still proudly the 
only location where you can go to get Canadian 
dollars without having to wait a few days for 
your bank or credit union to buy those dollars 
and get them to you. Despite that exclusivity, 
the Currency Exchange does not place a huge 
transaction fee on its customers. In fact, they 
don’t have a service charge at all. They simply 
offer the monies a few points above prime—
literally making pennies on the dollar. 

Located in Champlain Centre, they are open 
to the public, which means tourists can take 
advantage of their services. In the past 15 
years, walk-up customers have gone from 
being additional business to being, in large 
part, what the business relies upon. It’s a 
good thing their customer service has always 
been paramount regardless of revenue rep-
resented. They have gone from having five 
agents on the road to one agent. Ever the 
student, Nadim Dergham studies the mar-
kets and trends, and creates his expectations 
based on the calendar—which Canadian 
holidays are on the horizon. “It’s consumer 
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driven now, so like all the other merchants, 
we expect higher traffic around the holidays 
and so we prepare for that…and watch the 
rates,” he said with a slow deliberate smile. 

When Strictly Business asked Dergham about 
the future of the Currency Exchange he was 
refreshingly candid when he said, “I don’t 
know…it remains to be seen.” Dergham con-
tinues to keep his fingers on the pulse of the 
industry of money. 

Some continue to believe that “Cash is King” 
and there will never be a replacement for it. 
Dergham went on to share that, conversely, 
the broad and unyielding changes to the legal 
system in an effort to firm up anti-money-
laundering legislation have absolutely affected 
business.  

“ The North Country has a sense 
of community that I’ve grown to 
appreciate. People care about one 
another here; they take care of  
one another. It’s beautiful and I 
wouldn’t leave.”

That’s wholly independent of the growing 
popularity of smart phone technology and 
e-payment options. Most stores now have at 
least one register that is not only self-serve, 
but takes cards only—no cash. What’s in your 
wallet? Probably not cash. 

Nadim Dergham makes it his business to be 
entirely aware of how the market is chang-
ing. His personal belief is that we may well be 
headed towards a cashless society. What the 
Currency Exchange’s function will be in that 
case remains to be seen, but Dergham remains 
open to exploring that question. “The North 
Country has a sense of community that I’ve 
grown to appreciate. People care about one 
another here; they take care of one another. 
It’s beautiful and I wouldn’t leave.” 

International Currency Exchange 
Champlain Centre 
60 Smithfield Boulevard, Suite 71 
Plattsburgh, NY 12901 
(518) 563-5555
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C LU T E  W E A LT H  M A N AG E M E N T

By Meg LeFevre
Photo by Ty Kretser

Heidi Clute is all about diligence and long-term planning. After landing her first client on a door-
to-door sales call in 1980, she bounced around downtown office spaces in Plattsburgh (and a 
bedroom or two with a plywood desk) until finally moving from Miller Street to a new, perma-

nent location on Tom Miller Road in 1993. Clute Wealth Management (CWM) was established in 1984. 

Looking ahead, as she does, Clute recognized the potential for growth at that property, building a three-
phase goal into the plans. The second wing was added in 2003—a time when Tom Miller was still largely 
residential and farmland. As the area witnesses further commercialization along that strip, Clute keeps 
phase three prints at the ready for when the time is right for the next expansion.

Clute’s partner, Christina Ubl, joined the firm in the summer of 2000, shortly after earning a B.S. in 
Business Management and a minor in Accounting from SUNY Plattsburgh. Ubl is a Certified Financial 
Planner™ or CFP® professional with series 7, 24, 63, and 66 designations through LPL Financial. She is 
also a Certified Divorce Financial Analyst® or CDFA™. She became a partner at CWM in 2014.

Just as they advise clients to do, Clute and Ubl ride out the ebb and flow of the economy, and life, by calmly 
guiding the evolution of their business, setting and checking off goals along the way. They say they are 
in the business of connecting money with dreams; it’s an enlightened philosophy backed by decades of 
experience, all the right credentials, approximately 300 households in 24 states, and a richly appointed 
Egyptian-themed office—a civilization once hallmarked for its planned economics. 

As an independent, full-service financial planning firm and Registered Investment Advisor, Clute Wealth 
Management offers customized, strategic financial and investment planning. Although they work with 
individuals, couples and small businesses, CWM has come to be known as a specialized financial service 
provider for women in transition. Clute developed the niche a decade ago after auditing a course called 
Entrepreneurship at SUNY Plattsburgh. Clute used that course to craft a business plan that enabled the 
business to focus on women and those who are important to them. She called it a natural progression and 
an opportunity to perpetuate changes in how women plan for their futures. Clute and Ubl have authored 
several articles on the topic, further validating the successful implementation of that phase of their plan.

“Women have traditionally been underserved,” Clute said, noting pay inequality, longer lifespan, child 
rearing, and responsibility for parents later in life as factors that contribute to the earning and savings 
gap between men and women. “It’s important to maintain financial control,” said Clute. “And there are 
so many pieces to it. From investments, insurance, personal retirement, college funding, acquisition 
and sale of real estate, business formation, business transfer, managing through chronic illness, death, 
divorce, disability. It’s the gamut of things that happen in life.” 

MATCHING THE 
MONEY WITH  
THE DREAM



26  |  sbmonthly.com    OCTOBER 2016

When you partner with Adirondack Foundation, your gift doesn’t just last 
a lifetime—it lasts for generations. Whether you give to our Generous Acts 
Fund, or create your own fund, we make sure your philanthropic vision 
remains a force for good, now and forever.

 C O M M U N I T Y

 This is

YOU can join us.

WHAT DO YOU WANT YOUR LEGACY TO BE? 

w w w. a d i ro n d a c k fo u n d a t i o n . o rg           ( 5 1 8 )  5 2 3 - 9 9 0 4

In an article titled “Financial Strategies for 
Women in Transition,” Clute outlined the 
first steps women can take to make cru-
cial decisions during transitional times in 
life. Whether women are navigating busi-
ness decline or growth, marriage, divorce, 
illness/injury, grieving for a spouse, or set-
tling an estate, there are certain tools to help 
navigate the trying and emotional process.

“Transition brings emotions; whether it’s 
good emotion or bad emotion, it’s hard to 
concentrate on navigating through that 
transition,” noted Ubl. She and Clute offer 
perspective, a plan, and a course of action to 
let their clients see through the fog of emo-
tion. “And we do it in an organized fashion 
so that people can see themselves accom-
plishing A, B, and C,” said Ubl. 

“I think women come to us because we can 
empathize with so many situations that they’re 
going through. Maybe we’re not insisting that 
you have to fill out your cash flow today and 
your net worth tomorrow. Sometimes it’s just 
nice to have somebody that you can talk to 
about your fears and dreams,” Ubl continued.

If it sounds like they act as counselors as 
well as financial advisors, it’s true. “Money is 
emotional,” said Clute. CWM offers a compli-
mentary meeting for new clients with a focus on 
just getting to know each other on a personal 
level. Their full service approach to financial 
management isn’t an overnight plan; it’s an 
involved process that takes time, eventually 
leading to a flexible strategy that can change 
with life, because, said Clute, “We know there 
are curves in life.” “We have to go with the flow 
that works for each client,” added Ubl. “We’re 
not living in a bubble where we think there’s 
nothing else going on in your life.” 

Clute Wealth Management 
152 Tom Miller Rd. 
Plattsburgh, NY  
(518) 561-5707 
www.clutewealthmanagement.com

Invisible Fence of Champlain Valley
(518) 563-6560 | Champlain.InvisibleFence.com

We know that different people 
need different insurance coverage.

Let us help you determine what's right for you.

1033 Route 9
Champlain, NY 12919 
(518) 298-2000

without worrying about insurance.

Running your business 
is tough enough

We know your business is unique 
and we have the experience and 

resources to answer your questions 
and provide coverage options. To see 
why so many local businesses turn to 
us, please call us or stop by our offi ce.

6064 Rt. 22, Suite 6, 
Plattsburgh, NY 12901
(518) 562-9336

5 Chapman St., 
Rouses Point, NY 12979
(518) 297-6602

Locally owned family business 
for four generations.

R. DESO INC. NYS Approved Plant
Septic Tanks - Dry Wells

Retaining Wall Blocks
Dock Anchors

Sand, Stone & More

CHAMPLAIN, NY

298-8411

Ready-Mix Concrete

R. DESO 
INC.

Although they work with individuals, 
couples and small businesses, CWM 
has come to be known as a specialized 
financial service provider for women 
in transition. Clute developed the 
niche a decade ago. 
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F E AT U R E

With the Americans with Disabilities Act (ADA) turning 
26 this year, any business that has 15 or more employees 
should be well acquainted with its requirements to “rea-

sonably accommodate employees with disabilities in order to enable 
them to perform their essential job functions.” Many managers still 
struggle with what is required. In fact, that well-worn phrase leaves 
out a key tool in the employer’s arsenal in managing the require-
ments of the ADA: the interactive process. 

The interactive process intimidates many employers because it seems 
so open-ended. Importantly, it is a tool to allow good employees who 
face permanent or temporary functional limitations to perform their 
jobs and produce the results the employer needs.  In addition, it is 
a tool for employers to regain control over employees with perfor-
mance problems. Either way, embracing the interactive process helps 
your organization. 

Many organizations have experienced frustration and a feeling of 
erosion of control when an employee misses work, or keeps unpre-
dictable hours, claiming that doctors’ appointments are impacting 
their ability to come to work. Employers who do not understand the 
interactive process may allow this situation to persist or progress to 
the point where they feel like they are at the end of their rope, and 
cannot do anything about it because the person “might be disabled.”

In many cases, this could not be further from the truth. The boogey-
man of doctors’ appointments (or stress or any other ailment) may 
put the employee into a protected category, but that is only step one of 
the interactive process. Many do not even recognize that step one has 
already occurred, requiring action. If an employer believes, or has rea-
son to believe, that an individual may have a disability and may need 
reasonable accommodations to allow the employee to perform their 
essential job functions, the employer has an OBLIGATION to inter-
act with the employee to determine if an accommodation is needed.

LEARNING TO LOVE 
THE INTERACTIVE PROCESS
By Jacqueline M. Kelleher, Esq.
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The accommodation is the essential inquiry, 
not the disability. For the first ten years of 
the ADA, businesses in this country spent 
millions of dollars arguing about what con-
stituted a disability. Frankly, the ADA has 
always protected employees who are “per-
ceived to have a disability,” and that language 
casts a very wide net. Now, even short term 
injuries which interfere with a major life func-
tion can qualify as disabilities. Therefore, it 
is best to focus efforts on reasonable accom-
modations, rather than whether or not there 
is a qualifying disability. 

Since the interactive process has started, 
what next? The employee should be advised 
in writing that, while the company does 
not intend to suggest that the person has a 
disability, certain information has come for-
ward, and if the person wishes to engage in 
the interactive process to determine whether 
a reasonable accommodation is needed to 
allow the employee to perform the essen-
tial job functions, the employee should 
engage in the interactive process. Remind 
the employee that your company is com-
mitted to equal employment opportunities 
and adheres to the ADA. At this point, one 
of two things will happen: the employee will 
ignore the letter and the employer can stop 
worrying about an unknown disability and 
treat the employee like any other person. 
Alternatively, the employee will ask what 
this means. At that point, the employer is 
allowed to request a significant amount of 
information from a medical provider about 
the functional capabilities of the employee 
and the accommodations that the medical 
provider thinks are needed. It is important 
that a job description is included so that the 
medical professional is able to identify the 
essential job functions.

Residential • Commercial • Industrial
Free Estimates • Fully Insured
24 Hour Service • Over 10 Years Experience

Don’t be left in the dark...
Come see our line of Generac® generators.

621 Lapham Mills Road
Peru, NY 12972

PAYING TOO MUCH IS NO LAUGHING MATTER

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

The interactive process intimidates 
many employers because it seems so 
open-ended. Importantly, it is a tool 
to allow good employees who face 
permanent or temporary functional 
limitations to perform their jobs and 
produce the results the employer needs.
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The medical information request is lim-
ited to the person’s abilities, not containing 
diagnostic information, and the form should 
be reviewed by a professional in order to 
ensure that the right information is being 
requested. However, once the medical pro-
fessional returns the form, the employer 
then has objective information to evaluate 
any request for accommodation. Sometimes, 
the accommodation can be a very simple fix 
readily available at a hardware store or Staples 
for under $50. Provide this to the employee, 
and the employee can then be treated on the 
same basis as other non-disabled employees. 
Sometimes the suggested modifications are 
more extensive, and what constitutes a rea-
sonable accommodation will be evaluated 
on a case-by-case basis. However, the medi-
cal status form gives both the employee and 
the employer a common basis to discuss what 
accommodations can be provided.

Perhaps one of the most important outcomes 
of the interactive process is what happens 
after people decline participation in the 
process. The employee who is missing sig-
nificant amounts of work or coming in late 
because of doctors’ appointments, and who 
does not follow through on the interactive 
process can then be subject to ordinary dis-
cipline policies. If the person does not seek 
an accommodation under the ADA, the 
employer does not have to treat the person 
in a special way. Instead, for these employ-
ees, the invitation to engage in the interactive 
process often serves as a tangible signal that 
the employer is not going to put up with the 
nonsense anymore, and the employee either 
needs to shape up or ship out. 

Engaging in the interactive process is an obli-
gation imposed on employers by the ADA, 
which has enabled many new workers to enter 
jobs in the last decades. More than that, it can 
be an extremely effective tool to assist with 
managing a workforce fairly and efficiently 
with high standards. 

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.

24/7 EMERGENCY SERVICES  CALL (518) 561-8760
LOCALLY OWNED • SERVING CLINTON, ESSEX & FRANKLIN COUNTIES

best name.
best service.
best price.

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

Call us today 
             for ALL your roofing needs!!

Lake Champlain Roofing, LLC

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

Commercial
Residential
Industrial
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SIGN UP BEFORE THE PROGRAM 
ENDS TO GET YOUR DISCOUNT!

ENDING NOVEMBER 1



TO JUMP-START YOUR  
HOLIDAY SAVINGS NOW 

F E AT U R E

EARLY FALL IS A GREAT TIME TO TALK ABOUT HOLIDAYS.
Why? Because they are still a few months away, and you can start preparing for them now! Too many people wait until December to 

buy gifts. With no money saved, they turn to credit cards in a panic and pay for the holidays until April. Not the best approach.

It’s much easier to get ready for the yuletide season little by little. You just need to know where to start. Here are five ways you can 
get a jump on the holidays—now!

5 TIPS

 Save a Monthly Amount

Determine the total you want to spend on gifts and divide it by three 
(the number of months left). For example, if your budget is $900, 
then save $300 a month for three months. Not only do you enter 
December with most of your money ready, but you also have a few 
weeks to enjoy shopping.  Of course, if you start in January (because 
you will be more planful for 2017) you could divide your total bud-
get by 10 or 11 and have the pleasure of sipping hot chocolate and 
wrapping the gifts you purchased year ’round while others are just 
heading into the holiday foray next December!

 Look for Deals Now

Wouldn’t it be awesome if you see a bargain this month and you can 
just snatch it up? That’s what happens when you keep an eye out 
for possible gifts year ’round—you can save some serious cash. For 
instance, in early fall laptops, camping gear, luggage, towels, and more 
are on sale. And you can prepare for 2017 with the After-Christmas 
and Pre-Inventory sales in January, with more great deals thrown in.

 Use Your “Under Budget” Cash

When you come in under budget on monthly expenses like grocer-
ies or clothing, take the difference and stash it away in your holiday 
fund. That $20 here or $50 there adds up in a flash, and it gives you 
one more reason to look for bargains in your budget.

 Have a DIY Holiday

Hop onto Pinterest or Instagram to get some ideas for crafts that 
you can give as gifts. Searching for them now gives you plenty of 
time to buy the materials and put the effort into creating a craft that 
has just the right touch for the recipient. Even better, you have time 
to start over in case your first attempt looks more like a Halloween 
scare than a holiday gift.

 Redirect Your Social Fund

Summer is the season for barbecues, swim parties, vacations, and 
weekend getaways. With school back in session, your entertainment 
budget is probably reduced. You know your kids will be busy with 
school and homework during the week, so save some money for fun 
on the weekends, but redirect the rest of your budget to saving for 
the holidays.

Saving and searching for gifts early make holiday preparations a lot 
easier to enjoy. Planning ahead also keeps your stress level down. 
Wouldn’t you rather focus on holiday traditions and time with your 
family than on scurrying around with hordes of shoppers? 

Plan for the holidays in advance. It will save you money in the long run 
because you won’t be in the panicked impulsive mode in a crowded 
store.  Keep a list year ’round of the gifts you have already bought 
on sale and for whom…being planful keeps your stress—as well as 
your pocketbook—in balance!

1 4

5

2

3
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By Bonnie Black

Bonnie Black is the Director for Employees Assistance Services, where she presents workshops and 
seminars to the more than 120 organizations which provide this benefit to their employees. In her 

role as an Intrinsic Coach her goal is to bring out the best in individuals and organizations.
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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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CHAMBER 
WISE

Garry Douglas is the president of the North Country Chamber of Commerce.

On October 2, the North Country Regional Economic 
Development Council submitted its Progress Report and 
Priority Projects to Albany as the core of this year’s com-

petition for state economic development investments.

The theme of this year’s submission is COMMUNITY:

• COMMUNITY as in municipalities and hamlets.

• COMMUNITY as in a unified area with shared purpose and identity.

•  COMMUNITY as in a group of people, or businesses,  
with a common interest.

In the North Country’s foundational economic development plan 
in 2011, entitled Transformation, we noted the unique character of 
our region in terms of vast size, rural character, absence of a metro 
or economic center, lack of connection, diversity of its economy, 
and relative smallness of scale. We noted these as challenges in the 
face of traditional top-down approaches to economic development, 
but as unique opportunities in response to Governor Cuomo’s new 
region-by-region approach.

Instead of one or a few big bangs, we promised a steady array of 
firecrackers which, over time, would transform communities and, 
through a ripple effect, the North Country. And we pointed to our 
region as the place where relatively smaller investments made wisely 
over time could and would create large changes and, through syn-
ergies, real transformation.

We believe this promise is being fulfilled as the North Country has 
leveraged investment by the state in ways that are clearly result-
ing in vibrant, successful communities. And we see this approach 
providing a clear road map for duplication in more communities 
across the region.

Our report highlights three prime examples of the emerging success 
of our community-oriented approach in partnership with the state:

•  Plattsburgh, rapidly emerging as a globally significant center for 
Transportation Equipment and Aerospace, in turn generating suc-
cess in the competition for $10 million through the Governor’s 
Downtown Revitalization Initiative and the attraction of Norsk 
Titanium.

•  Clayton, where investment in the creation of the 1000 Islands 
Harbor Hotel has regenerated the tourism economy and reinforced 
our commitment to 21st-century accommodations in smaller tour-
ism hubs in areas like the Adirondacks.

•  Tupper Lake, where the new Wild Walk at the Wild Center has 
greatly increased visitation, brought crucial increases in activity 
to dozens of hospitality businesses in the community, and helped 
to foster some 11 new enterprises.

This year’s proposed Priority Projects are following this pathway 
with important proposed investments in communities such as 
Potsdam, Lowville and Watertown, among other targets in every 
county. Our complete report and set of projects can be found at the 
North Country Regional Economic Development Council website 
(http://regionalcouncils.ny.gov/content/north-country).

We now anticipate making a formal presentation to the State 
Assessment Team in early November, with decisions and announce-
ments likely in early December. We have a strong story of 
thoughtful and well-focused progress to tell and we know that we 
will achieve additional progress across the region in 2017.

ONWARD and  
 UPWARD!

By Garry Douglas
 COMMUNITY

The Wild Center, Tupper Lake, NY. Photo by Jodi Brunner
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If you think something is  
wrong with this picture, you should 

see what’s happening in stores.
That’s where tobacco companies spend more 
than half a million dollars every day here in 
New York State on promotions where kids can 
see them. And the more kids see tobacco, the 
more likely they are to start smoking. 

Our kids should grow up without tobacco in 
their faces. 

The average age
for a new smoker is

YEARS 
OLD.13 facebook.com/TobaccoFreeNYS @TobaccoFreeNYS

Take action now at  
SeenEnoughTobacco.org

Tobacco-Free CFE
518-570-7784 • tobaccofree@cvfamilycenter.org
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WE’RE INVESTED IN YOU
We’ll plan for your future so you can focus on the present

Big Bank Expertise,  
Community Bank Service:

Comprehensive  
Wealth Management:

 Create a retirement plan

 Manage your estate

�	 Set	up	a	trust

 Tailor a personalized plan

 We	manage	$1.2	billion	in	assets	
 All decisions made locally
 We do it all—trusts, estates, IRAs,  
nonprofit	accounts,	group	retirement	plans

	 Our	team	of	more	than	30	includes	 
in-house CPAs, Attorneys, CTFAs and MBAs

INSURANCE AND 
INVESTMENT PRODUCTS:

Not a deposit, 
Not FDIC Insured

Not Insured by Any Federal
Government Agency

Not Guaranteed 
by the Bank

May Go Down
In Value

gfnational.com

Our team is here for you
Call us for a free consultation

U. S. Avenue 
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