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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 
are spending billions on promotions 
where kids can see them.  And the 
more kids see tobacco, the more 
likely they are to start smoking. 
It’s time to draw the line.  

facebook.com/TobaccoFreeNYS

@TobaccoFreeNYS

Take action now at  
SeenEnoughTobacco.org

Stores located near 
schools  contain nearly

of tobacco advertisements.

THE
AMOUNT3X

Tobacco-Free CFE
518-570-7784 • tobaccofree@cvfamilycenter.org
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Ask any member of Vision2Action (V2A) in Plattsburgh about the group’s goals and they 
will tell you that in order to thrive we must recruit 3,000 individuals and families to the 
region by 2040. That’s a big job. 

Getting from where we are now to where we need to be will take a plan that recognizes many fac-
tors. A Planning Across Generations Study from Cornell University emphasizes that families with 
young children are an important source of economic growth. They spend the most in the local 
economy, services for children are an important part of local and regional economies and invest-
ment in children builds a productive future workforce and long-term growth.

Parents considering a new community look for good schools, quality health care, affordable hous-
ing, and activities that will keep their children busy and happy. In this issue of Strictly Business we 
look at some of the companies that are offering the amenities that young families want.

Our cover story on the Y showcases a business that has focused on the children of this area for generations. If you grew up in the 
North Country you may have attended the Y’s Camp Jericho, learned to swim in the Y pool or attended its nursery school. The 
Y still offers its traditional programs coupled with new and exciting services not only for children but also for people of all ages. 

Across the street from the Y, in downtown Plattsburgh, you will find the Public Library with its impressive collections, and now 
there is another reason to visit—a LEGO wall—and what child does not love LEGOs?

North Country Camps—Camp Lincoln for Boys and Camp Whippoorwill for Girls—offer the traditional Adirondack camp 
experience so special to generations of families. Even though they are summer camps there is much interest even at this time of 
year as parents explore their options. 

If your child plays a sport or two, you know how expensive equipment can be. Play It Again Sports, located in Plattsburgh Plaza, 
is a lifesaver for parents who can buy, sell and trade gently used equipment with owners Jan and Ed Freer. 

Another physical outlet for children is dance and the North Country is fortunate to have places where they can learn its various 
forms and then continue to learn as they grow older. Read about the Langlois School of Dance and Center Stage in this issue of SB.

Debbie Burns has carved out a special niche in our area with her distinctive baby photos from “the curl” to “the cake smash.” 
Don’t miss her story in this issue, as well as examples of her photos. 

Once Upon a Book in downtown Plattsburgh features the trendiest reading materials for children from toddlers to young adults, 
as well as toys and games. In partnership with The Autism Alliance of Northeastern New York, this special place also provides 
a lending library filled with sensory books specifically designed for children with autism. 

And then there’s our Insight feature profiling young adult author, Kate Messner. A former middle school teacher, Messner learned 
what appealed to her students and then created themes and characters they find fascinating. We are proud that she calls the 
North Country home.

Our area has always been a great place to raise a family. But as we look to the future, we need to recognize that we must grow and 
change. In order to do that we need the amenities and activities that will make us attractive to new residents. We’re moving in 
that direction and with the help of V2A and many other groups we will get there, and that’s good for business.

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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C OV E R  S TO RY

NOT JUST A  
GYM

By Meg LeFevre
Photos by Ty Kretser

Mary Lou Rabideau-Bruno lost count after 90. She was loading a truck full of pumpkins for the 
Y’s annual Fall Festival on October 22. “It’s really pretty,” she said, helping me imagine 100 
or more shiny orange pumpkins bobbing around in the blue pool. It’s just one of the many, 

many community events offered by the Plattsburgh Y. Since the nationwide rebranding in 2010, the 
170-year-old institution now just goes by the one initial. Once upon a time, if you weren’t a young male 
Christian, you weren’t even allowed through the doors. Now, the Y serves all demographics, focusing 
on three core competencies: youth development, social responsibility and healthy living.

Kevin Killeen (rear) with several of the Y's kid customers
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P L AT T S B U R G H  Y

In terms of earned income, the Y is the largest charity in the country, 
operating as a 501(c)(3) charitable not-for-profit. Executive Director 
Kevin Killeen is proud to have grown the Plattsburgh Y from a $340,000 
budget in 1990 to the $2.2 million budget he operates on today. With 
that, he has nearly quadrupled the employees working for him, which 
means more local folks are benefitting from the Y’s services. 

Killeen learned the not-for-profit business model while working for 
various YMCAs in the Capital District early on in his career. He called 
it, bluntly, “the you-want-something-you-pay-for-it model.” He began 
as the program director at the Troy YMCA 31 years ago. From there 
he moved on to the Schenectady YMCA as associate executive director 
before being recruited to join the Plattsburgh YMCA. With a degree in 
physical education, Killeen said he “was one of those guys who wanted 
to be a physical education teacher, but a number of circumstances led me 
to this work and it’s just the luckiest thing that ever happened to me.”

Originally from Moriah, Killeen was reluctant to move back north at 
first. He took the Plattsburgh position under the assumption he would 
stay on for less than five years. Turns out, he got used to his mile-and-
a-half commute to work every day, his kids ended up in great local 
schools and he quickly became a fixture as MC at the annual Chamber 
of Commerce Irishman of the Year breakfast. (Imagine my surprise 
when I sat down with him for this interview and realized the accent 
wasn’t real!)

Although he’s officially retired as of September 30, 2016, Killeen has 
agreed to stay on as interim CEO and executive director until the right 
candidate is found to fill the position. When asked if it is hard to let 
go, he said he had just found some peace, and he breathed a sigh of 
relief—the kind where your shoulders relax and you surrender your 
stress to the universe. “And then, I decided to stay,” he said, with a sort 
of growl. “I have never seen anyone else sit at my desk. No one else has 
ever sat in this particular desk in this particular office other than me.” 
He’s got a lot invested here. 

“I’ve had the pleasure of running the business and doing good work 
that we can see every day. So it’s really pretty cool. It’s been a very grat-
ifying way to make a living,” he said. 

Unlike many not-for-profits, the Y does not rely on grants to stay in 
business year after year. The bulk of the organization’s revenue comes 
from fees for services and memberships, with help from United Way 
and Y USA, along with annual local fundraising campaigns. Rabideau-
Bruno, marketing and membership director, said a large portion of 
program and membership fees goes back into the organization. “It’s the 
pure essence of a not-for-profit. Those that do donate to us or sponsor 
any of our events believe in our cause and that in itself is a wonderful 
thing to see happen.”

Rabideau-Bruno oversees the front desk, babysitting programs, mar-
keting, fundraising, managing social media and the plattsburghymca.
com website. She also thinks up ideas for new programs and imple-
ments them when it’s feasible. “She’s been a breath of fresh air,” said 
Killeen, noting the homeschool program that Rabideau-Bruno got up 
and running based on a model used at the Watertown Y. The program, 
in its second session, speaks to the demographic of homeschool fami-
lies that are required to fulfill an hour of exercise or physical activity in 
the curriculum once a week. “We have nine kids now and we’re hop-
ing it will grow,” said Rabideau-Bruno. 

Christina Santor manages the Y’s school-age childcare program. The 
state-licensed program employs a staff of 20, providing before and 
after-school care for about 130 kids every day at seven different sites, 
including the three elementary schools in the city school (Bailey, Oak 
Street and Momot), as well as Cumberland Head Elementary and the 
Peru School District. 

Youth development is a main area of focus at the Plattsburgh Y, where 
more than 3,000 people swipe their membership cards each month, but 
this doesn’t account for the tens of thousands of parents and children 
who utilize local Y services each year—like summer camp sessions at 
Camp Jericho, as well as sessions at the Plattsburgh campus. The Y 
organization looks to fill a need in every community they are located, 
and every community has different needs. For the Plattsburgh Y, an 
increase in families with two working parents over the last two decades 
pointed to an increased need for childcare. The Y went to local school 
districts to assess the need, and then partnered with them to fill it. 

Bright Beginnings on Northern Avenue is the Y’s full-time infant-to-
preschool childcare center. The early childhood program provides a 
creative curriculum that includes music, art, science, cooking and field 
trips. Once a week, pre-school children ages 3–5 get to take a bus ride 
across town to the Y’s main campus on Brinkerhoff Street for swim-
ming lessons. A summer school program is offered for children 5–10 
years old. Bright Beginnings works in concert with the Y’s mission to 
“focus on nurturing the potential of every child and teen.” For many 
children, Bright Beginnings is their first social experience away from 
home—precious moments that are positively shaped by the Y’s car-
ing staff. 

Peter Price, associate executive director, has been with the Plattsburgh 
Y for 22 years; 30 years total as a full-time Y employee. Like Killeen, 
Price has a degree in physical education. Years ago he identified a need 
for organized youth sports in the area. “I started three programs when 
I came here for 4-, 5-, 6- and 7-year-olds, because there wasn’t much 
offered for the younger age group in this area at the time.” Price had 
come from Philadelphia where the YMCAs offered robust youth sports 
programs. “So I thought we should try this and we got it going,” he said. 
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Like everyone at the Plattsburgh Y, Price 
wears many hats and oversees many aspects 
of the operation. At the time of our interview 
he was on his way out to make a deposit at 
the bank and getting ready to start the bud-
get process for 2017. “Everybody does a little 
bit of everything,” he said. “Hopefully we’ll 
have some new ideas and we’ll continue to 
serve the community in the future,” he con-
tinued, echoing Killeen’s own vision for the 
Plattsburgh Y after he leaves his seat once and 
for all. “I think the most exciting part of the 
whole transition is to have a new person take 
a totally new look at everything we do. I was 
able to do that when I came in,” said Price. “I 
grew what I knew how to do, and I’m hoping 
the next person will find something new to 
let us grow into. That’s the exciting part for 
me, and it should be exciting for everybody 
involved.” 

Plattsburgh YMCA
17 Oak Street
Plattsburgh NY
(518) 561-4290
www.plattsburghymca.com

Invisible Fence 
of Champlain Valley

(518) 563-6560
Champlain.InvisibleFence.com

 

22 New York Ave 
Plattsburgh, NY 12903 

Early Intervention and Preschool Services 
Speech therapy   Behavior Analysis 
Special instruction  Early intervention evaluations 
Physical therapy  Preschool evaluations 
Occupational therapy  SSI evaluations 
Counseling services  Autism services 
Home services   Preschool classrooms 
 
If you have questions about your child’s development or are interested in 
services for your child contact us at 561-3803. 

North Country Kids 

The Early Intervention Program (EIP) is a public program for children under the age of 3 who are 
either expecting of having or at risk of having a developmental delay or disability.  Potentially eligible 
children must be referred to the Clinton County Health Department at 565-4848 to receive EIP 
services.  EIP is funded by NYS and County Governments.  All EIP services are provided at no cost to 
parents.  Health insurance may be used for approved services.  A child’s eligibility for the program 
can be determined only by state-approved evaluators under contract, and all services must be 
authorized by the county.  

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
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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



F E AT U R E

KIDS LOVE WORDS
By Chris Rosenquest
Photos by Ty Kretser

Famous children’s book author Emilie Buchwald said, “Children are made 
readers on the laps of their parents,” and if Lori Titherington-Raville (right) and 
Amanda McCarthy (left) from Once Upon a Book have anything to say about it, 
that child’s first book will come from their bookshelves.
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O N C E  U P O N  A  B O O K

KIDS LOVE WORDS One of downtown Plattsburgh’s newest additions, Once Upon 
a Book, features the trendiest reading materials for chil-
dren to young adults. Studies show that increased screen 

time (TV, computer, iPad, and smartphone) means decreased perfor-
mance in key measures of childhood flourishing1, Once Upon a Book 
recognizes this growing concern parents have and is getting its mes-
sage out one book at a time. “I think kids need an actual book, not a 
tablet,” Titherington-Raville said. Currently, Once Upon a Book is 
the only bookstore in our area that offers only new books to parents 
and young readers. With a range of sections to choose from, their 
customers can enjoy a picture book, a novel or a fascinating toy or 
game that will keep them engaged for weeks.

“There are not a lot of places where new moms can go to relax,” 
Titherington-Raville explained. “Here, they can put their child in our 
play area, walk around, pick up a book and relax or read to their child.” 
Created from a personal need to “get out of the house” after she had her 
second child, Titherington-Raville realized the benefits of opening her 
own business when she found there to be a lack of resources for both 
new parents and parents whose children have autism. Her three-year-
old daughter, Arabella, was diagnosed with Autism, and as a parent 
she wanted to get her hands on anything that would make a differ-
ence for her child and would help her learn more about the disorder.

In partnership with The Autism Alliance of Northeastern New York2, 
parents of autistic readers can find a lending library at Once Upon a 
Book filled with “sensory books” specifically designed for children with 
autism. “People definitely come to our store for these books,” McCarthy 
explained. Among the sensory books, shoppers can also find a wide 
range of sensory toys and other engaging and interactive gifts. “The 
benefit for parents is that they can come and touch the product. It’s not 
a ‘guess whether or not your kid will like it,’” Titherington-Raville said. 
“When I shop online, I don’t know how the toy feels, if my child will 
like it and when I order it I have to wait several days before it arrives. 
Here, you know right away.”

New Entrepreneurs
Titherington-Raville and McCarthy are cousins and no strangers to 
the business world. Their parents, who are brother and sister, went into 
business together and ran and sold a successful business. Although 
they grew up with families owning a business, this is their first joint 
venture and the two are making a go of it in the smartest way. They 
both have learned about the benefits of partnership, playing off of each 
other’s strengths, creating trust and always looking on the bright side. 
“Amanda has all of the business experience I lack,” Titherington-
Raville said. “Where I worry, she’s optimistic.” McCarthy chimed in, 
“Sometimes we have a day where no customer comes in. That hap-
pens in business. But the next day we’ll get someone.” She continued, 
“Lori knows what’s trendy and what people are looking for. She’s cre-
ative and that makes it easy to know what to order.”

1 https://www.eurekalert.org/pub_releases/2016-10/aaop-mto101416.php
2 www.aaneny.org

It’s clear both owners understand what is means to be in business. 
Whether it was running into issues with the Point-of-Sales system or 
learning new business skills, their optimism and passion for the busi-
ness is contagious and inspiring. It’s certain that this is not going to be 
their only venture together. They’re already thinking long-term about 
this business and developing ideas about the next phase of providing 
toys, games, crafts, and a community gathering space.

Events and Marketing
Events and collaboration with area businesses have helped attract 
customers as well as grow their business. Whether it’s been their 
participation in events coordinated by the Plattsburgh Downtown 
Association, being members of the Art Walk hosted by First Weekends 
or coordinating their own events that create a draw to the store, com-
munity opportunities are something both owners are excited about.

“We participated with the Plattsburgh Farmer’s Market at their Kid’s 
Day,” McCarthy explained. “It was an opportunity to market and get 
out with the community.” They also host regular readings at the store 
and special occasion performances. “We’ve had a lot of events here and 
people like them. At one point we had a magician,” Titherington-Raville 
said. “The magician was great,” McCarthy added. They truly are creating 
a hands-on experience for their customers and their customer’s parents.

“People are asking for readings,” Titherington-Raville explained. With 
a dedicated reading area, the shop is set up for family gatherings and 
the ability for customers to gather, read together and interact as a com-
munity. This is a goal realized for these owners who are passionate 
about service and community. “Parents are looking for more interac-
tive opportunities and we want to provide them with that experience. 
We’re making this more family oriented,” McCarthy said.

More than just books
What’s clear is that Titherington-Raville and McCarthy’s mission goes 
beyond selling books and toys. They’re providing a much needed ser-
vice to the community and to families. The number of books, toys, 
games, and other resources they make available is matched by few. 
Their passion for community engagement is a companion to their 
commitment to finding the coolest new book series or newest game.

Included in their vision is the goal to provide products for people 
who are in need of sensory toys and books. This includes Alzheimer’s 
patients and adults with other sensory needs.

Once Upon a Book is not just a bookstore, but also a destination for fam-
ilies, friends and community. It’s open six days a week. Make sure to stop 
in for that special gift or to chat with Titherington-Raville and McCarthy. 
You’re sure to be welcomed and to find something interesting. 

Once Upon a Book
8 City Hall Place
Plattsburgh, NY 12901
(518) 310-1853
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F E AT U R E

By Kristin Cleveland
Photos by Ty Kretser

Doug Furman, director of Camp Lincoln for Boys at North 
Country Camps in Keeseville, chuckles when asked, “What 
is it about Adirondack summer camps?” He admits that the 

Northeast is the epicenter. “They’re definitely a cultural phenomenon.” 

Pete Gucker, former executive director of the camps, has a simple 
response. “What better place is there for today’s often over protected 
children to find real outdoor adventure, than in the protected wil-
derness of the Forever Wild Adirondack Park? Urban and suburban 
kids, especially, are starved for such opportunity (although many 
don’t know it until given the chance).”

North Country Camps—Camp Lincoln for Boys and Camp 
Whippoorwill for Girls—have the distinctive character that’s made 
the traditional Adirondack summer camp experience so special 
to generations of families. They’ve been family owned since 1920, 
when Colba F. “Chief” Gucker established Camp Lincoln; Camp 
Whippoorwill followed in 1931. His son, Pete Gucker, and his 
daughter, Janet Farrington, took over directorship of Lincoln and 
Whippoorwill in the late 1950s, and now serve in consulting roles. 
Pete’s daughter, Nancy Gucker Birdsall, directed Whippoorwill from 

1984–2006 and now serves as executive director of North Country 
Camps. Kate Green has been director of Camp Whippoorwill since 
2007, and Furman has directed Camp Lincoln since 2009.

Furman is a third-generation camper himself. His grandfather taught 
with Colba Gucker in New York City, and spent summers in the 
1930s and ’40s working with “Chief.” Furman’s father experienced 
camp then—as an infant. And like his father, Furman spent sum-
mers at camp from an early age while his father worked as a section 
head at Camp Lincoln and his mother worked as the camp nurse. 
He continued going back every summer as a camper, and later as a 
dishwasher, a counselor, and section head.

Like Furman’s family, many alumni still have strong connections to 
the camps. Every other year at the end of the season, North Country 
Camps hosts a well-attended alumni weekend. “Most of our alums 
will tell you that some of their closest friends are the ones they made 
at camp. It’s true for me,” says Furman. “We’ve had many marriages 
that started at camp, and many, many generations of kids. My old-
est son is a fourth generation camper now.”

NORTH COUNTRY CAMPS:

Doug Furman
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N O R T H  C O U N T RY  C A M P S

AN ADIRONDACK TRADITION FOR GENERATIONS

When he talks about the continuing appeal of the Adirondack summer 
camp experience, Furman paraphrases Pete Gucker: “Pete often says, 
‘Kids haven’t changed; it’s just that the world they live in has changed a 
lot.’ I think working with kids is much the same as it always has been.”

“We’re still a very traditional, wilderness-based summer camp,” says 
Furman. “It’s like you live in the tiniest little village in the middle of 
the woods. It’s really an idyllic way to spend the summer.” The camps 
preserve that feeling with their size, programming, and the tradition 
of a full seven-week summer season. A key tenet of the camp expe-
rience is creating that special sense of community; the full summer 
experience is integral to creating those bonds. Although they’ve made 
some concessions to offer five- and three-week sessions, a full three-
quarters of their campers stay for the entire seven weeks.

Camp Lincoln and Camp Whippoorwill are located about a half-mile 
apart on Augur Lake. They operate independently, although some 
activities, such as horseback riding and the ropes course, are shared, 
and groups of girls and boys often mix together in the afternoon to 
sail, play tennis, soccer and other field games. Nancy Birdsall Gucker 
has been able to move the nearly 100-year-old camps into the 21st 

century. Pete Gucker credits her with leading the boys’ camp and the 
girls’ camp, “once stubbornly independent of each other,” to bond as 
a single community where everyone, camper and counselor alike, is 
motivated to pitch in and help make the place go.

Each camp has about 90 campers aged 8–15 who live in simple, 
rustic cabins. The majority come from within an hour’s radius of 
New York City, but they also come from Connecticut, New Jersey, 
Pennsylvania, Massachusetts, Vermont, New Hampshire, as well as 
the Washington, D.C. area. They even have a few international camp-
ers, and kids from the west coast and the Midwest, although Furman 
says those tend to be children of camp alumni.

The camps remain technology free. “It might seem like a big step for 
kids to set aside phones and video games,” says Furman. However, 
he observes it’s almost effortless, considering how much time kids 
usually spend on their devices. People often ask him if parents put 
up a fight about leaving technology at home, and the answer is an 
emphatic no. “I think if we changed our policy there would be an 
uproar. Parents are strongly behind it because they really want their 
kids to separate from their screens for a little while.”

Pete Gucker



THE CHIEF’S FUND
Doug Furman says parents who 
have never had the Adirondack 
summer camp experience can be 
a little intimidated by the cost of 
the program.

“I would love for your readers 
to know that camp can be a lot 
more affordable than people 
often think,” says Furman. “We 
have a generous scholarship 
program called the ‘Chief’s 
Fund.’” The fund is an alumni-
driven organization that raises 
money for camp scholarships for 
kids who would otherwise not 
be able to afford it. “We have 
campers from every level of the 
socio-economic breakdown,” 
says Furman, “and many of our 
kids come to camp on partial 
scholarships. The Chief’s Fund 
gives out scholarships each year. 
If folks are thinking about the 
possibility of camp and the price 
is what’s driving them away, it’s 
definitely worth a phone call or 
email to find out if there’s the 
option of financial aid.”

“I would love to see more 
campers from the North Country” 
says Furman. “Don’t assume it’s 
out of reach. This is our home, 
and we’d love to serve more local 
children.”

For information, consult the 
web site northcountrycamps.
com or contact Doug at Doug@
northcountrycamps.com or Kate 
at Kate@northcountrycamps.com.

What helps makes it so easy is a varied program with a lot of different options to suit any 
kind of camper—in camp and in the woods and on the water. Each camp has a vegeta-
ble garden where campers grow food, and animals to take care of over the summer; last 
year they raised chicks and baby goats. On any given day kids can routinely choose from 
horseback riding, ropes course, mountain biking, archery, tennis, soccer, baseball or soft-
ball, ultimate Frisbee, and other field games, woodshop, arts and crafts including pottery, 
canoeing, kayaking, sailing, wind surfing, paddleboarding, and swimming.

“Our camps have always operated under the philosophy that kids should create their 
own program,” says Furman. For their mornings, campers choose activities they’ll do for 
an entire week. Because of the time invested, these tend to be more instructional. In the 
afternoons, they choose things to do just for a day. “Afternoons tend to focus more on just 
having fun,” says Furman. “They’re also a great opportunity for kids to try things they 
might be nervous about committing to for a whole week.”

He admits that it’s a whole lot of work: “It would be easier if we just came up with an 
assigned rotation, but we really want the kids to be doing what they want to do.” Each 
camp has a program director whose sole responsibility is to make the schedule work on a 
daily basis. “Every week is a puzzle.”

Into that mix, they add a key part of the camp culture: camp trips. As with daily and 
weekly activities, campers participate in these trips by choice in smaller groups, based 
on their interests and ability levels. All trips are wilderness excursions—usually involv-
ing mountain climbing or paddling—and they progress in difficulty. Younger campers 
might start with a short half-day hike, a day paddle, or an overnight on the lakefront at 
camp where they learn to set up their own tents. Older campers embark on progressively 
longer trips that ultimately involve packing in their own camping gear to paddle a lake 
or river or summit one of the 46 peaks. “We’ve had many set their sights on becoming 
46ers,” says Furman, “and every summer, three or four kids at each camp complete that 
goal.” Many of the groups come back with their own trip song, which adds to the allure 
for younger campers.

“I don’t think a lot of our kids come to camp thinking the trips will be their favorite part—
most don’t come from backgrounds where they camp with their families—but it ends up 
happening,” says Furman. “They’re going out in small groups with their friends into this 
beautiful place, and they accomplish a lot. Climbing a mountain is hard, but you get such 
a great reward. There’s such a clear payoff—aside from the feeling of accomplishment—
when you climb a beautiful mountain. It tends to speak to a lot of kids.”

When he hears parents say that they could never send their child away for the whole 
summer, Furman says that what people don’t realize is just how much kids get from the 
experience. “If you talk to parents who have been campers themselves, you’ll hear them 
say ‘I’m giving them this incredible gift.’ To live apart from your parents for a little while 
and figure out what that means, to learn how to solve challenges on your own, to learn 
how to make your own choices and live with the consequences, and to dabble in that inde-
pendence you may not have experienced before…there’s a lot of self-confidence that can 
come out of that, as well as pure enjoyment, lifelong skills, and lifelong friends.” 

North Country Camps
395 Frontage Road
Keeseville, NY 12944
802-235-2908
www.northcountrycamps.com
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Wilson Appliances Centers, Inc
795 NYS Route 3
PLATTSBURGH
518.563.5230

Wilson Appliances Centers, Inc
Corner of Main & Sentinel Streets
LAKE PLACID
518.523.8101

M-F 8am to 6pm
Sat 9am to 5pm
www.wilsonappliances.com

Take advantage of the lowest prices of the year on select four-piece GE® kitchen appliance packages.
Choose from Slate or Stainless finish refrigerators, ranges, dishwashers and microwaves. 

But hurry. Company is coming and the GE Appliances Black Friday Sale ends November 30.

BUY FOUR
GE® APPLIANCES

$1,999for
only

SHAKE UP YOURSHAKE UP YOUR HOLIDAY SAVINGS
Lowest prices of the year all through November

GE®  30" 
FREE-STANDING 
ELECTRIC  
RANGE
JB645EK

GE®  SERIES  
1.6 CU. FT.
OVER-THE-RANGE
 MICROWAVE OVEN
JVM3160EF

GE®  SERIES
 25.4 CU. FT. 

SIDE-BY-SIDE
 REFRIGERATOR

GSS25GMH

GE® SERIES 
DISHWASHER 
WITH FRONT 

CONTROLS
GDF610PMJ
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FAMILY RECIPE  FOR SUCCESS: 

Ed and Jan Freer
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P L AY  I T  AG A I N  S P O R T S

Ed and Jan Freer relocated to Plattsburgh in 1982. The reloca-
tion was a result of a transfer from his employer at the time, 
Montgomery Ward. It was when Montgomery Ward left the area 

in the early ’90s that Jan Freer read about a franchise opportunity with 
Play It Again Sports. She remembers sitting in the orthodontist office 
with one of her children, reading a magazine and thinking this might 
be the opportunity for the family. It didn’t take much to get her spouse 
on board; with the combination of his retail experience and his pas-
sion for sports, the advert seemed serendipitous. Thus began the first 
step in a journey towards a new career—this time for both Ed and Jan. 

The Freer franchise opened its doors in 1993 and has been going strong 
ever since. The Play It Again Sports model is built on the concept of buy-
ing, selling and trading quality used and new sports gear. Ed Freer loves 
to explain the barter system to young athletes who come into the shop. 
With a twinkle in his eye, he recalls the time, “…years ago, when we 
would paddle our canoe up to Canada and offer beaver pelts to trade for 
lacrosse sticks….” Then he chuckles and tells them, no, he isn’t quite that 
old. But essentially, he likes them to understand that the equipment they 
have outgrown is worth something towards the equipment they want. 

Their customers are family, and families are their customers. Jan Freer 
loves watching the newest hockey enthusiasts get all geared up and see-
ing them come back year after year, growing a little bigger each time. 
Play It Again Sports serves a wide swath of the North Country, from 
Malone to Tupper Lake, sometimes as far west as Massena. Sports gear 
is a market that a lot of retailers are trying to break into and why not? 
According to Statista.com, annual sales of sporting goods reached 
almost $65 billion in the U.S. in 2015. 

The inventory split on used and new gear at Play It Again Sports is about 
60/40. Whether your family as a whole is trying a new outdoor activity 
or you are supporting the current interest of the athlete in your life, Play 
It Again Sports prides itself on being able to “help everybody who plays.” 
Not only do they offer their customers a venue to make some money 
cleaning out their garage, or offset an equipment investment with some 
quality used gear, they also offer price matching on in-stock new items. 
And if you’re not entirely aware of what’s missing from your athlete’s 
gear bag, they offer gift cards. The Freers pride themselves on being a 
friendly neighborhood store and everything that means. 

While they acknowledge they are a hockey store 365 days a year, they are 
more than equipped to outfit athletes in most every sport. Freer explains 
that his spouse is the resident figure skating fit expert. She can tell you 
which skate is best for your skater based on their ability and their goals, 
welcome guidance for most families. His deference to his wife in the fig-
ure skating department involves a story, which features a younger version 
of himself as a figure skater. When he had progressed to performing lifts 
in the sport, he was dropped and couldn’t face figure skating any longer. 
The story is made all the more humorous—much to Freer’s delight—
with his deadpan delivery and cherubic frame. He tells Dad jokes while 
Jan Freer speaks “Mom.” She can explain the difference between each 
of the brands that they sell, and contrary to what you might think, you 
won’t always be steered to the most expensive option. 

Ed and Jan Freer have been married for 44 years and have worked 
together for 23 of them—putting up some impressive numbers in 
both arenas. It hasn’t all been smooth sailing. Ed Freer recalls how 
the ice storm of ’98 crippled their business. At a time when they 

PLAY IT AGAIN SPORTS
By Justine Parkinson 
Photos by Ty Kretser
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Meeting the Needs of the
Community & Beyond

518.561.4400 • StaffordOwens.com

The Area’s Largest Law Firm

Open Daily 10am-6pm

Yarborough
Square

672 Bear Swamp Rd 
(located on the corner of Bear Swamp Rd & Dashnaw Rd)

Peru, NY 12972

643-7057

Distinctive and Unique 
Gifts and Home Décor
Over 90 USA Crafters

Pottery, Jewelry, 
Metal Artwork, Lighting, 
Wind Chimes, Candles, 

Garden Decorations 
and more!

planned to be busy in the store, the community was crippled. Those who did manage to get 
out weren’t buying hockey gear, but the Freers’ bills still needed to get paid. Thankfully, 
they weathered the storm. They balance that with the smiles they share when they talk 
about getting to meet Warren Spahn at “Meet the Athlete” events sponsored by the New 
York State Corrections Officers and Police Brotherhood Association. 

Ed Freer’s passion for sports really becomes evident when he talks about some of the ath-
letes they’ve met at conventions: Gordie Howe, Don Cherry and Broadway Joe Montana. 
“We’ve traveled all over the United States with the family and meet all these people…. It’s 
just incredible.” When I asked them about retiring, he replied, “Yeah, we probably have to 
do that at some point…but I’m in no rush. I have a good time coming here. This is fun.” 

When I contacted the store to arrange a meeting I initially spoke with Ed. We made arrange-
ments to meet and he made sure I knew that while Jan prefers to be behind the scenes, 
she would be present at the interview. “We’re Mom and Pop,” he said. “You can’t have Pop 
without Mom,” he added with a laugh. You could say that Play It Again Sports embraces 
the philosophy of most Moms. Share: When you share your toys, everybody enjoys more. 
Recycle: If you’re not going to use it, let’s give it to someone who will. And perhaps more 
recently, Shop Local: All of Ed and Jan’s used equipment is proudly harvested locally. Play 
It Again Sports is an asset to the business community and the Freers are an asset to the 
North Country. 

Play It Again Sports
30 Plattsburgh Plaza 
Plattsburgh, NY 12901
518-566-6026
www.playitagainsportsplattsburghny.com
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• A traditional summer camp 
experience since 1905 

• Coed - for kids ages 6-16
• Located in New York’s Adirondack 

mountains on a pristine lake
• Over 30 class activities 
• Hiking, boating, horseback riding, 

swimming, sports, pottery, etc.
• Overnight and day camp sessions

• Outdoor Education Center
• Offers a hands on approach to 

learning in a natural setting
• One day to week long learning 

experiences for school groups
• Instruction focuses on teamwork, 

communication and tolerance
• Programing includes Natural 

Science, Wilderness Adventure, 
Team Building, and Living History

• Indoor rock climbing for all ages and 
ability levels

• Over 3200 square feet of indoor 
climbing space

• Great for school trips, parties, 
community groups and families 

• Wide array of climbing elements and 
routes, plus bouldering cave 

• Within an hour s drive of Lake Placid,
Ticonderoga and Plattsburgh 
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By Michelle St. Onge 
Photo courtesy of Kate Messner

INSIGHT

KATE MESSNER

Ever since she was a little girl, Kate Messner loved reading 
and writing stories. When it was time to choose a career path 
in high school, the idea of becoming a children’s author was 

never presented to her as a solid option. “I grew up in a really small 
town,” she explained. “No one I knew was a writer for their job. 
When I was in high school my guidance counselor suggested that 
since I loved writing, I should go into journalism because it was the 
closest thing to doing what I loved.” As luck would have it, starting 
her career as a news reporter and producer gave Messner valuable 
skills that she now uses as a successful children’s author. 

News reporting nurtured her innate curiosity about people and the 
world. It also taught her how to write fast and meet deadlines.  
From there, she moved on to her second career where she spent 15 
years teaching English at Stafford Middle School. This occupation 
also proved very valuable to her current career as a writer of 
children’s books. “I have the voices of a thousand 12-year-olds in my 
head,” said Messner. “They don’t leave me when they move on, and 
that helps a lot!”

Messner began writing for publication while she was still teaching. 
After some years of trial and error—and revisions too numerous 
to count—her writing career took off. She has written 24 books 
that are published, and as of the date of our interview, is in the 
process of moving 12 others toward that goal. She recently sat down 
with Strictly Business to share some of her career journey with our 
readers.

SB: What are some qualities that were necessary for your 
success?

KM: Perseverance is a big one with a writing career. I have been writ-
ing actively for publication since about 2001 and my first book came 
out in 2007. My first nationally published book that gained traction 
was in 2009. A lot of times, I think what looks like an overnight suc-
cess is a lot of very quiet failures. I was working on the first book, 
and kept getting rejections. I worked on it for about 7 years before 
getting it published. At the time I was also working on other things. 
Then all of a sudden my first book came out and quickly there were 
2 more that soon followed. Most authors write for anywhere from 5 
to 15 years before their first book gets published.

Success takes a long time. Before I stated writing for publication 
I had no idea how much rewriting went on. And I was an English 
teacher, so I taught revisions. My books that are on the shelves now 
are not 2nd or 3rd drafts. They are more like 16th or 20th drafts. 
Having the tenacity to stick with a project and see it through that 
long is important.

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

KM: I had to find a willingness to see my work in a new way. When 
you write something, you work on it until you think it is really good 
and you’re ready to send it out. Then you get an email back from an 
agent who suggests that you take a totally different direction with it. 
It is about learning that your work can always be better. Having that 
willingness—not only that, but excitement—to revise and move it to 

Occupation: award winning 
children’s author 

Family: married with two 
children

Education: Bachelor of Arts 
in Broadcast Journalism 
from the Newhouse School 
of Public Communication at 
Syracuse University, Master 
of Science in Teaching from 
SUNY Plattsburgh 

Hometown: Medina, NY

Community Involvement: 
Volunteer work with 
the Skating Club of the 
Adirondacks, outreach to 
schools teaching writing and 
speaking about being an 
author. 



NOVEMBER 2016     STRICTLY BUSINESS  |  21

that next level is really important. My first book that was published 
nationally—The Brilliant Fall of Gianna Z—got rejected by 26 agents 
before I found somebody to represent it. It just takes time, and a lot 
of people get discouraged along the way.

SB: How did you stay above the discouragement?

KM: At that point in my career I had developed some friendships in 
the writing community. I think that is really valuable, because this 
can be a lonely job. Most of the time you are sitting in your writ-
ing room by yourself with only the voices in your head to keep you 
company. It can be isolating if you don’t develop some kind of com-
munity. It is important to have people around you who are engaged 
in writing too. They can help you see that the rejection feedback you 
get is actually a good thing.

SB: Who was your most influential mentor?

KM: My mentors growing up were the authors of the books that I read. 
I loved Beverly Cleary, who wrote the Ramona books, and Judy Blume. 
In a lot of cases we learn to write by reading the work that we love.

SB: Where does your creativity come from?

KM: My ideas don’t come when I am sitting in my writing room at 
home. They tend to come when I am off somewhere climbing a moun-
tain, or talking to somebody that I have never met, or digging in my 
garden. They come when I am living my life and having adventures. 
For me, that is an important part of the writing process. I don’t have 
as many good ideas sitting in my writing room. I do the work in my 
room, but the ideas happen elsewhere. This is why I always have my 
notebook with me. 

SB: What are you most proud of professionally?

KM: I should probably tell you the name of my most successful 
series—but honestly, I am always the most proud of whatever it is I 
am working on right now. It is always the hardest thing. When you 
finish a book, it means you’ve finally got it figured out. Then you 
start the next book and it presents a completely different set of chal-
lenges. I have heard other writers say that when you write a book, 
it teaches you how to write that book. As soon as that book is over, 
you start a new book and that requires a completely new set of tools.

SB: So tell us, what are you working on right now?

KM: I am working on a bunch of things now, which is pretty much 
always the case. I am contracted to write a series for Scholastic called 
Ranger In Time and that comes out every six months. The series is 
about a time travelling search and rescue dog. It started two years 
ago and I am scheduled to write two books per year through the end 
of 2018. Right now I’m working on the eighth one, which is going 
to be a Hurricane Katrina book, set in New Orleans. I will be trav-
elling there some time this winter to do the research for that one.

I am also finishing a new novel that I’m really excited about, it’s called 
Breakout. It is not a true story but it was inspired by the Dannemora 
prison break last summer. It is about what happens in a small town 
when an inmate breaks out of prison. Finally, I am co-writing a 
picture book biography of Ann Lowe, the African American dress 
designer who designed Jackie Kennedy’s wedding dress but never 
got any of the credit for it.

SB: Where else has your research taken you?

KM: The Ranger In Time series is historical, so each book requires 
a lot of research. I travelled for almost all of those books. For the 
book set on the Oregon Trail, I spent time in a research library in 
Independence, Missouri. Another was set in ancient Rome. There 
are no diaries and letters from that period of time, but what we do 
have is art and archaeology. We spent a week in Italy, in Rome and 
Pompeii. For the book set in Viking age Iceland, I spent a week there 
to experience the landscape. It is so unique; it is hard to imagine any-
thing happening in Iceland without the land being part of the story. 
The sixth book is set in 1906 and it’s about the Great California 
earthquake, so I spent some time in San Francisco. This past sum-
mer I spent some time in France to research the book about D-Day 
and Normandy.

SB: What advice do you have for aspiring writers?

KM: It is not glamorous. If you want to be a writer there are two 
big things you need to do. One of them is to write. Writing is about 
putting in hours. I had to write a lot of bad books to get to the level 
where I could write something publishable. Also for writing, read-
ing is super important. We learn from reading in the genres that we 
want to write in. You get a sense for the music of sentences, and you 
get a sense for how story works.

For me, curiosity is the fuel for what I do. I have always had curi-
osity about the natural world, about history, about people whose 
lives are different from mine. I think that is the biggest connec-
tion I have with the kids who read my books. We have that same 
wonder about what it would be like to be living a life that is dif-
ferent from our own. That is really at the heart of what I do. I 
think books do that for us. 
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Debbie Burns

Top: Baby Grant and big sister 
Bottom: Baby Sydney
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JA R E D  A N D  D E B B I E  P H OTO G R A P H Y

PORTRAITURE
“You will see more life there—more variety, 

more human nature, more artistic beauty…
than in any spot we know,” remarked Walt 

Whitman upon visiting a recently opened picture stu-
dio (it was 1848 and the daguerreotype process had 
just arrived in America). The power of photography, 
Whitman said, was in its “knack of catching life on the 
run, in a f lash, as it shifted, moved, evolved.” Instantly 
captured by the new medium, Whitman sat for hundreds 
of portraits throughout his life, and, like us, had copies 
of the best images made to give to family and friends.

Until recently, portraits could be somewhat dull affairs. 
Clients with frozen smiles posed stiff ly in front of cur-
tains. They wore formal clothes and hairstyles that didn’t 
necessarily reflect their personality. The waiting room 
outside the studio, with its few chairs, the odd mirror 
and a distinct hush, did nothing to help clients—espe-
cially children—relax and prepare for the shoot. The 
results were portraits that, while technically well done, 
looked strangely like everyone else’s. Today it’s differ-
ent. With digital photography’s emergence, especially in 
the last decade, and clients’ desire for authentic, natu-
ral portraits that tell a story, portraiture, especially for 
children and families, has been reinvented.

Film to Digital
Introduced by NASA, the first digital camera system was 
attached to the Mariner 4 in 1965, and recorded flyby 
spacecraft images of Mars. Since becoming commer-
cially available in 1990, the technology of digital cameras 
steadily improved until in 2003, when digital cameras out-
sold film cameras. They have been doing so ever since.

Advantages of digital are:

•  Immediate image review. The photographer can see the 
shots during the photo session.

•  No need to load film. Memory cards for digital cam-
eras can hold hundreds of images; the photographer 

can shoot more poses and offer a client more choices 
on the final images.

•  Streamlined post-capture editing with software on a 
home computer. If the original image is well done, post-
capture software can correct blemishes, remove shadows 
and enhance the final image. 

•  When it comes to photographing children, from new-
born to high school seniors, digital is the practical choice. 
More images and flexibility allow for increased interac-
tion between the photographer and client, and result in 
portraits that tell a client’s individual story. 

Client-Centered Portraiture
Digital camera technology, coupled with the use of cell 
phones and social media sites, especially Pinterest, mean 
clients who book a photo shoot are more educated than 
ever. In addition, the denizens of our increasingly casual 
society want to be photographed in their every day clothes, 
and in unique locations. While the studio shoot is still 
popular (and has evolved), some clients ask for documen-
tary-style photos with impactful settings such as railroad 
tracks, open fields, interesting alleyways, or lakes and riv-
ers. And they have examples gathered from the internet 
to know what to ask for.

Photography studios now resemble living rooms rather 
than waiting rooms. Photographers provide refreshments, 
couches, cable TV, and games for clients and their families. 
Portrait backdrops consist of natural wood, neutral tones, 
and backgrounds that look genuine and original. Young 
clients feel at home, and are comfortable to express them-
selves in a truthful, unforced way.

Photography with  
North Country Kids
To gain some insight into how North Country photogra-
phers combine digital technology and modern-day design 
esthetics into portrait photography with children, I visited 
Jared and Debbie Photography in Plattsburgh.

THE REINVENTION OF 

By Karen Bouvier
Photos by Jared and Debbie Photography
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Jared and Debbie Burns met as finance majors 
at SUNY Plattsburgh, lived and worked in 
Boston, then returned to Plattsburgh to estab-
lish Jared and Debbie Photography in 2011. 
After running a successful business together 
for five years, he accepted a position as a 
financial advisor with Donlan and Barcomb 
in February 2016. Since that transition, she 
has assumed the day-to-day operations of the 
business and, with the increase in demand 
for maternity and newborn photography, 
decided to focus on babies.

“Asking someone to trust you with their new-
born is a lot to ask,” Debbie Burns explained. 
“We began by going to people’s houses, but 
the environment was unpredictable and there 
were a lot of distractions. By designing our 
studio specifically for newborns and babies, 
we’re able to produce consistent images in a 
shorter amount of time. Meanwhile, parents 
can relax and enjoy the experience.”

The warm (in terms of color scheme and tem-
perature), home-like studio is filled with cozy 
blankets, light wraps and hand-made hats 
and headbands to accessorize a baby client. 
With the optimal age for images that show 
the popular “baby curl” at under two weeks 
old, clients book before their baby is born, 
and schedule appointments soon after the 
birth. Families bring their baby just before 
feeding and nap time. The babies are fed at 
the studio and are usually asleep for the shoot.

“The newborn phase is so f leeting; new 
parents are sometimes too sleep-deprived 
to soak it in. Once they come out of those 
first few weeks, they realize their child has 
already changed so much! I get to give that 
newness back to people for a lifetime, which 
means so much to me,” explained Burns. “I 
create the environment for a successful ses-
sion, and allow the families to set their own 
pace. As the session continues, I also capture 
wide-awake photos, and use a macro lens 
to get close-ups of a baby’s delicate features 
such as eyelashes, lips, and toes. Hands are 
on the baby at all times to assure their com-
fort and safety.”

With the optimal age for images that 
show the popular “baby curl” at under 
two weeks old, Burns’ clients book 
before the baby is born, and schedule 
appointments soon after the birth.
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As babies grow, she also shoots milestones 
such as six months, when a baby can sit up, 
and the first birthday, called a “cake smash” 
photo. “It is so fun to watch these little babies 
grow and develop into little people through-
out their first year of life. I partner with 
Batters Up Bake Shop in Plattsburgh. They 
make the perfect ‘smash cake’ covered with 
butter cream roses. We let the child have fun 
with it, and then do bath time photos to cap-
ture their love of water,” said Burns.

The Take Away
Digital photography allows a level of creativ-
ity and experimentation that was unheard 
of just a few years ago. As imaginative and 
empathic photographers apply and adapt 
their considerable skill and expertise to 
ever-changing photographic technology and 
customer requests, the results are portraits 
that are timeless and original. 

Jared and Debbie Photography 
P.O. Box 1883 
Plattsburgh, NY 12901 
(518) 310-3092 
jaredanddebbie.com 
info@jaredanddebbie.com

What happens when your child graduates? Who will pay for 
college, technical school, marriage, or a home?
Start preparing for their future now. As little as $1 a day1 

could help secure your child’s financial future.
Contact me today to get started.

$1 a day can grow.

CD1259 10/15 Woodmen of the World Life Insurance Society: Omaha, NE

1. Premiums are based on gender and age of child at time of application 
and may be higher or lower based on the amount of coverage selected.

 
 
                    Tim Gonyo FICF, LUTCF
                    518-561-7213
                    tgonyo@woodmen.org

What happens when your child graduates? Who will pay for 
college, technical school, marriage, or a home?
Start preparing for their future now. As little as $1 a day1 

could help secure your child’s financial future.
Contact me today to get started.

$1 a day can grow.

CD1259 10/15 Woodmen of the World Life Insurance Society: Omaha, NE

1. Premiums are based on gender and age of child at time of application 
and may be higher or lower based on the amount of coverage selected.

 
 
                    Tim Gonyo FICF, LUTCF
                    518-561-7213
                    tgonyo@woodmen.org

What happens when your child graduates? Who will pay for 
college, technical school, marriage, or a home?
Start preparing for their future now. As little as $1 a day1 

could help secure your child’s financial future.
Contact me today to get started.

$1 a day can grow.

CD1259 10/15 Woodmen of the World Life Insurance Society: Omaha, NE

1. Premiums are based on gender and age of child at time of application 
and may be higher or lower based on the amount of coverage selected.

 
 
                    Tim Gonyo FICF, LUTCF
                    518-561-7213
                    tgonyo@woodmen.org

What happens when your child graduates? Who will pay for 
college, technical school, marriage, or a home?
Start preparing for their future now. As little as $1 a day1 

could help secure your child’s financial future.
Contact me today to get started.

$1 a day can grow.

CD1259 10/15 Woodmen of the World Life Insurance Society: Omaha, NE

1. Premiums are based on gender and age of child at time of application 
and may be higher or lower based on the amount of coverage selected.

 
 
                    Tim Gonyo FICF, LUTCF
                    518-561-7213
                    tgonyo@woodmen.org



26  |  sbmonthly.com    NOVEMBER 2016

F E AT U R E

It’s fair to say that dance is in the DNA of the Langlois-Gerace-
Mossey family. They’re good genes, too. Susan (Gerace) Mossey 
is the current owner and director of the Nancy Langlois School 

of Dance, which her mother, Nancy Langlois Gerace, founded. 
After decades in operation, the family business now operates two 
busy dance studios taught by three generations of Langlois-Gerace-
Mossey women.

Known as “Miss Nancy” to her students, Nancy Langlois Gerace founded 
the dance school at the age of 15, and still teaches today. Mossey is cer-
tain that dance keeps her mother young. Driven by a love of dancing 
backed by a diploma from the Dance Educators of America in New York 
City, and training at the Arthur Murray School of Dance in Montreal, 
Langlois Gerace spent several decades teaching at her Elm Street Studio. 
“There are generations of people who know Miss Nancy,” says Gerace 
Mossey. “She’s literally taught thousands in the North Country.” 

Miss Nancy and her long-time teaching assistant, Ruth Baker, teach all 
of the school’s preschool ballet and tumbling classes, and the 5 to 7-year-
olds, predominantly in tap. Baker is herself is a 25-year student of the 
Nancy Langlois School of Dance. They teach nine classes per week—
each an hour long—at the Sharron Avenue studio.

Mossey literally grew up in the dance studio, starting dance classes at 
the age of two, although some of her adult dance students have pointed 
out she was there well before. They remember taking classes from Nancy 
Langlois Gerace when she was pregnant with Susan. Mossey says she 
always knew she was going to follow in her mother’s fancy footwork. 
“This was not a side job or a hobby; this was our way of life.”

Mossey studied tap, ballet, jazz, and gymnastics growing up. After she 
graduated from high school, she attended Manhattan College, where 
she earned her bachelor’s degree with a double major in English and 

THREE GENERATIONS  

OF DANCE
By Kristin Cleveland 
Photos by Ty Kretser

Susan Mossey (third from left) and Kyra Mossey (second from right) with NLSD students



N A N CY  L A N G LO I S  S C H O O L  O F  DA N C E

fine arts. Even though she knew she eventually wanted to teach at her 
mother’s dance studio, Mossey also wanted to experience dance at the 
professional level. She spent additional time in New York City studying 
at the Broadway Dance Center and the Bronx Dance Theatre. 

In 1995, Mossey returned home to Plattsburgh to join her mother at the 
Nancy Langlois School of Dance, where started teaching preschool, tap, 
jazz, and gymnastics classes, and introduced the first hip-hop dance 
class. “When I came back, hip-hop classes did not exist in Plattsburgh, 
and it just caught on.”

Ten years later, Mossey opened a second studio at 90 Sharron Avenue in 
Plattsburgh’s Ameri-Can North Sports Center. In 2011, Nancy Langlois 
Gerace started teaching there as well. In fall 2012, Mossey expanded yet 
again with a new studio at 34 Riley Avenue. 

This year, Mossey’s daughter, Kyra Mossey, “officially” joined the fac-
ulty as an instructor after eight years of training as a teaching assistant 
for both her mother and grandmother. Like her mom, Kyra Mossey 
began dancing at the age of two, and spent her childhood and teen years 
studying tap, hip-hop, ballet, jazz and gymnastics. Now a freshman at 
SUNY Plattsburgh, she schedules all of her college classes for the morn-
ing hours so she can maintain a full-time teaching schedule at the studio 
during the after-school and evening hours.

Mossey says the tipping point for expansion has been when she’s had to 
turn people away. “I’d say that 90 percent of our business comes from 
word of mouth. We haven’t had to advertise much at all.” The dance 
school has just one 32-week term—from September to June, when schools 
are in session. Registration opens August 1 and classes generally fill by 
the end of September. “If we see there’s demand for a particular class, 
we’ll add it as the calls come in.” Students come from as far as Westport, 
Vermont, and Canada. They perform five recitals in June, and appear 
often in North Country parades and events, even dancing at halftime 
for the Harlem Globetrotters in Lake Placid.

For the school and for students, expansion has been a good thing, giving 
Mossey the flexibility to offer a wide variety of classes that can continu-
ally challenge dancers of all ages and levels. The instructional team can 
put dancers into the dance class that is most appropriate for their par-
ticular stage of development. 

Preschoolers start at age three or four, usually with ballet, tap, and tum-
bling; but Mossey points out she has a large number of adults, too. In 
fact, almost one-third of her students are adults. “We have over 50 stu-
dents who have been taking classes with us for 10 to 20 years.” Recital 
programs even feature a “Decades of Dance” section, which lists stu-
dents who have been studying with the school for more than 10 and 20 
years. Part of the appeal for adult students is the availability of separate 
classes with dancers their own age.

Nancy Langlois Gerace

While her teaching schedule includes four classes a day, six days a week, 
Mossey stays energized by her choreography work, which she does dur-
ing the day—teaching the routines at night. “I love choreography,” she 
admits. “Hip-hop changes constantly, unlike tap, which has specific 
steps. Every year I’m able to introduce new music with new routines, 
and the students like the challenge.” 

She also stays energized by keeping her summers sacred. Family time is 
important. “Unfortunately, because I work evenings during the school 
year, I miss a lot of my son’s games…so it’s nice to be home and cook 
dinner for my kids.” She also travels down to NYC with Kyra to take 
classes. “I love being a dancer once in a while too!”

“It’s fun to take that artistic break, because when September rolls 
around, everyone’s so excited to get back at it,” says Mossey. “There’s a 
lot of contagious energy when fall rolls around.” And with that type of 
energy, she sees no end in sight for the growth of the Nancy Langlois 
School of Dance. 

Nancy Langlois School of Dance
34 Riley Avenue & 90 Sharron Avenue
Plattsburgh, NY 12901
(518) 561-3243
susan@plattsburghdance.com
www.plattsburghdance.com
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FROM CENTER COURT 
TO  

CENTER 
STAGE

By Kristin Cleveland
Photos by Ty Kretser

Heather Van Arsdel with Center Stage students
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The first time Heather Van Arsdel went 
to a professional NBA game, it was on a 
whim. “I had no interest in sports, but a 

friend got me a ticket to a New York Knicks game,” 
she says. When the Knicks City Dancers took 
Madison Square Garden’s center court at half-
time, it was the most exciting thing she’d seen in 
her life. “I thought, “Hold everything! That’s what 
I’m going to do!”

Van Arsdel went to the Knicks City Dancers’ 
very next audition, and won a spot on the pre-
miere dance team. She would spend almost 20 
years with the organization, six of them (1998–
2004) dancing at center court as a Knicks City 
Dancer and as a Liberty Torch Patrol dancer for 
the WNBA’s New York Liberty basketball team.

The excitement Van Arsdel felt at seeing the 
Knicks City Dancers for the first time is some-
thing she’s been able to pass along at Center Stage 
Plattsburgh, the dance studio she’s owned and 
operated in Plattsburgh for five years. Center 
Stage is well known for its three performance 
dance troupes—the Lake City Kids, Lake City 
Dancers, and the Hot Mamas. All of the danc-
ers (5–12-years-old boys and girls in the Lake 
City Kids, 13–19-year-old girls in the Lake City 
Dancers, and the moms and seniors of the Hot 
Mamas) are chosen by audition and they learn 
and perfect actual NBA dance routines and per-
form them at civic and charity events all over the 
Champlain Valley. Some of their appearances have 
included the Biggest Loser Run/Walk, Harlem 
Globetrotter half-time show, Clinton County 
and Plattsburgh State University’s Relay for Life 
events, First Weekends, the Mayor’s Cup.

While the dance troupes are the most visible of 
Center Stage’s students, the studio offers a wide 
range of different dance classes—variety that Van 
Arsdel credits for the business’s steady growth. 
Center Stage has around 250 students, ranging 
in age from 3 to 99. It first opened in 2011, at a 
studio on Weed Street. By 2013, she was able to 
move to a bigger location in Plattsburgh Plaza. 
They offer classes during the school year, and a 
three-week session in the summer.

“I try to offer something for everyone,” says Van 
Arsdel. In addition to ballet, gymnastics, hip-
hop, tap, Jazz, Modern, and Lyrical Dance, Center 

stage also offers early movement classes for 3- 
and 4-year-olds; adult classes in jazz, hip-hop, 
Pilates and TurboKick®; and a competitive dance 
team that competes in Albany two times a year. 

Some in the area might recognize Van Arsdel 
from her work as a reporter for WPTZ TV News. 
A logical question might be: “How did she get 
from television news to dance?” According to Van 
Arsdel, the more appropriate question is “How 
did she get from dance to television…and back?”

She confesses that, early on, she had no intention 
of pursuing dance. Born and raised in Florida, 
Van Arsdel’s mother owned a dance studio and 
her late father was a commercial airline pilot. Her 
uncle and grandmother on her dad’s side were both 
newspaper reporters. “I was always drawn to jour-
nalism, but when your mom sticks you in dance at 
age three, and she owns the dance studio...I basi-
cally grew up there.” She won a full scholarship to 
attend the New World School of Arts in Miami, 
where she earned an associate’s degree in arts in 
dance. After graduating, she moved to New York 
City with dreams of dancing on Broadway.

After that fateful Knicks game and the start of 
her career with the Knicks City Dancers, Van 
Arsdel got involved with a Knicks outreach 
program that that taught hip-hop at schools in 
Harlem and the Bronx. Soon after, she was asked 
to coach and choreograph the elite Knicks City 
Kids dance team—16 boys and girls ages 6 to 14. 
She discovered that she really enjoyed working 
with the kids’ team—so much that she contin-
ued from 2001–2013, even after moving up to the 
North Country. In 2015, she was asked to coach 
the Westchester Knicks’ Dance Team. 

Her move here came after she had stopped per-
forming, and she had decided to finally give 
journalism a try. From 2006 to 2013 she reported 
for WPTZ television as a general assignment 
reporter, covering what she calls “many wild and 
wacky, but really good stories.” While doing a 
story on the Plattsburgh Rec Center, she inter-
viewed Steve Peters, who asked if she would be 
interested in running a hip-hop clinic. There 
was so much interest in the first clinic, that they 
offered a second, which doubled in size. It was 
then that a lightbulb went on in her head.

HOLIDAY DANCE 
The opportunity to perform 
is a key part of dance 
instruction at Center 
Stage. Heather Van Arsdel 
is continually finding 
opportunities for her dancers 
to perform. The studio hosts 
annual Dance Showcases in 
June, and annual Christmas 
shows in December.

Students from Center Stage 
will be giving a preview 
of that December show in 
two holiday performances 
at the Champlain Centre 
at 1 p.m., December 10 
and 11, 2016. Visit www.
centerstageplattsburgh.com 
for more information.
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“I loved reporting, but I realized that I’d really 
missed dancing, too. I saw that there was an 
interest and a need here.” She started Center 
Stage, and for the first two years, ran the studio 
after hours, covering stories and filing them by 
late afternoon in order to get to the studio by 
6:30 to teach. It eventually became too stressful 
to juggle both, and in 2013 she committed to 
the studio full time. Today, she says the things 
that stress her out are “when someone’s tooth 
falls out in class or someone needs a band aid.”

At the beginning, Van Arsdel taught all of 
the classes herself, but as the studio grew, 
other teachers approached her, and she 
invited them to join the staff. She now has 
10 instructors and while she normally only 
teaches hip-hop classes and coaches the 
dance teams, she can still teach any of the 
classes herself. “As a business owner, the last 
thing I want to do is cancel a class!” The fac-
ulty has regular meetings to develop plans 
to nurture students and help them progress. 
The dance teachers’ varied backgrounds—
one has American Ballet Theater training; 
some of the hip-hop teachers are on the stu-
dent Dance team at SUNY Plattsburgh—help 
add to the variety in class offerings.

Van Arsdel says hip-hop used to be their most 
popular class, but more recently, she’s seen 
more demand for ballet and gymnastics. “It’s a 
great foundation for all other forms of dance,” 
she says. She tries hard to offer classes that will 
interest boys as well as girls. A few of Center 
Stage’s unique offerings are a popular break 
dancing class, and a musical theater class, 
where students learn stage movement, how 
to play a character, and perform light sing-
ing. “Even if you’re a ballet dancer or a dance 
team member, you’re always playing a role,” 
she says. “Students learn about controlling 
their breathing, about dancing and musicality.” 

Like any good dancer—or reporter—Van 
Arsdel continues to stretch. She’s still a jour-
nalist, freelancing for ABC news, most recently 
covering the Nick Hillary trial for 20/20. “I 
think the key for me is ‘Don’t ever get com-
fortable,’” she says. Center Stage’s newest class 
offering is a Hula Hoop Dance class. “I love to 
try things at least once,” says Van Arsdel. 

Center Stage Plattsburgh
316 Cornelia Street, Suite 18
Plattsburgh, NY 12901
(518) 236-6093
www.centerstageplattsburgh.com
heather@centerstageplattsburgh.com
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Dr. Colleen is excited to have returned to the North 
Country! Having grown up in Peru, NY, she graduated from 
Seton Catholic in Plattsburgh before going on to the Uni-
versity of Rochester for her undergraduate education. After 
receiving her BA in Clinical and Social Sciences in 
Psychology, she went on to the University at Buffalo 
School of Dental Medicine where she completed both her 
DDS and specialty training in pediatric dentistry.

During dental school, Dr. Colleen focused her efforts on 
improving education and access to dental care for those in 
need. Her most memorable project was the initiation of 
a dental education and fluoride varnish program in nine 
schools in an Amish community in Western NY.

Dr. Colleen married her high school sweetheart, Adam, 
in 2012. They welcomed a son, William, in 2014 and a daughter, Caroline, in 2016. Life with a toddler and 
newborn keeps them very busy! They enjoy spending time outdoors and are thrilled to be so close to the 
Adirondacks and Lake Champlain.

• Examinations
• Routine Cleaning
• Sealants
• Preventive Treatments
• Restorative Treatments
• Extractions
• Fillings

Our office provides comprehensive dentistry for infants, toddlers, 
children, adolescents and individuals with special needs. Products 
and services include:

• Space Maintainers
• Early Treatment Orthodontics
• Growth & Development Evaluations
• Digital X-Rays
• Sports Mouth Guards
• Early Infant Oral Care
• Oral Health Education

Sedation Available
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WE’VE SEEN ENOUGH!
REALITY CHECK OF CLINTON,  

FRANKLIN AND ESSEX COUNTIES  
FIGHTS BACK AGAINST TOBACCO INDUSTRY INFLUENCE ON KIDS

By Kali Bushey

When I turned 18, the only thought racing through my 
mind was what to do first. I was finally able to vote. I was 
gaining respect as an adult. I could stay out late with no 

curfew. I also was able to purchase tobacco legally. Unfortunately, 
minimum age to purchase laws do not stop kids from experimenting 
early, and many are addicted to nicotine before their 18th birthdays. 
Over 90 percent of current adult smokers started before age 18. 

Since 2001, Reality Check has been the force driving the decline in 
youth tobacco use and the increase in tobacco prevention with New 
York. Reality Check has paved the way with youth activism in our 
communities. As a state-wide, youth-oriented program with a strong 
presence in the North Country, Reality Check focuses on eliminating 
the glamorization and normalization of tobacco products through 
four specific initiatives: Point of Sale, Smoke-Free Media, Tobacco-
Free Outdoors and Tobacco-Free Multi-Unit Housing. 

As I near the end of my teen years, I’ve had time to reflect on the 
work I’ve done during my eight years with Reality Check. Rather than 
spending my teens experimenting and breaking my parents’ rules, I 
gained advocacy experience and found my voice in a program that 
lights the activist fire in the bellies of youth around the state. I’ve had 
the pleasure of working with incredible students and as I’ve grown 
into an adult, I’ve had the ability to be the one to spark that match.

Although each Reality Check initiative is important, youth have the 
greatest perspective in the retail environment, which is referred to as 
“Point of Sale” in tobacco prevention terminology. In the retail envi-
ronment, parents and other adults don’t see what kids do when they 
enter convenience stores, gas stations, or supermarkets. At 5'4", I see 
through the eyes of an adult in a convenience store: chips, soda in 
the coolers, coffee, and newspapers among other normal items. Now, 
briefly put yourself in the shoes of a 3' child in the same store. What 
would you see? Candy bars, lollipops, gum, small toys or trinkets. 
Have you ever noticed that cigarette and smokeless tobacco pack-
aging often mimics the colors and branded style of candy products? 
This could be why stores popular among adolescents contain three 

times more tobacco marketing materials when compared to other 
stores in the same community.

The average age of a new smoker in New York is 13. It makes sense 
that the tobacco industry values and invests in retail locations, spe-
cifically convenience stores. They need to meet their new customers 
right where they are. Since the industry is restricted from schools, they 
find their potential customers in after-school settings. Now, what do 
these kids see? If you, as an adult, can’t visualize the wall of tobacco 
products behind the register at every convenience store and gas sta-
tion you’ve ever entered, the point has been proven. Placement, color, 
size and font are visuals that kids notice from an early age. Exposure 
to strong branded marketing at a young age reinforces tobacco use 
as normal. Reality Check works to de-normalize tobacco marketing 
and its placement in the sight of children within stores. 

While retail locations normalize tobacco products, movies glam-
orize and normalize tobacco use. Think of Cruella DeVille. Reality 
Check has led the movement for a change in the movie rating system 
since 2003. Why? Kids who see smoking in movies are 16 times more 
likely to start smoking. Rango (rated PG), which was released on the 
big screen in 2011 and is forever available on DVD in living rooms 
across America, had over 60 instances of smoking. Viewed as family 
friendly, this movie had the ability to recruit a whole new audience 
of future smokers.

With the Smoke Free Movie initiative, Reality Check youth across 
the state work to push the film industry to rate movies with smok-
ing R or to remove smoking altogether. An R rating for a movie with 
smoking will cut kids’ exposure to smoking by at least half, prevent-
ing almost 200,000 adolescents from starting to smoke every year. 
This number is tremendous considering that, if used as intended, 
tobacco kills one out of three of its users. 

These initiatives give area youth opportunities to learn and engage 
their community members. Emma Stewart, a junior at Plattsburgh 
High School, has been an active Reality Check leader since middle 
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school and was awarded the Capital Region 2016 Youth Advocate of 
the Year Award, which is presented to youth who have found their 
voice against the tobacco industry. “Reality Check has impacted my 
life so immensely since I have been a member. I have been given count-
less opportunities to speak to my community and elected officials,” 
said Stewart. When kids are introduced to the program in middle 
school, they are given an opportunity to find passion in their future 
health. “Through Reality Check I have developed who I am and what 

I believe in. To someday create a tobacco-free generation is my goal, 
and my peers’ goal, in Reality Check.” Youth in our communities are 
speaking up against the tobacco industries and it’s our job to listen. 

As a 19-year-old student, I found a passion in tobacco control and 
would never have developed into who I am today without Reality 
Check. The work our youth are doing is far from over, and statistics 
showing a decline in youth tobacco use do not mean we have solved 

the problem. By educating, working together 
and finding community champions, we will 
create the first tobacco-free generation. For 
me, this is the business of kids. 

If you would like more information about get-
ting involved or about Tobacco-Free Clinton 
Franklin Essex and Reality Check in your 
community, contact Dana Isabella at (518) 
570-7784 or at tobaccofree@cvfamilycen-
ter.org; or visit www.realitycheckofny.com 
or www.tobaccofreecfe.com. 

Reality Check of NY
20 Ampersand Drive
Plattsburgh, NY 12901
@realitycheckofny
(518) 561-8480
www.realitycheckofny.com

Kali Bushey is the community outreach liai-
son and an intern for Tobacco-Free CFE and 
Reality Check. She is a former Reality Check 
youth and is now enrolled at Temple University 
in Philadelphia, with a major in journalism 
and spends her summers in Plattsburgh at the 
Tobacco-Free CFE and Reality Check office. 
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BUILDING A WALL…
FOR CREATIVE  
DISCOVERY
By Ben Carman/Photo by Ty Kretser
There’s a new wall in the Plattsburgh Public Library, 
and it’s made of LEGOs. The library installed the wall 
in March.

Plattsburgh Youth Services Librarian Ben Carman said the 
project was an effort to create a centerpiece for a more activ-
ity/maker-oriented youth space in the library. He added, 
“Thanks to a grant from the Plattsburgh Rotary Club, 
we were able to purchase large building tiles, adhesive, 
and 7,000 building bricks to convert an underused bulle-
tin board to an interactive community activity station.”

The LEGO Wall is used by children (and adults) of all ages. 
“It’s truly a collaborative display that changes and evolves 
as patrons build on each other’s creations,” said Carman. 
While the library started a LEGO Club in the summer, he 
said the LEGO Wall has engaged many more library users 
as a “passive” program—a library element that allows young 
library-goers in particular to engage in self-guided and col-
laborative exploration and play on their own.

The library’s youth space also has numerous building 
sets, games, puzzles, and toys to encourage a variety 
of activity. “We’re not quite a makerspace (yet!),” said 
Carman, “but this represents a shift in thinking about 
how our community of youths and caregivers engage 
with our library.”

The Plattsburgh Public Library isn’t the first library to 
install a LEGO Wall; the idea originally came from the 
blog “Renovated Learning”: http://renovatedlearning.
com/2014/09/12/the-epic-library-lego-wall-how-to-build-
one. The Beekmantown Elementary School Library has 
one as well. 

Plattsburgh Public Library
19 Oak Street 
Plattsburgh, NY 12901
(518) 563-0921
www.plattsburghlib.org
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By MaKenna Dubay

On the corner of Ohio and New York Avenues on the U.S. 
Oval in Plattsburgh, you’ll see chalk drawings on a brick 
building that houses the imaginations of young children 

served by North Country Kids, Inc. 

North Country Kids is an Early Intervention and Preschool agency 
that offers the earliest possible support for infants, toddlers and 
preschool children (birth to five years of age) with special needs 
and developmental disabilities, particularly those along the autism 
spectrum. 

Families can access early intervention services by contacting the 
local Health Department. A core evaluation will determine eligibil-
ity, and from there, services that target the goals and needs outlined 
for the child will begin in the child’s natural environments: their 
home and/or childcare center.

Families can access preschool services by contacting their school dis-
trict’s Special Education department. An evaluation is conducted to 
discover whether or not the child is suspected of having a disability 
that impairs his or her learning and development. If eligible, these 
services will also be provided in the child’s natural environments 
and/or an available classroom.

North Country Kids is dedicated to providing the highest quality 
services to children with special needs and developmental disabili-
ties, particularly those along the autism spectrum. Over the past 50 
years, thousands of published studies have documented the effective-
ness of Applied Behavior Analysis (ABA) for increasing a wide variety 
of skills and decreasing challenging behaviors. ABA can be utilized 
to teach communication, social interaction, cognitive skills and self-
help skills. ABA strategies reduce inappropriate behaviors for people 
with autism and other developmental disabilities while teaching more 
appropriate replacement behaviors.

Makenna Dubay, mother to Cooper and Ada Dubay, became famil-
iar with these programs and techniques after Cooper was diagnosed 
with autism in 2014. At the age of two, Cooper received support ser-
vices through both Clinton County’s Early Intervention Program and 
Preschool Program in his home until being placed in a classroom at 
North Country Kids at the age of three. Ada received similar services 
at 18 months old until her classroom placement at the age of three.

“I find the work they do with and for our children is, in a word: excep-
tional. Their presence in our home, while plentiful, is well received by 
each member of my family. They are kind and considerate, prompt and 
patient; their devotion to this work knows no limit. We have grown 
so fond of each one of them, and it is their guidance that has brought 

PROVIDING EARLY INTERVENTION  
FOR SPECIAL NEEDS CHILDREN

NORTH COUNTRY KIDS:
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13 Broad Street
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“Adirondack Foundation does the hard work that makes giving back to our youth easy.”

“Adirondack Foundation does the hard 
work that makes giving back easy.”
-Nancy Monette, Adirondack Energy

Your business makes a difference in the 
community. You provide valuable jobs and 
services to the people of the Adirondack 
region.  We can help amplify your impact to 
achieve the greatest good.

www.adirondackfoundation.org
(518) 523-9904

 C O M M U N I T Y This is    join us.

Cooper and Ada so far,” said Dubay of her experiences with North Country Kids’ therapists 
in a 2014 letter to the Clinton County Health Department.

The staff at North Country Kids believes that the partnership between therapists and parents, 
including the collaborative efforts of caregivers and specialists, is the most important founda-
tion to set for a child’s success. Parents find comfort in the knowledge, patience, and support of 
the staff at North Country Kids, and staff rejoice in watching children meet their milestones.

Krystal Lewis has been a special educator at North Country Kids for 16 years. She says of work-
ing for the agency, “There is absolutely nothing in life that I find more fulfilling than helping 
others. I’ve always been one who would rather give than receive, and my job with these kids 
has allowed me to give in more ways than I can count. Working with children with varying 
needs in a variety of settings has provided me the opportunity to change lives. In turn, my life 
has been changed, too. Watching children learn and grow over time is my greatest reward.” 

It takes a village to raise a child, and parents and caregivers alike can count on the dedicated and 
articulate staff at North Country Kids, Inc. to help their children reach their fullest potential. 

North Country Kids, Inc. 
22 New York Road
Plattsburgh, NY 12903
(518) 561-3803
www.nckidsinc.com

MaKenna Dubay is the parent of children who received early intervention and preschool ser-
vices. She also works at North Country Kids as a one-on-one aide.
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By now, everyone knows about the selection of Plattsburgh by 
Norsk Titanium as the site of its revolutionary Rapid Plasma 
Deposition (RPD) operation for the production of titanium 

aerospace components. You know it involves a $125 million invest-
ment by SUNY Polytechnic to create a cutting-edge facility that will 
become the largest industrial 3D metal production site in the world. 
You know that the technology being deployed here is a leading part 
of the next industrial revolution. And you know that this consti-
tutes the achievement of the third leg of a 20-year strategy for the 
development of a Transportation Equipment & Aerospace Cluster 
here, starting with rail, followed by road, and now adding aerospace.

But here’s the question we heard a lot at the Farnborough International 
Air Show a few months ago and are now hearing on an almost daily 
basis, including from companies and site selectors, “Why Plattsburgh?” 
It is the exact question that an economic developer wants to be asked, 
as it opens the door to telling our story, which is a strong one.

In a set of investments across the state through SUNY Polytechnic, 
Governor Cuomo has been making every area of upstate a center for 
the establishment and development of new, disruptive technologies 
that are catalysts for the next generation of manufacturing, using a 
public-private partnership model that no other state or Canadian 
province is prepared to match.

Late in 2014, SUNY Poly was working with a then-unnamed com-
pany to bring it to New York, and was engaged in a process with 
the company of considering potential locations. Thanks in part to 
Senator Betty Little, they contacted us to visit the Plattsburgh area. 
The North Country Chamber accepted the lead and gathered key 
team members to make an initial presentation. 

We cleared the first hurdle and then were engaged in an eight-month 
process of intensive visits by company leaders and site selection con-
sultants, and extensive assessments of every aspect of the area as a 
potential site for such a project. At one point, Deloitte in Chicago 
was retained by Norsk to put us through a highly prescriptive, two-
track day of interviews, with one track focused on the tentative site 
at the old county airport and the other on workforce.

I cannot say enough about the Workforce Team we gathered, which 
demonstrated its readiness and, very importantly, collaborative team-
work, as did the Site Assessment Team, which included the county, 
town and NYSEG among others. And very importantly in the world 
of economic development, everyone maintained confidentiality.

At each point, we cleared the new hurdles and by late summer of 
2015, New York State was the winner and Plattsburgh was the agreed-
upon site. But there was still much to do, such as achieving approval 
of a $125 million appropriation in the 2016-17 State Budget which, 
by April, was accomplished. 

So back to the question, “Why Plattsburgh?” I believe the following 
elements were collectively key.

Teamwork: Every area says they have it, but few demonstrate it to 
prospects the way we do. It is a defining difference in most cases 
when dealing with a prospective company or investor. And it includes 
an unusual team that goes beyond sites or even workforce to show 
expertise and available support for international companies with 
things such as visas, insurance, successfully organizing a U.S. sub-
sidiary operation, and connecting immediately with top federal and 
state officials.

Existing Cluster: Norsk was impressed to learn that not only would 
they not be alone, but they would also be part of a diverse and grow-
ing Transportation Equipment & Aerospace Cluster in our region 
that already features more than 32 companies employing 8,100 peo-
ple. Clusters are a key attraction for most prospects, who want to be 
in a regional economy already possessing the type of operations that 
will mean they have needed vendors, services and training available.

Proven Success: We were ready to address their concerns about ramp-
ing up to perhaps 500 employees over several years by documenting 
our success in meeting even more challenging timetables at the start 
of Bombardier and Nova Bus.

Montreal: There’s no question that our proximity to Montreal and its 
massive Aerospace Cluster was a real attraction as well, including our 

By Garry Douglas
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baskets, or order online 

at Adirondackchocolates.com!
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Call us today 
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Lake Champlain Roofing, LLC

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

strong north-south supply chain connec-
tions, our modern and efficient commercial 
border operation, and major global air ser-
vice through Trudeau. Indeed, the Norsk 
CEO was amazed at how easy it was to fly 
from Oslo to Montreal and then drive to 
Plattsburgh.

St rong E duc at iona l  & Work force 
Development System: All else consid-
ered, we still would not have prevailed 
without the strength of our workforce 
team and the investments made in the 
past and underway now to build an effec-
tive pipeline for skills and recruitment. The 
Chamber’s Transportation Equipment & 
Aerospace Workforce Team included Clinton 
Community College, CV-TEC, SUNY 
Plattsburgh’s Global Supply Chain Program, 
the Regional Workforce Development Board, 
the N.Y.S. Labor Department and The 
Development Corporation and Clarkson 
University which quickly became a key 
interest of Norsk’s as a proximate source 
of both talent and R&D support. Going 
forward, the team will now also include 
P-TECH, Beekmantown Central School and 
others engaged in the generation of STEM 
skills.

Strategic Framework: In the end, it is also 
powerful to be able to convey to a pros-
pect like Norsk that they would not be just 
a major economic development win and 
employer, but would fit within a multi-
faceted, strategic framework that has been 
under development for 20 years. That frame-
work demonstrates that we have, in effect, 
been preparing for them well ahead of time, 
and will welcome and support them with 
added drive and passion.

And now we commit to turning this well-
won opportunity into reality over the next 
few years, securing Plattsburgh’s historic 
role as a place that makes things for gener-
ations to come. Why Plattsburgh indeed! 
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