
FEBRUARY 2017     STRICTLY BUSINESS  |  1

February 2017

INSIGHT
Featuring Tom Moran

Published by The Northeast Group

Healthcare



2  |  sbmonthly.com    FEBRUARY 2017

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



FEBRUARY 2017     STRICTLY BUSINESS  |  3

INSIDE THIS ISSUE
 6 Meadowbrook Healthcare

 10 Small Town Health Care

 16 Alice Hyde Medical Center

 20 INSIGHT: Tom Moran

 22 Condo Pharmacy

 26 Burnham Benefit Advisors

 28 BHSN School-Based Mental Health Services

 32 BHSN Mental Health Advocacy Program 

 36  Guest Feature: Does Your Checkout Process Maximize Sales?

 38  CHAMBERWISE: Business Confidence Remains High and  
Priorities are Clear

A Northeast Publication ©2017
All Rights Reserved
Vol. 28, No. 2, February 2017

F E B R U A R Y  2 0 1 7

10

22

28

 

Coryer Staffing 
Works...

• For companies seeking 

 talented employees.

• For individuals desiring  

 great jobs.

• For our community 

 experiencing growth  

 and opportunity.

For a staffing solution 
that works,

call Coryer Staffing today.

www.coryerstaffing.com
(518) 324-5678

Search

Office

Industrial

Career

Coryer Staffing
Helping good people 

find great jobs.

20 Miller Street, Suite 102

Plattsburgh NY 12901



4  |  sbmonthly.com    FEBRUARY 2017

In this issue of Strictly Business our cover article features the dramatic $15 million expansion and 
redo of the Meadowbrook Healthcare facility in Plattsburgh. Offering rehabilitation services 
and skilled nursing care, Meadowbrook has embraced new ways of serving clients in what they 

call “neighborhoods.” Don’t miss our interview with CEO Paul Richards and the accompanying 
photos! You will be amazed.

A chronic problem in health care is the short supply of general practice physicians, but when we 
visited Jennifer Facteau-Rabideau at her office on the Tom Miller Road in Plattsburgh, we learned 
the many ways nurse practitioners are addressing that need.

The merger of the University of Vermont Medical Center, CVPH Medical Center, Elizabethtown 
Community Hospital, and Central Vermont Medical Center has now been expanded to include 

Alice Hyde Hospital. Make sure to read our article about Alice Hyde, a small community hospital that has been 
meeting the needs of the Malone area for more than 100 years.

Condo Pharmacy in Plattsburgh, operated by Steve and Dave Moore, is the last remaining independent pharmacy 
in the region. The brothers are proving every day that there is still room in the marketplace for small family 
businesses that provide great service.

Also in this issue, Tish Biesemeyer of Burnham Benefit Advisors in Lake Placid helps Strictly Business readers 
sort out what can be expected in the transition from “Obamacare to Trumpcare,”

While a focus on health care often means an emphasis on physical health it is critical to recognize the importance 
of mental health as well. We offer two articles in this issue that showcase how our area is meeting that need: a 
program for children that brings services into the schools and another that expands mental health services for all.

And then there is our Insight feature with Tom Moran, a fixture at SUNY Plattsburgh, who is known for his 
dedication to the campus and community. Tom, the former director of the Ethics Institute, came to Plattsburgh 
as an undergraduate and has left an indelible mark on his adopted community. We wish him a well-deserved 
retirement.

Ask people what innovations they hope to see in health care during the next five to 15 years, and they might 
first think about medical discoveries like the cure for cancer or a vaccine against Ebola. However, most of the 
innovations that healthcare leaders are excited about have less to do with medical advances and more to do 
with improving how health care is accessed, provided and paid for. That makes sense. It is time for innovation. 
Time for healthcare professionals to question the old ways and replace them with new approaches for how care 
is delivered and how it is paid for. If that happens, it will be good for all of us, 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@thenortheastgroup.com.

Publisher’s View

Herbert O. Carpenter, Publisher



FEBRUARY 2017     STRICTLY BUSINESS  |  5

PUBLISHER 
Herbert O. Carpenter

MANAGING EDITOR 
Mary Carpenter

PRESIDENT/CEO 
Mike Carpenter

VICE PRESIDENT/CFO 
Betsy Vicencio

ADVISORY BOARD 
David Coryer

ADVERTISING 
Shirley Sansone 

Advertising Executive/ 
Marketing Solutions 

518.324.5123 
shirley.sansone@ 

thenortheastgroup.com

EDITORIAL COORDINATOR  
Kristin Cleveland 
kristin.cleveland@ 

thenortheastgroup.com 
 518.563.8214, ext. 129

PUBLICATION DESIGNER 
Jodi Brunner 

GRAPHIC DESIGNERS 
Nancy Florentine 
Kimberly Smith

CONTRIBUTING WRITERS 
Karen Bouvier 

Kristin Cleveland  
David Croyer 

Garry Douglas 
Brendan Owens  

Justine Parkinson 
Michelle St. Onge

SUBSCRIPTION RATES 
12 issues are $22.95 per year  
within U.S. and $27.95 (U.S.)  

within Canada. 
Telephone: (518) 563-8214 

Fax: (518) 563-3320

Strictly Business is published monthly by 
The Northeast Group 

12 Nepco Way,  
Plattsburgh, NY 12903. 

Employer Benefits:
 Cost Effective Employee Benefit       Direct Billing
 OSHA/ASTM Compliant Products     Monthly Statements

LENNY’S SHOE & APPAREL:
YOUR CORPORATE
OUTFITTING GURU

Let us outfit 
your employees

 Safety Toe Footwear

 Hi-Vis and FR Clothing

 Slip Resistant Footwear

 Scrubs and Clogs

Let us outfit 
your employees

 Safety Toe Footwear

 Hi-Vis and FR Clothing

 Slip Resistant Footwear

 Scrubs and Clogs

Let us outfit 
your employees

 Safety Toe Footwear

 Hi-Vis and FR Clothing

 Slip Resistant Footwear

 Scrubs and Clogs

Let us outfit 
your employees

 Safety Toe Footwear

 Hi-Vis and FR Clothing

 Slip Resistant Footwear

 Scrubs and Clogs

Learn more: Michael Thomson, Corporate Account Manager  802-527-0532  mthomson@lennyshoe.com

CORPORATE CUSTOMER 
ADVANTAGE

CORPORATE CUSTOMER 
ADVANTAGE

CORPORATE CUSTOMER 
ADVANTAGE

We have raised and donated over  
$30,000 to the communities we 

serve in Clinton County & beyond.

We have raised and donated over  
$30,000 to the communities we 

serve in Clinton County & beyond.

Call us today 
             for ALL your roofing needs!!

Lake Champlain Roofing, LLC

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

Commercial
Residential
Industrial



6  |  sbmonthly.com    FEBRUARY 2017

by Meg LeFevre
photos by Ty Kretser

A polished brass bellman trolley stacked high with personal belongings. Ragtime 
music spilling out from the grand piano in the parlor. An elegant dining room set 
for the evening meal. “Close your eyes,” said Paul Richards. “Now open them. If 

someone said you were in a hotel in Lake Placid, you wouldn’t question it.” Just take away 
the nurses’ stations, the bubbly men and women in bright scrubs running up and down the 
halls and the conveniently parked wheelchair or walker every 10 feet and he’s right. Around 
the corner, laughter escapes the newly expanded rehab gym. It’s coming from therapists and 
patients enjoying themselves while still hard at work within the highly recuperative envi-
ronment that is Meadowbrook Healthcare in Plattsburgh. 

Marie-Anne Mavrocic, Paul Richards, Stephanie Warren

U P  F R O N T

Doing it  
    RIGHT



A concept more than a decade in the making has finally come to life 
at the skilled nursing and rehabilitation facility. “I couldn’t be hap-
pier with the way it turned out, but now we have to keep running 
it,” said Richards, Meadowbrook’s administrator/CEO. He’s been 
with Meadowbrook for 16 years and has had a hand in just about 
every detail of the $15 million expansion. Four 20-bed “neighbor-
hoods” offering subacute and limited assisted care are now part of 
the 287-bed healthcare center, initially built as a 120-bed, long-term 
facility in 1974.

If you grew up in Plattsburgh you probably visited Meadowbrook at 
some point as a child, sitting cross-legged on the carpet with your 
classmates singing Christmas carols to a hunched-over row of expres-
sionless, grizzled elders. Later in life you maybe sat at the edge of the 
bed in an elderly grandparent or parent’s not-at-all-at-home room, 
stifling emotion as you said goodbye for the evening, week or even 
month. We’ve all had less-than-pleasant nursing home experiences 
with loved ones and the very hard truth is that as our population 
ages, homes like Meadowbrook will become increasingly necessary. 

According to the U.S. Census Bureau, the aging population in the 
United States is set to double by the year 2050 with the segment of 
those aged 65 and over creeping toward 85 million, and our society 
will need the infrastructure to provide for this population. Forward-
thinking, wellness-focused communities like Plattsburgh are laying 
the groundwork while proprietary businesses like the newly reno-
vated Meadowbrook Healthcare are proving they have long-term 
skin in the game. And they’re doing it right.

In a conscious shift from a medical model to a social model, Richards 
described the new atmosphere like a Normal Rockwell painting. 
“I see it in so many occasions, where we see two kids and a grand-
mother and parents and a dog and they’re playing cards,” he said. 
Family members of residents at Meadowbrook can rest easy; no lon-
ger are patients stuck on a commode in their room or propped up in 
the hallway staring at the wall. Plus, dogs are welcome! “It’s a great 
asset to the community. Our staff members say they can’t believe 
Plattsburgh has something like this,” said Richards. 

There are about 16,000 nursing homes in the United States, with 
the average nursing home in New York built in the 1960s and ’70s 
when Medicare and Medicaid were implemented. At the time, nurs-
ing homes were built as institutions with long hallways, double-load 
corridors and nurses’ stations in the middle. “We didn’t want any 
part of that,” Richards noted. Each of the four new 20-bed “neigh-
borhoods” at Meadowbrook encircle a living room with a fireplace, 
library and dining room. All bedrooms are spacious and private with 
en suite bathrooms, showers and even heat lamps. Details like sliding 
doors on the bathrooms, extra support around the toilets, wheelchair 
accessible bureaus and built-in nightlights make self care possible for 
patients who wish to retain their independence. Richards worked with 
Schopfer Architects and LeChase Construction Services, both out of 
Syracuse, for the majority of the work, with local firms chipping in. 

These amenities are supplemented by four full-time physicians on 
staff at Meadowbrook. In a model that only one percent of homes in 
the country have, Meadowbrook employs “some of the best physicians 

M E A D OW B R O O K  H E A LT H C A R E 
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this community has ever had,” according to 
Richards. “We are so blessed to have them.” 
Drs. Anderson, McCullum, Phillips and Lacki 
service solely Meadowbrook, giving residents 
and patients access to consistent quality, on-
site medical care. 

Further amenities include necessary financial 
support. Most assisted living facilities don’t 
take in Medicaid patients, but Meadowbrook 
does, so if a patient “spends down,” he or she 
can stay. The limited assistance neighborhood 
is a concept that caters to those who are too 
fragile to go home but don’t want to go to an 
assisted living facility temporarily, only to 
have to move again. “It’s a niche where you 
age in place. In the event that you decline, 
you can still live here because we provide 
long-term care. Where if you go to assisted 
living and you physically decline, you can’t 
stay there,” Richards explained.

Another neighborhood—for short-term rehab 
or subacute care—is the bridge between hos-
pital and home for people recovering from 
falls or joint replacement surgery. The average 
stay here is 30 days. They receive restorative, 
occupational and physical therapies with the 
expectation of successful discharge to return 
home independently as productive members 
of the community and a good quality life.

325 employees make the Meadowbrook 
model work—many have worked there for 
15 years or more. Richards said, “Long-term 
care, specifically nursing homes, is an area of 
expertise. It is a complex and sophisticated 
profession, highly regulated, almost a quasi-
private/public utility, so it’s important that 
you have people who understand the day-to-
day in terms of regulations, how to provide 
the care and reimbursements. We couldn’t be 
luckier to have all these devoted people here.” 
Richards will add up to 50 more employees 
as patients and residents fill the newly fin-
ished “neighborhoods.” 

Ed Shank

Richards described the new 
atmosphere like a Normal 
Rockwell painting. “I see it in so 
many occasions, where we see 
two kids and a grandmother and 
parents and a dog and they’re 
playing cards,” he said. 
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Not only is Meadowbrook a significant 
employer in the community, it is also one 
of the top five contributors to the City 
of Plattsburgh’s school and property tax 
base. Unlike its neighbor CVPH and 
other non-profit healthcare organizations, 
Meadowbrook is privately owned and fully 
on the city’s tax rolls. 

The Cambridge Healthcare company of 
Newton, Mass., owns Meadowbrook, as well 
as only one other facility—another rarity in 
the nursing home business. “A lot of nursing 
homes are being sold off to chains and equity 
groups and their intention is to make a profit. 
This facility, these owners, really care about 
the patients, the employees and the commu-
nity. They have the long view, which is rare 
these days,” said Richards. “We do it right 
here and I couldn’t be more fortunate to be 
part of this organization.”

The owners ponied up 10 percent of the $15 
million renovation budget, with 90 percent 
of the capital project investment funded 
through a 30-year HUD loan. In a time when 
businesses flock to town under the promise 
of highly incentivized multi-year, tax-free 
deals, and in the state with the nation’s largest 
nonprofit sector, you can bet Meadowbrook 
Healthcare is doing it right. 

“It stems from having wonderful own-
ers. We have the best owners any nursing 
home administration could want. They 
really care about the community and the 
facility, and about putting money back in 
to make it look good and feel good. They 
allow us to do all the right things to pro-
vide great care and be a good employer,” 
said Richards. “I couldn’t be prouder of 
the people I work for and the people I work 
with. The people who come to this facility 
day in and day out and devote their lives 
to the elderly and to health care, they are 
special people. They are the heroes of this 
community. Collectively, this community is 
blessed to have Meadowbrook,” he said.  

Meadowbrook Healthcare
154 Prospect Avenue
Plattsburgh, NY 12901
518-563-5440
www.meadowbrookhealth.com
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by Karen Bouvier
Photos by Kimberly Smith

“This practice is geared more toward educating patients,” said Jennifer Facteau-
Rabideau, ANP-C. She is entering her third year as a nurse practitioner in 
independent practice at Small Town Health Care, 396 Tom Miller Road. “I try 

to involve my patients in their care. It is so rewarding when they follow my advice and feel 
better. We’re a holistic healthcare facility. I arrange my schedule so I can spend the time I 
need to really listen to patients, and take their opinion into consideration. It takes time to 
understand all the factors that contribute to a patient’s health needs.”

of Primary Care 

IN THE NORTH COUNTRY 
Jennifer Facteau-Rabideau, ANP-C
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S M A L L  TOW N  H E A LT H  C A R E

INCREASING NEED FOR 
NURSE PRACTITIONERS
As a result of advances in technology 
leading to better health care and a 
greater variety of solutions for health 
problems, more people living longer 
and more active lives, the aging of 
the baby boomer generation, and the 
passage of the Affordable Care Act, 
many reports conclude that the need 
for nurse practitioners will increase 
significantly in the next 10 years. 

According to the U.S. Department 
of Labor Statistics, jobs for nurse 
practitioners are expected to increase 
19 percent by 2020. Growth is also 
expected to be much faster in outpa-
tient centers, where patients do not 
stay overnight. Moreover, due to the 
expansion and easy access to new 
and better technology, an increasing 
number of procedures that were once 
only able to be performed in hospitals 
can now be performed in physicians’ 
offices. In addition, the need for 
nurse practitioners is expected to be 
greatest in places where people have 
long-term illnesses, such as dementia, 
or have suffered head trauma.

“Nurse practitioners are becoming 
a growing presence, particularly in 
primary care,” said David I. Auerbach, 
PhD, author and health economist at 
the Rand Corporation. In an analysis 
published July 2012 in Medical Care, 
the official journal of the medical care 
section of the American Public Health 
Association, Auerbach estimated 
that the number of nurse practitio-
ners is expected to double by 2025. 
Auerbach also told American Medical 
News, “There’s a lot of experimenta-
tion going on looking at different ways 
of working together, and there’s a lot 
of interest in collaborative team-based 
models. The new care models, such 
as the patient-centered medical home 
and accountable care organizations, 
really depend on nurse practitioners 
and physician assistants.”

According to the International Council of Nurses, a nurse practitioner (NP), also called 
an advanced practice registered nurse (APRN), is “a registered nurse who has acquired 
the expert knowledge base, complex decision-making skills and clinical competencies for 
expanded practice, the characteristics of which are shaped by the context and/or country 
in which she or he is credentialed to practice.” The present-day concept of the APRN as a 
primary care provider was created in the mid-1960s to address a shortage of physicians, 
especially in primary care. The first official training for nurse practitioners was created by 
Henry Silver, MD (1918–1991), a pediatrician who influenced the early development of the 
physician assistant and nurse practitioner roles in the United States, and his co-founder, 
Loretta Ford, a nurse. Together, they had a vision to help balance rising healthcare costs, 
increase the number of healthcare providers, and correct the inefficient distribution of 
healthcare resources across rural areas.

A native of Saranac, Facteau-Rabideau knew since first grade she wanted to be a nurse. “I 
entered the nursing program at Clinton Community College right after high school. After 
completing my associate’s degree in 1998, I worked at CVPH while I finished my bache-
lor’s degree at SUNY Plattsburgh,” she explained. “I enjoyed my job at CVPH, but realized 
I wanted to interact with patients more on an educational and preventative level.” With 
this goal in mind, Facteau-Rabideau entered a nurse practitioner program at Stony Brook 
University, and finished in May 2012.

“I began working with Dr. Wolczynski at Adirondack Primary Care in December 2012, and 
then opened my own office on Cornelia Street in October 2013. In order to balance family 
with my ambition to develop a practice, I decided to work for myself,” said Facteau-Rabideau. 
After building the practice in a renovated space on Cornelia Street, Facteau-Rabideau moved 
to the free-standing location on Tom Miller Road in December 2015. “The property is owned 
by my friend Nancy and Steve Sucharski; they invited me to lease the building. There was 
better parking and road access, and the office space is smaller and more inviting.” 

As the only nurse-practitioner-led practice in Plattsburgh, and one of the first in the state, 
Facteau-Rabideau fulfills a need for primary care in the chronically underserved North 
Country. In addition, the enactment of the Affordable Care Act in 2010 means more peo-
ple have access to health care—making the need for primary care even greater.

Certified in Adult Primary Care, Facteau-Rabideau offers:

Also part of the team are Facteau-Rabideau’s first cousin and office manager, Carrie Coryer, 
and clinical assistant Suzanne Davis. Facteau-Rabideau’s husband, Otis Rabideau, helps run 
the business by taking care of payroll and taxes as well as co-parenting their two children.

• Preventative care
•  Diagnosis and treatment of acute and 

chronic illnesses
• Annual pre-operative exams
• Ordering and interpreting lab orders
• EKG interpretation 

• Post-hospitalization care
• Gynecological exams
• DOT physicals
• Suture/staple removal
• Health education

COUNTRY 
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Being a North Country native, and having 
worked at CVPH for many years, Facteau-
Rabideau is more than familiar with the 
physical and emotional needs of her patients. 
“Overall, I try not to make any patient feel 
rushed. I block out 40-minute appointments 
for each new patient, and will only do a maxi-
mum of two per day. I do home visits for elderly 
people who may have trouble getting into the 
office. We try to set up our schedule so that it is 
flexible enough to accommodate busy adults, 
and to give me time with my family,” she said. 
While Small Town Health Care is still accept-
ing new patients, Facteau-Rabideau’s current 
caseload hovers at a thriving, and “nearly 
maxed out,” 1,200 patients. Currently booking 
out to two months into the future, and need-
ing time for the required paperwork for each 
patient, Facteau-Rabideau may have to reluc-
tantly put a hold on new patients.

Walking through the organized, homey facil-
ity, each examining room has an essential oil 
diffuser next to state-of-the-art medical equip-
ment. “I embrace alternative therapies,” said 
Facteau-Rabideau. “If I had room for acu-
puncture and massage, I would add that too. 
Depending on the season, I use lavender or pep-
permint oils in the diffusers. Thieves is another 
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$38 per day or $170 for all week, lunch and snack included!
• Spring Break Camp will be hosted April 10th - 14th, 2017 
• PMOEC also hosts one day to week long learning programs for 

school groups with programming centered around Natural Sci-
ence, Wilderness Adventure, Team Building, and Living History. 

• Want to learn more about our summer camp?  
Come see all that Pok-O-MacCready has to offer at our 
Get2Kno Pok-O Open House Event on April 29th, 2017!

• Tour Pok-O’s beautiful 300+ acres and facilities, meet 
other perspective families and talk with current staff.

• 1-5:00PM with tours at 2:00PM and 4:00PM. Plus FREE 
admission to The Crux Climbing Center that day.

LEARN HERE... ADVENTURE ANYWHERE.
spring break camp

ContaCt Us:
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ContaCt Us: 

www.PokOMac.com

518.963.7656
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summer camp open house event 
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518.963.7656 

oil that has cleaning properties and creates a 
comfortable, clean-smelling environment.”

With education being a primary focus, the 
Small Town Health Care facility is filled with 
charts, booklets, and other materials to help 
promote healthy lifestyles and manage chronic 
conditions such as diabetes or high cholesterol. 
In addition, Facteau-Rabideau welcomes nurse 
practitioner students who need to complete clin-
ical studies. “The students have been awesome,” 
she said. “I get some help, and an opportunity 
to train nurses. The students teach me too.”

Jennifer Facteau-Rabideau’s old-fashioned 
approach, while offering state-of-the-art pri-
mary care, is a welcome addition to primary 
care in the North Country. Her success shows 
it is fulfilling a need, and that there is room 
for more such practices. With her example, 
let’s hope that some of those nurse practi-
tioner students will stay and do just that. 

Small Town Health Care 
Jennifer Facteau-Rabideau, MSN, RN, ANP-C 
396 Tom Miller Road, Suite C 
Plattsburgh, NY 12901 
518-310-3090 
www.smalltownhealthcare.com 
smalltownhealthcare@gmail.com
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A L I C E  H Y D E  M E D I C A L  C E N T E R

by Meg LeFevre

A drive down Park Street in Malone shows signs of The University of Vermont Health 
Network’s (UVMHN) latest partnership. Alice Hyde Medical Center, Franklin 
County’s premier healthcare center for over 100 years, is the fifth hospital to join 

the growing network that now includes University of Vermont Medical Center, Alice Hyde, 
Central Vermont Medical Center, CVPH, and Elizabethtown Community Hospital. In a 
deliberate regional strategic plan to offer high-quality, low-cost health care to residents 
throughout northern New York and Vermont, UVMHN continues to expand its affiliations 
and spread its community health focused mission.

Observant patients at Alice Hyde Medical Center in Malone will notice the change first in 
the signage throughout the sprawling campus. Modern, detached one-story medical office 
buildings at Alice Hyde frame older brick buildings that blend into the historic architec-
ture of the surrounding neighborhood, and all are clearly marked with the green and white 
UVMHN signs indicating the formal partnership. 

 Healthcare Systems  

OF THE FUTURE 

Douglas DiVello/Photo courtesy of Alice Hyde Medical Center
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Inside, perhaps less evident, integrated clinical services offer patients higher level, more 
complex care. 

Douglas DiVello, president and CEO of Alice Hyde Medical Center, pointed out that strong 
relationships, easy, open dialogue, coordinated care, and enhanced technological connec-
tions between administrative, professional, and medical staff at the network’s five medical 
centers ensure industry-proven best standards of practice. “It’s all about building relation-
ships and working together collaboratively every single day of every single year—making sure 
we’re doing everything possible to raise the bar for quality,” he said. “That’s something that 
every patient who comes to Alice Hyde will benefit from, whether they are aware of it or not.”

DiVello has been in the healthcare management business for more than 30 years. When he 
came to Alice Hyde in 2012, he was aware of the clinical affiliation Alice Hyde had forged with 
Fletcher Allen over the years, and he saw it as a positive position to build upon. After just a 
few years in the North Country, he realized that changes in the healthcare environment, par-
ticularly with the Affordable Care Act, were creating pressure for healthcare organizations 
to work together, to find ways of improving the health of their communities and to lower the 
cost of health care. He said, “It became evident to me that having a more formalized relation-
ship with an integrated delivery system like the University of Vermont Health Network made 
a lot of sense.” 

Since then, he’s guided the hospital into this partnership while maintaining his original mis-
sion of elevating the region’s health status and keeping Alice Hyde a main driver of Malone’s 
economy. Malone is a town not unlike many rural spots in the North Country and through-
out America that have seen better days. Typically, where towns and villages suffer, so does the 
health and well-being of its residents. Through routine community health needs assessments, 
Alice Hyde Medical Center has targeted mental health and chronic disease management as 
the greatest areas of need for its patients. DiVello stated, “It’s very important for us to have 
a formal process to assess what the healthcare needs of our community really are so that we 
know we are focusing and working on the right things.”

Laboratory management formally  
integrates the operation of the laboratories at  

Alice Hyde, CVPH, Elizabethtown Community 
Hospital and UVM into one integrated laboratory 

and pathology department. 
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Chronic diseases like diabetes require manage-
ment and, above all, prevention; and mental 
health issues are—for the first time in many 
clinical settings—being addressed through a 
more community-wide, holistic approach by 
integrating behavioral health into primary care 
offices. “We’re working on specific problems 
with other community behavioral health orga-
nizations like Citizen Advocates to identify as 
early in a patient’s care process as possible how 
to connect them with well-trained and experi-
enced mental health providers,” noted DiVello.

This approach seems obvious and is long 
overdue, but it’s not out of sheer neglect that 
it is just now being widely implemented as a 
community health tool. DiVello explained the 
complexities in getting to this point, including 
a significant shortage of providers, inadequate 
reimbursement for services, and infrastruc-
ture that hasn’t kept pace with the need. It all 
boils down to, he said, “federal regulation and 
lobbying on the part of healthcare organiza-
tions to press for better payment for services.”

Being part of a larger network of hospitals gives 
Alice Hyde and other rural medical centers the 
leverage they need to provide for patients. Be 
it lobbying, purchasing and negotiating power, 
access to capital resources, or enhanced tech-
nology, these integrated delivery systems add 
real, measurable value to each individual hos-
pital. The potential savings realized through 
group purchasing of medication, supplies, 
instrumentation, and other types of contract-
related services, said DiVello, “enables us to 
put that money back into the day to day oper-
ations. As stewards of our financial resources, 
we’re most concerned about making sure we 
are protecting every dollar we spend and using 
every dollar to get the most benefit out of tak-
ing care of patients. That’s really our vision as 
a community health organization.”

Alice Hyde has been part of UVMHN since 
May 2016, and has already capitalized on 
the affiliation in major ways, with more to 
come. Three levels of cardiac care are offered 
at three different locations within the inte-
grated delivery system. The program brings 
medical cardiologists to Malone three or 
four times a week. If cardiologists determine 
that those patients need interventional car-
diology, they’re sent to Plattsburgh for care. 
If they need cardiac surgery, they’re sent to 
Burlington. A seamless process is in the works 
to bring regional transportation services to 
patients based on acuity and need.

Plattsburgh  . Keeseville   . Saranac Lake  . Ticonderoga . Rouses Point

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

CELEBRATING 90 YEARS!

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

24/7 EMERGENCY SERVICES  CALL (518) 561-8760
LOCALLY OWNED • SERVING CLINTON, ESSEX & FRANKLIN COUNTIES
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“Adirondack Foundation does the hard work that makes giving back to our youth easy.”

“I’ve always thought of giving as our 
rent on earth.”   -Rod Giltz, Plattsburgh

Adirondack Foundation helps people like 
Rod Giltz of Plattsburgh give back to their 
community, now and forever. Let’s talk about 
how we can help you create a legacy of 
generosity: call us at (518) 523-9904.

www.adirondackfoundation.org
(518) 523-9904

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

Laboratory management formally integrates the operation of the lab-
oratories at Alice Hyde, CVPH, Elizabethtown Community Hospital 
and UVM into one integrated laboratory and pathology department. 
The four separate campuses work together to ensure that all lab test-
ing performed across the entire network is done in the most cost 
effective and efficient way. Simultaneously, it has improved access 
to test results for providers who rely on that information.

DiVello explained, “The biggest thing that’s influencing regional 
strategic planning and integration is being driven by the Affordable 
Care Act, which is creating incentives for healthcare organizations 
to work together to take care of large populations of patients in a 
coordinated fashion.” He said the future vision for this evolution 
may result in a different way health care is paid for, particularly by 
the federal government. 

It’s a tumultuous and unsure time for just about every program that 
is legislated and funded by the federal government, but DiVello sees 
it as a rare opportunity to be among the architects who will create 
the healthcare systems of our future. The entire nation is focused 
on healthcare reform, and we can tell from the conversations and 
debates coming out of Washington that the transformations to come 
in this rapidly changing industry are anything but settled. 

DiVello concluded, “As we transition from episodic reimbursement 
for various procedures, there’s a real possibility that we may evolve 
into a reimbursement environment in which we are paid a flat fee to 
take care of a specific covered life within the area of the integrated 
delivery system. If that evolution happens and we find ourselves 
being paid differently than we are today, it’s really going to be to our 
advantage to cast the largest net we can across the largest portion of 
the region possible so that we can take advantage of the economies of 
scale necessary to make that type of reimbursement structure work 
for our organization and our network.” 

The University of Vermont Health Network -  
Alice Hyde Medical Center 
133 Park St
Malone, NY 12953
www.alicehyde.com
518-483-3000

 “It’s all about building relationships and 
working together collaboratively every single 
day....That’s something that every patient who 
comes to Alice Hyde will benefit from...”
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If you think something is  
wrong with this picture, you should 

see what’s being served up in stores.
Tobacco companies spend billions on colorful signs, 
special discounts and promotions in stores where 
kids can see them. And the more kids see tobacco, 
the more likely they are to start smoking. 

It’s time for tobacco marketing to hit the road. 
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SB: How did serving in the Peace Corps impact your career?

TM: The view of service and volunteerism that is reflected in doing something like that 
has turned into a lifelong determination. I believe that human services are critical to life 
in the community, particularly for certain groups of people who are often overlooked. 
Early in my career I realized that one of the ways that I could be most effective as a vol-
unteer was to give my time to the boards of nonprofit human service organizations. With 
my background in policy analysis and administration, I could bring a level of expertise 
that they could not afford to hire as consultants. I saw this as a contribution that would 
be more specific than simply showing up and volunteering for something. I am not sure if 
there has ever been a period when I was not actively serving on a human services board.

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

TM: I learned about the conjunction of chance, and being well-prepared for the moment 
that may come that you can’t foresee. I have never been ambitious about my career in a 
calculating sense. While my resume may look like it had clear themes as I rose in admin-
istrative ranks at the college, in fact it had no particular plan. I could not have imagined 
that it would turn out like it did. 

SB: Who was your most influential mentor?

TM: It was probably Edward Redcay. I was a student of his near the end of his career. 
He was an extraordinary man who arrived in Plattsburgh by chance and was hired as 
an instructor at the college. 

He fell in love with the place, but even more so with the idea that people training to be teach-
ers could get as good an education as he did at Dartmouth. He played every role on campus 
from coach of the basketball team, to teacher, to interim president. He was instrumental 
in creating the modern State University of New York, and transforming this place from a 
teacher’s college to a liberal arts college. He was profoundly committed to building what we 

By Michelle St. Onge 
Photo by Ty Kretser

Hometown: Oyster Bay, NY  
(Long Island)

Family: Wife Kathy, two grown 
daughters, Taryn and Laura, and 
three grandchildren

Current Occupation: Retired  
administrator at SUNY Plattsburgh, 
grandfather

Education: Ph.D. in educational 
administration and policy analy-
sis (SUNY Albany); B.A. in history 
(SUNY Plattsburgh)

Community Involvement: A vast 
spectrum of service to human ser-
vices agencies, including chair of 
the Clinton County Community 
Services Board and BHSN; service 
in the Peace Corps

Active, healthy, and still loving his work at SUNY Plattsburgh’s Center for Ethics 
in Public Life, the decision to retire did not come easily to Tom Moran. “I love my 
work, and don’t feel terribly old,” he recently told Strictly Business in a personal 
interview, “My retirement was prompted by my desire to spend more time with my 
grandchildren.” 

When we sat down, Moran was less than six months into his new life as a retiree 
and still getting used to the idea. “I haven’t had a real retirement mentality yet,” 
he explained, “So far, it has felt more like I went on vacation and haven’t come 
back yet.” Moran officially retired in August 2016 with 44 years of service to SUNY 
Plattsburgh, where his career began as an undergraduate student. During his time as 
an active student there, he met some of his most influential mentors, and the woman 
who would become his wife, Kathy. He served in the Peace Corps after graduation, 
and went on to assume leadership roles with several nonprofit organizations before 
returning to his alma mater in 1972. In his 44 years there, he served the college in 
many roles, including founding director of the Institute for Ethics in Public Life. 

INSIGHTh
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see here today. He taught me the importance of commitment and car-
ing. He showed me the value of commitment to a worthy purpose in an 
organization, and of caring about it and the people in it. The arc of his 
life was one I admired and one that I would have chosen for my own if 
I could have ever imagined that I could have it unfold in such a fortu-
nate way. His is an incredible story, and it should be told.

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

TM: Two things: the first is a belief that what you are doing is wor-
thy of commitment, and the second is that you use your talents in a 
way that contributes to those worthy purposes and that you develop 
your talents in a way that expresses gratitude for them. Using your 
talents in life is a way of showing that you are fortunate to have them. 
I think that using your talents is an obligation for having been given 
them; sort of like what you owe to life. As the writer Saul Bellow said, 
“We owe a life to this existence.”

SB: “Civic responsibility” has been a common thread 
throughout your career. What does that term mean to you?

TM: It means that we have a responsibility for our collective well-
being. Human history is replete with a litany of broken worlds. We 
are responsible for creating the world we want, and for making our 
world a place where we, and those we care about, can flourish. A 
decent society is a collective achievement, not an accident. In one of 
my annual speeches to students, I always ended with the same line: 
‘It is important for you to know that when it is your turn to shoulder 
the institutions of this society and your world, that your education 
will have given you the preparation, and the will, to be able to do so.’ 
That is the theme of much of what we do here at the college. We cul-
tivate self-development, we transmit a cultural heritage, we sharpen 
critical thinking capabilities, and we prepare citizens for life in a 
democracy. We cannot evade our responsibility.

SB: What can readers of Strictly Business do to exercise 
their own civic responsibility?

TM: There are lots of ways. Being informed in a critical way, vot-
ing, even volunteering. What we have in our lives is the obligation to 
weave the fabric of a decent society. Some of this can be as simple as 
the way we greet and respect each other in the world, or in the way we 
reach out and help those who might need us. Another way is to sup-
port the development of any kind of institute—schools, arts, human 
services—all of the ways in which we make our community better.

SB: Tell us about your approach to management and 
leadership?

TM: The two most important qualities in leadership are trustwor-
thiness and vision. If people don’t believe that you are trustworthy, it 
breeds cynicism in the organization. If you don’t share your vision, 
people have no sense of purpose, and why it matters to be doing the 
work they are doing in the organization. People who have no sense of 
a larger motivation are left to fall back on simple, personal things to 
motivate them, like a paycheck. Leaders have to take people beyond that.

SB: If you could start your professional career over again, 
what would you do differently?

TM: I think I was always very good at privately supporting people who 
have achieved something—send them a note or an email. If I could go back 
and do it over I would do more public celebration of others’ achievements. 

SB: What are you most proud of professionally?

TM: In terms of achievements, I am proud of having been the provost 
for a decade, and helping to hold the college together, particularly 
during some difficult budget times. I am proud of establishing the 
Institute for Ethics in Public Life as an expression of the obligation 
for institutions of higher education to cultivate civic responsibil-
ity on the part of their students. In terms of the real essence of this 
question, I am proud that I served a place that I believed was wor-
thy— for a long time, in a lot of roles—and that I tried to do it well.

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

TM: I seem to be someone who is very social and enjoys people, but 
what is not obvious about me is that I like to be alone—a lot. I spend 
hours reading, and hours walking along the lake. Wherever I am I 
find a pretty spot to walk. I can do that for more hours than people 
would expect from someone who seems so high energy and busy.

SB: What inspires you?

TM: Natural beauty is a profound source of inspiration for me. I love 
starlit skies, moonlight, clouds, the lake, and the view of the moun-
tains. I have spent a lot of time enjoying it here. I live next to the lake; 
I can see a magnificent lake valley right across the street. My friends 
inspire me. I have had the good fortune of having some wonderful 
friendships in my life with extraordinary people. I have often said of my 
life, that I strive to be worthy of my friends. Even my children inspire 
me. I watch them as young women, and realize how much I can learn 
from them. They do the kinds of things that are worthy of emulating.

SB: What do you do in your free time?

TM: I am an avid reader. I often read until two in the morning. I spend a 
lot of time with my grandchildren. Family was always important to me 
and I spend a lot of time with family. I used to be more active and loved 
to sail on the lake, hike in the fall, and cross-country ski in the winter.

SB: How would you like to be remembered?

TM: Two years ago, a woman came up to me in the grocery store, 
explaining that she was a student at SUNY Plattsburgh the same time as 
I was, and she had followed my career throughout the years. We talked 
for a few minutes and she said, ‘You always looked like you knew where 
you were going, but you were friendly. You embodied for me, the spirit 
of the college. You seem purposeful and warm-hearted, and that’s the 
way I think of the college.’ I don’t know if it is true, but it would be a 
nice way to be remembered. I thought that was a very eloquent way to 
express it. I did not get her name, but I have often wished that I could 
track her down and thank her for that conversation. 
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A Legacy of Caring: 
By Justine Parkinson
Photos by Ty Kretser Condo Pharmacy is the only family owned, family operated pharmacy in Plattsburgh, 

yet the family name is Moore. In the words of the great Bard himself, “What’s in a 
name?” Established by Joe Condo in the 1940s, Condo Pharmacy is the oldest opera-

tional pharmacy in Plattsburgh, as well as the only independent one. Continuing that legacy 
is more important to the Moore family than the name above the door.

“At Condo Pharmacy, we recognize that pharmacy is a learned profession requiring individ-
uals to dedicate themselves voluntarily to acquiring and maintaining exceptional knowledge 
and skills in order to provide pharmaceutical care in an ethical context.”

Jean Kovaric of Schenectady met Plattsburgh native Gary Moore when they were classmates 
at the Albany College of Pharmacy. The chemistry between the two was undeniable, and 
in addition to attaining their respective registered pharmacist (RPh) licenses, they became 
husband and wife. In the early 1970s, they moved to Plattsburgh, where Jean Kovaric Moore 
started working for Jim Weeks, who had taken over Condo Pharmacy when original owner 
Joe Condo retired. 
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C O N D O  P H A R M ACY

CONDO PHARMACY
Fast forward to 1993. Gary Moore was working as the director of pharmacy at the Champlain 
Valley Physicians Hospital, while Jean was double tasking as a hospital staff pharmacist and 
working part time at Condo. When owner Jim Weeks passed away, the Moores didn’t want 
Condo to become a chain. Acting on a long-time dream of opening their own business, they 
purchased the pharmacy, laying the cornerstone for a family business that their sons, Steve and 
Dave Moore, would join. 

Ten years into their ownership, the Moores renovated the pharmacy, which enabled them 
to maintain and develop the compounding portion of the pharmaceutical business, while 
keeping pace with production and privacy concerns regulated by the Health Insurance 
Portability and Accountability Act (HIPAA). 

Steve Moore remembers helping his parents move into the new shop during his last spring 
break from pharmacy school. The Moore family came together and moved the entire store 
overnight—it was a short jaunt across the parking lot. While other students might have had 
more recreational plans for their spring break, Steve and his brother Dave wouldn’t have had 
it any other way. They had always wanted to be part of the family business. 

Steve Moore
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Steve Moore earned his doctor of pharmacy degree (PharmD) from 
Ernest Mario School of Pharmacy at Rutgers University in New Jersey 
in 2004, and later that same year, he enrolled in business school. He 
recalled joking with his Dad, saying, “‘When I come to work in the 
store, I won’t make you call me ‘Dr. Moore—Dr. Steve will be just 
fine.’ He remarked that he was lucky his brother was standing between 
them at the time. Dave Moore earned his degree in biochemistry and 
his licensure as a certified pharmacy technician (CPhT).

Condo Pharmacy was in operation in its new location for less than a 
year when Gary Moore passed away suddenly. Both sons came home 
from school, and following their plan to work in the family business, 
rallied with their mother. The three have been making a go of it ever 
since, along with about 15 employees. 

The younger Moores had a good idea of the patient care legacy their 
parents had established. These weren’t just customers picking up pills. 
They were patients and every interaction, every consultation, was of the 
utmost importance. Unlike any other retail establishment, the success 
of a pharmacy isn’t measured by sales necessarily, and for the Moore 
brothers, the legacy they carry on is just as important to the success of 
the community pharmacy. The challenges of managing a successful 
store front certainly are not limited. However, the challenges of man-
aging a pharmacy are multiplied by state and federal regulations to 
which they must adhere, and a playing field that shifts without notice 
or regard for a business plan. 

Rising to the Challenge
One such challenge to Condo Pharmacy was a mandate by the City of 
Plattsburgh’s pharmacy benefit manager for all maintenance prescrip-
tions to be filled by a mail-order pharmacy. “That’s a huge chunk of 
business, so we had to figure out how to compensate for that loss in both 
the short and long term,” said Steve Moore. He made it his business 
to get to know his local state assembly representative and remembers 
the day recently retired state representative Janet Duprey called him 
from the floor in Albany to let him know that Governor Cuomo had 
passed the Anti Mandatory Mail Order (AMMO) bill into law for New 

York State. Moore is an active member in the Pharmacists Society of 
the State of New York (PSSNY) and a lifetime member of the National 
Community Pharmacists Association (NCPA).

Late last year, CVPH made the decision to take the management of its  
pharmacy in house. Previously it had been contracted out to Condo. 
Steve Moore understands the decision and has no regrets. He is now 
free to focus on their Montcalm Avenue shop and doesn’t have to 
divide time or energies between two locations, but he is grateful for 
having had the opportunity to work alongside other healthcare pro-
fessionals. “Those professional relationships are invaluable to us,” he 
said. “Not only do they allow us to learn the considerations of the 
practicing prescribers, but also to be able to position ourselves (phar-
macists) as consultants for patients’ care.” 

The Moores don’t refer to the people who come in to Condo as cus-
tomers; they are patients, and they carry that idea into the growth 
of the rest of the store. You won’t find trinkets or gifts at Condo. 
The Moores made the decision to focus on offering products exclu-
sively related to health care. “You’ve driven past a few pharmacies to 
come to us. We want you to know that we not only value that; but we 
enjoy what we do. The items we offer are personalized and healthcare 
related,” he said. With more people paying for prescriptions out of 
pocket, a lot of them might be trying to do their best to stay healthy 
in the first place. To that end, Condo Pharmacy offers a variety of 
pharmaceutical-grade nutritional supplements and vitamins. They 
also make available a supply of durable medical equipment. 

Carving Out a Future
Steve Moore supports the Collaborative Drug Therapy Management 
(CDTM) practice and would like to see it rolled out to more medical 
practices. Since New York passed the legislation authorizing CDTM 
in teaching hospitals in 2012, pharmacists have been successfully col-
laborating with physicians in managing drug therapies for patients 
with a broad range of disease states. As a community pharmacist, 
Moore is in a unique position to be an essential component of every 
patient’s healthcare team. The knowledge community pharmacists 
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have of both medications and patients is an invaluable component to achieving and main-
taining patient wellness. One of those components is compliance. While your provider might 
not know if you’ve taken the medication as directed, your pharmacist knows how many 
refills you’ve picked up. Condo Pharmacy also offers monthly blister packs for medications 
instead of bottles. They enable the patient or caregiver to easily see what medications have 
been or need to be taken every day. 

Another special niche that makes Condo Pharmacy indispensable is compounding. Theirs is 
the only local pharmacy that offers the service. It was one of the reasons for the renovation in 
2004, and it’s become a growing piece their business. Compounding gives the provider a whole 
other avenue when looking at tolerability, efficacy, and dosage. Having medication compounded 
insures the homogeneity of the mixture which is virtually impossible to achieve otherwise. 

The entire process is technology based and enabled by computers and software that oper-
ate the “mortar and pestle,” the scale, and the inventory. Compounding allows for in-house 
creation of capsules, topical creams, lotions, or ointments, which can be made in whatever 
potency is required for maximum efficacy and minimal side effects for each and every patient. 
They are tremendously effective for hormone replacement therapies, pain management, and 
even something as neutral to the medication as adding a flavor agent for tolerability. In the 
words of Moore, “Compounding solves problems.” Dave Moore, Condo Pharmacy’s certi-
fied pharmacy technician, is happy to put his biochemistry background to work creating 
solutions to those particular patient problems. 

As for what the future holds, the Moore brothers balance the intricacies of patient care with 
advocating on a state and national level for their trade, their pharmacy, their legacy. While 
Condo Pharmacy appears to be a small shop in an even smaller town—one experience will 
confirm it is much “Moore” than that. 

Condo Pharmacy
28 Montcalm Avenue 
Plattsburgh, NY 12901
518-563-3400
www.condopharmacy.com

ACRONYMS IN PHARMACY



HEALTH INSURANCE:
Obamacare to Trumpcare

by David Coryer
Photo courtesy of Burnham Benefit Advisors

With the recent change in presidential administration, the topic of health insurance is on the minds of many. 
It’s a complex issue to begin with, and with the new administration’s plans to roll back the Affordable Care 

Act (ACA), understanding health insurance is likely to become even more complicated.

To give Strictly Business readers a little background and an idea of what to watch for in the coming months, I 
turned to Tish Biesemeyer, partner at Burnham Benefit Advisors in Lake Placid, NY.

Biesemeyer began her career with Burnham Benefit Advisors in 1984. In 2002, she became a partner with 
the firm, which today services over 400 employer groups. They focus on benefit strategies that contain 

cost, increase administrative efficiencies, and bring a high level of employee appreciation.
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Here are excerpts from my interview with 
Tish Biesemeyer.

First of all, can you give SB readers a primer 
on the Affordable Care Act as it affects 
North Country businesses?

Since the ACA was primarily designed to offer 
affordable insurance to the ranks of the unin-
sured (numbering over 30 million), North Country 
employers saw little or no change, and no opportu-
nity to address their most pressing concern: out of 
control costs.

Small employers with fewer than 50 employees had virtually no new 
insurance mandates and in many cases obtained greater flexibility 
with respect to plan options and pricing. For employers with more 
than 50 employees ACA mandates created a “pay or play” scenario 
that changed the health insurance arena. If large employers did not 
offer “affordable” health insurance to their full-time employees, there 
were potential penalty exposures. 

The vast majority of large employers continued to provide employer 
based insurance as a tool to attract and retain key employees. Offering 
an insurance package has still proven to be a positive recruiting tool 
even with the additional reporting requirements and compliance 
regulations. 

Healthcare reform has impacted and will continue to impact businesses 
large and small. To what extent depends on a number of factors: legis-
lative mandates, business size, benefit offerings, makeup of the work 
force (part time, seasonal), just to name a few.

In your opinion, what are some of the pluses of the 
Affordable Care Act?

First of all, we in New York State have been fortunate as it relates to 
health insurance as far back as 1993. We’ve enjoyed access to insur-
ance without regard to pre-existing conditions, or lifetime limits. We 
have insurance portability, no individual underwriting, and the abil-
ity to cover our dependent children until the age of 23.

Following passage of the Affordable Care Act in 2010, there was an 
increase of the age which dependent children can be covered under 
their parent’s plan—to age 26, and new access points for purchas-
ing health insurance. There is the New York State Exchange offering 
programs for individuals and Medicaid options, to name a few. This 
increase in access more fully enables those unemployed or employed 
part time to be covered by insurance.

And the negatives?

First and foremost, the taxes associated with health-
care premiums increased. While these taxes were 
designed to help offset the cost of ACA programs, 
they are still an increased cost to businesses and 
benefit mandates equal more cost.

More relevant, however, is the “administrative tsu-
nami” that the ACA has placed upon employers, 
especially those in the 50 to 500 employee range. 

Tracking full-time employee eligibility and completing annual govern-
ment required reporting has been burdensome and costly to business 
and HR departments.

With President Trump promising to repeal and replace, what 
advice do you have for small business owners in the North 
Country?

Just like when Obamacare was in its early pending stages, there were 
more questions than answers. It’s way too early to offer advice. Stay 
tuned.

Is there a simple solution? Is a single payer system the 
answer?

I don’t know if there is a simple solution to the complexity of health 
care in our country. As for single payer systems, we already have 
several with Medicare, Medicaid, and the Veteran’s Administration 
for example. 

Health care is one of the only industries where we pay for services 
without any understanding at the outset of the actual cost of the ser-
vice, not to mention the myriad ways in which billing is processed 
and claims actually paid. Ultimately, I feel the healthcare delivery sys-
tem needs more transparency, along with greater market competition 
among insurers and providers. 

For my last question, we’ve focused this discussion on 
small businesses but what of individuals in the North 
Country. How can they best gain advice on their health 
insurance options?

For individuals who have questions about how to gain access to insur-
ance, we recommend contacting the North Country Chamber of  
Commerce—they are perfectly structured to assist and do a wonder-
ful job in this regard. 

Burnham Benefit Advisors
2038 Saranac Avenue
Lake Placid, NY 12946
518-523-8100
https://www.burnhambenefitadvisors.com
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JOINING THE  
SCHOOL TEAM: 

BHSN’s School-Based  
Mental Health Services 

Elizabeth Cole
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By Kristin Cleveland
Photos by Ty Kretser 

When Elizabeth Cole, LMHC, first started in her role as coordinator 
of Behavioral Health Services North’s (BHSN) School-Based Mental 
Health Services in 2014, the program was available in six school dis-

tricts, serving around 63 children. Today, it serves all 10 districts, as well as two 
colleges in Clinton County, providing on-site mental health services to approxi-
mately 526 children, adolescents, and young adults. In 2015, Cole had six mental 
health clinicians working with children in the schools; by 2016 that number had 
doubled to 12. By fall 2017, she will likely need to add three more staff members.

When a program expands exponentially, it’s a good indication that it’s meeting 
a need. 

According to Peter Trout, BHSN’s director of services, one in five people in the 
United States has a mental health issue, and the North Country is no exception. 
In fact, Trout shared with other business leaders at the recent Strictly Business 
Forum that Clinton County has a significantly higher rate of death by suicide 
than the statewide average. He pointed to a number of possible causes—poverty, 
unemployment, and drug use—all situations where people are not connected to 
the treatment and resources they need.

Reaching Kids Where They Are
The School-Based Mental Health Services program is an example of BHSN’s efforts 
to expand services to non-traditional settings that make them more accessible to 
the people who need them most. It provides mental health treatment that nor-
mally would be provided in an outpatient setting, like a doctor’s office or clinic, 
to students on site, in school. “It reaches kids where they are,” said Cole, “in an 
environment where they feel safe. There’s no stigma to being pulled out of class 
to see the school clinician.” 

BHSN provides the School-Based Mental Health Services at the request, and with 
the approval, of the school’s education teams. Its 12 clinicians work in 21 school 
buildings in the 10 districts throughout Clinton County. Some are in specific build-
ings five days a week, while others rotate among different schools, depending on 
the needs of the district. For example, the Beekmantown School District has three 
full-time clinicians on site five days a week, which means educators and students 
there have access to a mental health professional full time. 

As with the adult population, professionals are seeing an increase in mental health 
issues in children. Cole said the increase can be attributed to the causes Peter Trout 
mentioned—and more. She pointed out that kids today are struggling at a very 
different level than they were just 10 years ago. 

“The peer piece alone is extremely hard—social media, bullying, harassment, and 
just fitting in. In the past, kids could escape harassment and bullying when the 
bell rang. Now, with social media, there’s no turn off,” said Cole. “Then you add 
other social stressors—family stressors, developmental stressors, emotional stress-
ors—and you’re asking these kids to cope and function without the skills to do it. 
They’re not equipped to handle it,” she said.

B E H AV I O R A L  H E A LT H  S E R V I C E S  N O R T H  (B H S N )
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Educators as Advocates
Cole said that biggest advantage of the school-based program is 
the ability to collaborate with educators in identifying children in 
crisis and getting them the services they need. “What we get from 
the schools is monumental,” said Cole. “Kids are asking for help in 
ways that they don’t even know they’re asking.” It might not be just 
withdrawal or a drop in grades; she pointed out that kids who are 
depressed might be acting out in other ways—violently or sexually, 
or by abusing drugs. Because of time children are required to be in 
school during the day, teachers, counselors, administrators, and even 
bus and lunchroom monitors are often in a position to see the first 
signs of a child in distress. “They see these kids five days a week in 
their natural environment, and they can let us know when there’s 
a problem; we don’t always get the information from the parents.” 

If a child is struggling in the classroom, a teacher can make 
a referral, or if a school counselor has a 
student with suicidal thoughts, they can 
let the on-site or district BHSN clinician 
know. At that point, the clinician will 
evaluate the child, and upon admis-
sion, obtain a signed release from 
a parent or guardian authoriz-
ing BHSN to communicate 
and work directly with the 
school to set up a program 
for the child at risk. Cole 
added that they encour-
age parent participation 
whenever possible. 

All funding for the 
prog ra m i s  pro-
vided by health 
insurance. If a 
child isn’t cov-
e r e d ,  s c h o o l 
counselors work 
with families to 
put coverage with 

Child Health Plus or Children’s Medicaid in place. The schools pro-
vide space for the BHSN clinicians to work with the children, and 
the clinicians collaborate closely with the education team to sched-
ule treatment or counseling plans so that they become a routine and 
productive part of the child’s week. 

Keeping Kids in Class
Cole said that another enormous advantage of the program is a 
decrease in missed “seat time.” “Kids don’t have to be pulled out of 
class to be driven by a parent to a session at a clinic, which could 
mean missing hours of school,” she said. 

That alone can often make the difference for a parent who might 
be struggling too. Cole pointed out that transportation is one of the 
biggest obstacles to getting help. “For some families in the Northern 
Adirondack Central (NAC) or Northeast Clinton Central School 

(NCCS) Districts, for example, a 40-minute commute 
into Plattsburgh once a week isn’t realistic 
when they might not even be able to do it 

to go grocery shopping.” The program 
tries to decrease the challenge of get-
ting proper services and increase the 

consistency of treatment.

Typically, 
when a child’s 
parents are 
struggling with 
mental illness, 
the child is 
functioning at 
a lower level, 
too. If mom 
and dad aren’t 
doing well, 
the child’s not 
doing well 
either.
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We know that different people 
need different insurance coverage.

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

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

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

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

Locally owned family business 
for four generations.

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

Surveying - Steel Inspection - Sub-Surface Soils Exploration 

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

“I challenge you 
to find a better value!”

www.wilsonappliances.com

In a district where children ride the bus for up to an hour a day, Christine Brudvig, an ele-
mentary school counselor at NAC, has seen the benefits of the program first hand since its 
origins in a Community of One Safe Schools Healthy Students Grant prior to 2010. “It’s a 
win-win for everyone,” she said. “In the past, students could potentially miss a great deal of 
their academic day to attend appointments. Having access to BHSN services at school means 
a 30-minute visit for a child versus a half- or even whole-day trip for the child and parent. 
The program has proven to be a great and sustainable collaboration of school and commu-
nity services, and it’s an enormous benefit for our families,” she said.

New Steps to Prevent Crisis
Over the last six months, Cole has also been collaborating with University of Vermont Health 
Network - Champlain Valley Physicians Hospital (CVPH) to decrease  ER visits and hospi-
talizations by adding crisis services to the services BHSN already provides. “Of the 10 to 15 
mental health crisis evaluations involving children in the schools over the last two months, 90 
percent involved kids who had no mental health services,” said Cole. “We’re trying to prevent 
crisis-driven ER visits by having school counselors and administrators refer kids in distress 
to our school-based clinicians for evaluation. Our goal is to bridge the gap between outpa-
tient and inpatient services.”

Dan Mannix, superintendent of the Beekmantown Central School District, said that having 
the School-Based Mental Health Services in house has been invaluable for kids going into 
and coming out of crisis. “Crisis takes a lot of time,” said Mannix. “It impacts our whole 
team, and it can impact the whole school. Because we have the BHSN clinicians available 
to step in, it means that our teachers and counselors can reach out for help and continue to 
focus on the job of teaching everyone. You can’t put a price tag on that.” 

Mannix said that over the three years they’ve been participating in the program, the school 
has seen the number of discipline incidents decrease and attendance levels rise.  “I can’t attri-
bute it all to the School-Based Mental Health Services—we have a lot of other programs that 
are helping, too—but they are definitely part of the ‘secret sauce,’” he said. “The impact of the 
program resonates throughout the schools, 
and we’ve seen a shift in our school culture. 
The BHSN clinicians have really become a 
part of our team—our student support team.” 

Cole echoed that. A North Country native 
who earned her degree in mental health coun-
seling and art therapy from Lesley University 
in Cambridge, Mass., she saw the benefits of 
a similar collaborative approach as a coun-
selor in a Massachusetts school early in her 
career. She now finds the teamwork here par-
ticularly rewarding. 

“The part I love most about my job is the 
team approach we take. It’s refreshing to have 
relationships where everyone is motivated 
to make a difference in a child’s life,” Cole 
said. “I’m extremely proud to be part of such 
a strong team of mental health clinicians. It 
really demonstrates that it takes a village.” 

School-Based Mental Health Services 
Behavioral Health Services North
22 U.S. Oval, Suite 218
Plattsburgh, NY 12903
518-563-8206
www.bhsn.org
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Many Strictly Business readers will recognize Bonnie Black as 
a frequent contributor on topics related to human resources 
and employee well-being.  As director of Behavioral Health 

Services North’s (BHSN) Employee Assistance Services, she works 
with 160 businesses and organizations in the Tri-County area to pro-
vide support services for employees experiencing personal problems 
that affect their personal lives and/or their job performance, as well 
as training for personal and professional development.

However, Black has another integral role that puts her at the fore-
front of BHSN’s efforts to make residents of the North Country 
aware of the crucial role mental health plays in their overall 
well-being. As director of BHSN’s Mental Health Advocacy 
Program, she spends a lot of time out in the community advo-
cating for mental health and speaking out against the stigma 
of mental illness. 

Extending a
Mental Health

LIFELINE
By Kristin Cleveland
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“We all have to begin to 
recognize that suicide is a  

public health issue.”

Bonnie Black/Photo by Ty Kretser

B E H AV I O R A L  H E A LT H  S E R V I C E S  N O R T H  (B H S N )

Clinton County has a significantly higher rate of death by suicide than 
the statewide average. Peter Trout, BHSN’s director of services, said that 
there a number of possible causes, including poverty, unemployment, 
and drug use—all situations where people aren’t connected to the mental 
health services they need. Those causes are magnified by a shortage of 
mental health professionals in the region. To combat that problem, the 
focus of much of Black’s advocacy work has been to educate the commu-
nity about suicide and to make people aware of the help that is available. 

Black was one of the original conveners of Clinton County Coalition 
to Prevent Suicide in 2006, and since that time, suicide prevention 
has become a passion of hers. Over the past 10 years, she has become 
a certified trainer for the North Country in nationally and globally 
recognized, evidence-based, best practice education on the various 
aspects of suicide—including prevention, intervention, and postven-
tion. Today, BHSN’s Mental Health Advocacy Program works closely 
with the Coalition, which is now chaired by Amanda Bulris, director of 
the National Mental Health Alliance: Champlain Valley (NAMI:CV).

Black noted that suicide is the second leading cause of death in children 
and teens, and in white men over 75. “About every 13 minutes in the 
United States, someone takes their own life,” she said, and offered the 
following analogy for perspective: “If an airplane carrying 300 people 
crashed every single week, what would our country be doing? If sui-
cide were a physical illness, people would say ‘We have an epidemic.’” 

“We all have to begin to recognize that suicide is a public health issue. 
It’s not just ‘those people you hear about, it’s not just ‘those celebri-
ties’ or people disconnected from your life,” Black emphasized. “It’s 
your neighbor; it’s your neighbor’s child; it’s your neighbor’s grand-
father. It could be someone in your family, too.” 

She pointed to the ripple effect that occurs when one person takes 
their life because they see no hope and feel there is nothing they can 
do to rid themselves of the severe pain. “For each one,” said Black, 
“think of how many people in their immediate family and their 
immediate social circles are impacted by that loss of life.”

With funding from a grant from the New York State Office of Mental 
Health, Black and colleagues from Essex and Franklin Counties have 
gone through extensive training—a week of training for each of the 
workshops they are certified to present—on the evidence-based best 
practices for educating the public on how to recognize the signs of a per-
son who may be contemplating ending their life, how to intervene, and 
how to help that person heal and prevent mental distress in the future. 

Through the Mental Health Advocacy Program, BHSN offers eight 
different workshops for a variety of different audiences, from a 
45-minute “Not My Kid” presentation for parent-teacher organiza-
tions, to awareness and anti-stigma workshops for wider audiences, 
to more intensive two-day ASIST trainings for anyone in the com-
munity, especially crisis teams in schools. She also speaks regularly 
to social work and counseling classes at SUNY Plattsburgh, giv-
ing anti-stigma presentations and covering intervention strategies.
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“A lot of what I do is talk about the fact that lan-
guage matters,” said Black. “We don’t use the 
verb ‘commit’ any more. That’s old fashioned.” 
She said that BHSN has media kits available to 
help journalists write about the loss of life with-
out using the word “commit,” and by using facts 
rather than myths. “We now train the media to 
use words like ‘died by suicide,’ ‘took their own 
life,’ and to use factual, non-emotional words,” 
she explained. “You say the word ‘commit,’ and 
what do you commit? A crime. It’s been more 
than 50 years since suicide was declassified as a 
crime in the U.S.; it has been taken out of local, 
state, and federal penal law.”

In her workshops, Black also encourages peo-
ple to treat suicide the same way we now do 
with cancer—by talking about it. “My grand-
mother used to whisper about the ‘C’  word. 
She wouldn’t say it out loud. You just didn’t 
talk about cancer. Suicide is still that way. 
We don’t talk about suicide, but we need to.” 
Black pointed out that at-risk people often 
mask their symptoms and intensions; part of 
the training she presents helps train people 
to talk about suicide, ask important ques-
tions, and how to revisit those questions with 
a person at risk. “We can’t take the first ‘No’ 
from someone who is in distress,” she said. 

Providing Compassionate & Quality Transportation
Medicaid, VNA & Fidelis Care Accepted

(518) 651-7499

WeCare Transport 
Service, LLC

Need help getting to medical appointments?
Choose WeCare for your transport needs

— Serving Clinton, Essex, 
Franklin &  

St. Lawrence Counties —

Courtesy Pharmacy Stop

WHEELCHAIR • STRETCHER • WALKERS • TAXI



FEBRUARY 2017     STRICTLY BUSINESS  |  35

518-324-LINK (5465)  › www.primelink1.com  

Free analysis of  
your individual

VOICE &  
DATA NEEDS WE’RE

PrimeLink is proud to have 
expanded to a second 
location 12A Booth Drive, 
Plattsburgh. This office will  
serve as home to the 
PrimeLink Sales & 
Marketing Departments.

The PrimeLink Network 
Operations Center will  
remain at 99 Kansas Ave.

Vicki Marking
Marketing Director

Denise Calkins Ryder
Account Executive

Jill Carey Herzog
Account Executive

Randy  
LaBombard

Director of Sales

  Mark Sidoti
Account  
Executive

675 Route 3, Suite 201
Plattsburgh, NY 12901
866-699-5216

Visit us at 
HighPeaksDental.com

Dr. Colleen 
Lacombe- Senecal

Dr. William P. 
Caldon

Dr. Michael T. 
O'Connor

Dr. Colleen Lacombe- Senecal 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 
University 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 dental 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 Senecal, 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
• Space Maintainers

We are an office that is now able to service families 
with the addition of a Pediatric Specialist. Products 
and services include:

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

Sedation 

Available

Black emphasized that suicide is like any 
other illness—an act as a result of an illness. 
The illness could be a mental illness, a sub-
stance abuse disorder, a combination of both. 
“So we really have to make sure that the com-
munity—everybody—begins to learn more 
about suicide, because we can prevent it.”

New York State has joined a national movement 
called “Zero Suicide.” “Suicide is preventable, 
but it takes all of us together to help prevent 
it,” said Black. “If we know the warning signs, 
if we understand the risk factors, if we under-
stand the protective factors, we can build those 
in the community, and become a more com-
passionate, resilient, and caring community.” 

To schedule mental health advocacy training 
for your organization, contact Bonnie Black 
at BHSN.

CLINTON COUNTY SUICIDE HOTLINE
1-866-5PREVENT • 1-866-577-3836 • TTY: 
1-877-829-1278

Mental Health Advocacy Program 
Behavioral Health Services North 
22 U.S. Oval - Suite 218 
Plattsburgh, NY 12903 
518-563-8206 
www.bhsn.org/mha.php
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Does Your Checkout Process  
MAXIMIZE SALES?

Most businesses have moved to the 
internet to some extent. For many, 
the move has come in the form of 

allocating some of their advertising budget 
to a website. For others, the move has meant 
moving the whole storefront onto the inter-
net. In most physical stores, the checkout 
process has usually been very similar. The 
customer shops, then goes to a single area 
that is almost always near the front of the 
store, and chooses from multiple registers 
based on the length of the line. Then he or 
she is asked to choose a form of payment, 
a clerk registers the items and bags them. The customer pays and 
then leaves with the goods. There are some variations, such as stores 
where the customer is directed to a specific line, but generally this is 
a culturally engrained process that people learn to do by shopping 
with their parents as children. 

But did you know that your online checkout process may actually 
drive customers away? In an online environment where a customer 
can simply go to another store that’s just a click away without any of 
the sunk costs already incurred by traveling to the store and walk-
ing around shopping, errors in the checkout process will cause you 
to lose conversions (i.e., the number of people who fill a shopping 
cart, and then convert that cart into a sale). 

There are many common mistakes in this process. Shopping is the first 
part of checkout. In a physical store, you know that you have selected 
an item because you can see it in your cart. Shopping is a culturally 
engrained process and deviation is uncomfortable. So, make sure that 
when an item is selected the customer can see that it went into their 
cart without moving the customer out of an area of a website where 
they are exposed to more items. 

From shopping, we move to checkout. Again, the analogy to physi-
cal checkout is instructive. A website is not like a store where there 
is almost always a register at the front that the customer will know 
to go to. On the web, convention is that the checkout button and 

shopping cart button are at the top right of 
the web page. A checkout button in any other 
location will frustrate customers. However, 
you can increase your conversion rate by 
adding more checkout buttons. Try adding 
a second button at the bottom of the page 
and another that is visible in the center of 
the page in certain contexts. 

Unless you are shopping at very exclusive 
stores or at bulk stores like Sam’s Club, usu-
ally you do not need to create a membership 
before buying a product. Requiring a cus-

tomer to create an account before his or her purchase is similarly a 
disadvantage to making a purchase. Instead, let the customer make 
his or her purchase (get your conversion), and then use the infor-
mation from the checkout process to allow the customer to create 
an account. 

Just like in a physical store, you can generate additional sales by plac-
ing small add-on items in the customer’s field of view at the checkout 
line. Think, for instance, of the candy that is ubiquitously available 
in the checkout line of grocery stores and that has permeated into 
unlikely locales such as hardware stores. Many websites try to do the 
same thing by featuring add-on items or items that other custom-
ers have purchased in the checkout flow. However, these items may 
impede conversions by moving customers away from the checkout 
process or making it unclear how to complete the checkout process. 
If you decide to utilize an add-on item system, then there should be 
a visible distinction between those items and the checkout process.

These are just a few of the strategies that can help you generate 
conversions in a simple e-commerce situation where you have prod-
ucts that are being shipped to customers and are paid for up front. 
Many of these rules also apply when the product is a downloadable 
software or a service you are providing to customers. However, in 
those situations there are also legal issues that need to be consid-
ered in addition to conversions. An experienced advisor can help 
you with both. 

By Brendan Owens

G U E S T  F E AT U R E

Brendan Owens is an attorney with the law firm of Stafford, Owens, Piller, Murnane, 
Kelleher & Trombley, PLLC., who represents businesses and non-profits in commer-
cial transactions, taxation disputes, data security, and technology licensing matters. 
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Better care starts here.
We offer access to more clinical expertise, leading-edge research  
and compassionate care right here in the North Country.

UVMHealth.org The heart and science of medicine.

As part of The University of Vermont Health Network, which includes our partnership with one of the nation’s 
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Now more than ever, the care you need starts here, at The University of Vermont Health Network - Alice Hyde 

Medical Center, Champlain Valley Physicians Hospital and Elizabethtown Community Hospital where we bring 

the heart and science of medicine closer to you, every day.

Learn more at UVMHealth.org

Alice Hyde Medical Center • Central Vermont Medical Center 

Champlain Valley Physicians Hospital • Elizabethtown Community Hospital • UVM Medical Center 
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Earlier this month, the North Country Chamber of Commerce once 
again conducted its Annual Issue Survey, establishing the opin-

ion of the regional business community on a number of key federal and 
state issues, while also establishing the 2017 Business Confidence Index.

The Business Confidence Index combines those who expect their 
business activity to be “up” this year with those who expect their 
activity to remain “steady.” A year ago, the index was a strong 92 
percent, with 60 percent expecting growth and 32 percent expect-
ing no change. That seemed like a tough result to beat, but thanks 
to a number of factors and bits of good news over recent months, 
we have found that the 2017 Business Confidence Index. is now 
93 percent. But more telling than the 1 percent increase in the com-
bined number is the internal shift since last year, with 67 percent 
expecting their business to be up this year and 26 percent expecting 
it to remain steady. Only 8 percent expect their business to be down.

I see several factors accounting for this optimism, certainly includ-
ing recent trends and indicators such as rising employment, a strong 
prediction by the Federal Reserve of growth in the state economy over 
the next six months, and general strength in the markets.

Closer to home, we have recently enjoyed the selection of Plattsburgh 
as the site for Norsk Titanium’s revolutionary RPD production facility 
for titanium aerospace components, secured with a state investment 
of $125 million; the award of $38 million by Governor Cuomo for 
the next phase of development at Plattsburgh International Airport; 
the selection of Plattsburgh to receive a $10 million Downtown 
Revitalization Initiative award; the current construction of the $12.7 
million Institute for Advanced Manufacturing at Clinton Community 
College; $61 million in Regional Economic Development funding 
in December for an array of area projects; and other transformative 
state commitments such as $20 million for Whiteface and Gore and 
$32 million for the “Gateway to the Adirondacks” project in North 
Hudson. Plus, our success in retaining more of our business from 
our Canadian neighbors than any other border region we’re aware of. 

As in other recent years, this finding tells the Chamber and its eco-
nomic and workforce development partners that we are doing the 
right things and pursuing the correct strategies, which is important 
to know. Our focus on maintaining our place as a diverse manufac-
turing hub while also specifically growing our role in Transportation 
Equipment & Aerospace and positioning ourselves on the cutting edge 
of new manufacturing technologies—all while excelling in the realm 
of Foreign Direct Investment—is working.

In addition to expressing continued optimism, the region’s business 
leaders also gave us clear direction on their opinions and priorities 
in Washington and Albany this year. On the New York State level 
we learned the top priorities are as follows:

1. State workers reform

2. More workforce development funds and flexibility

3. Small business tax relief

There is also real concern over the potential impact of the currently 
proposed “Buy American” mandates that may be placed on future 
state contracts, with a majority of 54 percent opposing any such new 
mandates as unacceptable interference in business and a source of 
increased cost to taxpayers; while another 29 percent are open to Buy 
American requirements so long as Canada is not included, recogniz-
ing the strong integration of U.S. and Canadian business.

Continuation of the Regional Economic Development Council sys-
tem was embraced by 95 percent, with only 5 percent supporting 
more state grant authority by state legislators. And clearing the way 
for ride-hailing services upstate such as Uber and Lyft is supported 
by 90 percent.

On the federal level, the overwhelming Number 1 priority is “pro-
tecting the U.S.-Canada economic relationship from any adverse 
impact.” Number 2 is the enactment of substantial federal tax reform 
leading to a simpler 15–20 percent corporate tax rate, and Number 
3 is significant federal regulatory reform and relief. In addition to 
these top matters, 83 percent support major new federal funding 
commitments for the nation’s infrastructure, and 70 percent want 
to see major changes in the Affordable Care Act including repeal of 
employer mandates while 30 percent believe the ACR should be left 
mostly as it is.

 These and other findings have been conveyed to our state and federal 
officials and are already supporting our active advocacy efforts in 
Washington and Albany. And the optimism expressed in the Business 
Confidence Index is again reinforcing our strategic and marketing 
efforts, and drawing further attention to this unique area of upstate 
New York and North America.

ONWARD AND UPWARD!

By Garry Douglas

hCHAMBERWISE

BUSINESS CONFIDENCE REMAINS  
HIGH AND PRIORITIES ARE CLEAR

SAVE BIG ON 

YOUR MAILING!

With Bulk Mail Discounts— 
It Pays for Itself!
If you address and mail all of your 
postcards yourself, you pay: 
$0.34 per piece in postage 
(or $0.49 if you mail larger postcards).

If NE Print Solutions addresses and 
prepares your mailing for you, the postage 
rate for 4.25" x 6" postcards is between: 
$0.253 – $0.284.

We charge $0.05 per piece for presorting 
and addressing*. That saves you big over 
mailing yourself! 

Give us a call for the best 
price on your campaign!

12 Nepco Way
Plattsburgh, NY

neprintsolutions.com

Contact our printing and mailing expert Shirley Sansone

518.324.5123

*NOTE: Additional service fees may include: 
Post card design/printing, list processing and delivery to post office.

Minimum requirement to receive Bulk Rate discount: 
First-Class Mail: 500 pieces 
Marketing Mail: 200 pieces

Weight limit max: 3.5 oz./piece
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(Standing) Dave Kaiser, Marc Yrsha, Allen Racine and Ciera Favro; (Seated) John VanNatten, Phil Martin and Kurt Moser.

Your North Country Business Banking Team:

Building a profitable business is no easy task.
Let us help with hassle-free banking and
borrowing solutions.
 
Our North Country Business Banking team can 
move you closer to your financial goals with fast 
response, reliable advice and great service. Put 
us to work for your company today. Stop by any 
of our offices to find out what we can do for you.

For additional information, please call:

U.S. Avenue • 324-4362
Cornelia Street • 566-6650
Margaret Street • 561-3101

gfnational.com

Committed to Growing Your Business


