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If you think something is wrong with this picture, 
you should see what’s happening in stores.

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

facebook.com/TobaccoFreeNYS

@TobaccoFreeNYS

The average age
for a new smoker is

YEARS 
OLD.13

Take action now at  
SeenEnoughTobacco.org

Tobacco-Free CFE
518-570-7784 • tobaccofree@cvfamilycenter.org

Tobacco-Free CFE
518-570-7784 

tobaccofree@cvfamilycenter.org
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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
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B etween 1980 and 2000, the number of U.S. manufacturing jobs fluctuated between 18–20 
million, but by the turn of the century that picture had changed. While the U.S. has shed 
five million manufacturing jobs over the past 15 years, and the North Country lost Pfizer, 

we have also attracted an impressive number of new manufacturers and added hundreds of jobs.

In recognition of the increasing impact those jobs have on our area, we introduce this issue of 
Strictly Business with a look at the Institute for Advanced Manufacturing at Clinton Community 
College. Scheduled to open its doors late this summer, the center will facilitate training and place-
ment in this growing segment of our economy. 

Next we offer you a look at the Sample brothers and their successful construction supply busi-
ness that is headquartered in Mooers, but has built its reputation as a powerhouse in the industry 
across Clinton and Franklin Counties. 

What do Planet Fitness, JC Penny and the Plattsburgh Public Library have in common? They are all clients and fans of the Jost 
brothers, Bill and Eric, owners of B&E Development. The brothers grew up in the North Country, traveled and worked far and 
wide and then returned to the area—a familiar story we love to hear.

While Jeffords Steel has been a fixture in the area for more than 30 years, it is still growing and changing. You can read about its 
newest division and meet the people who are overseeing its variety of services in this issue.

Don’t miss Chris Rosenquest’s article about the FIRST Lego League sponsored by the Champlain Valley Transportation Museum. 
FIRST (For Inspiration and Recognition of Science and Technology) offers students from ages 6–18 an amazing opportunity to 
celebrate discovery and teamwork. The skills being developed in the FIRST program are the first step toward the learning required 
by the high-tech manufacturing jobs of tomorrow. 

Also in this issue, we are proud to offer you our new “Best Practices” series. For the first installment Michelle St. Onge met with 
accountant Rick Martindale to discuss Commercial Property: Rent vs. Buy. You won’t want to miss his overview.

And then there is this month’s Insight feature that will introduce you to Dr. John Schenkel, who for decades has provided much 
needed psychiatric services to North Country residents. As the region tries to address the growing opioid crisis people like  
Dr. Schenkel offer a look at the issue and possible solutions to the problem. 

We concluded with Garry Douglas’s upbeat look at changes under way in our area, from Norsk Titanium, to the completion of 
the upgrade of Plattsburgh International Airport, to the signing of a partnership agreement between the Chamber and Aero 
Montreal, Quebec’s aerospace cluster. 

This issue of Strictly Business is entitled Big Beginnings as a reflection of all that is happening in our area. The momentum con-
tinues, 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
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Employer Benefits:
• Cost E�ective Employee Bene�t      • Direct Billing
• OSHA/ASTM Compliant Products    • Monthly Statements

LENNY’S SHOE & APPAREL:
YOUR CORPORATE
OUTFITTING GURU

Let us out�t 
your employees
• Safety Toe Footwear

• Hi-Vis and FR Clothing

• Slip Resistant Footwear

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

Do You Need A Contractor?
You deserve professional service and quality work from honest people who 
can complete your project at a fair price, in a timely manner.

Residential and light commercial construction ~ No money up front
Fully insured ~ Eight years and hundreds of local references

B & E Development, LLC
518-570-6703

www.bedevelopment.bizBill Eric

Bill and Eric Jost, Owners



I N S T I T U T E  F O R  A D VA N C E D  M A N U FA C T U R I N G  AT  C L I N TO N  C O M M U N I T Y  C O L L E G EUP FRONT

enabling
By Meg LeFevre 

Photos by Ty Kretser
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I N S T I T U T E  F O R  A D VA N C E D  M A N U FA C T U R I N G  AT  C L I N TO N  C O M M U N I T Y  C O L L E G E

Ray DiPasquale, Clinton Community College President

hether students are recent high school 
graduates taking the local, practical path 

to a four-year degree, urban-born co-eds 
seeking an affordable college experience 

away from home, or non-traditional adult learners working towards 
a better life for themselves and their families, Clinton Point Drive 
is a road to success.

There’s always something just a little bit inspiring about taking the 
steep and winding road toward Clinton Community College. A 
few wild bends along the way leave you literally wondering what’s 
around the corner. As you reach your destination atop the big Bluff 
Point hill, you find a place where the sun shines a little brighter and 
the lake gleams a little bluer. And for many, it’s a place of incredible 
promise and opportunity. 

The imposing Moore Building, once a high-class and highfalutin 
hotel, anchors the campus while the Forrence and Stafford build-
ings, both 20th-century additions, and renovated cottages speckle 
the forested heights that overlook Lake Champlain and the Green 
Mountains to the east.

The newly constructed, yet-to-be-named Institute for Advanced 
Manufacturing (IAM) now adds a modern, state-of-the-art facil-
ity to the scenic and historic campus. Clinton Community College 
president Ray DiPasquale and IAM director Kris Renadette are 
hopeful for a generous benefactor (or several) to name the building 
after and, more importantly, an endowment to fund the facility’s 
operating budget for years to come.

W  
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CASELLA OFFERS 
COMPLETE WASTE &
RECYCLING SOLUTIONS
FOR YOUR HOME, BUSINESS, SCHOOL, OR TOWN 

• Zero-Sort® Recycling

• Convenient Curbside Pickup

• Easy Dumpster Rentals

• Dependable Local Service

• Containers 2-40 Yards

• Trash & Recycling Compactors

• Online Bill Pay

• Free Business Waste Analysis

CURBSIDE  
TRASH & RECYCLING

COMMERCIAL 
TRASH & RECYCLING

EASY & CONVENIENT 
DUMPSTER RENTALS

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

Route 3 • Plattsburgh & Water Street • Elizabethtown

www.wilsonappliances.com

clean uP wIth 
washer saVIngs

Brand new to the region and to his leadership 
position at CCC, DiPasquale sees nothing 
but potential here and is eager to leverage 
some large-scale investments at CCC into 
partnerships with regional educators, busi-
ness partners, and future investors. He said 
the $12.7 million SUNY 2020 grant, which 
funded the entire IAM project, a $6 million 
pledge from Clinton County with a state 
match of $6 million for improvements to the 
Moore Building, $1.5 million from the CCC 
Foundation for a new learning commons, 
and additional investments in the Stafford 
Center will bring nearly $30 million in cap-
ital improvements to the campus. “Then,” he 
said, “you look at the picture of investment 
in Plattsburgh, with new companies coming 
in. It’s all positive news.” 

New York State’s aggressive economic devel-
opment plan includes pushing the SUNY 
system to become an efficient engine of eco-
nomic development itself. If a SUNY school 
isn’t on the cutting edge of technology, 
building physical structures and designing 
programs that enable industry and propel 
job creation by training the workforce of 
the future, that campus will become obso-
lete in a hurry. 

In theory, Clinton Community College has 
been doing this for years, as IAM director 
Kris Renadette pointed out. “This is a new 
building, but advanced manufacturing isn’t 
new to us. It’s been embedded in our tech pro-
grams for years.” The Stafford Center at CCC 
currently houses five programs with over 
100 enrolled students. With the announce-
ment of the new Institute for Advanced 
Manufacturing, CCC’s technology enroll-
ment is up 9 percent… and the new facility 
isn’t even open yet. 

The 30,000 square foot building will open 
this fall. Designed and executed by AES 
Northeast and built by all local contractors, 
the building will serve as a regional hub for 
manufacturing education. It will house CCC’s 
existing technology programs, as well as pro-
vide flexible teaching and learning space. But 
as Garry Douglas, president of the North 
Country Chamber of Commerce,  has said, 
“It’s more than just a building, it’s the phys-
ical core of a great movement.”
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Thomas J. LaBombard, PE
Engineering • Planning • Environmental

Providing full service engineering services to serve our 
client's facility, environmental, and utility requirements.

Visit our website at www.tjlpe.com

 1778 Rte 22 Main Street
Keeseville, NY 12944 (next to Stewart's)

Phone (518) 834-7729
www.tjlpe.com

We know that different people 
need different insurance coverage.

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

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

without worrying about insurance.

Running your business 
is tough enough

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

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

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

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

Locally owned family business 
for four generations.

Kris Renadette

A NORTH COUNTRY BUILD
Like the IAM’s programming, which is 
built around partnerships to ensure 
that skills and competencies being 
taught meet the expectations of 
local businesses and industries, 
the building itself is the result 
of a collaboration between all-
North Country architectural and 
construction firms. AES Northeast 
served as the architectural firm 
responsible for building design, while 
North Country contractors handled 
the construction phase: Murnane 
Building Contractors, general 
contractor; L.H. LaPlante Co., 
plumbing and fire protection;  
K&L Plumbing and Heating, 
mechanical systems and HVAC; 
and Watson Electric, electrical, 
communications data and fire alarm 
systems. Jeffords Steel engineered 
and erected the building’s structural steel.
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Bobcat of Plattsburgh

754 Route 3 | Plattsburgh, NY 12901

(518) 825-7368

Parts
Service
Rental
Sales

The philosophy behind CCC’s program is to 
support larger systematic economic growth 
throughout the region. The goal is to increase 
available programs offered at the college as 
well as its ability to leverage partnerships with 
several regional educational organizations, 
from K-12 programs to Clarkson University, 
along with other workforce development 
agencies and local manufacturers to help 
build a workforce pipeline that meets and 
exceeds demands—which are great.

For a long time there has been a false narra-
tive in Clinton County that good jobs don’t 
exist. But Renadette knows better. A career 
fair at CCC in late March brought in 11 local 
manufacturing companies with more jobs 
than there were students to fill them. “It 
just shows lack of a workforce pipeline,” said 
Renadette. He said that pipeline is a mere 
drip right now, with the major disconnect 
being the skills gap between what employ-
ers need and what local labor can provide. 
DiPasquale, Renadette, and the IAM advi-
sory board envision the new program will be 
the catalyst that helps create a steady stream 
in the workforce pipeline.

With increased focus on Made in America, 
programs like this one are working nation-
wide. In order to construct a building that 
would meet the demands of the current mar-
ket and offer infinite flexibility, Renadette 
and a few colleagues gathered insight from 
similar facilities at Clarkson and Hudson 
Valley Community College, and they spent 
three days at the Gateway Technical College 
in Wisconsin, a model advanced manufac-
turing institute. 

DiPasquale beamed with pride over the near-
complete IAM at CCC, giving a lot of credit 
to Renadette and the advisory board for their 
vision to build a facility “that looks and feels 
like the industry. It’s doesn’t look like a typi-
cal classroom, so the environment students 
will be in is going to be very familiar when 
they leave it to go to work.” 

Another unique aspect of the program is 
the f lexible learning environment it will 
offer. Because it is all skills-based train-
ing and hands-on learning, Renadette has 
transitioned his programming to include 
just one hour of lecture time for every four 
hours of lab, and lectures can be completed 
anywhere, anytime. “It works for full- or part-
time students or apprenticeship programs or 
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corporate training. And it can help change 
our cost model because it streamlines and 
makes our resources more efficient by 
expanding the resources of our instructors 
to more individuals,” said Renadette.

This flex system will answer the accessibility 
issue for students with full-time jobs, fami-
lies, and other personal commitments. “The 
lecture portion is streamlined online for basic 
information, and when you come into the lab 
the instructor can answer your questions one 
on one,” said Renadette.

He concluded, “This building is going to help 
build partnerships and streamline things 
for business and industry. There are a lot 
of organizations in our area that are doing 
amazing things, and hopefully this can help 
to pull some of those organizations together 
to make it easier for businesses.” 

Clinton Community College
Institute for Advanced Manufacturing
136 Clinton Point Drive
Plattsburgh, NY 12901
518-562-4200
www.iam.clinton.edu
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Story and photos by Karen Bouvier

In 1989, 22-year-old contractor Steve Sample learned that his supplier, Douglas Duprey, 
was putting his construction supply business up for sale. With the energetic audacity of 
youth, Sample bought it. 

Eponymously renaming the business Sample Lumber, he began with 576 square feet of space 
at 53 Camp Ground Road, Mooers. Growing gradually over nearly three decades, Sample 
Lumber now consists of an expanded showroom and fully stocked lumber yard, and now has 
30,000 square feet stocked with the highest quality construction supplies, tools, and fixtures. 

Although he had plenty of construction experience and had been buying supplies at Duprey’s 
for years, Sample admitted he faced a steep learning curve. “It was a good challenge, and I 
thought it would be fun,” he disclosed. “I was young, had no debt, and ‘spoke Contractor.’” 

Once he took over the business, Sample realized its rural geographical location in an area 
with a small population limited his growth. “I noticed that Duprey and other suppliers in 
this area dealt mostly with homeowners. No one was working with commercial contrac-
tors and developers,” said Sample. “I decided to expand into the commercial market.” Over 
time, Sample developed relationships with large contractors and real estate developers. He 
now estimates that those contractors and developers make up 85 percent of his business. 
“We’re known as the big-ticket discounter in Clinton and Franklin Counties. If there’s a 
major project going on—such as the construction of the new University of Vermont Health 
Network building in Champlain or the SeaComm Federal Credit building in Plattsburgh—
we’ve probably supplied the materials.”

Sample had been in business only a few years when Sample Lumber had grown to a point 
where he needed a general manager. In 1991, Sample’s brother, Kevin, joined the business. 
The siblings had worked side-by-side on construction projects, so like his brother, Kevin 
had his own background in contracting. Kevin Sample was also only 22 when he entered 
the business. “We had a lot to learn, but had no fear, and were very aggressive at building 
the business,” he said. “It was definitely trial and error. Our biggest challenge at the time, 
due to our ages, was getting contractors to take us seriously.”

NO PROJECT IS  
TOO LARGE:

SAMPLE LUMBER LOOKS BACK ON ITS  

FIRST 30 YEARS



S A M P L E  L U M B E R

Steve and Kevin Sample
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616 ROUTE 3 • PLATTSBURGH, NY • 518-324-7800
550 ROUTE 3 • PLATTSBURGH, NY • 518-324-5100

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

For commercial use and the 
do-it-yourself home owner...

By advertising on local radio stations, attend-
ing home shows, developing relationships with 
contractors and developers, and providing 
high-quality materials at competitive prices, 
the Sample brothers steadily expanded their 
business. In 2003, Steve purchased Dwyer’s, a 
lumberyard and hardware store on Depot Street 
in North Bangor, a business move that extended 
their brick and mortar presence into Franklin 
County. Currently employing more than 20 
full-time employees, the Sample brothers are 
proud to have a direct financial impact on their 
communities. “We keep the labor local,” said 
Steve, “and get involved in various community 
fundraisers and activities.”

“It’s especially rewarding to sponsor kid’s 
sports teams. We enjoy seeing the tan and 
green Sample Lumber colors on the Mooers 
Elementary basketball and soccer players. We 
also sponsor Little League teams,” added Kevin. 
“We grew up here [in Cannon’s Corners] and 
are raising our families here [each brother 
has three children],” he said, “so we like to get 
involved and support their efforts.”

Like any successful, longstanding business, 
Sample Lumber has adjusted with the times. 

Lake Champlain Roofing, LLC
7631 Rte 9 • Plattsburgh, NY 12901 • 518-562-9956 • Info@lakechamplainroofing.net

Customize your roof to your home!

Copper, EPDM, 
Wooden Shake, 

Shingle, or 
Standing Seam
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ANNUAL
TIRE 
SALE

Warren      Tire
Service Center

13 Broad Street • Plattsburgh, NY
518-563-6400 • www.warrentire.us

HOURS: Mon-Fri 7am-5:30pm • Sat 8:00-4pm
Just Say, “Charge It”

Instant Credit Available YES WE DO!
New York State Inspections • Brakes • Shocks

Struts • Complete Auto Care • Exhaust • Lube, Oil, Filter
Alignments • Air Conditioning • Tune Ups

THIS WEEK ONLY!!
APRIL 24TH - 29TH

FREE MOUNTING
563-6400

FREE BALANCING
Originally doing their tax returns by hand, the company added computers in 1995. Not only 
were they able to automate their invoicing, inventory, bookkeeping, and other important finan-
cial records, over time the development of CAD (computer-aided design) software meant they 
had a better communication tool to use when discussing design plans with their customers. 
“It reduced the potential for miscommunication or misperception,” said Kevin. “Seeing the 
actual design on the computer screen—with the wall and flooring materials and finishes the 
customer is asking for—helps with estimating cost and ensuring they get exactly what they 
want. We can give better customer service, and, in the end, that’s what’s most important.”

Steve, Kevin, and their experienced staff credit the internet and the proliferation of home 
remodeling television shows for educating their customers. “People first browse the inter-
net, and come in more prepared to discuss the details of a project,” said Steve. By all accounts, 
some “do-it-yourselfers” (now known as DIYs) visit Pinterest to explore images of the latest 
designs and materials, while others watch YouTube videos to get instructions on how to do 
building repair and construction. 
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700 Bear Swamp Rd.
PO Box 565
Peru, NY 12972
Phone: 518-643-9915
Website: www.perufcu.com

~ People Helping People ~

Your Credit Union Services:
Savings • Free Checking Account

w/E-Statements • Certificates of Deposit 
Direct Deposit • Online Banking • Free Bill Pay 

Loans • Gift/Travel Cards • 24/7 ATM
 Office hours: 9:00-4:00 (M-F)
 Drive thru: 8:00-4:00 (M-W)
  8:00-5:00 (Th-F)

Champlain Valley Electric Supply Co., Inc.

118 Hammond Lane, Plattsburgh, NY 12901
518.561.8585  •  www.champlainvalleyelectric.com

We can design your home 
around our lighting!

         Lighting & Home 
 Design Showroom

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

In addition, the popularity of home design 
shows—such as Fixer Upper and Property 
Brothers on HGTV—has also enhanced how 
Steve and Kevin communicate with their cus-
tomers. “I like these shows because they help 
customers develop a vocabulary and visual 
sense of what they want,” said Steve. “It elim-
inates discrepancies. Customers know what 
to ask for.” 

Describing his management style as “struc-
tured and disciplined,” Kevin Sample sets 
clear expectations as general manager, but 
he also invites collaboration and ideas. “We 
have company meetings once a month,” said 
Kevin. “It’s where everyone can be heard, and 
things can be ‘reset.’ If a procedure needs to be 
adjusted, or if additional training is needed, 
we can address that and move forward.”

As Sample Lumber enters its third decade, 
Steve and Kevin Sample plan to keep devel-
oping relat ionships with commercia l 
contractors, developers, and each home-
owner who has a building project. They 
plan to continue offering the highest-qual-
ity building supplies at the most competitive 
prices. And to keep up with the constant com-
petition from the online marketplace, they 
have plans for an improved web site, as well 
as offering their products via virtual (online) 
home shows. 

That means Sample Lumber will continue 
to do what it does best: offer high-quality, 
well-priced building materials for large con-
struction projects, and personalized customer 
service to each homeowner. 

Sample Lumber
53 Camp Ground Road (off Rt. 11)
Mooers, NY 12958
518-236-7788
FB: Sample Lumber Company

The development of CAD (computer-
aided design) software meant the 
brothers had a better communication 
tool to use when discussing design plans 
with their customers. “Seeing the actual 
design on the computer screen...helps 
with estimating cost and ensuring they 
get exactly what they want. We can give 
better customer service, and, in the end, 
that’s what’s most important.”
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Construction Aggregates/Sand & Gravel
Ready Mix Concrete • Asphalt

Decorative Stone
111 Quarry Road • Plattsburgh, NY • 12901 • 518.561.5200 • www.graymont.com

GRAYMONT
Building Our Communities
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W e at Strictly Business know that business owners are pulled 
in a thousand directions and might not have time to stop 
and consider which option is right for them. This month’s 

Best Practices topic taps the knowledge of the Martindale Keysor & 
Company, LLC firm to provide some food for thought on the afford-
ability of commercial property options and considerations. Armed 
with some building blocks and a good overview, we hope you’ll be 
inspired to take action.

When it comes to making substantial changes in the structure of 
a business, the presence of a solid foundation is an important pre-
requisite. Your accountant is the best person to advise you whether 
your business is in the position to make a bold move when it comes 
to property expenses. Taking time to conduct an informal practical 
survey of your current conditions can help you know when the time 
is right to call in the professionals. Do your homework and make an 
honest assessment of your strength in the following areas:

The bottom line: Is there growth in sales year over year? Consider 
the profitability of the business both historically and make a well-
educated forecast into the future. If you’re entertaining an increase 
in the cost of space for your business, this should align with the prof-
its you are currently making. Any change in expenses will impact 
profits, so a healthy margin is the safest bet.

BEST PRAC TICES

Cold, hard cash: Does the business have cash reserves? If the answer 
is no, it will be next to impossible to make the initial deposit required 
by most property sellers to ensure the commitment of a potential 
buyer. In addition to the initial deposit, the bank funding your loan 
will want a significant percentage of the purchase price up front as 
a down payment. Winning the lottery or generous and wealthy rel-
atives are additional options, though harder to come by. 

Room to grow: Analyze and forecast your expected five- and ten-
year needs regarding the commercial space required to realize the 
goals you have for your business. This is true whether your goals are 
to maintain, downsize, or grow your business. If you have not done 
your homework, or even if you have and things change drastically 
in an unpredicted way, you could be stuck owning or renting a prop-
erty that is too big or too small to meet your needs. Alternatively, a 
business could plan on purchasing property that is larger than what 
is needed now and earn rental income on the extra space while con-
tinuing to grow.

Location: Location is particularly important for companies that rely 
on traffic flow, but always a consideration for businesses. How is your 
current location helping or hurting your customers, suppliers, and 
employees? Business and economic development are moving targets, 
so periodic assessment of the local landscape is the best way to stay on 

COMMERCIAL PROPERTY: 
RENT VS. BUYBy Michelle St. Onge

The cost of physical space for a business typically accounts for a significant percentage of its 
overall operating costs. In parallel with home ownership, there are advantages and  

disadvantages to owning your commercial property vs. renting it.  
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top of emergent opportunities to make your physical location work 
better for your business. If location is a critical factor, renting may 
be the only affordable option to maintain the foot traffic needed.

Long-term investments: The growth in the value of property over 
time makes ownership an attractive investment. “Take a hard look at 
your overall net worth and what it is comprised of,” commented Rick 
Martindale, CPA at Martindale Keysor & Company, who counseled 
that maintaining diversity in the investment portfolio of a business 
is always a good idea. “If the market for real estate should go down, 
you don’t want to be fully invested in just that sector,” he said. The 
eventual sale of commercial property could also serve as an impor-
tant financial piece in the retirement planning of the business owner.

Property management: Do you have the time and skill to manage the 
logistics of property ownership in addition to your current responsi-
bilities? When you rent, the headaches of maintenance, repairs, and 
upkeep are very often someone else’s problem. Avoiding those details 
leaves you more time to do the work of running your business. On the 
flip side, if you benefit from having control over making adaptations 
to the physical space you occupy, property ownership offers consid-
erably more flexibility.

Decision Time
Once you have done your research and uncovered your strengths 
and weaknesses regarding the current state of affairs in your busi-
ness, you will have a clearer picture of whether a change is right for 
you. To take the next step forward, a deep dive into financial and 
tax considerations is necessary. A solid analysis comparing current 
costs of renting property to the costs associated with buying is the 
right place to start. According to Martindale, it is important to com-
pare apples to apples when crunching the numbers. It is easy to forget 
about expenses that property owners typically factor into a lease such 
as property taxes, snow removal, maintenance, and insurance. “You 
need to be able to afford the monthly payment not just now but into 
the future,” he advised. “As a property owner, you will be responsi-
ble for all repairs and maintenance going forward, so build that into 
your budget and projections for affordability.” 

Deciding to rent or buy is an important hurdle, but that is only the 
beginning. The majority of property purchases require the involve-
ment of a bank to finance a commercial loan. Martindale advised 
potential buyers that qualifying for financing is a lengthy process. 
“The asset must be appraised high enough to make the deal work, you 
must have sufficient down payment and you must demonstrate the 
ability to meet the monthly payment through a good financial his-
tory,” he explained. Though loans often start with a traditional fixed 
interest rate, commercial loans are often scheduled to be reviewed 
and adjusted periodically. This means that like rent, interest rates also 
carry some risk of rising over time as the lending markets change. 

Financing is not only time consuming, it is costly. From various lend-
ing fees to closing costs to a hefty down payment, the available cash 
balance of a business needs to be ready to take a hit even before the 
starting line of a purchase. A business owner should carefully eval-
uate the overall financial picture of the business before letting go of 
a sizable portion of the liquid cash toward the financing. If making 
a purchase is too constricting on the financial ability of your busi-
ness to grow and adapt to changing market demands, this might not 
be the right time to invest. 

While it may seem like mortgagees are at the mercy of lenders, 
Martindale suggested that there is potential wiggle room for those 
who are savvy enough to seek it out. “Keep in mind all bank com-
mercial mortgage ‘deals’ can be somewhat negotiable,” he advised, 
“Having several banks look at the loan can provide friendly com-
petition that can benefit you.” Looking at an even more creative 
solution, Martindale suggested that the seller might have a vested 
interest in coming the table to move things along. “Sometimes 
the seller is motivated enough to provide part or full financing, 
or wants to act as the bank and ‘hold the paper,’” he explained. 
This financial arrangement can save the buyer time, and money. 
Perhaps most significantly, it can reduce or even eliminate the 
expense of a down payment typically required with traditional 
financing. 

Finally, there are tax advantages to property ownership that impact 
the financial picture. The interest paid on a loan, property taxes, 
and all building-related expenses are some of the deductions that 
can significantly offset tax liability for a business. Depreciation 
of the building can also offer tax relief, though Martindale 
advised caution. “From a tax standpoint, owning property is not 
as advantageous as it once was because the IRS depreciation rules 
do require a long depreciation life of nearly 40 years on nonres-
idential property.”

Running a business can feel like a never-ending conveyor belt of cal-
culated risks. Property purchase is one of the more significant—but 
in the end, only one of many—decisions where risk taking can lead 
to either great reward or crisis. While the ultimate decision of rent-
ing or buying space rests with the business owner, it pays to conduct 
a thorough analysis and involve as many professionals as possible in 
the process. In addition to your accountant, it is helpful to consult 
with a realtor who specializes in commercial real estate, a lawyer 
with commercial property transfer experience, and a trusted mort-
gage advisor. 
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By Michelle St. Onge 
Photo by Ty Kretser

After a long and successful career in psychiatry that stretched from 
California to Oregon to Plattsburgh, Dr. John Schenkel began his semi-
retirement at the age of 70. His educational foundation is rooted in 
biology, but his course changed when he realized that a Ph.D. in biol-
ogy was best suited to a career in academia. “I realized that I’m not 
a good enough politician to survive in academia,” he recalled, “so 
medical school was my way out.” Medical school was a great fit for 
Schenkel, who developed an interest in psychology and the human 
psyche from a young age. 

After completing residency and medical school at the University of 
California-San Diego, Schenkel opened a private practice in Oregon. 
While there, he worked with Dr. John Johnson, who later moved to the 
Plattsburgh area and subsequently recruited Schenkel to join him in 
1992. Since his move to the area Schenkel has been treating patients 
through numerous social service and public mental health agencies, 
including Behavioral Health Services North, Clinton County Mental 
Health and Addiction Services, and Champlain Valley Family Center.

As a semi-retired professional, Schenkel maintains a busy and quite 
full schedule. He recently took some time out to speak with Strictly 
Business about his career and passion for increasing awareness about 
substance abuse issues in the community.

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

JS: The very first class I took in medical school was a pathology 
class. The teacher got up there and said, “You forget what you hear. 
You remember what you see. You know what you do. And you guys, 
you don’t know sh*t yet.” And I have since learned that it is true. 
You don’t know what you’re doing until you have done it for some 
period of time. There is just too much information out there to get 
a handle on. It takes a long time to get. It took me about five years 
before I really felt confident that I could handle whatever situations 
walked in the door.

SB: What advice would you offer to someone starting his or 
her medical career?

JS: I don’t care what specialty area you are in; interpersonal skills are 
going to determine whether you are successful or not as a medical 
practitioner. Don’t confine yourself to just learning about the field 
you are in. You have to have a wide-ranging education and a large 
fund of knowledge, because you never know what you are going to 
need bring to bear on any situation. It is no surprise that people who 
make big contributions to a field are generally those who came from 
another field. They have more tools to solve problems.

JOHN L. SCHENKEL, M.D.
SB: There is a shortage of psychiatrists locally. Why do you 
think this is the case?

JS: The situation is brutal. It isn’t just a problem here. There aren’t 
enough psychiatrists to go around anywhere. The average age of 
psychiatrists today is 55 years. With more retirements coming, this 
means the situation is going to get much worse, and quickly. On 
top of that, in rural areas it is very difficult. For some reason I don’t 
quite understand, psychiatrists seem to be attracted to large cities. 

SB: Why are there not enough younger psychiatrists in the 
pipeline?

JS: There was a phase when the field of psychiatry focused more on 
the biological aspects of treatment. As a result, they stopped teach-
ing the psychological part of it in medical school, instead focusing 
on the biological areas. It made the field seem boring, and medical 
students chose other specialty areas instead. Medical schools now 
realize that was a big mistake and have corrected it, but the dam-
age has been done. There was a long time when they could not fill 
psychiatric medical residencies, and that is part of why we have a 
shortage of psychiatrists today. It is also hard to attract students to 
this field because the cost of getting a medical education has sky-
rocketed, and you cannot make enough money as a psychiatrist to 
pay off your educational loans. 

SB: What are you most proud of professionally?

JS: I am very good at dealing with difficult patients. Both those who 
are difficult to treat, and those who other professionals have found 
difficult to get along with. Believe it or not, the patients who are the 
most difficult are often the most intelligent ones.

SB: Tell us about your community involvement: 

JS: I am passionate about substance abuse. In Oregon I was asked 
to be on the governor’s advisory committee on substance abuse, and 
even chaired that committee for several years. Most of my involve-
ment in the local community has revolved around this topic. I try to 
give a lot of talks to groups here. I’ve spoken to groups at the hospital, 
the National Alliance on Mental Illness (NAMI), and participated 
in panel discussions.

SB: How did you get passionate about substance abuse?

JS: It came from a long history of figuring out that substance abuse 
was behind a lot of the problems that I was dealing with in the patients 
I was seeing. I discovered that if substance abuse issues were behind 
a patient’s problems, they would never get resolved until that part 
was addressed.
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JOHN L. SCHENKEL, M.D.

SB: Why do you think the substance abuse problem is 
growing?

JS: There is nothing new about addiction. The only thing new is 
that we have new drugs to play with. The drugs on the street are 
changing all the time, and there are some really dangerous drugs 
out there now. The problem is getting worse due to a whole range of 
things. There are more drugs out there, and they are available to peo-
ple who are too young to be able to parent themselves. Adolescents, 
even if they know the risks, will do it anyway. Risk taking is one way 
of gaining social status among adolescents. They are very vulnera-
ble to peer pressure.

SB: If you could have dinner and spend an evening with 
any well-known person, living or dead, who would you 
choose and why?

JS: I would choose Carl Jung. More than anything, Jungian psy-
chology shaped my understanding of the psyche. It is his psychology 
that is the foundation for my understanding of my work. Jung had 
an incredible ability for insight. He wasn’t afraid of relying on sub-
jective experience—as opposed to being limited to things that you 
can objectively measure and demonstrate. That was the whole prob-
lem behind the behavioral psychology movement. They rejected 
everything that had anything to do with subjectivity. They rejected 
the whole idea of emotion, and many other things. We’ve grown up 
some since then. Carl Jung really put the subjective world together 
for the profession. I still think the profession hasn’t really caught up 
with the subjective world as a basis for personality theory and how 
the psyche works.

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

JS: There was a time when I did some stints as an actor. I discov-
ered that I have a talent for comedic timing. I was in a few plays at 
UC-Davis.

SB: What do you believe the North Country community 
should do today to ensure a prosperous future?

JS: We need to invest more in the arts. That is what makes life inter-
esting, and what makes a community attractive. Recently there have 
been some efforts to improve things. I think the Strand Theater is 
incredibly important. The Tibetan Festival week was very impor-
tant. These efforts have mostly been led by individual people, and 
there hasn’t been much led by the community. With the exception of 
the Strand, I don’t think the community has been willing to cough 
up the resources that are needed to really make a difference in the 
arts. If the community wants to be successful in attracting people 
to live here whose idea of having a good time is more than going to 
McDonalds, then they are going to have to really invest in the arts.

SB: What do you do in your free time?

JS: I like to travel, dance, and drum. My travels have mostly been 
centered around going places for special dance events. Sharon and 
I do both English country dance and contra dance. We have been 
to Hawaii, Italy, England, St. Croix for dance festivals. Sharon and I 
started taking West African drumming lessons many years ago, and 
fell in love with it. I am also writing a book right now that is basi-
cally an introductory tour through the brain and the psyche. That 
takes up most of my free time. 

Hometown: Berkeley, CA

Occupation: Psychiatrist, semi-retired

Family: Wife, Sharon of 16+ years. John has three 
grown daughters; Sharon has two grown sons

Education: Bachelor’s and Master’s Degrees in 
Entomology from University of California-Davis, M.D. 
from University of California-San Diego
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Bill and Eric Jost
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“Any job, big or small, do it right,  
or not at all.”

This old-time adage is of unknown origin, but there are still people and businesses that adhere to it, and 
B&E Development, LLC, would appear to be one of them. In operation since 2000, owners and brothers 
Bill and Eric Jost have been steadily growing their construction business by employing good old fash-
ioned customer service methods, where the customer is king or queen, as it were, and attention to detail 
begins from the minute they pick up the phone and extends to the final cleanup at a job site.

The Sum of the Parts
The brothers grew up in the small farming community of Burke, NY, where they were no strangers to 
hard work. They took separate, divergent paths after high school. Bill attended Vermont Technical College 
where he received an Associate’s degree in Architecture and an Associate’s degree in Civil Engineering. 
He headed off to California to make his fortune, and within a year was hired to manage a company on 
the island of Guam. His business management skills were put into practice and fine tuned after he and 
a partner bought the company. After seeing a need for storage solutions for warehousing on an island 
so tiny it must import the majority of its goods, the partners started a second business, which grew to 
include kitchen cabinet sales and renovations. 

Meanwhile, Eric studied at North Country Community College and SUNY Canton, only to decide that 
working in construction was his forte. While his brother honed his business acumen on Guam, Eric spent 
10 years gaining valuable hands-on work experience, developing skills and gaining qualifications in all 
aspects of the construction industry, four of which included working on Guam alongside his brother. In 
2000, Bill and Eric returned to upstate New York and bought their first investment property in Saranac. 
They teamed up, combining Bill’s business management skills and Eric’s considerable construction exper-
tise to create B & E Development, LLC.

Rolling with the Changes
The early years of B & E Development might have looked like a blueprint for the HGTV series Property 
Brothers. During early to mid-2000 Eric and Bill were ahead of their time successfully flipping upwards 
of 40 houses: i.e. buying a property, making renovations or capital improvements that increase the value, 
and then selling it, subcontracting out some of the labor. They soon learned that the difference between 
flipping houses and contracting to do construction projects is a big one. In the former you are speculat-
ing on getting paid; in the latter, you will always get paid. The tightening housing market reinforced this 
distinction and the brothers broadened their focus to take on more residential and commercial construc-
tion and renovation projects. This proved to be the best move they could have made.

Since 2008, the brothers have increased their business tenfold. Having completed projects that range from 
bathroom renovations to building homes from the ground up, they have served over 400 customers in 
Clinton and parts of Essex County, reaching as far as Lake Placid, Saranac Lake, Keene, and Jay to Port 
Kent, Keeseville and Plattsburgh. Their customer list is as diverse as the projects they have completed, 
from private homes to Planet Fitness. 

B  &  E  D E V E L O P M E N T
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Raving Fans
“Professional service sets us apart,” said 
Bill, who is the full-time administrator for 
the business. “To really get a project right, 
you have to be dialed in at a very high 
level,” he added. That process includes 
being totally clear up front about the cus-
tomer’s tastes, and if that requires a walk 
through Lowe’s to physically see colors, 
styles and materials in person, so be it. “It 
is my job to take my conversations with 
the customer and put them onto paper 
to convey to the foremen what the cus-
tomer wants as clearly as possible. It takes 
the burden off the customer and they can 
then watch the process unfold and enjoy 
it with a high level of trust.” 

This communication, both before and dur-
ing a project helps ensure that everyone 
is on the same page. It is not just for the 
customer’s benefit but also for the team 
working on the project. 

Eric acts as a work force manager, and 
with anywhere from two to six projects 
underway simultaneously, that means a 
lot of coordination. “The right guys have 
to be in the right place, everybody work-
ing to their strength,” he explained. This 
may require rotating tradespeople from 
one project to another. 

In addition, Eric coordinates materials, 
tools and equipment. It is his job to make 
sure employees on site have what they need, 
when and where they need it. “Our fore-
men start and stay on a job for continuity. 
They are personable and professional, " said 
Jost. Since their foremen are the face of the 
company on the job and the liaison to the 
customer, they have come to trust that all 
the moving parts including labor, materi-
als and tools are in place, allowing them 
to bring a project to a successful outcome. 

But the brothers are not simply about 
getting to the other side of a project 
without incident. After reading the book 
Raving Fans: A Revolutionary Approach to 
Customer Service by Ken Blanchard and 
Sheldon Bowles, Bill’s goal was to bring 
to the business techniques to really learn 
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what a customer wants and put systems in place to accomplish that goal. “The goal is 
to create “raving fans,” not just loyal customers. We want their experience with us to 
be so great, they can’t help but talk about it,” he explained. And they do. On Facebook 
and in testimonials on their website, customers sing B&E’s praises, highlighting every-
thing from their honesty and integrity to their high level of craftsmanship.

Challenges
“Finding business is not our biggest challenge,” explained Bill. This would seem to 
be an enviable position to be in, and they are fortunate to retain their highly skilled, 
widely diverse tradespeople through the North Country winter with continued work, 
even if it is just shoveling snow off a roof or other routine maintenance or cleaning. 
“I always say to them, ‘I didn’t always promise it would be fun, I just said you’d have 
work,’” he said. Like most construction businesses in our area, their employment 
needs to shrink and swell with the seasons, finding a motivated, qualified workforce 
as the season ramps up is a hurdle. “We want to hire someone who wants to be here,” 
explained Bill. He calls his core group of employees “viciously loyal.” “They are on 
time, breaks and lunch are scheduled, they clean up a site at the end of every day.” If 
a new hire isn’t pulling their weight, the staff lets them know. When conducting an 
interview, he wants potential employees to put themselves in the customer’s shoes, 
asking, “What would you want your experience to be?” 

B&E has successfully developed employees who started out as laborers by allowing 
them to accompany one of the seasoned professionals on the staff to learn more specific 
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skills. Those employees have grown because 
they wanted to learn and have the requisite 
team-player mentality. Unfortunately, the 
company has lost a few employees to union 
jobs in the region. “We want to take care of 
our employees, compensate them fairly and 
keep them working,” said Bill. Operating as 
a small business, however, they are limited by 
the market and it is difficult to compete with 
union wages and benefits.

Growing the business exponentially has 
proven to be the company’s biggest chal-
lenge. “It is hard to make the organizational 
leap to taking on more projects simultane-
ously,” said Bill. The level of organization 
required to coordinate all the moving parts 
for additional projects while maintaining 
their integrity is just not something they 
are comfortable compromising. Bill wants 
to keep gently pushing the envelope, while 
Eric is comfortable with their current posi-
tion, but their core values are the same. “We 
believe in honesty, integrity and hard work,” 
said Eric. The brothers provide balance for 
each other in many other areas. “We are 
polar opposites,” said Jost. “We’re family so 
we have some colossal fights, but we always 
make up at the end of the day. We are just 
trying to do the right thing, it’s not hard. At 
the end of the day, it’s all construction.” 

B&E Development
PO Box 888 
Plattsburgh, NY 12901 
518-570-6703
www.bedevelopment.biz
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Source: fDi’s American Cities of the Future 2015/2016.

Photo courtesy of Nikhil Hegde.

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

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

Many successful companies call the Greater 
Plattsburgh region home because we are a 
progressive 21st century community, uniquely 
positioned for business development and 
foreign direct investment. The Institute for 
Advanced Manufacturing scheduled to open 
in the Fall of 2017 is a testament to the 
commitment the region has to creating a hub 
for manufacturing education, and to continuing 
to support and attract international companies 
such as Bombardier, Fujitsu, Norsk Titanium, 
Nova Bus, and Schluter Systems.

Go to www.thedevelopcorp.com or call 
Paul A. Grasso, Jr., President of The Development 
Corporation (TDC), to find out what these 
companies, and perhaps even your competition 
already knows, come here and your business 
can go anywhere.
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By Kristin Cleveland
Photos by Ty Kretser

Kent Niles, Dan Jones and Robert Davenport
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When the Institute for Advanced Manufacturing at Clinton 
Community College opens to students this fall, many of 
Jeffords Steel’s contributions to the building will no lon-

ger be visible. Jeffords rebar reinforces the concrete foundations of 
the building, and tons of structural steel fabricated at the company 
form the facility’s skeletal support. That’s the thing with structural 
steel—you might not always see it, but you’re awfully glad it’s there. 

Hiding in Plain Sight
The 32-year-old Plattsburgh company has a not-always-visible pres-
ence that extends from Plattsburgh to Potsdam and throughout the 
Northeast. If you didn’t know to look while driving north on Route  
22 into Plattsburgh, you might not notice a fleet of 18-wheelers loaded 
up with massive I-beams tucked behind a bank of pine trees. While 
you can’t see much from the road, a turn into the complex reveals 
what an enormous operation it is. 

Larry and Judy Jeffords established Jeffords Steel & Engineering 
Company in Plattsburgh in 1985. They began operations in a 30 x 
30 rental space, marketing structural steel products to local con-
tractors. Since then, the company has grown to over 60,000 square 
feet of space with more than 100 employees and two locations—in 
Plattsburgh and Potsdam. In December 2016, the company added a 
new division, the Jeffords Machine Shop, at its Plattsburgh facility. 
Company founder and CEO Larry Jeffords said the machine shop 
completes the company as a steel fabricator. “We are now a 100 per-
cent full-service steel operation.”

Jeffords Steel’s services can be divided roughly into two categories: 
large-scale structural and miscellaneous steel fabrication for indus-
trial and commercial construction, and the smaller-scale products 
and services provided to local contractors by the Jeffords Steel Service 
Center. And now, with the addition of the Machine Shop, the com-
pany can handle even more specialized custom work.

Skeletons to Stairs 
Structural steel is the massive steel framework around which large 
industrial or commercial buildings are constructed and includes the 
rebar used to reinforce concrete foundations. Miscellaneous steel 
refers to additional steel elements such as supports and framework 
for stairwells, handrails, and ladders. Many of the stair rails on build-
ings at SUNY Plattsburgh are miscellaneous steel from Jeffords Steel.

As an American Institute of Steel Construction (AISC) certified steel 
fabrication company, Jeffords Steel engineers and erects structural 
and miscellaneous steel for major construction projects all over north-
ern New York, Vermont, New Hampshire, and Massachusetts. In 
Plattsburgh alone, the company has provided complete structural ser-
vices for the Plattsburgh Airport Expansion and the Schluter warehouse 
expansion in addition to the Institute for Advanced Manufacturing. 

But its presence extends far beyond the immediate area. The company 
also provided the “skeletons” for Bevier Hall at SUNY New Paltz, 
Northwestern Medical Center in St. Albans, Vt.; the Kraft-Heinz 
String Cheese Expansion in Lowville; the Lake Placid Toboggan 
Run; the Dartmouth Athletics Pavilion and Dartmouth Hitchcock 
Medical Center in Hanover, NH; Adirondack Medical Center in 
Saranac Lake; the New England Center for Circus Arts in Brattleboro, 
Vt.; LFB USA Manufacturing Lab Facility in Marlborough, MA; the 
F.W. Webb Distribution Facility in Londonderry, NH; the Health 
Education Complex at Corning Community College in Corning; 
Cornell University’s Central Energy Plant in Ithaca; and the Building 
2074 Hangar Addition at Fort Drum. The company has diversified 
enough that people around the country have come to them for proj-
ects, such as a custom homebuilder in South Carolina who enlisted 
the company to create two different rolled spiral staircases.

Full-Service Advantage
These major projects come to the company through the competitive 
bid process. Although the company regularly competes against firms 
from Canada, Syracuse, and Albany, it has been successful because of a 
reputation built on a strong tradition of customer service and the dis-
tinct advantages that come from its status as a full-service fabricator. 

Kent Niles, fabrication operations manager, explained that when a 
general contractor sends out requests for bids, the Jeffords Steel divi-
sions go to work—together. The company’s in-house engineers work 
with the structural fabrication team to assemble a detailed plan and 
pricing for the manufacture, installation and on-time delivery of all 
structural and miscellaneous steel necessary to bring the structure 
from blueprints to reality. 

Niles pointed out that Jeffords Steel is unique not only because it has 
in-house engineers and now a full-service machine shop on site, but 
also because it maintains its own trucking fleet. That means the com-
pany can always assure that a project’s materials will arrive on time. 
“Most fabricators subcontract delivery of their fabricated steel,” said 
Niles. “Jeffords delivers 95 percent of the product that it sells. That 
means we control our own destiny. It gives us the advantage of being 
able to take better care of our customers.”

Custom(er) Service
As an over-the-counter service provider, the Jeffords Steel Service 
Center is a one-stop resource for smaller general and individual con-
tractors, welders, and even individual homeowners tackling DIY 
projects. Opened in 1989, it offers a large inventory of standard steel 
and rebar that can be pulled straight from the shelf, and serves cus-
tomers throughout the Northeast—offering delivery to locations in 
New York, Vermont, Massachusetts and New Hampshire.

J E F F O R D S  S T E E L
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However it also relies on state-of-the-art, 
computer-controlled equipment and, when 
necessary, the expertise of Jeffords’ in-house 
engineers and detailers to safely and cost 
effectively provide customers with services 
like mitered and beveled saw cutting; plate 
shearing, cutting, bending, and rolling; pipe 
threading; priming and painting, and all 
kinds of other customized fabrication. It has 
handled custom jobs from bending rebar and 
engineering custom support beams for home 
remodels to fashioning the support for the 
U.S.S. Lake Champlain Bell in Peace Park on 
Plattsburgh’s waterfront, aluminum ship’s 
ladders, and even ironwork Adirondack-
style chandeliers. 

Machine Wizardry
Dan Jones, vice president for Steel Center 
operations, said that the Machine Shop is 
something company founder Larry Jeffords 
had planned to add to the company for years. 
“Previously, there were a lot of jobs that we 
couldn’t do because of the custom nature 
of the work. It’s been part of a natural pro-
gression towards becoming a complete steel 
fabricator,” said Jones.

Robert (Bob) Davenport is the Machine 
Shop’s new manager. Davenport ran his own 
machining business—R & S Machine—for 
27 years, but when his adult children chose 
to pursue different career paths, he faced a 
decision shared by many small business own-
ers. With no one to take it over, and finding 
it difficult to sell without adding his 30-plus 
years of knowledge and experience into the 
deal, he decided to liquidate. 

At the Machine Shop, Davenport has been 
gradually outfitting it with the tooling and 
parts necessary to make it a full-service shop. 
The technology available for working with 
the materials Jeffords Steel uses is constantly 
changing and improving, and choosing what 
tools to invest in can make a huge difference. 
For example, when a customer needs a hole 
drilled through a 5-inch piece of steel. “It’s 
all about speeds and feeds,” he said.

The sheer range and scope of the work 
Davenport does keeps him on his toes cre-
atively. “It can be anything and everything,” 
he said. Every job is drawn and proofed on a 
computer using Mastercam CAD/CAM soft-
ware, and then machined. “Sometimes it takes 
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longer to set a job up than to bore it,” Davenport admitted. He’s fashioned obsolete parts for 
old farm equipment and plows, as well as augers, axels, and plates for mobile homes. “We do 
a lot of ones, twos, and fives,” Davenport said, adding, “Big runs of unique parts have gone to 
China and Mexico.”

The Machine Shop does a lot of local work, but also competes with fabricators downstate 
and even as far away as Florida. Sometimes, even competitors turn into customers. “Not 
everyone has all the equipment necessary to do every job that might be out there,” Dan Jones 
explained. “And you have to get along with your competition because someday you might 
need them.” He pointed out that the give and take with other fabricators is something that 
helps them stay up to speed with industry advancements.
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Jones added that an unexpected benefit of hav-
ing the Machine Shop is that now Davenport 
can repair the company’s own equipment. It 
can make all the difference in production when 
it doesn’t take weeks to order a new part for 
a sophisticated piece of equipment from the 
manufacturer in Germany.

Jones said that eventually, the company would 
like to add more staff to the Machine Shop. 
“Our goal is to have all of the equipment 
in the shop running at the same time,” he 
said. Even in a day and age of sophisticated 
machine fabrication, there’s still a place for 
highly skilled craftspeople. “We have a lot of 
talented people who care about the product,” 
said Davenport. 
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By Chris Rosenquest
Photos by Ty Kretser

The Champlain Valley Transportation Museum (CVTM) hosts 
a yearly, student-run program that focuses on robotics, micro-
processor development, team building, and leadership. Right 

here in Plattsburgh there are teams of kids building robots to com-
pete on the state, national and international level and they’re doing 
it quite successfully.

Justin Collins, a former high school Science Olympiad participant, 
was approached by Dr. Anthony Vaccaro of the Transportation 
Museum to gauge interest in developing a robotics program for stu-
dents of various ages. Justin jumped at the chance and thus began 
the FIRST Lego League at CVTM. 

The league is a robotics program geared towards students between 
the ages of 9 and 14. It’s a yearly student competition where teams 
are assigned a challenge at the beginning of the year and are given 
a few guidelines to complete the challenge. At the end of the year, 
they compete, and teams come together at a regional competition 
where they’re awarded points on several factors, including how well 
they solved their assigned challenge.

Five years into this program and it shows little sign of slowing 
down. In fact, it has started to gain the attention of several commu-
nity groups, local employers, the local college and university, and 
prominent community members. Coordinator Darleen Collins, her 
husband David Collins, and a list of volunteers are currently coor-
dinating the program.

     Building Better  
(Next-Gen) Builders

Collins, a Plattsburgh resident, said she saw the value in the program 
right away. “After the first year of FIRST Lego League, we expanded 
the program in both age directions to include FIRST Lego League 
Junior, and FIRST Tech Challenge. All are given different levels of 
challenges and all require different skills. But the most important 
thing is that the older students mentor the younger ones, and that’s 
built into the core of the program.”

Core Values
FIRST is an acronym that stands for “For Inspiration and Recognition 
of Science and Technology” and was founded in 1989 by Segway 
inventor Dean Kamen “to inspire young people’s interest and par-
ticipation in science and technology.”

There are two key components to the FIRST programs: Coopertition 
and Gracious Professionalism. Both core values are the passion and 
drive behind these project-based learning programs.

Gracious Professionalism is the cornerstone of the FIRST program. 
It supports and encourages high-quality work, highlights the impor-
tance of valuing others and creates and builds respect for individuals 
and the community. Competition and collective should not be con-
sidered mutually exclusive. Students adhering to this core value learn 
both to compete as well as treat their team members and opposing 
teams with dignity, respect and, at times, show support by pitching 
in and helping everyone succeed.
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plan for their project, create robots from scratch, 
and also fabricate their own robot parts using 
3D printing and CNC technologies.

Finally, the FIRST Robotics Competition, 
also known as “the hardest fun you’ll ever 
have,” pits teams together in a six-week chal-
lenge that requires high school aged teams 
to raise their own funds, design a brand and 
build industrial-sized robots that compete 
against other teams.

In December 2016, the Robotics Program’s 
FTC team, the FTC 8527 Bond Bots, success-
fully competed at the Red Hook Qualifier and 
advanced to compete at the Hudson Valley 
Championship on February 5. This was the 
first time the Robotics program sent a team 
to the event. They described the competition 
as “fierce.” Congratulations to the local team 
which won two of their five matches. 

The Bond Bots also went on to win the First-
Place PTC Design Award at the Vermont 
Championship on February 11 for their efforts 
in overall robot design, 3D design and print-
ing of robot parts, and their CAD rendering 
of their robot. After qualifying matches, they 
placed 11th overall out of 32 teams.

From the FIRST website: “In the long run, Gracious Professionalism is part of pursuing a 
meaningful life. One can add to society and enjoy the satisfaction of knowing one has acted 
with integrity and sensitivity.”

Coopertition, a term invented by FIRST program organizers, is the notion that teams can 
show kindness and respect to each other in the midst of competing to win. In fact, the 
notion of Coopertition also lends itself to the inner workings and support shown between 
team members and the mentorship that the older program participants show towards the 
younger teams.

Program Guidelines and Structure
The FIRST programs are split into four main levels of participation, each comprised of team 
members within a specific age range. Each level is presented its own challenges that team 
members must solve heading into their respective regional competitions.

FIRST Lego League Junior challenges student teams of 6 to 10 years old each year. Challenges 
for these teams focus on STEM learning using Lego products. Teams are also required to 
present information through a poster using the values of “celebrating discovery, teamwork, 
and Gracious Professionalism.”

FIRST Lego League highlights learning skills and teamwork for students aged 9 to 14 and 
is the program that starts to truly highlight the complex problem solving, team building, 
abstract thinking, and robotics programing that lies at the core of the FIRST programs. 
This is the kick-off program adopted by the Transportation Museum five years ago. Teams 
are required to research real-world problems and come up with solutions. At this level they 
must also design, build and program a robot that will compete against other teams.

Moving from conceptual to practical, the FIRST Tech Challenge (FTC) level focuses on teams 
aged 14 to 18 and requires team members to mentor and guide the younger teams, build a business Justin Collins
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Earlier this month, the Robotics Program hosted a new event called 
the “Adirondack Coast 3D Print Sprint.” On April 1 and 2, preregis-
tered teams made up of three to five members were given 24 hours to 
design and 3D Print a solution to a surprise challenge. The 3D Print 
Sprint took place at the Champlain Valley Transportation Museum, 
where “the reveal” of the 3D Print solutions was open to the pub-
lic viewing on April 2. Local industry professionals were on hand to 
support the judging and to mentor the student teams.

With the popularity of the program and the limit of the budget, space 
and volunteers, the program cannot accommodate more than 40 stu-
dents. However, every year they try to make the program better. Kids 
are fabricating more of their parts, younger kids are developing their 
skills and more business contacts are being pulled in to let the stu-
dents know what types of jobs are available to them using the types 
of technologies they are using to compete in these fun challenges.

“Fundraising is exhausting,” Collins explained. “The museum helps 
because we use 1800 square feet of space. Up until last year we didn’t 
have our own space,” she added. This program is funded through sev-
eral sources, including the Clinton County Legislature, Best Buy and 
other local community members who pitch in.

The Bigger Picture
All of this talk of robotics, programming, teamwork, and Gracious 
Professionalism leads to the question, “How does this all fit together?” 
Workforce development is a concern for any high-tech manufacturer/
employer and locally we’re facing a workforce resource shortage of peo-
ple who will work in the new age of manufacturing. 

Given that teams are required to use 3D printing technologies to 
design, manufacture and implement their robotic solutions, and at 
the same time teach and mentor other teams on how to use the tech-
nology, we may start to see some of these students enroll in Clinton 
Community College’s Institute for Advanced Manufacturing, or 
even enter the workforce directly from this program. Some of these 
technical skills can be learned only from hands-on, project-based 
learning opportunities.

With the recent announcement of Norsk Titanium, a 3D printing 
and aerospace manufacturing facility, along with the robotics pro-
gram’s success in developing relationships with local companies 
and institutions, it shouldn’t be any surprise if the FIRST programs 
become feeder programs for area workforce demands.

The program’s yearly budget is just $15K. The current momentum 
of area businesses increasing their investment of time and money in 
this type of student engagement may prove to be an investment in 
their future workforce. The skills being developed in the FIRST pro-
grams lie at the heart of the next phase of high-tech manufacturing 
growth in the North Country. 

Champlain Valley Transportation Museum Robotics Program
13 New York Road
Plattsburgh, NY 12903
cvtmrobotics@gmail.com
www.cvtmrobotics.org
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ONWARD AND  
    UPWARD!

T his is an historic year in the evolution of the former aviation 
assets of Plattsburgh Air Force Base, now taking major new 
steps toward the next level of opportunity as “Plattsburgh 

International Airport: Montreal’s U.S. Airport and Aerospace Park.”

The development of this aviation asset has drawn curiosity and 
attention from across North America, having the temerity to cre-
ate a secondary airport for a major metropolitan region across the 
national border while also viewing the assets in the context of an 
even grander vision to make Plattsburgh an international hub for 
Transportation Equipment and Aerospace.

Both ambitions have been very successful, with some 150,000 enplane-
ments annually, primarily from Quebec, and with the attraction 
of Norsk Titanium to the old Clinton County Airport site, bring-
ing major aerospace production to our cluster. And that could have 
been enough for many areas, but not for ours, and certainly not for 
our Clinton County Legislature, which remains such a remarkable 
partner in strategic economic development in the North Country.

In recent weeks, we have seen the following historic milestones in 
the development of our economic future:

•  Virtual completion of the major $55 million expansion of the air-
port terminal, with an Open House held on April 19th. All that 
remains to be completed is the FIS/Customs operation, now due 
hopefully later this year.

•  The finalization of development details for Norsk Titanium, and 
strong progress on the contract front with major customers such 
as Boeing.

•  The signing of a Partnership Agreement between the North Country 
Chamber of Commerce and Aero Montreal, Quebec’s aerospace 
cluster, recognizing Plattsburgh as an emerging aerospace center.

•  The award of $38 million in Upstate Airport Funding by Governor 
Andrew Cuomo.

The latter award, won in a tough competition with other airports 
across upstate, is especially significant as it will accelerate the next 
major phase of development at Plattsburgh International—avia-
tion industrial and other economic development components which 
will generate new kinds of economic activity and employment while 
also building the lease revenue base for the county to sustain overall 
airport operations for many years to come.

The timeline is aggressive, with the state and county determined to 
substantially implement all the various components of the multi-
faceted $38 million in development by late 2018. Planning and 
preparation work is therefore very much under way, assisted by a pub-
lic/private advisory group that includes Clinton County and airport 
leaders, the North Country Chamber, the Development Corporation, 
and the town and city of Plattsburgh. Elements of the overall project 
include a 60,000 square foot industrial building to be operated by the 
Development Corporation; an air cargo/distribution facility on the 
flight line; the rehabilitation of several industrial buildings and han-
gars so they can be leased and put to work; demolition of a number 
of derelict structures to create ready space for future development; a 
U.S. Customs facility for clearance of general aviation planes; prepa-
ration of the site targeted for airport hotel development; completion 
and outfitting of space in the terminal for a food service operation; 
parking lot modernization; a bus terminal proximate to the airline 
terminal, and more.

The extraordinary funding commitment by the state shows strong 
confidence not only in our ability to deliver the projects proposed 
but also in our economic development strategies overall. And it 
recognizes the extraordinary commitment of the Clinton County 
Legislature whose $55 million investment in the terminal was no 
small factor in leveraging $38 million for economic development. 

by Garry Douglas

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

REACHING FOR NEW HEIGHTS

CHAMBERWISE
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