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No matter what industry you are in, change is necessary if you are going to keep up in an 
evolving business world.  Whether it is change in the products or services you offer; in 
your technology, your staff, or your physical plant, change is in your future.

In this issue of Strictly Business we have focused on companies that have embraced change, dealt 
with the disruption it can cause and the stress it can create, and have come out the other side, 
more productive than ever.

Our cover article features Plattco, a 120-year old industrial valve manufacturer in Plattsburgh 
that has under gone impressive change. Under the leadership of CEO Doug Crozier, Plattco has 
created an executive management team that combines experience, tenure and “tribal knowledge” 
with energy and talent to produce world-class products.

If you are a beer drinker (or even if you’re not) you will find our article about Country Malt Group in Champlain interesting. 
Started as a small family business in the founder’s back yard, this supplier to craft breweries throughout the U.S. is a success 
story you won’t want to miss.

WoodmenLife, established in 1890, has never lost sight of its original mission and yet has evolved to meet the needs of the 21st cen-
tury. WoodmenLife manager, Tim Gonyo and staff are now in a new location in Plattsburgh, at the top of Boynton Avenue, ready 
to help clients navigate their way through insurance and financial products and continue their commitment to our community.

Once again Attorney Jackie Kelleher shares her expertise with SB readers. This time she explains the new New York State Paid 
Family Leave Act. This law, which goes into effect on January 1, 2018, will impact each business, regardless of the number of 
employees. Read part one of Jackie’s article in this issue.

This month our BEST PRACTICES writer, Michelle St. Onge, spoke with Reg Carter of CITEC to get his take on organizational 
change which he described as a “constant continuum”. Make sure to review Reg’s Strategies for Successful Change Management.

And then there is this month’s Insight article featuring Tammy Sherman, Senior Operations Manager of Fujitsu, a point of sale 
manufacturing company located on Route 3 in Plattsburgh.  You will find her views on work life and success thought-provok-
ing, her dedication inspiring and her love of motorcycles appealing.

I met Jim Morgan of AHI recently and couldn’t decide who was more interesting, him or his chocolate lab who fetched me a bot-
tle of water from the company refrigerator. Jim has been quietly building a chain of imaging locations (four in all) and prides 
himself on high quality, quick service at amazing prices. Read about Jim’s success in this issue.

Garry Douglas wraps us up with a celebration of North County accomplishments and a request for support for Clinton Community 
College (CCC) as it move into a new phase with its Institute for Advanced Manufacturing. CCC has played an important role in 
training our workforce for decades and is poised to up its game with the opening of the Institute. And that will be 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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UP FRONT

There is a quote making the rounds on LinkedIn—featured 
in a photo of a nondescript stairwell where on the wall are 
printed the words, “The most dangerous phrase in the lan-

guage is, ‘We’ve always done it this way.’” The phrase is attributed to 
Grace Hopper, a rear admiral in the U.S. Navy and pioneer in com-
puter programming who was known for being more interested in 
the future than the past.

As Plattco Corporation approaches its 120th anniversary as a leader 
in industrial valve engineering, its core management team takes great 
stock in Hopper’s sentiment. With employees in their ranks who 
have been with Plattco for close to half a century, a different style 
of manager has stepped up and assumed higher-profile leadership 
roles at this hidden gem in Plattsburgh. The executive management 
team, under the direction of CEO Douglas Crozier, now strikes a 
very healthy balance between experience, tenure, and tribal knowl-
edge with new energy, talent, and outside perspectives. 

Local “kids” Bob Bourgeois, Michele Derrigo-Barnes, Danielle 
Howard-Ross, and Kevin Guay have applied their 21st-century edu-
cation and expertise to the business’ core foundation. Together, with 
their dedicated teams, they elevate Plattco’s stature in this commu-
nity and continue to secure its rightful place in the world market, all 
while honoring the institution of Plattco, its founders, and the lifelong 
dedication of so many who came before and are still working today.

Plattco was first established in 1897 as a gray iron foundry on White 
Street in Plattsburgh. It manufactured drainage castings, stock valves, 
and other machined castings for regional industries like paper and 
mining. In 1960, Plattco invented the first Double Flap Airlock Valves, 
which eliminate leakage of dry material in many places, including in 
the mining industry, where it was originally used in sintering, pel-
letizing and handling of the cement clinker. 

If sintering and clinker aren’t familiar terms to you, you’re not alone. 
Maybe even the name Plattco is unfamiliar, or maybe you know the 
name, but aren’t sure what Plattco is, what it does, or where it is, but 
today its valves and slide gates are used in hundreds of industries 
and thousands of applications. 

“We have a lot of longevity here, and people are genuinely inter-
ested in what Plattco does because they’ve driven past it or seen the 
sign (we’re right behind Bobby’s Lounge and near Bazzano’s),” said 
Howard-Ross. “But they don’t know what the heck we make and they 
don’t have a reference point of where our product would actually be 
used because we don’t sell a lot of our product locally.”

Plattco has more than 1,000 end users across the country and around 
the world, with 30 percent outside the United States and Canada. 
“There are companies all over the world that use our product to han-
dle their product,” said Bourgeois. “We deal with so many different 

GAME 
CHANGERS
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Portrait photos by Ty Kretser
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industries. In the same week I could visit customers who are man-
ufacturing potting soil, kitty litter, nickel, steel, plastic, or cement.” 
He said that every trip to a new customer is like watching an episode 
of “How It’s Made” in real life. 

Bourgeois acknowledged Plattco’s place within the international 
market. What sets Plattco apart, he said, is the on-site research and 
development lab, test silo, and the support of an entire team of tech-
nology engineers and manufacturing experts to stand behind the 
product. 

Guay, new product development manager on the technology engi-
neering team, drives innovation, specifically working with customers 
to develop new products and add safety/performance upgrades to 
existing ones. He said, “The new product development world sepa-
rates the people who develop products that don’t sell from the people 
who develop products that do sell.”

This modern adapt-and-respond system allows Plattco’s sales and 
engineering teams to collaboratively engineer products using feedback 
from the end user along the way, all the while providing customers 
with well-documented, formalized testing and data, and the ability 
to model and prototype on-site. 

“Collaboratively developing it with the customer is key,” said Guay. 
“You can make anything you want, but it doesn’t mean anyone is 
going to buy it. When you bring the customer into the process, it 
changes the way the product is perceived.” 

Bourgeois said this is the single biggest change he has witnessed in 
the last decade at Plattco. And it helped him land two of the top three 
largest sales in the company’s 120 years of business. In fact, Bourgeois 
and Guay are responsible for landing the three top projects in Plattco 
history. One of them is currently in the works at a high-profile nickel 
plant in New Caledonia (a French protectorate in the South Pacific, 
about 750 miles east of Australia). Back at home in the foundry on 
White Street, Michele Derrigo-Barnes keeps the entire operation run-
ning smoothly. In her 12 years at Plattco, she has helped to expertly 

guide the company from an attitude of “We’ve tried that before and 
it’s not going to work” to “It’s going to work and we’re going to come 
up with the process to get us there.”

To successfully implement change, Derrigo-Barnes attacks problems 
from within using 5S and Kaizen projects to continually improve 
processes and eliminate waste inside her systems. She involves employ-
ees from every department to pool ideas and ultimately increase 
efficiencies based on their ideas. “They’re the ones who are knowl-
edgeable in their own areas. Why would we not call on them?” she 
asked. “When you get people involved, that’s when you can see that 
change isn’t scary.”

As operations and engineering manager, Derrigo-Barnes oversees the 
production schedule and engineering of the product. And because 
nearly every product that Plattco designs, engineers, and manufac-
tures is customized, she manages a constantly in-flux schedule and 
heads up a production crew that holds customer service in the high-
est regard. 

“We’re constantly moving priorities on the drawing and manufactur-
ing schedule. The customer is why we’re here and we do whatever it 
takes to satisfy every single need. That’s what Plattco is built on and 
that’s a great foundation,” she said.

Howard-Ross said the success of the new management team and the 
new way of doing business, lies in finding a balance between the insti-
tution’s tribal knowledge and doing things the way they’ve always been 
done, and continually seeking process improvements while maintain-
ing the world-class customer service that Plattco was built upon. 
(Meet The Team, pages 8-9).

Plattco Corporation
7 White Street
Plattsburgh, NY 12901
800-352-1731
www.plattco.com
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DOUG CROZIER
President & CEO 
“Business performance always starts with people and the 
culture they create and live on a daily basis.

Plattco has many employees who, thankfully, have stayed 
with us for decades. And, we have been fortunate to at-
tract many talented teammates over the last 15 years to 
join us. The result is a wonderful balance of long-term 
experience and wisdom combined with new ideas and 
innovative approaches in a spirit of mutual respect. I am 
honored to serve them.”

Doug Crozier joined Plattco in July 2002 after two lengthy careers in other indus-
tries. Although this position was a complete departure in terms of products, pro-
cesses, and industry from anything he had done previously, he could not resist the 
opportunity to be part of a great company that was in the process of reinventing 
itself as an employee-owned company. He summed up his first 15 years in Plattco 
this way: “It was good luck that brought me the opportunity to join Plattco and I 
am enormously grateful. I have had good fortune and terrific colleagues through-
out my working life. But Plattco has been, by far, the  most rewarding working 
experience of my life. It is a great job.”

BOB BOURGEOIS 
National Sales Manager
Hometown: Chazy, NY 

Education: BS Business, SUNY Plattsburgh; MS 
Administration and Leadership, SUNY Plattsburgh 

“The most rewarding part of my job is I get to work with 
customers to help them solve problems in their plant that 
most of the time no one else can. Customers across hun-
dreds of different industries look to us to develop a solu-
tion that will work in their specific application. The product 

we bring to their plant helps improve efficiency, reduces downtime, and provides 
them the peace of mind that their Plattco equipment will perform better than inferior 
alternatives, lasting for decades all while eliminating their maintenance headaches. 
A product that was developed here in Plattsburgh, NY—the area I grew up in. I really 
can feel proud that what I am selling is a solution that makes a difference in not 
only the lives of our customers but also the environment (in regard to controlling 
emissions).”

KEVIN GUAY 
New Product and Development Manager
Hometown: Mooers, NY

Education: BS Mechanical Engineering, Binghamton 
University; MS Engineering Management, Clarkson 
University

“Ever since I was a little kid, I knew I wanted to work on inno-
vative solutions. That was always my passion. I grew up on a 
farm tinkering and building things—I always wanted to build 
something from nothing. I’m right where I always wanted 

to be, which is working on creating something that’s going to take a business from 
where we are to the next level.”
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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

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.

MICHELE DERRIGO BARNES 
Operations and Engineering 
Manager

Hometown: 
Plattsburgh, NY 

Education: BS 
Mechanical 
Engineering 
(concentration in 
Manufacturing), 
RPI; MBA, 
Clarkson 
University 

“I was fortunate to know at a young age 
the career path I wanted to follow. As a 
child I was always taking things apart 
and them putting them back together. 
I was curious and intrigued with how 
things all fit together to make it function. 
Manufacturing has allowed me to pursue 
my childhood passion.” 

DANIELLE HOWARD-ROSS 
Marketing & Inside Sales Manager

Hometown: 
Plattsburgh, NY

Education: 
BS Business 
Administration, 
SUNY 
Plattsburgh; 
MBA Marketing, 
SUNY New Paltz

“I have had many 
sales jobs throughout my career but this 
one is the one I feel good about at the end 
of the day, knowing that my efforts provide 
a real contribution to the company and the 
bottom line. Being part of an employee-
owned company is a very unique oppor-
tunity. While it can be challenging to each 
wear many different hats, the advantage 
that it brings to our customers is that every 
time they meet with or speak to a Plattco 
employee they are meeting with one of the 
70 owners. This means what Plattco brings 
to the table is a vested interest in providing 
a quality product to its customers. When 
you do business with Plattco, not only do 
you get the product we manufacture but 
the people to stand behind it—something 
not many other companies can boast. Many 
companies talk the talk but they can’t walk 
the walk. At Plattco, I can literally ‘walk’ to 
the engineer who designed your valve, the 
assembler who put it together, or the QA 
manager who inspected it to ask a ques-
tion, giving us literal hands-on ownership. 



PROVIDING COMPLETE

by Karen Bouvier 
Photos by Ty Kretser

In 1920, due to Prohibition, breweries across the United States were closed down or began mak-
ing malt (barley that has been steeped, germinated, or dried for brewing, distilling, or vinegar 
making) for other purposes. The home brewing of beer with an alcohol content higher than 0.5 
percent remained illegal until 1978, when Congress passed a bill repealing federal restrictions 
and excise taxes, and President Jimmy Carter signed the bill into law. 

Brewing   Solutions
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Bryan Bechard, Nicole Atkins, Chris Trombley



Within months of home brewing’s full legalization, Charlie Papazian founded the Brewers Association (www.
brewersassociation.org) and the American Homebrewers Association (www.homebrewerassociation.org). In 1984, 
Papazian published The Complete Joy of Home Brewing, which remains in print alongside later publications such 
as Graham Wheeler’s Home Brewing: The CAMRA Guide. Once the regulations imposed by Prohibition laws were 
lifted, the craft brewing revolution was under way. In kitchens and garages across the United States, people who 
learned to brew their own beer were driven by individual experimentation. They scraped the money together to buy 
brewing equipment and loved the taste of what they made. For the most part, crafts people like what they do with 
their hands and their brains, relish the story of their brews, and don’t particularly want to grow huge and make a 
lot of money. U.S. craft breweries began to take off in the mid-1980s and skyrocketed in the 1990s.

The History of Country Malt
“I always wanted to start my own business, but wasn’t sure what kind,” explained Bryan Bechard, president of Country 
Malt Group and a graduate of Le Moyne College’s Madden School of Business. “My brother was a home brewer in 
the ’80s and ’90s and was having trouble finding proper malt and other ingredients he needed. He was well estab-
lished in his career and wasn’t going to risk his own or his family’s livelihood on a new venture. Our father, Claude, 
had recently retired and together we decided to investigate the opportunity. In 1995, we began North Country Malt 
Supply, literally in my parents’ backyard, with six bags of grain, a homebrew grist mill, and a cargo van. Our first 
years were lean but enjoyable for us. My father has always had an ability to look at something and either know how 
to fix it or make it work better. That played a key role in our early years. I have always said if my father didn’t do 
what he did in the beginning to build the business, it would have never survived and grown to the point where I was 
able to focus on it full time and make a living from it. He built a foundation I was able to expand upon.”

Over time, the Bechards developed their business model, and grew with the craft brewing industry. In 2007, North 
Country Malt Supply was sold to United Malt Holdings, a U.S. company. Two years later it was sold to the GrainCorp 
of Australia. Today, Country Malt is the largest supplier to craft breweries in North America, and GrainCorp is one 
of the largest malt producers with operations on three continents. Employing 40 people in its 135,000-square-foot 
warehouse on Beeman Way in Champlain, Country Malt was recognized as the “Business of the Year” in 2015 by 
the North Country Chamber of Commerce.

Brewing   Solutions
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“We sought to get exclusive rights on brands so we can provide our 
customers with the specific ingredients they need at a marketable 
price,” explained Bechard. With a business model designed for the 
smaller brewer, we are a ‘grocery store’ for them and a ‘one-stop 
shop.’ By listening to what the customer needs, and providing pallet 
pricing, we have been able to do very well and grow as they grew.”

Efficiency and Safety in Day-to-Day Operations
Four years ago, Bechard brought Chris Trombley on board as the site 
manager in Champlain. Trombley, who holds an AS in Business from 
Clinton Community College and a BS in Emergency Management 
from SUNY Canton, arrived with 19 years of experience in mainte-
nance and engineering at Pfizer. He was the fire chief in Champlain 
at the time (and still works part time as the deputy fire coordinator 
for Clinton County Emergency Services).

“After working for a big corporation, I wanted to work for a medium-
sized family company so I could enjoy the excitement as the business 
grew,” disclosed Trombley. “As the fire chief, I had done walk-throughs 
and assisted with developing safety procedures here at Country Malt, 
and became interested in the business.”

It didn’t take long for Trombley’s job responsibilities to expand to oper-
ations manager of the Eastern Division. In addition to Champlain, he is 
now responsible for warehouses in Toronto, Chicago, Dallas, and Ashville, 
North Carolina. He ensures that the company maintains an outstanding 
safety record while assuring that operations on the East Coast run smoothly.

Connections to Area Businesses
As an integral member of the North Country business community, 
Country Malt partners with a myriad of area businesses to accomplish 
their objectives. For example, Neil Fesette of Fesette Realty built and 
leases the company’s warehouse in Champlain, Powertex of Rouses Point 
supplies Country Malt’s polyethylene grain bags, Modern Mechanical 
designed and installed two robotic arms playfully named Bag Nabbit 
and Bag Stabbit, Lakeside Container creates the company’s trays, the 
Boire Benner Group designed the company’s website and advertising 
materials, and Adirondack Pallet supplies the portable platforms for 
moving and storing heavy ingredients. The company also takes advan-
tage of development grants through CCC Advanced Manufacturing, 
and works closely with Casella Waste to develop methods of reduc-
ing its environmental footprint. “We compact and recycle as much 
as we can,” said Trombley. “Essex Pallet of Keeseville uses our grain 
dust as a lubricant for its machines; the dust is also used as a coagu-
lant for wood pellets.” Every local craft brewery is a customer; there 
are too many to list.

One important value Country Malt maintains is to support the com-
munities in which it operates. To this end, it contributes to events and 
fundraisers at area schools and churches. In addition, it is a sponsor of  
the Tour de Force, an annual four-day bike ride beginning in Boston 
and ending in New York City, which honors and keeps alive the mem-
ory of victims of 9/11, and benefits the families of police officers who 
gave their lives in the line of duty. 
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A Modern Management Style
Bechard and Trombley both cite diversity 
as a key factor to building an effective team. 
“We employ people of different genders, ages, 
and ethnic and educational backgrounds,” 
said Bechard. “Diversity of thought works 
much better—otherwise we all think and 
look through the same lens.”

“We challenge each other respectfully,” said 
Trombley. “Conflict is healthy and expected. 
We listen and then do a course correct as 
needed. Our aim is to empower people to 
become leaders themselves and learn from 
their peers.”

Both agree that the type of employee they 
look for is energetic, passionate, and innova-
tive. “People who have a military background 
are often outstanding,” explained Bechard. 
“And people who come from a family farm 
have a solid work ethic, spirit, and enthusi-
asm,” added Trombley.

What the Future Holds
Over the next fuve to 10 years, Country Malt 
hopes to continue to expand and open other 
sites as demand dictates. Bechard stated, 
“We know the craft brewing culture of the 
United States and Canada and look to part-
ner with businesses in other countries that  
are tied to the craft brewing culture of their 
countries.” 

The Country Malt Group 
16 Beeman Way 
Champlain, NY 12919 
844-637-7106  
www.countrymalt.com
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By Jacqueline M. Kelleher, Esq.

On January 1, 2018, a new mandatory insurance benefit goes 
into effect in New York, making all private sector employees 
eligible for paid time off to care for a family member. Unlike 

the Family Medical Leave Act (FMLA), which only applies to compa-
nies with 50 or more employees, New York’s new law will apply to all 
private sector employers of one or more employees. Employees who 
have been employed 20 hours or more for 26 weeks, or 175 work days 
in a year for part-time employees, will be eligible for Paid Family Leave, 
which will be administered through the state’s disability insurance pro-
gram. Currently, it will be paid for by workers, at a maximum weekly 
cost of 0.0126 percent of weekly wage, whichever is less.

Paid Family Leave may be taken to participate in providing care, 
including physical or psychological care for family members, to bond 
with the employee’s child during the first 12 months after the child’s 
birth or the first 12 months after the placement of a child for adop-
tion or foster care, and for qualified military exigencies defined in 
the FMLA. Family members include children, parents, parents-in-
law, grandparents, grandchildren, spouses, or domestic partners. 

The program will be phased in beginning January 1, 2018, when up 
to eight weeks of leave will be available at 50 percent of the employ-
ee’s average weekly wage. In 2019 and 2020, up to 10 weeks of leave 
will be available at 55 percent and 60 percent of the employee’s aver-
age weekly wage, and beginning January 1, 2021, the employees will 
be entitled to up to 12 weeks of leave at 67 percent of the employee’s 
average weekly wage. Like Workers’ Compensation and disability 
benefits, there is a cap on the amount that will be paid based on the 
State Average Weekly Wage. In 2018, the maximum weekly rate will 
be $652.96. The amount will increase annually based on the CPI. 

This family care benefit is substantially more generous than short-term 
disability benefits currently available in New York State. There are two 
reasons for this. First, the employer is required to continue to contrib-
ute to the employee’s health insurance and benefits at the same rate 
the employer was contributing while the employee was active. More 
importantly, unlike Workers’ Compensation and short-term disabil-
ity, the employer is required to hold the person’s job for them until 
they are able to return. This is expected to create a major hardship on 

small employers. An employer with two or three employees will have 
a hard time coping with the eight-week absence of one employee and 
temporary help may be impossible to find. 

Final regulations for Paid Family Leave were announced on July 19, 
2017. Insurers and employers are still scrambling to understand what 
is required, and are looking for answers to questions which the reg-
ulations do not necessarily provide. While many questions remain, 
some answers are clear. First, all insurers offering disability benefits 
in New York State must offer Paid Family Leave. The premium can 
be deducted in whole from employee’s paychecks, or the employer 
can choose to subsidize some or all of it. The law also provides a 
waiver for a limited group of employees. Only those employees who 
will not be employed for 26 weeks or those employees who will not 
be able to reach 175 work days in a year will be able to opt out. It is 
predicted this waiver will largely be limited to seasonal employees. 
If an employee’s schedule changes, so that the employee will likely 
work 20 hours a week or more for 26 weeks or 20 hours per week or 
less for 175 days within a calendar year, the employer must institute 
Paid Family Leave coverage, and the employee will be required to 
pay premiums retroactively. 

Finally, it is important to remember that the bonding leave for 
children includes any child joining the family via birth, adop-
tion, or foster care within the last 12 months. It is widely expected 
that parents who had children join the family in 2017 may take 
advantage of this benefit during 2018, perhaps causing a “bub-
ble” in the use of the benefit. Furthermore, employers may see 
the average time for leave related to the birth of a child expand. 
Currently, employees only receive disability, which is quite limited, 
during the period of the mother’s disability, unless an employer 
has an additional paid parental leave policy. Now, an employee 
may receive maternity or disability pay immediately after giving 
birth, and both parents will be eligible to take Paid Family Leave 
in addition to disability leave. 

Don’t miss next month’s follow-up article, which will provide prac-
tical pointers to administer the new benefit. 

IN NEW YORK STATE,  

Jacqueline Kelleher is an attorney with the law firm of Stafford, Owens, Piller, Murnane, 
Kelleher & Trombley, PLLC, who represents employers before administrative agencies and 
advises on day to day questions.
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INSIGHT

Name: Tammy Sherman

Occupation: Senior Operations 
Manager

Company: Fujitsu Frontech North 
America

Hometown: Plattsburgh

Family: Jake, husband of 28 years; 
adult children including a daughter, 
son, and a stepson

Tammy Sherman’s career story is a classic 
tale of hard work, dedication, and per-
sistence paying off. She is also a shining 
example of someone who bucked the pre-
vailing tides of “brain drain” and found a 
lifetime of career success right here in her 
hometown. She joined Fujitsu 17 years ago, 
first serving in a logistics role. Since then, 
she’s been promoted several times to posi-
tions of increasing responsibility and scope. 
In 2013, she assumed leadership of the 
entire operation in her current role as senior 
operations manager. As the senior manager 
for a large technical manufacturing/assem-
bly plant, Sherman’s role as a successful 
female executive places her in the minority 
in a male-dominated industry.

Sherman is a humble leader who admit-
tedly does not like being in the spotlight. 
Though her current role is more public fac-
ing, she prefers to serve in the background. 
It took a little gentle convincing to get her 
to sit down with Strictly Business to share 
some of the lessons she has learned along 
the way, and we’re glad she did.

TAMMY  
 SHERMAN
STEADY AS SHE GOES

SB: How do you approach management and leadership?

TS: I try to be as straightforward with my managers as I can. I set expectations and share 
knowledge with everybody. I treat them all as equals and always show them respect. 
Everybody in this building brings a specific quality to our organization, and I try to bring 
that out of each person. You actually have to learn their personalities in order to bring out 
their unique qualities. Rewarding them is important too. You can’t expect people to work 
hard without ever telling them how well they are doing. Everybody wants to hear that they 
are doing a good job.

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

TS: A big thing for me was to learn to take ownership. Most people will fail or make mis-
takes at times. When that happens, it’s important that you own it—stand up and say you 
made a mistake, or admit that you need help. I’ve learned to never be afraid to ask for help 
when I need it. You should always have people who can help you out, and never be afraid to 
go to your manager and ask for help. 

By Michelle St. Onge
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SB: What advice would you offer to someone starting his or 
her business career?

TS: Be respectful and honest with your employer, and give 100 per-
cent of yourself. Personally, I think that today it’s very easy for people 
to just not show up for work. Sometimes I think the structure of busi-
ness today has gone away. For example, it’s important to show up before 
you’re scheduled to start your workday, and then stay until your shift 
is finished. Also, if your manager asks you to do something that you 
don’t think is in your job description, just do it. Honestly, the amount 
of experience you’re going to gain from doing something new is worth 
it. You never know when you might use what you learned down the 
road. Some people get stuck in the role of what their job title says they 
are, and they don’t think they should be venturing outside of that role. 
Keep looking for the opportunity that new work responsibilities can 
give you. Don’t let those opportunities go by. 

SB: What are you most proud of professionally?

TS: I’m proud of where I am in this organization, especially consider-
ing that I did not get a college degree. I have an important role with 
a lot of responsibility and my immediate manager is located 3,000 
miles across the country. There is no one else in management located 
here. I don’t even speak to my manager every day, and he trusts me 
that everything is getting done. It’s very important to me to know 
that I have been able to pick up this leadership role and run with it 
the way my predecessors did. And that makes me happy and proud.

SB: What were some of the challenges of moving from mid-
dle management into the senior leadership role at Fujitsu 
in Plattsburgh?

TS: It was difficult. Before this role I was the warehouse manager. 
There I focused on logistics in the production line, and I also did 
a little bit of purchasing and planning. Learning this new role and 
wondering if I could perform it successfully was very difficult. My 
predecessor was extremely knowledgeable, and I didn’t have the spe-
cialty area knowledge that he had. When I started, I found myself 
having to learn those roles and dealing with people who were the 
experts. I managed to get through it with lots of help and support 
from my immediate manager and from other offices in the organi-
zation. My biggest fear was that I would fall and fail, and let people 
down. My manager actually told me that he would not let me fail. 
That meant a lot and taught me that you should always be support-
ive of your team. Still today, a big thing I stress in this facility is that 
if one person fails, that means we have all failed. 

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

TS: Dedication is critical to being a success. Learn all you can learn, 
and don’t be afraid to take on that extra role or duty that somebody 
may throw at you. Just stepping up and doing it. It’s always scary to 
step up and take a new role, but you have to do it

SB: How do you work with others in difficult situations?

TS: Do your homework first, and be prepared to handle that tricky 
situation. Some difficult situations could result in a happy ending, 
and some will not have a happy ending. For example, in terminating 
an employee, even when it is warranted, it is a sensitive issue. If you 

do your homework, you are better able to be sensitive to their feel-
ings and respectful of their knowledge. Hit difficult issues head on 
and listen to the whole story. Sometimes you make situations more 
difficult in your mind, and then when you hear the whole story it 
makes the difficult situation seem not so difficult any more. Let the 
other person have their say, hit issues head on, don’t hide things, and 
don’t sugar coat them. 

SB: What inspires you?

TS: I do like a challenge. We recently put a new repair center together 
in the facility here, and we did it quickly. It was a little frightening at 
first—there were a lot of questions and we didn’t really know how it was 
all going to come together. Watching the staff come alive and seeing 
everybody putting their specialty touches on it was inspiration for all 
of us. We saw firsthand that we were capable of doing this, and that we 
did it together as a team. Even now when people come in to see the new 
center and compliment it, I always say, ‘I didn’t do it. The team did it.’

SB: When are you at your best at work? 

TS: I’m at my best when I am organized, when I have a handle on the 
situation, and when I know what to do. If I am doubting myself, I might 
sit back and not move like I should, but when I am confident, I am not 
afraid to take off. The majority of my background is in warehousing, 
and that is something I really enjoy doing. Working out in the ware-
house, there are so many details wrapped around that. From finding 
space to store inventory, to organizing it, figuring out where it makes 
sense to bring something out in the production line and being timely 
to keep production flowing—there are a lot of moving parts. Problem-
solving and investigating are a comfort zone for me. Sometimes the 
situation is a mess. When I pile it all up and fix that mess to make it 
work again—seeing the end result working well is a true reward for me.

SB: What do you do in your free time?

TS: Family is very important to me. I love spending time with my 
kids. I love spending time with my husband, we ride motorcycles, 
and we ski. I also enjoy hitting the gym, and I do a little running and 
biking. I am not an overachiever, but I always feel a sense of accom-
plishment after I have hit the gym. I like down time—time to sit and 
do nothing too important.

SB: How would you like to be remembered?

TS: As an honest person who worked hard, and a fun-loving per-
son. I want to be remembered as a good mother and a good wife who 
took care of her family. 

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

TS: We love to ride motorcycles. One day my husband and I took 
the bike and ended up at a softball game where Fujitsu employees 
were playing. I can remember pulling up in the parking lot and get-
ting funny stares from the staff who were there. When I asked them 
why, they said they were shocked and never expected that I would 
ride a motorcycle. Right now, I ride with my husband. I would love 
to ride on my own and someday I want to do that. Riding is a care-
free feeling and I really enjoy it. There is something freeing about 
the whole experience. 
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Story and photos by Justine Parkinson

If you had told Jim Morgan Jr. years ago that he’d be operating a medical imaging facility in 
Plattsburgh and employing his dad, he’d have suggested a reality check or maybe a psychiat-
ric consult. 

The junior Morgan was born and raised in the North Country while his dad, Jim Sr., was work-
ing at CVPH Medical Center. The younger Morgan is candid about the U.S. Army giving him the 
challenge and direction he needed when he finished high school; the Army also gave him a trade. 
He trained as a medical technician and when his military service concluded, he went to work at a 
hospital in Rochester, NY, and that’s where the whole idea for his business took off. 

Morgan’s skill set was an excellent fit for radiology, but it was his entrepreneurial spirit that 
created  After Hours Imaging (AHI). He saw a need for diagnostic services outside the reg-
ular 9-to-5 schedule that would allow people an opportunity to get their lab work done on a 
work-friendly schedule. He realized that not only could he save patients time, but he could 
also save them money. 

Today, Morgan couldn’t be happier. The Plattsburgh office is his fourth AHI location. AHI’s flag-
ship location is in Rochester. “The market there was intense and gave us a great foundation to 
enter the Plattsburgh market,” he explained. 

Morgan used to “moonlight,” offering a mobile ultrasound service to area doctors, and several 
of them recommended he open an office in the Plattsburgh area. After a little ground work, the 
Plattsburgh facility has proven to be a great idea. Morgan’s practice is so patient-friendly he is 
even able to accommodate walk-ins in a timely fashion. “If someone has taken time off work for 
a medical appointment, that’s a big deal. If they need to take another day off for a diagnostic, 
that can be a big ask,” he said. “AHI means they might not need to take another day off to get the 
treatment they need.” 

AFTER HOURS 

AFTER HOURS IMAGING

IMAGING
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AFTER HOURS IMAGING

IMAGING

Morgan’s practice is so patient-
friendly he is even able to 
accommodate walk-ins in a 
timely fashion. “If someone has 
taken time off work for a medical 
appointment, that’s a big deal. If 
they need to take another day off 
for a diagnostic, that can be a big 
ask,” he said. “AHI means they 
might not need to take another day 
off to get the treatment they need.” 

Jim Morgan Jr., Ashlee LaValley, Barry Barrows
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The advantage of a boutique shop like AHI is that it doesn’t have the overhead of 
a hospital. The rates for everything from ultrasound, vascular, echocardiogram, 
x-ray, and DEXA diagnostics are negotiated between hospitals and insurance com-
panies. Hospitals have to take significant overhead into account when coming to 
terms with those rates. These are considerations AHI doesn’t have to reckon with. 

Morgan was emphatic when pointing out that he and his team of echocardio-
gram, ultrasound, and x-ray technicians are not looking to replace the hospital. 
“Our community needs a hospital. I love CVPH. It fed me and put clothes on my 
back when I was a kid. I’m not looking to devalue our community hospital. We 
need a hospital and we need it here!” However, what he and his colleagues offer is 
options for patients.

AHI promotes transparency that complies with and even exceeds parameters outlined 
by state legislation. In 2015, the State of New York moved to improve patient educa-
tion and consumer protection with the New York State Emergency Medical Services 
and Surprise Bill, also known as New York State Public Health Law §24. The law states 
that patients can’t be told where to go to get a service or a test done. It also states that 
rates must be transparent. 

“In an age where the technology and costs of healthcare are more complicated than 
ever, many people have become so trusting of—and even dependent on—provid-
ers and yielded their rights as consumers,” Morgan observed. “They believe you 
get what you pay for,” and spare no expense for quality—especially when it comes 
to their health. 

That belief has encouraged AHI to educate the community in order to elimi-
nate some misconceptions about the costs of diagnostic tests. Morgan admitted 
the transparency offered with AHI’s service can prompt a bit of trepidation from 

Kerry Conroy and Jim Morgan
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patients, who aren’t entirely sure if AHI is 
identical to the same service offered else-
where when the rates are so disparate. “I use 
the exact same machines, technicians, and 
sometimes even radiologists,” said Morgan. 
“It’s as similar as it can get—without the 
same cost. Patients need to know that they 
are consumers with choices.” Morgan rec-
ognizes healthcare trends. “More and more 
people are subscribing to health insurance 
plans with high deductibles and they need a 
way to keep costs down. We  can help.” 

AHI has agreements with radiologists from 
all over the country. The images they gener-
ate are available to the referring healthcare 
provider online with a final report in under 
an hour. Physicians can even request the 
images be read by the radiologist of their 
choice. Equipment at After Hours Imaging 
meets all required certification standards. 
They meet and surpass every Independent 
Diagnostic Testing Facility standard, offer 
all same-day services and keep the wait-
ing room small because they don’t plan on 
patients spending a lot of time there. 

Kerry Conroy manages the Plattsburgh 
practice and got her hustle working at 
McSweeney’s for over a decade while earning 
a baccalaureate degree in nutrition. She has 
built the practice the same way she started 
her career—with quick and thorough ser-
vice that goes above and beyond to insure 
the satisfaction of every customer at After 
Hours Imaging. 

In an effort to spread their educational mes-
sage, AHI makes community fairs and expos 
a priority. They offer free carotid and aortic 
screenings as a means of stroke prevention 
because, as Conroy pointed out, “sometimes 
the first symptom is the stroke.” Morgan 
prides himself on continuing to earn the 
North Country’s trust and having a staff with 
the same values. As it has grown its business 
and its Plattsburgh location at High Peaks 
Commons for over three years, After Hours 
Imaging seems to have the formula for pic-
ture-perfect success. 

AHI
675 State Route 3, Suite 105
Plattsburgh, NY 12901
518-593-7466
www.afterhoursimaging.com



BEST PRACTICES

Without a doubt, business plans, spreadsheets, and process 
flowcharts are essential for the smooth functioning of 
a successful business. Many hours of number crunch-

ing, market analysis, and carefully crafted what-if scenarios can 
produce a nearly fail-safe plan of action. Unfortunately, a strong 
plan in writing means nothing without committed people to bring 
the ideas to life and nurture them along the way. Understanding, 
engaging, motivating, and rewarding your employees is already 
an important part of management when everything is business 
as usual. At no other time is employee engagement more critical 
than during times of organizational change. This month’s Best 
Practices column tapped Reg Carter, executive director of CITEC 
Business Solutions, Inc., to share his knowledge about the impor-
tance of managing people before, during, and after the inevitable 
process of change in the workplace.

When it comes to change, human instinct is naturally averse. 
Prehistoric humans learned to survive by seeking predictability 
and avoiding the risks that are inherent in change. It is no surprise 
that many people still resist doing things differently, often going 
to great lengths to keep the status quo. Reg Carter suggested that 
it is important to involve everyone in the organization as early as 
possible in the change process to ensure a successful transition. 
The reason for this is that change impacts every member of an 
organization, regardless of their role. “It is important to talk with 
your people,” he advised. “Lay out what you want to do and why 
you think it is needed. You have to listen in order to be sensitive 
to the impact that the change will have on each of them, and try 
to see it from their perspective.” 

COACHING  
          EMPLOYEES

22  |  sbmonthly.com    AUGUST 2017

Reg Carter



ORGANIZATIONAL  
          CHANGE

It may be helpful to think of organizational change from a sales per-
spective. Employees are like customers—you can’t force them to buy 
in. Even if you could, you probably wouldn’t want to. When you’re 
trying to sell something, you need to understand the concerns and 
needs of the buyer to be successful with the sale. Frequent and on-
going communication with employees is one of the best ways to figure 
out what motivates them. Once you can understand what motivates 
someone, you have a better chance to get them to become an advo-
cate for the change among others in the organization.

Critical Mass
When managing employees through the change process, a key goal 
for managers is to gather a critical mass of people who embrace the 
new ideas so that others can see successes as the plans progress. People 
react to change in one of three ways, according to Carter. There are 
early adopters who seem excited and willing to move forward with 
changes right out of the gate. The second group are the fence-sitters, 
who prefer to reserve judgement about any changes until they have 
more evidence to back it up. Finally, there are the resisters, who pre-
fer that things stay just as they are. Sometimes people don’t mind 
change, but they show up as resistant because they feel as though 
they are being changed. This is why involving everyone in the pro-
cess from the beginning is so important. 

Carter cautions that failure to find a critical mass of supporters for 
the change is a red flag that shouldn’t be ignored. “If you can’t get 
the majority of your employees on board, then that is telling you 
something. It is either not a good plan, or you have not communi-
cated it properly,” he commented. “You might have the best idea in 

the world, but if you haven’t engaged your employees, the chance of 
success is decreased. On the other side, when you have an idea that 
is not as great but comes with the support and engagement of your 
employees, the business impact will likely be even greater than with 
a super idea you had that nobody was on board with when you went 
to implement it.”

Communication is Key
Without a doubt, companies that can launch a substantial change 
initiative from a solid existing communications strategy have a clear 
advantage. Now is a good time to reflect on your current practices 
and see where your strengths and weaknesses lie. Inventory the strat-
egies you currently use to share information across all levels of your 
organization and identify areas where additional support is needed 
before moving into the change process. People will be hungrier than 
usual for information during uncertain times. Be prepared to pro-
vide more details, more often, to more people in response to the 
information needs of your people. Even where there is no news to 
report, sharing that simple fact is better than sharing nothing at all.

Sharing information from the leadership to the staff is only one part 
of the equation. It is equally important to ask for input and feed-
back. Be accessible and actively seek opinions from others so that 
your actions clearly demonstrate that communication channels are 
open in both directions. “Change is messy,” cautioned Carter, “You 
can get through it as long as you are communicating with your peo-
ple, identifying the issues the team did not anticipate, and taking 
steps to correct them.”

COACHING  
          EMPLOYEES THROUGH
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Strategies for Successful 
Change Management:
Share the “Why”: Undoubtedly you have 
solid business reasons why change is needed, 
and why it is needed now. If you want peo-
ple to buy in, it is important to share those 
reasons freely.

Interview people: Sit down one-on-one with 
as many people as possible and listen to the 
ways they believe the changes will impact 
them. Personally ask them for their commit-
ment to help make the organization better 
through the change process.

Identify influencers: It is generally easy 
to spot the informal leaders in any group 
of people. These are the people who are 
sought after for their advice, who others try 
to emulate, and who are well respected by 
their colleagues. Seek first to engage them 
and gather their support so that they can be 
advocates among others.

Overcommunicate: People are naturally 
hungry for information when they have a 
sense that things are changing. When there 
is an information vacuum, people tend to 
fill it as best they can, and this often leads 
to misinformation and rumors spiraling 
out of control. Transparency and routine, 
clear information sharing are the best ways 
to control this. 

Expect the unexpected: When things don’t 
go as planned, own up to it and involve 
employees in figuring out what went wrong 
and what to do to correct it. Stay committed 
to the change, but remain f lexible to adapt 
the plan when needed.

Build on successes: Look for both small 
and large wins during the process and cel-
ebrate these widely. This will give people 
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Inventory the strategies 
you currently use to share 
information across all levels of 
your organization and identify 
areas where additional support 
is needed before moving into 
the change process.
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best service.
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Jackson & callie
A Store of Unique Gifts

Boynton Square, Plattsburgh
(518) 566-4240 • www.JacksonandCallie.com • Also on Facebook

Come Explore 
and 

Treat Yourself 
to the 

Experience

in the organization some positivity and 
motivation to carry them through when 
challenges occur.

Positivity required: Management and lead-
ership need to stand together and project 
a positive attitude about the organization 
throughout the change process. Any hint 
of negativity can easily derail the project.

The rapid pace of change in the modern 
business environment has made the general 
population somewhat prepared to expect 
change as part of life. The daily news offers 
example after example of companies clos-
ing stores, losing customers, or becoming 
irrelevant because they do not change fast 
enough. When leadership in an organization 
helps employees see the connection between 
rapid changes in their daily lives and the 
need for rapid changes in the workplace, 
they are more likely to understand why 
they need to bring adaptability to their own 
jobs. Employees who are not able to adapt 
to changing workplace demands will find 
themselves limited in the occupations they 
can hold for any period of time. 

Regardless of whether organizational change 
is in the short-term plan for your business or 
not, it is a good idea to encourage a culture 
of growth and development that is respon-
sive to change. Carter advised businesses to 
think of change as a constant continuum. 
“Because technology is moving so quickly, 
organizations have to be more agile than 
ever. Those groups who truly embrace and 
implement opportunities for change are 
going to be the most successful,” he added.

Carter offered several additional resources 
for managers interested in learning more 
about change management. In addition to 
the services offered by his group, CITEC 
Business Solutions, many books have been 
written on the topic. Who Moved My Cheese, 
by Spencer Johnson, is a classic motivational 
easy read suitable for wide distribution 
across an organization. Leading Change, by 
John Kotter, is another excellent resource 
summarizing lessons learned from more 
than 100 businesses facing change. “This is 
one of my personal favorites as it relates to 
change management,” Carter endorsed. 
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Bruce Kingsbury, Tim Gonyo,  
Lisa LaPorte, Tami Roussel,  
Barbara Hebert. 



Story and Photos by Justine Parkinson 

J
oseph Cullen Root founded WoodmenLife over 127 years ago in Omaha, Nebraska. 
The name of the insurance company was a tribute to Root’s vision of caring for those 
in need. The early pioneers cleared the forests to provide shelter and protection for 
their families; Root offered “…protection through life insurance.” The name remains 
a powerful metaphor for the values the company embraces today. 

WoodmenLife has been in the North Country since the early 1970s, when Calvin Castine 
helped to found the area’s first chapter. Almost 50 years later the chapter has grown its mem-
bership base and has taken up residence in the old Yankee Medical building on Boynton 
Avenue right in the city, where it is enjoying settling into its new home. 

History at Home 
Tim Gonyo, the current manager, succeeded his cousin, Dayle Gonyo. Tim had risen through 
the ranks of Duty Free America and in 2004 was managing the branch in Jackman, Maine, 
when his father passed away in Plattsburgh. He found himself back in the North Country, 
looking for a career at the same time his cousin was considering retirement. Born and raised 
on a dairy farm in Mooers, NY, the younger Gonyo knew the meaning of hard work. Today 
he thanks his upbringing for the work ethic and discipline he brings to his position as recruit-
ing sales manager at WoodmenLife. He proudly explained for Strictly Business the founding 
principles that set WoodmenLife apart from other agencies.

First, as a nonprofit, the insurance provider is responsible to its members rather than a 
board or an assembly of investors. It gives back to the communities the chapters are a part 
of in the form of benefits and charitable donations. Second, it defines itself as a fraternity—
not the popular definition with Greek letters, found on college campuses. Rather, in the 
truest sense of the word, WoodmenLife thinks of its members as family, and takes care of 
that family and the communities in which they live. The final founding principle is volun-
teerism. Going back for more than a century, Root believed that WoodmenLife should be 
an “…active volunteer force within local communities, helping those in need.” Today they 
are that and so much more. 

Community Values 
When Gonyo talked about his organization and the two local chapters in Chazy and 
Plattsburgh, he couldn’t help but talk about how his value for the chapters and his commu-
nity has evolved. While there was the initial appeal of the positive correlation between effort 
and success that most commission-based positions offer, Gonyo’s time at WoodmenLife 
has allowed him to “…protect families and help people reach their financial goals,” he said. 

WOODMENLIFE

WOODMENLIFE:
INSURES SOMETHING  
DIFFERENT
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PERSONAL & COMMERCIAL                                        
INSURANCE 

EMPLOYEE BENEFITS,       
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INSURANCE 
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686 Bear Swamp Road  
PO Box 965 
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Phone: 518-643-7946 
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cfainsurance.com 
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Loyalty  

Experience 
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Securities offered through Cadaret, 
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CFA Insurance Agency and Cadaret, 
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Together we can 
achieve the                   

extraordinary.  

WoodmenLife tries to insure the future of its communities quite literally. In whatever variable 
you might want to consider, WoodmenLife has made an investment—in its people, in its prod-
ucts—and it doesn’t show signs of slowing down. The company demonstrates its values to its 
members by investing in their communities and that’s how it grows its business. It does so by 
offering a level of transparency that benefits its members, and by embracing each community 
with gratitude. It offers the standard products one would expect from an insurance agency, such 
as whole, universal and term life insurance and annuities. The company is respected within its 
industry and has received an A+ Superior rating from A.M. Best, an independent rating com-
pany nationally recognized among industry professionals. Those findings are supported by 
both the U.S. Securities and Exchange Commission and the National Association of Insurance 
Commissioners. Gonyo pointed out that WoodmenLife has been standing strong for genera-
tions because of the people the company stands with. The company makes sure its members 
understand that. 

Valuing the Community 
There are a variety of ways that WoodmenLife benefits its members apart from its products. 
Proud of its communities and proud of this country, chapter personnel are often known as the 
“flag people” because the company is the largest distributor of American flags with the excep-
tion of the federal government. It provides flags to nonprofit groups including local police and 
fire departments, churches and schools. The company not only values but also sponsors patri-
otism wherever it can in the community—and not just among its members.

In addition to U.S. and state flag donations, it also offers scholarship opportunities, a wide and 
extensive array of benefits, community improvement funds, and family activities and events 
open to the entire community—not just its members. New York chapters have excursions to 
Parc Safari, Boston for whale watching, and Lake Monster games. Chapters offer the events at 
no or reduced cost. 

The company’s community values aren’t just something it pays lip service to; it puts its back 
into the work it does and has an established history of giving back to the communities of which 
it is a part. For the past two years WoodmenLife has had a National Community Focus (NCF) 
on Hunger. That focus has resulted in collection of close to a half million pounds of food and 
upwards of three quarters of a million dollars in monetary donations since January 2015. And 
the action isn’t just on the national level. New York chapters and members have donated almost 
10,000 pounds of food and close to $5,000 in monetary donations. The NCF isn’t the only way 
WoodmenLife gives back to its communities. Because it operates as a nonprofit, it takes its earn-
ings and puts them back into perks and benefits for members.

Five years ago, WoodmenLife also created a program called Red Basket, which took its longstand-
ing demonstration of community service into the digital age. In true WoodmenLife fashion, it 
carved out its own definition of crowd funding. The free fundraising site, www.redbasket.org, 
allows individuals to share their stories, recruit volunteers and raise money for personal emer-
gencies and community improvement projects. WoodmenLife doesn’t take any of the monies 
raised on Red Basket. It’s a 501c3 organization and therefore all donations are tax deductible 
and the asker keeps all the monies raised, regardless of whether the goal is met. 

The company demonstrates its values to its mem-
bers by investing in their communities and that’s 

how it grows its business.  
It does so by offering a level of transparency that 

benefits its members, and by embracing each 
community with gratitude. 
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Power of the People 
Gonyo is proud of the team he has assembled 
and graciously gives credit where credit is 
due. The sales representatives who support 
the local chapters come from all different 
career paths and bring varied and valuable 
skill sets to the table. But they all have one 
thing in common—they love what they do 
and who they do it for—and that continues 
to inspire other sales reps. 

One of the local representatives is a formally 
trained tax preparer who worked next door 
to WoodmenLife’s office before he joined 
the WoodmenLife team. He realized the 
importance of insurance one day when a 
customer came to his office and wanted to 
file her taxes. It was well ahead of the dead-
line and she was going to get a refund—a 
seemingly routine transaction. Sadly, she 
needed the refund to pay for funeral ser-
vices for her father. He had passed suddenly 
without provision made to lay him to rest. 
The representative realized then that the 
importance of taking care of finances isn’t 
just about filing taxes, but also about ensur-
ing that when loved ones pass, members 
aren’t plagued with worry over how to cover 
funeral costs. 

Other associates at WoodmenLife have 
similar stories, but the largest common 
denominator among the team members 
at Boynton Avenue is their desire to help 
people navigate their way through the prod-
ucts WoodmenLife offers to insure their 
financial health and well-being for now 
and for generations. WoodmenLife gives 
them the products to offer, but the com-
pany’s corporate culture gets them excited 
about doing it. If you believe that attitude 
is a ref lection of leadership, then lead-
ership at WoodmenLife is inspirational; 
inspired to support the community and 
its members.    

WoodmenLife
175 Boynton Avenue
Plattsburgh, NY 12901
518-561-7213
www.woodmenlife.org
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CHAMBERWISE

Most of us would agree that the Plattsburgh/North Country 
area is poised for exciting things, thanks to a 20-year set 
of strategies aimed at positioning our economy for future 

success. We have remained a place that makes things and are in 
the right sectors to remain a manufacturing hub for years to come. 
Our Transportation Equipment & Aerospace cluster is now diverse, 
dynamic, and maturing—ready to generate more good things for the 
region. We are receiving unprecedented investment by New York 
State, which is betting on our future: $125 million for Norsk Titanium, 
$38 million for economic development at Plattsburgh International 
Airport, and $10 million for downtown Plattsburgh and more.

And $12.7 million for the Institute for Advanced Manufacturing at 
Clinton Community College, now complete and ready to support skills 
development for current and future industry in the decades ahead.

Of all of these developments, I would regard the status, strength, 
and trajectory of Clinton Community College as the most impor-
tant ingredient for success commanding our attention and support.

CCC is going through a challenging transition. Its financial status 
has been rocky. Its student enrollment last year was the lowest in its 
history. Its reserves are virtually depleted. And some serious errors 
were made by past leadership, such as the abandonment of its com-
mitment to international students who generated both revenue and 
diversity for the school.

The good news is that the college is on track now for a strong future that 
will play a strong role in our area’s prosperity and progress. They have 
recruited a great new leader in President Ray DiPasquale, and have a solid 

pathway not only to stability but also to growth over the next few years. 
This will include maximizing the power of the Institute for Advanced 
Manufacturing to attract students and to form relationships with employ-
ers, restarting and then rebuilding the college’s international student 
program, completing the current capital work on the campus that will 
make it a high-quality environment in all respects, and building cre-
ative new partnerships with institutions such as Clarkson University.

And thanks to all involved—but especially the Clinton County 
Legislature, which has long recognized the importance of CCC to 
the county’s well-being and has stepped up once again—the school’s 
finances have been stabilized and there is now an opportunity to 
focus positively on growth.

We all must now lend our support to Clinton Community College 
as it moves through the next few crucial years. We must help to tell 
the story of its offerings, encourage consideration of its programs 
by both students and employers, contribute to the fundraising cam-
paign for support of the Institute for Advanced Manufacturing if we 
are able, thank our County Legislators for their continued vision and 
support, and do all that we can individually and collectively to sup-
port and promote CCC’s success and growth.

Right now, this is the single most important way that everyone can join 
in maximizing the historic progress which is presently at our doorstep. 

ONWARD AND UPWARD!

CLINTON COMMUNITY COLLEGE: 
ONWARD AND  
UPWARD!

By Garry Douglas

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

Photo courtesy of Boire Benner Group
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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. 

Tobacco companies place most of 
their advertising in stores where

       OF
TEENS75%

facebook.com/TobaccoFreeNYS

Take action now at  
SeenEnoughTobacco.org

shop at least once per week 
@TobaccoFreeNYS

Tobacco-Free CFE
518-570-7784 

tobaccofree@cvfamilycenter.org
Garry Douglas is the president of the North Country Chamber of Commerce.



Strictly Business
12 Nepco Way
Plattsburgh, NY 12903
CHANGE SERVICE REQUESTED NEPCOMAIL

Capital Financial Group, Inc. is a non-bank operating subsidiary of Glens Falls National Bank and Trust Company

Not FDIC Insured   Not Bank Guaranteed   Not A Deposit    Not Insured By Any Government Agency   May Lose Value

Insurance products are offered through Capital Financial Group, (CFG) Inc., 89 Saratoga Avenue, Route 9, South Glens Falls, New York 12803.  CFG is licensed 
to sell insurance in New York State and acts as an agent for issuing insurers. Insurance policies are obligations of the insurers that issue the policies.

Overwhelmed?
Let us take care of your
group health insurance.
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coverage at the right price!
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• Billing Reconciliations

• Medicare Claims, COB
  and Part D Processing

• HRA, FSA, HSA and
  COBRA Administration

For more information,

contact Capital Financial

Group, Inc. at

• (518) 793-2885

89 Saratoga Avenue
Route 9
South Glens Falls, N.Y.

capitalfinancialgroupinc.com


