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Loyal customers are the 
backbone of many success-
ful businesses. According to 
InMoment, a firm devoted to 
helping businesses compete 
in the experience economy, 
77 percent of consumers ac-
knowledge having ongoing 
relationships with specific 
brands for 10 years or more. 
Such relationships can prove 
to be lifebloods for business-
es, and that value is even more 
apparent when looking at five 
key statistics related customer 
loyalty.

1. A 2018 survey from the 
market research firm AYTM 
found that products are the 
leading factor that makes cus-
tomers loyal to a brand. The 
survey of United States inter-
net users found that 55 per-
cent of respondents cite quali-
ty products as the driving force 
behind their loyalty to brands. 

2. That same survey found 

that poor product quality was 

the no. 1 reason why brands 

lose customer loyalty, as 51 

percent of respondents in-

dicated poor quality would 

5 statistics that shed some light 
on the nature of customer loyalty

See LOYALTY 7
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Tru to our Members, Tru to our Community

• Share & Share Draft Accounts • Online Banking & Bill Pay

• IRAs • CDs •Secured & Unsecured Loan Products

• Home Equity Lines of Credit • Visa Credit & Debit Cards

TRU TO YOU SINCE 1972

USED AUTO LOAN NEW AUTO LOAN

3.25% 2.25%as low as as low as

VISA GOLD CREDIT CARDS

HOME EQUITY

VISA BALANCE TRANSFERS

6.99%
4.49%

3.99%as low as
purchase rate

variable rate

as low 
as

All loans subject to credit approval,
certain restrictions may apply.

NMLS
ID#402144

final
rate

494 E. Main St., Malone • 518-483-8668
TruNorthernFCU.org

Where Quality
Meets Affordability

Accent Cabinets - Accent Chairs - Appliances - Bedroom Furniture
Dining Room Furniture - Lamps - Loveseats - Mattresses - Direct 

Vent Heaters  Pellet & Wood Stoves - Recliners - Reclining Sofas - 
Sofas

627 East Main St., Malone • 518-483-4400 • www.TheHomeZone.net

SAME DAY PICK UP, NEXT DAY DELIVERY!

Monday-Friday 9-5 • Saturday 10-3 Quality Products

Unbeatable Prices

Low Monthly

LEASING LAYAWAY
FINANCE

AVAILABLE
up to

18 mos.0%

HUGE IN 

STOCK 

SELECTION!

Support Malone business
Join the

Chamber of Commerce
Free Promotional Opportunities

Individual Membership: $75
1-15 employee business: $165

• Distribution of your materials • Internet listings 
• Social media sharing • Online ads 

• Community calendar • Event sponsorships 
• Networking opportunities • E-newsletter Classes 

• Priority referrals

Join online: 
malonechamberofcommerce.com

Email:
director@malonechamberofcommerce.com

Call: 518-483-3760
Come in: 497 E. Main Street



Metro

Defining what customers 
want is something all success-
ful businesses must do. No two 
customers are the same, so 
determining their needs and 
wants requires flexibility and a 
fluid approach that leaves room 
for business owners to adapt as 
their customers’ needs change.

Adapting to changing cus-
tomer demands was perhaps 
never more important than 
during the COVID-19 pandem-
ic. The outbreak of the deadly 
coronavirus in late 2019 forced 
both consumers and business 
owners to change how they shop 
and sell products, respective-
ly. Those changes were made 
seemingly overnight, as govern-
ments across the globe placed 
restrictions on businesses and 
individuals in an effort to curb 
the spread of the virus. 

As the world gradually emerg-
es from the pandemic, busi-
ness owners must once again 
determine what their custom-
ers want. That’s as significant a 
challenge as ever, as how con-
sumers find the products they 
need has changed considerably 
since the onset of the pandem-
ic. The financial experts at JP 
Morgan note that the pandem-
ic drove more shoppers online. 
By the end of 2020, e-commerce 
accounted for 16 percent of all 
sales in the United States. That 

marked a nearly 5 percent in-

crease since the first quarter of 

2020. 

Business owners may face a 

challenge in determining what 

customers want after the pan-

demic, but they can utilize var-

ious strategies to help that pro-

cess go smoothly.
n  Solicit customer input. 

Though vaccination rollouts 
have gone smoothly so far, many 
consumers are taking a cautious 
approach to getting back to nor-
mal. Soliciting customer input 
can be a great way to gauge their 
comfort levels as well as what 
they’re looking for in a post-pan-
demic climate. Customer sur-
veys can shed light on the psy-
che of your consumers and 
what they’re looking for from 
the businesses they trust. Once 
customer feedback has been 
analyzed, business owners can 
then tailor their offerings to meet 
the shifting nature of consumer 

demands, making every effort to 
appeal to as many customers as 
possible.

n Lean on sales teams. Sales 
teams interact directly with 
the customers, be it in person, 
via Zoom calls, emails, or other 
channels. Business owners can 
lean on their sales teams for in-
put regarding how customers 
are feeling and what their goals 
for the future are. Instruct sales 
teams to speak directly with cus-
tomers about their short- and 
long-term goals, and then utilize 
their feedback to inform deci-
sions going forward.

n Work with a consultant. An 

Strategies to identify what your customers want

Metro

See CUSTOMERS 11
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Jordan Clark
REALTOR jclark518@outlook.com

Marshall Realty

LOOKING FORWARD TO WORKING WITH YOU FOR 
ALL OF YOUR REAL ESTATE NEEDS.

Get Honest,
Experienced 
Help Buying or 
Selling Your Home.

518.429.9539

10 Stevens St • Malone

(518) 483-5880

Fax: (518) 483-4942

indpress@twcny.rr.com

• Commercial Printing • Embroidery • Engraving 

• Screen Printing • Banners • Promotional Items

(518) 358-2992
MJLEROUXOILCOMPANY.COM

BRINGING THE HEAT TO THE NORTH COUNTRY!
WE DELIVER 

HEATING OIL • KEROSENE • DIESEL 
WITH GREAT SERVICE AND VALUE

MJ LEROUX OIL
Family owned & operated for over 45 years

2445 Chateaugay Street, Fort Covington

ONLINE BILL PAYMENT NOW AVAILABLE!
CALL FOR FURNACE REPAIR OR CLEANING (518) 651-7542 OR 651-9426
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Recruiting is an inexact sci-
ence in the best of times. A host 
of variables must come togeth-
er for businesses to connect 
with the perfect candidate, and 
recruiting professionals spend 
their entire careers facilitating 
such connections, even during 
a time when connecting with 
others has been more difficult 
than ever. 

Businesses have faced many 
challenges over the last year-
plus. The COVID-19 pandemic 
has had a devastating effect on 
various industries. As business-
es look to rebound from such 
effects, finding the right can-
didates for new openings may 
present some unique challeng-
es. Though some businesses 
may be back in their offices, 
many continue to operate re-
motely, while others may have 
decided it benefits them to con-
tinue working remotely even 
after the pandemic has ended. 
The effects of remote working 
are far-reaching and even ex-
tend to recruiting. Though it 
may be challenging to fill po-
sitions during the pandemic, 
firms can implement various 
strategies to find the best can-
didates possible for each open-
ing.

n Reexamine hiring proto-
cols. Hiring protocols are im-
plemented for a reason, not 

the least of which is ensuring 
hiring managers and depart-
ment heads get as strong a feel 
for a candidate as possible. But 
companies may need to revisit 
such protocols as they try to fill 
openings during the pandemic. 
For example, if company policy 
mandates that each candidate 
is interviewed in person by two 
managers before they can be 
offered a job, tweaking that rule 
to two virtual interviews may be 
necessary.

n Be flexible with your offer. 
The challenges of the pandemic 
are not exclusive to businesses. 
Professionals are facing their 
own challenges, including how 
to juggle their responsibilities 
at work with their obligations 
at home. That balancing act has 
always been difficult, but it’s 
become even more challeng-
ing as parents must arrange for 
child care during a time when 

How to find the right 
candidate for a job

METRO
See JOB 15
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Mon.-Fri. 8am-5pm Sat. 8am-4:30pm
950 State Route 122, Constable • (518) 483-8700

YODER’S
COUNTRY MARKET

Formerly
 Byler’s Farm Market

Baked Goods • Bulk Foods
Subs • Sandwiches
Deli Meats & Cheese, Jams, Eggs, Natural Sugars, 

Flours & Grains, Old Fashioned Canned Goods, 

Maple Syrup, Local Honey & So Much More!

Fry Pies Every 
Wednesday!

Custom Baking 
Orders Available

Order Your Thanksgiving Pies!

Tap • Ballet • Hip-Hop • Jazz • Irish Step 

Contemporary • Solos/Duets • 50’s/60’s Style 

Lyrical • Modern • Tumbling • Gymnastics 

1st Dance for Weddings, Parties & Special Events

Fun For All Ages 1 1/2 - Adult (Boys & Girls)

Owned & Operated by Tiffany Bedner

Over 20 Years Experience

446 E. Main St., Malone
For More Info Call • 518-651-0031



Gifts and gatherings take 
center stage come the holiday 
season. The holiday season 
begins on Thanksgiving and 
continues until New Year’s 
Day. During that time, families 
gather to exchange gifts, break 
bread, celebrate their faith, 
and toast the year to come. 

The good times and gath-
erings that are such a big part 
of the holiday season were ab-
sent from many celebrations 
in 2020. Though the COVID-19 
pandemic is ongoing, the suc-
cessful rollout of various vac-
cines should make the coming 
holiday season feel more nor-
mal. That means gift exchang-

es and gatherings are back in 
play. Savvy celebrants recog-
nize the benefits of shopping 
early, and Small Business Sat-
urday is a great chance to get 
back in the holiday swing of 
things while supporting the lo-
cal businesses that make com-
munities so unique. 

n Plan ahead. Small Busi-
ness Saturday takes place 
each year on the Saturday af-
ter Thanksgiving in the United 
States. Since its inception in 
2010, Small Business Satur-
day has grown in popularity. 
American Express estimates 
that 110 million people par-
ticipated in Small Business 

Saturday in 2019, which un-

derscores how shoppers can 

benefit from planning ahead. 

Research sales and inventories 

of local businesses you want 

to support so you’re ready to 

go come Saturday morning. 

How to make the most of 
Small Business Saturday

METROSee SATURDAY T7
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Providing Compassionate & Quality Transportation

WeCare Transport
Service, LLC

DO YOU NEED ASSISTANCE
GETTING TO MEDICAL APPOINTMENTS?

(518) 651-7499

WHEELCHAIR • STRETCHER

WALKERS • TAXI

Choose WeCare for
your transport needs.

We accept Medicaid, Fidelis,
VNA, Private Pay, Credit Cards

Serving Clinton, Essex, Franklin, 
& St. Lawrence Counties

more memories
more hugs, more laughs, more moments

We provide physical and emotional care to your loved one while empowering you to care with 

confidence... giving you more time to enjoy life’s simple and significant moments.

Don’t wait. If you or a loved one is facing the challenges of life-limiting ilness, take the first step 

in gaining control; call us now and ask what we can do for you.

OUR MISSION, IN HONORING LIFE, is to help people of the North Country die in physical, 

mental, and spiritual comfort. We support and encourage people and their families 

to determine their end-of-life care.



compromise their loyalty to a 
brand.

3. A 2018 study from Bond 
Brand Loyalty found that cus-
tomers are increasingly willing 
to share personal information 
in exchange for rewards. The 
study found that 87 percent 
of loyalty program members 
were willing to allow their 
activities and behavior to be 
Òwatched, monitored and 
trackedÓ in exchange for per-
sonalized rewards.

4. Tech plays a significant 
role in customers’ willingness 
to connect with brands. The 
Bond study found that 95 per-
cent of loyalty program mem-
bers wanted to connect with 
brands through tech such as 
augmented reality (AR) and 
virtual reality (VR). 

5. Consumers continue to 
favor loyalty programs. A re-
cent report from Forrester Re-
search found that 72 percent 
of adults online belong to at 
least one loyalty program. In 
fact, the report found that the 
average person enrolled in a 
loyalty program belongs to 
nine such programs.

Businesses can take various 
approaches to inspire custom-
er loyalty, and such efforts can 
pay significant dividends over 
the long haul.

Loyalty 
From T2

Doing your homework can 
make it easier to navigate the 
crowds.

n Reserve a table at your fa-
vorite restaurant. A great meal 
with friends and family can be 
an ideal way to cap off a day of 
shopping, and it’s a great way 
to support a local restaurant. 
It’s worth noting that a Nation-
al Today survey of 1,000 shop-
pers that focused on Small 
Business Saturday shopping 
habits found that food and gro-
ceries were the most popular 
things to buy local. Saturday is 
traditionally a popular night to 
dine out, and that popularity 
is even greater on Small Busi-

ness Saturday. Shoppers can 
ensure they aren’t waiting for a 
table by booking a reservation 
in advance.

n Check your social media 
feeds. Many small businesses 
have recognized the value of 

communicating directly with 
consumers through their so-
cial media feeds. Throughout 
the day, shoppers can keep 
an eye on Facebook, Twitter 
and Instagram to learn about 
special sales or events. In ad-

dition, shoppers can share 
their shopping experiences via 
their own feeds. Many small 
businesses rely on word-of-
mouth from existing custom-
ers, so this can be another way 
to show your support for the 

establishments that call your 

community home.

Small Business Saturday is a 

great way to begin the holiday 

shopping season on the right 

foot.

Saturday 
From T6
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670 E. Main St.
MALONE, NY

518-483-7694

Toyotomi Laser 
531 & 532
90% Efficiency
22,000 BTU/H

Heats up to 1,150 sq. ft.

Retail  $1775.00

SALE $1,687

Toyotomi Laser 
731 & 732
87% Efficiency
40,000 BTU/H 

Heats up to 2,000 sq. ft.

Retail  $2505.00

SALE $2,380

Toyotomi Laser 
301 & 302
87% Efficiency
15,000 BTU/H

Heats up to 750 sq. ft.

Retail  $1530.00

SALE $1,454
Toyotomi 

OM-122DW
88% Efficient,

Heats up to 240 
gallons per hour

Retail  $2,455.00

SALE $2,333

Toyotomi HC20B
Heats an area of 300 - 1,000 sq. ft .

SALE 
$485
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Rose from wineries outside 
of Washington, D.C? Specific 
vintages from the Finger Lakes 
region? Reislings from Ontario? 
Chambourcin from central New 
Jersey? California may still be 
the hub of commercial domestic 
wine production, but vineyards 
across North America are show-
ing that they, too, can produce 
quality, flavorful wines for their 
communities.

Winemaking businesses are 
taking root all over Canada and 
the United States. In 1999, there 
were just six wineries in Loudoun 
Valley, Va., a region near the na-
tion’s capital. By 2013, there were 
40 wineries in that same region, 
and the number keeps growing 
Ñ so much so that the region 
has been dubbed ÒD.C.’s Wine 
Country.Ó 

Loudoun Valley is just one ar-
ea of North America that has seen 
a boom in local vineyards, wine 
tastings and direct-to-consumer 
resale of products produced on 
their estates. The Wine Business 
Monthly database indicated that 
the total number of wineries in 
the United States reached 9,091 
in 2017, which was a 4.5 percent 
increase from the previous year. 
Wines of Canada points out there 
are now more than 800 licensed 
wineries in Canada and more are 
in the planning stages. The most 
popular areas for producing Ca-
nadian wines are southern On-
tario by the Great Lakes and the 
Okanagan Valley of British Co-
lumbia. 

The regions known for pro-
ducing American wines are more 
diverse. While California, Wash-
ington and Oregon clock in with 
the most wineries, Texas, New 
York, Michigan, Pennsylvania, 
Virginia, Ohio, and Missouri 
make up the top 10, according 
to the American Association of 
Wine Economists. All 50 states 
and the District of Columbia now 
have their own wineries .

With so many star-spangled 
and maple-leaf loving wine en-
thusiasts, one never has to trav-
el far to sample a local vintage. 
What makes many local vine-
yards so appealing is their back-
stories. Consumers have long 

been interested in the origin tales 
behind products, as taste and 
appearance alone often do not 
move niche items. Local wineries 
appeal to the public because they 
connect consumers to the wines 
and the vineyards on an emo-
tional level. Who doesn’t want 
to see a local vintner succeed in 
an industry dominated by big 
names from Europe and else-

where? In addition, serving and 
enjoying a wine from one’s own 
state or province can be a talking 
point at any gathering, helping 
to inspire even more local wine 
fans.

Local vineyards and wineries 
are branching out across North 
America, providing perfect plac-
es to relax and enjoy locally pro-
duced products with meals.

Local wineries sprouting up 
in a town year you

Home Inspections• Water Testing

     Radon Testing • Water & Septic 

            Load Dye Testing

Before You Purchase...

Get The Facts

Northern New York

Home Inspections
TURNING HOUSES INTO HOMES

Jamie Willett
Inspector

o: (518) 483-7576

c: (518) 521-4980

16000061653

—Japanese Budo—

459 E. MAIN ST., MALONE

Join our 
classes!
Call for more 
information

518.319.4033

YOUTH
Mon.-Thurs. 5:30pm-6:15pm and Sat. 10:45am-11:30am

schedule

ADULTS
Mon.-Thurs. 6:15pm-7:00pm and Sat. 11:30am-12:15pm 

CHILDREN 5-6 yr old
Tues.-Thurs. 5:00pm-5:30pm and Sat. 10:15am-10:45am

 M ULLARNEY ’ S
 S TOVE  C ENTER

 Heating the North Country into the future!

 Stoke the Season!
 Let us light your fires this winter with a clean burning 

 pellet stove or fireplace insert.

 Federal Tax Credit for  26% of purchase price  of stove!

 Financing Available.  Stop by today for details.

 •  100% renewable energy made from wood & other locally grown bioma ss

 • Wide selection of pellet stoves and fireplace inserts to  choose from.

 • No chimney required, no tanks or gas lines!

   518-483-1111 •  Rt. 11, North Bangor   • Mon.-Fri. 8:30-5 • Sat. 8:30-noon • mullarneys.com
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Small businesses long 
have been the heart and soul 
of local communities. There 
is something to be said about 
being on a first-name basis 
with a local restaurateur or 
another small business own-
er, as such familiarity often 
translates into exemplary 
service.

According to the U.S. Small 
Business Administration, 
small businesses account for 
99.9 percent of companies in 
the country, due in large part 

to the broad definition of 
small businesses (those with 
fewer than 500 employees). 
However, the vast majority 
of businesses in the Unit-
ed States have a staff that’s 
smaller than 20 workers, ac-
cording to the Small Business 
& Entrepreneurship Council. 
These firms employ nearly 
60 million workers, says the 
SBA.

Despite the prevalence of 
small businesses, fewer than 
80 percent of entrepreneur-
ial small business ventures 

make it beyond their first 
year, and only around half 

make it beyond five years. 
Consumers who want to 

help their favorite small busi-

5 ways to support small businesses this holiday shopping season

METRO

See SUPPORT 10

WE’RE HERE TO HELP 

WITH YOUR FALL ROOFING 

PROJECTS & MORE. 

STOP BY!

Come Visit Our Friendly Staff 

5571 State Route 11, Burke • 518-483-4099

Hours: Monday-Friday 7:00AM-5:00PM  

Saturday 8:00AM-12:00PM • Sunday Closed

FULL LINE OF TRIM & ACCESSORIES STAINLESS STEEL 

SNOW GUARDS • PIPE BOOTS • SCREWS • RIDGE VENT CLOSURES 

 CLEAR PANELS  • SLIDING DOOR COMPONENTS 

 FOIL INSULATION & MORE.

DELIVERY AVAILABLE

GREAT SELECTION 

OF METAL ROOFING! 

18 COLORS TO 

CHOOSE FROM!

AMERICAN 
MADE 

PRODUCTS

WE ARE COMMITTED 

TO QUALITY SERVICE!

RESIDENTIAL

COMMERCIAL

AGRICULTURAL
WE CARRY 

VINYL SIDING!

Beautiful Christmas Trees

1659 County Rt. 24, Brainardsville Road, Malone

Choose & cut your own Balsam or Blue Spruce 
Tree or select from a variety of fresh cut trees 

in our barn regardless of the weather

at Balsam Hill Tree Farm

OPEN DAILY 9-6PM • 518-483-6287

Brainardsville Road, 8 Miles from Malone

EXCEPTIONAL 

SELECTION OF HOMEMADE:

Wreaths, Garland, Kissing Balls, 
Center Pieces and Balsam Boughs
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nesses survive can use the 
holiday season and beyond 
to set the course for suc-
cess. Consumers can make a 
concerted effort to fuel this 
important cog in their local 
economic engines.

n  Shop local. The con-
cept is simple but effec-
tive. Opting to shop in local 
stores over larger conglom-
erates and franchises can 
help small businesses take 
root. Before making holi-
day shopping lists, visit lo-
cal stores and base gift ideas 
on items they have in stock. 
Chances are those gifts will 
be one-of-a-kind.

n  Purchase gift cards/
certificates. All business-
es have slow periods, and 
post-holidays is often a 
time when sales stagnate. 
Gift cards may bring new 
customers into local busi-

nesses who might otherwise 
not have patronized them, 
potentially creating new re-
peat customers.

n Cater holiday meals and 
gatherings. The holiday sea-
son is chock-full of enter-
tainment opportunities. In-
dividuals can rely on nearby 
restaurants and other food 
and beverage businesses to 
cater holiday parties. Some 
businesses also may be will-
ing to discount or donate 
food for nonprofit group 
activities, such as church 
holiday bazaars, school hol-
iday concerts or fundraising 
fairs.

n  Mention small busi-
nesses on social media. The 
holiday season breeds ex-
citement. Therefore, when 
shoppers are in local stores, 
they can snap pictures of 
products and overflowing 
shopping bags and post 
them online while praising 
local businesses.  

n  Think about subscrip-
tion gifts. Enrollment in a 
health club or a massage 

therapy service are gifts that 

keep on giving for the recip-

ient, but also help ensure 

consistent incoming cash 

for the business providing 

the service.

When shopping this holi-

day season, consumers can 

look to the small, local busi-

nesses in their communities 

that help make towns and 

cities unique.

Support 
From 9

Rt. 11 East Main St., Rd. Malone

Milk • Soda • Beer
Snacks • Lotto

Non-Ethanol & Diesel

Available 24/7 Using
Debit & Credit Cards

“Park It At The Market!”

• Pizza

• “Samages”

• Burgers

• Salads • Wings

• Hot / Cold Subs

• Pizza

• “Samages”

• Burgers

• Salads • Wings

• Hot / Cold Subs

Eat In • Take Out • Delivery (518) 483-4540
Mon-Fri 7am-8pm • Sat. 9am-8pm

DAILY 

LUNCH & DINNER

SPECIALS!

We Have
Gasoline!Home of Glazier

Michigans &

Slaw Dogs

WE DELIVER!Mon.-Fri. 10am-CloseSat. & Sun. 3pm-Close

B.

M
idw

ay

M
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& D
eli

M.J.
B.

M
idw

ay

M
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et

& D
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M.J.

Breakfast
Lunch • Dinner

Grand 

Comfort

Cook

Stoves

Propane

Refrigerators

& Ranges
It’s warm 

by the fire!

Kozy King 
Hot Air 

Furnace

Comfort Max
Stoves

Miller’s Country Store

275 East Road, Burke, NY • 518-497-6373 WE TAKE CASH OR CHECK

Hours: Mon.-Fri. 8am-5pm • Sat. 8am-3pm • Closed Sun.

Buy or Rent-To-Own 
Storage Sheds 

Wooden Clothes Racks

Dry Goods, Spices, Gifts, Shoes, Boots, 

Vitamins, Essential Oils, Housewares, Wood 

and Coal Stoves, Coal and Much More!

Selkirk 

Ultimateone Stainless 

Steel Chimneys

And So Much More..Visit Us Today!

CANNING 
JARS & LIDS 

IN-STOCK
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outside consultant can provide 
objective analysis that can be 
invaluable as businesses transi-
tion to a post-pandemic world. 
Consultants can utilize their 
knowledge of the industry to de-
termine what a given business is 
doing or not doing to separate 

itself from its competitors. Con-
sultants also can recommend 
strategies that will help busi-
nesses adapt to what experts 
like JP Morgan suggest could be 
a business landscape that may 
never be the same as it was prior 
to the pandemic.

Identifying what customers 
want may require some creativ-
ity and flexibility as the world 
emerges from the COVID-19 
pandemic.

The end of the year is often a 
popular time to volunteer, as 
the spirit of giving that’s synon-
ymous with the holiday season 
compels millions of people to 
make an effort to support local 
charities and nonprofit organi-
zations. In years past, that might 
have made it difficult for pro-
spective volunteers to find orga-
nizations in need of volunteers. 
However, as the world continues 
to confront the COVID-19 pan-
demic, charitable organizations 
and nonprofits may have a host 
of opportunities for prospective 
volunteers. A 2020 report from 
Fidelity Charitable found that 
volunteer activity shifted consid-

erably during the pandemic. Pri-
or to the onset of the pandemic 
in 2019, 81 percent of volunteers 
lent a hand in person. That num-
ber dropped to just 35 percent 
during the pandemic. That left 
many charities and nonprofits 
in need of in person volunteers. 
The rollout of three successful 
vaccines will no doubt compel 
more people to volunteer in per-
son as 2021 draws to a close, and 
there should be plenty of oppor-
tunities to help charitable orga-
nizations in need. In addition, 
the pandemic might have led 
some nonprofits to expand their 
remote volunteering opera-
tions, an expansion that does not 

need to end even as the world 
gradually transitions to life after 

COVID-19. That should mean 
there’s still plenty of chances to 

embrace remote or virtual vol-
unteering.

Did you know?

Customers 
From 3

WE’RE MORE THAN CHEESE!

Bale Wrap • Bunker Covers & Plastic 
Full Line of Poulin Grains • Farm Supplies

Fresh Dairy & Cheese Products • Pet Supplies
Agricultural Supplies & Services • Footware

Bootware and Much More!

Owners: Phillip Showen • Bryan Phelan

johnstonsawmill@yahoo.com                  smith.lumber.inc@gmail.com

J
BUILDING MATERIALS

“Put your money where your home is”

Phone: 518-358-4476

745 County Route 32, 

Brushton, NY 12916

SMITH
LumberBEHIND EVERY PROJECT IS A

Phone: 518-358-2714

2342 State Rt. 37. 

Fort Covington, NY 12937

GOT 

PROJECTS?

WE’RE HERE TO HELP!
• Metal Roofi ng
• Trusses 
• Lumber 
• Insulation 
• Plumbing 

• Electrical 
• Hardware 
• Paint 
• Kitchen & Bath 
• Windows & Doors 

• Vinyl Siding 
• Pole Barn, 
Garage and House 
Packages
& More!

SEE OUR SELECTION OF

QUALITY INTERIOR 

& EXTERIOR PAINT
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Metro

The restaurant industry is 
slowly getting back to normal 
after a very rough year that 
saw more 110,000 eateries 
temporarily or permanently 
close their doors. Thanks to 
rising vaccination rates and 
other factors, including as-

surances from public health 
officials regarding the safety 
of dining out, consumers are 
once again comfortable with 
the idea of going to restau-
rants. 

As restaurants begin cater-
ing to larger crowds, it’s ex-

Some dining trends that will hang 
around after the pandemic has ended

METRO

See DINING T13

DRAGOON’S FARM 
EQUIPMENT, INC.

dragoonsfarmequipment.com
2507 US-11 • MOOERS, NY 

(518) 236-7110

KUBOTA • CUB CADET
CASE • HUSQVARNA • KINZE 

LAND PRIDE & MORE!

ONLINE

OVER 60 YEARS OF QUALITY SERVICE

NEW 
INVENTORY

PRE-
OWNED

THOUSANDS 
OF USED 
PARTS

BRANDS WE CARRY:

PLEASE CALL FOR HOURS 
DURING COVID 19

Curbside pickup available.

WE SERVICE WHAT WE SELL!

Deer Plots - Antler King & Real Word • Wildlife Seasonings
CDL Maple Sugaring Equipment • Dryshod Boots

Corner of Raymond & 
Elm Streets in Malone

315-483-8072
Mon.-Fri. 8:30-5:00

Sat. 8:00-1:00, Sun.-CLOSED
malonefarmandhome.com

• Whole Corn
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pected that certain changes 
implemented in 2020 are 
bound to become perma-
nent or, at the very least, 
stick around for a little 
while longer.

n  Reservations will be 
necessary. Many restau-
rants, even those that did 
not require reservations 
prior to the pandemic, 
may continue to encourage 
them. Not only will reser-
vations give them greater 
control over the volume of 
patrons they host, but they 
also afford staff ample time 
to clean and disinfect tables 
and other surfaces.  

n  Outdoor dining will 
still be available. Outdoor 
dining filled an important 
need and presented restau-
rants with an avenue to 

generate revenue when in-
door dining was restricted 
or prohibited. A May 2021 
Morning Consult survey 
found that diners prefer 
outdoor dining to indoor 
dining. With that in mind, 
restaurants likely will still 
set aside outdoor areas for 
diners to eat comfortably, 
particularly those who were 
successful in creating at-
tractive and comfortable al 
fresco offerings.

n  More restaurants will 
offer takeout options. Even 
though on-premise din-
ing had started to catch up 
to takeout orders for many 
restaurants by the spring 
of 2021, takeout figures to 
stick around to satisfy safe-
ty-minded customers who 
still desire curbside conve-
nience.

n Expect increased sani-
tation technology. Restau-
rants may continue to make 
upgrades with safety and 

sanitation in mind. In ad-
dition to touchless sink 
features, self-flushing toi-
lets and minimal touch or 
touchless payment meth-
ods, businesses may imple-
ment UVC light air purifica-
tion systems and upgrades 
in HVAC filtration. Barriers 
that were effective in pre-
venting the spread of dis-
ease may remain in place to 
continue to protect workers 
and patrons from any type 
of airborne illness.

n  Loyalty programs will 
grow in popularity. Many 
organizations have imple-
mented loyalty programs to 
track how often consumers 
patronize a business and to 

offer discounts and other 
deals for repeat customers. 
Restaurants may increas-
ingly roll out loyalty pro-
grams that allow diners to 
earn points for each meal 
and reward repeat business 

through emailed coupons 
or free items.

Dining out is gaining 
steam as customers in-
creasingly feel confident 
and comfortable enjoying 
meals away from home.

Dining 
From T12

Please Call For Current Hours

Live Worry Free!

VALLEY RIDGE APARTMENTS
ELDERLY HOUSING

APPLICATIONS AVAILABLE AT:

Constable Street Road, Malone

• Modern

• Safe

• Convenient

• Affordable

• 62 years of age of older

•  Eligibility based 

 on income. 

 Limits Apply

• Rent based on income

• 1 Bedroom Apartments • Appliances

• Private Patios • Laundry Facility

• Beautiful Spacious Community Room

• Handicapped Accessible • Heat Included • Parking

We would be happy to mail you an
application, please give us a call!

VALLEY RIDGE MANOR
14827 St. Rt. 30 - Constable St. Rd.

Malone, NY 12953 • 518-481-6670

 

•Medication management by a capable, caring staff

•Rental assistance for veterans and spouses.

•Long term care insurance accepted

•Respite Care available

46 Constable St. Malone • 
www.farrarhome.org

The Farrar Home
Setting Adult Home standard since 1900

An Independent Lifestyle in a
Supervised Setting

Private rooms include bath, cable TV, phone,

and wireless internet. Handicap accessible.

•Medication management by a capable, caring staff

•Rental assistance for veterans and spouses.

•Long term care insurance accepted

• Respite Care available

Stop in or call for appointment

(518) 483-7550
46 Constable St. Malone • www.farrarhome.org

 

 

AllenCare Medical Transport
AMBULETTE SERVICE

Medical Appointments

Hospital Discharges • Dialysis

Family/Special Events
CALL FOR PRICING

& SERVICE

518-651-9983

Accepting Medicaid, Fidelis, VNA
Barry & Melodye Russell, Brushton, NY
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The road back to normalcy 
after the COVID-19 pandemic 
figures to have some twists and 
turns. Even after the rollout of 
vaccines began in late 2020, 
public health agencies like the 
Centers for Disease Control 
and Prevention and the World 
Health Organization empha-
sized the importance of people 
keeping their collective guard 
up, as previously unseen vari-
ants of the virus were still be-
ing discovered.

A slow march toward re-
covery has begun, but the 
uphill nature of that march 
underscores how important 
it is that communities con-
tinue to come together to 
support each other as well as 
the locally owned businesses 
that make towns and cities so 
unique. Consumers who want 
to help the local businesses in 

their community rebound and 
thrive in the months and years 
ahead can show their support 
in various ways.

n Take charge of your to-go 
order. Convenience became 
the name of the game when 
ordering food during the pan-
demic. Curbside pickup ser-
vice was offered as a safety 
measure, and many restau-
rants that never previously of-
fered delivery or takeout start-
ed to do so to generate revenue 
at a time when in-person din-
ing was limited if not disal-
lowed. Some restaurants be-
gan offering delivery through 
apps like Grubhub or Uber 
Eats, and though that may be 
convenient for diners, restau-
rants must pay a fee to utilize 
those apps. In lieu of ordering 
through a third party delivery 
service, consumers can take 

charge of their to-go orders 
and pick up the food them-
selves. That saves restaurants 
the delivery app surcharge, 
allowing them to increase net 
profits on the meals they sell.

n Continue to be loyal. A re-
cent study from researchers at 
the Harvard Business School 
found that a customer’s eighth 
purchase was an average of 80 

How consumers can show their 
support for local businesses

See LOCAL 15

RECORE AUTOMOTIVE

518-483-7640
OWNER: WAYNE RECORE

73 DENIO ROAD, MALONE

We Got You!

Accident Recovery 
& Winch Outs

24 Hour Towing 
& Recovery

A tradition of trust.

MALONE  |  518.481.5000     TUPPER LAKE  |  518.359.3241    

SARANAC LAKE by appointment  |  800.941.5001

FBMMlaw.com

Concentrating in Personal Injury and Trial Practice

4Personal Injury

4Automobile Accidents

4General Litigation

4Workers’ Compensation 

4Real Estate

4Estate Planning

Personal Injury
Automobile Accidents

General Litigation
Workers’ Compensation

MALONE  |  518.481.5000      TUPPER LAKE  |  518.359.3241
SARANAC LAKE by appointment  |  800.941.5001

Real Estate
Estate Planning

Concentrating in Personal Injury and Trial Practice

FBMMlaw.com

See Us At Our New Location
770 Rt. 3, PLATTSBURGH, NY 12901

(518) 561-5539 • www.VikingSports.com
Mon - Sat 10 am - 6pm • Sun 12 - 5pm

CROSS COUNTRY
PACKAGES &

SNOW SHOES FOR
THE WHOLE FAMILY

246 WEST MAIN ST., MALONE

Hours: Mon.-Fri. 7am-4:30pm. Sat. 8am-2pm

(518) 521.3822

Delicious Teas, 
Coffee & Shakes!

Delivery Now Available ~ Call for Details
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percent higher than his or her 
first purchase. That highlights 
just how valuable repeat cus-
tomers are to small businesses. 
Consumers who have had pos-
itive experiences with small 
businesses in their communi-
ties in the past can continue 
to support those companies 
by looking to them first when 
they need new products or ser-
vices. Doing so not only helps 
small businesses retain more 
customers, but it increases the 
likelihood that consumers will 
again have positive buying ex-
periences.

n Share experiences via so-
cial media. Small businesses 
recognize the value of social 
media. A 2021 survey from 
Visual Objects found that 74 
percent of small businesses 
in the United States are active 
on their social media accounts 
at least once each week. So-
cial media can become even 
more valuable to small busi-
nesses when their custom-
ers utilize such platforms to 
share positive experiences and 
encourage their friends and 
neighbors to patronize local 
businesses.

Consumers can take various 
steps to support small busi-
nesses in their communities 
as such establishments look to 
regroup and recover from the 
COVID-19 pandemic.

METRO

Local 
From 14

many schools are only offering 
in person lessons part-time, 
if at all. Though some busi-
nesses may want new hires to 
work full-time in the office, to 
find the right candidates they 
might need to relax those re-
strictions until life returns to 

some semblance of normalcy. 
Being flexible with new hires 
in regard to remote working 
might attract more qualified 
candidates.

n Consider contracting new 
hires. It’s understandable if 
hiring managers are nervous 
about offering full-time work 
to candidates they have nev-
er met in person. If that hesi-
tation is proving too much to 
overcome, companies can of-

fer positions on a contractor 
basis with the opportunity to 
become full-fledged employ-
ees in a few months or when 
the pandemic ends, whichev-
er comes first. 

Recruiting during the pan-
demic has posed some unique 
challenges. A few simple stra-
tegic shifts can help recruiters 
overcome such challenges en 
route to connecting with the 
right person for the job.

Job 
From 5

Proud To Serve Our Hometown 
& Communities
Locally Owned & Operated 

IGA: 518-497-3072 

LIQUOR: 518-497-0804

Mon-Sat 8:00am-7:00pm
Sunday 9:00am-5:00pm

& LIQUOR
LAVIGNE’S

Route 11, Chateaugay, NY 12920

Stop Next Door 

At Our Fully 

Stocked Liquor 

Store!

• Quality Cut Meats • Freshest 
Fruits & Vegetables • Deli 

• Bakery • Frozen

 Check Out Our 
“Pick 5 for $19.99!”

Look for the labels on our meat packages

YODER’S
Farm & General Store

5004 St. Rt. 11, Burke • (518) 483-4484
Monday - Saturday 8am-5pm

Visit our other businesses too!
Yoder’s Auction Hall & Dutch Oven Bakery and Farm Stand

For large orders call ahead and we’ll have it ready!

PEX TUBING & FITTINGS
By The Foot and/or 1000’ Rolls

BARS & CHAINSAW CHAIN
We Also File/Sharpen Chains

EQUINE SUPPLIES
Shoes, Nails, Minerals by Dac 

Maximum Performance,
Atlas Horsepower Solutions & More!

SOLAR PANELS
Lithium Batteries, Charge 

Controllers, Inverters

RHINO VOLTZ BATTERIES
      (10 AH - 300 AH)

   12,24,36 or 40 Volts

DEWALT and MILWAUKEE 
TOOL BATTERIES

We have generators of all sizes for reliable power when you need it most.

Be Prepared For A Power Outage

RENTALS • SALES • SERVICE
Load Bank Testing

Keep the lights on  at your home, 

offi  ce, camp, worksite & more!
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424 Main Street, Malone, NY • 518-483-0114 • shopfl emings.com

GUARANTEED BEST Selection, Quality & Lower Prices!

The Largest Furniture & Bedding Store 

in the North Country

12 MONTHS
NO INTEREST FINANCING

We Make Furnishing Your 

Entire Home Easy!

FREE
DELIVERY & SETUP

Find The Perfect 

Finishing Touch With 

Our Home Accents!

ADD FUN & FUNCTION!

INVENTORY 

ARRIVING DAILY!

Over 50 

Different 

Mattress 

Models On 

Display!

100’s Of Genuine 

LA-Z-BOY Recliners 

In Stock!

                 Who’s Who In Business
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