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The CNY Business Journal and 
Onondaga Historical Association have 
partnered to identify companies that 
have left an indelible mark on our 
region with their history, mission, and 
impact. The result is the 2021 CNY 
Legends Special Report. Inside, five 
companies have been selected as 
CNY Legends Honorees. The chosen 
companies have longevity, innovation, 
impact, and commitment to the needs 
of the community — traits that make 
them “legendary.”

— Adam Rombel, 
Editor-in-Chief, CNYBJ

HONOREE PROFILES:

Eaton Crouse-Hinds 3B

Gaylord Archival 4B

Palladino Farms 6B

Raymour & Flanigan       8B

St. Joseph’s Health 12B

Norman Poltenson Tribute 10B-11B

A Note from The Onondaga Historical Association:
To the Central New York Business Community,

T he Onondaga Historical Association (OHA) is excited to partner, once again,
with the Central New York Business Journal (CNYBJ) on this special edition
honoring � ve companies who are considered CNY Legends. Legends are made 

through continued commitment to quality, community, and customer, which is how 
they achieve the longevity that one associates with the term.

Central New York’s business history is a major component of our general community 
identity. In many cases those businesses that helped build our region also helped put 
our area on a national, or international, map. � roughout history our area has been known for what was made, invented, or 
started here. � e longer a company has been in operation here, the more our community is associated with that business, and 
the stronger the connection to who we are as a region.

� e companies we honor as Legends are representative of the diverse economy we share here in Central New York. Our 
agrarian roots are deep, as evidenced by Palladino Farms, and we have a long and proud history in the furniture business 
that Raymour & Flanagan’s own story evokes. Our region’s excellent medical facilities have been a hallmark of the services 
we have o� ered here since the mid-1800s when St. Joseph’s � rst opened its doors.  Innovation has always been a big part of 
Central New York’s heritage and is what made, and keeps, companies like Eaton/Crouse-Hinds and Gaylord relevant.

OHA is thrilled to play a role in honoring these great companies and their remarkable histories that have made them lead-
ers in their industries and legends in our community.

Sincerely,

Gregg A. Tripoli
Executive Director

CNY LEGENDS
SPECIAL REPORT

CNY BUSINESS JOURNAL

https://www.cathedralcandle.com
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BY ROBERT J. SEARING
HISTORY FROM OHA

Today, it’s a unit of Eaton 
Corporation
SYRACUSE — There are few things that we take for 
granted as much as electricity. A force so powerful, yet, 
paradoxically, so prosaic, much like indoor plumbing and 
running water, it is difficult for most to imagine a world 
where it does not exist. One could argue that in 2021, 
electricity is as necessary as oxygen to Central New 
Yorkers’ daily existence. Luckily, delivering that energy 
safely is something Syracuse’s Crouse-Hinds has been 
thinking about since the very beginning.

However, when Huntington B. Crouse and Jesse L. 
Hinds signed the partnership papers forming Crouse-
Hinds Electric Company on Jan. 18, 1897, electricity was 
an upstart, disruptive, technology. Edison’s Pearl Street 
Power Plant, in New York City, went online in 1882. 
George Westinghouse formed Westinghouse Electric 
Company in 1886. In this era of incredible change, there 
was widespread anxiety about the effects of electrical cur-
rent “flying” through the air (akin to the public concerns 
about 5G technology today). Part of this public misun-
derstanding was the direct result of a campaign waged 
by Edison, the father of direct current (DC) against his 
former employee, Nikola Tesla, and the alternating cur-
rent (AC) technology Tesla patented in 1888, before he 
was hired by Westinghouse, during the so-called “War of 
the Currents.” 

Yet, by the time Huntington B. Crouse turned 24 in 
1896, the “War of the Currents” was, for all intents and 
purposes, over. Tesla and Westinghouse had won. In 1893, 
the world was awed by the spectacle of the great “White 
City” built for the Columbian Exposition in Chicago. This 
celebration of the 400th Anniversary of Columbus’ first 
voyage was as much a celebration of American ingenuity 
and emerging economic might. At the center of America’s 
coming-out party was the astonishing display of electric 
light provided by Westinghouse and Tesla’s alternating 
current. In 1896, Western New York became the site of 
another epoch-making event, when Buffalo was illuminat-
ed by a network of electric streetlamps, powered by the 
world’s first hydro-electric power plant, built by Tesla and 
Westinghouse, at Niagara Falls.

A short trip east down the Erie Canal, H.B. Crouse 
was enamored by the possibilities on display in “The 
City of Light.” Driven by the entrepreneurial spirit that 
would guide him to the heights of American industry, he 
reached out to a distant Crouse relative who had made 
a fortune in the wholesale grocery business, looking for 
some advice and an opportunity to start his own business. 
As a result, he was introduced to Mr. Jesse L. Hinds. 

Hinds was already involved in the burgeoning electri-
cal trade, working with a small company that manufac-
tured switchboards, switches, and panelboards. It was 
a match made in heaven, as Crouse’s unbridled enthu-
siasm paired with Hinds’ technical know-how to form 
a partnership much greater than the sum of its parts. 
Though they did not yet have a product, the two men 
rented a modest space at 500 East Water St., in Syracuse. 
Serendipity, it seems, was also a tenant. On the second 
floor, they found Frank Rorabeck, an inventor trying to 
manufacture his patented trolley-car headlight. Electric 
street railways were a booming industry in this period 
and Crouse pounced on the opportunity. They signed an 
exclusive deal with Rorabeck to produce his light. This 
became Crouse-Hinds’ very first product, the Syracuse 
Changeable Headlight.

From these humble beginnings, Crouse-Hinds 
Electrical Co. grew rather quickly, under the visionary 
leadership of Huntington B. Crouse. By 1901, they had 
outgrown the Water Street office. Hinds suggested they 
move into the four-story building at 310 E. Jefferson St. 
where he had worked previously. For the next eleven 
years, the company operated out of this space, expanding 
its product line, all the while battling the current of anoth-
er sort, Onondaga Creek, whose annual flooding wrought 
havoc on the company’s underground storage. 

 The same intrepid spirit that led Crouse into the 
emerging electrical industry served the company well, 
as he was always eager to remain on the leading-edge of 
the business. In 1906, Crouse took a chance on a risky 
idea that changed the fate of the company forever, when 
he decided to go “all-in” on the manufacture of rigid 

conduit for exposed electrical wiring installations. The 
Crouse-Hinds “Condulet” became the industry standard 
and positioned the company to dominate the market right 
up to today. Nearly all the electrical infrastructure built 
around the world between 1910 and today utilizes the 
company’s products. Spurred by the expansive growth 
of the Condulet, Crouse-Hinds Company moved into a 
massive new plant on Wolf Street in 1912, which is still 
operational over a century later.

From its headquarters in Syracuse, the company con-
tinued to build its reputation for innovation, pioneering 
the manufacture of floodlights, traffic signals, and avia-
tion lighting solutions; many of the latter were tested at 
Syracuse Municipal Airport in Amboy (Camillus). As the 
company grew more successful in these new markets, 
which would prove critical to the company’s enormous 
growth over the ensuing decades, Jesse Hinds passed 
away in 1928 at the age of 83. Crouse-Hinds pushed 
forward. In 1929, the company continued its visionary 
leadership in lighting solutions, when it installed a com-
plete lighting system in Syracuse University’s Archbold 
Stadium. Amidst the Great Depression, Crouse-Hinds 
continued to thrive. In 1932, the company issued its first 
complete catalog on “Explosionproof Condulet” fittings. 
This is still a core Crouse-Hinds product line some 90 
years later.

During World War II, the company overcame manpow-
er and material shortages to be among the government’s 
largest suppliers of airplane and ship signaling lighting, as 
well as myriad floodlights and similar products. Crouse-

The history 
of Crouse-
Hinds in 
Syracuse

Workers at the Wolf Street plant in 1954. PHOTO CREDIT: OHA COLLECTION

Crouse-Hinds worker Richard Lee assembling a tra�ic light. PHOTO CREDIT: OHA COLLECTION

Crouse-Hinds, located on Wolf Street in Syracuse. SEE EATON CROUSE-HINDS, PAGE 18B  
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BY THOMAS HUNTER
HISTORY FROM OHA

Today, branded as 
Gaylord Archival
CICERO — At the end of the 19th cen-
tury, Willis E. Gaylord and his young-
er brother, Henry Jay (H. Jay), were 
employed as bookkeepers at Syracuse 
Savings Bank. Part of their clerical jobs 
was to repair torn paper currency. The 
common repair was simply to pin the 
torn pieces of paper together using 
straight pins, which proved to be dan-
gerous to one’s fingers when grabbing a 
stack of the mended bills. Willis and H. 
Jay thought they could create a different, 
and less hazardous, means of restoring 
the currency. Their solution eventually 
led to establishing one of the largest 
library and archival preservation supply 
industries in the United States.

So, in 1896, the two Gaylord brothers, 
desiring to augment their modest bank 
salaries, began repairing the bank’s torn 
bills at home as a fledging side business. 
They first attempted to repair the curren-
cy with a pre-glued tissue paper instead 
of pins, but this endeavor failed due to 
the tissue’s flimsy composition. They 
then consulted with a wholesale paper 
business, Henry Lindenmeyer & Sons 
of New York City, and learned that trans-
parent parchment paper might prove to 
be more durable. However, when the 
brothers tried to order the parchment 
paper from Lindenmeyer, company of-
ficials rejected their request until they 
paid for the paper upfront. Only after 
Willis and H. Jay sent $2 in advance did 
Lindenmeyer ship the paper to Syracuse. 
The brothers successfully mended the 
currency with this new paper. They soon 
exhausted their supply and ordered 
more, but the company refused to sell 
them more paper until they again paid 
in advance. The Gaylord brothers had 
to pay in advance a few more times until 
they finally established business credit 
with Lindenmeyer.

The brothers also made their own, 
more reliable, adhesive. Before long, 
they created their own pre-glued, 
transparent currency mending paper. 
Repairing the damaged currency using 
their product worked well and the broth-
ers recorded their first profit of $6 on 
Sept. 1, 1896. 

As a marketing strategy, Willis and 
H. Jay packaged together 24 sheets of
their pre-glued mending paper, along
with a note extolling its advantages, and
sent the packages to several banks. Just
10 days after establishing their nascent
business, the brothers received their
first order from the Bowery Savings
Bank of New York, the largest savings
bank in the U.S., amounting to $0.35.

Soon, their side business consumed 
more of their time. They made the ad-
hesive paper on their 90-minute lunch 
hour and at night after work. They then 
mailed those orders at the post office, 
while picking up any new orders. The 
brothers soon added pre-glued currency 
straps and coin wrappers to their inven-
tory. 

Only after about one month in busi-
ness, the Gaylord brothers received an 
inquiry from a librarian: Could they cut 
the adhesive paper into strips to aid in 
repairing books? The brothers quickly 
obliged the request and, in effect, creat-
ed yet another inventory item: pre-glued 

book-repair parchment. Using the same 
advertising method as they had used 
for banks, the brothers sent packages 
of pre-glued paper strips to libraries and 
promoted their newly fabricated book-re-
pair paper. Soon afterward, schools in-
quired about their pre-glued paper and 
were added to their client lists.

As business steadily increased, the 
Gaylord brothers moved from their 
humble basement workshop in 1903 to 
two small rooms in the Third National 
Bank Building, located at 108 South 
Salina St. That same year, the brothers 
listed Gaylord Brothers as a separate 
business in the Syracuse City Directory. 
In 1904, they listed their company as sell-
ing office supplies and, in 1905, they first 
advertised as selling school supplies.

A priest at Canisius College in Buffalo, 
inquired if the brothers could make a 
pre-glued binder cover for printed pam-
phlets. Willis and H. Jay sent to the priest 
a sample binder cover, which he liked 
and ordered 100 more. The brothers 
decided to patent their pamphlet binder 
cover and it became one of their most 
popular library products. 

The year 1908 was a turning point for 
Gaylord Brothers. That year, Syracuse 
Savings Bank’s new president discov-
ered the brothers’ side hustle and gave 

SEE GAYLORD BROTHERS, PAGE 17B  
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A historical photo of Gaylord employees at work.

A Gaylord Archival employee at work today at the company’s Cice  headquarters.

It Began with an Idea & $6: A
Brief History of Gaylord Brothers

Gaylord Archival 
pursues growth 
initiatives in ‘22
BY ERIC REINHARDT
ereinhardt@cnybj.com

CICERO — Gaylord Archival, located 
at 7282 William Barry Blvd. in Cicero, 
has several projects it’s focusing on to 
support its growth in the year ahead. 

“We’re renovating our offices to 
maximize productivity by creating a 
combination of quiet workspaces and 
collaboration areas,” Jim Burke, presi-
dent of Gaylord Archival, tells CNYBJ 
in an email message. “In addition, 
conference rooms will be updated 
with state-of-the-art technology to op-
timize engagement with customers, 
suppliers, and industry partners.”

The firm is also adding about 
10,000 square feet of manufacturing 
space, investing in equipment, and 
hiring new co-workers to help support 
its new product-development initia-
tives, Burke adds.

In addition, the company president 
says Gaylord is making “significant” 
investments in computer infrastruc-
ture that will modernize its business 
platforms and result in an “enhanced 
customer experience” when the proj-
ect is completed in 2023. 

And when asked about Gaylord’s 
goals for 2022, Burke describes them 
as “business transformation” and “in-
novation.”

“Gaylord has a rich and deep his-
tory of inventing products that solve 
problems our customers face as they 
preserve our collective culture and 
history. We are building on our strong 
foundation, ensuring that we develop 
new products that meet the chal-
lenges of today and tomorrow,” Burke 
says. “We’ve become a nimbler or-
ganization as we transformed from a 
print centric ‘catalogue’ company to a 
digital first company.”

He also notes that Gaylord contin-
ues to adapt to the challenges of the 
COVID-19 pandemic. Company em-
ployees have successfully modified 
processes and procedures to protect 
themselves, coworkers, vendors, and 
customers.

He went to say that Gaylord Archival 
is “humbled and honored” to be con-
sidered a CNY Legend. 

“We’re a small, but mighty, compa-
ny serving the needs of museums, ar-
chives, and libraries nationwide. Over 
the decades, we’ve evolved with our 
customers, always serving them from 
our home base [near] Syracuse. With 
the investments we’re making in peo-
ple, processes and technology, we’re 
looking forward to another 125 years 
of growth and innovation in the CNY 
community,” says Burke. 
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Member FDIC 

TRUST THEM TO THE 
RIGHT TEAM

MEET THE TEAM
(From Left to Right)

Michael Murphy, Senior Commercial Banking Relationship Manager

Ben Verrette, Business Banking O�cer

Jonathan Spilka, Business Banking Regional Manager

Robert Vertucci, Senior Commercial Banking Relationship Manager

Kathleen Joeckel, Commercial Banking Specialist

Richard Driscoll, Senior Commercial Banking Relationship Manager

Richard Shirtz, Regional President

Michelle Corapi, Treasury Management Sales O�cer

John Mason, Regional Commercial Banking Manager

Robert Markowski, Senior Commercial Banking Relationship Manager

Tom Roman, Senior Commercial Banking Relationship Manager

Beth Steneri, Regional Commercial Banking Administration

Nicholas Petrovich, Commercial Banking Account Representative

Working toward reaching your goals 
is easier when you have the help of an 
experienced team. For more than 160 
years, we’ve been there for our clients and 
customers, providing customized guidance 
and personal service to assist you in 
turning goals and dreams into realities. 
Start a conversation with one of our 
experienced, local professionals today 
and see why the right team matters.  

Capital and Cash 
Management Solutions 

Local Perspective and 
Decision Making

HOW CAN WE HELP YOUR 
BUSINESS TODAY?

Y�r g�ls are a �g deal

For questions or more information, 
visit www.nbtbank.com/cny. 
Oswego County  |  Onondaga County  |  Cortland County

VOTED ONE OF FORBES WORLD’S BEST 
BANKS TWO YEARS IN A ROW

http://www.nbtbank.com/cny
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BY ROBERT J. SEARING
HISTORY FROM OHA

The story of Palladino 
Farms and Heritage 
Hill Brewhouse
POMPEY — Dan Palladino remembers 
exactly where he was when he decided 
to finally walk away from a very success-
ful and lucrative career with Thermo 
Fisher Scientific and concentrate on his 
family’s farm in Pompey full-time. It was 
2011, and Palladino was attending a lead-
ership conference in Boston. One of 
the speakers that day referred to his 
childhood on a small dairy farm in New 
England. This piqued Palladino’s inter-
est, as he too had grown up on a family 
farm, eschewed the family business, and 
gone into the corporate world. 

The speaker, a senior-level executive, 
told a story of the day he turned 18 
and was approached by his father to 
discuss transitioning the farm for his 
eventual takeover, to which the son re-
plied, “No thanks. I’d like to get a real 
job.” According to Palladino, the 
room erupted with laughter. 
He, on the other hand, 
was shocked by this 
supposed punchline. A 
real job? What could 
be more real than a 
family working the 
land together over 
multiple generations, 
he thought. Hard 
work. Tradition. Family. 
Heritage, these formed 
the foundation of his suc-
cess and he learned them on 
the farm.

  As he sat in Boston that fateful day, 
Palladino had his feet in both worlds; 
one in the barn and one in the board-
room. Having left the farm to go to col-
lege, eventually attaining his MBA from 
the University of Rochester, Palladino 
settled in Rochester. After his father, 
Nick, Sr., passed away in 2009, his uncles 
were set to sell the farm, which was limp-

ing along. Dan, overcome with a feeling 
that his children needed to grow up on 
the farm, as he and his older brother, 
Nick, had done, offered to buy it and 
keep it in the Palladino family — as it has 
been since 1951.

A short while after the Boston con-
ference, Palladino left Thermo Fisher 

and turned his attention to 
the daily operations of 

Palladino Farms. A 
decade later, the 

farm (now in its 
177th year of 
cultivation) and 
its Heritage Hill 
Brewhouse are 
thriving, bring-
ing a renewed 
vitality to the 

pastoral land-
scape in Pompey.
The story of 

Palladino Farms and 
Heritage Hill Brewhouse 

goes all the way back to 1845, 
when the land was first cleared and 
cultivated. German immigrant, Morris 
Beard, settled the property and cleared 
acres of hemlock. Beard also built the 
beautiful Greek Revival farmhouse that 
still functions as the family homestead. 
Beard eventually sold the property to 
the Hamilton Family and moved to 

Fayetteville, where he developed much 
of that township. After the purchase, the 
Hamiltons owned nearly 1,000 acres and 
continued to farm much of the land until 
the 1940s, when they put it up for sale.

In 1941, Nunzio Palladino, the family 
patriarch and Dan’s grandfather, investi-
gated purchasing the property from the 
Hamilton family, but held off. Like Morris 
Beard before him, Nunzio Palladino was 
an immigrant to the United States, after 
he and his parents left their hometown of 
Guardiaregia in Fascist-controlled Italy, 
in 1928 as a 16-year-old. 

Settling in East Syracuse, where his 
family had been sponsored by a local 
family, the Albaneses, he worked for 
the New York Central Railroad. In 1933, 
Nunzio married Christine Albanese, her-
self an Italian immigrant. The couple 
would go on to have seven children, in-
cluding Michael, Nicholas, and Anthony, 
each of whom would follow in their 
father’s footsteps. 

In 1951, a roughly 300-acre portion 
of the old Hamilton tract that Nunzio 
passed on buying a decade earlier went 
back on the market and he purchased it. 
He moved his family from Jamesville to 
Sweet Road and into the farmhouse built 
by Beard in the 1840s.

In the beginning, the Palladinos fo-

Brothers, Beef, and Brews 

Heritage Hill Brewhouse 
at Palladino Farms 
adjusts to pandemic life              
BY ERIC REINHARDT
ereinhardt@cnybj.com

POMPEY — Heritage Hill Brewhouse & 
Kitchen operates on the grounds of 
Palladino Farms and had to make plenty 
of adjustments to its business opera-
tions to deal with coronavirus pandemic. 

Dan Palladino, who owns the brew-
house, says that at the start of the pan-
demic in 2020, he received guidance 
from New York State that he’d have to 
shut the brewery down. 

“We knew that we had to make a 
fundamental change to the business,” 
Palladino tells CNYBJ in a Dec. 16 phone 
interview. 

Heritage Hill 
Brewhouse, which 
opened in October 
2018, is located in the 
middle of Palladino 
Farms but operates 
as a separate enti-
ty, Palladino notes. 

Palladino, his brother, Nicholas Palladino, 
Jr., and their mother are all partners in 
the operation of Palladino Farms. 

Over the course of a weekend in 
the spring of 2020, Palladino and his 
management team decided they would 
start a grocery and food-delivery ser-
vice through the brewhouse, including 
items like toilet paper, paper towels, and 
meat. So he rented a delivery van and 
began offering the service. He eventual-
ly bought a delivery van after the service 
received a positive public response.

As 2020 worked its way toward the 
summer months, Palladino joined those 
who were lobbying to allow outside ser-
vice for patrons. 

Palladino, who earned his MBA de-
gree from the University of Rochester, 
decided to invest in the farm and turn 
his cow barn into an event barn.

“Even if we can’t have events, I can uti-
lize it as seating space. I’m going to build 
patios that are open on one end, so they 
can function as open-air space, so I can 
still have open-air seating,” he explains. 

The efforts at Heritage Hill Farms 
during the summer of 2020 were all 
targeted at helping it to continue to 
provide service and generate revenue.

“It allowed us to stay at full capacity in 
terms of numbers from the year before 
because I added all that additional seat-
ing that we didn’t have before,” he says. 

Palladino also discovered new oppor-
tunities for generating revenue, including 
renting the available spaces for events.

When asked about goals for 2022, 
Palladino notes that Empire Farm Days re-
turned to Pompey in 2021 after more than 
35 years. The event is described as the 
“largest outdoor agricultural trade show 
in the Northeastern U.S.,” per its website. 

“Next year really is refining that … and 
making it the show of agriculture that 
fits everybody,” says Palladino, noting
that the event was part of his childhood.

He also says he’s in talks with the New York 
State Brewers Association to do “something 
super cool next year” but he isn’t ready yet 
to announce details. Palladino also wants to 
pursue some new event opportunities and 
a focus on a controlled, broader distribution 
of its brew products. 

As for  any projects for the farm or the 
brewhouse, Palladino says he’s working 
on three projects for which he couldn’t 
provide many details. 

“Two significant distribution or place-
ment initiatives with our product and 
one significant site-development [effort] 
where we’ll be onsite someplace unique 
and really cool,” he says of the three 
initiatives.
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Dan Palladino, left, and Nick Palladino, right with some of the company’s cows.

SEE PALLADINO FARMS, PAGE 16B  

An aerial shot of Heritage Hill, 2020. The grounds include the Farm Store, Heritage Hill Brewhouse, and the 1845 
Greek Revival Homestead.
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CONGRATULATIONS TO
RAYMOUR & FLANIGAN

AND THE REST OF THE CNY LEGEND AWARD WINNERS

Environment.
Technology. Productivity.

Productivity

For over 65 years, Thompson & Johnson 
has been a trusted partner for all your 
material handling needs. 

Let us help your business make the switch 
to electric forklift upgrades.  

We will assist you by aligning technology 
and environmental friendly principals to 
make your business more productive.

With 4 locations across New York, visit our 
website to see how we can help. 

thompsonandjohnson.com 315.437.2881

Delivering Our Promise 

En
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t

Productivity

Technology

“The Forklift People” 

http://www.thompsonandjohnson.com
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T he story of Raymour & Flanigan
Furniture Company, Inc. actually
begins with another family fur-

niture business: M. Goldberg & Sons. 
Meyer Goldberg and his sons Moses and 
Benjamin established this furniture and 
jewelry business in 1910 on North State 
Street in Syracuse after consolidating 
Meyer’s furniture store with Benjamin’s 
jewelry store. Pooling their business 
resources, the trio of Meyer, Moses, 
and Benjamin launched M. Goldberg 
& Sons. 

The business grew and, in 1921, 
the company opened stores in Fulton 
and Oswego. Another family member 
and company employee, Solomon Eli 
Goldberg, participated in opening these 
two stores. Solomon (Sol) worked for M. 
Goldberg & Sons until he left in 1946 to 
establish Raymour Furniture Company 
at 146 James St. in Syracuse. Sol and his 
wife, Mollie, had three sons — Seymour, 
Bernard, and Arnold. Bernard and 
Arnold joined their father in the furniture 
business. Seymour owned an antique 
store on Long Island called Raymour 
Antiques. Since the Goldberg family 
name already was taken, Sol, Bernard, 
and Arnold called their new furniture 
company Raymour, after Seymour’s an-
tique business. Twenty-year-old Bernard 
and 16-year-old Arnold co-owned the 
new furniture business, but named Sol 
as company president, a position he 
would retain until his death in 1960 at 
age 69. 

Along with working in the furniture 
business for about 40 years, Sol Goldberg 
also was active in the community as a 
member of the International Order of 
Odd Fellows, the Zionist Organization 
of America, the Young Men’s and Ladies 
Benevolent Association, and the Mt. 
Sinai Lodge 864 of the Free & Associated 
Masons. He also worshiped at Temple 
Adath Yeshurun. 

Raymour Furniture moved from 146 

James St. to 242 North Salina St. in 
1950, but, in 1963, moved a third time 
to a larger, four-story building located 
at 229 North Salina St., once occupied 
by the former Markson Bros. Furniture 
Company. The new store offered di-
nette, living room, and bedroom fur-
niture, kitchen appliances, as well as 
carpeting and home décor. The store 
also offered a 60-car parking lot behind 
the building. By 1963, Bernard Goldberg 
was Raymour Furniture’s president and 
Arnold became secretary-treasurer. 
Seymour also had joined his two young-
er brothers as company VP.

Raymour Furniture continued to ex-
pand in January 1966 by purchasing 
the entire inventory and fixtures of the 
Robert’s Furniture Store at 216 North 
Salina St. for $350,000 (worth about 
$3 million in today’s dollars). Raymour 
then opened a new store at 421 South 
Warren St. in March 1968. Accompanied 
by their wives, Mayor William Walsh, 
Onondaga County Executive John 
Mulroy, and bank officials, Bernard and 
Arnold cut the ribbon on their new store. 
The brothers had completely renovat-
ed the former Ajemian and Sagenkahn 
buildings at 417-421 South Warren St. for 
the site of their new furniture store. To 
help defray the cost of the renovation, the 
brothers received a $50,000 (worth about 
$400,000 today) low-interest federal reha-
bilitation loan, the first of its kind award-
ed by New York State, and processed by 
the Syracuse Urban Renewal Agency. 

Raymour Furniture celebrated its 
Silver (25th) Anniversary in April 1971. 
The celebration included a cake-cutting 
ceremony and featured models dressed 
in silver attire. At the time, Raymour 
was recognized as one of the largest 
furniture and appliance emporiums in 
Central New York. The company had 
grown from a few family members to 35 
employees.

In November 1972, Raymour opened 
its first furniture warehouse showroom 
at Seneca Mall on Route 57 in Clay. 
This new warehouse showroom was to 

offer “carry-out merchandising.” The 
huge warehouse at the Seneca Mall was 
the length of two football fields, had a 
30-foot-high ceiling, and held about $3 
million worth of furniture stacked on 
storage racks. The warehouse also fea-
tured an adjacent showroom comprised 
of 250 room settings that were decorated 
with a variety of furniture styles. When a 
customer purchased an item in the show-
room, that purchase information was 
transmitted to warehouse staff. While 
the customer paid for the merchandise, a 
warehouse employee would retrieve the 
item from a storage rack and transport 
it to a loading dock where the customer 
retrieved it. If the merchandise was too 
large for the customer’s vehicle, store 
employees would deliver it the next day. 
The company also redesigned its store 
on South Warren Street to mimic this 

Raymour & Flanigan Furniture: A 
family business story & much more

How Raymour & 
Flanigan pivoted 
during pandemic        

BY ERIC REINHARDT
ereinhardt@cnybj.com

CLAY — Saying much of the furni-
ture industry was “hit hard” by the 
pandemic, Clay–based Raymour & 
Flanigan Furniture and Mattresses 
says it has been able to keep items in 
stock and grow its customer loyalty by 
“providing superior service and quick 
delivery.” 

The company responded to a 
CNYBJ inquiry about how it has navi-
gated the COVID-19 pandemic. 

The furniture and mattress retailer 
says it’s been able to keep thousands 
of items in stock and available for de-
livery “in as soon as next day due to 
our in-house delivery teams.”

“The pandemic has also helped us 
expand our ability to meet custom-
ers where they want to shop and 
when, creating a seamless online to 
in-store experience where customers 
can shop online, visit a store to see 
a piece in person and complete their 
order wherever they feel most com-
fortable,” the retailer said. 

Raymour & Flanigan describes itself 
as the largest furniture and mattress 
retailer in the Northeast and seventh 
largest nationwide.

The company started 2021 by nam-
ing Seth Goldberg as its next presi-
dent. Goldberg replaced his father, 
Neil Goldberg, who had served as 
president and CEO since 1982. Neil 
Goldberg is now serving as chairman 
and CEO.

When asked about its goals for 
2022, Raymour & Flanigan says it 
wants to continue providing “superi-
or” customer service; leading sustain-
ability efforts in the furniture industry; 
giving back to the communities it 
serves; and “creating a welcoming 
work environment where our asso-
ciates are excited to come into work 
each day,” per its email response.

As for the company’s reaction to 
its recognition as a Central New York 
Legend, Raymour & Flanigan appreci-
ates the honor. 

“As a company who was founded in 
the Syracuse community in 1947 and 
one that takes pride in our New York 
roots, we’re very humbled to be rec-
ognized as a Central New York Legend 
along with the other incredible com-
panies this year.”

SEE RAYMOUR, PAGE 14B  

PHOTO CREDIT: RAYMOUR & FLANIGAN

Raymour & Flanigan Furniture and 
Mattresses, which operates a store 
in Clay, says it was able to maintain 
operations during the pandemic with 
items in stock and a focus on custom-
er service.

Raymour & Flanigan’s current leadership team, from left to right: Jared Boschan, Shira Boschan, Seth Goldberg, and 
Adam Goldberg.
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Arnold Goldberg Sitting in the com-
pany’s Big Chair.
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BY JOAN POLTENSON

G rowing up in Central New 
 York, Norm Poltenson spent 
 his summers at Camp 

Chateaugay in the Adirondacks. After 
graduating from Nottingham High 
School, he received a bachelor’s degree 
from St. Lawrence University where he 
participated in the Singing Saints, frater-
nity life, and other campus organizations. 

He then went on to continue his ed-
ucation at the University of Wisconsin 
where, as a Woodrow Wilson Fellow, he 
completed his master’s degree in histo-
ry — followed by active duty in the U.S. 
Army, stationed in Germany. Even during 
his army service he made time to study 
learning German during his two-year stay.

Norm’s summer-camp experiences took 
him to the Pacific Northwest and through-
out the Adirondack Park among other 
camp travel expeditions. He developed 
a love of the outdoors and particularly 
the Adirondack area so when Adirondack 
Life Magazine became available to buy, it 
was the perfect entrée to the publishing 
he dreamed about. His love of books, the 
outdoors, and history all merged with the 
1976 purchase of Adirondack Life. 

Starting The Central New York 
Business Journal in 1986 enabled Norm 

to complete the dream. Initially, he had a 
difficult time convincing potential adver-
tisers to talk to him about this new news-
paper — after all, there was another one 
in town and why was this different? Not 
to be thwarted by the resistance he met, 
Norm just found new and unique ways to 
get their attention. Giant stuffed animals, 
gift baskets, signs, and many other cre-
ative methods opened many doors. 

When Norm wasn’t working, he was out 
in the community volunteering, serving 
on and assuming the leadership of many 
boards: St. Lawrence University, Syracuse 
Jewish Federation, Menorah Park Campus 
Foundation, Menorah Park Campus 
Nursing Facility, Junior Achievement 
of CNY, Greater Syracuse Chamber of 
Commerce, Inter-Religious Council, The 
Syracuse Hebrew Day School, and Shaarei 
Torah Orthodox Congregation.

Even with all his professional and com-
munity activities, he found time to increase 
his knowledge of our faith and bring his 
family to a higher level of observance. A 
turning point in Norm’s life was a trip to 
Israel — taken in the early 1970s, with 
seven friends. This set a new trajectory 
that had an impact on everything he did 
from business to personal relationships.

Each weekday morning, Norm got 
up at 5 a.m. to study for an hour before 

morning services and then made an 
effort to attend services again in the 
afternoon/evening whenever possible. 
His beautiful tenor voice was a welcome 
addition to Shabbat (Sabbath) and holi-
day services. Each Thursday afternoon, 
he would set aside an hour to study the 
weekly Torah portion with his son, who 
is a rabbi in Israel, encouraging our old-
est grandson to join them when possible.

In addition to the twice-yearly trips 
to visit family (and wineries) in Israel, 
he loved to travel especially to explore 
the natural beauty and wildlife of wher-
ever we went. Whether on Safari, in the 
Central American jungle, the American 

West, or the Adirondack Mountains, he 
found great pleasure in being outdoors.

Norm was an involved father and 
grandfather, teaching his two sons, men-
toring his daughter, and finding great joy 
in storytelling, “from his head,” to his 
many grandchildren.

He supported them in their decisions 
and he supported his wife in hers. He 
was well rounded, loving, and loved by 
family and friends.                     

Joan Poltenson is Norm’s wife — they were 
married for 57 years. She was co-owner 
of The Business Journal with him and 
worked in the business for 10 years.

Paying homage to a man 
who made a lasting impact
BY ADAM ROMBEL
arombel@cnybj.com

O
 ctober 10, 2021 was a very sad day around here
 — for that is when we lost Norman Poltenson,
 founder of The Central New York Business Journal
(CNYBJ), at the age of 82 after a battle with cancer.

More than two months after his death, he is 
greatly missed by all who knew him and loved him, and that will 
endure.

We thought this edition of the Legends publication was an 
appropriate venue in which to honor Norm in words and pictures 
— for Norm himself was a CNY Legend.

Poltenson founded CNYBJ in 1986 and grew it over the years 
to include multiple business newspapers, a business news and 
research website, digital publications, and an events and network-
ing business.

Serving as publisher for 28 years, he was dedicated to provid-
ing the Central New York business community with news, infor-
mation, data, and research that they could rely on to help them 
grow their businesses.

Poltenson and his wife, Joan, sold CNYBJ in March 2014 to 
their daughter, Marny Nesher.

Following the sale, Norm Poltenson transitioned to a full-time 
position as regional staff writer for CNYBJ for several years 
before retiring. He traveled the roads of the Southern Tier and 
Mohawk Valley to meet with business owners and CEOs to 
chronicle the stories of their companies. Norm had such an en-
thusiasm for talking with fellow business owners that even a first 
bout with cancer would not stop him from making these trips.

Poltenson had more than 50 years of business experience, 
mostly in the printing and publishing industry. Before starting 
The Central New York Business Journal, he was formerly the 
owner and publisher of Adirondack Life Magazine. 

Norm in his words
When he would emcee business-award events for CNYBJ and 

sister company, BizEventz, Norm would often tell the audience 
that it was vital to recognize businesses for all the good 
they do in the local economy and in their commu-
nities. He was fond of saying, “Businesses 
are the Rodney Dangerfields of society. 
They get no respect.”

Poltenson also carried that busi-
ness-recognition theme to his 
writings. In 2013, when introduc-
ing our Legacy Awards, he wrote 
this in these very pages: 

“ ‘Heroes’ in mythology are 
endowed with great courage and 
strength; they are celebrated for 
their bold exploits. ‘Heroes’ can also be 
people who risk or sacrifice their lives. 
My heroes are those entrepreneurs noted 
for building thriving regional corporations 
and for nurturing our communities through 
their generosity of time, treasure, and talent.

Communities grow and prosper in large measure 
because their business leaders recognize that each gener-
ation serves as a building block for the next. Our predeces-
sors handed this generation a heritage, a shared meaning of 
something beyond just the material — a special spirit. It’s our 
responsibility to expand and pass this legacy on to those who 
follow in our paths.”                                       

Adam Rombel is editor-in-chief of The Central New York Business 
Journal. He has been its lead editor since 2004 and worked for the 
business since 2003. 

Norm Poltenson the Dreamer

Saying good bye to a father 
who leaves a lasting legacy
BY MARNY NESHER
mnesher@cnybj.com

I t is still surreal to think at times that my 
 father, Norm Poltenson, is gone. My dad was 
 always healthy and vibrant. After he retired, any-

time I would be out and about in the business commu-
nity, someone would always ask how my father was 
doing. I would always say the same thing: “Livin’ the life 
…. busier than ever, doing yoga, baking bread, travel-
ing with my mom, and hiking.” But when my father was 
diagnosed with pancreatic cancer, it became difficult to 
answer that question. 

He dealt with the disease with grace; he never com-
plained, and tried to do whatever he could to prolong 
his life to be with his family. His physical strength was 
dissipating but his mental determination was incredi-
ble. My father had a wonderful sense of humor which 
he still maintained in his final days. My respect for him 
grew even more in these last few months. When my 
father passed, I can honestly share that he did indeed 
live his life to the fullest.

He always had three areas that he dedicated his life 
to: his family, his faith, and his community. 

Dad was affectionately known as Saba Nor. Saba 
stands for grandfather in Hebrew and “nor” is just 
shortened from Norm because my son Tomer, the first 
of his 16 grandchildren, couldn’t pronounce it properly. 
The name then seemed to stick with the rest of the 
grandchildren. My dad set a wonderful example for his 
three children and the grandchildren to look up to and 
emulate. He left us a true legacy. 

In temple, he was also known as Nachum, that was 
his Hebrew name. He was devoted to Judaism, his love 
of Israel, and learning. He went to shul daily, and he 
always made time to study. I’m not sure if many people 
know this but my father had a special gift: his voice. He 
had a beautiful voice and loved to sing. Many people 
had mistaken him at times for the cantor at temple 

because of his incredible and powerful voice. My father 
was called a mensch — defined as a person of integrity 
and honor — by everyone he encountered. 

In the business community, my father was known 
as Norm, Uncle Norm, and Dreamer. He gave back to 
both communities — the Jewish and business commu-
nity. He did this through philanthropy and donating his 
time. My father had a huge heart. 

He enjoyed helping people by connecting them with 
others that could be of assistance for either personal or 
business reasons. Most of the support he provided was 
done privately; he was never looking for accolades. My 
father was humble. 

My father started The Central New York Business 
Journal in 1986, and I was able to be part of his dream. 
He built a business that was trustworthy as he was.

I was blessed with the opportunity to work with my 
dad. Often, I would be asked by other family businesses 
what’s it like to work with him? You hear of the many 
challenges that the 1st and 2nd generation family mem-
bers have working with each other. I always shared 
the same story. It was a great experience. He was won-
derful to work with, not only because it was a father/
daughter relationship but also he was fair, he listened, 
shared his opinion when asked, and really let me make 
the decisions — whether they were good or bad. 

My father was a dreamer. You may not know that 
he had a business card with his title of “Dreamer” on 
it. His business acumen was sharp. He always did his 
research whether he was writing, speaking at an event, 
or meeting with someone. He was always well prepared. 
He worked long hours, was ahead of his time within the 
publishing and media industry, and made his dream a 
vital part of the Central New York landscape.

I always observed how my father treated his staff, 
business colleagues and anyone else he encountered. It 
was always the same. My father was always respectful 
and kind. 

One of the many lessons that my father taught me 

was to be sure that I took time for family. Over 20 years 
ago when I was raising my young children, my father 
was way ahead of the curve once again in allowing our 
staff to be flexible with their hours. He knew how im-
portant that was. Today, it is almost standard practice. 
He shared that it didn’t matter if someone worked 9-5, 
as long as they got the work done. 

I’d like to share during my father’s illness, I saw how 
strong my parents’ love was — my mom’s devotion to 
him and how incredibly strong she was helping him 
navigate this horrible disease. I realized that they have 
a love that will endure forever in this lifetime and the 
next. 

I am blessed to be Norm’s daughter. My father’s 
legacy will live on forever within my brothers, Meir and 
Yehoshua, and myself. But most importantly, his legacy 
will live on with his 16 grandchildren and the great 
grandchildren to follow.                     

Marny Nesher is president of The Central New York 
Business Journal. She has been owner since 2014 and 
has worked in the business in a variety of different roles 
since 1994.

PHOTO CREDIT: REVETTE PHOTOGRAPHY
Norm Poltenson with his daughter Marny Nesher, current owner of The 
Central New York Business Journal.
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BY THOMAS HUNTER
HISTORY FROM OHA

More than 150 Years 
of faithful medical 
care for Syracuse and 
Onondaga County

S t. Joseph’s Hospital celebrated
its 150th anniversary of
continuous medical care in

Syracuse and Onondaga County in 
2019. Founded by the sisters of the 
Third Franciscan Order, the hospital 
first opened its doors on May 6, 1869. 
The sisters had recently purchased a 
brick saloon and dance hall on Prospect 
Hill (Prospect Avenue) for $12,000 with 
plans to convert it into a medical facility, 
thereby establishing the first hospital in 
Onondaga County. 

These dedicated and ambitious 
women started their hospital with 15 
beds and no money. One week later, 
on May 13th, they welcomed their first 
patient, eventually caring for 53
additional people in their first year. The 
Franciscan Sisters welcomed all patients 
to the hospital regardless of “creed, race 
or color.”

Since its founding in 1869, St. Joseph’s 
Hospital (now part of the St. Joseph’s 
Health regional health system and a 
member of Trinity Health) has signifi-
cantly impacted the social, economic, 
and architectural composition of its 
Prospect Avenue neighborhood, the city 
of Syracuse, and Onondaga County. 

In the early days of the hospital, the 
sisters went to their local neighbors 
asking for monetary assistance and held 
an annual Donation Day to help de-
fray their costs. Grocers supplied dried 
prunes and coffee, and farmers gave 
potatoes, eggs, and firewood. Individual 
citizens also gave cake, bread, ham, fish, 
fresh fruit, vegetables, and wine, as well 
as shoes, clothing, books, and maga-
zines. Others offered towels and medi-
cal supplies, while still others repaired 
and reupholstered the hospital’s furni-
ture. These donations and other acts 
of kindness were recorded in monthly 
hospital reports that were published in 
the Syracuse newspapers. Readers were 

kept apprised of the efforts put forth by 
generous and compassionate citizens 
who contributed to the welfare of sick 
family, friends, and strangers, and who 
also lightened the burden of the sis-
ters. In 1969, then-hospital administrator, 
Sister Wilhelmina, said that for the first 
100 years, “St. Joseph’s ha[d] been the 
recipient of God’s bounty through the 
generosity of His people, the men and 
women of Syracuse.”

Those many modest contributions of 
food, firewood, and other supplies al-
lowed the hospital to become financially 
solvent and to grow. Hospital adminis-
trators added a surgical wing in 1897 
that put St. Joseph’s modern infrastruc-
ture, state-of-the-art equipment, and pa-
tient care on par with some of the best 
American hospitals of the time. The new 
wing included telephone service and an 
elevator. The overall appearance of the 
enlarged, advanced hospital radiated a 
confidence in Syracuse’s medical facil-
ities. 

In October of the following year, 
the Franciscan sisters began a nursing 
school dedicated to training lay nurses 
who would augment the nuns’ ability to 
care for the community’s patients. By 
1900, with the school attracting a grow-
ing number of nursing students, admin-
istrators were prompted to rent a house 
in the block just below the hospital to 
lodge them.

At the beginning of the 20th century, 
with the improved medical amenities, 
the influx of better-trained doctors and 

nurses, and the continued generosity 
of local businesses and individuals, St. 
Joseph’s Hospital was able to “minister 
to suffering humanity even to a greater 
degree than it ha[d] in the past.” 

However, by 1923, part of the original 
hospital had fallen into disrepair and 
administrators decided to abandon it. 
Community leaders established a fund 
drive to build a new hospital. An initial 
$326,000 was bequeathed from local es-
tates, and later in 1923 over 18,000 sub-
scribers pledged another $518,000. 

On Oct. 18, 1924, Reverend Daniel 
Curley, Bishop of Syracuse, laid the 
cornerstone for the new building, with 
assistance from some Franciscan fa-
thers from Assumption Church. Rabbi 
Benjamin Friedman of Temple Concord, 
and Syracuse University Chancellor 
Charles Flint addressed the assem-
bled crowd at the dedication ceremony. 
Construction took about 18 months and 
the new five-story hospital opened on 
May 25, 1926.

Other fundraising campaigns ap-
pealed to the community in December 
1947 and January 1948 to raise money 
to build a five-story, T-shaped, 170-bed 
addition, as well as replace the original 
surgical wing built in 1897. Among the 
fundraising subscribers was the New 
York Telephone Company, which do-
nated $12,000 to the cause. Reverend 
Walter Foery, Bishop of Syracuse, broke 
ground on April 13, 1949. The new 

Celebrating the glorious history of 
St. Joseph’s Hospital

St. Joseph’s 
Health hires   
interventional 
cardiologist 
who grew up in 
Syracuse area                         
BY ERIC REINHARDT
ereinhardt@cnybj.com

SYRACUSE — Dr. Charles Nicolais, a 
board-certified cardiologist who re-
cently completed advanced coronary 
and structural heart interventional 
training, has joined the Cardiovascular 
Institute at St. Joseph’s Hospital in 
Syracuse. 

Nicolais grew up in 
Syracuse and attended 
Westhill High School, 
according to a St. 
Joseph’s Health news 
release. 

Before joining 
St. Joseph’s Health, 

Nicolais completed a two-
year interventional and structural car-
diology fellowship at the University of 
Pittsburgh Medical Center (UPMC). The 
training included basic interventional 
cardiology, as well as complex coro-
nary-artery interventions and structural 
heart interventions including TAVR, mi-
tra-clip, watchman, and PFO closure, 
St. Joseph’s Health said.

TAVR is short for Transcatheter aor-
tic valve replacement, a procedure that 
replaces a diseased aortic valve with 
a man-made valve, per the website of 
Johns Hopkins Medicine. PFO is short for 
patent foramen ovale, a hole in the heart 
that didn’t close the way it should after 
birth, per the website of the Mayo Clinic.

Prior to UPMC, Nicolais spent three 
years training at Temple University in 
a cardiovascular medicine fellowship, 
which included clinical and research 
experience on cardiovascular diseases. 
He also served as chief fellow in his 
third year. 

Nicolais is certified by the American 
Board of Internal Medicine in internal 
medicine, cardiovascular medicine, and 
interventional cardiology. He also holds 
board certifications from the National 
Board of Echocardiography and the 
Certification Board of Nuclear Cardiology. 

He earned his bachelor’s degree in 
chemistry from Wagner College on 
Staten Island and his medical degree 
from George Washington University 
in Washington, D.C. Nicolais complet-
ed his internal-medicine residency at 
Temple University, where he served as 
chief resident in 2016, per the release. 
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SEE ST.JOSEPH’S HOSPITAL, PAGE 15B  

Nicholais

A shot of the hospital as it looks today, taken from Salina Street.
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Operating Room at St. Joseph’s Hospital, on May 1, 1897.

Observing cardiopulmonary equip-
ment at St. Joseph’s Hospital in 1959.
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Celebrating Progress while Recognizing Existing Challenges
A s we reflect on 2021 and prepare

 for 2022, many businesses have
 been able to bring back services 

that had been put on 
hold since the begin-
ning of the pandemic. 
We are seeing business 
owners, their staff, and 
customers are all ex-
cited. 

As a business leader, 
you may want to share 
your organization’s 
good news with the 
media, but you might 
also worry that a re-

porter will ask about other things happen-
ing in your industry or in the community. 

Maybe you’re not sure how the latest 
COVID-19 variant will affect your busi-
ness. Or maybe one part of your company 
is doing really well, while other aspects of 
the industry are negatively impacting your 
business. When considering all of this, 
how do you make sure you have a great 
media interview about your exciting mile-
stone, when certain challenges remain? 

As we look ahead to 2022, businesses 
will gain momentum and reach signifi-
cant milestones at varying rates. Maybe 
a restaurant is finally fully staffed and 
operating at maximum capacity. Or a small 
local business finally signed a new client 
for the first time in months. Perhaps a 
company is finally booking big, long-term 
projects or lining up smaller projects that 
are expected to keep it busy well into 
the future. Maybe a business completely 
shifted its focus during the pandemic and 
is trying something new. 

This exciting progress deserves rec-
ognition, and may pique the local media’s 
interest. 

When sharing your story, here are a 
few tips that will help you talk about your 
achievements while being mindful of the 
work that still needs to be done — either 
specifically for your business, or in the 
community as a whole.

1. Be prepared
Write down the key points that you 

want to make sure to get across during an 
interview. Brainstorm potential questions 
that a reporter could ask, and then figure 
out how you’ll respond. Practice saying 
these key messages out loud to make sure 
they are clear, easy for you to say, and easy 
for others to understand.

As part of your prep work, read through 
recent articles from the reporter or the 
news outlet that will be interviewing you, 
and review recent news stories happening 
in your industry. This will help you to 
anticipate questions and determine how 
to respond.

2. Let the facts do the talking 
Be clear on what the achievement is and 

have supporting facts to back it up. Did 
your team reach a sales number that the 
company hasn’t seen since March 2020? 
Did you hire more employees to support 
operations returning to pre-pandemic lev-
els? Be clear and concise about the mile-
stone, including why it’s important to your 
business and to the community. 

It’s also important to put numbers into 
context. For example: what does it mean 
to go from a team of three employees to 

a team of five employees? The right set 
of facts and figures, along with a relevant, 
supporting explanation, makes a compel-
ling story. 

3. Be strategic
Know when to talk about your business 

specifically, versus when to talk about 
your industry as a whole. Our general rule 
of thumb is to focus on your business spe-
cifically when promoting good things, and 
talk about the industry in general when 
acknowledging challenges.

This strategy not only helps you avoid 
being quoted as saying something nega-
tive about your own business, but it also 
helps to position you as a thought leader 
on the future of your industry.

4. Be transparent
If you must talk about a particular chal-

lenge with the media, take control and be 
direct. Acknowledge the challenges facing 
your industry or the local community, and 
whenever possible, remind the reporter of 
the bigger picture. 

The reality for many industries is that 
returning to a pre-pandemic status still re-
quires more time. This means that many 
businesses may share the same challeng-
es. By referencing common challenges 
— either within a particular sector, or for 
all businesses — you help your audience 
gain a better understanding of your posi-
tion and the economic landscape. 

5. Have an actionable plan and 
be ready to discuss it

While your intention with a media inter-
view may be to celebrate an accomplish-

ment, if you also have to acknowledge 
challenges, then it’s important to be ready 
to share a plan to resolve them. Ideally, 
you already have all the resources lined up 
and ready to set the plan into action. But 
if your next steps are not carved in stone, 
or certain logistics are still in working 
progress, try to share a general direction 
of how you’d like to tackle these issues, 
what external factors need to be put in 
place, or how you’ve addressed similar 
issues in the past. 

By sharing an actionable plan with the 
media and the community, you are show-
ing you understand the work that still 
need to be done, and you’re also actively 
working to get it done. 

Even when challenges exist, you can 
still share your exciting news while being 
sensitive — and strategic — about the big-
ger picture. You have reached a milestone 
or accomplished something significant for 
your business — and that’s great.

Talking to the media about challenges 
is never easy. But with the right strategy, 
preparation, and mindset, business lead-
ers can turn a potentially stressful inter-
view into an opportunity to discuss plans 
for a stronger and more vibrant business. 

Now, go get ready to share exciting and 
strategic stories about your business in 
2022.           

Lucy Wang is a consultant for Strategic 
Communications, LLC. Syracuse–
based Strategic Communications (www.
StratComLLC.com) says it provides trust-
ed counsel for public relations, including 
media strategy, media outreach, media 
monitoring, and analysis. 

LUCY 
WANG

Strategic Minute

http://www.sjhsyr.org
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RAYMOUR:   The year 1990 represented another pivotal year for Raymour Furniture Continued from page 8B

new concept in furniture buying. Bernard 
Goldberg said at the time, “This is a furni-
ture revolution taking place in most major 
cities. The furniture customer of today is 
interested in savings, elimination of deliv-
ery delays, and wants a wide selection.” 
The idea of selling furniture and applianc-
es via a warehouse showroom concept 
was immediately successful and attracted 
customers from Albany and Rochester, as 
well as Pennsylvania and Canada. 

That same year, Bernard Goldberg’s 
son, Neil, joined his father and uncle in 
the business. He graduated from Syracuse 
University’s School of Management in 
1975 with a bachelor’s degree in account-
ing. 

Raymour Furniture expanded its con-
cept of warehouse furniture and appliance 
shopping into the town of DeWitt in 1975. 
The new warehouse and showroom that 
opened at 3430 Erie Boulevard E. was the 
company’s third location. Raymour had 
developed one of the largest merchandise 
inventories in the state and its three stores 
were open seven days a week. 

Opening the warehouse showroom on 
Erie Boulevard East had been phase three 
of a five-phase expansion goal that began 
in 1972. Phase one involved recruiting 
executive personnel with specialized expe-
rience in buying, advertising, merchandiz-
ing, and finances. Phase two had planned 
and constructed the warehouse furniture 
showroom in the Seneca Mall. Phase 
four comprised a complete remodeling of 
the South Warren Street store. Company 
officials also announced that Phase five 
also was underway, searching for another 
warehouse showroom location.  

After working for several months 
in 1976 with Touchette Corporation, a 
Syracuse–based computer-services busi-
ness, Raymour Furniture developed a 
computer software program that allowed 
Raymour and other furniture companies 
to track inventory, merchandise control, 
and sales and profit figures. Known as the 
Raymour-Touchette system, the software 
also allowed Raymour to maintain infor-
mation for billing, accounts payable, and 
profit & loss. This software system was 
the first of its kind in the American furni-
ture industry. Raymour also made the soft-
ware available to members of the Retail 
Furniture Marketing Guild, a 1,300-mem-
ber group of major furniture retailers 
across the U.S. It greatly simplified the 

company’s operations, saved customers 
money, and allowed Raymour to expand 
again in the future.

Raymour Furniture expanded into 
Camillus in 1978 when the Ethan Allen 
Manor House moved to Fayetteville, mak-
ing their 25,000-square-foot space avail-
able to Raymour. 

In 1982, Neil Goldberg succeeded his 
father, Bernard, as company president 
and CEO. Bernard and Arnold then be-
came co-chairmen of the company. 

The company then built a 60-foot-high 
warehouse in Clay in 1986. Raymour 
Furniture had purchased the former 
Sperry-New Holland warehouse and hired 
VIP Structures to remodel it, expand the 
available space from 50,000 square feet 

to 100,000 square feet. Raymour now had 
six stores and 170 employees, and was 
planning to open additional stores in the 
late 1980s. 

The year 1990 represented another 
pivotal year for Raymour Furniture. In 
January, the business acquired Flanigan’s 
Furniture, a competitor with 14 stores in 
the Rochester and Buffalo areas, renam-
ing itself Raymour & Flanigan Furniture, 
Inc. The acquisition also increased the 
number of stores to 20. As the merger of 
the Raymour and Flanigan’s stores unfold-
ed later that year, the company decided to 
close Flanigan’s stores in Poughkeepsie 
and Buffalo; close Flanigan’s warehouses 
in Buffalo, Olean, and Rochester to con-
solidate warehouse operations in Clay; 
and reduce the employee roster from 600 
to 500.  

In May of that year, Raymour also 
closed its store at 421 South Warren St. in 
downtown Syracuse, adding its name to 
the growing list of long-time businesses 
that were moving to the suburbs. The 
store had six employees and less than 
$1 million worth of inventory. Store em-
ployees noticed that customers usually 
window-shopped downtown but later 
bought items at the suburban stores. Neil 
Goldberg stated that closing the Warren 
Street store was an emotional experience 
for company officials. “We’ve never closed 
a store in the history of the company, and 
to close what was once our flagship store 
is not something we relish doing.” By this 
time, the company had four new stores 
in North Syracuse, Oswego, Utica, and 

A newspaper picture of company leadership. 
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Judge Frank Harris Hiscock 
devoted much of his 

life to practicing 
law & philanthropy.

315.422.9538  |   CNYCF.ORG

Judge Hiscock’s legacy continues 
to make an impact through the 

work of Hiscock Legal Aid Society, 
an organization established 
by a gift to the Community 

Foundation from his will. Thanks 
to his generosity, the community 

is still being enriched nearly 70 
years since his vision was turned 

into a reality. 

LEGACY 
GIVING: 
JUDGE FRANK 
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SEE RAYMOUR, PAGE 19B  
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$2 million addition opened in 
November 1950 to rave reviews 
by hundreds of Syracusans who 
toured the building. Dr. Arnold 
Kaufman, president of the hos-
pital staff praised the community 
for its financial and moral sup-
port of St. Joseph’s Hospital over 
many years. “You have furnished 
us with a flourishing structure. 
We will try to do our part to put 
in it all the resources that kin-
dle the loyalty and affection so 
many of you have towards us,” 
Dr. Kaufman said. By this time, 
the hospital had cared for over 
200,000 patients and positioned 
itself to continue caring for the 
sick well into the future.

In 1969, St. Joseph’s Hospital 
celebrated its centennial. The 
hospital had grown with the 
community and the community 
had supported its growth for 100 
years. Centennial publications 
and newspaper articles cited the 
dedication, compassion, and care 
that the Franciscan Sisters and 
hospital staff tendered to thou-
sands of sick and needy people in 
Syracuse and Onondaga County. 
They also recounted the physical 
expansions, the introductions of 
advanced medical equipment, the 
continued success of the nursing 
school, the quality of the physi-
cians and nursing staff, along with 
the support of the St. Joseph’s 
Hospital Aid Society and the 

Women’s Auxiliary. The Sisters’ 
legacy of mercy given to all in 
need was persisting, even amid 
the socio-political tumult of 1969. 
Speaking at a centennial dinner 
that May, Reverend Casimir Sabol 
stated, “[I]t is the human spirit 
that never changes and makes an 
institution great. The needs are 
the same and the essential sense 
of duty necessary to meet those 
needs is unchanging.”

More than 50 years later, 
Rev. Sabol’s sentiment about St. 
Joseph’s meeting the needs of the 
community still has not changed. 
Now known as St. Joseph’s Health 
Hospital, St. Joseph’s continues to 
provide a wide variety of commu-
nity-based health care. It is now 
associated with the Franciscan 
Companies, a network providing 
patients with post-hospital patient 
care, services, and medical prod-
ucts to ensure their complete 
healing. St. Joseph’s Health is 
also a member of Trinity Health, 
one of the largest not-for-prof-
it, Catholic health-care systems 
in the nation, which includes 88 
hospitals, 131 continuing-care lo-
cations, and more, according to 
the Trinity Health website.

St. Joseph’s community part-
nerships include Hospitals 
Home Health Care and PACE 
(Program of All-Inclusive Care 
for the Elderly) in conjunction 
with Loretto CNY. Since 2007, 

St. Joseph’s Health Hospital has 
collaborated with CenterState 
CEO, Franciscan Collaborative 
Ministries, and Catholic Charities 
of Onondaga County on an eco-
nomic revitalization strategy for 
Syracuse’s Northside known as 
Northside UP (Northside Urban 
Partnership). This collaboration’s 
mission is to “radically improve 
the quality of life on the Northside 
of Syracuse” and is “dedicated to 
engaging diverse groups of peo-
ple and organizations in turning 
the Northside of Syracuse right-

side up.” Through economic 
development and civic improve-
ment projects, the initiative focus-
es on decreasing unemployment 
and neighborhood blight by in-
creasing neighborhood-owned 
businesses and owner-occupied 
houses, and enhancing the aes-
thetics and, ultimately, the qual-
ity of life for those living and 
working in Syracuse’s Northside. 
Northside UP brings the original 
19th century Franciscan Sisters’ 
mission full circle by tending to 
the needs of the whole person.

From that humble begin-
ning in 1869, to looking ahead 
throughout the 21st century, St. 
Joseph’s Health Hospital will un-
doubtedly continue to search for 
advanced ways to treat patients 
while keeping its original mis-
sion of extending compassionate 
care to those in need.        

Thomas Hunter is curator 
of collections at the Onondaga 
Historical Association (OHA) 
(www.cnyhistory.org), located at 
321 Montgomery St. in Syracuse.

Stickley applauds the 2021 Legends on their 
impressive staying power and important 
contributions to our community.

Congratulations!

Park Slope Collection paired with 
Mission Tile Top Tables

stickley.com

ST. JOSEPH’S HOSPITAL:   In 1969, St. Joseph’s Hospital celebrated its centennial Continued from page 12B

A photo of St. Joseph’s Hospital in the 19th century. PHOTO CREDIT: OHA COLLECTION
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PALLADINO FARMS:   In June 2021, Palladino announced that Empire State Farm Days was returning to Palladino Farms Continued from page 6B

cused on dairy farming, and they ran a 
moderately sized and successful oper-
ation. Near the end of the 1950s, Nunzio, 
frustrated with several of his farm-equipment 
suppliers, approached the Indiana–based 
Oliver Corporation, looking to become a deal-
er. In 1961, Nunzio Palladino founded, N. 
Palladino & Sons Farm Equipment, a licensed 
Oliver Corp., dealer. The business built a 
massive equipment showroom. In 1965, N. 
Palladino & Sons were named the Oliver 
Corp. Dealership of the Year for the U.S. 

 In 1978, Palladino Farms was selected 
as the host for the Empire Farm Days, the 
largest agricultural show in the Northeast. 
The farm hosted the event for the next 
three years, with an average annual at-
tendance of 100,000 people. In 1979, a 
massive fire destroyed the farm-equip-
ment showroom. The Palladinos rebuilt 
it across from the farmhouse on Sweet 
Road (it now houses Holbrook Heating & 
Air Conditioning). The early 1980s were 
difficult for many family farms in the area, 
as consolidation forced many into foreclo-
sure. Palladino Farms was able to weath-
er the storm through these challenging 
times. Empire Farm Days returned to the 
farm in 1986 and 1987. In 1986, Gov. Mario 
Cuomo landed at the Empire Farm Days 
in a helicopter to sign legislation designed 
to help New York state agriculture and 
the state’s farmers. That next year, both 
Nunzio and his wife, Christine, passed 
away, having built a very successful farm 
and farm-equipment business. Nick, Sr., 
and his brothers, Michael and Anthony, 
continued to operate the farm. 

As the market shifted towards more de-
mand for organic products, the farm start-
ed the process of becoming a registered 

organic farm, transitioning its pasture-
land first. The farm-equipment business, 
which had morphed into a parts-service 
business in its later years, closed for good 
in 2005, but the Palladinos continued to 
operate the beef and crop farm. 

In April 2009, Nick, Sr. passed away at 
the age of 70, setting in motion the course 
of events that brought Dan Palladino back 
to Pompey. Since returning to Palladino 
Farms full-time in 2011, Dan has kept the 
300-acre farm focused on beef and crops, 
including corn, oats, soybeans, and wheat. 
The popularity of the beef cattle and the 
farm’s meat products led Dan to the idea 
of opening a restaurant, a long-time dream 
of his (Palladino started his college career 
in hotel and restaurant management). 

In 2016, he opened the Farm Store to 
sell a variety of products from his family’s 
farm and other local farms. The success of 
the that business, in conjunction with the 
new spate of New York State farm brew-
ery legislation, made a brewery a logical 
next step. Finally, in 2019, Palladino Farms 
formally opened Heritage Hill Brewhouse, 
a farm-to-table style restaurant, with 
Colorado brewer, and high school class-
mate, John Farzee. Fitting the name, they 
built the new building on the site of the for-
mer showroom that burned down in 1979.

Heritage Hill Brewhouse prides itself on 
being a vertically integrated New York farm 
brewery. To meet that stringent require-
ment, at least 60 percent of the hops and 60 
percent of all other ingredients in Heritage 

Hill’s beers and seltzers must be sourced 
from within New York state. In fact, a good 
amount of grain and hops are estate grown, 
and until 2020, the farm was one of the 
largest producers of malt barley in the state. 
Leaving as little to waste as possible, all the 
grain waste from the brewing process is 
recycled on the farm as feed for the cattle. 

 In 2019, its first year in existence, 
Heritage Hill won a bronze medal at the 
Great American Beer Festival in Denver, 
Colorado. In 2021, Heritage Hill Brewhouse 
and head brewer, Billie Smith, won two 
medals (gold and silver) in the New York 
State Brewers’ Association Craft Beer 
Competition. The brewery is currently un-
dergoing a major expansion to double its 
fermenting capacity, a sign of Heritage Hill’s 
growing success in the ultra-competitive 
craft beer market. In June 2021, Palladino 
announced that Empire State Farm Days 
was returning to Palladino Farms for the 
first time since 1987. The event, which was 
held Aug. 3-5, 2021, was an incredible suc-
cess and drew tens of thousands of visitors 
the area. In November 2021, Heritage Hill 
and the Onondaga Historical Association 
partnered to build The Brewseum at 
Heritage Hill, a new facility dedicated to 
showcasing the incredible brewing history 
of Onondaga County. 

As the Palladino family enters its 70th 
year working the historic farm, the fu-
ture for this diversifying and growing 
third-generation family business is as 
bright as it has ever been.          

Robert J. Searing is curator of history 
at the Onondaga Historical Association 
(OHA) (www.cnyhistory.org), located at 
321 Montgomery St. in Syracuse.

Nunzio Palladino and Sons, 1978. PHOTO CREDIT: PALLADINO FARMS
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them an ultimatum: give it up or leave 
the bank. Considering their future, they 
pursued the business. H. Jay left the bank 
on March 1, 1908, devoting all his time to 
the business; that year they created the 
first product catalog, and grossed $23,000 
in sales. Almost all of the products were 
created as a result of librarians’ requests. 
Willis left the bank on Dec. 1, 1909, to 
join his brother full-time in their library 
and school-supply business. Until 1910, 
Gaylord Brothers made and sold both 
bank and library supplies. However, li-
brary-supply orders soon outnumbered 
bank orders, so the brothers eliminated 
the bank products and concentrated solely 
on library products. 

Gaylord Brothers printed its first cus-
tomer newsletter, Gaylord’s Triangle 
Newsletter, in September 1921, commem-
orating the company’s 25th anniversary. 
The Triangle offered librarians tips on 
how to use the products, as well as behind-
the-scenes glimpses of Gaylord Brothers, 
and showcased libraries around the U.S. 
The monthly publication offered infor-
mation on how customers could better 
utilize existing products and introduced 
new products.

Gaylord Brothers constructed a new 
three-story building at 155 Gifford St. 
in Syracuse in 1922. The company also 
began to ship library products in easily 
recognizable bright orange boxes with 
black letters.

With business greatly increasing, 
Gaylord Brothers opened a western office 
and factory in Stockton, California on 
New Year’s Day in 1926. That same year, 
Alfred H. Gaylord, H. Jay’s son, joined the 
business upon graduating from Syracuse 
University. He immediately joined his fa-
ther and uncle — managing the compa-
ny as its VP, while his father served as 
president. H. Jay assigned Alfred to man-
age the company’s new western facility 
in California, where he stayed for three 
years before returning to Syracuse.

The brothers announced their compa-
ny’s business incorporation as Gaylord 
Brothers, Inc. in the Syracuse Herald
newspaper in February 1927. The Herald
declared that the incorporated compa-
ny issued $300,000 in common stock, 
along with $100,000 in preferred stock, 
which was exclusively held by the two 
brothers. The article noted that Gaylord 
Brothers had grown from a small mail-or-
der business to a large manufacturer of 
school and library supplies with a market 
throughout the United States. The article 
also noted that Willis Gaylord would retire 
that March.

Willis sold his company interest to H. 
Jay and retired on March 1, 1927, at age 62. 
Prior to his retirement, Willis Gaylord had 
been ranked among the more prominent 
and successful businessmen in Syracuse 
despite not finishing high school, nor 
graduating from college. In conjunction 
with his business affairs, Willis was ac-
tive in civic and social matters. He was 
a member of the Syracuse Chapter of 
the Sons of the American Revolution, 
Bellevue Country Club, the Citizens Club, 
the Syracuse Rotary Club, the F&AM 
Lodge No. 955 in Salina, and was active 
in the Park Central Presbyterian Church. 
Willis married Blanche Hutchins on Nov. 
19, 1891, and had no children. Willis 
Gaylord died on April 30, 1943, at age 78 
and is buried in Oakwood Cemetery in 
Syracuse.

In 1930, Gaylord Brothers introduced 

one of its most significant products: the 
Model C Book Charger, one of the first 
automated book-circulation machines. 
The book charger stamped library-book 
numbers and return dates on book cards, 
effectively eliminating indecipherable pa-
tron handwriting. Gaylord’s book charger 
provided libraries across the U.S. with 
an economical means of controlling their 
book circulation. Used by libraries for 
many years, the book charger was made 
obsolete by computers.

During the Great Depression, Gaylord 
Brothers promoted good health habits to 
its employees by inviting the Onondaga 
Health Association to speak on various 
health topics at monthly meetings. The 
topics included eating healthy foods, as 
well as proper tooth care and personal 
hygiene. 

In 1949, another unfortunate milestone 
event occurred when Alfred passed away 
at the young age of 44. He had four chil-
dren with his wife, Mary, who all survived 
him. Alfred fulfilled his civic obligations 
by serving as a member of the Syracuse 
Chamber of Commerce, the Syracuse 
Rotary Club, and the F&AM Lodge No. 
955 in Salina. Alfred also worshiped at 

Park Central Presbyterian Church, and 
he enjoyed participating in a variety of 
water sports. He is buried in Oakwood 
Cemetery. Alfred’s death left his father, 
H. Jay, as the sole surviving member of 
the Gaylord family in management of the 
business that he founded with his brother.

Gaylord Brothers introduced Magic 
Mend, the first glue for repairing book 
bindings and other materials, in 1952; it 
is now known as PH Neutral Adhesive. 
Other company progress included advanc-
ing the SE-LIN Labeling System and fab-
ricating the first sloped book truck, and 
other library-circulation furniture.

Henry Jay Gaylord passed away in 
March 1955 at age 82. Unlike Willis, H. 
Jay completed high school, but similarly 
to his older brother, he did not attend col-
lege. In September 1897, H. Jay married 
Cora Hinsdale and they had two children: 
Alfred and Alice. H. Jay was also involved 
in civic and social organizations such as 
the Syracuse Citizens Club, the Syracuse 
Rotary Club, and the Masons. Like other 
family members, he worshiped at Park 
Central Presbyterian Church. At his pass-
ing, Henry left the company in control of 
Marion Stafford, who managed Gaylord 

Brothers for almost another 20 years, be-
fore retiring in 1973.

By 1968, Gaylord Brothers had com-
pleted a 205,000-square-foot building ex-
pansion on Morgan Road in Clay. Croydon 
Company, a holding company owned by 
Morris Bergreen and Martin Blackman, 
bought Gaylord Brothers in 1974. Soon 
after purchasing Gaylord Brothers, 
Bergreen developed Gaylord Information 
Systems (GIS), the company’s comput-
er-based automation division and a pio-
neer in early computerized automation 
systems. Its first integrated library system 
was the Gaylord System 100, which inter-
acted between individual libraries and a 
mainframe computer located at Gaylord. 
A contemporary company publication de-
scribed the new GIS division as “[bring-
ing] the speed, accuracy, and magic of 
computers to libraries; enhancing service, 
saving money, and providing high levels of 
information detail which were impossible 
to procure heretofore.” In 1997, Gaylord 
introduced the Polaris Integrated Library 
System, which could provide computer 
support for more than 100 concurrent 
libraries. 

In 1990, the Syracuse Herald Journal
newspaper described Gaylord Brothers 
as the General Motors Corp. of the library 
supplies industry. At the time, Gaylord 
was striving to become not only the larg-
est library supplies company but also was 
speeding along the information highway 
with their computerized storage and da-
ta-retrieval systems. 

Gaylord Brothers also began to ad-
vance into the archival-preservation sup-
plies market by forming a preservation 
advisory committee comprised of preser-
vation professionals whose responsibility 
was to develop preservation and conserva-
tion products. Gaylord published an archi-
val-products catalog in 1992 that focused 
on providing libraries and museums with 
products to care for archival material and 
museum objects. 

Wall Family Enterprise (WFE) acquired 
Gaylord Brothers in 2003. WFE also owns 
other companies, such as DEMCO, a one-
time Gaylord competitor, which focus on 
serving educational and cultural organiza-
tions. Although once operating facilities in 
California, Maryland, and North Carolina, 
Gaylord is now only located in Central 
New York. 

In 2005, Gaylord Brothers moved from 
its Clay location to a new office and factory 
on William Barry Boulevard in Cicero. 
Gaylord makes many of its archival boxes, 
file folders, sleeves, and binders at this 
factory location. Since 2010, Gaylord also 
has offered an array of museum-display 
cases. As the demand for traditional li-
brary products has decreased, the market 
for museum-preservation material and 
display cases and furniture has increased. 
Appropriately, Gaylord has transitioned to 
meet the needs of this market. In 2015, the 
company became Gaylord Archival, and 
now focuses exclusively on making and 
selling archival products.

Celebrating its 125th anniversary in 
2021, “the spark of innovation ignited 
by the Gaylord brothers…burns on as 
Gaylord Archival blazes new trails to the 
future. Just imagine where their journey 
will take them next.”        

Thomas Hunter is curator of collections 
at the Onondaga Historical Association 
(OHA) (www.cnyhistory.org), located at 
321 Montgomery St. in Syracuse.

GAYLORD BROTHERS:   Firm celebrated its 125th anniversary in 2021             Continued from page 4B

The lobby at Gaylord Archival’s headquarters today.           PHOTO CREDIT: GAYLORD ARCHIVAL

Historical photo of Gaylord employees outside the building. PHOTO CREDIT: GAYLORD ARCHIVAL
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Hinds received the Army-Navy “E” award 
for production an impressive four times. 
In 1943, the company lost its other found-
er, when Huntington B. Crouse passed 
away at age 71. William Hinds, Jesse’s 
nephew, who had been with the company 
since 1903, became president. 

After the war, Crouse-Hinds continued 
to grow at an incredible rate, diversifying 
its product lines and increasing its market 
share. The tragic death of Huntington 
B. Crouse, Jr. in 1951, rocked the com-
pany and the community to its core. The
40-year-old Crouse, Jr. had only ascended
to the presidency in 1948 and many ex-
pected that he would have led the compa-
ny for decades to come. Rebounding from
the tragedy, the business moved forward
under the leadership of Larry Hills, who
served as president until 1958. Major
capital expenditures in the early 1950s in-
cluded expansions of the Wolf Street facil-
ity, bringing the entire complex to nearly
800,000 square feet by 1955. That same
year, the company dedicated Hinds Hall
of Engineering at Syracuse University,
another in a long line of philanthropic
endeavors in the community.

 Under the leadership of Hills’ succes-
sors, J.R. Tuttle (1955-1958) and Robert B. 
Sloan (1958-1964), Crouse-Hinds became 
an international leader in the manufacture 
of electrical construction materials, light-
ing systems, and traffic-control systems. 
Always on the leading edge of innovation, 
the company developed its “Magic Brain 
Control System,” in 1962, which made it 
possible for traffic signals to allow left-
hand turns.

A testament to the company’s contin-
ued growth and success, in July 1966, 
Crouse-Hinds’ president, Chris. J. 
Whiting, opened the New York Stock 
Exchange to celebrate the company being 
listed on the “Big Board;” Crouse-Hinds, 
a company that started on Water Street 
in Syracuse in the early days of electricity, 
was a publicly traded company with nearly 
3,000 employees (over 2,300 in Syracuse), 
producing over 12,000 products in three 
different countries (the U.S., Canada, and 
Venezuela). In 1968, Crouse-Hinds opened 
a new manufacturing facility in Syracuse, 
the Albert Hills Lighting Center, to keep 
up with demand. In 1968, the company 
reported $70 million (worth $552 million 
in 2021 money) in revenues.

Over the ensuing decades, Crouse-
Hinds, now a publicly traded company, skill-

fully adapted to changing economic realities 
and thrived in a business environment that 
wreaked havoc among so many other local, 
and national, manufacturing companies. 
Innovation and diversification led to contin-
ued record profits and growth throughout 
most of the 1970s. By 1979, the Syracuse-
based company had 13 plants across the 
globe, manufacturing over 50,000 different 
products in 14different sectors, with a sig-
nificant area of growth being in the refin-
ing/petrochemical industry. Another major 
milestone in the company’s life happened 
in 1981, when after a year of negotiations, 
Crouse-Hinds merged with Texas based, 
Cooper Industries. 

In 1997, Crouse-Hinds celebrated its 
100th anniversary. From humble be-
ginnings and flooding basements, the 
company had grown to nearly 3,500 em-
ployees with plants in Texas, Connecticut, 
North Carolina, Maine, Mexico, Canada, 
Germany, Spain, and India, producing 
over 100,000 different products for some 
of the biggest companies in the world 
including Exxon, Arco, Citgo, DuPont, 
Getty, Merck, and Bristol-Myers Squibb. 
In 2021, Eaton Corporation PLC, an 
Ireland–based multinational power man-
agement company, acquired Cooper (and 
Crouse-Hinds) for $13 billion. 

Today, as the company nears its 125th 
year in existence, Crouse-Hind’s products 
are all over the globe. They are found 

in offshore oil rigs in the Gulf, mines 
in Peru, and illuminating some of our 
country’s most iconic national treasures 
including the Statue of Liberty, Mount 
Rushmore, the Washington Monument, 
and the Lincoln Memorial. It is an aston-
ishing success story. 

Cooper Crouse-Hinds continues to 
operate at the Wolf Street facility, as a 
subsidiary of Eaton. The company has 
1,300 employees, 400 of which are still 
employed at Wolf Street (a far cry from 
the peak in the 1960s.). The company re-

ported revenue of $296.97 million in 2019.
Since that fateful meeting in Syracuse 

between Mr. Crouse and Mr. Hinds 124 
years ago, Crouse-Hinds has played an in-
tegral role in helping to deliver energy to 
the world, safely and dependably. In fact, 
it has done its job so well, most people 
haven’t even thought about it.       

Robert J. Searing is curator of history 
at the Onondaga Historical Association 
(OHA) (www.cnyhistory.org), located at 
321 Montgomery St. in Syracuse.

EATON CROUSE-HINDS:   Company has played an integral role in helping to deliver energy to the world Continued from page 3B

Crouse-Hinds testing ground at Amboy airport

Crouse-Hinds testing ground at Amboy airport. PHOTO CREDIT: OHA COLLECTION

Crouse-Hinds sign in Amboy. PHOTO CREDIT: OHA COLLECTION
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Watertown. 
By the mid-1990s, Raymour & Flanigan 

had grown to become a 27-store enter-
prise and had expanded outside of New 
York into Springfield, Massachusetts, 
Wilkes-Barre and Scranton, Pennsylvania, 
and Hartford, Connecticut. By 1998, the 
number of Raymour & Flanigan stores 
had increased to 33 with 1,200 employees. 

Arnold Goldberg passed away on Oct. 
27, 1999, at age 69. He had retired about 20 
years earlier as a co-chairman of the board 
with his brother, Bernard. Along with 
founding the successful furniture com-
pany, Arnold was very involved in civic 
and social duties, including being presi-
dent of Temple Adath Yeshurun and as a 
member of the Anti-Defamation League 
in New York City. In June 1999, the Anti-
Defamation League awarded the Goldberg 
family its American Heritage Award at its 
annual dinner in New York City. Arnold 
was survived by his wife, Lois, and his 
children, Deborah, Susan, and Michael.

At the dawn of the 21st century, 
Raymour & Flanigan had increased to 45 
stores in five states, with 2,000 employ-
ees. By July 2001, the company built a 
112,500-square-foot shopping center that 
included a 72,000-square-foot furniture 
superstore on Route 31 in Clay. To accom-
plish the superstore concept, the company 
closed two smaller stores in Camillus and 
North Syracuse, and the store in Liverpool 
was converted from a showroom into a 
service center. The Seneca Mall store 
was scheduled to close soon after opening 
the superstore. The displaced employees 
were offered positions at the new su-
perstore. was converting its warehouse 
showroom at Seneca Mall into a 37,000 
square foot retail clearance center. This 

was the third such outlet for the company, 
with two others previously opening in 
Poughkeepsie and Philadelphia. 

Raymour & Flanigan was also consider-
ing further expanding into the Baltimore-
Washington, DC area, Boston, Pittsburgh, 
and New York City. The total number 
of company stores had risen to 47 in six 
states in 2002.

Raymour & Flanigan began to expand 
its presence in the New York City met-
ropolitan area with the acquisition of 
Futurama, a furniture retailer consisting 
of three stores, in 2005.

Then, in 2007, Raymour & Flanigan ac-
quired the business, inventory, and real 
estate of Alpert’s Furniture Showplace, 
headquartered in Seekonk, Massachusetts. 
The acquisition increased to 71 the number 
of Raymour & Flanigan stores. By then, the 
company also had expanded into Delaware 
and employed 3,800 total people. 

Raymour & Flanigan continued its ex-
pansion in the New York City metropoli-
tan area in 2008 by purchasing 18 Levitz 
Furniture stores when that company liq-
uidated its assets due to bankruptcy pro-
ceedings.

Also in 2008, Seth Goldberg, Neil’s 
son, joined the business after graduat-
ing from Yale University and University 
of Pennsylvania Law School. Seth took 
on the role of senior VP of marketing, 
e-commerce and information technology, 
where he helped pioneer the company’s 
expansion across digital platforms while 
growing its customer base. Seth and his 
siblings, Adam and Shira Boschan, repre-
sented the third generation of Goldbergs 
to manage the furniture business. 

Bernard Goldberg, co-founder of the 
original Raymour Furniture in 1946, passed 

away in April 2010 at age 84. Bernard 
had remained company chairman until his 
death but had not participated in company 
affairs for several years. He had served in 
the U.S. Army during World War II, where 
he was awarded the Bronze Star. Bernard 
then graduated from Syracuse University 
in 1948. Along with co-founding Raymour 
Furniture, Bernard was very active in social 
and community organizations. He was pres-
ident of Temple Adath Yeshurun, a board 
member of the New York State Division 
Human Rights, as well as a founding trust-
ee of the Syracuse Jewish Community 
Foundation of Central New York. Bernard 
was survived by his wife, Norma, his chil-
dren, Marti, Samantha, Neil, Jerry, Steven, 
and several grandchildren. 

Raymour & Flanigan had expanded to 
more than 140 stores in the Northeast 
by 2019 and, in 2020, was declared the 
Northeast’s largest furniture and mattress 
retailer. In September 2020, during the coro-
navirus pandemic, Raymour & Flanigan 
was looking to hire 1,000 new employees 
to handle a sharp increase in sales. People 
staying at home during the pandemic were 
buying more furniture and mattresses, as 
well as home office and multifunctional 
furniture. Sales also spiked in outdoor fur-
niture. Unable to go away on vacation, peo-
ple were upgrading and investing in their 
homes. Toward the end of 2020, Raymour 
& Flanigan operated 142 stores and distri-
bution centers and had 6,053 employees.

Raymour & Flanigan announced anoth-
er management change in January 2021. 
Neil Goldberg, company present and CEO 
since 1982 announced that he was tran-
sitioning to chairman and appointing his 
son, Seth, as the next company president 
in February. Neil’s brother, Steven, and 

his cousin, Michael, who both joined the 
company back in 1977, would become vice 
chairmen. Seth’s brother, Adam, is now 
VP of marketing, and their sister, Shira 
Boschan, is current VP of people develop-
ment. Shira’s husband, Jared Boschan, is 
VP of e-commerce. 

Raymour & Flanigan is committed to 
fostering sustainability, by operating five 
recycling facilities, including its first recy-
cling facility located in Clay, which are ded-
icated to recycling shipping waste. These 
sites employ more than 100 recycling as-
sociates who focus on ensuring materials 
are processed in an acceptable manner 
according to best practices outlined by the 
United States government. The company 
also is committed to becoming more ener-
gy efficient by operating a solar-panel site 
spanning more than three acres to harvest 
energy and electricity, as well as installing 
solar panels on its warehouses. Raymour 
& Flanigan recycles 99 percent of all pack-
aging materials, resulting in 200 million 
pounds diverted from landfills since 2002.

At Onondaga Historical Association’s 
museum in downtown Syracuse, Raymour 
& Flanigan is featured in an exhibit on 
the Jewish community of Syracuse and 
Onondaga County. Called “From Laying 
the Foundation to Forging Ahead,” the 
exhibit highlights the contributions made 
by local Jewish citizens to the communi-
ty, business, entertainment, and athletics. 
Raymour & Flanigan’s company history is 
presented as an integral component of the 
exhibit’s business section.           

Thomas Hunter is curator of collections 
at the Onondaga Historical Association 
(OHA) (www.cnyhistory.org), located at 
321 Montgomery St. in Syracuse.

RAYMOUR:   The company built a 112,500-square-foot shopping center in Clay in 2001 Continued from page 14B
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