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page 2, Results of Tier #3 Interviews (businesses) cont.

Company Name

Aquafutures

Baker School Supply

Chesterficld Bed & Breakfast

Excelsior Printing

Robie Grant, freelance editor

Hazen Paper

Herrell's Ice Cream

Higginbotham Insulation
Kimberly-Clark

Millitech

Monsanto

Dining Services, Mount Holyoke College
Packaging Corporation of America
ProCorporation

Sound and Music

Specialty Minerals

Stop & Shop

Strathmore Paper

Procurement Office, University of Mass.
Victory Supermarket
Williamstown/Huntington General Store
Zoar Outdoor
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How'd you want to use program?

computer link and broker

phone or fax would be easiest

phone, or letter

computer link or phone

computer link

fax and maybe computer in near future
broker, go for the human touch

phone, no computer

computer link or printed directory
computer link, fax of telephone okay
computer or broker

computer link

broker first, then maybe computer
computer link, but they have no compters
broker, then maybe computer
computer and printed directory

broker or phone call

NA
NA

broker, person to person, no modem
NA

Would you pay a user fee?

if minimal and kept cost low

yes, if services were comprehensive
(free)

no, since probably wouldn't use
expects a subscription fee

(yes) seems logical

no, only would pay if it saved money
no, only would pay if it saved money
if minimal and kept cost low
subscription preferred, fee is okay
okay

no

only if proven successful

yes

not unless it doesn't cost anything
yes, if I used the program

no "If it wasn't free it wouldn't be success"

NA
NA
free

NA

Private, Public or Quasi-public?

quasi-public, self support is hard

privale

through local CDC

private, costs less and competes

private, or CDC, not Chamber of Comm.
private, but State would be okay
private=run better but wouldn't pay for itself
private

private as possible

cither, but it should be primary focus
doesn't care who if service is good
quasi-public, but not run by State

not State, would look mandatory
quasi-public, more support

public so that it would be fair and equal
Private, would be more efficient

NA

NA
NA

private, but run by business organizations
NA

Comments?

larger would be better, go east

most usefuel for sourcing not marketing
been doing for years for survival

good idea, but doesn't need it

services need a wider focus than W MA
look at Dunn & Bradstreet regional studies
would do if it cost a bit more, but $ first |

broaden focus, all Mass or New E

broaden focus to SE New England w/CT
save time finding suppliers of services
avoid blanket approach

broaden focus, all Mass or New E

there's a lot of this out there, cornbine all
watch for redundancy, find need and meet
Computer link vital, that way it can change
What would it offer that's not done already

amount of § involved = different regulations
thought local meant in Amherst or Hadley
Do itll

customers want name brands only

Where should start-up $$ come from?

State, CDC, life members, charters

NA

NA

Not State, grants or big corporation

not State, comm. devlop. block grant
(State)

(State) because it couldn't support itself
not sure '

if State benefits, then they should pay
UMass, State funds, Chambers of Comm.
private, would be more economical

not from State, too expensive

State, absolutely

State mostly, but not only, users too

State because they will get higher tax rev.
users and benefitters (advenisers)

NA

NA
NA
(State) and business organizations
NA
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