
Massachusetts Cannabis Control Commission

Marijuana Retailer

General Information:

License Number: MR281356

Original Issued Date: 10/02/2020

Issued Date: 10/02/2020

Expiration Date: 10/02/2021

ABOUT THE MARIJUANA ESTABLISHMENT

Business Legal Name: B Leaf Wellness Centre LLC

Phone Number: 

413-668-8516

Email Address: lori1025@comcast.net

Business Address 1: 60 Main Street Business Address 2: 

Business City: Ware Business State: MA Business Zip Code: 01082

Mailing Address 1: 60 Main St. Mailing Address 2: 

Mailing City: Ware Mailing State: MA Mailing Zip Code: 01082

CERTIFIED DISADVANTAGED BUSINESS ENTERPRISES (DBES)

Certified Disadvantaged Business Enterprises (DBEs): Woman-Owned Business

PRIORITY APPLICANT

Priority Applicant: no

Priority Applicant Type: Not a Priority Applicant

Economic Empowerment Applicant Certification Number: 

RMD Priority Certification Number: 

RMD INFORMATION

Name of RMD: 

Department of Public Health RMD Registration Number: 

Operational and Registration Status: 

To your knowledge, is the existing RMD certificate of registration in good 

standing?: 

If no, describe the circumstances below: 

PERSONS WITH DIRECT OR INDIRECT AUTHORITY
Person with Direct or Indirect Authority 1

Percentage Of Ownership: 50 Percentage Of Control: 50

Role: Owner / Partner Other Role: 

First Name: Lori Last Name: Sinclair Suffix: 
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Gender: Female User Defined Gender: 

What is this person's race or ethnicity?: White  (German, Irish, English, Italian, Polish, French)

Specify Race or Ethnicity: 

Person with Direct or Indirect Authority 2

Percentage Of Ownership: 50 Percentage Of Control: 50

Role: Owner / Partner Other Role: 

First Name: Megan Last Name: Sinclair Suffix: 

Gender: Female User Defined Gender: 

What is this person's race or ethnicity?: White  (German, Irish, English, Italian, Polish, French)

Specify Race or Ethnicity: 

ENTITIES WITH DIRECT OR INDIRECT AUTHORITY
No records found

CLOSE ASSOCIATES AND MEMBERS
No records found

CAPITAL RESOURCES - INDIVIDUALS
Individual Contributing Capital 1

First Name: Charles Last Name: Lask Suffix: 

Types of Capital: Monetary/Equity Other Type of Capital: Total Value of the Capital Provided: $180000 Percentage of Initial Capital: 90

Capital Attestation: Yes

Individual Contributing Capital 2

First Name: Diana Last Name: Lask Suffix: 

Types of Capital: Monetary/Equity Other Type of Capital: Total Value of the Capital Provided: $20000 Percentage of Initial Capital: 10

Capital Attestation: Yes

CAPITAL RESOURCES - ENTITIES
No records found

BUSINESS INTERESTS IN OTHER STATES OR COUNTRIES
No records found

DISCLOSURE OF INDIVIDUAL INTERESTS
No records found

MARIJUANA ESTABLISHMENT PROPERTY DETAILS

Establishment Address 1: 60 Main Street

Establishment Address 2: 

Establishment City: Ware Establishment Zip Code: 01082

Approximate square footage of the establishment: 1000 How many abutters does this property have?: 

48

Have all property abutters been notified of the intent to open a Marijuana Establishment at this address?: Yes

HOST COMMUNITY INFORMATION
Host Community Documentation:

Document Category Document Name Type ID Upload 

Date
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Certification of Host Community 

Agreement

HCA Certification Form Bleaf.pdf pdf 5c0e7ffa7d12851fdf98cc00 12/10/2018

Community Outreach Meeting 

Documentation

COM Attestation Form Bleaf.pdf pdf 5c0e8008cf55121fe9077a30 12/10/2018

Community Outreach Meeting 

Documentation

Abutter Notice Bleaf Attachment C.pdf pdf 5c0e80705e6ec11ff3810f76 12/10/2018

Community Outreach Meeting 

Documentation

Town Notice Bleaf Attachment B.pdf pdf 5c0e8084c9f8321ffd0602b0 12/10/2018

Community Outreach Meeting 

Documentation

Ware COM Public Notice Bleaf Attachment 

A.pdf

pdf 5c0e80c2868cbd200705da1d 12/10/2018

Certification of Host Community 

Agreement

Ezra Parzybok role BLeaf.pdf pdf 5d7947a5d4b61e1ddc08dc7b 09/11/2019

Plan to Remain Compliant with 

Local Zoning

Plan to Remain Compliant with Local Zoning 

B Leaf 093019.pdf

pdf 5d92485b79b12e15e03d8faf 09/30/2019

Community Outreach Meeting 

Documentation

COM Attestation B Leaf Page 2.pdf pdf 5dc33675fd468857b99babba 11/06/2019

Total amount of financial benefits accruing to the municipality as a result of the host community agreement. If the total amount is 

zero, please enter zero and provide documentation explaining this number.: $

PLAN FOR POSITIVE IMPACT
Plan to Positively Impact Areas of Disproportionate Impact:

Document Category Document Name Type ID Upload Date

Plan for Positive Impact Positive Impact Plan - B Leaf  - Revised 9_30_19.pdf pdf 5d9250c9d471f115eb5991d3 09/30/2019

ADDITIONAL INFORMATION NOTIFICATION

Notification: I understand

INDIVIDUAL BACKGROUND INFORMATION
Individual Background Information 1

Role: Owner / Partner Other Role: 

First Name: Lori Last Name: Sinclair Suffix: 

RMD Association: Not associated with an RMD

Background Question: no

Individual Background Information 2

Role: Owner / Partner Other Role: 

First Name: Megan Last Name: Sinclair Suffix: 

RMD Association: Not associated with an RMD

Background Question: no

Individual Background Information 3

Role: Other (specify) Other Role: Investor

First Name: Charles Last Name: Lask Suffix: 

RMD Association: Not associated with an RMD

Background Question: no
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Individual Background Information 4

Role: Other (specify) Other Role: investor

First Name: Diana Last Name: Lask Suffix: 

RMD Association: Not associated with an RMD

Background Question: no

ENTITY BACKGROUND CHECK INFORMATION
No records found

MASSACHUSETTS BUSINESS REGISTRATION
Required Business Documentation:

Document Category Document Name Type ID Upload 

Date

Bylaws Corporate Bylaws BLEAF.pdf pdf 5c0fd9123f3b1b178d9cfd51 12/11/2018

Articles of Organization Articles of Organization B 

Leaf.pdf

pdf 5c0fd97a5c9a65176fa45089 12/11/2018

Articles of Organization Cert of Org Bleaf 1-

merged.pdf

pdf 5c50ab103d84de123a60e190 01/29/2019

Department of Revenue - Certificate of Good 

standing

Cert of Good Standing 

Bleaf.pdf

pdf 5c59d7688d16491b5c0f5deb 02/05/2019

Secretary of Commonwealth - Certificate of 

Good Standing

Cert of Good Stand SOC 

Bleaf.pdf

pdf 5c59d7b83183181258e18b53 02/05/2019

No documents uploaded

Massachusetts Business Identification Number: 001339471

Doing-Business-As Name: 

DBA Registration City: 

BUSINESS PLAN
Business Plan Documentation:

Document Category Document Name Type ID Upload 

Date

Plan for Liability 

Insurance

b leaf wellness centre  PROPOSAL FOR INSURANCE 

(002).pdf

pdf 5c50ab81293a5312448e60a3 01/29/2019

Business Plan Final Business Plan 181211.pdf pdf 5d79520f8470d4229ba45d2c 09/11/2019

Proposed Timeline Proposed Timeline Bleaf Revised.pdf pdf 5d7a576d816d7b225d15a0d1 09/12/2019

OPERATING POLICIES AND PROCEDURES
Policies and Procedures Documentation:

Document Category Document Name Type ID Upload 

Date

Plan for obtaining marijuana or 

marijuana products

Plan for obtaining marijuana or marijuana 

products BLEAF.pdf

pdf 5c50aeb13779161b2a870155 01/29/2019

Dispensing procedures Dispensing Procedures - B'Leaf - 

091119.pdf

pdf 5d7a5833d4b61e1ddc08df06 09/12/2019
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Inventory procedures Inventory Procedures - B'Leaf - 

091119.pdf

pdf 5d7a5835dfdeea2264a65636 09/12/2019

Maintaining of financial records Maintaining Financial Records - B'Leaf - 

091119.pdf

pdf 5d7a58370473c3226f35cfb1 09/12/2019

Personnel policies including 

background checks

Personnel Policies Background - B'Leaf - 

091119.pdf

pdf 5d7a583ad8b08e1dbf14573e 09/12/2019

Restricting Access to age 21 and 

older

Plan to restrict access to 21 - Bleaf - 

091219.pdf

pdf 5d7a5886629a272281d32656 09/12/2019

Prevention of diversion Prevention of Diversion - B'Leaf - 

091119.pdf

pdf 5d7a58883aff472290ba0f0f 09/12/2019

Quality control and testing Quality Control and Testing - B'Leaf - 

091119.pdf

pdf 5d7a5889d4b61e1ddc08df10 09/12/2019

Security plan Security Plan - B'Leaf - 091119.pdf pdf 5d7a58d832375f1de7f6f4de 09/12/2019

Storage of marijuana Storage of Marijuana - B'Leaf - 091219.pdf pdf 5d7a58d97e918b22a66c0a51 09/12/2019

Transportation of marijuana Transportation of Marijuana - B'Leaf - 

091119.pdf

pdf 5d7a58dadfdeea2264a6563e 09/12/2019

Qualifications and training Qualifications and training  - B'Leaf - 

091219.pdf

pdf 5d7a5e378470d4229ba45fb2 09/12/2019

Record Keeping procedures Recordkeeping Procedures - B'Leaf - 

091119.pdf

pdf 5dc44eaa0f35e05798b35baa 11/07/2019

Diversity plan Diversity Plan - Bleaf - 010220.pdf pdf 5e0e1c5338f8ab571d6e34f9 01/02/2020

MARIJUANA RETAILER SPECIFIC REQUIREMENTS
No documents uploaded

No documents uploaded

ATTESTATIONS

I certify that no additional entities or individuals meeting the requirement set forth in 935 CMR 500.101(1)(b)(1) or 935 CMR 500.101(2)(c)(1) 

have been omitted by the applicant from any marijuana establishment application(s) for licensure submitted to the Cannabis Control 

Commission.: I Agree

I understand that the regulations stated above require an applicant for licensure to list all executives, managers, persons or entities having direct 

or indirect authority over the management, policies, security operations or cultivation operations of the Marijuana Establishment; close 

associates and members of the applicant, if any; and a list of all persons or entities contributing 10% or more of the initial capital to operate the 

Marijuana Establishment including capital that is in the form of land or buildings.: I Agree

I certify that any entities who are required to be listed by the regulations above do not include any omitted individuals, who by themselves, would 

be required to be listed individually in any marijuana establishment application(s) for licensure submitted to the Cannabis Control Commission.: 

I Agree

Notification: I Understand

I certify that any changes in ownership or control, location, or name will be made pursuant to a separate process, as required under 935 CMR 

500.104(1), and none of those changes have occurred in this application.: 

I certify that to the best knowledge of any of the individuals listed within this application, there are no background events that have arisen since 

the issuance of the establishment’s final license that would raise suitability issues in accordance with 935 CMR 500.801.: 

I certify that all information contained within this renewal application is complete and true.: 
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ADDITIONAL INFORMATION NOTIFICATION

Notification: I Understand

COMPLIANCE WITH POSITIVE IMPACT PLAN
No records found

COMPLIANCE WITH DIVERSITY PLAN
No records found

HOURS OF OPERATION

Monday From: 8:00 AM Monday To: 8:00 PM

Tuesday From: 8:00 AM Tuesday To: 8:00 PM

Wednesday From: 8:00 AM Wednesday To: 8:00 PM

Thursday From: 8:00 AM Thursday To: 8:30 PM

Friday From: 8:00 AM Friday To: 8:00 PM

Saturday From: 10:00 AM Saturday To: 6:00 PM

Sunday From: 10:00 AM Sunday To: 6:00 PM
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Ware High School
Football

Friday, Oct. 19 Home Mohawk 7 p.m.
Girls Soccer

Tuesday, Oct. 23 Home McCann Tech 4 p.m.
Girls Volleyball

Friday, Oct. 19 Away Putnam 5 p.m.
Monday, Oct. 22 Away Southwick 6 p.m.
Wednesday, Oct. 24 Home Holyoke 5:30 p.m.

Quaboag Regional High School
Football

Friday, Oct. 19 Home Leicester 7 p.m.
Boys Soccer

Saturday, Oct. 20 Away Tantasqua 2:30 p.m.
Monday, Oct. 22 Home St. Peter-Marian 3:30 p.m.

Girls Soccer
Thursday, Oct. 18 Away Doherty 3:30 p.m.
Friday, Oct. 26 Away Uxbridge 3:30 p.m.

Field Hockey
Thursday, Oct. 18 Home Minnechaug 4 p.m.

Cross Country
No meets scheduled this week.

Quabbin Regional High School
Football

Friday, Oct. 19 Home Hudson 7 p.m.
Boys Soccer

Monday, Oct. 22 Away Clinton 6 p.m.
Wednesday, Oct. 24 Away Oakmont 3:30 p.m.

Girls Soccer
Friday, Oct. 19 Home Shrewsbury 4 p.m.
Monday, Oct. 22 Home Clinton 3:30 p.m.
Wednesday, Oct. 24 Home Oakmont 3:30 p.m.

Field Hockey
Friday, Oct. 19 Away Westborough 5:15 p.m.
Wednesday, Oct. 24 Home Shrewsbury 4 p.m.

Cross Country
Thursday, Oct. 18 Away Tyngsborough 3:30 p.m.

Pathfinder Regional Vocational 
Technical High School

Football
No games this week

Boys Soccer
Friday, Oct. 19 Away Franklin Tech 4 p.m.
Tuesday, Oct. 23 Home St. Mary’s 7 p.m.

Girls Soccer
Monday, Oct. 22 Away Commerce 4 p.m.
Tuesday, Oct. 23 Away St. Mary’s 4 p.m.

By Karen A. Lewis
Sports Correspondent

BARRE – For nine Quabbin 
Panther football players, senior night 
was always something that was down 
the road, eventually happening some-
day.

Well, that someday is tomorrow 
night, as they are being celebrated 
alongside other homecoming celebra-
tions.

“I personally can’t believe I’m 
a senior, never mind that it’s senior 
night,” Quabbin captain Derek Rohan 
said.  “I don’t think it will sink in 
until I step out on the field with my 
parents.”

“It does feel crazy that it’s my 
senior night as this is only my sec-
ond season as a player,” Panther cap-
tain Joe Nichols said.  “It’s hard to 
comprehend that I’ve only got a few 
games left in my career since it seems 
just a few games ago it began.”

Moving forward and focusing on 
new challenges is what the Panthers 
spent their time doing this week 
after a difficult Saturday night game 

against Tyngsboro where they fell 
26-0.

“I thought we fought hard and 
gave them a game,” remarked Nichols 
about the Tigers.  “On another night, 
there’s no question in my mind we 
could have come out on top.  Mainly 
we struggled with turnovers, with two 
pretty early on in the game it was an 
energy killer for sure.”

Quabb in  head  coach  Dave 
Buchanan also agreed with Nichols.

“We had our opportunities,” 
Buchanan said.  “We lost the turnover 
battle and had bad penalties that put 
us in bad situations.  We need to be 
more disciplined, and that’s on me.”

It really wasn’t until the fourth 
quarter where Tyngsboro came on 
strong with 14 points.  Touchdowns 
by the host team in the first and sec-
ond quarters made it possible for a 
Panther comeback to happen.

“Tyngsboro puts a lot of pressure 
on an opponent’s defense to cover 
the entire field,” said Buchanan.  
“They were able to find some things 
that worked and we took too long to 
adjust.  They also played with a lot 

of emotion.  It was their first game on 
their new turf and their homecoming.  
We struggled to match their intensity.”

However, with tomorrow being 
Quabbin’s homecoming and facing 
the winless Hudson Hawks, chances 
are in the Panther’s favor for a poten-
tial win to improve their 1-5 overall 
record.

“Hudson is a solid football 
team that is well coached,” stated 
Buchanan.  “They won’t make a lot of 
mistakes so we have to be disciplined 
and not make mistakes of our own.”

Another  huge factor  in the 
Tyngsboro loss could have been the 
absence again of star senior Colby 
Smith.

“We are hoping Colby can return 
this week,” said Buchanan.  “We lost 
a couple of guys through the course of 
playing Tyngsboro – Tony Robidoux 
and Seth Talbot – that are difference 
makers for us.”

One shining spot last week for the 
Panthers was senior Zack Coffin.

“Zack played his heart out,” shared 
Buchanan.  “He had a few big runs 
and really worked hard both ways.”

Coffin plays both running back and 
kicker.

“I have kicked from when I first 
started playing football,” Coffin said.  
“I feel the kicker is actually one of the 
hardest positions to play – seeing how 
you make or break a game.”

Coffin is another player trying to 
wrap his head around senior night.

“I never realized how time actually 
flies by, it feels like just yesterday I 
was a freshman,” added Coffin.  “I 
like the brotherhood of football where 
everyone comes together for a com-
mon goal to win.”

Buchanan hopes for good results 
against Hudson and something the 
seniors can remember.

“We have to focus on keeping foot-
ball fun and making sure we are work-
ing hard,” concluded Buchanan.  “The 
kids have worked hard all season so it 
is frustrating to not get them a win.”

Quabbin senior Panthers to be 
recognized tomorrow night include 
– Austin Case, Zack Coffin, Corey 
Morgan, Dillon Escandon, Joe 
Nichols, Colby Smith, Derek Rohan, 
Phil Soucy and Ethan Pickens.

By Dave Smigiel

Fire Mountain was red hot this week as they crushed the 
Night Hawks seven zip taking pinfall by 150.   Their 1506 team 
triple resulted from singles of 479, 517 and 510.  Rick Trott was 
their best as his 313 total included singles of 105 and 111.  Bob 
LaPlante was 68 pins over average as he registered 305 (109 and 
110) while Vince Bradley was 51 over at 297 (101 and 102).   
Dave Smigiel led the opposition at 318 (112 and 111) while 
Gavin Sinclair was right behind at 317 (119 and 107).

With wins by seven and one in the second and third, the 
Alley Cats downed Zeke’s Freaks seven nothing with a pinfall 
win by 24.  They opened with a 507 as Dave Gagne’s 128, Tony 
Motyka’s 109 and Norm Gagne’s 106 contributed to the big num-
ber.  Tony’s 110 middle string and Norm’s 104 finisher provided 
the punch in their two close wins.   Dave topped the victors at 
319 with Norm at 307 and Tony 304.  Zeke Sicard was on top for 
the Freaks at 112 and 290.   Pete Ducharme tossed a 106, Steve 
Orszulak a 102 and Ronzo Oparowski a 101.

Jimbo Anderson and his huge 350 (123, 117, 110) propelled 
the Phantoms to a 5-2 upset victory over the Slow Burners.   He 
got help in the second from Brittany Bingham and her amazing 
122.  The Phantoms totaled 523 in that stanza.  Nate Orszulak put 
up a good fight for the Burners as his team leading 354 resulted 
from strings of 108, 132 and 114.   Dean Koczur added 120 and 
Dave Saletnik 115.  Pinfall to the Phantoms by 43.

Nice Fish outdistanced the Narutowicz 5-2 taking pinfall by 
37.   Tom Clauson and his super 363 (tops this week) included 
strings of 133 and 132.  James Nester was next at 349 (103, 118, 
128) while Brian Rowe added 315 (114 and 111).   The barmen 
bowled well with Dan Trzpit their tops at 323 (112, 105, 106).   
Cricket followed at 305 (104 and 106), Lee Robinson added 111 
and 301 and Harry McKeon 299 (106 and 103).  The Fish rolled a 
1490 triple (501, 486, 503).

The A Team got back on track as they managed a 5-2 W over 
the Cannonballs.   Samantha Allard led the A Teamers at 301 
(105 and 100) while Ian Simpson opened with a 106 and Randy 
Harper rolled a 102. Keith Marchessault and his 130 and 314 
topped the Cannonballs while Dennis Milton contributed a 106 in 
their string two win.  Pinfall to the A Team by 41.

Sandri took 4 ½ points from the Incredibowls as both teams 
ended deadlocked at 1433 for pinfall.   Steve Swistak led his 
squad at 337 (103, 127, 107).   Peter Swistak totaled 315 (107 
and 109) and Billy Brunk 139 and 314.  String two was decided 
by one skinny little pin in favor of Sandri.   Scott Radisic filled 
in for the gas men and his 357 (127 and 135) along with Aaron 
Sandridge’s 345 (123, 103, 119) and Sue Horton’s 119 and 300 
secured their points.

SPRINGFIELD – The Springfield 
Thunderbirds (2-0-0-2) put togeth-
er another dominant offensive per-
formance in a 6-3 win over the 
Providence Bruins (1-4-0-0) on 
Sunday at the MassMutual Center. 

In the first period, the Thunderbirds 
were given three chances to score on 
the power play, but were unable to take 
advantage on any of their chances. 
Springfield also had an early Blaine 
Byron taken off the scoreboard, as 
Paul Thompson was deemed to have 
interfered with Zane McIntyre. The 
Bruins would answer that near-deficit 
with a tally of their own.

Seven minutes into the second peri-
od, Zach Senyshyn scored his sec-
ond goal of the season on a one-timer 
that beat Springfield goaltender Sam 
Montembeault over his right shoulder 
and into the net just as time expired on 
a 5-on-3 Bruins power play. The goal 
put the Bruins up 1-0. Peter Cehlarik 

and Urho Vaakanainen picked up 
assists on the goal.

I n  t he  s econd  pe r i od ,  t he 
Thunderbirds came out with a fire in 
their hearts and scored three unan-
swered goals in the first three minutes. 
First, Harry Zolnierczyk picked up his 
second goal of the season from the left 
faceoff circle thanks to a feed from 
captain Paul Thompson at the side of 
the net. The goal tied the score, 1-1, at 
the 1:18 mark. 

50 seconds later, Anthony Greco 
scored to make it 2-1 on a mini-break-
away. Montembeault outletted to 
Zolnierczyk at the blue line, who then 
saucered a feed in the middle to Greco, 
who beat McIntyre over the glove hand 
to make it 2-1.

Just over a minute later, the 
Thunderbirds struck again. Byron got 
credit this time around, cashing in on a 
backhand rebound off a Jonathan Ang 
shot into the pads of McIntyre from 

point-blank range. 
Three minutes later, Colby Cave 

tallied his second goal of the season 
for Providence, making it 3-2. Mark 
McNeill and Connor Clifton both 
picked up assists on the goal.

The third period was much of the 
same for Springfield. After killing off 
two different minor penalties, includ-
ing parts of a 5-on-3 disadvantage, the 
T-Birds pulled away on the scoreboard. 
Four minutes into the period, Sebastian 
Repo had the puck on his stick at the 
right faceoff circle. Repo passed it to 
Zolnierczyk just ahead of him, who 
in turn tossed it to Jacob MacDonald 
who wristed one over McIntyre’s right 
shoulder and into the top left cor-
ner, netting MacDonald his first goal 
with the Thunderbirds and increasing 
Springfield’s lead to 4-2.

Just a minute and a half later, 
Henrik Borgstrom scored his sec-
ond goal of the season off a spinning 

feed from Jayce Hawryluk, giving the 
T-Birds a 5-2 lead. Fellow forward Joel 
Lowry picked up the secondary helper 
on the goal. 

Just under a minute later, after 
the Bruins were assessed a bench 
penalty for too many men on the 
ice, MacDonald snuck his second 
goal of the game over the shoulder 
of McIntyre on a toe drag wrist shot 
from just beyond the left faceoff cir-
cle. MacDonald received a pass from 
Hawryluk, who got his second assist of 
the period. 

Montembeault finished with 30 
saves to pick up his second win in as 
many starts to begin his season. 

Up next, Springfield travels to 
Laval, Quebec, for a two-game set 
against the Laval Rocket. The first 
game is scheduled for Friday, Oct.19 at 
7:30 p.m., with the second one set for 
Saturday, Oct. 20 at 3 p.m.

ally been really good,” remarked 
Mahoney.  “I think my times this year 
are much better than my times last 
year.  Running with Ben Morin and 
Brock Dyer was one of the best things 
I could have done.  They inspired me.”

Both Morin and Dyer, were two of 
the top senior runners on the team last 
year who helped Mahoney along as a 
freshman.

In the last few meets against 
H u d s o n ,  Ta h a n t o  a n d  N o r t h 
Middlesex, Mahoney has won all 
three,  with teammates Malakai 
Kraskouskas and Elliott Walsh earning 
second and third place finishes.  

The team overall is leading the Mid 
Wach C division with a 3-0 record and 
doing great overall with a 5-1 standing, 
their only loss happening in their first 
meet against Narragansett 28-29 at the 
beginning of September.

Considering how last year the team 
went 8-0 and won the league, but lost 
the power seniors at graduation, this 
year was supposed to be about starting 
over.

“This is a rebuilding year that has 
gone well,” Longtime Quabbin coach, 
Paul Goewey said.  “They work well 
as a group and run as a pack.”

According to Panther senior cap-
tains Ben Sacramone and Tucker 
Skowyra, doing so well this season 
has not been a big surprise, especially 
given how hard the team works.

“We’ve been working on running as 
a pack up in the front to create better 
scores and we are getting better and 
better every week,” Sacramone said, 
who has devoted his middle and high 
school years to the cross country team.  
“Personally I am working on endur-
ance.  Being a sprinter and a jump-
er the rest of the year, I have trouble 
keeping my stamina for the duration 
of the race, but I see myself improving 
every meet, so that’s great.”

Sacramone has usually been plac-
ing in the Panther ninth or tenth spot 
– around 16th or 17th overall at meets.

Skowyra, another year long run-
ning and track athlete, leads by 
example as he also has been on the 
Panther cross country teams since 
seventh grade and usually is a solid 
seventh place runner for Quabbin.

“I have been working on being 
able to push myself during races,” 
said Skowyra.  “Last year we lost a 

lot of our team, but we have multiple 
guys that stepped up to fill in spots.”

Aside from dual meets during 
the week, two weeks ago Quabbin 
participated in the large Wachusett 
Invitational, involving schools from 
all over Central Mass and earned 
third place as a team in the division 
two varsity race.

“Owen was just a few seconds 
away from winning the meet,” shared 
Sacramone.  “Junior teammate Max 
Leroux surprised us and place second 
overall in the jayvee race and actual-
ly earned a spot on varsity with that 
race.  We definitely have a shot at 
districts and we’re hoping to make an 
impact in November.”

Quabbin is anticipating sending 
their top seven runners to districts in 
November.  Mahoney is excited for 
the possibilities.

“The team overall has been doing 
absolutely amazing,” said Mahoney, 
who credited Goewey for being a 
great coach.  “Coach Goewey always 
knows what he’s doing and has the 
best information about what to do 
before a race that actually works. So 
you know everything is going to go 
well if you just listen to Coach.”

The team will travel next week 
to  Fi tchburg  for  the  League 
Championship on Oct. 27 and partic-
ipate in Districts in Gardner on Nov. 
10.

The Week AheAd
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TEAM from page 9

The Quabbin 2018 cross country captains, (l-r) Ben Sacramone and Tucker 
Skowyra.

Panthers look to put loss behind for ‘Senior Night’

T-Birds get second win over Bruins at home

Town of Ware
Tree Warden 
NOTICE OF 

PUBLIC HEARING
In accordance with 

Massachusetts General 
Laws (MGL), Chapter 
87, Public Shade Tree 
Law, Section 3 (Cutting 
of Public Shade Trees; 
H e a r i n g ;  D a m a g e s ) , 
the Town of Ware Tree 
Warden  wi l l  ho ld  a 
Public Hearing regard-
ing an application from 
National Grid to remove 
or prune public shade 
trees on Friday, October 
26, 2018 at 2:30 p.m. in 
the Selectman’s Meeting 
Room, Ware Town Hall, 
126 East Main Street, 
Ware, MA.  Any person 

interested or wishing to 
be heard on this matter 
should appear at the time 
and place designated.

The program includ-
ed a tree-by-tree hazard 
assessment of public and 
private trees, along the 
main three-phase lines 
which serve the commu-
nity. The work is recom-
mended to remove haz-
ard trees and prune for 
additional clearance in 
order to reduce tree out-
age problems affecting 
large numbers of custom-
ers served by these main 
lines.  National Grid’s 
arborists have identi-
fied seven (7) town trees 
for removal and two (2) 
town trees for pruning on 

Church Street. Town trees 
located within the public 
way that are designated 
for removal have been 
posted with a notice of 
public hearing in the field.  
Trees designated for prun-
ing have been marked 
with a small blue ribbon.  

A complete list of 
town trees designated 
for removal or pruning 
including information 
about the location, size 
and species of the affected 
trees and the reason for 
work proposed, is avail-
able weekdays from the 
Town Hall, Library and 
Police Department during 
normal business hours.  

Josh Kushnierz
Tree Warden

10/11, 10/18/18

NOTICE OF 
MORTGAGEE’S SALE 

OF REAL ESTATE
Premises:
8 Cottage Street, 
Ware, MA 
By virtue and in exe-

cution of the Power of 
Sale contained in a certain 
mortgage given by Shawn 
J. Wells  to Mortgage 
Electronic Registration 
Systems, Inc., as nominee 
for First Federal Savings 
Bank of Boston  and now 
held by Branch Banking 
and Trust Company, said 
mortgage dated April 
14, 2016 and record-
ed with the Hampshire 
County Registry of Deeds 

in Book 12244, Page 
300, said mortgage was 
assigned from Mortgage 
Electronic Registration 
Systems, Inc., as nom-
inee for First Federal 
Savings Bank of Boston 
to Branch Banking and 
Trust Company by assign-
ment dated August 16, 
2017 and recorded with 
said Registry of Deeds 
in Book 12726, Page 20;  
for breach of the condi-
tions in said mortgage and 
for the purpose of fore-
closing the same will be 
sold at Public Auction 
on November 1, 2018 at 
12:00 PM Local Time 
upon the premises, all 
and singular the premis-
es described in said mort-

gage, to wit:
The land at 8 Cottage 

Street, Ware, Hampshire 
County, Massachusetts 
being shown as Parcels I, 
II and III on a plan enti-
tled, “Plan of Property 
in Ware, Mass., Owned 
by John Paige Robinson 
and Mary Robinson”, 
dated October 17, 1955, 
by Theodore P. Drazek, 
S u r v e y o r ,  r e c o r d e d 
with Hampshire County 
Registry of Deeds, Plan 
Book 47, Page 67B.

The description of the 
property contained in the 
mortgage shall control in 
the event of a typograph-
ical error in this publica-
tion.

For Mortgagor’s Title 

see deed dated April 11, 
2016 and recorded in 
the Hampshire County 
Registry of Deeds in 
Book 12244, Page 297.

TERMS OF SALE: 
Said premises will be 
sold and conveyed sub-
ject to all liens, encum-
brances, unpaid taxes, tax 
titles, municipal liens and 
assessments, if any, which 
take precedence over 
the said mortgage above 
described.

FIVE THOUSAND 
($5,000.00) Dollars of 
the purchase price must 
be paid in cash, certified 
check, bank treasurer’s or 
cashier’s check at the time 
and place of the sale by 
the purchaser.  The bal-

ance of the purchase price 
shall be paid in cash, cer-
tified check, bank trea-
surer’s or cashier’s check 
within thirty (30) days 
after the date of sale.

Other terms to be 
announced at the sale.

Shechtman Halperin 
Savage, LLP
1080 Main Street
Pawtucket, RI 02860
Attorney for Branch 

B a n k i n g  a n d  Tr u s t 
Company 

Present Holder of the 
Mortgage

(401) 272-1400
10/04, 10/11, 10/18/18
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obituaries

SOUTH KINGSTON, RHODE 
ISLAND – David J. Cook, 88, of 
South Kingstown, passed away 
on Tuesday, Oct. 9, 2018. He was 
the husband of the late 
Alma I. (Jones) Cook. 
Born in Newburyport, 
Massachusetts, he was a 
son of the late Arthur and 
Helen (Brooks) Cook.

He was an Air Force 
veteran, met and married 
Alma Jones while serv-
ing in London. He lived 
in Ware, Massachusetts 
for over 40 years before moving 
to Rhode Island. While living in 
Ware, he was a member of the 
Knights of Columbus, he coached 
Little League, served on the 
School Committee and raised five 
children. He was an avid fisher-
man, often found trout fishing at 
the Swift River and the Quabbin 

Reservoir, and salt water fishing 
on Plum Island in Newburyport. 
Mr. Cook also loved a good cigar, 
a good book and his many dogs 

over the years.
M r .  C o o k  w a s 

an educator for the 
Spr ingfie ld  School 
Department for many 
years before retiring. 
He taught a range of 
subjects throughout his 
career, however, he was 
particularly grateful for 
the opportunity to lead 

a unique program designed for 
gifted children of under-privileged 
families. He received many letters 
from these children expressing 
their gratitude years later.

Hr is survived by his chil-
dren, Lianne Cook of Gloucester, 
Mass., Susan Cook Beaudoin of 
South Kingstown, Rhode Island, 

David Cook of Peabody, Mass., 
James Cook of Blackstone, Mass. 
and Beth Cook of Fall River, 
Mass. He also has nine grand-
children; Nicholas, Brian, Olivia, 
Gwen, Jamie Elizabeth, Ethan, 
Abigail, Leah and Nate.

His funeral  was held on 
Saturday, Oct. 13. Visiting hours 
were from 10-11 a..m in the 
Avery-Storti Funeral Home, 88 
Columbia St., Wakefield, with 
a Mass of Christian Burial cel-
ebrated at noon in St. James 
Chapel, 2079 Matunuck School 
House Road, Charlestown, Rhode 
Island Burial will be private. In 
lieu of flowers, contributions may 
be made to St. Jude Childrens 
Hospital, 501 St. Jude Place, 
Memphis, TN, 38105-1942.

For guest book and condolenc-
es, visit averystortifuneralhome.
com.

WARE – Nancy Jean (Demers) 
Rucki, 72, of Ware died on 
Thursday, Oct. 11, 2018, at home 
with her loving family 
by her side.

She leaves her hus-
band of 47 years, Ronald 
J. Rucki, of Ware; one 
son, Scott Rucki, of 
Wilbraham; her daugh-
ter, Lisa Floury, and 
her husband, Chris, 
of Warren; her moth-
er, Alice “Lorraine” 
(Gibbs), of Ware, and five grand-
children, Amber, Emily and Travis 
Floury, and Olivia and Lauren 
Rucki. She also leaves her sister, 
Shirley Socha, of Ware. She was 
born in Ware, daughter of Alice 
“Lorraine” (Gibbs) and the late 

Albert Demers, and was a lifelong 
resident of Ware.

Nancy always had a caring, 
quiet nature. She enjoyed 
gardening, bird watch-
ing and putting puzzles 
together.  Her  great-
est loves though were 
her husband Ron, her 
children and her grand-
children. She held her 
Catholic faith closely, and 
it never wavered despite 
her illness; always know-

ing that God gives eternal life to 
those who follow Him.

Nancy was a member of St. 
Mary’s Church in Ware.

A funeral Mass for Nancy 
was held on Monday, Oct. 15, 
at 10 a.m. in St. Mary’s Church, 

60 South St., in Ware. Calling 
hours were held on Sunday, 
Oct. 14, from 5 to 7 p.m. in the 
Charbonneau Funeral Home, 30 
Pleasant St., in Ware. Burial was 
in Our Lady of Mount Carmel 
Cemetery following Mass. In lieu 
of flowers, memorial donations 
may be made to St. Mary’s Church 
or Baystate Visiting Nurses and 
Hospice Association, P.O. Box 
9058, Springfield, MA, 01102.

The Rucki and Floury families 
would like to thank the devot-
ed nurses of Baystate Hospice: 
Mamie, Melissa, Kathy, Lucy, 
Rose and others, for assisting with 
Nancy’s care.

An online guest book is avail-
able at charbonneaufh.com.

David J. Cook

Nancy Jean Rucki

Death notices
Cook, David J.
Died Oct. 9, 2018

Funeral Services Oct. 13, 2018
Avery-Storti Funeral Home
Charlestown, Rhode Island

Rucki, Nancy J. (Demers) 
Died Oct. 11, 2018 

Funeral Mass Oct. 15, 2018 
St. Mary’s Church

Ware

Jacques, Charles A.
Died Oct. 14, 2018

Graveside Service Oct. 19, 2018
Mount Carmel Cemetery

Ware

MEMORIAL GRAVESIDE SERVICE:   

Roger E. “Buddy” Morin
& Shirley A. Morin 

Warren – A Memorial Graveside Service for 
Roger and Shirley (Calkins) Morin will be held 

on Saturday, October 27, 2018 at 11:00AM 
in Oak Knoll Cemetery in Palmer.  

Shirley died in 2011, and Roger died last year.  
They were longtime Warren residents who were 
married for nearly 60 years.  Roger and Shirley’s 

urns will be interred together in their family’s lot.  

Varnum Funeral Home, Inc., 
43 East Main Street, West Brookfield 

is assisting their family with arrangements.
varnumfuneralhome.com

Celebration of Life
for

Hillary Lynn Sarrette
10/31/82 - 9/29/18

October 20, 2018, 1-4 pm
at Second Congregational Church
1080 Pleasant Street, Palmer (downstairs)

Everyone is welcome. Donations welcome.
Dishes, desserts, soda, coffee and tea being served.

Also cash benefit for funeral expenses.

In Loving Memory of

Joseph A. Supczak
October 16, 1914 – June 3, 2010

Eight years have passed since you left us.
Gone but never forgotten. We miss you!!

Joseph & Doris Supczak’s children

In Loving Memory of
Randi Lee

Swistak-Stelmokas
13th Anniversary

October 21, 2005 -
October 21, 2018

Our lives go on without you
But nothing is the same

We have to hide our heartache
When someone speaks your name

Sad are the hearts that love you
Silent are the tears that fall

Living without you Randi is the hardest part of all
You meant so many things to us
Your heart was so kind and true
And when we needed someone
We could always count on YOU

Those special years will not return
When we are all together

But with the love in our hearts
You will walk with us FOREVER!

Love, Mom & Mark
Blair & Andy

Morgan
and Uncle Dave

Turley Publications offers two types of obituaries.
One is a free, brief Death Notice listing the name 

of deceased, date of death and funeral date and place.
The other is a Paid Obituary, costing $75, which 

allows families to publish extended death notice 
information of their own choice and may include a 
photograph. Death Notices & Paid Obituaries should 
be submitted through a funeral home to: obits@turley.
com.

Exceptions will be made only when the family
provides a death certificate and must be pre-paid.

Obituary Policy
Ware River News

public notices
NOTICE OF 

COMMUNITY 
OUTREACH 
MEETING

N o t i c e  i s  h e r e b y 
given that a Community 
Outreach Meeting for 
B’Leaf Wellness Centre, 
a proposed Marijuana 
Retailer is scheduled for 
November 1, 2018 at 
12 pm. The meeting will 
be held at the proposed 
retail location at 60 Main 
Street, Ware, MA 01082. 
There will be an opportu-
nity for the public to ask 
questions. 
10/18/18

Commonwealth of 
Massachusetts

The Trial Court
 Hampshire Probate and 

Family Court
33 King Street, Suite 3

Northampton,
MA 01060

(413)586-8500
Docket No. 

HS18P0545EA
Estate of: 

Matthew R Balliett
Also known as: 

Matthew Raymond 
Balliett

Date of Death: 
07/23/2018

CITATION ON 
PETITION FOR 

FORMAL 
ADJUDICATION

To all interested per-
sons:

A  P e t i t i o n  f o r 
Fonnal Probate of Will 
with Appointment of 
Personal Representative 
h a s  b e e n  f i l e d  b y 
Robert W. Balliett of 
Westborough MA request-
ing that the Court enter 
a formal Decree and 
Order and for such other 
relief as requested in the 
Petition. 

The Petitioner requests 
that: Robert W. Balliett 
of Westborough MA be 
ap point ed as Person al 
Rep resenta tive(s) of said 
estate to serve Without 
Surety on the bond in an 
unsupervised administra-
tion.
IMPORTANT NOTICE

You have the right 
to obtain a copy of the 
Petition from the Petit-
ioner or at the Court. You 
have a right to object to 
this proceeding. To do so, 
you or your attorney must 
file a written appearance 
and objection at this Court 
before: 10:00 a.m. on the 
return day of 11/01/2018.

This is NOT a hear-
ing date, but a deadline 
by which you must file a 
written appearance and 
objection if you object 
to this proceeding. If you 
fail to file a timely written 
appearance and objection 
followed by an affidavit 
of objections within thir-
ty (30) days of the return 
day, action may be taken 
without further notice to 
you.

UNSUPERVISED
ADMINISTRATION 

UNDER THE
MASSACHUSETTS

UNIFORM PROBATE 
CODE (MUPC)

A Personal Represent-
ative appointed under the 
MUPC in an unsuper-
vised administration is not 
re quired to file an inven-
tory or annual accounts 
with the Court. Persons 
interested in the estate are 
entitled to notice regard-
ing the administration 
directly from the Personal 
Representative and may 
petition the Court in any 
matter relating to the 
estate, including the dis-
tribution of assets and 
expenses of administra-
tion.

W I T N E S S ,  H o n . 
Linda S Fidnick, First 
Justice of this Court.
Date: October 04, 2018

Michael J. Carey
Register of Probate

10/18/18

LEGAL NOTICE
SP-2018-06

N OT I C E  i s  h e r e -
by given that the Ware 
Planning Board, acting 
as the Special Permit 
Granting Authority, will 
hold a Public Hearing 

o n  W E D N E S D AY, 
November 7, 2018 at 
7:05 PM on the appli-
cation of Timothy and 
Jennifer St. George for a 
Special Permit (SP-2018-
06) to construct a single 
family home under item 
4.2.A.1, Single Family 
Home, of the Zoning 
Bylaw and pursuant to 
MGL Chapter 40A. The 
hearing will be held in 
the Selectmen’s Meeting 
Room, 126 Main Street, 
Town Hall, Ware, MA.

SITE LOCATION:  
B e l c h e r t ow n  R o a d , 
Ware, MA. Said premis-
es being further described 
in deeds recorded in 
the Hampshire District 
Registry of Deeds, Book 
12187, Page 257. Said 
property is also listed on 
Assessor’s Map 64, Lot 
2.  Zoned:  Rural Quabbin 
(RQ).

 A complete copy of 
the application may be 
inspected at Town Clerk’s 
office or the Planning and 
Community Development 
Department during regular 
business hours. Anyone 
interested or wishing to 
be heard on the applica-
tion should appear at the 
time and place designated 
above. All interested par-
ties are invited to attend.

Pursuan t  to  MGL 
Chapter 4, Section 13, a 
copy of this legal notice 
can be found on the 
Massachusetts Newspaper 
Publishers Association’s 
(MNPA) website:  http://
masspublicnotices.org.

WARE PLANNING 
BOARD

Richard Starodoj, 
Chairman

10/18, 10/25/18

(SEAL)   
    COMMONWEALTH 
OF MASSACHUSETTS

LAND COURT
DEPARTMENT OF 

THE TRIAL COURT
 18 SM 005800

ORDER OF NOTICE
TO:
Shelley A. Van Etten
and to all persons enti-

tled to the benefit of the 
Servicemembers Civil 
Relief Act, 50 U.S.C. §§ 
3901 et seq.:

L a k e V i e w  L o a n 
Servicing, LLC

claiming to have an 
interest in a Mortgage 
covering real property in 
Ware, numbered 65 South 
Street, given by Shelley 
A. Van Etten to Mortgage 
Electronic Registration 
Systems, Inc., as Nominee 
for Plaza Home Mortgage 
Inc.,  dated December 
16, 2015, and record-
ed at Hampshire County 
Registry of Deeds in 
Book 12155, Page 1, and 
now held by Plaintiff by 
assignment, has/have filed 
with this court a com-
plaint for determination of 
Defendant’s/Defendants’ 
Servicemembers status.

If you now are, or 
recently have been, in the 
active military service 
of the United States of 
America, then you may be 
entitled to the benefits of 
the Servicemembers Civil 
Relief Act. If you object 
to a foreclosure of the 
above-mentioned proper-
ty on that basis, then you 
or your attorney must 
file a written appearance 
and answer in this court 
at  Three Pemberton 
Square, Boston, MA 
02108  on  or  before 
November 19, 2018 or 
you may be forever barred 
from claiming that you 
are entitled to the benefits 
of said Act.

Witness, JUDITH C. 
CUTLER, Chief Justice 
of this Court on October 
4, 2018 

Attest:
Deborah J. Patterson

Recorder
10/18/18

NOTICE OF 
MORTGAGEE’S SALE 

OF REAL ESTATE
By virtue and in exe-

cution of the Power of 
Sale contained in a certain 
mortgage given by David 
Pol le t te  and Sandy 

Pollette to Home Loan 
and Investment Bank, 
F.S.B., dated December 
23, 2003 and  record-
ed with the Hampshire 
County Registry of Deeds 
at Book 7633, Page 43, 
of which mortgage the 
undersigned is the pres-
ent holder by assignment 
from  Home Loan and 
Investment Bank, FSB 
to  Washington Mutual 
Bank, FA dated  January 
6, 2004 and recorded with 
said Registry on February 
5, 2004 at Book 7677, 
Page 12 and  by assign-
ment from  Washington 
M u t u a l  B a n k ,  f / k / a 
Washington Mutual Bank, 
FA to  Wells Fargo Bank, 
NA dated  March 28, 
2007 and recorded with 
said Registry on April 12, 
2007 at Book 9095, Page 
223 and by assignment 
from  Wells Fargo Bank, 
N.A. to  Specialized Loan 
Servicing LLC dated  
April 5, 2018 and record-
ed with said Registry on 
April 5, 2018 at Book 
12917, Page 263, for 
breach of the conditions 
of said mortgage and for 
the purpose of foreclos-
ing, the same will be sold 
at Public Auction at 10:00 
a.m. on November 1, 
2018, on the mortgaged 
premises located at 32 
EDDY STREET, WARE, 
H a m p s h i r e  C o u n t y, 
Massachusetts, all and 
singular the premises 
described in said mort-
gage,

TO WIT:
Meaning and intending 

to mortgage and convey 
the premises as conveyed 
to the Mortgagor by deed 
recorded in Book 5184, 
Page 211. 

A certain t ract  of 
land together with the 
buildings thereon situ-
ate on the southerly side 
of Eddy Street, in Ware, 
H a m p s h i r e  C o u n t y, 
M a s s a c h u s e t t s ,  a n d 
bounded and described as 
follows: 

Beginning at the north-
westerly corner of land 
formerly of Patrick and 
Julia Moran, on the south-
erly side of Eddy Street; 

Thence westerly on 
said street, 70 feet to a 
way six feet wide; Thence 
southerly on the east side 
of said way, 84 feet to 
land formerly of John M. 
Barnes; 

Thence easterly on 
land formerly of said 
Barnes, 70 feet to a cor-
ner; 

Thence northerly 80 
feet to the place of begin-
ning.

For mortgagor’s(s’) 
title see deed recorded 
with Hampshire County 
Registry of Deeds in Book 
5184, Page 211.

These premises will be 
sold and conveyed sub-
ject to and with the ben-
efit of all rights, rights of 
way, restrictions, ease-
ments, covenants, liens 
or claims in the nature 
of liens, improvements, 
public assessments, any 
and all unpaid taxes, tax 
titles, tax liens, water and 
sewer liens and any other 
municipal assessments or 
liens or existing encum-
brances of record which 
are in force and are appli-
cable, having priority over 
said mortgage, whether 
or not reference to such 
restrictions, easements, 
improvements, liens or 
encumbrances is made in 
the deed.

TERMS OF SALE:
A deposi t  of  Five 

Thousand ($5,000.00) 
Dol la r s  by  cer t i f i ed 
or bank check will be 
required to be paid by the 
purchaser at the time and 
place of sale.  The balance 
is to be paid by certified 
or bank check at Harmon 
L a w  O ff i c e s ,  P. C . , 
150 California Street, 
Newton, Massachusetts 
02458, or by mail to P.O. 
Box 610389, Newton 
Highlands, Massachusetts 
02461-0389, within thirty 
(30) days from the date 
of sale.  Deed will be 
provided to purchaser for 

recording upon receipt in 
full of the purchase price.  
The description of the 
premises contained in said 
mortgage shall control in 
the event of an error in 
this publication.

Other terms, if any, 
to be announced at the 
sale.

SPECIALIZED LOAN 
SERVICING LLC

Present holder of said 
mortgage

By its Attorneys,
HARMON LAW 

OFFICES, P.C.
150 California Street
Newton, MA 02458

(617) 558-0500
201710-0215 - PRP

10/04, 10/11, 10/18/18

(SEAL)
COMMONWEALTH 

OF MASSACHUSETTS
LAND COURT

DEPARTMENT OF 
THE TRIAL COURT

ORDER OF NOTICE 18 
SM 005699

TO:
The Heirs, Devisees 

or Legal Representatives 
of the Estate of Martin 
O. St. Germain a/k/a

M a r t i n  O t i s  S t . 
Germain

Ciji M. St. Germain
R h o d a  D .  S t . 

Germain a/k/a Rhoda 
Doctolero St. Germain 
a /k /a  Rhoda Lopez 
Doctolero,

Individually and as 
PPA of Natasha D. St. 
Germain

and to all persons enti-
tled to the benefit of the 
Servicemembers Civil 
Relief Act, 50 U.S.C. 
App.

§ 3901 et seq.:
Nationstar Mortgage 

LLC d/b/a Mr. Cooper
claiming to have an 

interest in a Mortgage 
covering real property in 
Ware, numbered 70 West

Main  S t ree t  a /k /a 
70-72 West Main Street, 
given by Martin O. St. 
Germain and Rhoda D. 
St. Germain to “MERS”, 
Mor tgage  Elec t ron ic 
Registration Systems, 
Inc., a separate corpora-
tion that is acting solely 
as nominee for “Lender”, 
C o u n t r y w i d e  H o m e 
Loans, Inc. and its suc-
cessors  and ass igns , 
dated May 23, 2005, and 
recorded in the Hampshire 
C o u n t y  R eg i s t r y  o f 
Deeds in Book 8270, 
Page 265, and now held 
by Plaintiff by assign-
ment, has/have filed with 
this court a complaint 
for determination ofDe-
fendant’s/Defendants’ 
Servicemembers status.

If you now are, or 
recently have been, in the 
active military service 
of the United States of 
America, then you may be 
entitled to the benefits of 
the Servicemembers Civil 
Relief Act. If you object 
to a foreclosure of the 
above-mentioned proper-
ty on that basis, then you 
or your attorney must 
file a written appearance 
and answer in this court 
at  Three Pemberton 
Square, Boston, MA 
02108  on  or  before 
November 19, 2018 or 
you may be forever barred 
from claiming that you 
are entitled to the benefits 
of said Act.

Witness, JUDITH C. 
CUTLER, Chief Justice 
of this Court on October 
2, 2018.

Attest:
Deborah J. Patterson

Recorder
10/18/18

More public notices on page 10

Please check 
the accuracy of 

your legal notice 
prior to submis-
sion (i.e., date, 
time, spelling).

Also, be sure 
the requested 

publication date 
coincides with 

the purpose of the 
notice, or as the 
law demands.

Thank you.

Ezra




139 Damon Road, #5 Northampton, MA 01060  
413-539-3059 ezra@greenglove.com 
 

 
 
 
September 10, 2019 
 
This document confirms my role as a consultant to B Leaf Wellness Centre, LLC in obtaining 
their licensure for a retail cannabis establishment in Ware, MA. I sign documents on B Leaf 
Wellness Centre, LLC’s behalf and signed the HCA certification form dated 11/1/2018. I have 
no control over the management of the business and have been authorized by Lori Sinclair to 
sign documentation pertaining to the licensing and permitting of B Leaf Wellness Centre.   
 
 
 
 
 
_______________ 
Ezra Parzybok (consultant)  
 
 
_______________ 
Lori Sinclair (Owner) 

Ezra
9/10/19

Ezra
9/10/19



B Leaf Wellness Centre LLC; Plan to Remain Compliant with Local Zoning 
 
 
As B Leaf Wellness Centre LLC has completed and been granted a Special Permit 
to operate a retail marijuana establishment in the Downtown Commercial zoning 
district of downtown (60 Main St.) by the Ware SPGA and a Host Agreement by the 
town of Ware, we plan to follow the use regulations for permitted use at our Main 
Street location, compliance standards for security and fire, and all special provisions 
for parking, loading, signs, etc. We will also communicate with the town 
administrator, building inspector, and appropriate boards on a regular basis to 
remain updated and compliant with any changes or additions to local zoning. 
 
B Leaf LLC attests that it will, through its operation of a retail establishment in the 
town of Ware, MA, follow and remain compliant with all local zoning requirements, 
including but not limited to the following sections of the Ware Zoning Bylaw: 
 

Article 4 Special Use Regulations 
 
 4.8.8  Marijuana (Cannabis) facilities (RMFs) 
  D. Special Permit and Site Plan Approval 
  E. Separation and Setbacks 
  F. Security Plan 
  G. Standards Applicable to…Recreational and Hybrid Marijuana 
  Facilities and/or Marijuana Cultivation Sites: 

c. The proposed plan shall conform to  
§7.2, Special Permits,  
§7.4, Site Plan Review, and to those zoning districts per §4.2 

 
Article 6  Design Standards 
 
 6.1 Parking and Loading 
 6.2  Buffers and Landscaping 
 6.3 Lighting 
 6.5 Signage 
 6.6 Common Driveways 
 
Article 7 Administration 
 
 7.1  Zoning Board of Appeals 
 7.2  Special Permit 
 7.4 Site Plan Review 
 7.5 Enforcement 
 7.6 Violations and Penalties 

 



 

Initials of Attester: ____ 
 

5. Information was presented at the community outreach meeting including:  
a. The type(s) of Marijuana Establishment to be located at the proposed address; 
b. Information adequate to demonstrate that the location will be maintained securely;  
c. Steps to be taken by the Marijuana Establishment to prevent diversion to minors;  
d. A plan by the Marijuana Establishment to positively impact the community; and 
e. Information adequate to demonstrate that the location will not constitute a nuisance as 

defined by law. 
 

6. Community members were permitted to ask questions and receive answers from representatives of 
the Marijuana Establishment. 

 
  
 
  



 
 

 
The Green Gateway Positive Impact Program 

 
Introduction   
     This direct mentor-to-mentee program will be hosted in Amherst, MA, a community that is an Area of 
Disproportionate Impact (ADI) as defined by the Commission. B Leaf Wellness Centre LLC has 
committed to funding the ​Green Gateway Positive Impact Program​ for a minimum of five years. Execution 
of this program will commence at the receipt of a final Marijuana Establishment license. Quarterly 
scheduled seminars will be promoted and advertised through print media, social media, poster 
campaigns, and any other means. 
 
Acknowledgements 
     The applicant will adhere to the requirements set forth in 935 CMR 500.105(4) which provides the 
permitted and prohibited advertising, branding, marketing, and sponsorship practices of every Marijuana 
Establishment. 
     No actions taken, or programs instituted by the applicant will violate the Commission’s regulations with 
respect to limitations on ownership or control or other applicable state laws. 
     No donation or program to support any specifically named organizations or the furtherance of their 
goals have been proposed as this is a direct mentor-to-mentee program. 
 
Goals: 
  
     This program will meet the spirit and objectives of state law M.G.L. Ch. 94G §4 that requires LMEs to, 
“​...engage in processes and policies that promote and encourage full participation in the regulated 
cannabis industry by people from communities that have previously been disproportionately harmed by 
marijuana prohibition and enforcement and to positively impact those communities.”  
 
     The Commission has identified the groups this plan is intended to impact as the following: 

● Past or present residents of the geographic ADI, which have been defined by the Commission 
and identified in its ​Guidance for Identifying Areas of Disproportionate Impact​. 

● Commission-designated Economic Empowerment Priority applicants; 
● Commission-designated Social Equity Program participants; 
● Massachusetts residents who have past drug convictions; and 
● Massachusetts residents with parents or spouses who have drug convictions. 
● The above persons are hereinafter be referred to as the ​Primary Target Group (PTG). 

 
The goal of the program is to provide ADI communities access to the following training, educational and 
mentorship resources, with a goal of attracting 25% of attendees from the PTG described above: 

● Access to ​quarterly ​training seminars (see seminar content below)  
○ PTG participants will acquire or adapt some of the tools and skills necessary to achieve 

success as either an entrepreneur or employee within the licensed marijuana industry. 
○ PTG participants will be empowered to better understand and recognize if, and where, 

their interest within the licensed marijuana industry lies. 
○ PTG participants will have access to guidance and support in the job-seeking process for 

those looking to gain employment within the industry. 
● Provide PTG participants open access to expert, proactive, post-seminar mentorship and 

counseling, an online resource center providing links and information of use to both PTG 
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entrepreneurs and those seeking employment in the licensed marijuana industry, and access to 
weekly group and individual conference calls with leading industry consultants and ancillary 
professionals 

● Promote PTG attendee participation in a wide-reaching quarterly survey designed to identify and 
overcome the obstacles to success in the industry, and thus make a positive impact on others 
seeking to contribute or participate in the licensed marijuana industry. 

 
Programs: 
 
     The ​Green Gateway Positive Impact Program​ comprises three main elements: 
 

One day seminar​ - This free, quarterly seminar will be conducted at a suitable venue in the 
above ADI  and is open to 10-20 individuals per session. The goal of these seminars is to directly 
assist members of the PTG by providing participants with knowledge, resources, tools and 
guidance to strengthen, promote and empower their successful participation in this industry as an 
entrepreneur, business owner, or employee.  
 
Seminar Content: 

● Introduction 
● A brief history of Marijuana regulation 
● Federal Law, State Law, Regulations and 

Administrative Decisions 
● The Cannabis Control Commission 
● Developing your vision 
● Developing your business plan 
● The Application Process - Threading the 

needle 

● Community Resources for Economic 
Development 

● Home-Grown Cannabis regulations 
● Employment in the Marijuana Industry 
● Open Forum 
● Next steps 

 

 
Mentorship and Counseling​ - Seminar participants will be offered free, ​ongoing ​access to a 
web-based, “help-desk” facility that provides access to the knowledge and experience of 
professional industry consultants with expertise in Business Development, Marijuana LIcensing, 
Federal and State law, and Federal and State accounting. This post-seminar mentorship and 
counseling facility will assist and guide PTG participants by providing the following: 

● Exclusive access to an online resource center that provides links to documents, state and local 
resources, service providers and articles that will benefit the PTG participant. 

● Exclusive access to our “Ask me anything” FAQ page, where PTG participants may post 
questions and receive answers to Marijuana industry related issues. 

● A ​weekly ​telephone conference that comprises a 60-minute check-in with PTG participants, with 
a Q&A session, followed by a number of, 30-minute, pre-booked individual calls that allow PTG 
participants to pose or discuss business sensitive or confidential questions and matters without 
fear of disclosure. 

 
Positive Impact Survey​ - A goal and measurement of our program progress will be our Positive 
Impact Survey. All participants in the one-day seminar are required to complete and submit the 
pre-seminar baseline survey. The goal of the survey is to help identify the “capture” demographics of 
attendees. A second, follow-up survey will be completed and submitted at the conclusion of the 
one-day seminar. This will help identify our core survey group. 
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     The goal of the program is to gather a cadre of core survey participants. This group should 
comprise those participants whose interest in the marijuana industry and the Green Gateway 
Program extends beyond the initial seminar. Participants in the core survey, while benefiting from 
ongoing mentorship and counseling, will through a series of in-depth questionnaires, focus groups 
and feedback opportunities, provide a wealth of data detailing demographics, backgrounds, 
challenges and advantages encountered or perceived by seminar attendees and survey participants. 
The qualitative and quantitative findings of our survey will be published in an annual report and will 
serve as documentation of the progress and success of our plan. This report will be made available to 
the CCC, state funding agencies, and local business development organizations. This report will help 
assess and measure the obstacles and routes to success for PTG participants. 

 
Measurements:  
 

Program Progress and Success​ - The success and impact of this program will be measured 
through the following means: 
 

● Attendance ​-  Attendance will be counted and recorded through both the survey and attendee 
records. Attendance goals will be achieved if at least 25% of attendees are PTGs from any ADI.  

● Feedback ​- All attendees, survey participants, and survey recipients will be asked to complete 
feedback surveys on the content and delivery of this program. Our feedback goals will be achieved if 
75% or more attendees provide feedback and that feedback rating is at least 3.5 out of 5. 

● Sustainability ​- One of our benchmarks of success will be sustained participation in our program. We 
define “sustained participation” as the continued engagement of at least 25% of attendees in our post 
seminar activities such as mentorship and counseling activities, accessing our online resource center, 
or participating in our weekly telephone conference during the 3 months following their first seminar 

● Survey Data use​ -The success of our survey data efforts may be measured by the circulation of our 
annual​ ​survey data report to at least two state organizations, the governing body of the above ADI, 
and at least two independent regional workforce development and/or economic development 
organizations.  

● License Renewal: ​A comprehensive annual report that shows the progress or success of this plan 
will be provided to the CCC prior to annual renewal of the license and each year thereafter, 
commencing with the date of provisional license. 
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B Leaf Wellness Centre, LLC.  
 
 

Bylaws 
 

 
 

ARTICLE I 
OFFICES 

 
Section 1. The principal office of this corporation shall be in the Commonwealth of 
Massachusetts. 
 
Section 2. The corporation may also have offices at such other places both within and 
without the Commonwealth of Massachusetts as the Board of Directors may from time to time 
determine or the business of the corporation may require. 
 

ARTICLE II 
MEETINGS OF STOCKHOLDERS 

 
Section 1. All annual meetings of the stockholders shall be held at the registered office of the 
corporation or at such other place within or without the Commonwealth of Massachusetts as the 
directors shall determine.  Special meetings of the stockholders may be held at such time and 
place within or without the Commonwealth as shall be stated in the notice of the meeting, or in 
a duly executed waiver of notice thereof. 
 
Section 2. Annual meetings of the stockholders, commencing with the year 2019, shall be 
held in May of each year as may be set by the Board of Directors from time to time, at which the 
stockholders shall elect by vote a Board of Directors and transact such other business as may 
properly be brought before the meeting.  Meetings may be held by telephonic conference call 
provided all stockholders are present telephonically, or have expressly declined to participate.   
 
Section 3. Special meetings of the stockholders, for any purpose or purposes, unless 
otherwise prescribed by statute or by the Articles of Organization, may be called by the President 
or the Secretary by resolution of the Board of Directors or at the request in writing of 
stockholders owning a majority in amount of the entire capital stock of the corporation issued 
and outstanding and entitled to vote.  Such request shall state the purpose of the proposed 
meeting. 
 
Section 4. Notices of meetings shall be in writing and signed by the President or the Secretary 
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or by such other person or persons as the directors shall designate.  Such notices shall state the 
purpose or purposes for which the meeting is called and the time and the place, which maybe 
within or without the Commonwealth, where it is to be held.  A copy of such notice shall be either 
delivered personally to or shall be mailed, postage prepaid, to each stockholder of record entitled 
to vote at such meeting not less than ten nor more than sixty days before such meeting.  If mailed, 
it shall be directed to a stockholder at his address as it appears upon the records of the 
corporation and upon such mailing of any such notice, the service thereof shall be complete and 
the time of the notice shall begin to run from the date upon which such notice is deposited in the 
mail for transmission to such stockholder.  Personal delivery of any such notice to any officer of 
a corporation or association, or to any member of a partnership shall constitute delivery of such 
notice to such corporation, association or partnership.  In the event of the transfer of stock after 
delivery of such notice of and prior to the holding of the meeting it shall not be necessary to 
deliver or mail notice of the meeting to the transferee. 
 
Section 5. Business transacted at any special meeting of stockholders shall be limited to the 
purposes stated in the notice. 
 
Section 6. The holders of a majority of the stock, issued and outstanding and entitled to vote 
thereat, present in person or represented by proxy, shall constitute a quorum at all meetings of 
the stockholders for the transaction of business except as otherwise provided by statute or by 
the Articles of Organization.  If, however, such quorum shall not be present or represented at any 
meeting of the stockholders, the stockholders entitled to vote thereat, present in person or 
represented by proxy, shall have power to adjourn the meeting from time to time, without notice 
other than announcement at the meeting, until a quorum shall be present or represented.  At 
such adjourned meeting at which a quorum shall be present or represented, any business may 
be transacted which might have been transacted at the meeting as originally notified. 
 
Section 7. When a quorum is present or represented at any meeting, the vote of the holders 
of a majority of the stock having voting power present in person or represented by proxy shall be 
sufficient to elect directors or to decide any question brought before such meeting, unless the 
question is one upon which by express provision of the statutes or of the Articles of Organization, 
a different vote is required in which case such express provision shall govern and control the 
decision of such question. 
 
Section 8. Each stockholder of record of the corporation shall be entitled at each meeting of 
stockholders to one vote for each share of stock standing in his name on the books of the 
corporation.  Upon the demand of any stockholder, the vote for directors and the vote upon any 
question before the meeting shall be by ballot. 
 
Section 9. At any meeting of the stockholders any stockholder may be represented and vote 
by a proxy or proxies appointed by an instrument in writing.  In the event that any such 
instrument in writing shall designate two or more persons to act as proxies, a majority of such 
persons present at the meeting, or, if only one shall be present, then that one shall have and may 
exercise all of the powers conferred by such written instrument upon all of the persons so 
designated unless the instrument shall otherwise provide.  No proxy or power of attorney to vote 
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shall be used to vote at a meeting of the stockholders unless it shall have been filed with the 
secretary of the meeting when required by the inspectors of election.  All questions regarding 
the qualification of voters, the validity of proxies and the acceptance or rejection of votes shall 
be decided by the inspectors of election who shall be appointed by the Board of Directors, or if 
not so appointed, then by the presiding officer of the meeting. 
 
Section 10. Any action which may be taken by the vote of the stockholders at a meeting may 
be taken without a meeting if authorized by the written consent of stockholders holding at least 
a majority of the voting power, unless the provisions of the statutes or of the Articles of 
Organization require a greater proportion of voting power to authorize such action in which case 
such greater proportion of written consents shall be required. 
 

ARTICLE III 
DIRECTORS 

 
Section 1. The business of the corporation shall be managed by its Board of Directors which 
may exercise all such powers of the corporation and do all such lawful acts and things as are not 
by statute or by the Articles of Organization or by these Bylaws directed or required to be 
exercised or done by the stockholders. 
 
Section 2. The number of directors which shall constitute the whole board shall initially be 
one (1). The number of directors may from time to time be increased or decreased to not less 
than one nor more than seven (7) by action of the Board of Directors.  The directors shall be 
elected at the annual meeting of the stockholders and except as provided in Section 2 of this 
Article, each director elected shall hold office until his successor is elected and qualified.  
Directors need not be stockholders. 
 
Section 3. Vacancies in the Board of Directors including those caused by an increase in the 
number of Directors, may be filled by a majority of the remaining directors, though less than a 
quorum, or by a sole remaining director, and each director so elected shall hold office until his 
successor is elected at an annual or a special meeting of the stockholders.  The holders of a two-
thirds of the outstanding shares of stock entitled to vote may at any time peremptorily terminate 
the term of office of all or any of the directors by vote at a meeting called for such purpose or by 
a written statement filed with the secretary or, in his absence, with any other officer.  Such 
removal shall be effective immediately, even if successors are not elected simultaneously and 
the vacancies on the Board of Directors resulting therefrom shall be filled only by the 
stockholders. 
 
 A vacancy or vacancies in the Board of Directors shall be deemed to exist in case of the 
death, resignation or removal of any directors, or if the authorized number of directors be 
increased, or if the stockholders fail at any annual or special meeting of stockholders at which 
any director or directors are elected to elect the full authorized number of directors to be voted 
for at that meeting. 
 
 The stockholders may elect a director or directors at any time to fill any vacancy or 
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vacancies not filled by the directors.  If the Board of Directors accepts the resignation of a director 
tendered to take effect at a future time, the Board or the stockholders shall have power to elect 
a successor to take office when the resignation is to become effective. 
 
 No reduction of the authorized number of directors shall have the effect of removing any 
director prior to the expiration of his term of office. 
 

ARTICLE IV 
MEETINGS OF THE BOARD OF DIRECTORS 

 
Section 1. Regular meetings of the Board of Directors shall be held at any place within or 
without the Commonwealth or by written consent of all members of the Board.  In the absence 
of such designation regular meetings shall be held at the registered office of the corporation.  
Special meetings of the Board may be held either at a place so designated or at the registered 
office. 
 
Section 2. The first meeting of each newly elected Board of Directors shall be held 
immediately following the adjournment of the meeting of stockholders and at the place thereof.  
No notice of such meeting shall be necessary to the directors in order legally to constitute the 
meeting, provided a quorum be present.  In the event such meeting is not so held, the meeting 
may be held at such time and place as shall be specified in a notice given as hereinafter provided 
for special meetings of the Board of Directors. 
 
Section 3. Regular meetings of the Board of Directors may be held without call or notice at 
such time and at such place as shall from time to time be fixed and determined by the Board of 
Directors. 
 
Section 4. Special meetings of the board of Directors may be called by the President. Written 
notice of the time and place of special meetings shall be delivered personally to each director, or 
sent to each director by mail or by other form of written communication, charges prepaid, 
addressed to him at his address as it is shown upon the records or is not readily ascertainable, at 
the place in which the meetings of the Directors are regularly held.  In case such notice is mailed 
or telegraphed, it shall be deposited in the United States mail at least forty-eight (48) hours prior 
to the time of the holding of the meeting.  In case such notice is delivered as above provided, it 
shall be so delivered at least twenty-four (24) hours prior to the time of the holding of the 
meeting.  Such mailing, telegraphing or delivery as above provided shall be due, legal and 
personal notice to such director. 
 
Section 5. Notice of the time and place of holding an adjourned meeting need not be given 
to the absent directors if the time and place be fixed at the meeting adjourned. 
 
Section 6. The transactions of any meeting of the Board of Directors, however called and 
noticed or wherever held, shall be as valid as though had at a meeting duly held after regular call 
and notice, if a quorum be present, and if, either before or after the meeting, each of the 
directors not present signs a written waiver of notice, or a consent to holding such meeting, or 
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an approval of the minutes thereof.  All such waivers, consents or approvals shall be filed with 
the corporate records or made a part of the minutes of the meeting. 
 
Section 7. A majority of the authorized number of directors shall be necessary to constitute 
a quorum for the transaction of business, except to adjourn as hereinafter provided.  Every act 
or decision done or made by a majority of the directors present at a meeting duly held at which 
a quorum is present shall be regarded as the act of the Board of Directors, unless a greater 
number be required by law, or by the Articles of Organization.  Any action of a majority, although 
not at a regularly called meeting, and the record thereof, if assented to in writing by all of the 
other members of the Board shall be as valid and effective in all respects as if passed by the Board 
in regular meeting. 
 
Section 8. A quorum of the directors may adjourn any directors meeting to meet again at a 
stated day and hour; provided, however, that in the absence of a quorum, a majority of the 
directors present at any directors meeting, either regular or special, may adjourn from time to 
time until the time fixed for the next regular meeting of the Board. 
 

ARTICLE V 
COMMITTEES OF DIRECTORS 

 
Section 1. The Board of Directors may, by resolution adopted by a majority of the whole 
Board, designate one or more committees of the Board of Directors, each committee to consist 
of two or more of the directors of the corporation which, to the extent provided in the resolution, 
shall have and may exercise the power of the Board of Directors in the management of the 
business and affairs of the corporation and may have power to authorize the seal of the 
corporation to be affixed to all papers which may require it.  Such committee or committees shall 
have such name or names as may be determined from time to time by the Board of Directors.  
The members of any such committee present at any meeting and not disqualified from voting 
may, whether or not they constitute a quorum, unanimously appoint another member of the 
Board of Directors to act at the meeting in the place of any absent or disqualified member.  At 
meetings of such committees, a majority of the members or alternate members shall constitute 
a quorum for the transaction of business, and the act of a majority of the members or alternate 
members at any meeting at which there is a quorum shall be the act of the committee. 
 
Section 2. The committees shall keep regular minutes of their proceedings and report the 
same to the Board of Directors. 
 
Section 3. Any action required or permitted to be taken at any meeting of the Board of 
Directors or of any committee thereof may be taken without a meeting if a written consent 
thereto is signed by all members of the Board of Directors or of such committee, as the case may 
be, and such written consent is filed with the minutes of proceedings of the Board or committee. 
 

ARTICLE VI 
COMPENSATION OF DIRECTORS 
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Section 1. The directors may be paid their expenses of attendance at each meeting of the 
Board of Directors and may be paid a fixed sum for attendance at each meeting of the Board of 
Directors or a stated salary as director.  No such payment shall preclude any director from serving 
the corporation in any other capacity and receiving compensation therefor.  Members of special 
or standing committees may be allowed like reimbursement and compensation for attending 
committee meetings. 
 

ARTICLE VII 
NOTICES 

 
Section 1. Notices to directors and stockholders shall be in writing and delivered personally 
or mailed to the directors or stockholders at their addresses appearing on the books of the 
corporation.  Notice by mail shall be deemed to be given at the time when the same shall be 
mailed.  Notice to directors may also be given by telegram. 
 
Section 2. Whenever all parties entitled to vote at any meeting, whether of directors or 
stockholders, consent, either by a writing on the records of the meeting or filed with the 
secretary, or by presence at such meeting and oral consent entered on the minutes, or by taking 
part in the deliberations at such meeting without objection, the doings of such meeting shall be 
as valid as if had at a meeting regularly called and noticed, and at such meeting any business may 
be transacted which is not excepted from the written consent or to the consideration of which 
no objection for want of notice is made at the time, and if any meeting be irregular for want of 
notice or of such consent, provided a quorum was present at such meeting, the proceedings of 
said meeting may be ratified and approved and rendered likewise valid and the irregularity or 
defect therein waived by a writing signed by all parties having the right to vote at such meeting; 
and such consent or approval of stockholders may be by proxy or attorney, but all such proxies 
and powers of attorney must be in writing. 
 
Section 3. Whenever any notice whatever is required to be given under the provisions of the 
statutes, of the Articles of Organization or of these Bylaws, a waiver thereof in writing, signed by 
the person or persons entitled to said notice, whether before or after the time stated therein, 
shall be deemed equivalent thereto. 
 

ARTICLE VIII 
OFFICERS 

 
Section 1. The officers of the corporation shall be chosen by the Board of Directors and shall 
be a President, a Secretary and a Treasurer.  Any person may hold two or more offices. 
 
Section 2. The salaries and compensation of all officers of the corporation shall be fixed by 
the Board of Directors. 
 
Section 3. The officers of the corporation shall hold office at the pleasure of the Board of 
Directors.  Any officer elected or appointed by the Board of Directors may be removed at any 
time by the Board of Directors.  Any vacancy occurring in any office of the corporation by death, 



 
7 

resignation, removal or otherwise shall be filled by the Board of Directors. 
 
Section 4. The President shall be the chief executive officer of the corporation and shall have 
active management of the business of the corporation.  He shall execute on behalf of the 
corporation all instruments requiring such execution except to the extent the signing and 
execution thereof shall be expressly designated by the Board of Directors to some other officer 
or agent of the corporation. 
 
Section 5. The Secretary shall act under the direction of the President.  subject to the 
direction of the President he shall attend all meetings of the Board of Directors and all meetings 
of the stockholders and record the proceedings.  He shall perform like duties for the standing 
committees when required.  He shall give, or cause to be given, notice of all meetings of the 
stockholders and special meetings of the Board of Directors, and shall perform such other duties 
as may be prescribed by the President or the Board of Directors. 
 
Section 6. The Treasurer shall act under the direction of the President.  Subject to the 
direction of the President he shall have custody of the corporate funds and securities and shall 
keep full and accurate accounts of receipts and disbursements in books belonging to the 
corporation and shall deposit all monies and other valuable effects in the name and to the credit 
of the corporation in such depositories as may be designated by the Board of Directors.  He shall 
disburse the funds of the corporation as may be ordered by the President or the Board of 
Directors, taking proper vouchers for such disbursements, and shall render to the President and 
the Board of Directors, at its regular meetings, or when the Board of Directors so requires, an 
account of all his transactions as Treasurer and of the financial condition of the corporation. 
 
Section 7. If required by the Board of Directors, he shall give the corporation a bond in such 
sum and with such surety or sureties as shall be satisfactory to the Board of Directors for the 
faithful performance of the duties of his office and for the restoration to the corporation, in case 
of his death, resignation, retirement or removal from office, of all books, papers, vouchers, 
money and other property of whatever kind in his possession or under his control belonging to 
the corporation. 
 
  
 

ARTICLE IX 
CERTIFICATES OF STOCK 

 
Section 1. Every stockholder shall be entitled to have a certificate signed by the President 
and the Treasurer, certifying the number of shares owned by him in the corporation.  If the 
corporation shall be authorized to issue more than one class of stock or more than one series of 
any class, the designations, preferences and relative, participating, optional or other special 
rights of the various classes of stock or series thereof and the qualifications, limitations or 
restrictions of such rights, shall be set forth in full or summarized on the face or back of the 
certificate which the corporation shall issue to represent such stock. 
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Section 2. If a certificate is signed (a) by a transfer agent other than the corporation or its 
employees or (b) by a registrar other than the corporation or its employees, the signatures of the 
officers of the corporation may be facsimiles.  In case any officer who has signed or whose 
facsimile signature has been placed upon a certificate shall cease to be such officer before such 
certificate is issued, such certificate may be issued with the same effect as though the person had 
not ceased to be such officer.  The seal of the corporation, or a facsimile thereof, may, but need 
not be, affixed to certificates of stock. 
 
Section 3. The Board of Directors may direct a new certificate or certificates to be issued in 
place of any certificate or certificates theretofore issued by the corporation alleged to have been 
lost or destroyed upon the making of an affidavit of that fact by the person claiming the certificate 
of stock to be lost or destroyed.  When authorizing such issue of a new certificate or certificates, 
the Board of Directors may, in its discretion and as a condition precedent to the issuance thereof, 
require the owner of such lost or destroyed certificate or certificates, or his legal representative, 
to advertise the same in such manner as it shall require and/or give the corporation a bond in 
such sum as it may direct as indemnity against any claim that may be made against the 
corporation with respect to the certificate alleged to have been lost or destroyed. 
 
Section 4. Upon surrender to the corporation or the transfer agent of the corporation of a 
certificate for share duly endorsed or accompanied by proper evidence of succession, assignment 
or authority to transfer, it shall be the duty of the corporation, if it is satisfied that all provisions 
of the laws and regulations applicable to the corporation regarding transfer and ownership of 
shares have been complied with, to issue a new certificate to the person entitled thereto, cancel 
the old certificate and record the transaction upon its books. 
 
Section 5. The Board of Directors may fix in advance a date not exceeding sixty (60) days nor 
less than ten (10) days preceding the date of any meeting of stockholders, or the date for the 
payment of any dividend, or the date for the allotment of rights, or the date when any change or 
conversion or exchange of capital stock shall go into effect, or a date in connection with obtaining 
the consent of stockholders for any purpose, as a record date for the determination of the 
stockholders entitled to notice of and to vote at any such meeting, and any adjournment thereof, 
or entitled to receive payment of any such dividend, or to give such consent, and in such case, 
such stockholders, and only such stockholders as shall be stockholders of record on the date so 
fixed, shall be entitled to notice of and to vote at such meeting, or any adjournment thereof, or 
to receive payment of such dividend, or to receive such allotment of rights, or to exercise such 
rights, or to give such consent, as the case may be, notwithstanding any transfer of any stock on 
the books of the corporation after any such record date fixed as aforesaid. 
 
Section 6. The corporation shall be entitled to recognize the person registered on its books 
as the owner of shares to be the exclusive owner for all purposes including voting and dividends, 
and the corporation shall not be bound to recognize any equitable or other claim to or interest 
in such share or shares on the part of any other person, whether or not it shall have express or 
other notice thereof, except as otherwise provided by the laws of Massachusetts. 
 

ARTICLE X 
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GENERAL PROVISIONS 
 
Section 1. Dividends upon the capital stock of the corporation, subject to the provisions of 
the Articles of Organization, if any, may be declared by the Board of Directors at any regular or 
special meeting, pursuant to law.  Dividends may be paid in cash, in property or in shares of the 
capital stock, subject to the provisions of the Articles of Organization. 
 
Section 2. Before payment of any dividend, there may be set aside out of any funds of the 
corporation available for dividends such sum or sums as the directors from time to time, in their 
absolute discretion, think proper as a reserve or reserves to meet contingencies, or for equalizing 
dividends or for repairing or maintaining any property of the corporation or for such other 
purpose as the directors shall think conducive to the interest of the corporation, and the directors 
may modify or abolish any such reserve in the manner in which it was created. 
 
Section 3. All checks or demands for money and notes of the corporation shall be signed by 
such officer or officers or such other person or persons as the Board of Directors may from time 
to time designate. 
 
Section 4. The fiscal year of the corporation shall end March 31 of each year unless fixed 
otherwise by resolution of the Board of Directors. 
 
Section 5. The corporation may or may not have a corporate seal, as may from time to time 
be determined by resolution of the Board of Directors.  If a corporate seal is adopted, it shall have 
inscribed thereon the name of the corporation and the words "Corporate Seal" and 
"Massachusetts."  The seal may be used by causing it or a facsimile thereof to be impressed or 
affixed or in any manner reproduced. 
 

ARTICLE XI 
INDEMNIFICATION 

 
Every person who was or is a party or is threatened to be made a party to or is involved in any 
action, suitor proceeding, whether civil, criminal, administrative or investigative, by reason of the 
fact that he or a person of whom he is the legal representative is or was a director or officer of 
the corporation or is or was serving at the request of the corporation or for its benefit as a 
director or officer of another corporation, or as its representative in a partnership, joint venture, 
trust or other enterprise, shall be indemnified and held harmless to the fullest extent legally 
permissible under the law of the Commonwealth of Massachusetts from time to time against all 
expenses, liability and loss (including attorneys' fees, judgments, fines and amounts paid or to be 
paid in settlement) reasonably incurred or suffered by him in connection therewith.  The 
expenses of officers and directors incurred in defending a civil or criminal action, suit or 
proceeding must be paid by the corporation as they are incurred and in advance of the final 
disposition of the action, suit or proceeding upon receipt of an undertaking by or on behalf of the 
director or officer to repay the amount if it is ultimately determined by a court of competent 
jurisdiction that he is not entitled to be indemnified by the corporation.  Such right of 
indemnification shall be a contract right which may be enforced in any manner desired by such 
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person.  Such right of indemnification shall not be exclusive of any other right which such 
directors, officers or representatives may have or hereafter acquire and, without limiting the 
generality of such statement, they shall be entitled to their respective rights of indemnification 
under any bylaw, agreement, vote of stockholders, provision of law or otherwise, as well as their 
rights under this Article. 
 
The Board of Directors may cause the corporation to purchase and maintain insurance on behalf 
of any person who is or was a director or officer of the corporation or is or was serving at the 
request of the corporation as a director or officer of another corporation, or as its representative 
in a partnership, joint venture, trust or other enterprise against any liability asserted against such 
person and incurred in any such capacity or arising out of such status, whether or not the 
corporation would have the power to indemnify such person. 
 
The Board of Directors may from time to time adopt further Bylaws with respect to 
indemnification and may amend these and such Bylaws to provide at all times the fullest 
indemnification permitted by the law of the Commonwealth of Massachusetts. 
 

ARTICLE XII 
AMENDMENTS 

 
Section 1. The Bylaws may be amended by a majority vote of all the stock issued and 
outstanding and entitled to vote at any annual or special meeting of the stockholders, provided 
notice of intention to amend shall have been contained in the notice of the meeting. 
 
Section 2. The Board of Directors by a majority vote of the whole Board at any meeting may 
amend these bylaws, including Bylaws adopted by the stockholders, but the stockholders may 
from time to time specify particular provisions of the Bylaws which shall not be amended by the 
Board of Directors. 
 

### 
 

 
APPROVED AND ADOPTED  
November 20, 2018. 
 
 
______________________________________ 
 Lori Sinclair, Secretary 



B Leaf Wellness Centre LLC Articles of Organization 
State of Massachusetts  

 
Pursuant to the laws of the state of Massachusetts governing the formation of Limited Liability 
Companies: Federal Identification number 04-3255379 
 
 
Article I- Name: 
 
The name of the Limited Liability Company is as follows: B Leaf Wellness Centre LLC 
 
 
Article II- Type: 
 
The entity being formed is a Limited Liability Company 
 
 
Article III- Purpose: 
 
The purpose of the Limited Liability Company is as follows:  
To open a Marijuana Retail Establishment pursuant to 935 CMR 500.000 
 
 
Article IV- Address: 
 
The mailing address and the street address (principle office address) for the Limited Liability 
Company are as follows: 
 
Limited Liability Company Address: 
 
60 Main Street, Ware, MA 01082 
 
The mailing address and street address (principle office address) for the Limited Liability 
Company are the same.  
 
 
Article V- Registered Agent Information: 
 
The name and address of the registered agent are as follows: 
 
Lori Sinclair 
54 Greenwich Plains Rd. 
Ware, MA 01082 
  



I, Lori Sinclair, resident agent of the above limited liability company, consent to me 
appointment as a resident agent pursuant to G.K. c 156C Section 12 
 
 
__________________________________________ 
Signature of Registered Agent 
 
 
Article VI- Dissolution: 
 
The duration of this Limited Liability Company shall be perpetual in nature.  
 
 
Article VII- Structure: 
 
This limited liability company will be managed by the following individuals: The name and 
business address of each person authorized to execute documents filed with the corporation 
division are as follows:  
 
Lori Sinclair 
54 Greenwich Plains Rd. 
Ware, MA 01082 
 
Owner, 50% 

Megan Sinclair 
54 Greenwich Plains Rd. 
Ware, MA 01082 
 
Owner, 50% 

 
Article VIII- Effective Date: 
 
The effective date of this Articles of Organization; November 2, 2018 
 
 
Execution: 
 
Signature of Organizer: 
 
 
___________________________________ 
 
Printed Name of organizer: 
 
Lori Sinclair 
 
Title of Organizer:  
 
Owner/Partner 







B LEAF WELLNESS CENTRE
54 GREENWICH PLNS RD
WARE MA  01082-9770

Commonwealth of Massachusetts
Department of Revenue
Christopher C. Harding, Commissioner

mass.gov/dor

CERTIFICATE OF GOOD STANDING AND/OR TAX COMPLIANCE

Case ID:

L1070648960
January 30, 2019
0-000-440-509

Letter ID:
Notice Date:

The Commissioner of Revenue certifies that, as of the date of this certificate, B LEAF WELLNESS
CENTRE is in compliance with its tax obligations under Chapter 62C of the Massachusetts General
Laws.

This certificate doesn't certify that the taxpayer is compliant in taxes such as unemployment insurance
administered by agencies other than the Department of Revenue, or taxes under any other provisions of
law.

This is not a waiver of lien issued under Chapter 62C, section 52 of the Massachusetts General
Laws.

  Why did I receive this notice?

  What if I have questions?

  Visit us online!

Visit mass.gov/dor to learn more about Massachusetts tax laws and DOR policies and procedures,
including your Taxpayer Bill of Rights, and MassTaxConnect for easy access to your account:
 
•  Review or update your account
•  Contact us using e-message
•  Sign up for e-billing to save paper
•  Make payments or set up autopay

If you have questions, call us at (617) 887-6367 or toll-free in Massachusetts at (800) 392-6089, Monday
through Friday, 8:30 a.m. to 4:30 p.m..

Edward W. Coyle, Jr., Chief

 
Collections Bureau

000007

 





CANNABIS INSURANCE PROGRAM 

COVERAGE PROPOSAL 

Please find your approved quote per your 

submission. If you have any questions, please 

contact your underwriter. 

Section I:   Premium Summary 

Section II:  Location & Operations Summary 

Section III:  Coverage Summary 

Section IV: Coverage Form Summary 

Section V:  Binding Requirements 

Cannabis Insurance Consultants, LLC  



Section I 

Quote:B Leaf Wellness Centre llc
Date Prepared:          12/12/2018 
Broker of Record:     Cannabis Insurance Consultants, Inc. 
Producer:            Tony Carastro  

Falls Lake National Insurance Company
     Coverages Quote        Rating Basis: 

 
 

QUOTE 

 General Liability Earned

 Property 

                
 General Liability

 Property         

Total Premium  $58,500.00 
Underwriting Fee  $1,500.00 
Inspection Fee  $625.00 
Stamping Fee  $22.41 
Surplus Lines Tax  $1336.15        
Grand Total  $61,983.56 

 
 
 

General Liability – Gross Revenue 

Gross Revenue: $6,401,000 

Property – Property Values 



Section II 

Scheduled Operations:

Scheduled Locations: 

Recreational & Medicinal Cannabis Retail 

Loc #1/Bldg #1     60 MAIN ST, WARE MA 01082



 

Section III 

Coverage Summary 

 
 
 
 
 
 
 

 
 

 

 

 

 
  
 
 

 
 
 

General Liability Falls Lake National Insurance Company (A.M. Best Rated A X)
Occurrence Form      Coverage Limits         Premium 
General Aggregate $2,000,000.00 
Each Occurrence $1,000,000 
Products Completed Operations Excluded 
Personal & Advertising Injury $1,000,000 
Damage to Premises Rented to You $100,000 
Pesticide Endorsement $50,000 
Medical Payments $1,000 
Stop Gap Coverage-WA Only $1,000,000    Not Quoted 

Hired and Non-Owned Auto Endorsement $0 
Deductible $2500 (Per Occurrence) 

Additional Insured Certificate (Fully Earned)    
Primary Wording  
Waiver of Subrogation  

Property Falls Lake National Insurance Company (A.M. Best Rated A X) 

Coverage Limits      Premium 

Building RCV, 90% Coinsurance $1,000,000.00
Wind and Hail Excluded 

Loss of Income     90% Coinsurance 
Cannabis Inventory/Finished Stock ACV 

$100,000.0 
$150,000.00 

*Cannabis Finished Stock on Display is limited to $30,000.00 (LOC 1) 
*Cannabis Finished Stock on Display is limited to $30,000.00 (LOC 2) 
*Cannabis Finished Stock on Display is limited to $30,000.00 (LOC 3) 
Outdoor Sign  RCV, 90% Coinsurance $7,000.00 
Indoor Grow Equipment and Tools  RCV, 90% Coinsurance $0.00 
Outdoor Grow Equipment and Tools RCV, 90% Coinsurance $0.00 
Business Personal Property RCV, 90% Coinsurance $20,000.00 
Tenants Improvements  RCV, 90% Coinsurance $140,000.00 
Property Deductible $2,500 (Per Occurrence) 

Commercial Property Endorsement  Form   
 Accounts Receivable $25,000 

 Employee Dishonesty $25,000 

 Money & Securities $25,000 

 Outdoor Property (Trees, Radio/TV, Antennas, Sign) $25,000 

 Outdoor Property (Trees, Shrubs or Plants) $500 each tree/$2,500 

 Personal Effects and Property of Others $25,000 

 Property In Transit Coverage $ theft limit 

 Property Off-Premises $25,000 

 Spoilage $25,000 

 Valuable Papers and Records(Other than Electronic Data) $25,000 
Property endorsement deductible $500 

Note: Backed Up Sewers and Drains Endorsement is included at no charge, if Property is packaged   with 
General Liability. 

#1  $50.00 

#0  $0.00 

#0  $0.00 

Not Quoted 

Not Quoted 

Not Quoted 



 
 
 

Crop: Falls Lake National Insurance Company (A.M. Best Rated A X) 
Coverage Limits        Premium 

Crop Schedule: Not Quoted  $0.00 
• Seeds    RCV, 90% Coinsurance     $0.00  
• Immature Seedlings    RCV, 90% Coinsurance    $0.00 
• Vegetative Plants    RCV, 90% Coinsurance     $0.00 
• Flowering Plants    RCV, 90% Coinsurance     $0.00 
• Harvested Plants    RCV, 90% Coinsurance     $0.00 
• Finished Stock    RCV, 90% Coinsurance    $0.00 

Deductible  $2500 (Per Occurrence) 

Products Liability: United Specialty Insurance Company (A.M. Best Rated A IX)
Claims Made Form 

 Product Liability Coverage    Coverage Limits           Premium 
Each Claim NOT COVERED NOT COVERED 
Policy Term Aggregate    NOT COVERED  

  Deductible    NOT COVERED  

 Endorsements
Product Withdrawal NOT COVERED 

Deductible
Retro Active Period Date:mm/dd/yyyy NOT COVERED 

Vendor Certificate NOT COVERED 

Excess Liability Falls Lake National Insurance Company (A.M. Best Rated A X)

Occurrence Form                 Coverage Limits        Premium 

Excess Liability      Not Quoted   $0.00 



Section IV 

Form #  Description 

IL DS 00 09 08  COMMON POLICY DECLARATIONS 

IL 00 03 09 08  CALCULATION OF PREMIUM 

IL 00 17 11 98  COMMON POLICY CONDITIONS 

IL 00 21 09 08  NUCLEAR ENERGY LIABILITY EXCLUSION ENDORSEMENT (BROAD FORM) 

IL 02 70 09 12  CALIFORNIA CHANGES – CANCELLATION AND NONRENEWAL 

IL 01 02 05 05  CALIFORNIA CHANGES – ACTUAL CASH VALUE 

IL 01 04 09 07  CALIFORNIA CHANGES 

IL 09 35 07 02  EXCLUSION OF CERTAIN COMPUTER‐RELATED LOSSES 

IL 09 53 01 15  EXCLUSION OF CERTIFIED ACTS OF TERRORISM 

IL 09 85 01 15  DISCLOSURE PURSUANT TO TERRORISM RISK INSURANCE ACT 

CG DS 01 10 01  COMMERCIAL GENERAL LIABILITY DECLARATIONS 

CG 00 01 04 13  COMMERCIAL GENERAL LIABILITY COVERAGE FORM 

CG 20 11 04 13  ADDITIONAL INSURED‐MANAGERS OR LESSORS OF PREMISES 

CG 21 04 11 85  EXCLUSION ‐ PRODUCTS/COMPLETED OPERATIONS HAZARD 

CG 21 06 05 14 

EXCLUSION – ACCESS OR DISCLOSURE OF CONFIDENTIAL OR PERSONAL 

INFORMATION AND DATA‐RELATED LIABILITY – WITH LIMITED BODILY INJURY 

EXCEPTION 

CG 21 47 12 07  EMPLOYMENT‐RELATED PRACTICES EXCLUSION 

CG 21 49 09 99  TOTAL POLLUTION EXCLUSION ENDORSEMENT 

CG 21 67 04 02  FUNGI OR BACTERIA EXCLUSION 

CG 21 75 01 15 
EXCLUSION OF CERTIFIED ACTS OF TERRORISM AND EXCLUSION OF OTHER ACTS 

OF TERRORISM COMMITTED OUTSIDE THE UNITED STATES 

CG 21 76 01 15  EXCLUSION OF PUNITIVE DAMAGES RELATED TO A CERTIFIED ACT OF TERRORISM 

CG 32 34 01 05  CALIFORNIA CHANGES 

CG 03 00 01 96  DEDUCTIBLE LIABILITY INSURANCE 

CG 21 44 07 98  LIMITATION OF COVERAGE TO DESIGNATED PREMISES OR PROJECT 

CP DS 00 10 00  COMMERCIAL PROPERTY DECLARATIONS 

CP 00 10 10 12  BUILDING AND PERSONAL PROPERTY COVERAGE FORM 

CP 00 30 10 12  BUSINESS INCOME (AND EXTRA EXPENSE) COVERAGE FORM 

CP 00 90 07 88  COMMERCIAL PROPERTY CONDITIONS 

CP 01 40 07 06  EXCLUSION OF LOSS DUE TO VIRUS OR BACTERIA 

Falls Lake National Insurance Company 

COVERAGE FORMS 



CP 10 30 10 12  PROPERTY CAUSES OF LOSS – SPECIAL FORM 

CP 10 54 06 07  WINDSTORM OR HAIL EXCLUSION 

MMD 10 01 01 15  AUDIT PREMIUMS – AMENDATORY ENDORSEMENT 

MMD 10 03 01 15  BACK‐UP OF SEWERS, DRAINS OR SUMPS COVERAGE 

MMD 10 04 01 15  COMBINATION GL ENDORSEMENT – NON CONTRACTORS 

MMD 1006 01 15  EXCLUSION – ASSAULT AND BATTERY 

MMD 10 07 01 15  BANNED SUBSTANCE EXCLUSION 

MMD 10 08 01 15  CARCINOGENS ENDORSEMENT 

MMD 1009 01 15 
EXCLUSION – EMPLOYEES OF INDEPENDENT CONTRACTORS, 

LEASED/TEMPORARY/1099/VOLUNTEER WORKERS, CASUAL LABORERS 

MMD 10 17 01 15  EXCLUSION ‐ TOBACCO OR RELATED PRODUCTS 

MMD 1011 01 15  EXCLUSION – TOTAL MOLD, MILDEW OR OTHER FUNGI 

MMD 10 20 01 17 
ADDITIONAL EXCLUSIONS & ENDORSEMENTS CANNABIS AND HEMP BUSINESS 

PROPERTY FORM 

MMD 1012 01 15  EXCLUSION – PROFESSIONAL LIABILITY 

MMD 1014 01 15  EXCLUSION ‐ SEXUAL ABUSE AND / OR MOLESTATION 

MMD 1015 01 15  EXCLUSION ‐ TANNING BEDS 

MMD 00 00 01 18  SHORT RATE CANCELLATION TABLE 

MMD 1018 01 15  GOVERNMENTAL ACTS & CRIMINAL ACTIVITIES 

MMD 1021 01 15  MINIMUM EARNED PREMIUM ENDORSEMENT 

MMD 1022 01 15  EXCLUSION ‐ AMERICANS WITH DISABILITIES ACT 

MMD 1027 01 15  PROTECTIVE SAFEGUARDS 

MMD 1032 01 15  ABSOLUTE ASBESTOS EXCLUSION 

MMD 1033 01 15  ABSOLUTE LEAD EXCLUSION 

MMD 1034 01 15  AIRCRAFT PRODUCTS AND AIRCRAFT GROUNDING HAZARDS EXCLUSION 

MMD 1037 01 15  POLICYHOLDER DISCLOSURE NOTICE OF TERRORISM 

MMD 1040 01 15  RESIDENTIAL EXCLUSION 

CA PHN 10 16  CALIFORNIA CONSUMER COMPLAINT NOTICE 

MMD 1047 05 17  DESIGNATED CLASSIFICATION LIMITATION 

MMD 10 48 09 17  FIRE HAZARD PROPERTY MITIGATION SAFEGUARD (CALIFORNIA) 

FLFCC SOS 1000 CA 

(07 18)  
FALLS LAKE CA SERVICE OF SUIT CLAUSE 

FLFCC PP 3000 (07 

18)  
FALLS LAKE PRIVACY POLICY 

FLF CC 2018 (SLEX)   SANCTION AND LIMITATION EXCLUSION CLAUSE 



D2  NON ADMITTED DISCLOSURE 

MMD 10 53 09 18  EXCLUSION – RACKETEER INFLUENCED CORRUPTION ORGANIZATIONS (RICO) 

MMD 10 30 10 18  FALLS LAKE TO REPORT A CLAIM 

NOTE: All Falls Lake National Insurance Company forms listed above are included in this 
quote. If there are coverages you want included that are not, please contact underwriting 
with the changes you would like. All changes must be made in writing and will require 
approval by Cannabis Insurance consultants, LLC.  all rates are subject to change. 



Section V 

BINDING REQUIREMENTS 

No coverage is bound until accepted & approved by Cannabis Insurance Consultants, LLC. Rates 
are subject to change upon receipt of completed applications. The terms & conditions offered 
may differ from what has been requested. 

Signatures and Quotes are only good for 30 days from: 12/29/2018 

Consult the policy for all specific terms and conditions and complete policy exclusions 

BINDING REQUIREMENTS: 

• NWISMMD v1.4 Application signed and dated. Please note that a signed application is
required at the time binding is requested. Signatures cannot be older than 5 days.

• Criminal check authorization form

• SECTION 1‐

• SECTION 1.B‐ Please make sure this section applies for all locations.

• SECTION 2‐Please make sure this section applies for all locations.

• SECTIONS 3‐7 LOC 1‐Please list full physical address.

• SECTION 3‐Please make sure all locations GL limits match as quoted with $1M/$2M limits.

• SECTION 3

• SECTION 4 LOC

• SECTION 4 LOC 3‐Please confirm that applicant is sole tenant and no other buildings
attached to qualify for building coverage at this location.

• SECTION 4

• SECTION 4.B

• SECTION 9‐Please uncheck the property box if no loss payee is currently needed per your
email.

• TRIA Form

• Inspection Requirement Form

• CA D1

• CA SL 2

• Copy of signed finance agreement

• Product Liability Year End Audit Requirement Form

• General Liability Year End Audit Requirement Form

• Please provide a copy of the permit and/or license issued by the state, city or local agency
that governs cannabis related businesses.  If you’re license/permit is pending, please
provide any other business license authorizing you to do such business in the state. Upon



CannGen Insurance Services, LLC 

receipt of your cannabis permit and/or license, please send to our underwriting 
department to complete the file as this is a requirement to maintain your policy in good 
standing.  ***Please note that proof of permit or license is due within 30 days of binding 
to avoid cancellation.*** 

 Insured signed and dated No Known Loss Letter with Insured’s Legal business name
included. Please date this from 1‐year prior to bind request date.

Upon receipt of the above, we will determine if the premium is still valid and if coverage can be 
put  in force.    If you have any questions, please do not hesitate to contact our office.   We are 
pleased to assist you in this regard. 

Sincerely, 

Cannabis Insurance Consultants, LLC 
Underwriter:   Tony Carastro
Phone:  
Email: 

813-489-6255
tony@carastroins.com   



BUSINESS PLAN

B Leaf Wellness Centre, LLC
Ware, MA
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1. Executive Summary              
SNAPSHOT: B Leaf Wellness Centre LLC.

Business Overview
 Massachusetts-based retailer.
 Retailing flower (buds), cannabis extract products, high CBD oil products, and edibles in 

Massachusetts.
 Processed cannabis products sold under “B Leaf” and other brands.
 Offering recreational cannabis & High-CBD cannabis strains for medical use.
 Secured location on Main street in Ware

Financial Projections
 Gross revenues are projected to be $6.7M in year one, climbing to $9.8M in year five.

Sources and Uses
 Company is privately funded and will require approximately $209,875 for start up
 Investment will be used to fund capital costs, startup expenses, and 1 year of working capital 

requirements.

Overview:  B Leaf Wellness Centre LLC (B Leaf) is a Massachusetts-registered Limited Liability 
Corporation, established to achieve the legal retail sale of high-quality marijuana plants and products. 
The retail store will serve locals and visitors to the town of Ware.

B Leaf will stand out in the market due to the uncompromising quality of its products, community 
engagement, and integration with local community. B Leaf's core business strategy is to inspire a 
conscientious approach to responsible, adult-use cannabis consumption through community, retailer, 
and customer engagement.

Market:  With the passing of new legislation, legalized marijuana is the fastest growing US Industry. 
According to ArcView Market Research, the US national legal marijuana market value is now assessed 
at $6.7 billion, comprising all states that have active and open sales of marijuana to people legally 
allowed to possess it under state law. The national market is projected to grow from current levels to 
$24.1 billion by 2025 according to New Frontier Data's 2017 Executive Summary. The opening and 
legalization of the Massachusetts adult-use marijuana market are sure to see a great many players of 
all sizes looking to claim their share of the market. The initial phases of this liberalization will likely 
witness much innovation, novelty, and social exploration. Certain constants will prevail, however. It is 
likely that a great many retailers will successfully apply for licenses and that these retailers will 
naturally need products to sell. The initial "novelty-factor" of legalized marijuana will (if legalization in 

3
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other states is anything to go by) likely lead to an initial surge in sales leading to shortages of supply, 
followed by a modest downward trend towards stabilization in sales on the market as a whole. 

B Leaf benefits from offering a range of mature products. We intend to build market share by 
appealing to a broad spectrum of customer groups and demographics. We will achieve this goal by 
supplying select cannabis products from among the best that Massachusetts cultivators and 
manufacturers have to offer. 
 
B Leaf will engage in numerous public relations and marketing strategies. These will include 
engagement and support of local community activities as well as consultative participation in 
marijuana educational seminars. These services are intended to build market awareness of the B Leaf 
brand, highlight the quality of our products, and implement community objectives encouraged by B 
Leaf’s value system. 

Competition: The Massachusetts adult-use marijuana industry is still in the emerging stages of market
growth. B Leaf undoubtedly will see competition from other retailers. It is evident that medical 
marijuana growers, confronted by the projected slump of the medical niche in favor of the 
recreational market, will rapidly make their product available to retailers or open recreational retail 
stores of their own. That being said, not all cultivators, manufacturers or retailers are created equal. A 
great many cultivators are planning to use indoor growing techniques that consume large quantities of
electricity. While these methods are entirely viable, they are likely to create significantly higher 
overheads. Similarly, outdoor cultivators use large-scale cultivation techniques that focus on quantity 
rather than quality. B Leaf's competitive advantage over such players is that we are free to choose the 
finest products, at the most advantageous price point from preferred suppliers. This freedom and 
flexibility will allow us to successfully carve out an appropriate market share and aggressively establish
brand and product recognition.
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Risk/Opportunity: The most significant risk associated with our business model is timing. The early 
movers offering consistent quality and availability will have a distinct advantage and strong position 
within the local market. Rapid product launch will lead to the realization of a product offering that not 
only caters to immediate market needs, but that preemptively embraces the projected demands of 
the market. Implementing our strategy in a timely manner will put B Leaf in the best position to 
succeed. 

Price/Profitability Projections: It’s important to note a few keys to this plan and how projections have 
been calculated. Customer flow and sales volume has been estimated following a study of the sales 
patterns and trends in the states of Colorado, California, Washington, and Oregon. Since these states 
have a longer cannabis sales history than Massachusetts, their pricing trends over the past 2-3 years 
are useful and relevant to our projections. We have also considered current black-market pricing in 
Massachusetts along with the Cannabis Bench Mark. 

 The above study suggests the following: Monday through Friday an average of 24 customers 
per hour. Saturdays an average of 36 customers per hour. The average purchase per customer 
is estimated to be $71.00.

Capital Requirements: The capital requirements for B Leaf to execute this business plan are 
approximately $182,025 plus including working capital (excluding inventory) and a further $27,850 of 
permitting costs for the first year of operations. 

The Company will allocate the invested capital to the following:

Construction, fit-out and operations 182,025

Permits, consulting, licensing and applications 22,850

State-mandated bond 5,000

TOTAL 209,875

5
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Financial Snapshot:

Consolidated Financials

Year 1 Year 2 Year 3 Year 4

Flower revenue retail 2,911,516 3,209,947 3,538,966 3,901,710

Infused revenue retail 3,493,820 3,851,936 4,246,760 4,682,052

Other revenue retail 300,000 315,000 330,750 347,288

Total revenue 6,705,336 7,376,883 8,116,476 8,931,050

Total COGS 3,322,668 3,656,941 4,025,163 4,430,796

Total non-deductible expenses 618,407 624,351 654,570 686,282

Income Tax @30% 1,014,800 1,115,982 1,227,394 1,350,076

Estimated net income $1,548,301 $1,758,301 $1,9654,855 $2,195,964

Keys to Success:
 Licensing
 Build-out
 Community outreach, training, and engagement
 Effective management of funding and working capital 
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2. Project Overview                   
2.1 Introduction
B Leaf will be based at 60 Main Street, Ware a currently vacant retail store in the heart of the Ware 
retail business district.

B Leaf will sell a range of expertly cultivated,  high-quality marijuana products. All products sold will be
sourced from Massachusetts-based cultivators and manufactures, and will be tested and packaged in 
accordance with Massachusetts laws and Cannabis Control Commission regulations. 

2.2 Company Ownership
B Leaf Wellness Centre, LLC will be owned by Lori Sinclair, and Megan Sinclair, long-time residents of 
the town of Ware.

2.3 Company Location and Facilities
60 Main Street, Ware, MA 01082

2.4 Legal Counsel

Richard M. Evans
Richard M. Evans has practiced law in Western Massachusetts for over 35 years, concentrating in the 
representation of non-profit state and regional land conservation organizations. As a Main Street 
practitioner, he has represented many business owners, buyers and sellers of residential and 
commercial real estate, litigants, estate fiduciaries and clients seeking permits or other indulgences 
from local and municipal boards. For nearly his entire professional career, he has participated 
prominently in the marijuana legalization effort. In 1981, he authored the first comprehensive 
regulation/taxation plan to be introduced as legislation in Massachusetts, upon which bills were 
modeled and introduced in other states. It was re-introduced for the 2011-12 legislative session as 
H1371, An Act to Tax and Regulate the Cannabis Industry. As a member of NORML’s board of directors,
he was the moving force behind NORML’s adoption of the Principles of Responsible Cannabis Use. His 
numerous op-eds and other writings have helped shape and propel the counter-prohibitionist 
narrative. He maintains the archive, www.cantaxreg.com, a website providing resources for taxing and 
regulating the developing legal cannabis industry.

Michael D. Cutler
Michael D. Cutler has practiced law in Massachusetts for more than 35 years, focusing on criminal 
defense, civil litigation, and state and municipal administrative proceedings. He has served as a town 
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planning board member evaluating applications for real estate development permits; he has 
represented applicants seeking such permits and others, including liquor licenses. He is state-certified 
to represent prisoners and patients in state criminal post-conviction and mental health proceedings, 
to train and re-certify private lawyers who accept such appointments, and is state-certified to 
represent prisoners, convicted of murder at trial, in post-conviction proceedings in state and federal 
court. As a 20-year member of the National Legal Committee of NORML, Attorney Cutler is well 
connected with colleagues in states that protect medical marijuana. He has consulted for a successful 
cannabis dispensary licensee in a neighboring state overcoming the threat of federal interference. 
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3. Products                                  
3.1 Product Description
As marijuana emerges from the shadow of prohibition it reveals itself to be a widely popular drug in 
the U.S., currently second only to alcohol and nicotine. B Leaf will offer a spectrum of Indica, Sativa, 
and hybrid flower cultivars to serve market demand. Many of the strains we have selected for sale are 
prized genetics and have become sought after at legal and medical marijuana dispensaries 
nationwide. B Leaf will carefully select only the superior current and future stars of the marijuana 
constellation.

B Leaf will offer the following product classes for sale at our Ware retail store:

 Flower - The curing process is a critical determinant of the final quality of marijuana. While all 
cultivators and manufacturers understand the importance of the process, most accept 
sacrificing high quality for speed and convenience of production. At the same time, while some
manufacturers do take the time to produce a beautifully cured product, their offerings are 
often defeated by woefully inadequate dispensing methods that see the product deteriorating 
rapidly pre-sale. We address this problem by selecting flower buds that are correctly cured, 
and creating standardized weight portions pre-packaged that preserve freshness, quality, and 
flavor at the point of sale.  

9
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 THC-Infused Edibles  – Cannabis edibles are preferred by some consumers because ingesting 
cannabinoids through the GI tract provides a different and often more therapeutic effect than 
inhaling. B Leaf will offer a range of attractive, appetizing, and appealing, adult-use focused 
edible products. 

 Topicals – These are external applications of cannabis that can be used to treat body pain or 
skin conditions. Topicals are infused with THC, CBD, and other cannabinoid extracts. Topicals 
include lotions, creams, balms, and oils. As they are non-psychoactive, topicals are often 
chosen by individuals who need the therapeutic benefits of marijuana without the cerebral 
euphoria associated with other delivery methods.

 Other Products – While our core products will be those listed above, B Leaf fully intends to 
offer a number of cutting-edge products and will carefully study the opportunities offered for 
the profitable sale of exceptional products offered by other manufacturers.
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4. The Market                             
4.1 Market Overview
Currently, 32 states in America and the District of Columbia have legalized marijuana use in some form
(medical or recreational). The majority of these states have allowed sales for medical use and nine 
states, including Massachusetts, have legalized recreational or adult-use. Since 60% of the population 
resides in states that have legalized the use of marijuana for medical use, recreational use, or both, 
this indicates immense possibilities for the future growth of the industry.

4.2 Target Market
On November 8, 2016, Massachusetts voters approved the adult recreational use of marijuana.  In 
2017, an eight-person Cannabis Control Commission (CCC) was appointed by the Massachusetts state 
government to write the draft regulations for the law. The final regulations were released in April 
2018, and outline the requirements for cultivation, production, security, transport, and retail sale of 
marijuana to consumers over 21 years of age. The CCC is now accepting applications for LMEs.
With 39 cities, 312 towns, and 14 counties, the local municipalities of Massachusetts have been 
granted the authority to govern their own recreational marijuana industry which will inevitably result 
in varying local by-laws on the production, manufacturing, and sale of the plant across the state. 

The advent of medical marijuana legalization in 2012 has helped produce market conditions that have 
created a more educated and sophisticated product consumer. It is natural, therefore, that the 
emerging adult-use market will lead consumers to have high expectations for the quality of the 
products they consume. 

B Leaf's high-end licensed retail store will supply quality products while building a brand that 
represents a culture of sophistication, quality, respect for the plant, respect for the customer's 
interaction with cannabis, and the safe adult-use of cannabis and cannabis products. 

11
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5. Competition                           
5.1 Competitive Landscape
Companies in the marijuana industry typically compete on product type, quality, volume, and 
reliability. As a result of the maturity of a once illicit market, price competition, while an important 
factor, has widely recognized norms and expectations. These conditions may superficially appear to 
make competing on the price a somewhat lower expectation. Nonetheless, the sheer volume of 
potential cultivators and retailers makes price competition a genuine possibility. We will counter this 
with a robust pricing strategy that ensures the Cost of Goods Sold is carefully balanced against a 
potentially variable sales price providing revenue stability and continued profitability.

5.2 Direct Competition
The direct competition for B Leaf will come, unsurprisingly, from retailers that sell similar products 
with the same high quality and volume. The exact nature of such competition is difficult to quantify as 
the state of Massachusetts is in the very early stages of issuing adult-use marijuana licenses. With that
said, B Leaf feels that as the industry is inchoate, working collaboratively with competitors in the area 
will benefit the local community as well as the industry. 

5.3 Competitive Advantages

◦ Family business with strong working capital
◦ Generations of retail experience 
◦ Local knowledge 
◦ Competitive pricing 
◦ Proximity to complementary businesses
◦ Effective and collaborative management
◦ Timing of entry into the marketplace
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6. Strategy and Execution        
6.1 Summary

B Leaf will be recognized as a marijuana retailer that offers a range of distinctive products 
representing excellence, quality, sophistication, mindful production practices, and community values 
that thoughtfully represent customer needs and shared ideals. B Leaf will carve a significant niche 
among competitors using sales, marketing and presentation methods that reflect a deeper 
understanding of the context for adult-use marijuana. 

6.2 Marketing Strategy

Value Proposition – B Leaf will offer for retail sale exceptional flower and THC-infused products 
offering customers the convenience and pleasure of a premium marijuana experience. Our high-
quality marijuana products will be supplied by cultivators and manufacturers using careful cultivation, 
processing and extraction methods that demonstrate respect for the needs and nature of the cannabis
plant. B Leaf product users will, through the purchase of our products, signal their appreciation for a 
locally-sourced, sophisticated, flavorful product, offered for sale through a community-supportive 
company. 

The customer will recognize B Leaf as a brand and retailer that offers an entirely natural product free 
from contaminants; where quality, consistency, and an appreciation of the recreational and healthful 
benefits of marijuana are held in high esteem.

B Leaf customers, together with B Leaf, will take an active role in supporting events and activities that 
matter to the community on a local or national level; and together, will take part in those endeavors 
through the various means outlined in the customer engagement, direct advertising, and educational 
activities sections below.

Product Differentiation - The biggest players in the market use cultivation and extraction techniques 
that often require the use of chemicals such as butane or methods that tend to strip the integrity and 
flavor of the marijuana plant, leaving a discernible aftertaste. While this approach aids product 
consistency and simplifies processing, it inevitably compromises the end product. These methods 
often result in marijuana products that seem lifeless and lack complexity with regards to both flavor 
and healthful attributes. In short, a product that is fine for a quick high, but which is sorely lacking for 
the more discerning or sophisticated demographic. 

B Leaf's approach allows is to respect the fundamental needs of the marijuana plant in a manner that 
ensures that we source products that maintain and amplify its natural characteristics, preserving the 
flavor, complexity, and healthful benefits for which it is valued and appreciated. We achieve this by 
buying products created using methods that compete favorably with industrial cultivation techniques 
while producing a superior product using processes that offer excellent energy efficiency and minimal 
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environmental impact when compared to other approaches.

Price point - While price is rarely the most important factor affecting buying behavior, it should strive 
to achieve parity with the customer's perceived value of the product. All pricing will ultimately be 
determined by economic and marketplace conditions, not least those presented by competitors and 
their pricing models. Nonetheless, marijuana products enjoy – in no small degree – the benefits of 
commodity values. Most vendors have a good idea of the fair market price for marijuana products as 
do the majority of current consumers. Our target market users will seek out or be attracted to a 
product that offers quality and value. The financial projections take into account a potential price drop
in years three and four.

Promotion - The B Leaf Brand and products will be promoted through the following means:

Branding through product appearance and packaging – B Leaf products will be attractively 
presented in a manner that demonstrates the high-quality marijuana experience for which 
they stand. Our pure flower and THC-infused product packaging will boast design attributes 
that make them unique, distinctive, and distinguishable from afar.

B Leaf's core flower products will consist of the standard eighth, quarter, and half ounce sizes, 
carefully pre-packaged to preserve quality and freshness. This will avoid the tendency of bud 
tenders to break large buds or colas into smaller buds which dry out and blend in with inferior 
product before resale and will eliminate extraneous odors.

Direct marketing through our retail outlet – While the main thrust of our marketing efforts 
will aim at building a brand and product relationship with end-users, the nature of retail sales 
requires that our marketing and sales efforts work hand in hand. We will endeavor to engage 
our client-base personally with marketing collateral such as product information leaflets, safe 
product use information, advertising posters, product displays, and community campaign 
literature to support our retail sales efforts. We will establish marketing partnerships through 
workshops, presentations, and mutually beneficial training seminars that further strengthen 
our brand.

State, regional, and locally focused advertising and advertorials – The Massachusetts 
regulations regarding marijuana advertisements through print advertising, online advertising, 
sponsorship and more, present many challenges. These challenges are further exacerbated by 
the unwillingness of players like Facebook and Google to allow paid, marijuana-related 
advertisements across their medium. Federal laws that currently prohibit the sale of marijuana 
products across state lines largely negate the need for brand-building beyond adjoining state 
borders in the short term. As the principal market for our immediate future lies within the 
state of Massachusetts and surrounding states, this is where the main thrust of the advertising 
opportunities lie. While there are numerous national marijuana advertising platforms – often 
pay-per-click models  – these can be costly and are most likely to reach those who are already 
fully-embedded in the marijuana culture rather than the more significant part of our general 
target market.
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B Leaf will navigate the above-mentioned state advertising regulations by a policy of indirect 
advertising; leveraging our educational and community outreach programs to build brand and 
product awareness, through advertorials and carefully "sanitized" brand message advertise- 
ments aimed exclusively at the Massachusetts market, and direct advertising through our 
customer database as this grows via promotional activities. 

Customer engagement through community support activities – B Leaf embraces community 
outreach, engagement, and support as a central tenet of our brand ethos. We aim to support 
activities, events, and organizations that benefit the local community and the causes our client-
base support. Through packaging, marketing collateral and advertisements, current and 
prospective customers will be invited to visit our website and share in our support of local 
charities and organizations. These efforts will demonstrate B Leaf customers' values to the local
community while reinforcing the B Leaf brand.

Direct advertising – The most straightforward and unfettered means of advertising to current 
and prospective customers is through direct advertising in the form of e-mail, electronic 
newsletters, social media and the like. Using branded marketing collateral, available at our 
retail outlet, in product packages, on websites, and social media, current and prospective 
customers will be invited to participate in our program of community campaigns and events.  
A condition of voting in our community fund campaign or participation in our educational 
programs will be to share e-mail or social media contact details. This data will allow us to 
rapidly build our marketing database and enable us – in a manner that satisfies legislative 
constraints - to direct advertising and promotions at a target audience that is of legal age to 
consume, is pre-disposed to marijuana consumption and is likely to share our community 
support aspirations and values. 

Educational activities – Massachusetts state regulations encourage all licensed marijuana 
establishments to provide relevant educational opportunities for their local communities.
B Leaf has created a comprehensive series of courses and lectures and will leverage the 
legitimate advertising and promotion of these courses to strengthen and enhance our brand 
and its underlying ethos. Participation in these classes will require online enrollment, providing
additional opportunities to gather direct advertising data. The courses include:

 Cannabis 101 – An introduction to the complex world of marijuana.
 Effective Medicinal Cannabis Use to Manage Ailments
 Cannabis Use for Seniors
 The Marijuana Industry – An introduction to entrepreneurship in the industry.

Community informational activities – The B Leaf team will engage in support of lectures, 
seminars, and promotional exercises at our retail outlet and community events. These 
activities may include educational activities, allowing B Leaf to partner in activities that help us 
qualify for the Leadership Ratings Program. Such events will be used to promote B Leaf 
products and the B Leaf brand.
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Customer Service Excellence - B Leaf must engage their customers with superlative customer service. 
It is essential that each member of staff knows our products well, can speak to our brand ethos, and 
understands customer needs and expectations. The entire B Leaf team must strive to act as individual 
brand ambassadors at all times.

Sales and Marketing Relationship:  As a retail vendor of marijuana products B Leaf is compelled to 
approach the sales and marketing challenge with firm intent. We must strive to successfully engage 
our target market groups in a manner that facilitates sales by creating the desire to purchase among 
the end-user audience. Retail customers will learn about our product range and will be enticed to 
select our store above others through the activities mentioned above. Our marketing strategy will 
allow retail customers to view B Leaf as a thoughtful, reliable and knowledgeable product supplier 
offering branded products with which its customers can readily identify. At the same time, end-users 
will view B Leaf as a responsible, mindful supplier of high-quality marijuana products that meet their 
consumption needs in a manner that also satisfies their ethical, environmental, health, and 
recreational aspirations.

Marketing Objectives

1. Persuade our retail customers that our brand and products represent qualities and features 
that they desire.

2. Persuade end-users that our brand and products fit well with their consumption patterns, 
lifestyle, and ethical self-image.

3. Engage end-user customers in our community supportive marketing efforts.
4. Satisfy and exceed customer service expectations.

Proprietary and Confidential – Do Not Distribute                                                                                         
 16



Target Market - The traditional thrust of the Massachusetts marijuana market will aim to serve men in
the 21-40 years age group primarily. While this is a market we fully intend to exploit, anecdotal 
evidence suggests that the real growth market lies elsewhere.  B Leaf aims to direct its products, 
marketing, and branding at three additional groups that we see as the emerging market; 

Consumers over 40 years old – Those over 40 years old are statistically the highest earners in 
the household. They are more likely to have mature, sophisticated tastes, more aches and 
pains, a greater appreciation for high-quality products, and a willingness to pay for this higher 
quality. 

Adult female consumers – With a tendency for the industry to aim marketing at men in the 21-
40 years age group, women struggle to find products with which they can readily identify. Our 
products will be presented and packaged in a manner that women will find attractive, and that 
will demonstrate that marijuana is a product for them rather than a male-dominated culture to
which they must adapt. 

Independent medical consumers – While medical marijuana dispensaries will undoubtedly 
continue to thrive in one form or another, many current medical marijuana patients are merely
regular consumers leveraging medical marijuana as a means to legitimize their purchase of 
adult-use of marijuana. The advent of retail outlets will effectively eliminate the need for such 
patients to visit dispensaries to fulfill their marijuana needs. Genuine medical consumers with 
a good understanding of which form of marijuana offers them the benefits that they seek and 
new medical consumers who prefer to explore the benefits of marijuana through anecdotal 
advice or recommendation, will possibly do so through retail outlets rather than medical 
dispensaries.

Market Channels - Retail sales of marijuana are strictly limited to licensed retail outlets, medical 
marijuana dispensaries and, in the future, marijuana cafes and smoke clubs. The location, presence, 
and licensing status of these establishments are publicly available through a single online source. 
Regulations effectively preclude opportunities for online purchases as the transportation of marijuana 
products is strictly regulated. Similarly, home delivery licenses are not yet permitted. B Leaf will sell its
products solely through our licensed retail marijuana establishment.

6.3 Sales Strategy
 
Target Sales Market 
As a retail sales operation, our primary target sales market must be the current and potential adult 
cannabis users. It is challenging to make an exact prediction of the number of future retail outlets that 
will be created statewide. We can make sensible estimates, however. There are currently 20 medical 
marijuana outlets in the state, most of which will likely make a rapid transition to selling recreational 
marijuana or supplying marijuana to retail outlets. 
Based on the fact that there are some 200 marijuana dispensaries awaiting licensure through the 
Department of Public Health, and that some of these will likely opt to apply for recreational retail 
licenses, it is estimated that by the end of 2018, 30 adult-use marijuana retail outlets will have 
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received licenses, with a further 50 outlets opening by the conclusion of 2019. Naturally, these will be 
spread throughout the cities and towns of the state that have not chosen to prohibit cannabis or have 
not imposed a moratorium.

6.4 Implementation Strategy

Capex/Opex capital 
The license application process requires that applicants demonstrate and document that the capital 
funds required to execute their business plan successfully are available (in escrow, initially), and have 
been obtained from legitimate sources. The B Leaf business plan demonstrates a need for $204,000 in 
capital expenditure for space preparation, fit-out, systems, and equipment, and a further $27,850 to 
meet initial licensing needs, and the establishment of a strategic reserve totaling $500,000 during the 
first twelve months of operation. These initial funds are readily available and privately funded.

License Application 
The process for license application is divided into three "packets." These packets may be submitted 
simultaneously or sequentially. Each packet must be approved before the next will be considered. 
However, all packages must be submitted before any review commences. All three packages and the 
application fees must be fully approved before a provisional license will be granted. Once a provisional
license has been granted the state will verify the approval of the relevant municipality.  Subsequently, 
the state will perform specific inspections before issuing a full license. No retail sales may begin before
a full license has been granted.
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Construction, Fit-out, and Systems Acquisition
B Leaf retail shop and equipment will be constructed, installed and commissioned under the 
supervision of an architect. 

Operations organization, Policies, and Inspection 
The state of Massachusetts imposes substantial demands regarding systems and administration for 
marijuana establishment operators. State law provides powers to impose fines for violations of these 
regulations. Accordingly, it is essential we ensure that our systems, policies, and administrative 
routines are robust, compliant and efficient before any state inspection and the subsequent 
commencement of operations.
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7. Management                          
The proper management of all aspects of the proposed project is crucial to the success of B Leaf.  We 
will bring together a qualified, women-owner, family-based team that offers the experience and 
knowledge to achieve both our business and community goals. The two principal owners and 
operators will be:

Lori Sinclair  - Lori has many of business experience following her 25 years as co-owner and manager 
of M&L equipment repair together with her ex-husband Mark Sinclair. Lori received her GED through 
the town of Ware’s literacy program in 2016, and has recently has been employed as the office 
manager of M&L Equipment Repair located in Ware MA.

Megan Sinclair – Megan is a graduate of The University of Massachusetts’ class of 2013. She majored 
in Communication with a minor in psychology. Upon graduating she worked at M&L Equipment Repair 
as financial comptroller. She has subsequently worked at North Brookfield Savings Bank as a Bank 
Teller, and has plans to attend graduate school.

7.1 Personnel plan

Making allowances for sickness, personal days, vacations, and the like, we anticipate 10 full-time 
employees. Our retail manager, who currently lives in Ware, will start with a $55,000 yearly salary with
bonuses up to $70,000. Our assistant manager will start at $45,000 annually , and retail clerks and 
other staff at $15 per hour. We feel that a living wage will help build and solidify a team that is 
inspired to contribute to B Leaf and Ware.

The following positions will be available to fulfill needs at full operation. The hiring schedule will be 
timed to meet business requirements and is expected roll out in accordance with the headcount table 
below:
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STAFFING – NON-DEDUCTIBLE
Staff – Year-Round Yr 1 Yr 2 Yr 3 Yr 4 Yr 5
Store Manager 1 1 1 1 1
Assistant Store Manager 1 1 1 1 1
Store Associates 8 8 8 8 8



8. Financials                                
8.1 Financial Assumptions
The appended proforma financial statements are based upon the following financial assumptions:

Conservative sales estimates – Sales are estimated using average sales per person x average customer 
flow for a similarly-sized MMJ dispensary (an average of several states).

General costs are estimated to increase 5%, year-on-year.
Salaries are estimated to increase 5% year-on-year.
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Summary PROFORMA PROFIT AND LOSS STATEMENT

Revenue Year One Year Two Year Three Year Four Year Five
Retail sales pure flower products 2,911,516 3,209,947 3,538,966 3,901,710 4,301,636 

Retail sales infused products 3,493,820 3,851,936 4,246,760 4,682,052 5,161,963 

Retail sales other products 300,000 315,000 330,750 347,288 364,652 
Net Sales 6,705,336 7,376,883 8,116,476 8,931,050 9,828,250 
COGS pure flower products 1,455,758 1,604,973 1,769,483 1,950,855 2,150,818 
COGS infused products 1,746,910 1,925,968 2,123,380 2,341,026 2,580,981 
COGS other products 120,000 126,000 132,300 138,915 145,861 

Total COGS 3,322,668 3,656,941 4,025,163 4,430,796 4,877,660 

Gross Profit 50% 50% 50% 50% 50%

Expenses (Non-Deductible) Year One Year Two Year Three Year Four Year Five
Salaries & Wages – Year-round 413,723 434,409 456,130 478,936 502,883 
Marketing, Advertising, PR 0 0 0 0 0 
Security & Surveillance Monitoring 4,800 5,040 5,292 5,557 5,834 
Utilities 4,200 4,410 4,631 4,862 5,105 
Bank Services & Payment Processing 60,000 63,000 66,150 69,458 72,930 
Permits, Licenses & Applications 27,850 5,000 5,000 5,000 5,000 
Software 14,400 15,120 15,876 16,670 17,503 
Insurance 8,500 8,925 9,371 9,840 10,332 
Professional Fees 24,000 25,200 26,460 27,783 29,172 
Property Lease 22,320 22,990 23,679 24,390 25,121 
Property Tax 3,813 3,813 3,813 3,813 3,813 
Property Maintenance 4,800 4,944 5,092 5,245 5,402 
General Admin Overhead 30,000 31,500 33,075 34,729 36,465 

Total Non-Deductible Expenses 618,407 624,351 654,570 686,282 719,562 

Income From Operations 2,704,261 3,032,590 3,370,593 3,744,514 4,158,098 
Community Fund @ 3% gross 201,160 221,306 243,494 267,932 294,848 
Other Expenses 201,160 221,306 243,494 267,932 294,848 
Income Before Income Taxes 2,563,101 2,874,284 3,193,249 3,546,040 3,936,181 
Taxable Income 3,382,668 3,719,941 4,091,313 4,500,254 4,950,590 
Income Tax @ 30% 1,014,800 1,115,982 1,227,394 1,350,076 1,485,177 

Net Income 1,548,301 1,758,301 1,965,855 2,195,964 2,451,004 

Income Margin 23% 24% 24% 25% 25%

B'Leaf
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Summary
PROFORMA CASH FLOW STATEMENT

Year 1 Year 2 Year 3 Year 4 Year 5
Operating Cash on Hand 0 500,000 500,000 500,000 500,000 
Startup Capital 250,000 0 0 0 0 
Cash from reserve 0 0 0 0 0 
Cash Receipts
Cash Sales 6,705,336 7,376,883 8,116,476 8,931,050 9,828,250 
Total Cash Available (before cash out) $6,955,336 $7,876,883 $8,616,476 $9,431,051 $10,328,251 

Cash Paid Out Year 1 Year 2 Year 3 Year 4 Year 5
Cost of Goods Sold 3,322,668 3,656,941 4,025,163 4,430,796 4,877,660
Salaries & Wages – Year-round 413,723 434,409 456,130 478,936 502,883
Marketing, Advertising, PR 0 0 0 0 0
Security & Surveillance Monitoring 4,800 5,040 5,292 5,557 5,834
Utilities 4,200 4,410 4,631 4,862 5,105
Bank Services & Payment Processing 60,000 63,000 66,150 69,458 72,930
Permits, Licenses & Applications 27,850 5,000 5,000 5,000 5,000
Software 14,400 15,120 15,876 16,670 17,503
Insurance 8,500 8,925 9,371 9,840 10,332
Professional Fees 24,000 25,200 26,460 27,783 29,172
Property Lease 22,320 22,990 23,679 24,390 25,121
Property Tax 3,813 3,813 3,813 3,813 3,813
Property Maintenance 4,800 4,944 5,092 5,245 5,402
General Admin Overhead 30,000 31,500 33,075 34,729 36,465

Total  3,941,075 4,281,293 4,679,733 5,117,078 5,597,222 
Cash Paid Out (Non P&L) Year 1 Year 2 Year 3 Year 4 Year 5
Hard start-up costs 182,025 0 0 0 0 
Community Fund @ 3% gross 201,160 221,306 243,494 267,932 294,848 
Income Tax @30% 1,014,800 1,115,982 1,227,394 1,350,076 1,485,177 
Owners' withdrawal 576,151 1,258,301 1,465,855 1,695,964 1,951,004 

Total  1,974,136 2,595,590 2,936,743 3,313,972 3,731,029 
Total Cash Paid Out 5,915,211 6,876,883 7,616,476 8,431,050 9,328,251 

Cash Position Ending 1,040,125 1,000,000 1,000,000 1,000,000 1,000,000 
Transfer to Cash Reserve 500,000 500,000 500,000 500,000 500,000 
Operating Cash Balance 540,125 500,000 500,000 500,000 500,000 

Cash Reserve
Starting Balance $0 $500,000 $1,000,000 $1,500,000 $2,000,000

Credit 500,000 500,000 500,000 500,000 500,000
Debit 0 0 0 0 0

Ending Balance $500,000 $1,000,000 $1,500,000 $2,000,000 $2,500,000

B'Leaf
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Extract from Operations Manual - B'Leaf Wellness Centre - Retail Operations 

1.1. Maintenance of Financial Records Plan 
Pursuant to 935 CMR 500.000, company records will be available for inspection 
by the Commission, upon request. All financial records will be maintained in 
accordance with generally accepted accounting principles. B'Leaf Wellness 
Centre, will maintain the following written records that are required and subject to 
inspection, as well as any additional documentation that it may be directed to 
record by the Commission: 
 

1.1.1. The company will maintain business financial records, which shall include 
manual or computerized records of:  

1.1.1.1. Assets and liabilities. 
1.1.1.2. Monetary transactions. 
1.1.1.3. Books of accounts, which shall include journals, ledgers, and 

supporting documents, agreements, checks, invoices, and 
vouchers 

1.1.1.4. Sales records including the quantity, form, and cost of marijuana 
products; and 

1.1.1.5. Inventory records as required by 935 CMR 500.105(8) and as 
outlined in the General Record Keeping section of our standard 
operating procedures. 

1.2. The company shall fully comply with 830 CMR 62C.25.1: Record Retention and 
DOR Directive 16-1 regarding recordkeeping requirements. 
 

1.3. Our point of sale systems and software are configured to separate accounting 
practices for marijuana products from non-marijuana products. 
 

1.4. Our retail store is not co-located with a medical dispensary and has no obligation 
to maintain an adequate supply of marijuana and marijuana products under 935 
CMR 500.140(10) and 935 CMR 500.140(6). 

 
1.4.1. General 

1.4.1.1. We are prohibited from utilizing software or other methods to 
manipulate or alter sales data. 

1.4.1.2. We will conduct a monthly analysis of equipment to determine that 
no software has been installed that could be utilized to manipulate 
or alter sales data. 

1.4.1.3. A record that this monthly analysis has been performed shall be 
maintained by us and made available to the Commission upon 
request. 

1.4.1.4. Should such analysis determine that software or other methods 
have been installed or utilized to manipulate or alter sales date, 
Senior management will immediately disclose this information to 
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the Commission, and cooperate in any investigation, and take 
such other action directed by the Commission. 
 

1.4.2. Inventory records include: 
1.4.2.1. Shipping manifests 
1.4.2.2. Delivery and unpacking video recordings 
1.4.2.3. Daily sales stock withdrawal and return reports 
1.4.2.4. Weekly inventory reports 
1.4.2.5. Product return reports 

1.4.3. Salary and wages paid to each employee, stipends paid to each board 
member, and any executive compensation, bonus, benefit, or item of 
value paid to any individual affiliated with a Marijuana Establishment, 
including members of the nonprofit corporation, if any.  

1.4.4. All financial transactions and accounts will be entered into a proprietary 
accounting software by a bookkeeper specifically employed for the 
purpose. 

1.4.5. The accounting software used will provide security and backup 
capabilities in accordance with 935 CMR 500.000 and the company 
security plan. 

1.4.6. Daily sales reports will be generated by the bookkeeper and stored both 
digitally and as a hard copy in the records cabinet. 

1.4.7. The accounts will be reviewed monthly by a licensed CPA. 
1.4.8. The point of sale system software will automatically transfer all sales 

transactions to our accounting system for reconciliation by the 
bookkeeper. 

1.4.9. The store manager will generate a sales report from the point of sale 
system at the conclusion of each day. This report should be digitized and 
a hard copy stored in the records cabinet 

1.4.10. Expense records 
1.4.10.1. store managers and senior management may be provided with a 

company debit card and/or check-signing authorization. A receipt 
must be obtained and presented to the bookkeeper for all 
expenses paid through these means 

1.4.10.2. Documentation supporting business expenses such as statements 
and invoices, details of cash payments, receipts and the like must 
be securely stored in the records cabinet and presented to the 
bookkeeper for entry into the accounting software. 

1.4.11. Contracts and Agreements - Green River Cannabis Company, Inc, will 
likely enter into a number of contracts and agreements with the host 
municipality, service providers, financial institutions, property owners etc. 
Such contracts and agreements include, but are not limited to; 

Sales and Purchase agreements 
Loan agreements 

1 
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Rental agreements 
Lease agreements 
Franchise agreements 
Sale and lease back agreements 
Trading agreements with suppliers 
Insurance policies 
Legal documentation 
All such documentation must be digitized and a hard copy stored 
in the records cabinet. 

1.4.12. Other documents may include; 
Deposits with utility companies 
Contracts with telecommunications companies 
Business registration documents and certificates 
Business licensing documents 
Surety bonds 
Tax records 
 

All such documentation must be digitized and a hard copy stored in the records cabinet. 
 

 
 

2 
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1. Introduction 
1.1. This Employee Handbook ("Handbook"] is designed to summarize certain 

personnel policies and benefits of B'Leaf Wellness Centre. (the "Company"] and 
to acquaint employees with many of the rules concerning employment with the 
Company. This Handbook applies to all employees, and compliance with the 
Company's policies is a condition of employment. This Handbook supersedes all 
previous employment policies, written and oral, express and implied. The 
Company reserves the right to modify, rescind, delete, or add to the provisions of 
this Handbook from time to time at its sole and absolute discretion. This 
Employee Handbook is not a binding contract between the Company and its 
employees, nor is it intended to alter the at-will employment relationship between 
the Company and its employees. The Company reserves the right to interpret the 
policies in this Handbook and to deviate from them when, in its discretion, it 
determines it is appropriate. 
 

1.2. Changes in Policy 
1.2.1. Since our business is constantly changing, the Company expressly 

reserves the right to revise, modify, delete, or add to any and all policies, 
procedures, work rules, or benefits stated in this handbook or in any other 
document, except for the policy of at-will employment as described below. 
Nothing in this employee handbook or in any other document, including 
benefit plan descriptions, creates or is intended to create a promise or 
representation of continued employment for any employee. Any changes 
to your at-will employment status, described below, must be in writing and 
must be signed by the Company. 

1.2.2. With respect to all other changes to Company policies, we will notify you 
of these changes in writing. No oral statements or representations can in 
any way alter the provisions of this Handbook. Changes will be effective 
on dates determined by B'Leaf Wellness Centre. and you may not rely on 
policies that have been superseded. 

1.2.3. If you are uncertain about any policy or procedure, please check 
with your Supervisor or Human Resources Manager. 

 
1.3. Employment-At-Will 

1.3.1. Employment with the Company is on an at-will basis, unless otherwise 
specified in a written employment agreement. You are free to resign at 
any time, for any reason, with or without notice. Similarly, the Company is 
free to conclude the employment relationship at any time for any lawful 
reason, with or without cause, and with or without notice. 

1.3.2. Nothing in this Handbook will limit the right of either party to terminate an 
at-will employment. No section of this Handbook is meant to be 
construed, nor should be construed, as establishing anything other than 
an employment-at-will relationship. This Handbook does not limit 
management's discretion to make personnel decisions such as 
reassignment, change of wages and benefits, demotion, etc. No person 
other than the Executive Director, President, or a member of the Board of 
Directors has the authority to enter into an agreement for employment for 
any specified period of time or to make an agreement for employment 
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other than at-will terms. Only the Executive Director, President, or 
member of the Board of Directors of the Company has the authority to 
make any such agreement, which is only binding if it is in writing and 
signed by the President of the Company. 

 
1.4. Marijuana Establishment Agent - Background Checks 

1.4.1. The Commonwealth of Massachusetts requires that all board members, 
directors, employees, executives, managers, or volunteers of a Marijuana 
Establishment must be 21 years of age or older and in possession of a 
state-issued Registration Card. Consequently, all those described above 
are subject to extensive background checks. 

1.4.2. Executive officers, managers and employees of a Licensed Marijuana 
Establishment shall apply for registration for all of its board members, 
directors, employees, executives, managers, and volunteers who are 
associated with that Marijuana Establishment.  

1.4.3. The Commission shall issue a registration card to each individual 
determined to be suitable for registration.  All such individuals shall: 

● be 21 years of age or older;  
● not been convicted of an offense in the Commonwealth involving 

the distribution of controlled substances to minors, or a like 
violation of the laws of another state, the United States or foreign 
jurisdiction, or a military, territorial, or Native American tribal 
authority; and  

● be determined suitable for registration consistent with the 
provisions of 935 CMR 500.800 and 500.802. 

1.4.4. The Commonwealth of Massachusetts requires, as a condition of 
employment in a Licensed Marijuana Establishment, the possession of a 
valid marijuana establishment agent Registration Card. No board 
member, director, employee, executive, manager, or volunteer may be 
engaged by a Licensed Marijuana Establishment without possession of a 
valid Registration Card. 

1.4.5. Consequently, denial or revocation of a registration card by the 
Commission will render any individual unemployable by a Licensed 
Marijuana Establishment.This may lead to the withdrawal of offers of 
employment or appointment in the event of a denial of a registration card, 
and immediate dismissal in the event of revocation of a registration card. 

1.4.6. The Company shall notify the Commission no more than one business 
day after a marijuana establishment agent ceases to be associated with 
the establishment.The registration shall be immediately void when the 
agent is no longer associated with the Company.. 

1.4.7. Registration cards are valid for one year from the date of issue, and may 
be renewed on an annual basis upon a determination by the Commission 
that the applicant for renewal continues to be suitable for registration. 

1.4.8. After obtaining a registration card for a marijuana establishment agent, 
the Company is responsible for notifying the Commission of any changes 
to the information that the establishment was previously required to 
submit to the Commission or after discovery that a registration card has 
been lost or stolen. 
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1.4.9. All marijuana establishment agents shall carry the registration card 
associated with the appropriate Marijuana Establishment at all times while 
in possession of marijuana products, including at all times while at the 
establishment or while transporting marijuana products. 

1.4.10. A marijuana establishment agent affiliated with multiple Marijuana 
Establishments shall be registered as a marijuana establishment agent by 
each Marijuana Establishment and shall be issued a registration card for 
each establishment. 
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2. Retail Store Roles, Qualifications, Training, and Selection 
 

2.1. Store Job Classifications and Requirements: 
2.1.1. Store Manager​ - The store manager is the face of the facility. The 

manager must interface with staff, law enforcement, vendors, and others. 
The principal responsibility of the store manager is to coordinate and 
facilitate the transactions of the store. They must maintain records, have 
contact with suppliers and the grow site, embrace customer service and 
understand marketing. They will train employees and decide which 
product to carry and determine best pricing based on market conditions. 
They are responsible for keeping up with all changes in local and state 
law regarding operation of the facility. The most important job of the store 
manager is to ensure the security and integrity of our inventory. 

 
2.1.2. Retail Sales Agent ​- The store has a need for retail professionals who 

can communicate articulately and passionately with customers about a 
wide range of cannabis products. Desirable backgrounds include previous 
marijuana vertical experience, retail sales, pharmacy, education, and 
customer service. Knowledge of cannabis, the varieties of cannabis, and 
their effects is highly relevant. They must be keenly aware of the 
difference of Indica, Sativa and their hybrids. A retail sales agent will 
maintain records in accordance with the Operations Manual, serve 
customers, offering advice and recommendations, be mindful and vigilant 
in terms of security, diversion, and facility cleanliness. Retail Sales Agents 
will be trained by the store manager alongside whom the will work to learn 
the total operation of the retail store. This position may be full-, or 
part-time. 

2.1.3. Security Guards​ - Our retail store has an ongoing demand for trained 
law enforcement and security professionals. The store employs 24/7 
security protection. Duties include ensuring the integrity of the facility’s 
security systems and protecting the facility and its customers from outside 
criminal disturbance. Desired backgrounds include previous military, law 
enforcement, and security experience. 

 
2.2. Employee Training and Selection 

2.2.1. Our retail store is constantly looking for motivated, friendly, articulate and 
passionate people to work with our customers to provide them with the 
best product for their recreational needs. We are looking for people with 
the above attributes and are willing to train others in order to have a 
diverse workforce. Some of the desirable backgrounds we are looking for 
include marijuana vertical experience, retail sales, pharmacy, education, 
and customer service. We tend to train all employees in the following 
subjects, but tailor each topic to meet the needs required by individual 
roles: 

● Cannabis Science 
● Horticultural & Organic Cultivation 
● Methods of Extraction 
● Methods of Ingestion 
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● Cooking with Cannabis 
● Medical marijuana use 
● Harm Reduction Methods 
● Sensible Cannabis Use 
● Customer Relations 
● Massachusetts Cannabis Law 

 
2.3. Our company is looking for all types of help for our retail sales operation, both 

front-of-house, and in the back office. Typical responsibilities include: 
2.3.1. Retails Sales 
2.3.2. Packaging labeling and inventory 
2.3.3. Sanitation and maintenance of the facility 
2.3.4. Security of the facility and deliveries 
2.3.5. Standard business and management roles such as, account 

management, administration, etc. 
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3. Employment Policies 
 

3.1. Employee Classifications 
3.1.1. The following terms are used to describe employees and their 

employment status: 
3.1.2. Exempt Employees​ - Employees whose positions meet specific tests 

established by the Federal Labor Standards Act ("FLSA") and 
Massachusetts state law. In general, exempt employees are those 
engaged in executive, managerial, high-level administrative and 
professional jobs who are paid a fixed salary and perform certain duties. 
In addition, certain commissioned sales employees and highly paid 
computer professionals are exempt. Exempt employees are not subject to 
the minimum wage and overtime laws. 

 
3.1.3. Non-exempt Employees​ - Employees whose positions do not meet 

specific tests established by the FLSA and Massachusetts state law. All 
employees who are covered by the federal or state minimum wage and 
overtime laws are considered non-exempt. Employees working in 
non-exempt jobs are entitled to be paid at least the minimum wage per 
hour and a premium for overtime. 

 
3.1.4. Regular Employee​ - Employees who are hired to work on a regular 

schedule. Such employees can be either full-time or part-time. The 
distinction between full-time and part- time depends upon the number of 
hours that an employee works. 

 
3.1.5. Full-Time Employee​- Employees who are not temporary employees, 

independent contractors, or independent consultants and who are 
regularly scheduled to work a schedule of 40 hours per work week. 

 
3.1.6. Part-Time Employee​ - Employees who are not temporary employees, 

independent contractors, or independent consultants and who are 
regularly scheduled to work less than 40 hours per work week. 

 
3.1.7. Temporary Employees​ - Employees who are hired as interim 

replacements to temporarily supplement the workforce or to assist in the 
completion of a specific project. Employment assignments in this category 
are of limited duration and the temporary employee can be let go before 
the end of the defined period. Short term assignments generally are 
periods of three (3) months or less, however, such assignments may be 
extended. All Temporary employees are at-will regardless of the 
anticipated duration of the assignment [see Employment-at-Will Policy). 
Temporary employees retain that status unless and until notified in writing 
of a change. 

 
3.1.8. Independent Contractor or Consultant​ - These individuals are not 

employees of the Company and are self-employed. An independent 
contractor or consultant is engaged to perform a task according to his/her 
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own methods and is subject to control and direction only as to the results 
to be accomplished. Independent contractors or consultants are not 
entitled to benefits. 

 
3.1.9. Each employee will be advised of his or her status at the time of hire and 

any change in status. Regardless of the employee's status, the employee 
is employed at-will and the employment relationship can be terminated by 
the Company or the employee at any time, with or without cause. 

 
3.2. Equal Employment Opportunity & American with Disabilities Act.  

3.2.1. It is the policy of the Company to provide equal employment opportunities 
to all employees and employment applicants without regard to unlawful 
considerations of race, religion, creed, color, national origin, sex, sexual 
orientation, gender identity, age, ancestry, physical or mental disability, 
medical condition including medical characteristics, marital status or any 
other classification protected by applicable local, state or federal laws. 
This policy prohibits unlawful discrimination based on the perception that 
anyone has any of those characteristics, or is associated with a person 
who has or is perceived as having any of those characteristics. This policy 
applies to all aspects of employment, including, but not limited to, hiring, 
job assignment, working conditions, compensation, promotion, benefits, 
scheduling, training, discipline and termination. Reasonable 
accommodation is available for qualified individuals with disabilities, upon 
request. 
 

3.2.2. The Company expects all employees to support our equal employment 
opportunity policy, and to take all steps necessary to maintain a 
workplace free from unlawful discrimination and harassment. 

 
3.2.3. In compliance with the Americans with Disabilities Act (ADA), the 

Company provides accommodation to the disabled to the full extent 
required by law. The Company may require medical certification of both 
the disability and the need for accommodation. Keep in mind that the 
Company can only seek to accommodate the known physical or mental 
limitations of an otherwise qualified disabled individual. Therefore, it is 
your responsibility to come forward if you are in need of an 
accommodation. The Company will engage in an interactive process with 
the employee to identify possible accommodations, if any will help the 
applicant or employee perform the job. We further recognize that 
employees with life threatening illnesses, including but not limited to 
cancer, heart disease and AIDS, may wish to continue engaging in as 
many of their normal pursuits as their condition allows, including work. As 
long as these employees are able to meet acceptable performance 
standards with or without reasonable accommodation, and medical 
evidence indicates that their working does not present a substantial threat 
to themselves or others, they will be permitted to do so. 
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3.3. Diversity Plan 
To the extent permissible by law it is the policy of this company to promote equity 
among the following demographic groups: 

● Minorities; 
● Women; 
● Veterans; 
● People with disabilities; and 
● People of all gender identities and sexual orientations. 

 
3.3.2. Goals 

Our company has established specific goals to promote equity for the 
above-listed groups in the operations of our Marijuana Establishment 

● Providing employment opportunities to individuals falling into the 
above-listed demographic categories to help them achieve their 
goal of entering the adult-use marijuana industry; 

● Increasing the number of individuals falling into the above-listed 
demographic categories working in the establishment and 
providing tools to aid their success. 

● Increasing the number of individuals falling into the above-listed 
demographic categories working in management and executive 
positions in the establishment and providing tools to aid their 
success. 
 

3.3.3. Programs 
The following programs will help effectuate the above goals: 

● Employment opportunities will be published in diverse media with 
the objective of more effectively reaching the above demographic 
groups; 

● Distribute internal workplace information sheets aimed at 
encouraging current employees to recommend individuals falling 
into the above-listed demographic categories for employment; 

● Participate in job and recruitment fairs that specifically target 
individuals in the above-listed demographic categories. 

● Individuals falling into the above-listed demographic categories will 
be offered opportunities to shadow their immediate supervisor to 
help achieve a transfer of the skills, knowledge, and 
responsibilities that this role demands. 
 

3.3.4. Measurement 
Ideally, a cross-section of the individuals that are employed by our 
company should reflect the demographic make-up of the community that 
we serve. To that end we intend to focus our efforts on the following 
metrics: 

● Have five employment positions been created since initial 
licensure? 
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● Have we advertised available positions in diverse media with the 
objective of more effectively reaching the above demographic 
groups? 

● Have we attended at least one job and recruitment fair that 
specifically target individuals in the above-listed demographic 
categories? 

● Have individuals falling into the above-listed demographic 
categories been hired and retained for at least 20% of the 
available positions? 

● Have individuals falling into the above-listed demographic 
categories been offered opportunities to engage in shadow 
training? 

● How many individuals falling into the above-listed demographic 
categories have chosen to engage in shadow training? 
 

3.3.5. None of the above shall prevent the company from hiring the most 
qualified candidates and complying with all employment laws and other 
legal requirements. In addition to direct hiring, the company will work in 
good faith, in a legal and non-discriminatory manner to consider the 
status of vendors, suppliers, contractors, and tradesmen when planning to 
employ such individuals from within the local municipality  

 
3.4. Confidentiality. 

3.4.1. In the course of employment with the Company, employees may have 
access to "Confidential Information" regarding the Company, which may 
include its business strategy, future plans, financial information, contracts, 
suppliers, customers, personnel information or other information that the 
Company considers proprietary and confidential. Maintaining the 
confidentiality of this information is vital to the Company’s competitive 
position in the industry and, ultimately, to its ability to achieve financial 
success and stability. Employees must protect this information by 
safeguarding it when in use, using it only for the business of the Company 
and disclosing it only when authorized to do so and to those who have a 
legitimate business need to know about it. This duty of confidentiality 
applies whether the employee is on or off the Company's premises, and 
during and even after the end of the employee's employment with the 
Company. This duty of confidentiality also applies to communications 
transmitted by the Company's electronic communications. See Internet, 
Email and Computer Use policy, below. 
 

3.4.2. As a condition of employment with the Company, all employees must sign 
a Non- Disclosure Agreement. 
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3.5. Employment of Relatives 
3.5.1. The Company recognizes that the employment of relatives in certain 

circumstances, such as when they will work in the same department, or 
supervise or manage the other, or have access to confidential or sensitive 
information regarding the other, can cause problems related to 
supervision, safety, security or morale, or create conflicts of interest that 
materially and substantially disrupt the Company's operations. When the 
Company determines any of these problems will be present, it will decline 
to hire an individual to work in the same department as a relative of an 
existing employee. Relatives subject to this policy include: father, mother, 
sister, brother, current spouse or domestic​ ​partner, child (natural, foster, 
or adopted), current mother-in- law, current father-in-law, grandparent, or 
grandchild. 
 

3.5.2. If present employees become relatives during employment, the Company 
should be notified so that we may determine whether a problem involving 
supervision, safety, security or morale, or a conflict of interest that would 
materially and substantially disrupt the Company's operations exists. If 
the Company determines that such a problem exists, the Company will 
take appropriate steps to resolve the problem, which may include 
reassignment of one relative (if feasible) or asking for the resignation of 
one of the relatives. 

 
3.6. Introductory Period 

3.6.1. The first 30 days of employment are considered an introductory period for 
all newly hired employees. During this time, you will learn your new 
responsibilities, get acquainted with fellow employees, and determine 
whether you are happy with the position. Also, during this time, your 
manager will monitor your performance. Upon completion of the 
introductory period, your manager will review your performance. If the 
Company finds your performance satisfactory and decides to continue 
your employment, you will be advised of any improvements expected. 
This is also an opportunity for you to make suggestions to improve the 
Company's efficiency and operations. Completion of the introductory 
period does not entitle you to remain employed by the Company for any 
definite period of time, but instead allows both you and the Company to 
evaluate whether or not you are right for the position. Your status as an 
at-will employee does not change. The employment relationship may be 
terminated with or without cause and with or without advance notice, at 
any time by you or the Company. 
 

3.7. Personnel Records and Employee References 
3.7.1. The Company maintains a personnel file and payroll records for each 

employee as required by law. Personnel files and payroll records are the 
property of the Company and may not be removed from Company 

B'Leaf Wellness Centre - Employee Handbook - Ver 2. 09/11/2018 

 
12 



premises without written authorization. Because personnel files and 
payroll records are confidential, access to the records is restricted. 
Generally, only those who have a legitimate reason to review information 
in an employee's file are allowed to do so. Disclosure of personnel 
information to outside sources will be limited. However, the Company will 
cooperate with requests from authorized law enforcement or local, state, 
or federal agencies conducting official investigations and as otherwise 
legally required. 
 

3.7.2. Employees may contact a Human Resources representative to request a 
time to review their payroll records and/or personnel file. With reasonable 
advance notice, an employee may review his or her own records in the 
Company's offices and in the presence of an individual appointed by the 
Company to maintain the records. No copies of documents in your file 
may be made, with the exception of documents that you have previously 
signed, or documents that may be obtained by you subject to state and/or 
federal law. You may add your comments to any disputed item in the file. 

 
3.7.3. By policy, the Company will provide only the former or present 

employee's dates of employment and position(s) held with the Company 
and eligibility for rehire, if asked. Compensation information may also be 
verified if written authorization is provided by the employee. 

 
3.8. Privacy  

3.8.1. The Company is respectful of employee privacy. All employee 
demographic and personal information will be shared only as required in 
the normal course of business. Healthcare enrollment information is kept 
in a separate folder from other human resources forms. Workers' 
Compensation information is not considered private healthcare 
information; however, this information will be released only on a 
need-to-know basis. 
 

3.8.2. The Company does not make or receive any private healthcare 
information through the course of normal work. If any employee 
voluntarily shares private healthcare information with a member of 
management, this information will be kept confidential. If applicable, the 
Company will set up guidelines for employees and management to follow 
to ensure that company employees conform to the requirements of the 
Health Insurance Portability and Accountability Act (HIPAA). 

 
3.9. Immigration Law Compliance  

3.9.1. In compliance with the Immigration Reform and Control Act of 1986, each 
new employee, as a condition of employment, must complete the 
Employment Eligibility Verification Form 1-9 on day of hire and present 
documentation establishing identity and employment eligibility within three 
business days of date of hire. Former employees who are rehired must 
also complete an 1-9 form if they have not completed an 1-9 form with the 
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Company within the past three years, or if their previous 1-9 form is no 
longer retained or valid. You may raise questions or complaints about 
immigration law compliance without fear of reprisal. 

 
3.10. Religious Accommodation  

3.10.1. The Company will make reasonable accommodations for employees' 
observance of religious holidays and practices unless the accommodation 
would cause an undue hardship on the Company's operations. If you 
desire a religious accommodation, you are required to make the request 
in writing to your manager as far in advance as possible. You are 
expected to strive to find co-workers who can assist in the 
accommodation (e.g., trade shifts) and cooperate with the Company in 
seeking and evaluating alternatives. 
 

3.11. Political Neutrality 
3.11.1. Maintenance of individual freedom and our political institutions 

necessitates broad scale participation by citizens concerning the 
selection, nomination and election of our public office holders. The 
Company will not discriminate against any employee because of 
identification with and support of any lawful political activity. Company 
employees are entitled to their own personal political position. The 
Company will not discriminate against employees based on their lawful 
political activity engaged in outside of work. If you are engaging in political 
activity, however, you should always make it clear that your actions and 
opinions are your own and not necessarily those of the Company, and 
that you are not representing the Company. 
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4. Hours of Work and Payroll Practices 
 

4.1. Pay Periods and Paydays 
4.1.1. Employees are paid on a weekly basis. All employees will be paid on 

Friday of each week. All employees are paid by check on the 
above-mentioned payday. If the regular payday falls on a weekend or 
Company holiday, employees will be paid on the last business day before 
the holiday and/or weekend. 

 
4.2. Overtime 

4.2.1. non-exempt employees will be paid in accordance with Federal and 
Massachusetts state law. All overtime work by non-exempt employees 
must be authorized in advance by their manager. Only hours actually 
worked will be used to calculate overtime pay. 

 
4.3. Rest and Meal Periods 

4.3.1. All rest and meal periods will be in accordance with Massachusetts state 
law. To the extent Massachusetts state law does not require rest and 
meal breaks, non-exempt employees will be provided a 10-minute rest 
break for every four hour period of work. This time is counted and paid as 
time worked. Non-exempt employees scheduled to work more than a five 
hour period will be provided a 30-minute unpaid meal period. 

 
4.4. Time Cards 

4.4.1. Non-exempt employees are required to keep an accurate and complete 
record of their attendance and hours worked. Time cards are official 
business records and may not be altered without the employee's 
supervisor's approval and may not be falsified in any way. 

 
4.5. Payroll Deductions 

4.5.1. Various payroll deductions are made each payday to comply with federal 
and state laws pertaining to taxes and insurance. Deductions will be 
made for the following: Federal and State Income Tax Withholding, Social 
Security, Medicare, State Disability Insurance & Family Temporary 
Disability Insurance, and other items designated by you or required by law 
(including a valid court order]. You can adjust your federal and state 
income tax withholding by completing the proper federal or state form and 
submitting it to Accounting. At the start of each calendar year, you will be 
supplied with your Wage and Tax Statement (W-2] form for the prior year. 
This statement summarizes your income and deductions for the year. 

 
4.6. Wage Garnishment 

4.6.1. A garnishment is a court order requiring an employer to remit part of an 
employee's wages to a third party to satisfy a just debt. Once the 
Company receives the legal papers ordering a garnishment, we are 
required by law to continue making deductions from your check until we 
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have withheld the full amount or until we receive legal papers from the 
court to stop the garnishment. Even if you have already paid the debt, we 
still need the legal papers to stop the garnishment. 
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5. Standards of Conduct and Employee Performance 
 

5.1. Anti-Harassment and Discrimination 
5.1.1. The Company is committed to providing a work environment free of 

sexual or any form of unlawful harassment or discrimination. Harassment 
or unlawful discrimination against individuals on the basis of race, religion, 
creed, color, national origin, sex, sexual orientation, gender identity, age, 
ancestry, physical or mental disability, medical condition including medical 
characteristics, marital status or any other classification protected by 
local, state or federal laws is illegal and prohibited by Company policy. 
Such conduct by or towards any employee, contract worker, customer, 
vendor or anyone else who does business with the Company will not be 
tolerated. Any employee or contract worker who violates this policy will be 
subject to disciplinary action, up to and including termination of his or her 
employment or engagement. To the extent a customer, vendor or other 
person with whom the Company does business engages in unlawful 
harassment or discrimination, the Company will take appropriate 
corrective action. 
 

5.2. Prohibited Conduct 
5.2.1. Prohibited harassment or discrimination includes any verbal, physical or 

visual conduct based on sex, race, age, national origin, disability or any 
other legally protected basis if: 

5.2.2.  
5.2.3. submission to such conduct is made either explicitly or implicitly a term or 

condition of an individual's employment or engagement. 
 

5.2.4. submission to or rejection of such conduct by an individual is used as a 
basis for decisions concerning that individual's employment or 
engagement; or it creates a hostile or offensive work environment. 

 
5.2.5. Prohibited harassment includes unwelcome sexual advances, requests 

for sexual favors and lewd, vulgar or obscene remarks, jokes, posters or 
cartoons, and any unwelcome touching, pinching or other physical 
contact. Other forms of unlawful harassment or discrimination may 
include racial epithets, slurs and derogatory remarks, stereotypes, jokes, 
posters or cartoons based on race, national origin, age, disability, marital 
status or other legally protected categories.  

 
5.2.6. Prohibited harassment might also be transmitted using the Company's 

electronic communications system, or through other on-line conduct. 
 

5.3. Complaint Procedure 
5.3.1. Employees or contract workers who feel that they have been harassed or 

discriminated against, or who witness any harassment or discrimination 
by an employee, contract worker, customer, vendor or anyone else who 
does business with the Company, should immediately report such 
conduct to their supervisor or any other member of management. 
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5.3.2. Do not allow an inappropriate situation to continue by not reporting it, 
regardless of who is creating the situation. No employee, contract worker, 
customer, vendor or other person who does business with this 
organization is exempt from the prohibitions in this policy. In response to 
every complaint, the Company will conduct an investigation and, if 
improper conduct is found, take appropriate corrective action. 

5.3.3. To the extent that an employee or contract worker is not satisfied with the 
Company's handling of a harassment or discrimination complaint, he or 
she may also contact the appropriate state or federal enforcement agency 
for legal relief. 
 

5.4. Attendance 
5.4.1. Punctuality and regular attendance are essential to the successful 

operation of the Company's business. If an employee is unable to report 
to work (or to report to work on time) for any reason, the employee must 
notify his or her supervisor before his or her starting time. If an employee 
desires to leave work for any reason during the workday, the employee 
must obtain the approval of his or her supervisor prior to leaving. In the 
event that the employee fails to call his or her supervisor or report for 
work for 3 consecutive 

5.4.2. workdays, the employee will be deemed to have voluntarily resigned from 
his or her employment with the Company and will be removed from the 
payroll. Excessive absenteeism or tardiness may subject the employee to 
disciplinary action, up to and including termination. 
 

5.5. Discipline and Standards of Conduct. 
5.5.1. As an at-will employer, the Company may impose discipline whenever it 

determines it is necessary or appropriate. Discipline may take various 
forms, including verbal counseling, written warnings, suspension, 
demotion, transfer, reassignment or termination. The discipline imposed 
will depend on the circumstances of each case; therefore, discipline will 
not necessarily be imposed in any particular sequence. Moreover, at any 
time the Company determines it is appropriate, an employee may be 
discharged immediately. 

5.5.2. Every organization must have certain standards of conduct to guide the 
behavior of employees. Although there is no possible way to identify 
every rule of conduct, the following is an illustrative list (not intended to be 
comprehensive or to limit the Company's right to impose discipline for any 
other conduct it deems inappropriate]. Keep in mind that these standards 
of conduct apply to all employees whenever they are on Company 
property and/or conducting Company business (on or off Company 
property]. Engaging in any conduct the Company deems inappropriate 
may result in disciplinary action, up to and including termination. Such 
conduct may include: 

 
● Dishonesty; 
● Falsification of Company records; 
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● Unauthorized use or possession of property that belongs to the 
Company, a coworker, or member of the public; 

● Possession or control of illegal drugs, weapons, explosives, or 
other dangerous or unauthorized materials; 

● Fighting, engaging in threats of violence or violence, use of vulgar 
or abusive language, horseplay, practical jokes or other disorderly 
conduct that may endanger others or damage property; 

● Insubordination, failure to perform assigned duties or failure to 
comply with the Company's health, safety or other rules; 

● Unauthorized or careless use of the Company's materials, 
equipment or property; 

● Unauthorized and/or excessive absenteeism or tardiness; 
● Lack of teamwork, poor communication, unsatisfactory 

performance, unprofessional conduct, or conduct improper for the 
workplace; 

● Sexual or other illegal harassment or discrimination; 
● Unauthorized use or disclosure of the Company's confidential 

information; 
● Violation of any Company policy. 

 
5.6. Dress Code  

5.6.1. What we wear to work is a reflection of the pride we have in our 
Company, in what we do, and in ourselves. Although dress code 
requirements will vary according to job responsibilities, we ask that your 
appearance at all times show discretion, good taste, and not present a 
hazard in the performance of your job. 
 

5.7. Safety 
5.7.1. The Company is committed to providing a safe workplace. Accordingly, 

the Company emphasizes "safety first." It is the employee's responsibility 
to take steps to promote safety in the workplace and work in a safe 
manner. By remaining safety conscious, employees can protect 
themselves and their coworkers.  

5.7.2. Employees are expected to promptly report all unsafe working conditions, 
accidents and injuries, regardless of how minor so that any potential 
hazards can be corrected. 
 

5.8. Substance and Abuse  
5.8.1. The Company is committed to providing its employees with a safe and 

productive work environment. In keeping with this commitment, it 
maintains a strict policy against the use of alcohol and the unlawful use of 
drugs in the workplace. Consequently, no employee may consume or 
possess alcohol, or use, possess, sell, purchase or transfer illegal drugs 
at any time while on the Company's premises or while using the Company 
vehicles or equipment, or  

5.8.2. No employee may report to work with illegal drugs (or their metabolites) or 
alcohol in his or her bodily system. The only exception to this rule is that 
employees may engage in moderate consumption of alcohol that may be 
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served and/or consumed as part of an authorized Company social or 
business event.  

5.8.3. "Illegal drug" means any drug that is not legally obtainable or that is 
legally obtainable but has not been legally obtained in accordance with 
the Laws of the Commonwealth of Massachusetts. It includes prescription 
drugs not being used for prescribed purposes or by the person to whom it 
is prescribed or in prescribed amounts. It also includes any substance a 
person holds out to another as an illegal drug. 

5.8.4. Any violation of this policy will result in disciplinary action, up to and 
including termination of employment. 

5.8.5. Any employee who feels he or she has developed an addiction to, 
dependence upon, or problem with alcohol or drugs, legal or illegal, is 
strongly encouraged to seek assistance before a violation of this policy 
occurs. Any employee who requests time off to participate in a 
rehabilitation program will be reasonably accommodated. However, 
employees may not avoid disciplinary action, up to and including 
termination, by entering a rehabilitation program after a violation of this 
policy is suspected or discovered. When, in the Company's sole and 
absolute discretion, the Company determines it is appropriate, an 
employee may be offered the option of participating in and satisfactorily 
completing a Company-approved drug and/or alcohol rehabilitation 
program in lieu of termination. 
 

5.9. Workplace Searches. 
5.9.1. To protect Company property, prevent diversion, and to ensure the safety 

of all employees, the Company reserves the right to inspect and search 
any employee's office, desk, drawers, cabinets, files, locker, equipment, 
including computers, e-mail and voicemail, Company vehicles, and any 
area on Company premises. In this regard, it should be noted that all 
offices, desks, file drawers, cabinets, lockers, and other Company 
equipment and facilities are the property of the Company, and are 
intended for business use.  

5.9.2. Employees should have no expectation of privacy with respect to items 
brought onto Company property and/or stored in Company facilities. 
Inspection may be conducted at any time, without notice, at the discretion 
of the Company. 

5.9.3. In addition, when the Company deems appropriate, employees may be 
required to submit to searches of their personal vehicles, parcels, purses, 
handbags, backpacks, briefcases, lunch boxes or any other possessions 
or articles brought on to the Company's property. 

5.9.4. Persons entering the premises who refuse to cooperate in an inspection 
conducted pursuant to this policy may not be permitted to enter the 
premises. All employees must cooperate in an inspection; failure to do so 
is insubordination and will result in disciplinary action, up to and including 
termination. 
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5.10. Social Media Policy.  
5.10.1. B'Leaf Wellness Centre. is committed to utilizing social media to enhance 

its profile and reputation, to listen and respond to customer opinions and 
feedback, and to drive revenue, loyalty and advocacy. We encourage 
employees to support our activities through their personal social 
networking channels while adhering to the guidelines outlined in this 
section. 

5.10.2. For the purpose of this section, social media and networking refers to the 
use of web-based and mobile applications for social interaction and the 
exchange of user generated content. Social media channels can include, 
but are not limited to: Facebook, Twitter, Linkedln, YouTube, blogs, 
review sites, forums, online communities and any similar online platforms. 

5.10.3. Employees are expected to conduct themselves in a professional manner, 
to respect the views and opinions of others, and to demonstrate respect 
for the company, its ownership, clients, guests, vendors, employees and 
competitors. 

5.10.4. The Company and its employees are committed to conducting ourselves 
in accordance with best industry practices in social networking, to being 
responsible citizens and community members, to listening and responding 
to feedback, and to communicating in a courteous and professional 
manner. Behavior and content that may be deemed disrespectful, 
dishonest, offensive, harassing or damaging to the company's interests or 
reputation are not permitted.  

5.10.5. The use of social media channels on company time for personal purposes 
is not allowed.  

5.10.6. Any social media contacts, including "followers" or "friends," that are 
acquired through accounts (including but not limited to email addresses, 
blogs, Twitter, Facebook, YouTube, Linkedln, or other social media 
networks) created on behalf of the Company will be the property of the 
Company. 

5.10.7. Employees must not disclose private or confidential information about the 
Company, its employees, clients, suppliers or customers on social 
networks. Employees must respect trademarks, copyrights, intellectual 
property and proprietary information. No third-party content should be 
published without prior permission from the owner. 

5.10.8. The Company maintains the right to monitor company-related employee 
activity in social networks. Violation of policy guidelines is grounds for 
discipline, up to and including termination. 

 
5.11. Cell Phone Policy  

5.11.1. The use of personal cell phones at work is discouraged because it can 
interfere with work and be disruptive to others. Therefore, employees who 
bring personal cell phones to work are required to keep the ringer shut off 
or placed on vibrate mode when they are in the office, and to keep cell 
phone use confined to breaks and meal periods. Conversations should be 
had away from areas where other employees are working. When cell 
phone use interferes with the satisfactory performance of an employee's 
duties or disturbs others, the privilege of using a personal cell phone at 
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work may be taken away and other disciplinary action, up to and including 
termination, may be imposed. 

5.11.2. The Company may provide cell phone allowances to employees in certain 
positions in an effort to improve efficiency and effectiveness. When cell 
phones are used for Company business, employees must comply with all 
Company policies governing conduct, including our policies prohibiting 
discrimination, harassment, and violence in the workplace. When using 
the cell phone in a public place, please remember to maintain the 
confidentiality of any private or confidential business information. As a 
courtesy to others, please shut cell phones off or place on vibrate mode 
during meetings. 
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6. Employee Benefits and Services 
 

6.1. General 
6.1.1. Aside from those benefits required by state and federal regulations, 

B'Leaf Wellness Centre. also offers additional benefits for its full-time 
employees.  

6.1.2. From time to time, benefits may be added or deleted from the benefits 
package.  

6.1.3. The Company reserves the right to make such changes.This Handbook 
does not contain the complete terms and/or conditions of any of the 
Company's current benefit plans. It is intended only to provide general 
explanations.  

6.1.4. For information regarding employee benefits and services, employees 
should contact Human Resources. 

 
6.2. Group Health Insurance 

6.2.1. B'Leaf Wellness Centre. offers a group health plan for eligible employees. 
The Company's group health insurance plan is offered through Blue 
Cross. For more information, refer to the Company's benefits booklet for 
complete details and benefits. 

 
6.3. COBRA 

6.3.1. Under the provisions of the Consolidated Omnibus Budget Reconciliation 
Act (COBRA) of 1986, if you are covered under the Company's group 
health insurance plan(s) you are entitled to continue your coverage in the 
event that your employment with the Company ends. Under COBRA, the 
Company must offer each qualified beneficiary (the employee and any 
covered dependents) who would otherwise lose coverage under the plan 
as a result of a qualifying event an opportunity to continue their insurance 
coverage. A qualifying event is defined as termination of employment, a 
reduction in the number of hours of employment, death of covered 
employee, divorce or legal separation, a dependent child ceases to be 
dependent, eligibility of the covered employee for Medicare, or an 
employer's bankruptcy. 

 
6.4. Worker's Compensation. 

6.4.1. All states have Workers' Compensation laws whose purpose is to 
promote the general welfare of people by providing compensation for 
accidental injuries or death suffered in the course of employment. These 
laws are designed to provide protection to workers suffering occupational 
disabilities through accidents arising out of, and in the course of 
employment.  

6.4.2. B'Leaf Wellness Centre. carries Workers' Compensation Insurance for all 
employees and pays the entire cost of the insurance program.  

6.4.3. An employee who suffers an injury or illness in connection with the job is 
usually eligible to receive payment through the insurance company for 
lost wages.  
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6.4.4. In addition to disability payments, necessary hospital, medical and 
surgical expenses are covered under Workers' Compensation, with 
payments being made directly to the hospital or physician.  

6.4.5. Workers' Compensation benefits to injured workers also includes 
assistance to help qualified injured employees return to suitable 
employment. 

 
6.5. Social Security Benefits (FICA)  

6.5.1. During your employment, you and the Company both contribute funds to 
the Federal government to support the Social Security Program. This 
program is intended to provide you with retirement benefit payments and 
medical coverage once you reach retirement age. 
 

6.6. Unemployment Insurance 
6.6.1. The company pays a state and federal tax to provide employees with 

unemployment insurance coverage in the event they become unemployed 
through no fault of their own or due to circumstances described by law. 
This insurance is administered by applicable state agencies, who 
determine eligibility for benefits, the amount of benefits (if any), and 
duration of benefits. 
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7. Employee Leaves of Absence and Time Off 
 

7.1. General 
7.1.1. While regular attendance is crucial to maintain business operations, the 

Company recognizes that, for a variety of reasons, employees may need 
time off from work. The Company has available a number of types of 
leaves of absence. Some are governed by law and others are 
discretionary. For all planned leaves, however, employees must submit a 
request at least 14 days in advance; in case of emergencies, employees 
should submit the request as soon as they become aware of the need for 
leave. All leaves must have the approval of the Company management. If, 
during a leave, an employee accepts another job, engages in other 
employment or consulting outside of the Company, or applies for 
unemployment insurance benefits, the employee may be considered to 
have voluntarily resigned from employment with the Company. 

7.1.2. All requests for a leave of absence will be considered in light of their 
effect on the Company and its work requirements, as determined by the 
Company management, which reserves the right to approve or deny such 
requests in its sole discretion, unless otherwise required by law. For 
disability-related leave requests, the Company will engage in an 
interactive process with the employee to determine if a period of leave is 
the most appropriate accommodation.  

7.1.3. The employee must provide a certification from his or her health care 
provider to the Company to support a leave for medical reasons. Failure 
to provide the required certification to the Company in a timely manner 
will result in delay or denial of leave.  

7.1.4. If an employee requires an extension of leave, the employee must 
request such extension and have it approved before the expiration of the 
currently approved leave. 

7.1.5. While the Company will make a reasonable effort to return the employee 
to his or her former position or a comparable position following an 
approved leave of absence, there is no guarantee that the employee will 
be reinstated to his or her position, or any position, except as required by 
law. 
 

7.2. Sick Days 
7.2.1. Eligible employees are entitled to 5 paid sick days per year. Sick days' 

pay for regular full-time employees will be calculated based on the 
employee's base pay rate times the number of hours the employee would 
otherwise have worked on that day. Regular part-time employees will be 
paid on a pro-rata basis. 
 

7.3. Holidays 
7.3.1. B'Leaf Wellness Centre. observes the following paid holidays: 

 
● New Year's Day 
● Memorial Day 
● Independence Day 
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● Labor Day 
● Thanksgiving Day 
● Christmas Day 

 
7.3.2. The Company will grant paid holiday time off to all eligible employees. 

Holiday pay for regular full-time employees will be calculated based on 
the employee's base pay rate (as of the date of the holiday) times the 
number of hours the employee would otherwise have worked on that day. 

7.3.3. Regular part-time employees will be paid on a pro-rata basis. 
7.3.4. If an eligible non-exempt employee works on a recognized holiday with 

Company approval, he or she will receive holiday pay plus wages at his or 
her straight-time rate for the hours worked on the holiday. 
 

7.4. Pregnancy-Disability Leave  
7.4.1. Employees who are disabled on account of pregnancy, childbirth, or a 

related medical condition may request an unpaid leave of absence. Such 
leave will be granted for the period of disability, up to a maximum of four 
months. Time off may be requested for prenatal care, severe morning 
sickness, doctor-ordered bed rest, childbirth, and recovery from childbirth. 

7.4.2. Leave provided for pregnancy disability is treated separately from leaves 
required by the state family and medical leave law. However, the first 12 
workweeks of a pregnancy disability leave will be treated concurrently as 
a leave pursuant to the federal Family and Medical Leave Act ("FMLA") 
for all eligible employees. 

7.4.3. Employees who wish to take a pregnancy disability leave must notify 
Human Resources of the date the leave is expected to commence and 
the estimated duration of the leave. Notice should be given as indicated 
above. The employee must also provide a medical certification of 
disability to the Company. Failure to provide the required medical 
certification to the Company in a timely manner will result in delay or 
denial of leave. Before returning to work, the employee must provide a 
medical certification that she is able to resume her original job duties. 
Appropriate forms may be obtained from Human Resources. 

7.4.4. Employees who return to work immediately following the expiration of an 
approved pregnancy disability leave will generally be reemployed in their 
former position or a comparable job, as required by law. 

7.4.5. Employees who are affected by pregnancy may also be eligible to transfer 
to a less strenuous or hazardous position or duties, provided certain 
prerequisites are met. Reasonable accommodations may be requested 
with the advice of the employee's health care provider. In addition, 
lactation accommodation is also available, upon request. For more 
information on pregnancy disability leave or transfer and its effect on the 
terms, conditions or benefits of employment, please contact Human 
Resources. 
 

7.5. Workers' Compensation Leave 
7.5.1. Any employee who is unable to work due to a work related injury or illness 

and who is eligible for Workers' Compensation benefits will be provided 
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an unpaid leave for the period required. The first 12 weeks will be treated 
concurrently as a family and medical leave under the federal Family 
Medical Leave Act ("FMLA"} for eligible employees. 
 

7.6. Voting Time 
7.6.1. Employees who are registered voters and who lack sufficient time outside 

of work to vote in any local, state, and national election may take up to 
two hours off work with pay at the beginning or end of the day for this 
purpose. Employees should provide at least two working days' notice 
when time off is required. 
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At-Will Employment Agreement and Acknowledgement of Receipt of Employee 
Handbook 

 
Employee: ______________________________________ 

 
 

I acknowledge that I have been provided with a copy of the The Company Employee Handbook. 
I understand that I am responsible for familiarizing myself with the policies in this handbook and 
agree to comply with all rules applicable to me. 
 
I understand and agree that the policies described in the handbook are intended as a guide only 
and do not constitute a contract of employment. I specifically understand and agree that the 
employment relationship between the Company and me is at-will and can be terminated by the 
Company or me at any time, with or without cause or notice. Furthermore, the Company has the 
right to modify or alter my position, or impose any form of discipline it deems appropriate at any 
time. Nothing in this handbook is intended to modify the Company's policy of at-will 
employment. The at-will employment relationship may not be modified except by a specific 
written agreement signed by me and an authorized representative of the Company. This is the 
entire agreement between the Company and me regarding this subject. All prior or 
contemporaneous inconsistent agreements are superseded. 
 
I understand that the Company reserves the right to make changes to its policies, procedures or 
benefits at any time at its discretion. However, the at-will employment agreement can be 
modified only in the manner specified above. I further understand that the Company reserves 
the right to interpret its policies or to vary its procedures as it deems necessary or appropriate. 
 
I have received the Company Employee Handbook. I have read (or will read) and agree to abide 
by the policies and procedures contained in the Handbook. 
 
 
By:_______________________________  Date:________________  
Manager name 
 
 
 
By:_______________________________  Date:________________  
Employer name 
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B'Leaf Wellness Centre 
 

Plan to restrict access to persons 21 years and older  
an extract from our  

Retail Store Operations Manual 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 



1. Sales 
1.1. Retail sale of cannabis 

    ​IMPORTANT NOTE 
The retail sale of cannabis products is our reason for existence. We have been 
licensed by the state and local authorities to provide and sell inspected, quality 
cannabis products for adult use, and, where appropriate, to educate our clientele 
on any questions they might have about the safe use of these products. 
 
Inevitably, many customers will seek out cannabis for its perceived medical 
benefits. ​We are not doctors, and consequently, cannot give medical advice​. 
We can offer guidance and share anecdotal stories of what customers have 
experienced from some of the different strains and delivery methods (tincture, 
edibles, etc…) that we offer, but ​we cannot give assurances that any 
cannabis product will work to alleviate the customer’s particular ailment or 
symptoms​. 

 
As a licensed retail store we are mandated to follow the state’s requirements for 
tracking customer use, and providing educational materials. While the state does 
not require the tracking and recording of customer details we do so as an 
essential part of our company policy of rigorous compliance with all state and 
local legislation and by-laws, and a key component of our strategy to combat 
diversion. All customers must have their details, supported by valid ID, entered 
into the database. These details, together with their purchases, will be recorded 
and maintained for the benefit of state inspectors. 
 

NO ​customer may enter our retail premises without first producing a valid, 
recognized, photo ID.  Valid ID must be shown to security personnel at the 
entrance to the retail store and at the Point of Sale for data-entry purposes.  

There are NO EXCEPTIONS, and NO EXCUSES to this rule. 

 
1.1.1. Restricting Access to age 21 and older 

1.1.1.1. In accordance with 935 CMR 500.110 (1) (a) and 935 CMR 500.105 (14), 
NO ​person may enter our retail premises without first producing a valid, 
state or federal, photo ID.  

1.1.1.2. Valid ID must be presented to the responsible member of staff at the 
entrance to the retail store and at the Point of Sale for data-entry 
purposes.  

1.1.1.3. No person under 21 years of age may enter the premises. There are ​NO 
exceptions to this rule. 

1.1.1.4. While a person of legal age is welcome to accompany a customer into 
the store, loitering, in accordance with 935 CMR 500.110 (1) (b) is not 
permitted under any circumstances. 

1.1.1.5. Any person suspected of loitering should be politely questioned by a 

1 
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member of staff and, if unable to credibly account for their presence, be 
asked to wait outside the facility. Should the person refuse, the matter 
should be elevated to the store manager who may, if necessary, contact 
local law enforcement for assistance in removing the person from the 
facility. 

 
 

2 
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Extract from Security Plan - B'Leaf Wellness Centre - Retail Operations 
 

1.1. Quality Control and Testing 
1.1.1. In accordance with 935 CMR 500.160 (9), no marijuana product shall be sold or 

otherwise marketed for adult use that has not first been tested by an 
independent, state-licensed, testing laboratory and deemed to comply with the 
standards required under 935 CMR 500.160 

1.1.2. All marijuana and marijuana products should comprise the leaves and flowers of 
the female marjuana plant that has been processed in a manner that ensures 
they are well-cured, generally free of seeds and stems; free of dirt, sand, debris, 
and other foreign matter; free of contamination by mold, rot, fungus, and bacterial 
diseases; prepared and handled on food-grade stainless tables; and packaged in 
a secure area. 

1.1.3. All of our products are sold pre-packaged and tested by our cultivation and 
manufacturing suppliers. The initial quality control and testing of these products 
is the responsibility of these suppliers.  

1.1.4. There are certain steps that we can take to ensure that the products entering our 
inventory are tested, have achieved the correct quality, and are stored and 
rotated in a manner the best ensures their continued quality throughout their 
shelf-life. 

1.1.4.1. All agents whose job includes contact with marijuana are subject to the 
requirements for food handlers specified in 105 CMR 300.000 

1.1.4.2. Any agent working in direct contact with marijuana shall conform to 
sanitary practices while on duty, including: 

1.1.4.2.1. Maintaining adequate personal cleanliness; and 
1.1.4.2.2. Washing hands appropriately. 

1.1.4.3. Hand-washing facilities for the cleaning and sanitization of hands are 
conveniently located in production areas to allow employees to observe 
good sanitary practices wherever required. 

1.1.4.4. Cleaning equipment and products for the maintenance of sanitary 
operations are stored separately in a designated closet. 

1.1.4.5. For the maintenance of sanitary operations, sufficient space will be 
maintained for the placement of equipment and storage materials. 

1.1.4.6. All toxic items shall be clearly marked and stored in a manner that 
protects against the contamination of any marijuana product. 

1.1.4.7. All litter and waste will be correctly stored and removed daily to minimize 
both the development of odor and the potential for attracting and 
harboring pests. 

1.1.4.8. Our floors, walls, and ceilings will be kept in good repair, and have been 
designed with cleanliness and ease of maintenance in mind.  

1.1.4.9. All contact surfaces (counters, worktops, desks) must be kept clean at all 
times and should be maintained, cleaned, and sanitized as frequently as 
necessary to protect against contamination. 

1.1.4.10. We have an abundant supply of water and appropriately sized and 
designed plumbing system to allow for any and all maintenance, 
cleaning, hygiene, and sanitization needs. 

1.1.4.11. Suitable toilet facilities are readily available to all employees. 
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Extract from Security Plan - B'Leaf Wellness Centre - Retail Operations 
 

1.1.5. All products must be thoroughly checked upon arrival at our facility in accordance 
with ​Transportation of marijuana​ and ​Inventory Control and Reconciliation 
protocols. 

1.1.5.1. Should the accompanying test report indicate contaminant levels in 
excess of those accepted by DPH protocols identified in 935 CMR 500. 
160 (1), the store manager will immediately notify senior management 
who will notify the commission within 72 hours.  

1.1.5.2. Together, the store manager, the testing laboratory, and the original 
producer will determine whether the product is suitable for remediation or 
whether the entire production batch must be destroyed in accordance 
with 935 CMR 500.105 (12).  

1.1.5.3. Each of the three parties should submit a report on the incident to the 
Commission. 

1.1.5.4. The store manager should check each item and identify any that are 
outdated, damaged, mislabeled, contaminated or compromised. Any 
such products should be set aside for disposal. 

1.1.5.5. Once the products enter our inventory it is the store manager’s 
responsibility to ensure that:  

1.1.5.5.1. Stock is efficiently rotated to ensure that older product is sold 
before newer product. 

1.1.5.5.2. All stock is appropriately stored to prevent physical, chemical, 
and microbial contamination.  
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1. Detailed Description of Qualification and Intended Trainings for Agents 
 

1.1. Store Job Classifications and Requirements: 
1.1.1. All employees must be trained on their job-specific duties prior to 

performing their job functions. 
1.1.1.1.1. All employees must receive a minimum of eight (8) hours 

job-specific training each year. 
1.1.1.1.2. All current owners, managers, and employees must 

complete the Responsible Vendor Program as soon as 
possible after this becomes available. Employees must 
complete the program within 90 days of being hired. 

1.1.1.1.3. Responsible Vendor Program documentation will be 
retained for four (4) years. 

 
1.1.2. Store Manager​ - The store manager is the face of the facility. The 

manager must interface with staff, law enforcement, vendors, and others. 
The principal responsibility of the store manager is to coordinate and 
facilitate the transactions of the store. They must maintain records, have 
contact with suppliers and the grow site, embrace customer service and 
understand marketing. They will train employees and decide which 
products to carry and determine best pricing based on market conditions. 
They are responsible for keeping up with all changes in local and state 
law regarding operation of the facility. The most important job of the store 
manager is to ensure the security and integrity of our inventory. 

 
1.1.3. Retail Sales Agent ​- The store has a need for retail professionals who 

can communicate articulately and passionately with customers about a 
wide range of cannabis products. Desirable backgrounds include previous 
marijuana vertical experience, retail sales, pharmacy, education, and 
customer service. Knowledge of cannabis, the varieties of cannabis, and 
their effects is highly relevant. They must be keenly aware of the 
difference of Indica, Sativa and their hybrids. A retail sales agent will 
maintain records in accordance with the Operations Manual, serve 
customers, offering advice and recommendations, be mindful and vigilant 
in terms of security, diversion, and facility cleanliness. Retail Sales Agents 
will be trained by the store manager alongside whom the will work to learn 
the total operation of the retail store. This position may be full-, or 
part-time. 

1.1.4. Security Guards​ - Our retail store has an ongoing demand for trained 
law enforcement and security professionals. The store employs 24/7 
security protection. Duties include ensuring the integrity of the facility’s 
security systems and protecting the facility and its customers from outside 
criminal disturbance. Desired backgrounds include previous military, law 
enforcement, and security experience. 

 
1.2. Employee Training and Selection 

1.2.1. Our retail store is constantly looking for motivated, friendly, articulate and 
passionate people to work with our customers to provide them with the 

 



best product for their recreational needs. We are looking for people with 
the above attributes and are willing to train others in order to have a 
diverse workforce. Some of the desirable backgrounds we are looking for 
include marijuana vertical experience, retail sales, pharmacy, education, 
and customer service. We tend to train all employees in the following 
subjects, but tailor each topic to meet the needs required by individual 
roles: 

1.2.1.1. Cannabis Science 
1.2.1.2. Horticultural & Organic Cultivation 
1.2.1.3. Methods of Extraction 
1.2.1.4. Methods of Ingestion 
1.2.1.5. Cooking with Cannabis 
1.2.1.6. Medical marijuana use 
1.2.1.7. Harm Reduction Methods 
1.2.1.8. Sensible Cannabis Use 
1.2.1.9. Customer Relations 

1.2.1.10. Massachusetts Cannabis Law 
 

1.3. Our company is looking for all types of help for our retail sales operation, both 
front-of-house, and in the back office. Typical responsibilities include: 

1.3.1. Retails Sales 
1.3.2. Packaging labeling and inventory 
1.3.3. Sanitation and maintenance of the facility 
1.3.4. Security of the facility and deliveries 
1.3.5. Standard business and management roles such as, account 

management, administration, etc. 
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Extract from Operations Manual - B'Leaf Wellness Centre- Retail Operations 

1.1. Recordkeeping procedures 
1.1.1. Pursuant to 935 CMR 500.000, company records will be available for 

inspection by the Commission, upon request.  
1.1.2. The following business records shall be properly maintained: 

1.1.2.1. Assets and liabilities; 
1.1.2.2. Monetary transactions 
1.1.2.3. Books of accounts; 
1.1.2.4. Sales records; and 
1.1.2.5. Salary and wages paid to each employee. 

 
1.1.3. The company will maintain these and the following written records that 

are required and subject to inspection, as well as any additional 
documentation that it may be directed to record by the Commission: 
 

1.1.4. Written Operating Procedures​ as required by 935 CMR 500.105 (1) The 
store manager has copies of the company operating procedures. 

1.1.4.1.1. It is the responsibility of all employees to carefully read, 
understand and follow these operating procedures. 

1.1.4.1.2. All employees are responsible for ensuring that these 
operating procedures are followed.  

1.1.4.1.3. Any deviation from standard operating procedures must be 
authorized by the store manager or your immediate 
supervisor. 

1.1.4.1.4. These operating procedures will be revised from 
time-to-time and minor adjustments will likely be made. All 
revisions will be carefully noted and the operating 
procedures manual updated. 

1.1.4.1.5. Any material changes will be communicated to the 
Commission 

1.1.4.1.6. Inventory records as required by 935 CMR 500.105(8);  
 

1.1.5. Inventory records include: 
Shipping manifests 
Delivery and unpacking video recordings 
Daily sales stock withdrawal and return reports 
Weekly inventory reports 
Product return reports 

1.1.5.1. Shipping manifests - All deliveries will be accompanied by a 
shipping manifest. Once this document has been used to verify 
the shipment it must be scanned for digital storage and the original 
placed in the appropriate ringbinder and stored in the records 
cabinet. 

 



1.1.5.2. Delivery and unpacking video recordings - All deliveries will be 
recorded using a hand-held video recorder. These recordings will 
be transferred to digital storage medium, clearly labelled with the 
date and manifest number(s) and stored in the records cabinet. 
Any and all variances from the manifest must be reported in 
accordance with standard operating procedures. 

1.1.5.3. Daily sales stock withdrawal and return reports - Each day, items 
will be removed from the main storage vault and placed in the 
counter area for sale. These items will be carefully recorded at the 
time of withdrawal. Unsold sales stock will be recorded on the 
same sheet when returned to the storage vault each evening. 

1.1.5.3.1. If, during the course of the day, additional items must be 
withdrawn from the storage vault, they too will be added to 
the withdrawal report and accounted for upon the return of 
sales stock to the storage vault. 

1.1.5.3.2. Any and all variances must be reported in accordance with 
standard operating procedures. All inventory records are to 
be digitized and a hard copy kept in the records cabinet. 

1.1.5.4. Weekly inventory reports - Each week, the store manager, 
together with another licensed employee will conduct an inventory 
of all goods in the storage vault. Any and all variances must be 
reported in accordance with standard operating procedures. All 
inventory records are to be digitized and a hard copy kept in the 
records cabinet. 

1.1.5.5. Seed-to-sale tracking records for all marijuana products as 
required by 935 CMR 500.105(8)(e);  

1.1.5.6. The company uses a proprietary Seed-to-sale tracking software 
that allows cultivators, manufacturers, retailers, the Commission 
and others to quickly and easily track marijuana and marijuana 
products from propagation to sale. 

1.1.5.7. Our retail establishment receives marijuana, and marijuana 
products in pre-packed, shelf-ready packaging. 

1.1.5.8. Once goods are delivered and manifests verified, all products - 
each individual unit for sale - must be entered into the 
Seed-to-sale tracking software in order to maintain an unbroken 
chain of custody. 

1.1.5.9. All goods pertaining to a specific manifest will be entered into the 
system as a batch. Where applicable, a report pertaining to these 
items will be generated on the seed-to-sale software, printed out, 
and securely attached to the manifest and stored in accordance 
with section 2 (b) of this operating procedure. 
 
\ 
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1.1.6. Personnel records:  
1.1.6.1. All personnel files are to be stored in the records cabinet 
1.1.6.2. The employee handbook contains a job description for each 

employee and volunteer position in the company. A signed copy of 
the relevant job description for each employee will also be kept in 
the individual personnel record of each employee. 

1.1.6.3. The company organizational chart will be clearly posted in the 
office area but may also be found the operations manual and 
employee handbook. 

1.1.6.4. A personnel record for each marijuana establishment agent shall 
be maintained for at least 12 months after termination of the 
individual’s affiliation with the Marijuana Establishment and shall 
include, at a minimum, the following: 

1.1.6.4.1. all materials submitted to the Commission pursuant to 935 
CMR 500.030(2);  

1.1.6.4.2. documentation of verification of references; the job 
description or employment contract that includes duties, 
authority, responsibilities, qualifications, and supervision  

1.1.6.4.3. documentation of all required training, including training 
regarding privacy and confidentiality requirements, and the 
signed statement of the individual indicating the date, time, 
and place he or she received said training and the topics 
discussed, including the name and title of presenters;  

1.1.6.4.4. documentation of periodic performance evaluations;  
1.1.6.4.5. a record of any disciplinary action taken. 
1.1.6.4.6. notice of completed responsible vendor and eight-hour 

related duty training. 
1.1.6.4.7. records of any health and safety related incidents 

1.1.6.5. A staffing plan that will demonstrate accessible business hours 
and safe cultivation conditions for the current and following week 
will be clearly posted in the office area. A copy of each staffing 
plan will be stored for future reference in the appropriate 
ringbinder in the records cabinet. 
 

1.1.7. Personnel policies and procedures 
1.1.7.1. All personnel policies and procedures are clearly outlined in the 

employee handbook, a copy of which is available to all employees. 
1.1.7.2. Certain specialized procedures are contained in the security plan. 
1.1.7.3. All new employees will be required to read the employee 

handbook and security plan, undergo basic security training and 
sign a document acknowledging receipt of each and all of these 
elements. This acknowledgement will be stored with their 
individual personnel record. 

2 
 

Company Operations Manual - Revision 1 - 081219 
Copyright 2019 Greenglove Consulting LLC 



1.1.7.4. All personnel files are to be stored in the records cabinet 
1.1.7.5. All employees will be subject to a state-mandated background 

check. Background check reports obtained in accordance with 935 
CMR 500.030 will be digitized and a hard copy placed into the 
individual personnel records 

1.1.7.6. All records of waste disposal must be maintained pursuant to 935 
CMR 500.105(12). 

1.1.7.7. All waste records should be maintained for at least three years. 
1.1.7.8. In the course of normal operations small amounts of marijuana 

waste may be generated from (for example) broken packaging, or 
customer returns. All marijuana waste must be disposed of in 
accordance with 935 CMR 500.105 (12). 

1.1.7.9. All marijuana waste will be placed in a ziplock bag and deposited 
into the locked disposal container for inventory at the end of the 
day. Each item for disposal must be weighed, recorded, and 
entered into the inventory reconciliation report in accordance with 
the company’s security plan. 

1.1.7.10. The items disposed of and recorded in the inventory reconciliation 
report must also be entered in the Metrc seed-to-sale tracking 
software to ensure the completion of an unbroken chain of 
custody. 

1.1.7.11. At least two licensed marijuana agents must witness and 
document this process. 

1.1.7.12. Such documentation shall be retained for a minimum of three 
years or longer if so directed by the Commission. 

 
1.1.8. Security Device Log 

1.1.8.1. The issue and return of all security devices such as swipe cards, 
keys, codes and combinations must be noted in the security 
device log. 

1.1.8.2. Employees acknowledge the receipt or return of such devices by 
signing this log. 

1.1.8.3. Recording the issue and return of all security devices is the 
responsibility of the store manager or senior management as 
required in the security plan. 

1.1.8.4. The issue of security devices may only be authorized by the store 
manager or senior management as required in the security plan. 

1.1.8.5. The issue of codes and combinations is acknowledged by signing 
the relevant entry in the security device log. On NO account may 
the actual code or combination be noted or written down, either in 
the security device log or elsewhere. See the security plan for 
additional details. 
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1.1.9. Following closure of a Marijuana Establishment, all records will be kept for 
at least two years at the expense of our Marijuana Establishment and in a 
form and location acceptable to the Commission. 
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Diversity Plan 
 
Introduction 
To the extent permissible by law it is the policy of this company to promote equity among the 
following demographic groups: 
 

1. Minorities; 
2. Women; 
3. Veterans; 
4. People with disabilities; and 
5. People who identify as LQBTQ+ 

 
The execution of this plan will be documented and reviewed annually. The outcome of this 
review will be provided by our company to the Commission prior to the annual renewal of our 
license. 
 
Any action taken, or programs instituted, by our company for the execution of this plan will not 
violate the Commission’s regulations with respect to limitations on ownership or control or other 
applicable state laws. 
 
This plan will adhere to the requirements set forth in 935 CMR 500.105(4) which provides the 
permitted and prohibited advertising, branding, marketing, and sponsorship practices of 
Marijuana Establishments. 
 
Goals 
Our company has established the goal of employing at least 50% women in retail and 
management positions to help them achieve their goal of entering the adult-use marijuana 
industry. 
 
Programs 
The following programs will help effectuate the above goals: 
 

1. Employment opportunities will be published in diverse media with the objective of more 
effectively reaching women; 

2. Distribute internal workplace information sheets aimed at encouraging current 
employees to recommend women for employment; 

3. Participate in job and recruitment fairs that specifically target women. 
4. Women will be offered opportunities to shadow their immediate supervisor to help 

achieve a transfer of the skills, knowledge, and responsibilities that this role demands. 
 
Measurement 



Ideally, a cross-section of the individuals that are employed by our company should reflect the 
demographic make-up of the community that we serve. To that end we intend to focus our 
efforts on the following metrics: 
 

1. Have five employment positions been created since initial licensure? 
2. Have we advertised available positions in diverse media with the objective of more 

effectively reaching women? 
3. Have we attended at least one job and recruitment fair that specifically targets women? 
4. Have women been hired and retained for at least 20% of the available positions? 
5. Have women employees been offered opportunities to engage in shadow training? 
6. How many women have chosen to engage in shadow training? 

 
None of the above shall prevent the company from hiring the most qualified candidates and 
complying with all employment laws and other legal requirements. In addition to direct hiring, the 
company will work in good faith, in a legal and non-discriminatory manner to consider the status 
of vendors, suppliers, contractors, and tradesmen when planning to employ such individuals 
from within the local municipality  
 




