
An energy products and ser-
vices company, Blueox is pass-
ing into the hands of a new gen-
eration, embracing nimble tech-
nology and the values that define 
a home-grown family business.

Founded in Oxford more 
than five decades ago the com-
pany has grown into a hum-
ble but growing competitor in 
the local energy market as one 
business with two parts: energy 
services and retail, operating 10 
convenience stores.

“Key people here have paid 
all the dues necessary to succeed. 
We’ve struggle together for sev-
eral years,” said Blueox CEO 
Dave Martin. “We are probably 
as fortunate as any company 
in our area, we have the right 
people.”

“2018 was a very strong 
year for us,” said Blueox 
Director of Business Growth 
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SUNY Morrisville’s Norwich 
Campus marks 50 years

SUNY Morrisville State College Norwich campus Director 
Lindsey Lefevre became director of the Norwich Campus in 
June of 2018 and since then has been working to ensure 
the  college continues to move forward as a resource in its 
community, contributing to the overall vision of Chenango 
County, and lead on education in the county.”  (Zachary 
Meseck Photo)

NORWICH – After 50 
years of growth and educa-
tional leadership in Chenango 
County, Morrisville State 
College - Norwich Campus 
continues to announce new 
programs and partnerships 
within its community.

According to SUNY 
Morrisville State College 
Norwich Campus Director 
Lindsey Lefevre, 2018 was a 
year of several major accom-
plishments for the Norwich 
Campus including its first 
Associate of Applied Science 
degrees in nursing graduating 
class of 15, upcoming com-
missary options for staff and 
students, and the addition of an 
Agricultural Economics pro-
gram that is geared towards 
students coming from high 
school. All these developments 
are scheduled to begin in the 
spring of 2019.

As an alumni of the Norwich 
Campus, Lefevre said she grew 
up in Chenango County and 
cares deeply abount the future 
of the college and the educa-
tion her college provides to its 
community.

“We had approximately 
350 students enrolled at the 

Norwich Campus in 2018, 
which has been pretty consis-
tent with the last couple years,” 
she said.

She added that approx-
imately 80 percent of the 
Norwich campus students 
reside in Chenango County, 
with another 10 percent living 
in Otsego County, and the rest 
from a variety of places.

“We are continuing to 
work towards increasing those 
numbers in the next couple 
years by offering diverse pro-
grams and partnering with our 
community.”

Lefevre said one of the 
ways the college is getting 
involved in its community 
is with its partnership with 
Liberty Partnership, which is 
an at-risk youth program.

“Liberty Partnership is 
affiliated with the college, and 
in 2018 they used the campus 
for several events including a 
community fun night, a cloth-
ing drive, and game night,” she 
said. “Local organizations like 
Liberty Partnership are part of 
an advisory board on campus, 
so they always have a say in 
what’s going on in the col-
lege.”

She added that 
Liberty Partnership serves 

Continued on Page 12

Holy Family 
School: 

Excellence 
and Growth 
Since 1922
Holy Family School has a near-100 

year history in Norwich, and today draws 
families from across Chenango County. 
These families appreciate the individual 
attention, academic excellence, and focus 
on service and values that make Holy 
Family such a nurturing environment for 
its students.

Thomas Sorci joined HFS in 
September 2018 as the school’s new 
principal. He brings years of experi-
ence as the head of Catholic schools in 
New Jersey, Alaska, and Arizona. “Each 
school I’ve been at has been unique, but 
the one constant has been the focus on 
faith,” says Mr. Sorci. “My job is to build 
on that faith, to promote the moral edu-
cation of our students, and to challenge 
them academically.”

Academics are indeed a strong draw 
for families. Students show consistent 
academic achievement and the smaller 
class sizes allow teachers to provide extra 
assistance or enrichment for students who 
need it. The curriculum is well rounded, 
offering technology, Spanish, art, music, 
and physical education in addition to tra-
ditional subjects like math, ELA, social 
studies and science. Mr. Sorci notes, 
“Our parents appreciate that Holy Family 
is a peaceful school where students are 
respectful of their teachers and each 
other. It keeps the focus on learning.”

Learning doesn’t stop in the class-
room. Extra-curriculars include robotics, 
musical instrument lessons, choir, art 
club and sustainability club. Field trips 
and volunteer opportunities bring stu-
dents out into the community to learn 
about the world around them. The school 
has a brand new playground, as well. 

“Students today need to be prepared 
for the challenges of technology and 
curriculum. We do that. But we also do 
something more: we prepare them to be 
moral citizens who make good decisions 
and serve others and the community. 
That’s what makes Holy Family stand 
out,” says Mr. Sorci. 

Holy Family serves students in pre-
school through sixth grade. Financial aid 
is available in grades K-6 to help make 
tuition affordable to all families, and the 
school is open to students of all faith 
backgrounds. Transportation is available 
to some families and the school offers 
before and after care to enrolled students. 

“Holy Family students develop an 
incredible foundation for their future,” 
says Mr. Sorci. “The sky’s the limit for 
these boys and girls.” 

The Evening Sun,  presents  Progress Edi t ion 2019.  A look at  the community ’s  recent  past  and future .

Blueox CEO Dave Martin, Director of Operations Jared Bartle and Director of Business Growth 
and Development Julia Miller. Blueox had a positive 2018, growing its energy and convenient 
store businesses.  (Tyler Murphy photo)

 Nimble technology and family values, 
Blueox grows from the roots

Continued on Page 10
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and Development Julia 
Miller. “We have two sec-
tors of our business, so the 
energy side has experienced 
some really strong growth 
over the last three years and 
that trend is continuing,”

According to Miller the 
Blueox fuel division grew 
by about 20 percent over the 
last three years, at a rate of 
about eight percent annu-
ally. The company made 
30,281 fuel deliveries in 
2018. Blueox also expand-
ed propane capacity at its 
Oxford facility by 60,000 
gallons in 2018.

The company primarily 
handles home delivery and 
repair service but also pro-
vides products to commer-
cial businesses.

“Both have increased, 
we’re adding more custom-
ers and delivering more fuel, 
and we like to joke ‘regard-
less of the weather,’” said 
Miller.

She then added, “That’s 
how we now know we are 
really growing, because any-
one can deliver more fuel 
when it’s really cold, or less 
when it’s really warm. Our 
goal is to deliver more fuel 
regardless of the weather.”

The other side of the 
business is the convenience 
store side, right now Blueox 
owns and operates 10 loca-
tions.

“In the beginning of the 

year we re-branded all those 
locations to be under the 
Blueox name and umbrella. 
So we recognized early on 
that the energy side had a 
fairly good reputation in this 
area,” said Miller.

Altogether the con-
venience stores served 
2,147,002 customers in 
2018.

“It is a trusted home-
grown family business, and 
we really wanted to bring 

that to the convenience store 
side, since Nice ‘N Easy was 
going away and we could 
either sell out or we could 
try and bring that brand on 
to the local town we ser-
vice,” she said.

“So we spent this year 
really getting that into place,  
working on a lot of training, 
really looking to continue to 
develop those locations over 
the next couple years.”

Blueox has advantages 
operating a diversified busi-
ness. In the summer con-
venience store sales peak 
and in the winter energy 
sales peak. “You can share 
resources, it helps with cash 
flow, from that perspective 
the two sides of the busi-
ness really balance out,” 
explained Miller.

Blueox energy products 
include fuel oil, propane, 
diesels, gasoline, kerosene 
and home delivery services.

Though smaller than 
some corporate rivals, the 
company’s territory reach-
es almost from near the 

Pennsylvania border into 
Madison county, north of 
Chenango. It spans from 
the rural parts of Cortland 
County to the Town of 
Morris.

The company added 
a few employees in 2018, 
including a full-time cus-
tomer service representa-
tive and a service techni-
cian, both to account for the 
growth on the energy side of 
the business. They also hired 
a handful of seasonal drivers 
on the delivery side.

Altogether the company 
has more than 120 employ-
ees.

“We are pretty much in 
a state of constantly looking 
for people in any of those 
categories,” said Miller. 
“This year we are looking at 
how to continue the growth 
of staffing.”

Blueox Director of 
Operations Jared Bartle, 
who got into the business 
following his father’s foot-
steps, said he already knows 
the answer to temporary 

staffing issues. He’s solved 
them before.

“I usually go jump in a 
truck for about a month,” he 
said. “If we need a driver, 
especially when it’s really 
cold and there aren’t enough 
hours in the day... there I 
go.”

“But that’s the beauty of 
a family business, we are so 
committed to making sure 
our customers are taken care 
of,” said Miller. “One of the 
owners will get in a truck 
and make deliveries seven 
days a week for three or 
four weeks straight to make 
sure we service everyone we 
can.”

Bartle said working the 
company’s regular duties 
has helped give him a wider 
perspective on the how the 
company operates and what, 
or who, is right for the job.

“I can tell you right now 
our guys are committed,” 
said Bartle recalling an espe-
cially frigid run he joined 
the drivers on.

PIVOTEL, LLC
1 Virginia Lane, Norwich, NY 13815
www.pivotelonline.com

For additional 
information 
please contact:
Mary Branham: 607.337.7402

WE ARE 
PIVOTEL
- Flexible

- Scalable
- Efficient

Pivotel is a WBE certified company 
dedicated to providing customers with a 
full line of telecommunications materials, 
top quality E,F&I services for Central 
Office, Wireless and Outside Plant.
 
Excellent service and our knowledgeable sales staff 
provide a winning combination that distinguishes 
Pivotel as a leader in the telecommunications 
industry.
 
Pivotel is positioned to provide materials and 
services to companies nationwide. Our commitment, 
dedication, and application of innovative and 
advanced methods of management ensure the 
achievement of our long-range goals and objectives.
 
Pivotel consistently surpasses established 
performance, productivity, profit, and growth 
benchmarks. Our success is based upon our core 
values: integrity, quality, dedication and 
communication.

New York State Veterans’ Home
4207 State Highway 220, Oxford, New York  13830
1(800)NYSVETS      
1(800)697-8387         www.nysvets.org

HONOR. RESPECT. CARE. SINCE 1897

We would be honored 
to give back the same 
dedication you have 
given us...

For more information please call us at:

· Dedicated Alzheimer’s Unit 
· Medicaid and Medicare 
· Skilled 24 HR Nursing Care
· Rehabilitation Therapy

· Vision, Dental & Podiatry 
· Medical & Dietitian Services 
· Recreation Therapy 
· Chaplain Services

NEW YORK STATE
VETERANS
HOME
AT OXFORD

Blueox grows from the roots —
Continued from Page 9

A Blueox driver heads out on the road in January. Blueox employs more than 120 employees.

Continued on Page 11
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“It was really bad weath-
er and we had trucks on 
the road that couldn’t get 
to where they could fill the 
tanks up. So the drivers were 
literally - with five gallon 
jugs at a time - taking fuel 
from the truck to the tank 
and carrying it all the way 
back, trying to fill the tanks 
enough. That’s how commit-
ted they were,” said Bartle.

“Was it ideal, was it per-
fect? No. Did it get the job 
done? Yes,” he said.

While growth and 
expansion may be a posi-
tive, it also creates its own 
challenges.

“It’s not easy to grow. 
Having the resources, you 
need at the right point in 
time, namely, people 
resources,” said Miller.

She said it can be hard to 
find qualified people.

“They are out there. We 
have some really good team 
members,” she said.

The company often 
trains new technicians, an 
advantage of this is it helps 
develop the good habits the 
business wants workers to 
have.

Being a smaller com-
pany in the energy market 
Blueox has embrace a “nim-
ble” philosophy of business. 
By embracing technology 
the company has been able 
to expand without losing 
community ties.

“Our customers may be 
surprised to find out we are 
really a leader in the indus-
try for using technology,” 
said Miller. “All these func-
tions are 
a u t o m a t -
ed which 
allows us 
to contin-
ue to grow 
w i t h o u t 
having to 
add people 
to do man-
ual pro-
cesses.”

A b o u t 
five years 
ago the 
company invested in tech-
nology to give it real time 
information about deliver-
ies. The program can also 
send notices to customers, if 
they choose.

“So when delivery hap-
pens at your home we know 
instantly on the comput-

er. Having that technology 
in place has allowed us to 
implement a daily communi-
cation system that’s going to 
let you know at 6 o’clock the 
night before that you’re get-
ting a delivery,” explained 
Miller.

Bartle explained how 
this benefits both customers 
and the company.

“This helps reduce our 
delivery cost a lot because we 
have a lot of COD customers 
who pay for the delivery 
at the time of the delivery, 

and if we 
go there, 
to a cus-
t o m e r ’ s 
house and 
it costs 
about $4 
per mile 
to run the 
truck,” he 
said.

“So if 
there is a 
lot of hav-
ing to go 

back out there because you 
couldn’t make a delivery it 
can cost a lot. This helps us 
avoid that. Now customers 
get a reminder, and they can 
be like, ‘Oh wait I’ve got 
a delivery coming,’” said 
Bartle.

Miller said the company 

strives to distinguish itself 
and as community rooted 
and family-run.

“Being small, that makes 
it a lot easier to be nim-
ble. Even with our contin-
ued growth we don’t want 
to become the same as that 

corporate company.”
The company sees these 

improvements as vital to its 
competitive survival. They 
said installing these tools are 
a must to survive in this day 
and age.

“The tools are what 
keeps our frontline freed up 
so our people can solve real 
problems,” said Miller.

One local challenge fac-
ing the company as it tried to 
expand and remain competi-
tive is a general lack of cell 
phone service in Chenango. 
Several pieces of technol-
ogy depend on it, such as 
the remote meter reader and 
drivers’ worker pad, that 
they use to electronically 
keep track of deliveries.

“You go like five miles 
in that direction or that 
direction and it’s gone. You 
could be out all day making 
deliveries with hardly any 
service,” said Bartle. He said 
the company has to use a 
mathematic formula to pre-
dict customer usage in many 
cases.

Some other rising chal-
lenges the industry faces at 
the state level are changing 
regulations and mandates.

“They have a lot of man-
dates- a lot on the environ-
mental side, which is good 
but some others, I wish peo-

ple making some decisions 
had a better understanding 
of the true ebbs and flows of 
business,” said.

The company feels the 
impact of minimum wage 
increases especially on the 

convenient store side of the 
business.

“The increases happen 
so fast it doesn’t really give 
us the opportunity to award 
people,” she said.

When these changes 
happen the company either 

cuts costs or decreases rev-
enue. Sometimes there is no 
choice but to pass some of 
the costs to the consumer.

The energy side is also 
facing new legislation in 
2019 that would regulate 

companies to enact a pre-
dictive scheduling mandate. 
The mandate would require 
the company to make 
employee’s schedules three 
or four weeks in advance, 
explained Miller. Anytime 
any employee works out-
side the predictive schedule, 
such as providing cover for 
a routine call-in, would also 
require the business to pay 
for at least four hours of 
work, no matter how long 
they work.

“The underlying 
thoughts of these regulations 
are not necessarily bad, it’s 
not consulting with the small 
businesses they affect, and 
that’s were things can fall 
apart. Because the amount 
of overhead it takes to man-
age these programs will be 
what we can’t sustain in the 
long run,” she said.

“We want to be a respon-
sible employer who gives 
employees notice for their 
shift, if someone is incon-
venience we want to be able 
to take care of them because 
it’s the right thing to do, not 
because the government says 
we have to. That’s where 
things get frustrating,” said 
Miller.

Bartle added, “This is 
the world we live in, you 
have to react, you have to be 
nimble. If you’re a respon-
sible employer who already 
takes care of these things, 
then they just eliminate your 
options and add to your costs 
really.”

Still Not Sure What to Get for That 
Special Someone?
We have 
the perfect 
solution...

www.shopnorwichny.com

Gift Certificates 
$10 & $20 
Denominations

Gift certificates may be purchased at the McLaughlin’s 
Department Store.

Continued from Page 10

A Blueox driver makes a service delivery in 2018.

“Being small, that 
makes it a lot easier to 
be nimble. Even with 

our continued growth we 
don’t want to become the 

same as that corporate 
company.”  Blueox 

Director of Business 
Growth and Development 

Julia Miller
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approximately 400 youth in 
the area.

Lefevre said the col-
lege is taking a number 
of different steps to help 
increase enrollment and pro-
gram diversity, and one way 
they’ve reached out is by 
continuing to offer the edge 
program.

“The Edge program is 
something we’ve been doing 
for several years that allows 
high schoolers to take col-
lege classes and receive 
credits,” she said. “We have 
35 high school students who 
participate in our on cam-
pus program, and we have 
about 145 students who are 
taking classes in their high 
schools.”

She added that the coun-

ty pays for the tuition of the 
high school students, and 
typically the school districts 
pay for the students’ text-
books.

“We’ve had students 
enroll in the Edge program 
and knock off a semester of 
their education in advance. 
That can be a considerable 
amount of savings for those 
students.”

She said by introduc-
ing students to an invit-
ing campus that’s close to 
home with small class sizes 
and affordable tuition, she 
hopes students will see the 
advantages to the Norwich 
Campus, which is planning 
on working to make the col-
lege experience more enjoy-
able for students in 2019.

Lefevre said as part of a 

big push towards providing 
a better college experience 
for the Norwich campus stu-
dents, the college is partner-
ing with a local business, the 
Wild Owl, to create a com-
misary with the hope that 
students will take advantage 
of fresh and locally made 
food that they can pay for 
with cash, credit or debit 
card, or with funds on their 
student ID cards.

“This was a big initiative 
for us, we really wanted to 
begin offering food services 
to our students because a 
lot of our students have to 
leave between classes for 
food, and I really wanted to 
make sure they could stay 
here if they wanted to,” said 
Lefevre. “Mike La Croce is 
an alumni of Morrisville, and 

he approached me with the 
idea of having this service 
available to our students.”

She said additions like 
these can make a big differ-
ence in the lives of students 
who are spending hours each 
day at the Norwich Campus, 
and by partnering with a 
local restaurant it’s a win-
win for students and the 
Wild Owl. She added that 
while the community grows, 
the college is facing issues 
on a state and national level 
with high school graduation 
rates on the decline.

Lefevre said because 
high school graduation rates 
have been on the decline, the 
college decided that it was 
important to present students 
with a more diverse educa-
tion, and began a partnership 
with Bassett Healthcare.

“With Bassett 
Healthcare, we offer an LPN 
to RN program, and they 
work under a grant,” she 
said. “In this program we 
allow students to work in 
the hospital and in the class-
room to make the most of 
the experience.”

She said the program 
began in the fall of 2018, 
and 35 students have signed 
up for the program. The col-
lege is also partnering with 
manufacturing employers in 
the area including Unison 
and Corning, to help devel-
op students interested in 
those fields.

“We’ve worked with 
these companies to ensure 
that we’re offering the train-
ing needed, because there is 
a gap currently with appli-
cants and what those com-
panies require for training 
before they can be hired,” 
said Lefevre. “We’re very 
much still in the develop-
ment stages, but we hope to 
have a full program ready 
for spring of 2019.”

She said Morrisville 
State College has had a 
Norwich Campus since 
1992, and the current build-
ing finished construction in 
2005.

“We’ve also established 
a human services insti-
tute developed by Doctor 
Julie Burton to help with 
professional development 
and to address community 
needs,” said Lefevre. “The 
development of the Human 

Services A.A.S. degree on 
the Norwich campus was 
specifically developed to 
respond to a need expressed 
by the Chenango County 
community.”

She said at the time of 
its development in 2007, 
the Human Services A.A.S 
degree was in response to the 
needs expressed by approx-
imately 75 human service 
agencies around the antici-
pated shortage of providers 
in the area and an anticipated 
shortage in trained, qualified 
human services providers.

“The development of the 
Human Services Certificate 
continues this tradition 
for SUNY Morrisville in 
responding to the needs 
of the region and in direct 
response to an expressed 
need from human service 
providers for the develop-
ment of a pathway to a more 
educated, skilled employee 
workforce,” she said. “The 
Human Services Certificate 
will provide 21-credit hour 
program of education and 
training to direct support 
professionals who provide 
direct services, personal care 
assistance and case manage-
ment to individuals who are 
diagnosed with an intellec-
tual and-or developmental 
disability or an emotional, 
psychological or behavioral 
disorder.”

She added that this is 
a population of people that 
are dependent on others for 
support, and their quality of 
life is directly dependent on 
the quality of education and 
skills that their direct sup-
port staff has attained.

Lefevre said accord-
ing to reports of the New 
York State Department of 
Labor, the growth rate of 
this human services sector of 
social assistance is expect-
ed to continue to grow at a 
rate of 16.5 percent annual-
ly, with personal care aides 
growing at the highest rate 
in this sector at 21.7 per-
cent. “For example, accord-
ing to several area nonprofits 
(Springbrook and Pathfinder 
Village), the need for direct 
support professionals far 
exceeds their ability to 
recruit and retain high qual-
ity staff,” she said. “This is 
in line with the current turn-
over rate for direct support 

professionals in New York 
State at 25 percent of the 
workforce leaving the posi-
tion within one year and an 
eight percent vacancy rate.”

In addition to the certif-
icate, Morrisville’s Human 
Service Program is devel-
oping a Human Services 
Institute.

She said the Institute 
will become an additional 
resource for professional 
development and continu-
ing education as well as for 
human service leadership, 
and both the certificate and 
institute have gotten sup-
port through a Performance 
Improvement Fund grant 
through SUNY.

“These dollars have 
already provided support 
for a two-part professional 
workshop and for a grief 
conference planned for 
spring 2019,” said Lefevre. 
“The Institute will also be 
involved in a research proj-
ect around developing an 
intervention for grief and 
loss for adolescents and 
young adults.”

She said this is being 
done in collaboration with 
the Gorman Foundation 
and Catholic Charities in 
Madison County, and is one 
of several improvements the 
college is making.

She added the college is 
also improving their security 
in 2018, by updating their 
security plans and by work-
ing with the main campus 
police to see how they can 
improve.

“That being said, we try 
to keep our campus as open 
and inviting as possible to 
ensure that the community 
can use the facility as a gath-
ering space,” said Lefevre, 
“The Chenango County 
Board of Supervisors has 
been incredibly supportive, 
they made it clear that they 
want to ensure that this insti-
tution flourishes.”

“We have a slogan, 
which is, ‘We’re the college 
in your community, start 
smart and stay local,’ but 
our focus always has been 
and will continue to be a 
resource in this community, 
to ensure that we’re contrib-
uting to the overall vision 
of Chenango County, and to 
continue to take the lead on 
education in the county.”

MAKE YOUR NEXT OCCASION REALLY SPECIAL.

www.canasawactacc.com
Country Club Rd., Norwich

607-336-9214

Banquets 
& Parties 

available year 
around

Canasawacta Country Club
Plan 

your event 
now!

• Weddings & 
Ceremonies

• Renovated Ballroom
• Gazebo 
Ceremony Site

• Affordable Golf 
Tournament Packages

• Picnics
• Clambakes
• Luncheons
• Reunions

Small Banquets
up to 90 people

Receptions
up to 300 people

Outdoor pavilion
up to 1000 people

Contact Our 
Wedding 

Coordinator
Heather 

McShane
Heather looks forward to putting her experience, enthusiasm and customer service to work for youalong with Executive Chef, Sue Ryan to create your 

PERFECT DAY!
Call Heather today at 607-336-9214 or cccbanquet@stny.twcbc.com

Open to the Public Daily 
for Lunch & Dinner

Enjoy our deck... spring thru fall or our 
comfortable dining room, both with a 
beautiful view of  the Chenango Valley

Our executive chef Sue Ryan creates 
weekly specials or choose from our 

delicious regular menu.

A QUALITY FACILITY WITH
PROFESSIONAL, FRIENDLY PEOPLE

18 Hole Challenging 
Golf Course

Don’t forget 
we offer you 
18 holes of  

challenging golf, 
great views & 

great times!

• Open to the 
Public

• Full service 
Pro Shop

• Golf  Leagues

Michael C. Wright, Funeral Director/Manager
David Beardsley, Funeral Director

www.fahyfuneralhome.com

SUNY Morrisville —

Continued from Page 9

SUNY Morrisville’s Edge program allows high school students to take college credits 
at no cost to the student, and last year approximately 180 students took part in the 
program. (Zachary Meseck Photo)
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Welcome to

Broome • Chenango • Tioga

Norwich Pharmaceuticals is proud 
to be a community partner in 
Chenango County for over 130 years.

6826 State Highway 12
Norwich, NY 13815

www.norwichpharma.com

The SUNY Morrisville 
Norwich campus is locat-
ed at 20 Conkey Ave in 
Norwich, New York, and 
according to college offi-
cials, approximately 350 
students enrolled in class-
es there throughout 2018. 
(Zachary Meseck Photo)

In 2018 the first Associate of Applied Science degrees in Nursing were awarded to 
the 15 students who graduated SUNY Morrisville Norwich campus’s nursing course. 
(Zachary Meseck Photo)

Morrisville’s Norwich campus is upgrading its commissary options in 2019 by partner-
ing with the Wild Owl, in hopes that it’ll provide healthy tasty food to students that they 
can pay for using funds on their student identification cards. (Zachary Meseck Photo)
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