


With the advent of the IBM Personal Computer/
AT, released in 1984 as model 5170, the world 
changed. AT stood for “advanced technology,” and 
it was IBM’s second-generation PC, designed around 
the Intel 80286 microprocessor chip. It ran the soft-
ware MS-DOS, sold by a little-known company in 
Seattle called Microsoft.

“Two-eighty-sixes were state of the art,” recalls 
Hall. “It was Stone Age time.” 

The PC put digital technology within the reach of 
small businesses for the fi rst time. But people need-
ed training to use a working PC—let alone fi x one. 
“People were not sure about it at fi rst,” says Hall. 
“They said, ‘A box that stores numbers?’” To lay out 
a lot of money for a device you did not understand 
was a daunting move for a small businessman. 

And so Bauman, a graduate of the University of 
Vermont who moved to the Berkshires to be a com-
puter programmer for the Geary Corporation, saw his 
opportunity. He opened a business that helped small 
companies buy and install their fi rst computer sys-
tem, taught them how to use it, and, when it broke 
down, sent over someone who knew how to fi x it.

Twenty years later, this is still what CompuWorks—
based in Pittsfi eld, Massachusetts—does. It is the 
information technology resource for businesses that 
can’t afford their own IT department. The more 
things change, the more indispensable specialized 
know-how becomes. Even companies that do have IT 
people often hire CompuWorks as consultants. “We 
become an extension of their staff,” Bauman says. 
CompuWorks has 175 active clients in four states, all 
within about an hour and a half of Pittsfi eld. The re-

gion’s relative isolation keeps out larger competitors 
from the Springfi eld and Albany markets. 

Robert Keegan, vice president for operations 
at Crescent Creamery in Pittsfi eld, says having 
CompuWorks maintain his company’s computer sys-
tem is a big relief to him. “They’ve got people on staff 
that a guy like me, who knows nothing, I can actually 
talk to them. I tell them the problem or the situation, 
and they solve it.” This frees him to concentrate on 
more important things, like getting the milk delivered 
while it’s fresh. “We’ve been with them fi fteen years 
or better, as long as we’ve had computers here. Dave 
Hall’s been there through thick and thin. He’s a go-to 
guy.” Every once in a while, Keegan says, his com-
pany shops around for a better deal, but they stick 
with CompuWorks. “It’s kind of like a truck repair. 
When you need it fi xed it doesn’t matter how much 
it costs.” DAVID HALL

“YOU SEE A LOT OF WHERE BOTH 
PARTNERS HAVE THE SAME SKILL 

SET, THE SAME INTERESTS, AND IN 
MY EXPERIENCE, THOSE ARE THE 

ONES THAT DON’T LAST.” 
—DAVID HALL
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How CompuWorks Does It

CompuWorks, which has won all sorts 
of awards, has been on Inc. Magazine’s 
500 list four years running, and is en-
shrined in the Western Massachusetts 
Entrepreneurship Hall of Fame, is a fi x-
ture on North Street. It has occupied the 
old City Savings Bank building at the cor-

ner of North and Fenn Streets for eight 
years, somehow neglecting to remove a 
sign that says “Personal Loans” from the 
façade on the Fenn Street side. Bauman 
and Hall bought the building as a way 
of investing in downtown, and though 
it’s still way too big for their operation, 
Bauman says it’s fi nally beginning to look 
like a good real estate investment. 

The two principals—Bauman and 
Hall—and Joseph Andrews, the CFO, are 
fi xtures in the Pittsfi eld business com-

munity, and are known for their 
charitable endeavors. Hall is 
a Rotarian. Andrews, the only 

Pittsfi eld native, ran the Gladys Allen 
Brigham Community Center for chil-
dren and families. Bauman was heavily 
involved with the Colonial Theatre. “In 
our small way, we try to be a good corpo-
rate citizen,” Bauman says.

It’s also a way to connect with cli-

ents—the doctors, dentists, lawyers, 
banks, schools, construction, and man-
ufacturing companies CompuWorks 
serves, offering information technology, 
from soup to nuts. Hall’s techs can build 
computers from parts, link them together 
in networks of varying degrees of size and 
complexity, and make them work seam-
lessly with the Internet. 

“We ask the clients what their busi-
ness objectives are, and then we talk 
about how to use technology to achieve 
those goals,” says Andrews. “All busi-
nesses are so reliant on technology, 
whether to simply function or how it af-

Do you check e-mail 
24/7? 
Joe Andrews: “It distracts 
you from what you really 
want to be doing.” 
Dave Hall: “E-mail’s a 
distraction.”

What do you do to 
unwind?
Dave Hall: “I run. I coach 
my kids’ teams. I love 
coaching, I started the 
Berkshire Lightning girls 
track team.”
Al Bauman: “I play soccer in 
an over-forty league, and I 
do some skiing.” 

What are your 
favorite productivity 
tools? 
Joe Andrews: “The SEQUEL 
database.” 
Al Bauman: “We’re not 
gadget guys. I leave myself 

voice mail. I’ve even stopped 
taking my laptop on trips—
the Internet’s everywhere.”

How do you organize 
your time? 
Al Bauman: “I’m a huge list 
guy. I have a highly evolved 
series of lists. If I lose them, 
I’m in real trouble.” 
Dave Hall: “I keep lists 
and never fi nish crossing 
everything off. I use an 
appointment book with a 
pencil.”

Joe Andrews: “I keep mine 
with pencil and paper. We all 
share each other’s calendar.”

What business books 
have had an impact? 
Al Bauman: “The Great 
Game of Business. I think I 
loaned it to someone. It’s 
probably infl uenced the 
company the most.” 

Dave Hall: “Moneyball—a 
great book.” 

What business 
publications do you 
read? 
All: BBQ.

What Berkshire-
based business do 
you admire? 
Al Bauman: “I love Blue Q. I 
think they’re great.” 
Dave Hall: “Crescent 
Creamery. John O’Brien and 
Bob Keegan. They’re really 
on top of their business. 
They really impress me. I 
see a hundred companies. I 
get inside and see how they 
work. Crescent’s one I really 
admire. Carr Hardware’s 
another. The Rasers—they 
really understand customer 
service. To survive in that 
business you really have to 
work hard.”

“IF YOU INVOLVE PEOPLE IN WHAT IT MEANS 
FOR THE COMPANY TO BE SUCCESSFUL, IT GETS 
EVERYONE ROWING IN THE SAME DIRECTION.” 

—AL BAUMAN

fects their overall profi tability. That is 
what we focus on.”

“We sell the stuff, but the need is not 
for the stuff,” Bauman says. “The stuff 
is the solution. The idea is what you do 
with it.”

Bauman was always the salesman, 
and Hall the technical guy. After twenty 
years, they are so tight they fi nish each 
other’s sentences. “A twenty-year part-
nership is a rare thing,” Bauman says. “I 
think we just got lucky in that our skills 
complement each other.”

Hall agrees. “You see a lot of where 
both partners have the same skill set, the 
same interests, and in my experience, 
those are the ones that don’t last.” At the 
beginning, Bauman made Hall buy half 
the laser printer. “And then I was in,” he 
recalled. “We went a long time with al-
most no growth at all. Hiring an employee 
was a leap of faith.” It was a salesperson, 
and soon after that they hired another 
technical guy to help Hall. “It doubled 
our overhead,” Bauman recalls. 

The key hire was about a dozen years 
ago, when Hall hired Andrews right in the 
job interview, something Andrews now 
tells Hall not to do. “He’s the guy that re-
ally runs the place,” Bauman says. “You 
need three people,” says Hall. “A tech 
guy, a marketing guy, and accounting. 
Any of the three couldn’t do it alone.” 

CompuWorks, as Bauman says, has 
“evolved to getting the entire staff 

involved in the company.” They prac-
tice open book management, posting 
the critical numbers in great detail on a 
whiteboard in the hallway where they can 
be seen by everyone—managers, employ-
ees, and clients. It’s all there: gross rev-
enues, expenses, net profi t, all tied to a 
year-end bonus distributed according to 
a non-secret formula. Things look good 
this year, to judge from the whiteboard, 
with the company on track to exceed pro-
jections by about 30 percent.

Most companies, it scarcely needs 
saying, don’t work this way, but Bauman 
swears by it. “If you involve people in 
what it means for the company to be suc-
cessful, it gets everyone rowing in the 
same direction. I sleep easier at night 
knowing that there are twenty people 
worrying about the same things I do.” 

Andrews posts new numbers every 
day. He says it’s important to go into de-
tail, down to the billable hours of each 
employee, so people can see what they 
need to do to affect the bottom line. 

“Business is like a game,” Bauman 
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JOSEPH ANDREWS

says. “You need to know 
the rules to play, and you 
need to keep score. If you 
explain the rules of the 
game and keep score, peo-
ple will work really hard to 
win. People have an innate 
desire to be successful and 
achieve things. The bonus 
at the end is a sweetener, 
and that’s great too.” 

Andrews says the 
company has toyed with 
all the management fads 
that have come along. 
“What we have now is a 
distilled product of all the 
things we’ve tried over the 
years.”

CompuWorks used to 
be much larger, with more 
employees doing a variety 
of different things, but the 
landscape of business and 
technology has changed, 
and the company has 
adapted. “Back in the 
day of ‘my fi rst computer,’ 
there was a huge need 
for computer training,” 

and CompuWorks employed a teaching staff, Bauman 
recalls. Today, “My kids could use a mouse before they 
could construct a complete sentence,” and any training is 
for specialized software from vendors who offer their own 
classes. 

Web page design is another example—CompuWorks 
used to do it in-house, but it’s now outsourced, often to 
consultants who are former employees, Hall says. The same 
goes for wireless networks, stringing wires for network 
infrastructure, and any number of other things. It makes 
more sense to have a referral network of specialists, rather 
than keeping them all on staff.

What’s the future? “Our clients will tell us,” Hall says. 
They say they’re paying a lot of attention to how certain 
business models will evolve and to technologies like con-
nectivity for dispersed networks of people and security for 
networks that are constantly exposed through the Internet. 

“The IT landscape evolves at a pace that’s so much 
more rapid than other businesses,” says Andrews. “In the 
old days, something would break and the customer would 
call you. Now we try to be more proactive—try to fi x things 
before they break, before the warranty expires.”

“It’s part of this industry,” says Bauman. “This is what 
you need to do to stay in business twenty years.” BBQ

When Daniel Bellow took a job at the Berkshire Eagle in 1988, the 
company still used a mainframe. He’s hoping to hang on to his Macin-
tosh PowerBook G4 a little longer before it becomes obsolete.
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THE RECIPE
COMPUWORKS
1 FENN ST.
PITTSFIELD, MASS.
413.499.0607
800.207.1926
WWW.CWSITE.COM

BE OPEN: If you involve 
people in what it means 
for the company to 
be successful, it gets 
everyone rowing in the 
same direction.

UTILIZE SPECIALISTS: 
CompuWorks outsources 
web-page design, 
wireless networks, 
and stringing wires for 
network infrastructure, 
among other things. It 
makes more sense to 
have a referral network 
of specialists rather than 
keeping them all on staff.

BUILD COMMUNITY: 
Involvement with local 
charities and nonprofi ts is 
also a good way to connect 
with clients—the doctors, 
dentists, lawyers, banks, 
schools, construction, and 
manufacturing companies 
the business serves.


