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By Guy Leonard
Staff Writer

Starting on the eve of Thanksgiving, 
Nov. 25, additional state troopers will 
be assigned to each county in Mary-
land, Gov. Larry Hogan announced, to 
conduct compliance checks on public 
health orders related to COVID 19.

Hogan made the announcement at an 
Annapolis press conference Nov. 23.

Their efforts will be focused on res-
taurants, bars and retail establishments 
but they would investigate any viola-
tion of state law in cooperation with lo-
cal governments and law enforcement, 
Hogan said.

The state police were also “ramping 
up” their COVID compliance hotline 
to allow residents to report any alleged 
breaches to public health orders, such 
as large crowds or “super spreader” 
events.

Hogan warned against the usual pre-
Thanksgiving flood of patrons, mostly 
college students to bars who then go on 
to celebrate Thanksgiving with older 
family members.

“I cannot stress enough how reckless 
that behavior would be this year,” Ho-
gan said.

Hogan noted that cases of COVID-19 
continue to rise this fall in a massive 
surge; the past 19 days have seen an ad-
ditional 1,000 new cases or more of the 
virus.

The state’s positivity rate has reached 
6.88 percent and there has been an 80 
percent increase in hospitalizations 
over the past two weeks.

As of Monday, 4,293 Marylanders 
had died from the virus, Hogan said.

Health experts here and across the 
nation have strongly advised against 
travel to visit family members during 
the holidays.

“Many people are following that 
advice,” Hogan said. “A AAA survey 
showed 90 percent of Marylanders 
don’t plan to travel this Thanksgiving.”

Even with the increase in hospital 
beds to counter the surge, Hogan said, 
hospitals in Western Maryland are 
reaching their capacity; 29 hospitals 
across the state are at 90 percent of 
their capacity.

“There is widespread community 
transmission in  every corner of the 
state,” Hogan said.

Hogan has already brought the state 
back to a Phase 2 status for restaurants 
and bars, allowing just 50 percent ca-
pacity and placing the same restrictions 
on places of worship, retail stores, and 
social and community organizations.

He also limited hours of operations 
for restaurants, bars and similar venues 
to stay open no later than 10 p.m., only 
carryout and delivery services were ex-
empted from this order.

Hogan’s administration also warned 
against gathering in groups of 25 or 
more and advised against all but essen-
tial travel to states that had high infec-
tion rates.

The statewide masking order re-
mains in effect at any public spaces 
and at private businesses and on public 
transportation, Hogan said, as well as 
outdoors when social distancing is not 
possible.

“The vast majority of our citizens 
and our small businesses… are doing 
the right thing,” Hogan said. “But as 

COVID fatigue has set in, some indi-
viduals and businesses, unfortunately 
started to become more lax.”

Hogan said he understood the frus-
tration with the continued fight against 
COVID.

“But following public health direc-
tives is the only way that we will be 
able to stop this virus, keep Maryland 
open for business, keep our hospitals 
from overflowing,” Hogan said. “It’s 
absolutely critical that they must be 
followed.”

guyleonard@countytimes.net

State Troopers Enforce COVID Compliance

By Guy Leonard
Staff Writer

The day after Thanksgiving kicks off 
the biggest holiday shopping time of the 
year – Black Friday – but the day after 
helps ensure that local small business-
es don’t get lost in the push to spend 
Christmas dollars at major retailers.

Small businesses depend on holiday 
sales to stay in operation most years 
but this year has been particularly dif-
ficult for small proprietorships and 
boutique-type stores to remain open; 
COVID-19 related shutdowns cut deep 
into their traditional business model, 
which requires close contact for cus-
tomer service.

Ellen Lewis, president of the Leonar-
dtown Business Association, said cus-
tomers, this year, should not constrain 
support of small businesses to just one 
day.

“Think about small business every 
Saturday,” Lewis said. “If you don’t 
feel comfortable, then come down on 
an off day.”

Patronizing small businesses in 
Leonardtown, Lewis said, offers ad-
vantages over larger retailers because 
there is ample opportunity to socially 

distance.
“The downtown is more oriented to 

the outdoors,” Lewis said. “We don’t 
want to encourage large groups, but 
in Leonardtown it’s easy to social 
distance.

“Businesses are open, they’re letting 
people in.”

 Restaurants are open and using 
outdoor tents to serve customers with 
heaters installed to guard against the 
coming cold temperatures.

Businesses are enforcing capacity re-
strictions imposed by the state, Lewis 
said, and also mask and sanitation 
mandates.

“We’re keenly aware of people’s 
concerns,” Lewis said. “There’s lots 
of space to walk from business to 
business.”

Small businesses help make up the 
fabric of small towns, Lewis said, and 
businesses found in Leonardtown pre-
vent it from becoming like so many 
others with disused or abandoned strip 
malls and shopping centers.

“We need our customers to help us 
so we can still be here when this [CO-
VID-19] is all over,” Lewis said.

guyleonard@countytimes.net

Small Business 
Saturday More 
Important Than Ever
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Medicare 
Part D 

Open Enrollment 

is Here!

Trained counselors available to 
assist you with your prescription 

drug needs for 2021!

St. Mary’s County 
Department of 

Aging & Human Services

Financial assistance 
programs are available to help!

*New* for 2021 
Reduced co-pays for insulin!

Advantage plans will NOT be 
available in St. Mary’s County in 2021

Give us a call to schedule 
a phone appointment

301-475-4200, ext. 1064

 October 15-December 7

By Guy Leonard
Staff Writer

A short time ago Lauren Zimmerman, 
the winemaker at the Port of Leonard-
town Winery, was feeling as fit as she 
usually does and took satisfaction in 
completing an eight-mile hike in the 
Shenandoah National Park in Virginia.

Just days afterwards she was fight-
ing for her life against the ravages of 
COVID-19.

Now, this normally healthy and vi-
brant woman is warning other young 
people to heed the warnings of health 
officials.

“I am a young, healthy adult and CO-
VID has turned my world upside down,” 
Zimmerman wrote to The County 
Times.

She is still fighting the aftermath and 
speaking takes her breath away easily.

“We spent the day hiking a gorgeous 
eight-mile trail, and I was feeling great,” 
she continued. “Two days later I felt like 
I was hit by a train.”

She was rushed to the emergency 
room and tested, medicated and sent 
home to wait days for the results.

Her body was racked with pain.
“I cried on the phone because I was 

terrified and in such pain,” Zimmerman, 
35, said. “Then the virus spread to my 
lungs; I was on the phone with my CO-
VID coach and losing my breath trying 
to talk.

“She said I needed to get to ER im-
mediately; the short walk from vehicle 
to ER entrance left me gasping for air.”

Her husband couldn’t visit her, nor 
could any family; she was panicking 
when she arrived at the hospital, she 
said.

“I couldn’t speak, I was just desper-
ately choking for air,” Zimmerman said. 
“They threw me in a wheelchair and 
rushed me back; my lungs were fail-
ing. They hooked me up to an oxygen 
machine which didn’t come off for five 
days. 

“My heart also became extremely 
stressed sending my heart rate through 
the roof.”

Doctors found that she had pneumo-
nia and worse she could not walk.

“[ I was ] in a room with a loud air 
filtering fan constantly humming beside 
me,” Zimmerman wrote.  “It sucks the 

contaminated air from my room out-
doors, so it doesn’t circulate into the 
hospitals air systems. 

“Nurses and doctors regularly pop in 
to check on the many wires and tubes at-
tached to my body. 

The doctors and nurses were in “as-
tronaut-like” full body suits, which they 
immediately dispose of every time they 
leave my room, she said. 

“The rooms around me are full of CO-
VID patients,” said Zimmerman.

By the fifth day in the hospital, she was 
no longer on oxygen and could walk on 
her own; constant care from nurses and 
coughing made getting sleep difficult. 

Though recovering now, she suffered 
from one of the most common side ef-
fects of COVID-19.

“My sense of taste and smell [was] 
gone, which is a huge stressor for me as 
it’s one of my most important tools as a 
winemaker,’ she said. “I constantly taste 
and smell the wines to see what they 
need.”

By the sixth day she had regained her 
sense of taste; the orange popsicle she 
was given tasted “amazing,” she said.

She also learned she could go home, 
though she would have to quarantine.

She could finally see her family, even 
if it was from a distance.

“My husband had to take off work 
over two weeks to help take care for me 
and our daughter while they both quar-
antined,” Zimmerman said.  “Thank-
fully they both tested negative, but the 
health department demands a strict 14-
day quarantine after coming in contact 
with a positive individual, regardless if 
you test negative.”

She implored anyone who doubted 
the dangers presented by the virus to 
take every precaution they could to stay 
healthy and stop its spread.

“I’m urging everyone to continue to 
strictly follow the rules and guidelines 
laid out for us,” Zimmerman wrote. “We 
have to force ourselves to beat this virus 
and stop the spread because it is ruthless 
and is not slowing down. 

“Follow the guidelines; if not for your-
self, do it for the weak, the old, the poor, 
the single parents, the newborn mothers, 
all the lives this disease is destroying is 
absolutely heart wrenching.   

guyleonard@countytimes.net 

County Winemaker Warns 
of COVID-19’s Threat
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FRIDAY, SATURDAY & MONDAY! | 9 AM - 8 PM!

REVEAL THE
DEAL SALE

3-DAY-OUTDOOR-SALE!

Up to $1,000 mystery cash box

Up to 20 mystery vehicles as low as $499!*

PLUS, goodie bag with purchase...while supplies last!

Over $12,000 Off MSRP
on Select New Vehicles.**

$1,000 off Used Vehicles***
Get Pre-Approved Online

Phone: 301-863-8111 | www.LexingtonParkFord.com/BlackFriday
21575 GREAT MILLS ROAD LEXINGTON PARK

JUST A 1/2 MILE FROM PATUXENT RIVER NAVAL BASE GATE 2

*Mystery vehicle example STK# LM0252B. While supplies last. The Mystery Cash Boxes are with purchase to the first 25 buyers. Vehicles sold “as is”. **In-stock vehicles only. Valid on select models with 
approved credit. Ex. STK # LM0014. MSRP $61,530. Discounted price $48,900 Not including tax, tags or $499 dealer processing fee. Some restrictions apply. Price includes $500 Retail Customer Cash, 

$2,500 Retail Bonus Cash, $2,500 Retail Bonus Cash, $750 Select Inventory Retail Customer Cash, $1,000 Retail Trade-In Assistance Bonus Cash, $500 Built For Growth Dealer Cash, $1,250 Aged 
Inventory Dealer Cash. ***Mystery vehicles not included. In-stock vehicles only. For all offers see dealer for complete details. Offers valid only on 11/27/20, 11/28/20, & 11/30/20. 

All Maryland State Inspected

Social distancing and face masks required.
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SERVICE 
Taylor Gas Company offers full service installation and repair for a 
breadth of propane related systems.

DEPENDABILITY 
The customer is our top priority here at Taylor Gas. We provide 24 hour 
emergency service and deliveries to the Sourthern Maryland area.

EXPERIENCE 
Combining extensive training with 68 years of on-the-job experience, 
you can be sure that you’ll be getting the best service available.

By Guy Leonard
Staff Writer

The applicants seeking to build a 
7-11 convenience store and gas sta-
tion at the intersection of Route 5 
and Medley’s Neck Road in Leon-
ardtown will have to wait one more 
month to continue their case before 
the St. Mary’s County Zoning Ap-
peals Board.

The case was continued to De-
cember after a three-and-a-half-hour 
meeting Nov.12. The appeals board 
first took up the case July 30.

The project, which has drawn sig-
nificant opposition from nearby resi-
dents over concerns for the safety 
of children – the convenience store 
would be built across from Leonar-
dtown Middle School – to increased 
traffic backups on Medley’s Neck 
Road.

In February the project’s concept 
site plan was rejected by the county’s 
planning commission, in part be-
cause of those reasons and for con-
cerns over the light pollution that 
would beam into the windows of 
nearby homes.

Residents also expressed concern 
over the installation of large under-
ground fuel tanks at the site, which 
an environmental consultant spoke 
on at the Nov. 12 appeals board 

meeting.
Marie Treiber, an environmental 

consultant speaking in support of the 
applicant’s petition, testified that the 
tanks would be constructed from fi-
berglass, a non-corrosive material.

Consultants working for the ap-
plicant also said they would be will-
ing to install crosswalks to the site 
with spaces for pedestrians to stage 
to avoid traffic as well as sidewalks 
along Medley’s Neck Road.

Fencing would also be included 
in the project, consultant Nicholas 

Speach said, that would encompass 
the rear portion of the convenience 
store property and help discourage 
foot traffic in a large open field there.

Appeals board member John 
Brown was concerned that, despite 
the fence, 7-11 might decide to re-
move trees in the area that was to be 
left vacant between the store and the 
nearby neighborhood but Speach said 
he knew of no plans to remove trees, 
rather they planned to add them.

Appeals board chair George Al-
len Hayden said the board would ask 

the 7-11 applicant directly what the 
status of the rear of the parcel was, 
whether they controlled it or not, in 
an attempt to gauge what would hap-
pen to it in the future.

In some cases, Hayden said, the re-
mainder of the parcel was purchased 
and developed, effectively eliminat-
ing the buffer between a project and 
neighborhoods.

“To leave that as a blank parcel 
with that unknown… I’m not happy 
with that at all,” Hayden said.

Near the end of the meeting, when 
the board voted unanimously to con-
tinue the hearing until December, 
Hayden said the case file was such 
that he had several dozen questions 
to ask when they next met with the 
applicant’s legal and consultant team.

“We’ve had some big concerns 
and comments on crime statistics,” 
Hayden said, noting allegations by 
community members in months past 
that large convenience stores were 
magnets for criminal activity.

Christopher Longmore, attorney 
for the applicant said he would at-
tempt to gather crime statistics in 
St. Mary’s County and address them 
in his next arguments before the ap-
peals board.

guyleonard@countytimes.net

Leonardtown 7-11 Appeal Continued to December
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* Visit store for details. Not Valid On Prior 
Purchase. Closeouts & Special Deals Excluded. 

urnitureGalleryFOf Prince Frederick
559 Solomons Island Road North  

Prince Frederick, MD
(In The Fox Run Shopping Center)

443 975-7313

SELECT RECLINERS
NOW ONLY

Your
Choice

Of 
Colors

BLACK FRIDAY SALE!

$349

DOORS OPEN 
10AM FRIDAY!

33  DDAAYY
SSAALLEE!!

FFRRIIDDAAYY  NNooVV..        2277tthh    OONNLLYY......
20% OFF EVERYTHING!20% OFF EVERYTHING!

Sat. 28th & Sun. 29th  20% OFF 1st Item, 15% OFF Everything Else!

Friday OnlyTake Another20% OFF!

Friday OnlyTake Another20% OFF!

Friday OnlyTake Another20% OFF!

Friday OnlyTake Another20% OFF!

Friday OnlyTake Another20% OFF!

Door Buster Savings
On Famous Scott Living 
Cascade Bedding!

 1-2 Page Post Tab 11-19-2020 (Black Friday) _Post PW Tab 1-6-2013 (Clearance)  11/13/20  4:29 PM  Page 1

By Guy Leonard
Staff Writer

The Navy is looking for a con-
tractor to take over the water and 
sewer infrastructure on Patuxent 
River Naval Air Station and its op-
eration; the Metropolitan Commis-
sion (MetCom) might be interested 
but it is a logistical heavy lift com-
pounded by the need to answer a re-
quest for proposal by mid-Jan.

“This would be a county commis-
sioner initiative,” said MetCom Ex-
ecutive Director George Erichsen at 
a joint meeting with county com-
missioners Nov. 17. “At least that’s 
how I and the board feel about this.”

Erichsen was speaking about 
the magnitude of taking on such a 
service contract, which could not 
happen now because the utility is 
reaching its debt capacity limit 
dealing with other projects.

“So this is not on the table yet,” 
Erichsen said, noting this was a 
continual dialogue between Met-
Com and the Commissioners of St. 
Mary’s County.

If the county and MetCom agreed 
it would be a good move it would 
increase the number of wells and 
generators MetCom services by 50 
percent, Erichsen said, and increase 
both water and sewerage lines, by 

length, MetCom operates by 25 and 
20 percent respectively.

The number of water storage 
tanks MetCom would be responsi-
ble for would also double.

By taking ownership of the water 
and sewer infrastructure on base 
the utility would be eligible for 
loans from the Maryland Depart-
ment of the Environment to support 
the project and also avoid paying in-
creased federally-mandated Davis-
Bacon Act wages.

“People really aren’t aware 
of the magnitude of what’s on 
base,” Erichsen said. “It is aging 
infrastructure.”

MetCom has been treating the 
base's sewerage since 1969, for 
which the utility receives more than 
$1 million annually.

A proposal to have MetCom take 
over the water and sewer on base 
goes back to 1999, but the commis-
sioner board in 2003 decided not to 
support the idea.

MetCom board Vice Chairman 
Keith Fairfax supported the concept 
of branching out onto the base.

“We should take a serious look at 
this, whether we can make the Jan. 
14 deadline, I don’t know,” Fair-
fax said. “We should put forward a 
more positive face that we want to 

support the Naval air station…that 
is a major economic driver for us.”

Commissioner Todd Morgan said 
the stakeholders could find a way 
to slow down the procurement pro-
cess to gain time to assess the infra-
structure on base.

Taking on the initiative could help 
the community withstand a possible 
base realignment and closure effort, 
should it happen.

“With a new administration com-
ing in, we have no idea when the 

word BRAC is going to appear 
again,” Morgan said. “We need to 
make sure we’re trying to secure 
the long-term interests of the base 
and more importantly the long-
term interests of this community.” 
Erichsen noted taking on the proj-
ect would not bring in extra revenue 
and would require MetCom to get 
more personnel to handle the new 
service obligations.

guyleonard@countytimes.net

MetCom, County Mull Utility Takeover at Pax NAS
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Lexington Park, MD
 Since 1977, Navmar Applied Sciences Corporation has provided engi-
neering services and innovative solutions to the Department of Defense, federal 
research institutions, and commercial markets. Our specialized products, 
support, and services are currently being used in multiple operational theaters 
around the world.
 
 By providing our customers with quality products and services and 
consistently exceeding expectations, we have grown to a 200+ employee com-
pany with more than 10 locations with numerous detachments overseas. Now, 
our group at PAX River Naval Air Station and Warminster, PA are searching for 
qualified candidates in order to expand our support to our customers through 
quality engineering and technical expertise.

Seeking talent in the following disciplines:

 ➢ Embedded Systems Software Engineer
 ➢ Senior Systems Administrator
 ➢ Electrical Engineer
 ➢ Program Analyst (Financial/Technical)
 ➢ Security Specialist
 ➢ Multi-Discipline Engineers
 ➢ Contracts Manager

 
 NASC is an Equal Opportunity/Affirmative Action employer. All qual-
ified applicants will receive consideration for employment without regard to 
race, color, religion, sex, national origin, disability, or protected Veteran status.
Please email us at careers@nasc.com or visit our website at www.nasc.com and 
look under the “Careers” tab for further details regarding these positions and 
requirements.

EXCITING FUN ● FAST ● EFFICIENT ●
EXCITING

Sell it  - Buy it  

www.FarrellAuctionService.com

301.904.3402

at 
Real Estate │ Business & Inventory │ Personal Property/Estates 
│ Farm Equipment & Machinery │ Livestock │ Storage Units │ 
Benefits/Fundraisers │ Certified Personal Property Appraiser  

A Southern Maryland Professional Auction Company

Online Bidding begins November 25th. 
Auction will begin to close on Tuesday, December 1st at 6 pm and 

continue until all lots are sold.  

Auction Preview 
(and opportunity to leave bids for those unable to participate online) 

Friday, November 27th, Noon – 5 pm.
Westfield Farm Arena

26689 Laurel Grove Road, Mechanicsville, MD
Please adhere to all posted health/safety notices.

More information and opportunity to bid online at:
www.FarrellAuctionService.com 
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Farm, Garden & Shop Equipment & Items • ATVs • 
Snap On, Husky & Craftsmen Tool Boxes • Large 

Selection of Carpentry & Mechanic Tools • Ladders • 
Equipment Trailers • Air Tools • Boat • More
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By Guy Leonard
Staff Writer

Officials with the Maryland De-
partment of Transportation (MDOT) 
briefed the Commissioners of St. 
Mary’s County on numerous projects 
they are pursuing locally and around 
the state – even through transporta-
tion budgets have been reduced by 
about $2.9 billion due to impacts 
from COVID-19 – and one of them 
could take nearly a year to complete.

The prior amount in the transpor-
tation budget was about $16 billion, 
according to MDOT Deputy Secre-
tary Sean Powell.

Tim Smith, head of the State High-
way Administration (SHA), said the 
state is proceeding with a plan to 
completely redesign and build a new 
bridge across Persimmon Creek on 
Route 6, also known as New Market 
Turner Road, in Mechanicsville.

The bridge was washed out dur-
ing the f looding in August caused by 
Tropical Storm Isaias; it was built in 
1930.

It was just one of several bridges or 
roads f looded by the massive deluge.

Smith said the bridge project could 
be successfully completed in about 
10 months.

Commissioner Todd Morgan said 
he was dubious about why it would 
take so long.

“I can’t understand why it’s going 
to take a year to design and build that 
bridge,” Morgan said. “It makes little 
if any sense to me.”

Smith explained that bridge re-
placements such as this usually take 
much longer than the timeline cur-
rently offered by SHA.

“That’s usually a two-to-three-
year process to get through the de-
sign and permitting,” Smith said. 
“We’re making sure we’re building 
it right.

“We have this on the fast track.”
Other projects that MDOT is pur-

suing in St. Mary’s include the $14 
million intersection improvement at 
Route 5 and Moakley Street in Leon-
ardtown which includes left turn 
lanes as well as pedestrian sidewalks.

Smith said this project should be 
completed by next summer.

Another project are the improve-
ments to Route 5 in Point Lookout 
State Park to include road shoulders 
and wider lanes.

That project costs $24 million and 
is projected to be completed by 2022.

guyleonard@countytimes.net

Commissioners 
Question MDOT Bridge 
Repair Schedule

The bridge over Persimmon Creek after being washed out Aug. 4.
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New Senior exclusive shopping hours will be
 Tuesday and Thursdays from 8 am till 10 am.

Charlotte Hall, Leonardtown:  7 am till 10 pm Hollywood: 7 am till 9 pm
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By Guy Leonard
Staff Writer

As residents ponder what they 
will do to celebrate Thanksgiving 
this year – either stay home for lim-
ited festivities or risk possible CO-
VID-19 infection to be able to visit 
extended family members – one 
thing is for sure: it can be difficult 
to find things to be thankful for in 
times of great strain and isolation.

But residents in St. Mary’s are 
still finding those things for which 
they can still give thanks.

In March, when the novel corona-
virus began to infect Marylanders, 
Gov. Larry Hogan quickly ordered 
many retail establishments, enter-
tainment venues, restaurants, bars, 
churches and other houses of wor-
ship closed.

The sudden shutdown left many 
small businesses on the brink of 
failure; some had to close their 
doors while others found their way 
to survive.

Bookkeeping By Blanche, a local 
accounting and financial services 
business, was one of them.

“I’m thankful that my business 
can continue to operate, that I’m 
considered essential,” said Mary 
Maday Slade, owner and Leonard-
town Town Council Member.

“It was terrifying back in March, 
when Hogan shut everything down,” 
Slade said. “My perspective has 
definitely changed over last year.”

Slade’s small business was able 
to make it through tax season, the 
busiest time of year for them, and 
still make a transition to a new of-
fice building in Hollywood, replac-
ing their old ones in Great Mills.

Other small businesses are still 
struggling.

Linda Palchinsky, proprietor of 
the iconic Linda’s Café in Lexing-
ton Park, said she is happy just to 
be able to unlock the doors at her 
Tulagi Place restaurant.

The recent resurgence of COV-
ID-19 infections locally has caused 
her to cut her capacity limits and 
cut hours of operation as well; she 
has had to stop serving dinner and 
is only open from 7a.m. to 2p.m.

“I’m able to keep my restaurant 
doors open so my employees can 
pay their bills and make money,” 
Palchinsky said. “That means a lot 
to me; this is their only income.”

Palchinsky was worried the in-
creasing infection rate meant the 
state would commit to another 
broad ranging shutdown.

“The rumor’s out that the gov-
ernor will take us back to Phase 
1 [of the recovery plan],” Palchin-
sky said. “If that happens a lot of 
people are going to go back on 
unemployment.”

Trying to keep her business oper-
ating under constant strain and un-
certainty is trying, she said.

“It’s hard,” said Palchinsky. “I’ve 
wanted to walk out many times, but 
I can’t do that to my people.

“I’m thankful my employees can 
put food on their table.”

Public health officials are also 
feeling the strain, trying to cope 
with the constant demand for test-
ing and operating a contact tracing 
system designed to keep track of 
who may have been exposed to the 
infected.

Dr. Meena Brewster, the county’s 
health officer, was still in the office 
in Leonardtown the evening of Nov. 
22, working.

“We need to be thankful for each 
other,” Brewster said, noting coun-
ty residents had done their best to 
combat COVID and take care of 
each other during the pandemic.

“We’ve pulled together in tremen-
dous ways this past year,” Brewster 
said. “We need to do what we can to 
protect each other; if we minimize 
gatherings the safer everyone we 
love will be.”

The continued fight against the 
virus has taken its toll on her per-
sonally, with all the time she has 
had to spend away from her family.

But they have been supportive of 
her, she said.

“I’m thankful for my family as al-
ways,” Brewster said. “I’m thankful 
for my husband; he’s done every-
thing at home and with the kids.”

And, of course, she is thankful for 
the recent breakthrough with vac-
cines that hold out hope of counter-
ing the virus.

“I’m thankful for any step for-
ward,” Brewster said.

Law enforcement has been taxed 
as well during the pandemic and 
Sheriff Timothy K. Cameron’s dep-
uties have been on the frontlines as 
well, having to get into close contact 
with potentially infected people.

He just wanted the pandemic to 
be over.

“The threat of COVID-19 is out 
there everyday,” Cameron said. “I’ll 

really be thankful to get through the 
next few months.

“I’m thankful for the vaccines.”
Cameron, himself was exposed 

to the virus and had to isolate for 
a time but tested negative for it and 
was able to return to duty.

He was thankful both of his sons, 
one in high school, the other in col-
lege, were still able to play base-
ball to some degree through the 
pandemic.

“You’re always thankful for your 
health and your welfare and that of 
your family, especially now,” Cam-
eron said. “Everytime I watch them 
play I realize it could be the last 
time, at least for a while.

“As a parent you have to savor 
every opportunity to see your child 
involved in athletics.”

Cameron recently drove to Salis-
bury to watch his son in college 
play a game but it had to be from a 
parking garage.

“There were no spectators al-
lowed,” Cameron said.

The homeless have had to deal 
with the coronavirus, with some of 
them being sheltered in a tent set-

tlement early on in the pandemic at 
the county-owned property at what 
used to be known as The Flat Tops.

Lanny Lancaster, director of the 
Three Oaks Homeless Shelter, said 
he was thankful for the services his 
facility could provide the homeless.

“The last five-and-a-half months 
we’ve helped a lot of people from 
getting sick,” Lancaster said. 
“We’ve been pretty successful.”

He was thankful he and his fam-
ily had escaped the effects of the 
virus thus far.

“My family’s been, in general, 
unaffected by the virus,” Lancaster 
said. “I got to visit my new grand-
son yesterday.

“His father is a policeman and his 
mother is a social worker, so they’re 
both on the frontlines; it’s good to 
know they’re safe.”

Lancaster wasn’t able to visit his 
new grandson for long, but he was 
thankful for the time he had with 
him.

“I hope to be around long enough 
to enjoy that little fellow for a 
while,” Lancaster said.

guyleonard@countytimes.net
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Miss B’s

First Responders
& Military
Discounts

Everyyyryone Welcome!
Homeowners, Investors, Realtors, Builders

Face Mask Friendly Showrooms
LAYAWAY AVAILABLE for All PRODUCTS

Financing Available - Free Estimates

color - comfort - texture - style

Showroom Hours:
Monday-Friday 10am-6pm,

Saturday 10am-2pm

All Floorte Pro by Shaw

Flooring - ON SALE!
Waterproof & Pet Proof

Proud to Support Breast Cancer
Awareness, A portion of all sales
now through December, 2020
will go to Breast Cancer Research

& FLOORING

Remnants - 49¢ a sq. ftttft.
(while supplies last)

All Carpet - 10-25% OFF

Endura 5 Flooring - Waterproof & Pet Proof

ON SALE - $2.19 SQ. FT.
$3.29 sq. ftttft. (reg. price)

Over 40,000 sq. ftttft. in Stock! - 25 Years Residential Warrantyyyty
7 Years Commercial Warrantyyyty

29025 Three Notch Road - Mechanicsville
301-884-0500
171515A Indian Hd. Hwy - Accokeek
301-283-0800

COUNTRY CARPET
& FLOORING
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Guaranteed to 

be Installed 

Before 

Christmas

Local Museums 
Offer Free Family 
Events and Exhibits

he St. Mary's 
County Museum 
Division, which 
oversees St. 
Clement's Island 
Museum, the 

Old Jail Museum and Piney 
Point Lighthouse Museum, 
presents events and exhibits 
during the holiday season at 
each historic site.

St. Clement's Island Muse-
um will host its annual Christ-
mas Doll & Train Exhibit daily, 
Dec. 1, 2020, to Jan. 3, 2021, 
from 12 p.m. – 4 p.m., where 
families can enjoy a holiday 
exhibit of antique and collect-
ible dolls like Barbie, Ameri-
can Girl and more, classic 
trains and other vintage toys 
in this festive holiday display 
inside the museum. The cost 
for this exhibit is $3.00 for 
Adults, $2.00 for Seniors and 
Military, $1.50 and Children 5 
and under are free. The ex-
hibit is closed on Christmas 
Eve and Christmas Day.

Then, enjoy the opening 
of the St. Clement's Island 
Christmas Doll & Train Ex-
hibit Sunday, Dec. 6, 2020, 
from 12 p.m. – 4 p.m. inside 
the museum with safe and 

socially-distanced fun for the 
family, including take-home 
children's activities, music, 
take-home refreshments and 
much more. Admission is 
free.

Earlier, on Sunday, Nov. 29, 
2020, from 12 p.m. – 4 p.m., 
Piney Point Lighthouse Mu-
seum presents the "Home 
for the Holidays" Outdoor 
Museum Store, where you 
can complete your holiday 
shopping by the lighthouse 
at an outdoor tent for social-
ly distanced shopping. "Be 
a Patron" for Museum Store 
Sunday and support the mu-
seum's missions with your 
purchases. 

Nov. 29 is also Museum 
Store Sunday, so if you can't 
make it to Piney Point Light-
house Museum, you can also 
visit the other in-store loca-
tions, including St. Clement's 
Island Museum and the Old 
Jail Museum in Leonardtown, 
or shop at the online Friends 
Museum Store, which offers 
contact-free local delivery 
and free shipping to friends 
and family outside the area

 Press Release from St. 
Mary's County government

T
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26845 Point Lookout Road (Rt 5), Leonardtown

Mon-Sat 9:30am - 8:00pm 
Sun 12:00pm- 4:00pm

December Classes

facebook.com/MDSewVacCenter

240-309-4019

Fold’n Stitch Wreath 
Dec 01, 2020 10:00 am
Cut Loose Pattern Quilting Club 
Dec 01, 2020 12:00 pm
Miranda’s Stitchery: ITH 
Scissors Mug Rug Embroidery 
Dec 01, 2020 03:00 pm
Wednesday Scrappers 
Dec 02, 2020 01:00 pm
Rose’s Strip Club - “Daybreak” 
by Cozy Quilt Designs
Dec 03, 2020 12:00 pm
Tree-mendous
Dec 05, 2020 10:00 am

No-Sew Fabric Tree - Christmas
Dec 05, 2020 05:00 pm

Sunday Sewing Group
Dec 06, 2020 12:00 pm

Beginning Serger Class - 
Pajama Pants 
Dec 07, 2020 02:00 pm
Sewing with Denise
Dec 07, 2020 05:30 pm
Miranda’s Stitchery: How to 
Machine Embroider: Snap Key 
Fob - Flying Geese Quilt Pattern 
Dec 08, 2020 03:00 am
Cut Loose Pattern Quilting Club 
Dec 08, 2020 12:00 pm

Miranda’s Stitchery
Dec 08, 2020 03:00 pm
Wednesday Scrappers
Dec 09, 2020 01:00 pm
Rose’s Strip Club - “Daybreak” 
by Cozy Quilt Designs
Dec 10, 2020 12:00 pm

25% OFF ACCUQUILT GO! FABRIC CUTTER IN STOCK. 

25% OFF ALL 

FABRICS AND 

NOTIONS

 Thompson’s Seafood Corner Market
“The Original Thompson’s”

301-884-5251

#1 - $75.00
1 lb Med Shrimp

1 Dozen Crab Balls
1 Pt. Fried Oyster
Serves 5-8 People

#2 - $136.00
2 lb Med Shrimp

2 Dozen Crab Balls
1 Qt. Fried Oyster

Serves 10-15 People

#3 - $159.00
3 lb Med Shrimp

3 Dozen Crab Balls
2 Qt. Fried Oyster

Serves 15-20

Place 

Orders in 

Advance

SpecialHoliday Rates

Town Tree Lighting 
Will Be Virtual

By Guy Leonard
Staff Writer

OVID-19 means that 
even the most be-
loved traditions will 
have to be modified 
this year; Leonard-

town’s annual tree lighting cer-
emony is no exception.

The tree lighting will be virtual 
this year, said Town Adminis-
trator Laschelle McKay, but will 
include videos of performers 
as well as favorites Santa and 
Mrs. Clause and the lighting 
ceremony for residents to view 
remotely.

The Leonardtown Volunteer 
Fire Department will also be 
featured in a video raising the 
tree and the subsequent lighting 
but gone will be throngs of resi-
dents and visitors who normally 
pack the town square to crowd 
around their apparatus as one 
of the major attractions of the 
evening.

Brandy Blackstone, the town’s 
event coordinator was clear that 
no events will be taking place 
in the town square this year on 
Dec. 12 when the virtual pro-
gramming will air on the town’s 
tourism website and on its Face-
book social media account.

The tree lighting will take place 
at an “undisclosed time,” Black-

stone said, to prevent anyone 
from gathering in large groups 
or crowds to witness it.

All of the programming, from  
Gracie’s Guy and Gals Dance 
Studio’s performance and music 
by both the Southern Maryland 
Youth Orchestra and Jennifer 
Cooper, a local singing teacher 
and member of the band Groove 
Span, will be recorded ahead of 
time and broadcast on Dec. 12 
starting at 1p.m. for a full day of 
holiday themed programming.

Santa and Mrs. Clause will still 
have story time but children will 
have to view the pre-recorded 
event and the annual meet and 
greet event with the yuletide 
pair has also been cancelled.

Programming will also include 
craft classes by local businesses 
owners as well as advice on holi-
day gifts and decorations for the 
home.

“We’re encouraging people to 
remember our small businesses 
this holiday,” Blackstone said.

The programming can be 
viewed on the town’s website at 
www.visitleonardtownmd.com 
or the town’s Facebook page.

guyleonard@countytimes.net

C
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By Dick Myers
Editor

he popular Annema-
rie Garden in Lights 
is a go this year, but 
with some restric-
tions because of 

COVID-19.  The outdoor holi-
day light show will begin Nov. 
27 and last through January 
12, 2021, 5-9 p.m. nightly, ex-
cept closed on Nov. 30 and 
Dec. 1, 7, 8, 24 and 25.

Advance tickets are re-
quired. Members are free. 
Non-members pay $10-12 per 
person, depending on the 
night. Kids two and under are 
admitted free.

Museums for All members 
pay $3 and it requires a SNAP 
card. Organizers say: “no re-
funds, no pets, no smoking/
vaping.”

According to information 
supplied by Annemarie Gar-
den, “We've transformed the 
grounds of Annmarie Sculp-
ture Garden into an outdoor 

twinkling wonderland! An-
nmarie Garden in Lights will 
transport you and your family 
to an enchanted world where 
they will discover glowing 
‘light sculptures’ and won-
drous light installations. Dis-
cover wild animals, wintery 
wonderlands, musical holiday 
scenes, deep sea treasures, 
magical creatures, glowing 
trees, and so much more!

“New This Year -- Bundle up 
to enjoy our outdoor Holiday 
Market with shopping, music, 
fun holiday photo opps, and 

food and drink. Hardesty Ha-
ven Holiday Cafe will be open 
nightly! 

“This is a  MASK ON  event 
- all guests over the age of 
two are required to wear their 
mask at all times unless you 
are seated and eating. In light 
of the need for social distanc-
ing, guests will purchase their 
advance tickets online.”

The following guidance is 
offered:

• Admissions and light show 
activities are outside – dress 
appropriately

• This is a Mask On event for 
all guests over the age of two

• Parking Field is dimly lit 
and uneven – use caution; not 
responsible for accidents or 
theft

• Please be advised, this 
event requires extensive 
walking

• Service animals only (No 
pets except on Pet Night, Jan 
1)

• No smoking or vaping
• No ticket refunds; this is a 

rain or shine event.
dickmyers@countytimes.net

Modified Annemarie Garden in Lights Scheduled
Everything Outside, Masks Required

T
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Physical Distancing: Residents should continue practicing 
physical distancing of six feet or more outdoors and inside 
public places. 
Visit www.open.maryland.gov /back to business for  
more detailed information  

Face Coverings: Residents must wear masks or 
face coverings in indoor public areas and stores and 
on public transportation. It is required to wear masks or 
face coverings in outdoor public places where physical 
distancing is not possible.

 

VisitLeonardtownMD.com  

  Your one stop for a 
unique shopping and 
dining experience!

OPEN
for Business
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Check out the First Friday Specials

Do you want to advertise on this page? 
Contact Jen Stotler 301-247-7611 or jen@countytimes.net

Located inside Shepherd’s Old Field Market 
(behind the Leonardtown Volunteer Fire Dept)

Email 10.4checkcreations@gmail.com or Call 301-247-7611

Hand Knit & Crochet Items 
for You & Your Home

Custom 
Orders 

Welcome

for You & Your Home

December 4, 
2020

LOCAL 

FROM LOCAL 
VINES
WINES

Live music every weekend!
301-690-2192 • www.polwinery.com

Open 7 days a week Noon - 6 pm •  23790 Newtowne Neck Road

41652 Fenwick St.  Leonardtown MD 20650
www.northendgallery.com l 301-475-3130

fine art & gifts

301-475-1630
41675 Park Avenue, Leonardtown • www.GoodEarthNaturals.com

Nursing & Rehabilitation  
             Center

St. Mary’s 

21585 Peabody Street 
Leonardtown, MD

301-475-8000 
www.smnci.org

To schedule a tour or  
speak to admissions,  

please call  
301-475-8000 

ext.125

• Long-term care
• Rehabilitation 
   services
• Respite care

5pm  to  8pm

ST. MARY’S ARTS COUNCIL
22660 Washington St. (Leonardtown 

Arts Center Building) 
(240)309-4061
www.stmarysartscouncil.com
Our gallery & 

gift shop, featuring 
handcrafted work 
by 50 different 
local artists, will 
be open from 11 
am to 8 pm on 
first friday! We 
carry unique items 
including wall art, pottery, jewelry, greeting 
cards, sculptures, multi-media pieces, books 
by local artists, and much more in a wide 
variety of price ranges, we have something for 
just about everyone! 

Come meet our staff members and learn 
about upcoming events and arts-related 
opportunities in our community. Social 
distancing and masks required, we look 
forward to seeing you soon! 

The Old Jail Museum 
will be open from 5:00 
p.m. until 7:00 p.m. for 
interested visitors. Come 
explore a fascinating 
piece of Leonardtown 
and St. Mary’s County 
history

THE OLD JAIL MUSEUM 

41652 Fenwick Street Leonardtown 
MD 20650 

301-475-3130. 
Stop by for our 

Holiday Jewelry 
Trunk Show Dec 
5th & 6th. In 
December, North 
End Gallery 
opens daily at 11 
am Wednesday 
through Sunday 
with private 

shopping available Mondays & Tuesday 
by appointment. Email requests to 
northendgalleryinfo@gmail.com.

NORTH END GALLERY

ANTOINETTE'S 
GARDEN

Joins us for a wonderful 
evening with Live Music 
from Higher Standards 

7pm - 10pm
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First Friday Participants
CRAZY FOR EWE 

22725 Washington Street 
www.crazyforewe.com

FENWICK STREET USED BOOKS & 
MUSIC 

41655 Fenwick Street 
www.fenwickbooks.com

THE HAIR COMPANY 
22740 Washington Street 
www.thehaircompany.biz

SOCIAL COFFEEHOUSE 
41658 Fenwick Steeet 

www.socialcoffeehouse.company

CARRIE PATTERSON 
22715 Washington Street 
www.carriepatterson.com

JESSIE’S KITCHEN 
22845 Washington Street

NEW VIEW FIBERWORKS, LLC 
22696 Washington Street 

www.fuzzyfarmersmarket.com

PORT OF LEONARDTOWN WINERY 
23190 Newtowne Neck Road 

www.polwinery.com

THE GOOD EARTH NATURAL FOODS CO. 
41675 Park Avenue 

www.goodearthnaturals.com

BETH GRAEME PHOTOGRAPHY 
22760 Washington Street 

www.bethgraeme.photography 

ST. MARY’S ARTS COUNCIL 
22660 Washington Street 

www.stmarysartscouncil.com

SPICE STUDIO 
22715 Washington Street 

www.somdspice.com

ESCAPE ROOMS SOUTHERN MARYLAND 
22715  Washington Street 

www.escaperoomsomd.com

SHEPHERDS OLD FIELD MARKET 
22725 Duke Street 

www.shepherdsoldfield.com

ROOT SUP & FITNESS 
Inside Shepherds Old Field Market 

www.rootsupfitness.com

THE SLICE HOUSE 
41565 Park Ave

HERITAGE CHOCOLATES 
22699 Washington Street 

www.heritagechocolateshop.com

ANTOINETTE'S GARDEN 
22694 Washington Street

DOS AMIGOS 
41655 Fenwick Street

THE REX 
22695 Washington Street 

www.therexmd.net

OLDE TOWN PUB 
22785 Washington Street 
www.oldetownpub.com

THE FRONT PORCH 
22770 Washington Street 

www.thefrontporchmd.com

The Old Jail MuseumThe Old Jail Museum

Open from 5pm to 7pmOpen from 5pm to 7pm
December  4December  4thth

Come Visit Leonardtown Come Visit Leonardtown 
and Vote for the Best and Vote for the Best 
Decorated BusinessDecorated Business

The LBA gratefully acknowledges the 
generous support of our Platinum Sponsors

County Times
St. Mary’s County ● Calvert County

Tis The SeasonTis The Season
Shop • Dine • ExploreShop • Dine • Explore
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VisitLeonardtownMD.com  

Shop Local

Shop 
Leonardtown!

 

OPEN
for Business

SMALL  BUSINESS  SATURDAY
         Nov. 28, 2020

                        10 am - 5 pm

H H H

olomons Business As-
sociation celebrates its 
37th year of Christmas 
Walk a little differently 
this year! We will launch 

our Christmas celebrations with 
the fabulous Lighted Boat Parade 
on Saturday December 5th, how-
ever, some of our other events 
will be tweaked to reflect Covid 
precautions.

We urge you to keep social dis-
tancing and mask wearing precau-
tions at all times during your visits 
to Solomons.

Saturday December 5th evening 
activities begin at 6 p.m. weather 
conditions permitting, the Lighted 
Boat Parade, coordinated by Solo-
mons Island Yacht Club, Patuxent 
River Sail and Power Squadron, 
Solomons Yachting Center, Sail 
Solomons and Southern Maryland 
Sailing Association, will begin at 
dusk at the Solomons Yachting 
Center and end along the River-
walk at approximately 7:15 p.m. 
Sail and power boats are welcome, 
and a captain’s meeting covering 
the route, safety issues and rules 
for judging will begin at 5:15 p.m. 
at the Solomons Yachting Center. 
The parade can be easily viewed 
from many of the restaurants and 
establishments in Solomons or the 
Patuxent Riverwalk. For registra-
tion or information on the boat pa-
rade contact Anthony Baratta of 
SIYC at 814-777-5654, ab2@psu.
edu.

The lights on the Christmas 
tree at the Solomons Riverwalk 
Gazebo will be switched on at  6 
p.m. Friday December 4th without 
Santa, this year. Look for Santa’s 
mailbox for letters to Santa, at the 
Gazebo.  The island will be deco-
rated with our lights & banners but 
no luminaries.

A beautiful 18-foot Christmas 
tree from Chesapeake Bounty 
arrives Monday, December 2nd. 
Sponsored by Calvert County 
Government it will be decorated 
by the staff of Calvert Marine Mu-
seum commencing Tuesday De-
cember 3rd. The public are wel-
come to contribute at any time. 
Social distancing and masks are 
required.

Decorating theme this year will 
be Santa’s Workshop. Deadline 
for judging is Saturday, December 
19th. Decorated houses and busi-
nesses in Solomons/Dowell will 
be scored and voted on by the 
public on our FB page. Starting 
December 1st, we will be watching 
as the decorations go up and add-
ing them to our SBA FB page for 
the public to judge the best house 
decoration and the best business 
decoration. Extra points will be 
garnered if elements of our theme 
‘Santa’s Workshop’ is included.

Please see our website at http://
www.solomonsmaryland.com/ 
for further developments and 
information.

Press Release from Solomons 
Business Association.

Solomons Celebrates 37th 
Year of Christmas Walk!

There will be Covid-19 
Restrictions This Year

S
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301-475-5381 • 40845 MERCHANTS LANE

SIDETRACKHOBBIES.COM

PRE-CHRISTMAS SALE
LOWEST PRICES OF THE YEAR 

ON LIONEL TRAINS
OVER 20 “READY TO RUN” SETS TO CHOOSE FROM 

ALL ENGINES  
UP TO 30% OFF MSRP

ROLLING STOCK 
UP TO 40% OFF MSRP 

ALL ACCESSORIES 
UP TO 70% OFF MSRP

Sidetrack Hobbies is one of the premier Lionel & 
MTH Gauge train stores, 

with 48 Years of experience in Leonardtown MD.
ALL items are at least 15% below MSRP. Some items as 
low as 70% below MSRP. We have train sets, traditional 
and contemporary, (Digital) engines, (Steam& Diesel). 

Passenger cars, Freight cars, operating accessories, 
buildings, signs, and people and 48 years of free 
experience to answer your train layout questions. 

NEXT TO LEONARDTOWN ACE HARDWARE (UPSTAIRS)

OVER 1000 DIFFERENT PIECES OF ROLLING STOCK & HUNDREDS OF 
ENGINES & ACCESSORIES

200+ DIFFERENT 0-GAUGE ENGINES TO EXPAND LAYOUTS • TRACKS • 
TRANSFORMERS • DIGITAL OPERATING SETS

WED - FRI 9AM-5PM • SAT 9AM-3PM • SUN-TUES CLOSED

CLOSEOUT PRICING ON ALL LIONEL ACCESSORIES
he holiday season is 
an important one for 
small businesses ev-
ery year, and it figures 
to take on heightened 
importance in 2020. 

The outbreak of the novel coro-
navirus COVID-19 in late 2019 and 
early 2020 hit small businesses 
especially hard, with many being 
forced to close their facilities to 
customers in an effort to prevent 
the virus from spreading.

Estimates regarding the effects 
of the COVID-19 outbreak on small 
businesses varied, but many small 
business owners were forced to let 
go employees as they confronted 
steep declines in revenue. A Ze-
nBusiness survey of more than 
1,000 small business founders, se-
nior managers and decision mak-
ers found that 37 percent of small 
businesses that employ between 
11 and 25 people were considering 
laying off more than one-fifth of 
their workforce. 

As small businesses face difficult 
challenges, it’s no surprise that 
many consumers want to support 
locally owned small businesses 
this holiday season. Such support 
not only can help small businesses, 
but also can help to revitalize local 
communities.

• Shop online. Online shopping 
has traditionally been dominat-
ed by big box retailers. However, 
many small businesses increased 
their e-commerce capabilities to 
generate revenue. Shoppers con-
cerned about shopping in person 
this holiday season should explore 
the delivery and curbside pickup 

options available at locally owned 
small businesses. Even businesses 
that have not traditionally been al-
lowed to deliver, such as brewer-
ies and wineries, have been able to 
do so during the outbreak, giving 
consumers unlimited online shop-
ping options.

• Purchase gift cards. Gift cards 
take the guesswork out of holi-
day shopping, and such cards are 
easily shipped or even emailed 
to loved ones. That’s a significant 
benefit during the 2020 holiday 
season, when delivery times are 
expected to be lengthy. Gift cards 
to local businesses simplify holi-
day shopping, support small busi-
nesses and help shoppers avoid 
potential delivery delays.

• Share your experience. Word-
of-mouth is vital to small business-
es at any time, and can be espe-
cially valuable as these companies 
try to overcome the challenges 
posed by the COVID-19 outbreak. 
Holiday shoppers can share their 
experiences with local businesses 
via social media. Share information 
about the lengths local small busi-
nesses have gone to in regard to 
safety measures, order fulfillment 
and their delivery and pickup ef-
forts. Such sharing may compel 
neighbors and friends to follow 
your lead and provide vital sup-
port to local businesses in need 
this holiday season.

Small businesses are the back-
bone of many communities, and 
the holiday season provides a 
great opportunity to support such 
firms as they look to recover from 
a difficult year.

How To Support 
Small Businesses This 

Holiday Season

T

41655 Fenwick St.
Leonardtown, MD
(301) 481-6937
buyandsellwithbannister@gmail.com

Kimberly Bannister
CALL

Buying or Selling 
Your Home?

www.buyandsellwithbannister.com
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New Location!

22760 Washington Street Leonardtown MD 20650
301-997-1644 • www.craftguildshop.net

Open 7 Days a Week

Dream Big BoutiqueDream Big Boutique

106 St Mary's Avenue, La Plata MD 20646106 St Mary's Avenue, La Plata MD 20646

Wednesday- FridayWednesday- Friday 11am-6pm 11am-6pm
SaturdaySaturday 10am -4pm 10am -4pm
SundaySunday 12pm-4pm  12pm-4pm (Variable Dates)(Variable Dates)

Gifts, Handmade Items and more..Gifts, Handmade Items and more....

(Extended HOLIDAY Hours...see GOOGLE Maps weekly for updates)(Extended HOLIDAY Hours...see GOOGLE Maps weekly for updates)

SHOP LOCAL 

THIS HOLIDAY 

SEASON
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ALL 3 MUSEUM STORE LOCATIONS OPEN

St. Clement’S ISland muSeum 
HolIday open HouSe 2020

38370 Point Breeze Rd. • Colton’s Point, MD
Sunday, December 6, 2020 at 12 PM – 4 PM

FREE ADMISSION • TAKE HOME KIDS CRAFTS • TAKE HOME COOKIES
GREAT FOR FAMILIES AND KIDS 

FOR MORE INFO CALL 301-769-2222 • FACEBOOK.COM/SCIMUSEUM

Home For tHe HolIdayS outdoor 
muSeum Store at pIney poInt

44720 Lighthouse Rd. •   Piney Point, MD 
Sunday, November 29, 2020 at 12 PM – 4 PM 

COMPLETE YOUR HOLIDAY SHOPPING IN OUTDOOR MUSEUM STORE 
SOCIALLY DISNTACED SHOPPING • TONS OF UNIQUE, LOCAL GIFTS 

GREAT FOR FAMILIES • TAKE A TOUR OF NEW EXHIBITS!
FOR MORE INFO CALL 301-994-1471 • FACEBOOK.COM/1836LIGHT

Museum Store at St. Clement’s Island Museum
38370 Point Breeze Rd., Colton’s Point, MD 20626

301-769-2222

Museum Store at Piney Point Lighthouse Museum 
44720 Lighthouse Rd., Piney Point, MD 20674

301-994-1471

Museum Store at The Old Jail Museum 
41625 Court House Dr., Leonardtown, MD 20674

240-925-3427

Online Shopping 24/7 with free shipping or local delivery | friendsmuseumstore.square.site
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These local businesses encourage you to celebrate 
responsibly throughout the holiday season!

Michael K. Gardiner, C.F.S.P., C.P.C. Funeral Director/President

An Independent Family-Owned Funeral Home Serving Southern Maryland for over 100 Years

(301)-475-8500 • www.mgfh.com

41590 Fenwick Street
P.O. Box 270

Leonardtown, Maryland 20650www.brinsfi eldfuneral.com

Caring for the Past
Planning for the Future
Traditional Funerals, Cremation Services, Memorial Church Services, 

Direct Burials, Monuments, Unlimited with Commitment Through After Care.

Brinsfi eld Funeral Home, P.A.
22955 Hollywood Road

Leonardtown, Maryland 20650
(301) 475-5588

Brinsfi eld Funeral Home, P.A.
30195 Three Notch Road

Charlotte Hall, Maryland 20650
(301) 472-4400

FAMILY-OWNED & OPERATED
FOR TWO GENERATIONS

www.brinsfi eldfuneral.com

Caring for the Past
Planning for the Future
Traditional Funerals, Cremation Services, Memorial Church Services, 

Direct Burials, Monuments, Unlimited with Commitment Through After Care.

Brinsfi eld Funeral Home, P.A.
22955 Hollywood Road

Leonardtown, Maryland 20650
(301) 475-5588

Brinsfi eld Funeral Home, P.A.
30195 Three Notch Road

Charlotte Hall, Maryland 20650
(301) 472-4400

FAMILY-OWNED & OPERATED
FOR TWO GENERATIONS

22955 Hollywood Road
Leonardtown, MD 20650

301-475-5588

30195 Three Notch Road
Charlotte Hall, MD 20622

301-472-4400

TRI-COUNTY COUNCIL  
FOR SOUTHERN MARYLAND
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he holidays are an 
exciting, fun and 
joyful time of year. 
And for many peo-
ple, the holidays 

also are expensive.
According to the Motley Fool 

Company, a financial wellness 
resource, the average Ameri-
can spent $882.45 on Christ-
mas gifts, food, decorations, 
travel, and other holiday-relat-
ed expenses in 2019. Around 
56 percent of gift shoppers set 
a budget for holiday spending, 
but only 64 percent stuck to it. 
In addition, 21.5 percent of re-
spondents went into debt due 
to holiday shopping.

Who doesn’t want to have 
a super holiday with deli-
cious foods on the table and 
lots of presents to share with 
family and friends? While 
that’s tempting, such a bounty 
should never result in financial 
peril. These six strategies can 
make it easy to establish and 
stick to a budget this holiday 
season.

1. Budget for everything. 
When working out holiday 
spending plans, factor in all 
of the expenses associated 
with the holidays — not just 
the most obvious, like gifts. 
Costs for gas, parking lot fees, 
greeting cards, postage, trav-
el expenses, and much more 
should be included in your fi-
nal number.

2. Determine how much you 
can spend. Money for gifts and 
other holiday expenses should 
ideally come from your dispos-
able income. Look at your fi-
nances in advance of the holi-
day season and figure out how 
much extra cash you have for 
the holidays, and use that fig-
ure to determine how much 
you should spend. Find ways 
to make up any deficit by cur-
tailing expenses like dining out 
or entertainment extras. Many 
people plan to use credit cards 
to pay now and worry about 
the aftermath later. Only use 
credit cards if you have the 
money in the bank and can pay 
off the entire bill when the bal-
ance due is in January. 

3. Set a spending limit for in-
dividuals. Based on your num-

bers and how much you plan to 
spend overall, start allocating 
money to categories, including 
gift recipients. Come up with a 
spending range for each per-
son and stick to it.

4. Pay in cash as much as 
possible. It’s easy to know 
what you’re spending when us-
ing cash as opposed to credit. 
There is some risk with carry-
ing around cash, but that risk 
may be offset by the benefit 
of spending only what you can 
afford to spend.

5. Track all purchases. Save 
the receipts and keep a run-
ning total of expenditures so 
you can see how your spend-
ing is measuring up to your 
budget. If necessary, scale 
back on one category if you’ve 
tipped the scales in spending 
on another. 

6. Shop sales and deals. 
High-end stores may have the 
impressive tag, but their pric-
es can set you back. Instead, 
look for comparable gifts at 
discount stores and other re-
tailers. Also, if you must use a 
credit card, use one that earns 
you a cash-back bonus for 
added savings.

A holiday budget is a must to 
avoid overspending and find-
ing yourself in debt early next 
year.

6 Ways To Stick to 
a Holiday Budget 

Chesapeake Beach 
in Lights 

T
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Oakville
5 minutes North of Hollywood

41170 Oakville Road Mechanicsville, MD
301-373-9245 • 800-451-1427

Charlotte Hall
30315 Three Notch Rd,  

Charlotte Hall, MD
301-884-5292
800-558-5292

Prince Frederick
1700 Solomon’s Island Rd,  

Prince Frederick, MD
410-535-3664
866-535-3664

Christmas Hours: Starting Nov 27th Mon.-Sat. 9-6,Sun. 9-5
Christmas Hours:

Starting Nov 27th Mon.-Fri. 7:30-5 Sat. 7:30-3 Closed Sundays

BUY 3 or More BUY 2 or More BUY 1 Get The 2nd

OFF OFF OFF SAVE 25%  SAVE 33%  SAVE 50%

Flowering Trees 
For Blooms

Spring & Summer 
Blooming Color

Select Evergreen
Shrub Special

BUY 2 or More

OFF SAVE 20%

Shade Trees
For Fall Color

LATE FALL 
IS FOR 
PLANTING 
TREES & 
SHRUBS

Shop Safe this Season  
at Wentworth Nursery

$15 
OFF 

$50 
OFF 

Valid on full priced merchandise.  Can’t be combined with any other coupon or Sales offer. Excludes Bird Feed, 
Firewood, Bagged Mulches, Stones & Soils, Pavers & Wallstones, Landscaping, Gift Certificates & Labor. Valid on 

in-stock merchandise only. Expires 12/24/2020.

Valid on full priced merchandise.  Can’t be combined with any other coupon or Sales offer. Excludes Bird Feed, 
Firewood, Bagged Mulches, Stones & Soils, Pavers & Wallstones, Landscaping, Gift Certificates & Labor. Valid on 

in-stock merchandise only. Expires 12/24/2020.

COUPON

COUPON

Home For The Holidays

FRESH CUT CHRISTMAS TREES

LIVE HARDY CHRISTMAS TREES FRESH LIVE WREATHS

LIVE GREENS, SWAGS & ROPING

POINSETTIAS - Large selection of colors

ARTIFICIAL TREES - Various sizes to choose from

PORCH POTSCENTERPIECES

Christmas & Winter Indoor Blooms

Christmas Decorations Traditional Christmas

ORNAMENTS & TREE TRIM CANDLES BOWS- All sizes

CYCLAMEN AMARYLLIS PAPERWHITES KALANCHOE

LIGHTS - Indoor & Outdoor

Great Garden Gifts

BIG GREEN EGG ADIRONDACK CHAIRS FIRE PITS CHIMINEAS

Birding

DROLL YANKEE FEEDERS SQUIRREL PROOF SEED FEEDER SQUIRREL PROOF MINI FEEDER SQUIRREL BAFFLE

Fall & Winter Gardening

Indoor Gardening
SEED STARTER KITS

SUCCULENTS AIR PLANTS AFRICAN VIOLETSCACTUS

BOBBEX OR LIQUID FENCE FIREWOOD WEEKENDER DIG IT GLOVES

WentworthNursery.com

Any  
Purchase  

of $75  
or more

Any  
Purchase  
of $250  
or more
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MARYLAND: A STATE DIVIDED
MARYLAND CIVIL WAR DISPLAY

PRINCE FREDERICK LIBRARY APR. - MAY 2021

MARYLAND BELTS

BOTTONY CROSSES

EXCAVATED PLATES

IMAGES OF LOCAL SOLDIERS

MARYLAND CARTRIDGE BOX

MARYLAND WEAPONS

THE ONLY 2 ADMIRALS
16 GENERALS

22,000
CONFEDERATES

HEAD OF 
THE C.S. 
MARINE 
CORPS

HEAD OF 
THE C.S. 
SECRET 
SERVICE

LEXINGTON PARK LIBRARY

CAMBRIDGE LIBRARY JANUARY 2021
ELLICOTT CITY LIBRARY FEB. - MAR. 2021

FOR NOVEMBER AND DECEMBER, NOW IN THE

2021 SCHEDULE FOR THE FOLLOWING LIBRARIES

MARYLAND HISTORY!

ST. MARY'S SHERIFF'S OFFICE CRIME REPORT

Philip H. Dorsey III
Attorney at Law

-Serious Personal Injury Cases-

LEONARDTOWN: 301-475-5000
TOLL FREE: 1-800-660-3493

EMAIL: phild@dorseylaw.net

www.dorseylaw.net

On View Arrests:
Violate Protective Order- On No-

vember 6, 2020, Dep. Schell re-
sponded to 21900 block of Rosewood 
Terrace in Lexington Park, for the 
reported threats. Investigation deter-
mined Jonathan Jacob Resnick, age 
46 of Lexington 
Park, threatened 
the victim ver-
bally, which is in 
violation of a valid 
court order pro-
hibiting Resnick 
from threatening 
the victim. Resnick 
was arrested and 
charged with Vio-
lation of Protective Order.

Assault- On No-
vember 6, 2020, 
Dep. Myers re-
sponded to the St. 
Mary’s County 
Detention and Re-
habilitation Center 
in Leonardtown, 
for the reported as-
sault. Investigation 
determined Antho-
ny Warren Berry, age 35 of no fixed 
address, spit on the victim. Berry was 
charged with Assault 2nd Degree.

Handgun Arrest- On November 7, 
2020, Sgt. Ellis conducted a vehicle 
stop in the 22000 block of Valley Es-
tates Drive in Lexington Park.  The 
operator of the vehicle provided a 
false name and the registration plates 
displayed on the vehicle belonged on 
a separate vehicle. The operator of the 
vehicle was identified to be Demetrie 
Deven Ashe, age 
22 of New Jersey. 
It was determined 
during the vehicle 
stop the tags dis-
played on the ve-
hicle were stolen. 
Ashe was placed 
under arrest and 
located in the ve-
hicle was a loaded 
handgun. Ashe was 
arrested and charged with Loaded 
Handgun on Person, Loaded Handgun 
in Vehicle, Handgun on Person, Fraud 
to Avoid Prosecution, Theft, and Ob-
struct and Hinder Investigation.

Reckless Endangerment- On 
November 8, 2020, DFC. Beyer re-
sponded to the 21600 block of Liberty 
Street in Lexington Park, for the re-
ported shots fired. Investigation de-
termined the five victims were inside 
their apartment, when they heard a 

gunshot and observed what appeared 
to be a bullet hole in their bathroom 
wall. The projectile traveled through 
the bathroom wall and into a closet 
door. Contact was made with Wayne 
Elliott Hilliard, 
age 59 of Lexing-
ton Park. It was de-
termined Hilliard 
had unintention-
ally discharged a 
firearm inside his 
residence, caus-
ing the damage 
to the victims’ 
residence. Hilliard 
was arrested and 
charged with five counts of Reckless 
Endangerment.

Resisting Arrest/Theft- On No-
vember 15, 2020, Dep. Manns re-
sponded to the 26100 block of Inde-
pendence Drive in Mechanicsville, 
for the report of a stolen service 
dog. Dep. Manns located the suspect 
Thomas Forest 
Taylor, age 26 of 
no fixed address, 
in his vehicle with 
along with the 
service dog. Tay-
lor attempted to 
f lee from depu-
ties, and actively 
resisted arrest. 
Taylor was arrest-
ed and charged 
with Theft and Resisting Arrest.

Cops & Courts

Jonathan Resnick Thomas Taylor
Wayne Hilliard

Anthony Berry

Demetrie Ashe

If you would like to place a 
LEGAL NOTICE contact

AlDaileyCountytimes@gmail.com

Editor’s Note: 
The above arrests are not an indication of

 guilt or innocence as the cases have not been 
adjudicated.
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William (Bill) Robert 
Schmalgemeyer

William (Bill) 
Robert Schmal-
gemeyer, 99, of 
Hollywood, MD 
passed away No-
vember 17, 2020.

He was born on 
February 21, 1921 

to the late Mary Aleita Clarke Schm-
algemeyer and Fredrick Schmalge-
meyer in Baltimore, MD.

After attending a Vo-Tech school, 
he went to work for Glen L Martin 
Aircraft Plant.

While visiting relatives in St. 
Mary's, he met his, soon to be wife 
of 60 years, Thelma Smith.  After 
they married, he was drafted in the 
U.S. Navy during World War II.  Af-
ter the war, they moved with their 
daughter to Hollywood and he be-
gan working with his father-in-law 
building boats.

Having had a very successful ca-
reer in sales and customer relations, 
Bill retired from Dean Lumber and 
Supply Co. after 35 years.  In pre-
vious years, He was an excellent 
salesman selling cars at Kirby Mo-
tor Dodge-Plymouth dealership, real 

estate with J.E. Capps, and State 
Farm Insurance. After retirement, 
he began driving for Tom Hodges 
Auto Sales.

Bill was such a generous and lov-
ing man.  He was happiest when 
surrounded by family and friends 
or when working in his shop on a 
special project.  He was extremely 
talented and could figure out how 
to do mostly anything from repair-
ing a small engine to antique furni-
ture.  His wood-working skills were 
enjoyed by many family members 
as he built their kitchen cabinets or 
made beautiful pieces of furniture.

He belonged to many organiza-
tions such as the Patuxent Moose 
Lodge, a volunteer at Historic Sot-
terley, a lifetime member of the 
American Legion, and a Charter 
Member of the Hollywood Volunteer 
Fire Department where he donated 
many hours as the announcer at the 
fire department carnival.  He was, 
also, a Privileged Member of the 
Hollywood Lion's Club holding the 
position of Blood Chairman.  Bill 
was one of the largest blood donors 
with the local American Red Cross 
giving just a couple of pints short of 
30 gallons.

He is survived by his daughter, Pa-
tricia Hayden (Charles), His grand-

sons, Brandon K. Hayden (Jessica), 
Charles W.(Chuck) Schmalgemeyer 
(Patricia), and Eric Schmalgemeyer, 
as well as his great grandsons, Ben-
jamin and Nathan Schmalgemeyer 
and his great granddaughters, Hay-
leigh Anderson, Kyleigh and Char-
leigh Hayden and his nephew, Rob-
ert (Bob) Przybyl.  He was preceded 
in death by his parents, his wife, 
Thelma, his son, Sherman, his sister, 
Dorothy Przybyl and his nephew, 
Ronald Przybyl.

He is, also, survived by his second 
family.  His wife, of 16 years, Cathe-
rine (Kay) Duvall, her daughter and 
son, Catherine Duvall and Robert 
Kelly,  Her daughter, Melissa Kelly 
preceded him in death.

Since Bill donated his body the 
the Anatomy Board, there will be no 
funeral at this time.  There will be 
a memorial service scheduled for a 
later date when we can celebrate his 
wonderful life.

He was loved by many and will be 
missed.

If you wish to make a donation in 
his honor, please support the Hol-
lywood Volunteer Fire Department, 
24801 MD-235, Hollywood, MD  
20636 or Hospice of St. Mary's,44724 
Hospice Lane, Callaway, MD 20620

James "Teddy" Stallings
James "Teddy" 

Stallings, 81, of 
Hollywood, Mary-
land passed away 
on November 12, 
2020 at home with 
his wife by his 
side after a battle 
with dementia. 

He was born July 27, 1939 in Bris-
tol Maryland to Dorothy Stallings. 
Teddy is survived by his wife Dian 
Wible-Stallings who he married on 
September 29, 2004 in Las Vegas, 
Necada. In addition to his mother he 
was preceded in death by his brother 
and sister.

He was drafted into the U.S.Army 
and proudly served his country with 
an honorable discharge.

He loved playing softball and 
travelled all over the United States 
playing in tournaments. In fact he 
softball so much that he married his 
wife on a softball field in Las Vegas 
after a championship tournament. 

He was a member of the Moose 
Lodge 2393 in Hollywood, MD and 
American Legion 221 in Avenue, 
MD. 

All services are private.
Memorial donations may be made 

in Teddy's name to hospice of St. 
Mary's at P.O. Box 625 Leonard-
town, MD/

Warren James Guy Jr
Warren James Guy Jr, 72 of Leon-

ardtown, MD passed away on No-

vember 18, 2020 
at his home, sur-
rounded by his 
loving family.

He was born on 
May 27, 1948 in 
Leonardtown MD, 
to the late War-
ren James Guy and 

Helen Frances Wheeler. 
Warren is survived by his lov-

ing wife of 50 years, Sandra Mary, 
whom he married on September 
26, 1970 at Immaculate Conception 
Church, Mechanicsville MD. To-
gether they raised three sons: Steven 
Guy Sr. (Tina “Lee Lee”) of Leonar-
dtown, MD, Brian Guy (Stephanie) 
of Hollywood, MD and Warren “Ja-
mie” Guy III of Leonardtown, MD; 
8 grandchildren: Steven Jr., Nathan, 
Charlie, Justin, Tyler, Troy, Emma 
and Faith; and his siblings: Kenneth 
Guy of Leonardtown MD, Barbara 
Dotson (Wayne) of Mechanicsville, 
MD, Ella Tennyson (Wise) Scot-
land, MD, Ernest Guy (Charlotte) of 
Leonardtown, MD, Robert “Mike” 
Guy (Betty) of Bushwood, MD and 
brother-in-law, Jerome Hammett, of 
Compton, MD.

In addition to his parents, he was 
proceeded in death by his sisters, 
Joyce Ann Hammett & Mary Paula 
Thompson.

Warren was a lifetime resident of 
St. Mary’s County, member of St. 
Aloysius Gonzaga Catholic Church 
and enjoyed nothing more than 
spending time with his family. He 
loved the outdoors and spent his life 
growing tobacco on the family farm. 
Hunting with his brothers and sons, 
playing games, sitting around the 
table eating hard crabs and growing 
a large garden to share the bounty 
of the harvest with his family and 
friends were his favorite pastimes 
however, nothing made him more 
proud than to be called Pop Pop. He 
was often found sitting under the 
ole’ apple tree cheering the grand-
kids on as they played ball in the 
backyard. 

Catherine Louise Stalcup
Catherine Lou-

ise Stalcup, “Cap-
py” 99, of Peoria, 
AZ, formerly from 
Hollywood, MD, 
passed away on 
November 9, 2020 
in Peoria, AZ. She 
was born Septem-

ber 5, 1921 in Mt. Rainer, MD, to the 
late Elizabeth Gertrude Laughton 
and Leroy Marsh Laughton. Cath-
erine was the loving wife of Ulysses 
“Rocky” Stalcup whom she married 
on March 14, 1941 in Mr. Rainer, 
MD, and who preceded her in death 
on September 17, 2008.

Catherine is survived by her chil-

Obituaries

In RemembranceThe County Times runs complimentary obituaries as submitted by funeral homes 
and readers. We run them in the order we receive them. Any submissions that come to 

guyleonard@countytimes.net after noon on Mondays may run in the following week’s edition.
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dren; Linda Stalcup, of Peoria, AZ, 
and Beverly Grass (Eric), of Sun 
City, AZ, 2 grandchildren, 3 great-
grandchildren, and 3 great-great 
grandchildren. Catherine is preced-
ed in death by her two sisters; Ger-
trude Gellatly, and Dorothy Kinsey. 

Catherine graduated high school 
in 1938. She was more than a home-
maker, she was a caregiver to her 
mother-in-law and to her daughter, 
Linda. She supported her husband 
who was a musician and legally 
blind. She never complained and 
never had a headache. She sewed 
her children’s clothing until they 
were teenagers. But her true pas-
sion was art. She preferred chalk 
pastels and watercolors. Many of St. 
Mary’s County’s residents own por-
traits that she created. She won Best 
of Show in the 1990’s when all of 
Maryland’s counties held a competi-
tion. She was so thrilled that her feet 
barely touched the ground. Those 
who knew her described her as sweet 
and beautiful, inside and out. 

Jason Andrew Drury
Jason Andrew 

Drury, 39, of Bry-
ans Road, MD, 
passed away No-
vember 08, 2020. 
Jason was born 
December 09, 
1980 at St. Mary’s 
Hospital and was 

the son of Joyce A. Hagen (Harry 
Hagen Husband/Step-Father both 
of Fort Myers, FL) and Bernard J. 
Drury Jr. (Newport News, VA). Ja-
son is survived by his daughter Ma-
dyson R. Vance of Mechanicsville, 
MD, brothers Duane Drury (Mark) 
and Brian Drury; and nieces Kayla 
Drury (Breianna), Kristen Drury 
and Krystal Drury. Jason was a life-
long resident of the Southern Mary-
land area, although primarily in St. 
Mary’s County. Jason graduated 
high school in 1998. He was a devot-
ed son, brother, and a great friend to 
almost anyone he met. Jason had an 
exuberant personality, he never met 
a stranger, was kind, compassionate, 
and loving. Never to leave an argu-
ment or disagreement incomplete, 
he always extended the proverbial 
‘olive branch’. He dearly loved his 
only daughter and to the depths 
that cannot quite be explained here. 
He was always available to lend a 
hand, offer a joke or kind and lov-
ing words when needed. Although 
he worked often in the construction 
trade, his passion was in landscap-
ing – undoubtedly because he had an 
enormous amount of energy and he 
could release that energy with ease 
through landscaping. He helped his 
Mother and Brother often in their 
yards, cleaning up, mulching, de-
signing landscape layouts, as well 

as planting and harvesting vegeta-
bles. Coming from the generational 
roots of his family’s farming in the 
Southern Maryland community, in 
many ways drew him to landscap-
ing as this heritage coursed through 
his veins. Jason’s hobbies/pastimes 
included visiting friends and family 
often, fishing, crabbing, bodyboard-
ing/boogie boarding), skateboard-
ing, practically any outdoor activity, 
and discovering/visiting new places.

In lieu of f lowers and in honor of 
Jason, a trust fund will be set up for 
his daughter Madyson R. Vance. 
Contributions may be made to Ma-
dyson’s Grandmother Joyce A. Ha-
gen at 8956 Cypress Preserve Place, 
Fort Myers Florida 33912 in prepa-
ration for the “Madyson R. Vance 
Trust Fund”.

Gail "Dianna" Diatz
Gail "Dianna" Diatz, 69 of Lex-

ington Park, MD, formerly of Alex-
andria, VA passed away on Novem-
ber 17, 2020 at her home.

She was born on May 25, 1951 in 
Washington, D.C., to the late Nor-
man S. Schlaifer and Ruth (Blum) 
Schlaifer.

Growing up  in Silver Spring, 
MD, she studied art  and graduated 
from American University. She had 
a unique, creative and vivacious 
spirit, and loved to engage and learn 
about others.  Dianna, as she came 
to be known, was an extraordinary 
woman, passionate about art, writ-
ing, and connecting with other peo-
ple, and a devoted cat lover. 

A talented artist, she created 
many beautiful pieces of art through 
painting and drawing. Another facet 
to her exuberant spirit was through 
acting. In varied performances, she 
came to know very well and enjoyed 
interacting with her fellow actors 
and actresses in The Newtowne 
Players, Lexington Park, MD. Dian-
na’s favorite role, played with great 
f lair and energy in many places, was 
as Dolley Madison, the former First 
Lady.

She loved her nephew, Jonathan 
(Meredith), and nieces Elizabeth Fi-
negold (Oliver), Jessica Frankel (Mi-
chael) and Stephanie Nadler (Arny), 
and adored her grandnieces and 
grandnephews.

Dianna is survived by her siblings, 
Alan N. Schlaifer (Carol Tobin) of 
Bethesda, MD and Roger L. Schlai-
fer of Amelia Island, FL. She was 
preceded in death by her parents.

In lieu of f lowers, contributions 
in her memory may be made to one 
of her favorite places, Annemarie 
Sculpture Garden & Arts Center, 
Solomons, MD (annmariegarden.
org) or to a charity of your choice.

Condolences to the family may 
be made at  www.brinsfieldfuneral.
com.

Arrangements by the Brinsfield 
Funeral Home, P.A.

Elizabeth Stuart Wilkinson Egeli

Elizabeth Stu-
art Wilkinson 
Egeli (Stu), -- of 
Drayden, MD 
passed away No-
vember 16th, 2020.

She was born on 
February 11, 1942 

to the late Elizabeth deVane Wilkin-
son and the late John N. Wilkinson, 
Jr. of Bel Air, Maryland. 

Stu, a nickname given to her in 
elementary school, attended pub-
lic schools in Bel Air until entering 
the 12th grade in St. Mary’s Semi-
nary (now St. Mary’s College of 
Maryland).   She continued there on 
to the junior college, graduating in 
1962.   During her years there, Stu 
was involved in art classes and en-
joyed producing scenes for many of 
the school dances.   It was there she 
met Peter E. Egeli, who was teach-
ing art.  They were married in 1963 
and began a life in the arts: Peter the 
artist, with Stu at his side guiding 
his career.   She spent three years 
teaching at Great Mills Elementary 
School and in summers produced 
art programs for local libraries.  She 
became Regional Chairman of St. 
Mary’s College of Maryland, South-
ern Maryland Chapter of the Alumni 
Association and then was Alumni 
Director for six years as well as Edi-
tor of the Alumni Newsletter.

In 1968, they bought 18 acres on 
the west side of the St. Mary’s River 
and together spent years restoring 
the neglected farm.   At the same 
time, they worked on a 30 foot cut-
ter which Peter had begun to build in 
his bachelor days.   Stu’s love of the 
water was driven by time spent on 
her parent’s boats in the Chesapeake 
Bay.

In 1978 at the urging of the Pro-
vost, she returned to St. Mary’s Col-
lege, traveling by boat across the St. 
Mary’s River to attend classes part 
time while caring for her husband’s 
business and their children.   She 
graduated with a degree in Econom-
ics and Business Administration in 
1984, thus becoming the only holder 
of three diplomas from St. Mary’s.   
Stu always believed in care of fam-
ily, so after nursing her parents 
in their last years, she brought her 
grandmother to live with them and 
their two children.  In 1989 she was 
asked to become the business man-
ager of Chesapeake Research Con-
sortium, Inc., which was moving to 
facilities at University of Maryland 
in Solomons, MD.  She held that po-
sition for 6 years.  

Stu was a member of St. George’s 
Episcopal Church, Southern Mary-
land Chapter of the National Soci-

ety Colonial Dames in America, the 
American Society of Marine Artists 
and the St. Mary’s County Garden 
Club.

In addition to her husband, Pe-
ter, she is survived by her daugh-
ter, Elizabeth Lois (Lisa) Egeli, of 
Churchton, MD, and son, Peter Stu-
art Egeli of Drayden, MD and grand-
children, Allison and Tyler Egeli.  To 
her grandchildren and their cousins, 
Stu was known as Muddy, a tradi-
tional grandmother name going back 
generations.

In lieu of f lowers memorial 
contributions in Stu’s name may 
be made to the American So-
ciety of Marine Artists. (www.
americansocietyofmarineartists). 

Condolences may be made to 
www.brinsfieldfuneral.com.

GySgt  John Thomas Schmitt, Jr.
GySgt   John 

Thomas Schmitt, 
Jr. (Ret.) USMC, 
82, of Mechanics-
ville, MD passed 
away on November 
17, 2020.

John was born 
on January 23, 

1938 in Patterson, NJ to the late 
John T. Schmitt, Sr. and Elizabeth 
Kinney Schmitt.

John enlisted into the U.S. Marine 
Corps on February 15 1955, then re-
tired on August 31, 1976 when he 
transferred into the Fleet Marine 
Corps Reserve. He was awarded the 
Good Conduct Medal and the Meri-
torious Mast award. He served for 
over 21 years with an Honorable Ser-
vice Record when he retired. John 
continued Federal Service working 
for the Department of Public Works 
at Naval Support Facility Indian 
Head, where he retired in 1995. He 
was married to his lovely wife Pearl 
Grigsby Schmitt until her passing in 
November 2001. In his spare time 
he learned how to make ceramics 
and relearned his love of model air-
planes. He enjoyed camping with his 
kids in the Summer and going fish-
ing. He enjoyed to travel such as his 
trips to the Bahamas, Alaska, and 
his most recent cruise to Nova Sco-
tia. He loved to cook and bake shar-
ing his dishes to include his home 
made wine with friends.

John is survived by his children 
John T. Schmitt, III (Sook Ie) of 
Clarkesville, TN and his daughter 
Elaine Theresa Engel (Robert) of 
Hampton, NJ, his sisters Elizabeth 
Schmitt of Warwick, NY; Rita Mc-
Grath (Richard) of Warwick, NY; 
Veronica Gerum (Charles) of Easton, 
PA and his brother Paul Schmitt 
(Nancy) of UT; and his grand-
children Matthew Thomas Engel 
(Amanda) of Fort Polk, LA; Emily 
Marie Stiff (Matthew) of Fleming-
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ton, NJ; John Henry Schmitt (Lind-
say) of Charleston, SC and Elizabeth 
Kim Schmitt of Clarkesville, TN 
and his great grandchildren Alexan-
der Stiff, Natalie Stiff, Charles En-
gel and James Engel. He is preceded 
in death by his wife Pearl Grigsby 
Schmitt, his parents and his sister 
Mary Waddell.

In lieu of f lowers please send do-
nations to Mechanicsville Volunteer 
Rescue Squad P.O. Box 15, Mechan-
icsville, MD 20659 or Mechanics-
ville Volunteer Fire Department P.O. 
Box 37, Mechanicsville, MD 20659.

Condolences to the family may be 
made at www.brinsfieldfuneral.com.

Arrangements by the Brinsfield 
Funeral Home, P.A.

Catherine M. Sapp
Catherine M. 

Sapp, 79, of Me-
c h a n i c s v i l l e , 
MD passed away 
peacefully at St. 
Mary’s Nursing 
Center in Leonar-
dtown, MD on Fri-

day, November 13, 2020. Catherine 
was born on July 1, 1941 in Wash-
ington, DC to the late Robert Wood-
ward Moore and Catherine (Ham-
mer) Moore.

Catherine was a hard-working 
woman, who supported her family as 
an Administrative Assistant for Sub-
urban Hospital in the Maintenance 
Engineering division. Never one to 
expect anything for free, she worked 
until her retirement in 2004.

A proud mother, grandmother and 
great-grandmother, Catherine loved 
spending time with her family. She 
was a doting grandmother. She loved 
to play with the kids and give them 
advice from her own experiences. 
An avid gardener, she took great 
joy in growing f lowers, a trait she 
passed on to her children. Catherine 

also loved animals. She was often 
found with a four-legged friend sit-
ting on her lap or talking to her par-
rot Rico.

To know Catherine was to know 
a kind, and generous woman. She 
could love deeply, and she smiled 
brighter than the sun; especially 
when she was near her family. With 
a wonderful sense of humor and a 
quick wit, she was always the fam-
ily jokester. She knew how to lift 
your spirits if you were feeling down 
whether it was a self-deprecating 
joke, a big warm hug, or a relax-
ing foot rub. She will be missed by 
many, but none as much as her fami-
ly. When the spring f lowers blossom 
and the sun warms the earth, know 
that Catherine is shining down upon 
the Earth with love and happiness.

Catherine is survived by her 
daughter, Catherine Askey (Bob) 
of Mechanicsville, MD, and son, 
Roy Robert Sapp of Philadelphia, 
PA; eight (8) grandchildren - Roy, 
Andy, Angela, Travis, Brian, Amy, 
Caitlyn, and Sam; and six (5) great-
grandchildren - Savannah, Avery, 
Andrew, Lula, and Charlie. She is 
also survived by her siblings, Wayne 
Moore (Sandy) of Monrovia, MD, 
Virginia Wigle of Tennessee and Su-
san Floyd of Ohio; and many nieces 
and nephews. She was preceded in 
death by her parents, daughter, Deb-
orah Diane Sapp and brother, Robert 
“Bobby” Moore.

All services at this time will be 
held privately.  

In lieu of f lowers the family would 
request donations be made in Cath-
erine’s name to St. Mary’s Nursing 
Center Foundation, Post Office Box 
605, Leonardtown, MD 20650.

Condolences to the family may be 
made at www.brinsfieldfuneral.com

Arrangements by the Brinsfield 
Funeral Home & Crematory, P.A., 
Charlotte Hall, MD.
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PAYING OFF 
CREDIT CARD DEBT

According to a survey by 
CreditCards.com, 13% of Amer-
icans say they’ll never pay off 
their loans and another 8% say 
they won’t pay off what they 
owe until they’re at least 71 
years old.  You don’t have to 
be one of these people.  If you 
are stuck in debt, take action to 
help yourself. Credit card debt 
is the enemy of financial secu-
rity.  Here are 5 tips to help you 
pay off those high interest credit 
card balances:

1. STOP Paying Only the 
Minimum on Your Credit 
Card Debt.

The minimum payment on 
credit card debt is 2% of the bal-
ance.  Suppose you have a bal-
ance of $5,000 on your credit 
card with a 15% interest rate.  
If you pay the minimum, it will 
take you more than 27 years 
to pay off the balance. It gets 
worse.  Your total payments will 
amount to $12,518 or about 2.5 
times your original $5,000 bal-
ance.  Paying the minimum is 
keeping you in servitude to the 
bank or credit card company.  
What can you do?  By boosting 
your payment to 3% of the bal-
ance you can pay off the credit 
card balance in about half the 
time.  Boost the payment to 5% 
of the balance and you can pay 
it all off in about 8 years.  If 
you do not have the cash f low to 
make one larger credit card pay-
ment every month, try making 
two minimum payments every 
month.

2. FOCUS ON PAYING OFF 
ONE CARD FIRST.  
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Don’t let your money blow away!
Most insurance companies have a “use it or lose it”
policy. Maximize your dental benefits by scheduling

an appointment before the end of the year.

by: jeff tomcsik
Research Reporter

Statistically about 50% of the local
population have dental insurance. Of that
percentage only 50% of them properly use
the dental benefits they are paying for. Most
of them have no idea what benefits they
have and how easy it is to lose them. To
make the most of their dental benefits the
consumer needs to understand how dental
insurance works.

Dental insurance plans can be confusing.
There are several components to a dental
insurance plan. First there is the monthly
premium that must be paid by the
consumer, or in some cases their employer.
There is the discount that is applied to
all the dental codes that the insurance
company negotiates with the dental offices.
These discounts only effect “in-network”
dentists and usually average about 30% off
the usual and customary rate that a person
without insurance would pay. Then there is
the annual maximum. This is the amount
that the insurance company is willing to
pay on the insured’s behalf per year. This
typically ranges between $1000 and $3000
depending on the plan and how much the
premium is per month.

Whileitcertainlyisabenefittotheconsumer
to have the lower fees that are negotiated
on their behalf between the insurance
company and the dental practices that are
in-network, this discount doesn’t make the
cost of the annual fees worth the value.
Those who have a healthy smile, would

likely never use the restorative benefit or at
least not much of it. In other words, a 30%
discount on something not being used or
purchased doesn’t hold any value.

Most of the insurance plans pick up
the entire or at least most of the insured
consumers’ preventative maintenance.
This is usually the procedures that are
recommended to be done twice per year by
yourhygienist. Thismay includecleanings,
x-rays, fluoride, exam, and the like. The
insurance companywould have you believe
they are the hero for paying for these visits,
but in fact, the consumer paid for them.
They just allowed the consumer to spread
the payments out throughout the year in
monthly payments or weekly deductions
from their payroll. Insured individuals that
don’t take advantage of their preventative
visits by seeing their hygienist twice a year
are literally throwing their money away. It
would be the equivalent of paying for two
nights in an upscale hotel in DC but never
showing up for the stay! Who would do
that? These dental visits are of equivalent
value; but yet 25% of the insured public
throws these visits they paid for away.

Regular preventative maintenance visits
drastically reduce the likelihood of major
restorative procedures in the future. It is
a known fact that preventative dental care
not only saves the integrity of the smile
but it truly saves the patient from high cost
restorative care in the future.

The dental insurance company wins when
the patient waits to go to the dentist. Those

who pay for dental insurance every year
but never go to the dentist are writing
a free check to the insurance company.
The insurance companies are keeping the
money they’ve earmarked for preventative
care as well as the entire annual maximum
for those patients. Putting off dentistry
until it hurts could easily escalate to $5000
worth of treatment or much more in one
year. The dental insurance company will
only contribute $1500 because that is the
average maximum on any given plan which
leaves the out-of-pocket due at $3500 for
the insured individual in this example.
Whereas, had they gone to the dentist every
year and had the work done as needed over
the course of four years, their out-of-pocket
may have been zero, as the $1500 per year
($1500 x 4 years = $6000) would have
covered $6000 over the four year period.

But the insurance companies do not let
annual maximums roll over. They have a
strict use it or you lose it policy. Onewould
think that the insured consumer would be
able to accrue his or her benefits since they
literally paid for them and did not use them.
Not the case; leftover benefits become pure
profit for the insurance companies. The
insurance companies are in business to
make money, not to save smiles.

Dental providers see patients every daywho
put off dentistry and then struggle to pay for
the work they need to have done. It is very
sad for both the dental provider who wants
to help the patient and for the patient who
is in pain or embarrassed by the condition
of their smile. Dental providers want their

patients to see them as recommended but
can’t force anyone to do anything. This
is why they try to educate them about the
benefits that they have with their insurance
company, so that when they needwork, they
understand how to best take advantage of
their insurance.

Most dental plans end at the end of a
calendar years. The average plan allows
for a $1500 annual maximum. Someone
treatment planned today to have $3000 in
restorative treatment done, can start the
procedures in November or December and
finish them in January. Thiswill allow them
to take maximum advantage of the dental
insurance they’ve paid for.

Call your dental office. Ask them if they
are in-network with your insurance. If they
are, schedule an appointment for a cleaning
and a checkup. See if you have any dental
work that needs to be done. Then ask your
dental office what your annual limit is and
how much remains. If you have work that
needs to be done, use your annual benefit
before the end of the year. Remember, if
you don’t use it, you lose it.

This article is curtesy of Tidewater Dental
with locations is St. Mary’s and Calvert
Counties. Visit them on the web at www.
TidewaterDental.com

Call today & ask us about your insurance benefits before their December expiration date.

• Most Dental Insurances Accepted

• Orthodontist On Staff

• Needle Free/Drill Free Options

• One Stop Dental Practice

• Interest Free Payment Plans

• Cosmetic Surgery

• Cable TV in Every Room

• Digital X-rays (80% less radiation)

• Implant Dentistry

• Anxiety Free Options

• Virtual Smile Makeover

• Invisalign (clear braces)

Paid adveRtising

Thousands in Southern Maryland pay for dentistry they never get done!

Schedule your appointment today!

Lexington Park: 301-862-3900
Prince Frederick: 410-414-8333

Solomons: 410-394-6690
Lusby: 410-326-4078

wwwww.TidewaterDental.com
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Regular preventative maintenance visits
drastically reduce the likelihood of major
restorative procedures in the future. It is
a known fact that preventative dental care
not only saves the integrity of the smile
but it truly saves the patient from high cost
restorative care in the future.

The dental insurance company wins when
the patient waits to go to the dentist. Those

who pay for dental insurance every year
but never go to the dentist are writing
a free check to the insurance company.
The insurance companies are keeping the
money they’ve earmarked for preventative
care as well as the entire annual maximum
for those patients. Putting off dentistry
until it hurts could easily escalate to $5000
worth of treatment or much more in one
year. The dental insurance company will
only contribute $1500 because that is the
average maximum on any given plan which
leaves the out-of-pocket due at $3500 for
the insured individual in this example.
Whereas, had they gone to the dentist every
year and had the work done as needed over
the course of four years, their out-of-pocket
may have been zero, as the $1500 per year
($1500 x 4 years = $6000) would have
covered $6000 over the four year period.

But the insurance companies do not let
annual maximums roll over. They have a
strict use it or you lose it policy. Onewould
think that the insured consumer would be
able to accrue his or her benefits since they
literally paid for them and did not use them.
Not the case; leftover benefits become pure
profit for the insurance companies. The
insurance companies are in business to
make money, not to save smiles.

Dental providers see patients every daywho
put off dentistry and then struggle to pay for
the work they need to have done. It is very
sad for both the dental provider who wants
to help the patient and for the patient who
is in pain or embarrassed by the condition
of their smile. Dental providers want their

patients to see them as recommended but
can’t force anyone to do anything. This
is why they try to educate them about the
benefits that they have with their insurance
company, so that when they needwork, they
understand how to best take advantage of
their insurance.

Most dental plans end at the end of a
calendar years. The average plan allows
for a $1500 annual maximum. Someone
treatment planned today to have $3000 in
restorative treatment done, can start the
procedures in November or December and
finish them in January. Thiswill allow them
to take maximum advantage of the dental
insurance they’ve paid for.

Call your dental office. Ask them if they
are in-network with your insurance. If they
are, schedule an appointment for a cleaning
and a checkup. See if you have any dental
work that needs to be done. Then ask your
dental office what your annual limit is and
how much remains. If you have work that
needs to be done, use your annual benefit
before the end of the year. Remember, if
you don’t use it, you lose it.

This article is curtesy of Tidewater Dental
with locations is St. Mary’s and Calvert
Counties. Visit them on the web at www.
TidewaterDental.com

Call today & ask us about your insurance benefits before their December expiration date.

• Most Dental Insurances Accepted

• Orthodontist On Staff

• Needle Free/Drill Free Options

• One Stop Dental Practice

• Interest Free Payment Plans

• Cosmetic Surgery

• Cable TV in Every Room

• Digital X-rays (80% less radiation)

• Implant Dentistry

• Anxiety Free Options

• Virtual Smile Makeover

• Invisalign (clear braces)

Paid adveRtising

Thousands in Southern Maryland pay for dentistry they never get done!

Schedule your appointment today!

Lexington Park: 301-862-3900
Prince Frederick: 410-414-8333

Solomons: 410-394-6690
Lusby: 410-326-4078

wwwww.TidewaterDental.com

The practices of David J. Cooper, DDS

Don’t let your money blow away!
Most insurance companies have a “use it or lose it”
policy. Maximize your dental benefits by scheduling

an appointment before the end of the year.

by: jeff tomcsik
Research Reporter

Statistically about 50% of the local
population have dental insurance. Of that
percentage only 50% of them properly use
the dental benefits they are paying for. Most
of them have no idea what benefits they
have and how easy it is to lose them. To
make the most of their dental benefits the
consumer needs to understand how dental
insurance works.

Dental insurance plans can be confusing.
There are several components to a dental
insurance plan. First there is the monthly
premium that must be paid by the
consumer, or in some cases their employer.
There is the discount that is applied to
all the dental codes that the insurance
company negotiates with the dental offices.
These discounts only effect “in-network”
dentists and usually average about 30% off
the usual and customary rate that a person
without insurance would pay. Then there is
the annual maximum. This is the amount
that the insurance company is willing to
pay on the insured’s behalf per year. This
typically ranges between $1000 and $3000
depending on the plan and how much the
premium is per month.

Whileitcertainlyisabenefittotheconsumer
to have the lower fees that are negotiated
on their behalf between the insurance
company and the dental practices that are
in-network, this discount doesn’t make the
cost of the annual fees worth the value.
Those who have a healthy smile, would

likely never use the restorative benefit or at
least not much of it. In other words, a 30%
discount on something not being used or
purchased doesn’t hold any value.

Most of the insurance plans pick up
the entire or at least most of the insured
consumers’ preventative maintenance.
This is usually the procedures that are
recommended to be done twice per year by
yourhygienist. Thismay includecleanings,
x-rays, fluoride, exam, and the like. The
insurance companywould have you believe
they are the hero for paying for these visits,
but in fact, the consumer paid for them.
They just allowed the consumer to spread
the payments out throughout the year in
monthly payments or weekly deductions
from their payroll. Insured individuals that
don’t take advantage of their preventative
visits by seeing their hygienist twice a year
are literally throwing their money away. It
would be the equivalent of paying for two
nights in an upscale hotel in DC but never
showing up for the stay! Who would do
that? These dental visits are of equivalent
value; but yet 25% of the insured public
throws these visits they paid for away.

Regular preventative maintenance visits
drastically reduce the likelihood of major
restorative procedures in the future. It is
a known fact that preventative dental care
not only saves the integrity of the smile
but it truly saves the patient from high cost
restorative care in the future.

The dental insurance company wins when
the patient waits to go to the dentist. Those

who pay for dental insurance every year
but never go to the dentist are writing
a free check to the insurance company.
The insurance companies are keeping the
money they’ve earmarked for preventative
care as well as the entire annual maximum
for those patients. Putting off dentistry
until it hurts could easily escalate to $5000
worth of treatment or much more in one
year. The dental insurance company will
only contribute $1500 because that is the
average maximum on any given plan which
leaves the out-of-pocket due at $3500 for
the insured individual in this example.
Whereas, had they gone to the dentist every
year and had the work done as needed over
the course of four years, their out-of-pocket
may have been zero, as the $1500 per year
($1500 x 4 years = $6000) would have
covered $6000 over the four year period.

But the insurance companies do not let
annual maximums roll over. They have a
strict use it or you lose it policy. Onewould
think that the insured consumer would be
able to accrue his or her benefits since they
literally paid for them and did not use them.
Not the case; leftover benefits become pure
profit for the insurance companies. The
insurance companies are in business to
make money, not to save smiles.

Dental providers see patients every daywho
put off dentistry and then struggle to pay for
the work they need to have done. It is very
sad for both the dental provider who wants
to help the patient and for the patient who
is in pain or embarrassed by the condition
of their smile. Dental providers want their

patients to see them as recommended but
can’t force anyone to do anything. This
is why they try to educate them about the
benefits that they have with their insurance
company, so that when they needwork, they
understand how to best take advantage of
their insurance.

Most dental plans end at the end of a
calendar years. The average plan allows
for a $1500 annual maximum. Someone
treatment planned today to have $3000 in
restorative treatment done, can start the
procedures in November or December and
finish them in January. Thiswill allow them
to take maximum advantage of the dental
insurance they’ve paid for.

Call your dental office. Ask them if they
are in-network with your insurance. If they
are, schedule an appointment for a cleaning
and a checkup. See if you have any dental
work that needs to be done. Then ask your
dental office what your annual limit is and
how much remains. If you have work that
needs to be done, use your annual benefit
before the end of the year. Remember, if
you don’t use it, you lose it.

This article is curtesy of Tidewater Dental
with locations is St. Mary’s and Calvert
Counties. Visit them on the web at www.
TidewaterDental.com

Call today & ask us about your insurance benefits before their December expiration date.

• Most Dental Insurances Accepted

• Orthodontist On Staff

• Needle Free/Drill Free Options

• One Stop Dental Practice

• Interest Free Payment Plans

• Cosmetic Surgery

• Cable TV in Every Room

• Digital X-rays (80% less radiation)

• Implant Dentistry

• Anxiety Free Options

• Virtual Smile Makeover

• Invisalign (clear braces)

Paid adveRtising

Thousands in Southern Maryland pay for dentistry they never get done!

Schedule your appointment today!

Lexington Park: 301-862-3900
Prince Frederick: 410-414-8333

Solomons: 410-394-6690
Lusby: 410-326-4078

wwwww.TidewaterDental.com

The practices of David J. Cooper, DDS

Lexington Park: 301-862-3900
Prince Frederick: 410-414-8333

Solomons: 410-394-6690
Charlotte Hall: 301-359-1717

Dunkirk: 301-327-3314
www. TidewaterDental.com
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Southern Maryland Paints LLC. 
23976 POINT LOOKOUT ROAD • LEONARDTOWN • MD 20650    ACROSS FROM LEONARDTOWN HIGH SCHOOL

301-475-0448 • southernmarylandpaints.com

Cross, Wood & Wynkoop
 And AssoCiAtes, inC.

Serving The Community Since 1994

Group Health Insurance  • Individual Market Health Insurance
Dental •  Vision • AFLAC

Life Insurance • Short & Long Term Disability
Payroll Services

Call 301-884-5900 • 301-934-4680 • Fax 301-884-0398
info@cwwains.com • www.cwwains.com

Julie E. Wynkoop
President

John F. Wood, Jr.
Vice President

Cross, Wood & Wynkoop
and Associates, Inc.

GROUP & INDIVIDUAL HEALTH • LIFE INSURANCE
EMPLOYER & EMPLOYEE BENEFITS PLANNING

28231 Three Notch Road, Suite 101 • Mechanicsville, MD 20659
301-884-5900 (office) • 301-934-4680 (office) • 301-884-0398 (fax)

info@crossandwood.com

46924 Shangri-La Drive • Lexington Park, MD

301-863-9497
www.coletravel.biz

SHOP LOCAL!

Get Your Thanksgiving Goodies Here!
Hand Cut Steaks • Seasoning Meats

Homemade Country Sausage
Fresh Turkey • Corned Hams • Smoked Hams

Sweet Potatoes • Collard Greens • Kale
Country Hams

Mon - Sat 9-5 • 301-884-4600
30385 Three Notch Road • Charlotte Hall, Maryland 20622

MILLER’S 
COUNTRY MARKET

DIRECTORYBusinessBusiness

Sales & Service
Farm Equipment • Machine Shop

Home Industrial Engines • Welding 

Truck Load Sale 
$283 Per Ton • 40 Pound Bag $6.70

27898 Point Lookout Road • Loveville, Md • 20656

DAVE’S ENGINE SERVICE
“Where Service Comes First”

IN STOCK

Anthracite Coal 40 lb Bag  $7.00 per bag

JustCuttsLawns LLC
Call 301-556-8335

Yard Work
Lawn cutting
Lawn seeding

Yard Clean up
Trimming shrubs

Leaf removal
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County TimesCounty Times

The St. Mary’s County Times is a weekly newspaper providing news and information for 
the residents of St. Mary’s County. The St. Mary’s County Times will be available on news-
stands every Thursday. The paper is published by Southern Maryland Publishing Company, 
which is responsible for the form, content, and policies of the newspaper. The St. Mary’s 
County Times does not espouse any political belief or endorse any product or service in its 
news coverage. 

To be considered for publication, articles and letters to the editor submitted must include the 
writer’s full name, address and daytime phone number. Submissions must be delivered by 
4 p.m. on the Monday prior to our Thursday publication to ensure placement for that week. 
After that deadline, the St. Mary’s County Times will make every attempt possible to publish 
late content, but cannot guarantee so. Letters may be condensed/edited for clarity, although 
care is taken to preserve the core of the writer’s argument. Copyright in material submitted 
to the newspaper and accepted for publication remains with the author, but the St. Mary’s 
County Times and its licensees may freely reproduce it in print, electronic or other forms. We 
are unable to acknowledge receipt of letters. The St. Mary’s County Times cannot guarantee 
that every letter or photo(s) submitted will be published, due to time or space constraints.

Fun & Games

CLUES ACROSS
1. Autonomic 
nervous system
 4. At or near the 
stern
 7. Adenosine 
triphosphate
10. Polynesian 
garland of flowers
11. Chinese 
revolutionary
12. Green veggie
13. Large group
15. Swiss river
16. Semiaquatic 
mammal
19. Wrongdoers
21. Home to Disney 
World
23. Spanish doctors
24. Newborn child
25. Absence of 
difficulty
26. Large, stocky 
lizard
27. Earned top billing
30. A long 
wandering and 
eventful journey
34. Water (French)
35. Brew
36. Winged horse
41. A usually 
malignant tumor 
45. Alfred __, 

American actor
46. Austrian river
47. A reminder of past 
events
50. Connected with
54. Status
55. Dean residence
56. Egyptian city
57. Boxing’s GOAT
59. Straits along the 
Red Sea
60. “The Partridge 
Family” actress Susan
61. Get some color
62. Facilitates hearing
63. Commercials
64. A team’s best 
pitcher
65. Patti Hearst’s 
captors
CLUES DOWN
1. Speak up
 2. More informative
 3. Where passengers 
sit
 4. Gathered
 5. Supervises flying
 6. Home of the Blue 
Jays
 7. Public statement of 
regret
 8. Lockjaw
 9. Indian city
13. Patriots’ Newton
14. Relative biological 

effectiveness (abbr.)
17. Sun up in New York
18. Eggs in female fish
20. Stood up
22. NBA legend Willis
27. Calendar month 
(abbr.)
28. Exercise regimen 
__-bo
29. The 8th month 
(abbr.)
31. __ Paulo, city
32. Tall deciduous tree
33. Affirmative
37. Notified of danger
38. NFL game days
39. Archaic term for 
“to”
40. Plant pores
41. Canned fish
42. Phil __, former CIA
43. Connects with
44. Of the skull
47. Time zone (abbr.)
48. When you hope to 
get there
49. Hindu goddess
51. Land
52. Pitching stat
53. Field force unit
58. Lakers’ crosstown 
rivals

L A S T  W E E K ’ S  P U Z Z L E  S O L U T I O N S
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Offer applies only to auto loans on vehicles up to 10 years of age. Limitations apply. APR = Annual Percentage Rate. 
Rates accurate only 11.27.20 - 12.4.20. Federally Insured by NCUA. These special rates are available for the purchase 
of new and used autos and for refinancing auto loans which are not already financed through Cedar Point.

LOSE THE RATE

1.65%
APR

Rates as low as

CEDAR POINT
FEDERAL CREDIT UNION

Visit any branch or apply 
online at cpfcu.com/offer

At Cedar Point Federal Credit Union, our goal is to 
help you save on your monthly auto loan payment. 
Join us for our Rate Loss Challenge and shed that 
extra rate this holiday season!

1% off your qualifying auto loan rate

30 days to find the perfect car

Rates as low as 1.65% APR 

NOV 27 - DEC 4starting this week!

Mark your calendar!


