
	 The Equipment Dealers Association (EDA) and HBK CPAs & Consultants are concerned about the unintended 
consequences and potential implications the Supreme Court Case, South Dakota v. Wayfair may have on 
equipment dealers throughout the United States. 
	 The decision, overturning 1992 precedent, means that South Dakota can now collect sales tax from businesses 
operating outside of the state.  Framed as a decision that impacts online retailers only, Rex Collins, Principal 
with HBK CPAs & Consultants, urges equipment dealers to be aware as this ruling has potentially devastating 
consequences for their businesses, such as: 

	 •	It is very reasonable to assume that other states, especially those with 
		  similar economic nexus statutes as South Dakota, will pass similar bills.
	 •	Economic nexus limits (typically $100,000 - $250,000) are easily 
		  met by dealers.
	 •	Cost of compliance could be extensive. Dealers will likely need
		  to hire personnel or outside firms to handle state and local sales 
		  and income tax filings. 
	 •	Additional costs may include registrations and licenses to do 
		  business in various states and their annual renewals.
	 •	Possibility of paying income tax in a state where your 
		  business does not operate a store but sold a piece
 		  of equipment.
(See page 16 for related article.)
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NEDA Workers’ Compensation Safety Group

Exclusively for New York Members of the Northeast Equipment Dealers Association

DIVIDEND HISTORY

ELIGIBILITY

Over 22.3% Average Dividend
For The Last 10 Years!
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2013-2014
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2006-2007

Dividend
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35.0%
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 Material Handling & Lift Truck Dealers
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 Outdoor Power Equipment Dealers
 Rental Equipment Dealers with Repair Facilities

ADVANTAGES
 Aggressive  Advance Discount (up to 20%)
 Excellent Dividend Potential
 Claims Management & Loss Control Services
 Monthly Installments for Qualifying Dealers

To see if you qualify, call Pat Burns at Haylor, Freyer & Coon 315-703-9148 / 800-289-1501  or 
fax a current declaration page to 315-703-8159 or Call Ralph Gaiss (Executive Director of 

NEDA) at 315-457-0314 for more information.
You may also visit us at www.haylor.com/NEDA
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The general information provided in this publication is not intended to be nor should it be treated as tax, legal, investment, account- 
ing, or other professional advice. Before making any decision or taking any action, you should consult a qualified professional advisor 
who has been provided with all pertinent facts relevant to your situation. This publication is designed to provide accurate and authorita-
tive information in regard to the subject matter covered. It is furnished with the understanding that the Northeast Equipment Dealers 
Association, Inc., the publisher, is not engaged in rendering legal, accounting or other professional service. Changes in the law duly ren-
der the information in this publication invalid. Legal or other expert advice should be obtained from a competent professional. Some of 
the editorial material is copyrighted and may be reproduced only when permission is obtained from the publisher and the association.
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413-323-6336 • Fax: 413-323-5080
Yanmar, Landini, Monosem, Ferris, Simplicity,  
Stihl, Husqvarna
nates@devonlane.com
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Hines Equipment / Cresson, PA
814-886-4183 • Fax: 814-886-8872
Case IH, Gehl, New Idea, Cub Cadet
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BRYAN MESSICK
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New Holland, Kubota, Krone 
bryanm@messicks.com
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Walldroff Farm Equip., Inc. / Watertown, NY
315-788-1115 • Fax: 315-782-4852
New Holland, Hesston, Woods, White-New Idea, 
AGCO, Allis
wendell@walldroffequip.com

	 Dealers I’ve visited recently continue to 
be cautiously optimistic, although a signifi-
cant number voiced concern regarding the 
state of the dairy industry, work-force devel-
opment, commodity prices and continu-
ing frustration(s) with their manufacturer(s) 
relationship.  Warranty compensation 
logged most of the manufacturer com-
plaints, although I have also heard frustra-
tions regarding dealers being valued as 
an equal partner, parts pricing, availability 
(parts and whole goods), floor plan and 
retail finance programs, product quality 
and support (or lack thereof), application of 
market share/performance standards, and 
the equal application of “dealer” standards 
to all retailers representing the manufac-

turer (Big Box stores included).  While some might argue that yesterday’s 
market place was more challenging than today’s, I think everyone will 
agree that being a profitable equipment dealer isn’t an easy task!  
	 If I had to use one word to tell dealers how to get the maximum 
return on their dues investment it would be PARTICIPATION, and if I 
could add another it would be COMMUNICATION!  That in mind I’d like 
to take some time and review some of the work your association is doing 
on our members’ behalf.  

Workforce Development:  
	 Of late, dealers have told me that finding, hiring, training and devel-
oping employees has become a top, if not the most pressing, issue for 
dealers I’ve visited.  I recently stopped to visit a dealership location oper-
ating without either a service manager or a location manager while talk-
ing to another dealer. They told me that they simply didn’t have enough 
technicians and were turning service work away. Both dealers are leaving 
far too much money on the table.
	 We’re very excited about our PA Ag Technician Apprenticeship pro-
gram and hope to have our first round of apprentices enrolled this fall.  
It’s taken a great deal of work and I want to thank Messick's, Deer 
Country, Hoober’s, Binkley & Hurst and Stauffer Diesel for their 
leadership, participation and financial support!   Building a program 
founded on competencies, building the capacity for independent testing/
confirmation of those competencies is expensive. The pay-off will be that 
we will have a verifiable and repeatable method for ensuring technicians 
have the skills they need to “do the job”!  
	 I can’t thank them enough for their investments in time, including 
taking technicians off of the road to participate in meetings and confer-
ence calls, and hope that you all will reach out and thank them as we fin-

continued on page 6

Observations
from the FIELD

Tim Wentz
Field Director /

Legislative Committee 
Chairman

717.576.6794
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Elder Sales and Service Inc.,  
Announced that LandPro Equipment 
Acquired its Three Retail Locations
	 Elder Sales and Service Inc., headquartered in Stoneboro, PA, announced 
that LandPro Equipment has acquired its three retail locations, Elder Ag and 
Turf Equipment Co. of Stoneboro and Fairmount City, PA, and East Palestine, 
OH. 
	 Elder's was established in 1952 by Harry M. Elder Sr. as a Minneapolis 
Moline and Oliver Tractor dealer. The business grew into a three generation, 
three location business providing equipment, parts and service for agricultural, 
commercial, and home owners in Pennsylvania, Ohio and surrounding states.
Current owners, Harry M. Elder Jr. and wife Teresa, C.H. McCutcheon and wife 
Joyce and Harry Elder Sr. and wife Roberta see this acquisition by LandPro as 
a positive step to continue their family legacy of caring for their employees 
and customers. 
	 Harry Elder Jr. and C.H. McCutcheon will remain in their roles as store 
managers. Harry Elder Jr. stated that "becoming part of LandPro will ensure 
that our loyal customers of over 65 years will continue to receive the excellent 
products and professional service they have become accustomed to."
	 LandPro Equipment, the Northeast's largest John Deere Dealership, is an 
11- store dealership with headquarters in Falconer, N.Y. and stores located 
throughout western New York and northwestern Pennsylvania. As Elder Ag 
& Turf joins LandPro Equipment they will be able to extend even greater 
opportunity to their employees and customers. LandPro Equipment offers 
increased buying power with John Deere and many other vendors.
	 "We are excited to welcome Elder Ag and Turf to our LandPro family. 
We' rejoining similar values of hard work, dedication and a commitment to 
customer service." said Tracy Buck, LandPro Equipment president. "I look 
forward to building new relationships and continuing to give our customers 
an outstanding experience."
	 LandPro Equipment provides new and used lawn and garden, commercial, 
light industrial and agricultural equipment to western New York, northwestern 
Pennsylvania and now northeastern Ohio.

~ Courtesy of Farm Equipment Publication -  6/22/2018 
June 21, 2018 - Posted in Dealer News

In a continuing effort to enhance our member 
services, NEDA has added a legislative report 
function to our website.  The listing includes 
recent actions and links for legislation 
we are tracking on your behalf in the US 
Congress, Maine, New Hampshire, Vermont, 
Massachusetts, Connecticut, Rhode Island, 
New York, New Jersey and Pennsylvania. Click 
here to get the most current legislative report.



Dan Abrahamson
CT, ME, MA, NH, NJ, 
NY, RI, VT
(607) 765-6271

No other mobile payment calculator works like 
AgDirect® Mobile.

AgDirect Mobile supports non-typical finance and lease 
payment structures you can use to help your customers make 
informed financial decisions. Finance and lease-payment 
quotes can be saved, texted, emailed and deleted. You can 
compare finance options – including purchase and leasing – 
side-by-side, calculate “cost per acre” and use Secure Snap 
to safely scan and send financial documents. 

AgDirect Mobile is available on all smartphone and tablet 
platforms.* Download AgDirect Mobile from the App Store,SM  
Google PlayTM store or use the QR code to the left. 

Learn more by calling AgDirect at 888.525.9805. Call us or 
visit agdirect.com today.

Check rates. 
Quote payments. 
Compare and save 
financing options. 
Calculate “cost 
per acre” on 
purchases and 
leases!

AgDirect® Mobile. 

Discover one of the 
most powerful – and 
valuable – tools for 
equipment dealers.

*Your mobile carrier’s messaging data rates may apply. The App Store is a service mark of Apple, Inc. Google Play is a trademark of Google, Inc. 
AgDirect® is an equipment financing program offered by participating Farm Credit System Institutions.
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Observations continued from page 3

ish our development work, prove the model and move forward.  They are the 
model of dealers maximizing return on their dues via participation and commu-
nication! 

Manufacturer Relations:
	 Hopefully you’ve received a solicitation for input used to guide discussion at 
an upcoming IRTF manufacturer visit and dealer agreement reviews and have 
in turn received the meeting report or agreement review.  Simply put, the ITRF 
program works best when YOU participate in the process!   Please respond to 
the solicitations (what is working & what is not) and send in a “updated” dealer 
agreement.  I should also add that if you submitted a question or dealer agree-
ment and did not see the issue addressed in the manufacturer meeting report, 
challenge us. The question may have been addressed, but didn’t make the meet-
ing minutes.  The NEDA staff is in regular communication with manufacturer 
representatives, other associations and dealers and have been effective at either 
helping to solve “issues” individually and/or facilitating “group” communica-
tions.  Bottom line, COMMUNICATION is the key and NEDA can’t help if we don’t 
know about the problem!  

REAP the benefits of membership your PROFITS will follow!

NEW MEMBER
NEW DEALER MEMBER 

Hood Farm LLC
Principal:  Warren Hood 
105 Hood Drive  •  	 Turner, ME. 04282
207-225-2157   |   F: 207-225-3686  
Androscoggin County 
E-Mail:  warren.hood57@yahoo.com 
Lines:  McCormick, Mandako, Bush Hog, Meyer, Mycogen Seed 

Please Join Us In Welcoming Our New Member To Neda.
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STRONGER TOGETHER 
Lancaster farming 

� CATOR 
Your online equipment and auction finder 

Northeast 
Equipment 

� Dealers 
Established 1901 Association 
Committed to Building The Best Business 

Environment for Northeast Equipment Dealers 

With over 

40,000 
pieces of equipment, 
find what you need to 
POWER YOUR LIFE! 

Search Lancaster Farming Locator on YouTube, watch the latest videos 
and subscribe to our channel to know when new videos are posted! 

LANCASTERFARMINGLOCATOR.COM 
For more information call 717-721-4449 or email sales@LancasterFarmingLocator.com 

One East Main St., Ephrata, PA 17522 

https://youtu.be/X5HXSsqmErk
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Are you Tracking Your Business in Real-Time?
by Betsy Chase, Charter Software

	 In a world where we’ve gotten quite used to knowing 
about and responding to an event almost immediately as it 
occurs, it only makes sense to use the same approach when 
tracking and responding to information related to your busi-
ness. For example, in the same way that you might quickly 
react to news that could affect the price of a stock you own, 
take action after being alerted to suspicious purchases on a 
credit card, or reply to an influx of social media posts about 
your company is how savvy business owners are now man-
aging their dealerships. The key to this approach is to use a 
business system that processes your data in real-time, which, 
according to Wikipedia is “information that is delivered im-
mediately after collection.” The ability to track and analyze 
real-time data offers dealer principals, managers, and owners 
speed, flexibility, and competitive advantage. Continuously 
refreshed data viewable on their system dashboard provides 
business owners with an instant read on their business, re-
flecting business changes as they occur.
	 The ability to track and analyze real-time data offers 
dealer principals, managers, and owners speed, flexibility, and 
competitive advantage.
	 Real-time dealership management systems respond to 
the way that equipment dealers want to manage their busi-
ness. Users of traditional business systems must wait for data 
to accumulate, and then be sorted and extracted, resulting in 
a picture that is out-of-date. What most managers want—and 
need—is a view of what’s happening within their business 
operations, as it happens. 
	 One of the most important applications for real-time data 
is a CRM (customer relations management) system, ideally a 
component of the dealership management system. Up-to-the-

minute information about customers, such as their customer 
purchase and service history, can be used to make better and 
quicker business decisions, often within the span of the cus-
tomer interaction.
 Access to real-time analytics also provides better sales in-
sight by letting sales managers see exactly how the sales team 
is performing. It also has a huge impact on the accounting 
process. “Real-time accounting in a business system means 
that transactions are processed as they occur,” says Melissa 
Amen, Customer Success Manager, Charter Software Inc. “In 
a batch system, transactions may not post until the end of the 
day, leaving you with the unsavory options of either having to 
dig through piles of paper or wait until the next day to find 
what you need,” says Amen. “Plus, in a real-time system like 
ASPEN, the data is right at your fingertips, and the ability to 
drill-down to transaction detail provides so much flexibility,” 
she adds.
 To truly take advantage of real-time analytics, manage-
ment and staff need to be ready to act on the data as quickly 
as it is received—and there is a lot of data pouring into the 
dealership, all day long. Craig Houseknecht, VP of Operations, 
MTE Turf Equipment Solutions, says, “With three locations, it 
can be difficult to keep track of what is going on in multiple 
parts departments, multiple service departments, managing 
inventory, etc. Access to the real time data in ASPEN helps us 
to do our jobs every day by allowing us to see a lot of things 
we wouldn’t otherwise be able to see.”

For additional information, phone 303.932.6875, fax 
303-932-6427 or visit  our website: 
www.chartersoftware. com

Kevin V. HOUGHTALING   Middlebury, PA

	 Kevin V. Houghtaling, age 62 of Middlebury Pa. passed away at his home on Monday, June 25, 2018 with 
his loving wife by his side. Born May 19, 1956 in Wellsboro, he was the son of the late LeRoy and Viola (Watkins) 
Houghtaling. He owned and operated Houghtaling’s Garage in Middlebury for over 40 years. He was a former 
member of the Northeast Equipment Dealer Association and the Odd Fellows. Kevin has been an active board 
member of the Tioga County Fair since 1985, serving as President and Vice President of the executive committee 
for several years. He is survived by his wife, Colleen and was preceded in death by his sister, Priscilla and a brother, 
Elroy. Memorial donations may be made to the Tioga County Fair, 2258 Charleston Road, Wellsboro, PA 16901; 
Susquehanna Health Cancer Center at SSMH, 15 Meade Street, L-3, Wellsboro, PA 16901; Wilmot Cancer Center, 
601 Elmwood Avenue, Rochester, NY 14642 or the American Cancer Society. 

https://chartersoftware.com/
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Serving Farm, Industrial & Outdoor Power Equipment Dealers Since 1901
AUGUST 2018

-9-WATT WORK LIGHT
-720 lumens
-90 degree wide flood pattern

WL9RCT

Regular Price: $16.84
Special Price: $15.99

Retail Price: $28.07
Case Pack: 20 UNITS

Order Form 

Dealership Name: 
Shipping Address: 
City, State, and Zip: 

Payment Method (Prepayment is required)
Check Enclosed (Payable to NEDA) __________
Credit Card (VISA or MC) Acct # ________________________________________Exp. Date: ___________
(Circle One)
Cardholder Name:___________________________________ Signature: 

128 Metropolitan Park Drive, Liverpool, New York 13088 • PO Box 3470, Syracuse, New York 13220
800-932-0607 / 315-457-0314 Fax: 315-451-3548 Website: www.ne-equip.com

OFFER EXPIRES AUGUST 31, 2018

Terms: NET 30 DAYS TO APPROVED MEMBERS  
Freight: PREPAID WITH CASE QUANTITY 

Item # Qty. Cost Ea. Total

$15.99WL18RCT

SUB TOTAL:

(If not for resale) TAX:

SHIPPING:
TOTAL:

-18-WATT WORK LIGHT
-1440 lumens
-60 DEGREE FLOOD PATTERN

WL18RCT

GREAT PRICES

LED Work Lights

Regular Price: $16.47
Special Price: $15.65

Retail Price: $27.46
Case Pack: 20 UNITS

$15.65WL9RCT

10v-30v operation 
Waterproof Rating IP 67 

Die cast Aluminum Housing 
Stainless Steel Mounting Bracket 

Stud Mount & Surface Mount Hardware 
4-3/8” x 2-1/2” x 2-1/4” deep
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By Sulev "Swede" Oun, TANY Maintenance chairman

Creating a Safety Culture in 
Fleets/Shops 

	 As a trainer, shop owner, mechanic, and an active 
member of TANY, I have a unique opportunity to 
see how various fleets and shops operate. I am able 
to interact with both the mechanics and the drivers, 
mainly because of the various trainings I do across the 
state.
	 Safety is one of those common-sense rules we all 
try to follow while performing our tasks. The degree 
of application of safety tends to vary from fleet to 
fleet and from shop to shop. Quite often, a major 
incident will be the driving force behind an organiza-
tion's focus on safety. In my brakes course, I take the 
time to explain the dangers of exposure to handling 
spring brake chambers. I accomplish this through 
videos, photos, and mathematically showing the 
forces that are developed to hold air-braked vehicles 
in a parked mode utilizing spring brake chambers. 
Through this process I am able to explain the dan-
gers we are exposed to by not properly handling or 
working with these types of chambers. On occasion, 
I will run across some technicians going through my 
trainings who have been injured due to these spring 
brakes. Every one of those injuries could have been 
avoided with better knowledge and training. 
	 Communication skills are very important in con-
veying information, concepts, rules, and regulations. 
In recent years we have found ourselves in a critical 
position of having a shortage of drivers and mechan-
ics in the industry. Many fleets and shops have hired 
non-native English speakers as mechanics and drivers 
to cover the shortages. Comprehension (or lack of 
comprehension) of our language, whether verbal or 
written, can make communications difficult at times. 
	 Recently, I came across an article about a mechan-
ic who was struck and killed by an over-pressurized 
suspension air spring on a tractor at a repair facility 
in Kentucky. Tragically, the mechanic was one of only 
20 employees and left behind a wife and children. He 
had been employed at the repair facility a little more 
than a year as a full-time mechanic. This shop had 
two mechanics with a combined five years on-the -job 
experience at this task of replacing the air springs 
(bags) on the vehicle. The article noted that instead 
of using jacks and stands to raise the axle and frame, 
it was common practice for the employees to use the 
shop's air system connected to the vehicle's air system 
to raise the axle or frame in order to remove or fit the 
bag in. As they were raising the left rear frame with 

a newly installed air spring, the air spring exploded 
from over-pressurization, hitting the victim in the 
forehead and killing him. The typical air pressure put 
out by the tractor is 120 psi; however, it was discov-
ered that the shop air pressure was at 170 psi. 
	 The investigation identified the following 
factors contributing to this fatality: 

•	 Lack of safety training on installation and 
removal of air springs;

•	 Not following the manufacturer's instructions 
for PSI; 

•	 Use of shop air compressor instead of the 
truck's air system; and

•	 Failing to use proper equipment to raise the 
axle/frame 

	 After the investigation, the following rec-
ommendations were made:

•	 Employers should enforce the use of manufac-
turer's instructions and specifications;

•	 Employers should develop and implement a 
training program for new employees and annu-
al refresher training for tasks that are deemed 
highly hazardous; and

•	 Employers should develop a written safety pro-
gram and translate written training material 
into languages that all employees can under-
stand

•	Manufacturers should consider offering manu-
als and instructions in more than one language.

	 That type of an accident should be a wake-up call 
to all of us not to get complacent whenever we work 
on, or around, vehicles, components, and systems 
that can be hazardous to us. Employers and employ-
ees who don't value safety can put everyone, includ-
ing themselves, in danger. Consider the customer or 
driver who leaves with a dangerously repaired vehi-
cle. A resulting lawsuit can put you out of business.
It takes a team effort to develop a culture of safety. 
Each shop or fleet has a different culture and differ-
ent values. Sharing the same goals for safety among 
all employees is the basis of creating a culture of 
safety. Respect and dedication by employees are cru-
cial to keeping shops and fleets successful. 

~ Courtesy  of Tany newsletter
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MANAGEMENT
BOOT CAMP1-Day

DATES CITIES

OCTOBER 31ST 2018
WEDNESDAY SYRACUSE, NY

DOUBLE TREE EAST SYRACUSE
6301 ST. RD 298
EAST SYRACUSE, NY 13057

BOSTON, MA
EMBASSY SUITES BOSTON/WALTHAM
550 WINTER STREET, WALTHAM, 
MA 02451NOVEMBER 7TH 2018

WEDNESDAY

TOPICS INCLUDED

Creating Processes for Service, 
Parts & Sales, Management Basics 

and

MORE!

INVESTMENT

$195
PER PERSON

REGISTER TODAY
WWW.BOBCLEMENTS.COM
8 0 0 . 4 8 0 . 0 7 3 7

EMAIL US
info@bobclements.com

New Jersey
is At it Again - 

     
A REmiNDER
	 Motor	  Carriers	 that	 are	
making	pick-ups	or	deliveries	in	
the	State	of 	New	Jersey	should	
be	 aware	 of 	 New	 Jersey	 tax	
laws that may require 
register-ing	 with	  New	 Jersey	
and	 filing	 corporate business 
taxes with the state.
	 New	  Jersey	 revenue	 agents	
are working at weigh sta-
tions along the interstate, and 
are impounding trucks from 
motor carriers that may owe 
state taxes. The revenue agents 
do not have the authority to 
stop trucks, but once stopped 
the agents are asking drivers 
from motor carriers not on the 
list of registered businesses if 
they	 have	 made	 pick-ups	 or	
deliveries	  within	 the	 state.	 If	
the answer is yes, the agents 
are calculating the taxes owed 
and impounding the truck until 
payment is made to the state. 
The drivers are free to leave the 
state, without their truck.
	 In	  a	 recent	 case,	 a	 motor	
carrier from Canada was held 
at the weigh station until the 
motor carrier registered with 
New	 Jersey	 and	 paid	 the	
estimated	 tax	of	$7,700.	Motor	
carriers are then able to file the 
actual tax return to the state 
and often are eligible for a 
refund of some of the tax.
	 Visit 	 the	 New	 Jersey	
Department   of Treasury for 
more  information and 
forms for registering and 
filing with the state. Click 
here
 As with any tax issue, it is 
recommended that you check 
with your tax adviser for advice 
and guidance when it comes to 
tax laws. ~Courtesy of MMTA

https://www.state.nj.us/treasury/forms.shtml#tax
https://www.state.nj.us/treasury/forms.shtml#tax
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Service work is a huge p

GRAPHIC DESIGN
PRINT SERVICES

BY LEE NEWSPAPERS INC.
&

Vinyl
Banners

Display
Stands

Yard
Signs

Business
Cards

Business
Forms

Flyers,
Brochures

Labels,
Stickers

Tickets,
Postcards

COMMERCIALPRINT@LEEPUB.COM • 518-673-0101
6113 ST. HWY. 5,  PALATINE BRIDGE, NY 13428

And many other possibilities!
Stop in and visit or give us a call

to find out what we can do for you!

E-BytesE-Bytes
Advertise in NEDA’s Weekly

don’t miss your opportunity!
YOU COULD BE CONNECTING WITH
PEOPLE ABOUT YOUR BUSINESS.

* Building Relationships
* Raising Awareness
* Showcasing Products
* Making Sales

Looking to get business information 
out and in front of thousands? Look no 
further than the NEDA Weekly E-Bytes 
and monthly newsletter! We will offer 
ad banner space above the fold in the 
Weekly Update, providing optimal value 
to you and your business.

Our dealer members and their 
key employees sell agriculture, 
construction, forestry, large property/
rural lifestyle and outdoor power 
equipment and look to NEDA Weekly 
E-Bytes for the latest equipment
industry news, advocacy items, 
government policy updates and other
information they need to drive their
business successfully.

NEDA Weekly E-Bytes is electronically 
sent 52 times a year to dealerships 
throughout CT, MA, ME, NH, NJ, NY, 
PA, RI & VT reaching equipment dealer 
principals and their key employees.

Advertising in NEDA Weekly E-Bytes 
is simple and effective. Contract 
schedules can range from one month 
to annually. A hyperlink will be 
positioned on your ad enabling dealers 
to click straight through to your 
Website.

Questions - call 800-932-0607.

Ad Sizes | Rates
ad rates are 4 issues per month
Prices subject to change

150 x 150 pixels
1 month  ...  $175

3 months  ...  $365 per month

6 months  ...  $350 per month

12 months ...  $325 per month

150 x 300 pixels
1 month  ...  $200

3 months  ...  $550 per month

6 months  ...  $525 per month

12 months  ...  $500 per month

Materials
Ad sizes are in pixels

Ads can be static (JPG, PNG)
or animated GIFs up to 50kb

Special edition E-Bytes
are not included.

NEDA E-Bytes 
is distributed weekly.

Ad submissions are due 
by noon Friday prior 
to publishing date.

THEFT ALERT
OTTAWA CAT Backhoe

On Thursday morning July 19th, 2018, the below 
described Caterpillar 420-E-IT Backhoe was dis-
covered stolen from a job site on Broadview 
Avenue, Ottawa, Ontario. The machine was last 
seen Tuesday July 17th.

Ottawa Police Service report: 18-176649   
MACHINE DETAIlS:

MAkE/MoDEl:2007Caterpillar420-E-IT
TYPE: Backhoe Loader/Tool Carrier

PRoDUCT ID NUMbER:	CAT0420EPKMW01611	

lAW eNfORCeMeNT	-	For	 access	to	NER's	equip-
ment ownership registration and theft records, 
and for machine identification assistance, call 
NICB:	800-447-6282. For	 online	access,	click	"Log	
in"	at	www.ner.net	

Report suspicious activity involving equipment 
immediately: dial 911 if you witness something 
that does not add up.

 National Equipment Register
info@ner.net

201-469-2030or1-866-663-7872

www.ner.net
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CERTIFIED BUSINESS VALUATIONS
HBK, CPA's & Consultants
Rex A. Collins, CPA (IN), CVA Principal
Direct: (317) 886-1624
rcollins@hbkcpa.coml • www.hbkcpa.com

CREDIT CARD PROGRAM
PREFERRED PAYMENTS
Jason Carroll Senior Account Manager
Direct: 805-557-8043
800-935-9309, Ext. 126
F. 888.538.0188
jason@preferredpayments.com

Healthcare Insurance Provider
Opoc.us
Opoc.us Care Center – 866-676-2871 
Chris Havey or Luc Nutter – 614-318-2200 

FEDERATED INSURANCE COMPANY
Property & Casualty Insurance (8 states except VT), 
Health Insurance (PA only)
Workers' Comp (All states except NY)
Daniel Dowdy at C: 706-318-5051, 800-533-0472, 
Fax 507-455-7840
jddowdy@fedins.com • www.federatedinsurance.com

HAYLOR, FREYER & COON, INC.
Benefit Consulting 
Jim McGarvey Supervisor Benefit Consulting 
315-703-3239 • jmcgarvey@haylor.com

HAYLOR, FREYER & COON, INC. (continued)
Physical Damage Insurance (HF&C, Inc.),
Rental / Leasing Equipment
Patrick Burns at 800-289-1501, Ext. 2148
Pburns@haylor.com • www.haylor.com

Workers' Comp (Return Dividend Program for NY Dealers only)
Property & Casualty Insurance for VT 
Patrick Burns at 800-289-1501, Ext. 2148
Pburns@haylor.com • www.haylor.com

LEGAL ASSISTANCE – FREE LIMITED 
Dave Shay at 816-421-4460
Fax: 816-474-3447 • dshay@seigfreidbingham.com

NEDA On-Line EDUCATION
Vanessa Clements at BCI 816-876-4700
800-480-0737
Vanessa@bobclements.com 

NEDA Shipping/Freight Discount 
Program
DLS Worldwide/all services
Charlie Goers at 952-345-3187
chgoers@dls-ww.com

OSHA WORKPLACE SAFETY COMPLIANCE PROG.
Dave Close at 1-800-932-0607 Ext. 235
davec@ne-equip.com

DEKRA INSIGHT
CERTIFIED SPCC PLAN
Dave Close at 800-932-0607 x 235
Robb Roesch at 800-888-9596 x 222
robb.roesch@dekra.com

ASSOCIATION STAFF
Ralph Gaiss, Executive VP/CEO
800-932-0607 x 222
rgaiss@ne-equip.com

Dave Close, Operations Manager
800-932-0607 x 235
davec@ne-equip.com

Kelli Neider, Administrative Assistant
800-932-0607 x 200
kneider@ne-equip.com (Business Forms)

Tim Wentz, Field Director / Legislative 
Committee Chairman
C: 717-576-6794, H: 717-258-1450
wentzt@comcast.net

Scott Grigor, NY Farm Show Manager
800-932-0607, Ext. 223
sgrigor@ne-equip.com

Art Smith, Consultant/Editor, NE Dealer
717-258-8476, F: 717-258-8479
arts@pa.net

ACCOUNTING SERVICES
HBK, CPA's & Consultants
Rex A. Collins, CPA (IN), CVA Principal
Direct: (317) 886-1624
rcollins@hbkcpa.coml • www.hbkcpa.com

CHARTER SOFTWARE BUSINESS SYSTEMS
Melissa Amen
303-932-6875 - Ext. 219
melissa.amen@chartersoftware.com
www.chartersoftware.com

For Service / SPoNSoreD ProGrAMS,
cAll Your ASSociAtioN

800-932-0607 • 315-457-0314 • Fax: 315-451-3548 • www.ne-equip.com

rcollins@hbkcpa.com  | 317-886-1624 | hbkcpa.com

HBK is a multidisciplinary financial services firm, offering a wide range of tax, accounting, audit, 
business advisory, valuation, financial planning, wealth management and support services  

to improve the performance and effectiveness of businesses  
and personal financial well-being.

Working together sets us apart.

together
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Hire a Vet
	 Looking to hire a veteran? Then you probably al-
ready know the many reasons that veterans make excel-
lent employees.

Two steps to hire a vet
	 Follow these two simple steps to find and hire quali-
fied veterans.

1. Begin by posting your job opening on your state
job bank (each state has this job bank).   Follow
the instructions on your state job bank website
to post jobs.

2. Next, contact a Veterans Employment Represen-
tative at an American Job Center – https://www.
careeronestop.org/Veterans/Toolkit/find-ameri-
can-job-centers.aspx

3. Let them know you want to hire a veteran. They
may ask for details of your job listing(s). They
will be able to help you identify qualified veter-
ans.

Translate military skills 
Manyveteranshavespecificskillsthatcanbe put to 
good use in your workplace. To learn about 
military occupations that may share skills and 
work experience with the jobs you're hiring for, 
visittheBusinessCenter'sCivilian-to-Military: Click here

What about tax incentives?
Youmayalsobeeligibleforataxincentiveforhir-ing a 
veteran. Read about the Work Opportunity Tax 
Credit (WOTC) Vow to Hire Heroes 
provisions. Click Here:

learn more
 Read more about veterans' rights and responsibili-
ties at the e laws USERRAAdvisor.  Click here

 Find more information and resources to help you 
recruit, hire, and train employees at Career One Stop's 
Business Center.
 Finding qualified candidates who have served in the 
military can be a challenge. Learn how to take advan-
tage of your state's tools to connect with Veterans 
and where you can post jobs at no cost to you by 
connect-ing with your state's Job Bank and nearest 
Veterans Employment Representative by visiting 
https://www.ca-reeronestop.org/Veterans/hire-a-
vet.aspx

Five Minutes 
With NEDA’s 
Dave Close
	 Dave Close, Director of 
Operations for the Northeast 
Equipment Dealers Assn. 
(NEDA), gives a behind the 
scenes look at the changes 
and challenges he’s seen deal-
ers face during his 30-year 
tenure with the association 
as well as what benefits 
belonging to a trade group 
can bring.

Power Equipment Trade: 
Vehicles     


      
    







    






	 Dealers using heavy highway vehicles are  
reminded that July 1 began the filing period 
to file Form 2290, Heavy Highway Vehicle Use 
Tax Return. Returns must be filed and payments 
made by August 31 for vehicles on the road dur-
ing July.
	 The return applies to motor vehicles with a 
taxable gross weight of 55,000 pounds or more. 
This generally includes large trucks, truck trac-
tors and buses. 
	 The IRS expects to receive almost 800,000  
returns. The IRS encourages all to electronically 
file because e-filers received their IRS-stamped 
Schedule 1 minutes after filing. Taxpayers with 
25 or more taxed vehicles must electronically file 
Form 2290.

~ Submitted by Rex A. Collins, CPA (IN), CVA
Cell: (317) 504-7900

https://www.ne-equip.org/wp-content/uploads/2018/07/PET0618_NEDA.pdf
https://www.careeronestop.org/BusinessCenter/Toolkit/civilian-to-military-translator.aspx?&frd=trueOccupationTranslator
http://www.doleta.gov/business/incentives/opptax/
https://webapps.dol.gov/elaws/userra.htm
https://www.careeronestop.org/Veterans/hire-a-vet.aspx


Northeast Dealer | AUGUST  2018 … 15

FMCSA

FMCSA'sapproachto"personalconveyance"intheirguidance. 
Importantclarificationincludesmovementwhenladen,whenHOS 
exhausted after loading/unloading, and when at the direction of 
safetyofficialwhen"offduty".
 However, while not defining t h e d i stance o r  t i me l i mits o f  
"personalconveyance",theguidanceprovidesexamplesofwhat
it does, and does not, mean. These examples and the explanation 
providemajorinsightsandchanges.Youcanfindtheguidanceat
https://www.fmcsa.dot.gov/sites/fmcsa.dot.gov/files/docs/
regula-tions/404421/cmv-personal-conveyance-regulatory-
guidance.pdf
"Personalconveyance"hashadasmanydefinitionsastherehave
been trucking companies and drivers that use it. It has been
construedinawaytoreconcilethelimitsofdrivingand"onduty"
time to meet the needs of a particular type of activity.
 The advent of ELD's has made the meaning of the term even 
more important. Having to account for all movements of a 
commer-cialmotorvehicle("CMV"),thetimeallocatedto"personal
convey-ance"willbeimportanttoaccountfortimethatisnot"on-
duty"or"driving".
 As with the prior guidance, the recent guidance still does not 
giveusadefinition.Instead,theFMCSAstilltakestheapproachthat
itwill"knowitwhenitseesit"."Personalconveyance",thatis.
 For more than two decades, we have lived with a guidance 
ratherthanadefinition.Thatguidancemade"personalconvey-
ance"hingeonwhetherornottheCMVwas"laden".A"laden"
vehicledidnotqualifyfor"personalconveyance."Period.

IftheCMVwas"unladen",theguidancethenlookedatthe
activity involved.
"Personalconveyance"wouldbeconsideredtoincludefromhome
totheterminalandvisversa.Itwouldalsoincludeashortdis-tance
toarestaurantorentertainmentwhileenroute.If,ofcourse,the
CMVwasunladen.
 The new guidance makes a major change in that does not re-
quiretheCMVtobe"unladen."Thereasonfortheremovalofthe
"laden"exclusionistomake"personalconveyance"availableto
straight trucks and work vehicles from which loads and equipment 
cannotberemoved.Whether"laden"or"unladen",theguidance
thenlooksatthenatureoftheactivityoftheCMVindetermining
whetheritconstitutes"personalconveyance."
 There are two other major clarifications. Frequently waits to 
load or unload drain a driver's HOS, but they are then forced by the 
shipper or receiver to leave their premises. 
Underthenewguidance,"[t]imespenttravelingtoanearby,

reasonable, safe location to required rest after loading or unload-
ing"is"personalconveyance".Thetimedrivingmustallowade-
quate time for required rest and must be to the first resting loca-
tion reasonably available. The commentary notes that if the driver 
cannot park at the nearest location their record of duty status (log, 
ABORD, ELD) should note and explain this.
	 Another	 major	 clarification	 of	 the	 guidance	 is	 that	 "personal	
conveyance"	includes	"[m]oving	  at	the	request	of	a	safety	official	
duringthedriver'soffdutytime."However,theCMVmustbe
moved to the no further than the nearest reasonable rest and safe 
area to complete the rest break. Other types of travel that qualifies if 
also framed by examples

www.ne-equip.com

rather than established by definition. Those examples are travel as 
follows:

• From en route lodging to a restaurant or entertainment and
back;

• From the last on-duty location to the driver's permanent resi-
dence and back;

• Time spent transporting personal property while off-duty
• Authorized use of a CMV to travel home after working at an

offsite location.
These are examples of what will be considered "personal
conveyance", not a starting point for creativity.
Conversely, the guidance gives examples of what is NOT
"personal conveyance". Those examples are as follows:

• Movement that improves it work-related position, such as
closer to a loading/unloading location;

• A towing unit that no longer meets the definition of a cmv
after delivering the towed unit and is directed to return to
pick up another unit;

• Continuing a trip in interstate commerce, even if unloaded,
until the driver reaches their permanent residence, lodging,
or terminal;

• Bobtailing or pulling an empty trailer to retrieve another
load;

• Time spent driving a CMV to a facility for maintenance;
• After put out-of-service for exceeding maximum HOS unless
directed to location by law enforcement at the scene;

• Travel to terminal after loading or unloading.
~ Courtesy of  TRANSPORT CENTER UPDATE

 November, 2017 -- Vol. 9, Issue 2

FMCSA Issues Alternative Process 
for Veterans Affairs Certified 
Medical Examiners
     On June 11, 2018, the Federal Motor Carrier Safety Administration 
announced a final rule to establish an alternative process for physicians 
who are employed with Veterans Affairs to be added to the National 
Registry of Certified Medical Examiners. 
     The alternative process allows VA physicians, having successfully 
completed the online training and testing developed by FMCSA, to per-
form medical examinations and issue medical examination certificates 
to CMV operators who are military veterans enrolled in the VA sys-
tem. Additionally, the rule clarifies the registration requirements and 
eliminates the 30-day waiting period before retesting for all Medical 
Examiners. 
     This rule, which was required by the Fixing America's Surface Trans-
portation Act and the Jobs for Our Heroes Act, will take effect on August 
10, 2018.  A summary is available by clicking here 

~ Reprinted from The Dispatch

FMCSA Declines To Define "Personal Conveyance", 
But Knows It When It Sees It

https://www.fmcsa.dot.gov/sites/fmcsa.dot.gov/files/docs/regulations/404421/cmv-personal-conveyance-regulatory-guidance.pdf
http://www.trucking.org/ATA%20Docs/What%20We%20Do/Trucking%20Issues/Documents/Safety/ATA%20VA%20MEs%20Final%20Rule%20Summary%20June%202018.pdf
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FMCSA

 
  
 



        
         

   


        

        





       

~ Reprinted from The Dispatch

FMCSA Denies Eld Exemption Request
	 After nearly a year of waiting, Western Equipment Dealers Association 
(WEDA) on behalf of Northeast Equipment Dealers Association (NEDA), has 
obtained advanced notice that the Federal Motor Carrier Safety Administra-
tion (FMCSA) will be denying our request for exemption from the Electronic 
Logging Device rule.
 	 The FMCSA did not provide clarity or insight as to why our application 
for exemption is being denied. The letter cites that research shows the ELD 
rule will improve safety and reduce the overall paperwork burden for both 
motor carriers and drivers. It also states that granting farm equipment deal-
ers an exemption would not achieve an equivalent, or greater, level of safe-
ty than would be achieved absent the exemption.
 	 The FMCSA's decision was also based on comments received during the 
notice and comment period. An overwhelming 88 percent of filed comments 
were supportive of our request for exemption. Despite that, the FMCSA will 
publish their final decision denying our request in the federal register.
 	 In light of this unfavorable outcome, WEDA will be turning to Congress 
for a legislative fix to the ELD rule. WEDA has already begun working on 
federal legislation in anticipation of this outcome. H.R. 5949 is a bipartisan 
bill co-sponsored by several members of the House Transportation Commit-
tee. The bill would exempt farm equipment dealers from the ELD mandate 
in many circumstances.
 	 WEDA will continue advocating on behalf of dealers for reprieve from 
federal overreach and burdensome regulations such as the ELD rule. Mem-
ber engagement will be crucial in the effort to pass legislation to repeal 
this unworkable federal mandate. Regardless of this outcome, WEDA will 
continue to pursue public policy outcomes that benefit successful dealers.

Questions please call the Association at 800-932-0607.

A Short Note on 
the Impact of the 
Supreme Court’s 
Wayfair Decision 
on Dealers
	 On June 21st, the Supreme Court 
of the United States issued its decision 
in the South Dakota v. Wayfair case. This 
decision will generally have a tremen-
dous detrimental impact on dealers and 
their dealerships.  This Wayfair case is 
likely the most significant state tax deci-
sion issued in over 50 years and chang-
es the rule for collecting and remitting 
sales tax to a state from that of requir-
ing a dealer to have a physical presence 
in that state to one of simply doing busi-
ness with customers from that state (so-
called “economic nexus”).
	 We recommend that you listen 
to the recent HBK Dealership Industry 
Group’s Third Thursday Webinar which 
provides a more complete picture of the 
dramatic impact of this ruling on dealers 
and their dealerships.  The webinar can 
be accessed by going to www.hbkcpa.
com/resources/hbk-webinars and view-
ing the July 19, 2018 webinar.
	 Prior to the Wayfair decision sev-
eral states had adopted economic nexus 
statutes; but, it was unclear whether 
these statutes would be effective.  As 
a result of the Supreme Court decision 
state’s  are feeling emboldened to adopt 
or enhance their economic nexus stat-
utes.  Some states require as little as 
$10,000 in sales in a 12-month period 
in order to mandate the dealer to collect 
and remit sales tax to that state. Thus 
far, 27 states have enacted economic 
nexus rules with varying economic ac-
tivity thresholds.  These states and the 
thresholds are listed below.

State	 Threshold	 State	 Threshold
CT	 $250,000	 NJ       $100,000
MA	 $500,000	 PA	 $  10,000

	 ME	 $100,000	 RI	 $100,000
	 VT	 $100,000

Rex Collin, Principal at HBK CPAs & 
Consultants. He directs HBK’s National Deal-
ership Industry Group, which provides tax, 
accounting, transactional and operational 
consulting exclusively to dealers. Rex can be 
reached by email at rcollins@hbkcpa.com; or 
by phone at 317-504-7900. 

Shane Finn directs HBK CPAs & Consul-
tants State and Local Tax Practice (“SALT”) 
with special emphasis on the impact of SALT 
on dealerships. Shane can be reached by 
email at sfinn@hbkcpa.com; or by phone at 
215-628-8080.

(See related article on page 1)

https://www.fmcsa.dot.gov/sites/fmcsa.dot.gov/files/docs/safety/research-and-analysis/research/395151/michel-trb-pilot-program-overview-final-508c.pdf
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Farmers are looking for you online, but can they find you? 
Fastline Media Group developed i3 Digital Agency to help you step up to this digital audience and show up online.

i3digitalagency.com

• Website Design & Development
• Digital Strategy Development
• Search Engine Optimization

• PPC Marketing
• Social Media Strategy & Management
• Targeted Hyperlocal Audiences

Committed to providing Business Support Services,
Dealer Advocacy and Enactment of Legislation
favorable to our dealers, the industry, and our dealer's 
customers.

Teamwork is the foundation 
of our success!

Alone we can do so little...
     together we can accomplish great things!

128 Metropolitan Park Drive  |  Liverpool NY 13088  |  800.932.0607  |  F. 315.451.3548
Mailing address: P.O. Box 3470  |  Syracuse, NY 13220

Northeast
Equipment
Dealers
AssociationEstablished 1901

Established 1901

Northeast
Equipment
Dealers
AssociationEstablished 1901
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	 The EEOC and state and local agencies have been fil-
ing more administrative charges in recent years and that 
trend is likely to continue.
	 Because administrative charges can be precursors 
to discrimination lawsuits, it is critical for you to handle 
them properly.  These 10 tips will help you prepare to 
respond:

1. Tell the whole story
	 Often, an EEOC charge contains just one or two 
paragraphs, containing little more than conclusory alle-
gations of discrimination.  Resist the temptation to put 
minimal effort into your response.
	 It is usually advisable to provide a comprehensive 
response, detailing the circumstances surrounding the 
employment relationship and the reasons for adverse 
employment actions.  Try to nip the claim in the bud by 
giving the agency all the facts.  Demonstrate that there 
were legitimate business reasons for your actions.

2. Use documentation
	 If you have documents supporting your version 
of events, consider including them in your response.  
Documentation dating from the time of the adverse 
employment action can be the best way of discredit-
ing the allegations.  Attendance records, sales reports 
and e-mail messages can all help prove that events 
happened as you say they did, and that the company’s 
concerns were bona fide.

3. Verify the response’s accuracy
	 Attorneys love catching an employer in a lie.  Since 
the information you submit could be used in later legal 
proceedings, make sure everyone involved reviews the 
response and verifies the accuracy of every statement.

4. Highlight consistent past decisions
	 One of the best ways to demonstrate that a decision 
was not motivated by unlawful discrimination is to point 
to the same actions being taken against similarly situ-
ated employees who are not members of the charging 
party’s protected class.
For example, if the charging party alleges that her termi-
nation was motivated by discrimination against women, 
tell the agency of instances when you terminated men 
for the same misconduct.

5. Remember, the agency does not know
   your business
	 In telling your version of the events, share details 
about your business that will help the agency under-
stand your actions.  Think about why the charging par-
ty’s performance concerned you.  Would that be readily 
apparent to an outsider?
	 For example, if you are legally required to have a 
certain number of staff on hand at all times, explaining 

this will emphasize why poor attendance would be a 
significant problem in your workplace.

6. Maintain confidentiality 
	 Information about the charge should be on a need-
to-know basis, especially if the charging party is still 
employed.

continued on page 20

10 STEPS TO SUCCESS
How to Respond to an EEOC Complaint

“Powered By Savings”

Save 10-20% On Your Electricity  
& Natural Gas Utility Bills

NEDA is pleased to announce PGP Energy as a recommended 
vendor for the benefit of offering savings on members’ utility 
bills. PGP Energy is one of the leading Alternative Energy 
Savings Agencies for industrial and commercial businesses.

State deregulation has created savings opportunities via the 
states’ Choice programs. Businesses now have a Choice in 
choosing the supplier for their electricity and/or natural gas.

Our PGP Energy representative, Matt Lulley, will provide a 
no-obligation analysis of your utility bills and present you with 
alternatives that will save you money. 
*Savings varies by utility company and not all utility companies offer Choice.

To get started, simply fax or email ALL of the pages from one 
month’s worth of electricity and natural gas utility bills to the 
contact listed below.

Contact Matt Lulley:  
Phone: 631-951-9200 Ext 182  

Fax: 631-656-2547  
Email: lulleym@pgpenergy.com
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THINK ASSOCIATION FIRST! 
The logo below was designed to be a constant reminder that your Associa�on staff is here to serve you – our members. Your Asso-
cia�on is an excellent source for just about anything you will need to operate your business on a day-to-day basis. Your Associa�on 
can help you solve the puzzle that is o�en �mes the daily opera�on of your business. Why not give it a try … call 1-800-932-0607. 
Our services are intended to assist you and your business to survive in any business climate. 

Special Services 
 MasterCard/Visa program
 Shipping Freight Discounts
 Trucking informa�on
 Drug screening program
 SensGard hearing

protec�on devices
 Forkli� Train the Trainer

Program

SERVING FARM, INDUSTRIAL & OUTDOOR POWER EQUIPMENT DEALERS SINCE 1901 

Nor theas t  Equ ipmen t  Dea le r s  Assoc ia t i on
128 Me t ropo l i t an  Pa rk  D r ive —L ive rpoo l ,  NY 13088—www.ne -equ ip . com-800 -932 -0607  

Governmental Affairs 
 Legisla�ve Bulle�ns
 Lobbying ac�vi�es
 Introduc�on of

Legisla�on
 Tes�mony before

Commi�ees
 Coali�on Alliances

Educa�on 
Services 

 Seminars/Workshops/
Area Mee�ngs

 Online Campus
 Appren�ceship Program
 Employee skill tests

Insurance 
 Health, life disability &

dental insurance
 Property & Liability

Insurance
 Workers Compensa�on

Publica�ons 
 NEDA Monthly newsle�er
 NEDA Bytes weekly email

news
 Stolen Equipment Alerts

Running your  
business doesn’t 
have to be  
confusing 

Business Forms &  
Supplies 

 Computer Forms
 Custer MFG Company

Truck, Trailer, Equipment
Lights

 Sales �ckets
 Repair Orders
 Accoun�ng Supplies
 Time cards
 Machine inventory cards
 Equipment Inventory tags
 Pre-wired parts tags
 All-In-One Labor Law Post-

er
 Warning Decals
 MUCH MORE...

Legal Counsel 
 & Consultants 
 Employment & labor re-

la�ons counsel
 Business law & customer

rela�ons counsel
 OSHA compliance & safe-

ty consultant
 Environmental law

counsel
 On-site cer�ed SPCC

plan

April 2018 

New York Farm Show is held each year in February at the New York State Fairgrounds in Syracuse, NY. It is produced by  
Northeast Equipment Dealers Association and the Farm Progress Companies. It continues to be the largest indoor Farm Show with 
215,000 square feet of indoor displays in the east. The show includes workshops and AG related seminars. It is the spring agricul-
tural and outdoor power planning show for the Northeast for farmers and commercial landscapers. For more information call Scott 
Grigor, Farm Show manager, at 315-457-8205 or visit www.nyfarmshow.com  

Attend our NY Farm Show
2019 Dates: February 21-23 



If you know investigators will contact employees, 
couch your message in terms like this: “While we 
do not feel there is any merit to the allegations, we 
respect Employee X’s right to bring this charge.  If you 
are contacted by the agency, you should cooperate 
and be completely honest with the investigator.”

7. Be prompt and cooperative
	 Do not put off preparing your response.   Anti-
discrimination agencies are less inclined to provide 
extensions than they once were.  Failure to respond 
to a charge in a timely way can result in an adverse 
determination.

8. Work with legal counsel
	 Because a discrimination charge can be the first 
step in a chain of legal actions, you must protect your 
company’s interests.  Many employers ask their attor-
neys to investigate and prepare the response.  At the 
very least, have an attorney review a draft before you 
submit it.

9. Contact your insurer 
	 Insurance policies require insured parties to pro-
vide prompt notice of claims.   Many employment-
practices liability policies define claims to include 

EEOC Complaint continued from page 18

GET YOUR 2018 GUIDES TODAY!

Call Kelli at NEDA – 800-932-0607 – or email – kneider@ne-equip.com
and ask for individual prices or to purchase any of these guides.

SPECIAL PRICES FOR DEALERS!
Compact Tractor Guide  |  Antique Tractor Guide

Construction Equipment Guide  |  Farm Equipment Guide

Northeast
Equipment
Dealers
AssociationEstablished 1901

discrimination charges.  Failing to apprise the insurer 
of a charge could result in denial of coverage, for not 
only the charge but also all subsequent legal claims.

10. Preserve all documents
	 Courts are increasingly imposing harsh sanctions 
on companies that fail to adequately preserve rel-
evant evidence.  When you receive an administrative 
charge, collect and preserve all documents that could 
be relevant.  You may also want to suspend any rou-
tine practices that might result in the destruction of 
relevant records, particularly electronic information 
like e-mails, voice mails and Internet usage records.
	F inal note: Taking the charge process seriously 
and defending against the allegations at this stage 
can increase the likelihood of a favorable determina-
tion and help prevent further legal actions.

Northeast
Equipment
Dealers
AssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers
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Use of all articles in the Equipment Industry News pages are used with permission of Lessiter Media (LM), Ag Equipment 
Intelligence issue of July 15, 2018, Vol. 24, Issue 7. Use of any of the articles and information contained in Ag Equipment 
Intelligence, Rural Lifestyle Dealer or any other Lessiter Publication Media Brands requires permission of the publisher.

Future Food Needs 
Present $240B 
Addressable 
Market for 
Precision Farming 
Technology
	 Worldwide adoption of 
precision farming technologies 
will be needed to meet a needed 
70% increase in food production 
by 2050, according to research 
from Goldman Sachs. In the face 
of this challenge are growing 
opportunities for manufacturers 
and dealerships. With a need 
for greater yields identified, 
researchers estimate a $240 billion 
addressable market in these 
technologies, meaning there is 
nearly a quarter trillion dollars’ 
worth of revenue opportunities. 	
	 The Goldman Sachs report on 
precision farming is part of its 
“Profile in Innovation” series. In 
it, researchers argue the projected 
70% increase in food production 
over the next 35 years will largely 
have to come from greater yields 
driven by new technology in 
precision farming, as available 
acreage is only expected to grow 
by about 4%. Considering the 
global annual crop production 
value of $1.2 trillion in 2015, and 
factoring in a technology driven 
yield improvement of 70%, 
researchers estimate another 
$800 billion in production value 
will be generated by 2050. That’s 
assuming all technologies are 
fully adopted by then. Based on 
historical capture rates of 30% for 
seed producers, the researchers 
arrive at their estimate of a total 
addressable market of $240 
billion in precision technologies.  

  ~ Courtesy of
Agriculture Equipment Intelligence

	 So far, so good for North American tractor and combine sales during 
the first 6 months of 2018. The Assn. of Equipment Manufacturers (AEM) 
attributes improving tractor and combine sales to both replacement 
needs and the farmers’ expectation that the ag market will improve 
further down the road. Earlier this month, AEM released its monthly ag 
tractor and combine sales reports for the U.S. and Canada. Through the 
first 6 months of 2018, total tractor sales in the U.S. were up 6.5% and up 
4.7% in Canada compared to the same period last year.

~ Courtesy of Agriculture Equipment Intelligence

	 Far
~ Courtesy of Agriculture Equipment Intelligence

Replacement Needs Fuels Solid 1H18 Ag 
Machinery Sales

Precision Dealers See Continued 
Revenue Growth in 2018

July 15, 2018
Vol. 24, Issue 7

• Farms to Up Spending

• Precision Mrkt: $240B

• Brazil Sales Up 26%

Rocky Mountain Equipment (RME) 
calls itself “Canada’s largest agricul-
ture equipment dealer and the largest 
Case IH dealer in North America.” It 
considers itself a “consolidator” of 
agriculture  equipment dealerships, 
primarily focused around the CNH 
Industrial’s agricultural brands.

At its investors meeting at the end 
of May, the dealer group laid out a 
5 year plan to grow the business 
by $500 million. Its expansion will 
include extending its reach through-
out Canada’s Prairie Provinces and 
could even cross their southern bor-
ders into the U.S.

Listed under the symbol RME on 
the Toronto Stock Exchange, the deal-
ership group is one of only three farm 

equipment retailers that are publicly 
traded. Since its IPO in 2007, RME has 
made nearly 20 acquisitions of other 
dealers, all in Canada. 

Right Sizing the Business. Like 
most of the ag equipment industry, 
the last few years were challenging 
for RME. Revenues peaked in 2013 at 
just over C$1 billion and bottomed 
out in 2016 at C$930 million. Last 
year saw a 3% increase in overall rev-
enues to $959 million. Year-over-year 
gross profits were up 5% last year, 
to C$139.4 million. Sales in the first 
quarter of 2018 saw further improve-
ment, reaching nearly $220 million, a 
4.6% improvement compared to sales 
during the first 3 months of 2017.

Between April 2015 and December 

2016, RME “right sized” its operations 
and reduced its footprint by 20% 
with the closure of 8 locations, which 
dropped its total number of stores to 
34. While several of the locations were 
in areas already being served by other 
RME dealerships, nonetheless, Garrett 
Ganden, president and CEO of RME, 
called the decision to close the stores 
“heart wrenching.” 

In his analysis of RME’s first quar-
ter 2018 results, Ben Cherniavsky 
told investors, “We acknowledge the 
highly competitive nature of the ag 
dealership business and the relatively 
incremental gains that RME is making 
in a mature market, but we believe 
that ‘slow and steady’ will eventually 

Rocky Mountain Equipment Aims High with 5 Year Growth Plan;  
U.S. Expansion a Strong Possibility

So far, so good for North American tractor and 
combine sales during the first 6 months of 2018. 
The Assn. of Equipment Manufacturers (AEM) 
attributes improving tractor and combine sales to 
both replacement needs and the farmers’ expec-
tation that the ag market will improve further 
down the road. 

Earlier this month, AEM released its monthly ag 
tractor and combine sales reports for the U.S. and 
Canada. Through the first 6 months of 2018, total 
tractor sales in the U.S. were up 6.5% and up 4.7% 
in Canada compared to the same period last year. 

Combine sales were likewise trending positive, 
up 20.5% in the U.S. and up 3.9% in Canada vs. the 
first 6 months of 2017.

“The first half of 2018 for tractor and combine 
sales are continuing the positive direction we 
began to see in the last quarter of last year,” Curt 

Continued on page 2

Continued on page 3
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1H Sales of High HP Tractor — 2009-18
(2009-18)

First half 2018 year-to-date sales of high horsepower tractors were up by 2% in 
the U.S. and 15% in Canada.

Source: AEM
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The contents of this report represent our interpretation and analysis of information generally available to the public or released by responsible individuals in  
the subject companies, but is not guaranteed as to accuracy or completeness. It does not contain material provided to us in confidence by our clients.  

Individual companies reported on and analyzed by Lessiter Media, may be clients of this and other Lessiter Media services.  
This information is not furnished in connection with a sale or offer to sell securities or in connection with the solicitation of an offer to buy securities.

Replacement Needs Fuels Solid 1H18 Ag Machinery Sales

	 The successful rollout of round balers and forage wagons in Fendt 
and Massey Ferguson colors for European markets has prompted AGCO 
to give advanced warning that these products will no longer be available 
under the Lely brand, starting in March 2020. Lely hay equipment dealers 
around the world have been scouting for new suppliers ever since AGCO 
announced its March 2017 agreement to acquire the Lely Group’s forage 
equipment division.
	 Lely dealers yet to find an alternative franchise will no longer have 
Lely mowers, tedders and hay rakes to sell as production of these machines 
at the company’s factory in Holland stopped in April of this year. The 
implements are of no interest to AGCO because they duplicate products 
built in the AGCO’s Fella factory in Germany that have kicked off a new full 
line hay tools strategy for the Fendt and MF brands in Europe. 

~ Courtesy of Agriculture Equipment Intelligence

AGCO to Cease Lely Forage Equipment Brand
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Farmers Grow Acreage, 
Face Investment Decisions
	 More farmers increased their crop acreage in 2018, 
according to Purdue University/CME Group Ag Economy 
Barometer’s June 2018 report. This is perhaps unsurprising, 
given ongoing trends of farm consolidation seen in the 
U.S., but also serves as a reminder to dealers that as farms 
grow in size, the total number of customers tend to decline. 
Change in Crop Acres? More than three-quarters of farmers 
said they did not change their crop acreage in 2018 from last 
year, according to the Purdue report. Even so, 14% of those 
surveyed said they increased the size of their farms vs. 9% 
who said they decreased their acreage. In other words, there 
were roughly 56% more agricultural producers who reported 
they increased their crop acreage than those who said they 
decreased their crop acreage in 2018.
	 Of those surveyed, 13% indicated they actually plan to 
make a large purchase on their farm in 2018. More than half 
of those respondents said they were making the investment 
because a building or piece of equipment needs to be 
replaced, while 18% said it was due to farm expansions and 
10% said it was to reduce tax liability. The remaining 22% 
indicated other reasons. 
� ~ Courtesy of Agriculture Equipment Intelligence

EQUIPMENT INDUSTRY NEWS

Use of all articles in the Equipment Industry News pages are used with permission of Lessiter Media (LM), Ag Equipment 
Intelligence issue of July 15, 2018, Vol. 24, Issue 7. Use of any of the articles and information contained in Ag Equipment 
Intelligence, Rural Lifestyle Dealer or any other Lessiter Publication Media Brands requires permission of the publisher.

Big Ag Sales Sees Double 
Digit Growth
	 North American large ag equipment sales 
maintained a healthy high-teens growth in 
June, according to the Assn. of Equipment 
Manufacturers’ latest report. “Large Ag 
equipment retail sales rose 18% year-over-year 
in June, maintaining positive momentum after 
breaking out of a choppy range last month,” said 
RW Baird analyst Mircea (Mig) Dobre in a note. 
He added that the June performance follows 
a 17% year-over-year gain recorded in May. 
Current retail sales growth is positive even as 
grain prices remain well off their late May highs, 
with corn prices down 12% and soybean prices 
down 17%, he said.   

 ~ Courtesy of Agriculture Equipment Intelligence
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More farmers increased their crop acreage in 2018, 
according to Purdue University/CME Group Ag Economy 
Barometer’s June 2018 report. This is perhaps unsurprising, 
given ongoing trends of farm consolidation seen in the U.S., 
but also serves as a reminder to dealers that as farms grow 
in size, the total number of customers tend to decline.

Change in Crop Acres? More than three-quarters of 
farmers said they did not change their crop acreage in 
2018 from last year, according to the Purdue report. Even 
so, 14% of those surveyed said they increased the size of 
their farms vs. 9% who said they decreased their acreage. 
In other words, there were roughly 56% more agricultural 
producers who reported they increased their crop acreage 
than those who said they decreased their crop acreage 
in 2018.

Specifically, 6% of farmers said they grew their acreage by 
up to 10% and 8% said they grew their acreage by more than 
10%. Only 5% of farmers reported their acreage decreased 
by up to 10% and 4% said it decreased by more than that.

As farms have gotten larger over time, the value of 
their machinery has also increased, according to a sepa-
rate study. A recent report entitled “Machinery Values 
on Illinois Grain Farms” from the Illinois Farm Business 
Farm Management Assn. and the Dept. of Agriculture and 
Consumer Economics at the University of Illinois shows 
that average machinery values on 1,000 acre grain farms in 
the state more than doubled over a 10 year period.

In 2006, an Illinois grain farmer who had 1,000 acres on 
average would have had about $300,000 worth of machin-
ery. By 2016, that same size farmer would have about 
$650,000 worth of machinery on average, which repre-
sents a jump of about 124%. Machinery values on 2,000 
acre farms saw an even greater increase, about 140%, over 
that same time period.

But on a per-acre basis, smaller farms saw the highest 
increases of machinery values vs. their larger counter-
parts. Machinery values on a 1,000 acre farm increased 
from about $280 per acre in 2016 to $660 per acre in 
2016, a 136% increase. However, the per-acre machinery 
value in 2016 on a 5,000 acre farm totaled $380. The per-
acre machinery value on 5,000 acre farms increased 73% 
between 2006 and 2016. 

Time to Invest? The Ag Economy Barometer report 
from Purdue also indicated many farmers are now making 
large farm investments, such as the purchase of buildings 
or farm equipment, out of necessity.

The June survey asked respondents whether the present 
day is a good time to make large purchases. Those who said 
now is a bad time to do so dropped to 60% in June vs. 67% 
the month prior, continuing a general downward trend 
reaching back to October 2016. The percentage of produc-
ers who said now is a good time to make large investments 
fell slightly to 26% from 27% a month ago, and down from 
its most recent peak of 34% in February.

Of those surveyed, 13% indicated they actually plan to 
make a large purchase on their farm in 2018. More than 
half of those respondents said they were making the 

investment because a building or piece of equipment 
needs to be replaced, while 18% said it was due to farm 
expansions and 10% said it was to reduce tax liability. The 
remaining 22% indicated other reasons. 

Farmers Grow Acreage, Face Investment Decisions
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Is Now a Good Time to Make  
Large Farm Investments?

Farmers who believe now is a good time to invest in large items, like 
buildings or equipment, fell slightly according to Purdue’s recent poll.

Source: Purdue University Center for Commercial  
Agriculture, Producer Survey, June 2018
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Reason to Make Large Investments in 2018

After holding back on capital expenditures the past few years, U.S. 
farmers say it’s time to replace or upgrade equipment or buildings.

Source: Purdue University Center for Commercial  
Agriculture, Producer Survey, June 2018
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Value of Machinery on Illinois Grain Farms
(2006 vs. 2016)

In 2006, an Illinois grain farmer with 1,000 acres on average would 
have had about $300,000 worth of machinery. By 2016, that same 
size farmer had about $650,000 worth of machinery.

Source: Illinois FBFM Data
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North American large ag equipment 
sales maintained a healthy high-teens 
growth in June, according to the Assn. 
of Equipment Manufacturers’ latest 
report. “Large Ag equipment retail 
sales rose 18% year-over-year in June, 
maintaining positive momentum after 
breaking out of a choppy range last 
month,” said RW Baird analyst Mircea 
(Mig) Dobre in a note. He added that 
the June performance follows a 17% 
year-over-year gain recorded in May. 
Current retail sales growth is positive 
even as grain prices remain well off 
their late May highs, with corn prices 
down 12% and soybean prices down 
17%, he said.

  U.S. sales rose 14% year-over-year, 
while Canada’s sales increased 37%.

  4WD tractor sales increased 
27.7% year-over-year in June follow-
ing the 8.3% increase in May. U.S. 
dealer inventories of 4WD tractors 
decreased 3% year-over-year in May. 
June is typically a slightly above aver-
age month for 4WD tractor sales, 
accounting for 9.1% of annual sales 
the last 5 years.

  Row-crop tractor sales increased 
16.8% year-over-year after increas-
ing 18% in May. U.S. row-crop tractor 
inventories increased 3% year-over-
over in May. June is typically a slightly 
below average month for row-crop 
tractor sales, accounting for 7.9% of 
annual sales the last 5 years.

  Combine sales increased 17.5% 
in June after a 21.5% increase was 
recorded in May. U.S. combine inven-
tories decreased 3% year-over-year in 
May. June is typically a below average 
month for combine sales, account-
ing for 6.7% of annual sales the last 
5 years.

  Mid-range tractor sales increased 
3.9% in June after increasing 5.7% in 
May. Compact tractor sales were up 
14.6% year-over-year after an 18% 
increase in May. 

  Deere & Co.’s EOP commentary 
in August will be the next data point 
to serve as “a real check on demand” 
in the wake of lower grain prices and 
concerns over a looming trade war, 
according to Dobre. 

Big Ag Sales Sees 
Double Digit Growth

JUNE U.S. UNIT RETAIL SALES

Equipment June
2018

June
2017

Percent 
Change

YTD  
2018

YTD  
2017

Percent 
Change

Beginning  
Inventory
June 2018

Farm Wheel Tractors-2WD

Under 40 HP 18,558 16,095 15.3 84,399 77,961 8.3 84,543

40-100 HP 6,278 6,046 3.8 29,327 28,403 3.3 34,532

100 HP Plus 1,540 1,331 15.7 8,508 8,374 1.6 8,409

Total-2WD 26,376 23,472 12.4 122,234 114,738 6.5 127,484

Total-4WD 197 160 23.1 1,082 1,029 5.2 729

Total Tractors 26,573 23,632 12.4 123,316 115,767 6.5 128,213

SP Combines 461 444 3.8 2,011 1,669 20.5 960

JUNE CANADIAN UNIT RETAIL SALES

Equipment June
2018

June 
2017

Percent 
Change

YTD  
2018

YTD  
2017

Percent 
Change

Beginning  
Inventory
June 2018

Farm Wheel Tractors-2WD

Under 40 HP 1,980 1,823 8.6 7,260 6,993 3.8 10,135

40-100 HP 499 474  5.3 2,732 2,717 0.6 4,314

100 HP Plus 313 255 22.7 2,003 1,740 15.1 2,499

Total-2WD 2,792 2,552 9.4 11,995 11,450 4.8 16,948

Total-4WD 47 31 51.6 558 540 3.3 268

Total Tractors 2,839 2,583 9.9 12,553 11,990 4.7 17,216

SP Combines 236 149 58.4 831 800 3.9 790

— Assn. of Equipment Manufacturers

U.S. UNIT RETAIL SALES OF
2-4 WHEEL DRIVE TRACTORS & COMBINES
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Share Your News
With Us

	 NEDA is interested in news about members in-
volved in their communities, supporting charities or 
otherwise doing good deeds. Have you celebrated a 
business or personal anniversary, facility expansion, or a 
prestigious award from one of your suppliers, a special 
community event you participated in or any other way 
your business has been recognized that you would like 
to share with other members and have published in our 
monthly newsletter?  
	 Member stories and photos, will be showcased 
on NEDA’s media sites, in NEDA’s monthly newsletter 
or Weekly E-bytes. Please contact Dave Close or Art 
Smith, Editor of the monthly newsletter:  Dave at 800-
932-0607 – davec@ne-equip.com or Art Smith at arts@
pa.net. 
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How to Communicate Effectively 
During the Sales Process

	 In theory, sales is pretty simple: communicate the right way 
with the right people, and you’ll make sales. It’s in practice that 
most people complicate the issue. So how do you keep it simple?
	 Assuming you’re selling something where someone has to 
deal with you for any length of time, in other words, you’re not 
selling batteries at Wal-Mart, you need to get several points 
across, one: you care, two: you’re trustworthy, three: 
you understand their problem, and four: you’re compe-
tent and can solve their problem.
	 That said, effective communication begins with mindset. First, 
you must be completely sold on and have confidence in your prod-
uct, your company, and you. Next, you have to have empathy for 
the people you’re selling to and you must put them first, before 
your company, your product, the sale, and even before you. If you 
enter the sales conversation with confidence, caring, and compas-
sion, putting the other person’s needs first, you’re off to a good 
start.
	 Next is preparation. You need to know your product, the 
competition, how to identify the needs, wants, and desires of 
the prospect, how to present your product solutions, answers to 
objections, and you must be able to close.
	 Once you have the proper mindset and are prepared to sell, 
here are the other communication rules to follow:
	 Rule 1: Be honest and authentic.
	 Rule 2: Agree with people. Never argue or 
debate. Rarely will you get anywhere by beginning a conver-
sation by disagreeing with someone. When you push back, most 
people dig their heels in even further. Start by agreeing, let them 
be right, build some rapport, and then start to shift the conversa-
tion.
	 Rule 3: Listen well. The better you listen, the more people 
will like you because most of us are not listened to during the day. 
While we are speaking, the other person is thinking about what 
they’re going to say. Especially on initial calls, you want to be lis-
tening far more than you speak, about 70 to 80% of the time. Take 
notes if necessary and make sure you actually hear what is being 
said. Read between the lines and wait five seconds after someone 
is done talking before you speak. 
	 Rule 4: The most important part of commu-
nication is the mindset of the audience. What is 
going through their brain? What are they thinking? If they think 
it’s green and you think its red, you’d better figure out why they 
think its green and how you may be able to educate them as to 
why it’s actually red. If you’re going to connect and communicate 
effectively, you need to be able to see things from their viewpoint. 
	 Rule 5: People listen via their favorite radio 
station: WIIFM (what’s in it for me). Focus on the other person 
and what they are interested in. Why should they be listening to 
you? Why should they care about what you’re saying? Use “you” 
versus “I” language and ask good questions to find out what’s 
important to them.
	 Rule 6: Always speak in benefits. Never give a fea-
ture without the resulting benefit. Again, what does the feature 

mean to them? How does it save them time, money, effort, energy, 
headaches, or make their life better?
	 Rule 7: Be extremely responsive and answer client/
prospect communications as quickly as possible. Also answer calls 
and e-mails at night and on the weekends.
	 Rule 8: Do what you say you’ll do when you say 
you’ll do it. Then go one more step and go above and beyond, 
doing more than you promise. 
	 Rule 9: Everything affects your communication 
and how people hear you. You will be judged what you wear, how 
you speak, the car you drive, the pen you use, and everything else 
that the senses can pick up. 
	 Rule 10: Make sure your body language, facial 
expressions, eye movements, tone of voice, and 
words match the point you’re trying to get 
across. Most of communication is non-verbal. 
	 Rule 11: Don’t use industry-speak, jargon, acronyms, 
or words the other person is not familiar with. 
	 Rule 12: Speak intelligently about your product 
or service. If you don’t know the answer to a question, be hon-
est, and then follow up with an answer as quickly as possible.
	 Rule 13: Deliver important communication in 
person and don’t delegate it. 
	 Rule 14: Document communication when necessary.
	 Rule 15: Be scripted and know exactly what to 
say in each and every prospect and client situation. Role play and 
practice your scripts constantly with others and yourself.
	 Rule 16: In most cases too much communication is 
better than not enough. 
	 Rule 17: Don’t wait to communicate. When there is 
a potential issue, the more time passes, the worse the situation 
usually gets.
	 Rule 18: Always follow an e-mail with a phone 
call or text message (whichever medium the person pre-
fers) and sometimes a physical mailing. You can’t assume they 
saw your e-mail. 
	 Rule 19: Communicate based upon facts, not 
assumptions. Clear up assumptions by asking questions. An 
e-mail in all capital letters may mean it’s easier to proof-read 
e-mails before they go out, not that the person is mad at you. 
	 Rule 20: Communicate based upon facts, not 
opinions. “It’s cold in the room”, is an opinion. The first ques-
tion to ask is, “Is that a fact or an opinion?”
	 Rule 21: No negative talk. Keep prospect and customer 
interactions positive and upbeat. People like to do business with 
positive people.

John Chapin is a motivational sales speaker and trainer. For his free news-
letter, go to: www.completeselling.com  John has over 29 years of sales 
experience as a number one sales rep and is the author of the 2010 sales 
book of the year: Sales Encyclopedia. - The largest sales book on the planet 
(678 pages). -- 508-243-7359 -- johnchapin@completeselling.com www.
completeselling.com
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