The Penn State Ag Counal fworklng with PDA and USDA in survelllance management and publlc educatlon
regarding the invasive spotted lanternfly in Pennsylvania. Towards that end, we are creating educational materials
for distribution both online and in print.

All of our content and a process to report any sightings of SLF across the state are on our website at extension.
psu.edu/spotted-lanternfly (or you can just search PSU SLF). We also have a SLF hotline set up to answer questions
from the public and to report sightings outside of the quarantine zone - 888-4-BADFLY (888-422-3359) toll-free.

Spotted lanternfly permits are required for businesses and organizations if you are moving within or from
the quarantine zone in the course of your work. We are working with PDA to create an online course for training
and permitting purposes for businesses operating within the quarantine zone. That course should launch in mid-
August.

Until then, you will find existing permitting instructions at:
https://www.agriculture.pa.gov/Plants_Land_Water/Plantindustry/
Entomology/spotted_lanternfly/quarantine/Pages/default.aspx

Please educate you and your customers on this destructive pest and let us
know if you need volumes of printed materials for meetings or for distribution by
your members.

PDF of our “rack card,” which is a general educational piece on SLF and our
SLF Homeowners guide, which is more of a management piece can
be obtained. Communicate to the University for your needs.

Please let Mary F. Wirth, Director, College Relations &
Communications, College of Agricultural Sciences
The Pennsylvania State University, 229 Ag Administration Building,
University Park, PA 16802, Ph. 814-863-9646, Extension.psu.edu -
Agsci.psu.edu, know if you have any questions
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NEDA Workers’ Compensation Safety Group
Over 22.3% Average Dividend

For The Last 10 Years!

Exclusively for New York Members of the Northeast Equipment Dealers Association

DIVIDEND HISTORY Policy Year  Dividend
2016-2017 35.0%

/" Northeast 2015-2016  30.0%
' -;-:‘..’ Equipment 2014-2015 20.0% C
V" Dealors 2013-2014  15.0% HF&

..... = _ o
Association ggﬁ 581 g L 280//0 HAYLOR, FREYER & COON® I
= o (0] ®
Commitied fo Bullding The Best Business 2010-2011 200% Insuring All You Value
Envircnment for Northaast Equipment Dealors 2009_201 0 250%

2008-2009 37.5%
2007-2008 20.0%

ELIGIBILITY . Members of NEDA Inc.

. Construction/Industrial Equipment Dealers

. Material Handling & Lift Truck Dealers

. Farm Equipment Dealers

. Outdoor Power Equipment Dealers

. Rental Equipment Dealers with Repair Facilities
ADVANTAGES

. Aggressive Advance Discount (up to 25%)

. Excellent Dividend Potential

. Claims Management & Loss Control Services

. Monthly Instalilments for Qualifying Dealers

Eligible Eligible
NEDA Dealers NEDA Dez?lers
Purchasing Purchasing

Workers’ Comp
From ALL OTHER
SOURCES

Workers’Comp
From Safety Group
#548

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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What does 3.8% unemployment mean
to your dealership? Higher salaries?
Higher turnover? Increased overhead
(benefits)? Competition? Technician and
staff shortages? For some it'll be all of
them plus a few others, for others it's an
opportunity. Dealers able to attract/hire
quality staff and develop them will be in
the best position to support their custom-
ers/keep them up and running and ulti-
mately the winner of the survivor contest!

Tim Wentz
Field Director / | attended a PACTA (Pennsylvania

Legislative Committee
Chairman
717.576.6794

Association of Career and Technology
Administrators) event at State College in
July of this year. It was an enlightening
experience! Listening to the questions
fielded by the speakers and attendee conversations between sessions
sounded very similar to conversations | have had and heard at equip-
ment dealerships. Recruiting, retention, engagement and develop-
ment (students and staff) were reoccurring themes. If | had to pick one
main theme, however, | would have to say that the issue of creating/
supporting a sense of “family” within the workplace was the most
popular. Sound familiar?

Perhaps my biggest challenge while at the conference was figur-
ing out which presentations to attend as there were multiple pre-
sentations available in a given time slot. The two | ended up getting
the most out of were a presentation by the Associated Builders and
Contractors Association (ABC), Western Pennsylvania Chapter and the
Admissions department at York Tech High School. Both presentations
addressed how “they” have attempted to overcome the negative
preconceived perceptions of their industry, education and career
potential.

ABC hired a manager of Workforce development and established
multiple Apprenticeship programs in partnership with Career and
Technical Training centers and high schools. York Tech went from
struggling to find enough students for their programs (their source
of funding) to having to tell students that “they didn’t make the
cut” and were assigned to the school’s waiting list (as many as 300
students).

Both presentations instructed conference participants that a key
to successful recruitment and retention was an ability to communi-
cate a clear “career path” and indirectly set expectations. Both ABC

and York Tech had heard that message and revamped their recruiting
continued on page 4

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.

Www.ne-equip.com

Board of Directors

OFFICERS

JOHN E. KOMARISKY, President

Main & Pinckney Equipment Inc. / Aubumn, NY
315-253-6269 - FAX 315-253-5110

New Holland, Simplicity, Brillion, Bush Hog
john@mainandpinckney.com

NATE SHATIUCK, Ist Vice President / Treasurer
Devon Lane Farm Supply, Inc. / Belchertown, MA
413-323-6336 * Fox: 413-323-5080

Yanmair, Landini, Monosem, Ferris, Simplicity,
Stihl, Husqvarna

nates@devonlane.com

CRAIG HOUSEKNECHT, 2nd Vice President

EDA & UEDA/NEDA OPE Council Member

Moffett Turf EQuipment (MTE) / West Henrietta, NY
585-334-0100 ¢ Fox: 585-334-6332
chouseknecht@mte.us.com

Jacobsen, Mahindra, Venitrac, Smithco, Turfco,
Redexim, Golf Lift, Lely, Ryan, RedMax

ROBERT SPOHN, Immediate Past President

Sharon Springs Garage / Sharon Springs, NY
518-284-2346 « Fox: 518-284-2774

AGCO, White, Hesston, Gehl, Kubota, Allis, Simplicity
rspohn@live.com

RALPH GAISS, CEO and Executive Vice Pres.
800-932-0607, Ext. 222 » Fox: 315-451-3548
rgaiss@ne-equip.com

DIRECTORS

JOSH AHEARN, Past President 2016
Aheam Equipment, Inc. / Spencer, MA
508-885-7085 * Fax: 508-885-7261
Kubota, Cub Cadet, Stihl, NAPA Dealer
ffaheam@aheamequipment.com

SCOIT BAIR

Mountain View Equipment, Inc. / Plattsourgh, NY
518-561-3682 * Fax: 518-561-3724

John Deere AG/CCE, Claas, Kuhn Knight,
Kverneland, Stihl, Husqvarna, Frontier, Servis, Rhino
scotft@minviewequip.com

BRIAN CARPENTER, Past President 2009
Champlain Valley Equipment / Middlebury, VT
802-388-4967 » Fax: 802-388-9656

New Holland, Case IH, Kubota, Gehl
brian@champlainvalleyequipment.com

BRAD HERSHEY

Hoober, Inc. / Mifflinfown, PA
717-436-6100 * Fox: 717-463-2312
Case IH, JCB, Kubota
braddh@hoober.com

ED HINES, Past President 2014, 2001
Hines Equipment / Cresson, PA
814-886-4183 » Fox: 814-886-8872
Case IH, Gehl, New Idea, Cub Cadet
ejh@hinesequipment.com

BRYAN MESSICK

Messick’s Farm Equip./ Elizabethtown, Pa.
717-361-4836 ¢ Fax: 717-367-1319
New Holland, Kubota, Krone
bryanm@messicks.com

SCOT L. STANTON, Past President - 2003
Stanfon Equipment Inc. / East Windsor, CT
860-623-8296 * Fax: 860-627-9832

John Deere Ag., Knight, Athens, Hardi
scot@stantoneq.com

WENDELL WALLDROFF, Past President - 2002
Walldroff Farm Equip., Inc. / Watertown, NY
315-788-1115 » Fax: 315-782-4852

New Holland, Hesston, Woods, White-New Ideaq,
AGCO, Allis

wendel@walldroffequip.com
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CT ME MA NH NJ NY PA RI VT

O@WW‘:@M continued from page 3

materials. Below is an example of one of the recruiting materials ABC has
developed:

CONSTRUCTION CAREER PATH

Construction careers in today s markel are all about high-tech, high-stakes, huge earning potential and the opportunity
1o trave! the world. Wh r you are in your egucat S a way lor you to start traini xcunng the nght
credaentials now, Be a basic career path for the co uction industry. You can get more details about each step

by visiting byf.org and using our Intaractiv 3 path. Start building your future now

Bottom-line, as an industry we can’t afford to stand on the sidelines! It's
easy to think that as equipment dealers our primary purpose is “pushing iron”.
Unfortunately, that would be a mistake: we’re in the “people” business! The
manufacturers we represent are in the “iron” business...

W
NEW MEMBER

NEW DEALER MEMBER
STAN'S LAWN & GARDEN
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Principal: Shane Rodgers g
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341 Hannahstown Road e Cabot, PA 16023

724-352-1882 ¢ Fax 724-524-1728

Androscoggin County

E-Mail: stanslawnandgarden@gmail.com e rodgers.s.c@gmail.com

Lines: Echo, Shindaiwa, Kohler, Kawasaki, Briggs & Stratton, Onan, Stens, Oregon

remat g T PR T e o L Uk i

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




TODAY, OFFERING

THE RIGHT EQUIPMENT
FINANCING HAS
NEVER BEEN MORE
IMPORTANT.

This is a time when equipment buyers need the best

deal, and AgDirecte can help you give it to them. With our
purchase and lease options, competitive rates and ag-
friendly terms, AgDirect helps you deliver the financing
flexibility producers want, to preserve the working capital
they need.

Offer AgDirect. There's never been a better time for
simple, fast and flexible financing.

Learn why more dealers are choosing AgDirect. Call us
or visit agdirect.com today.

AgDirect.

POWERED BY FARM CREDIT.

Dan Abrahamson
CT, ME, MA, NH, NJ,
NY, RI, VT

(607) 765-6271

AgDirect is an equipment financing program offered by participating Farm Credit System Institutions.
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Hooher Names Don Mikes
President & CEO

Intercourse, PA | Hoober Inc, a farm equipment dealer with locations in
Pennsylvania, Delaware, Maryland and Virginia, recently announced that Don Mikes
has been hired as the company's president and chief executive officer.

Mikes replaces Rod Lefever, who served as president since the beginning of 2017.
"I believe bringing Don on board demonstrates our family's long-term commitment to
doing what is in the best interest of our customers, our employees and our company;, "
said Lefever.

Mikes joins Hoober after a successful career with Penske Truck Rental and Leasing,
where he started as a Management Trainee after graduating from Shippensburg
University with a BS/BA in Marketing. Mikes rose to the position of vice president of
Consumer Rental and senior VP of Rental which included consumer and commercial
product lines and leading and directing Penske's $1.6 billion rental business.

"Hoober is a family company and there are family members involved in the day-
to-day operations of our dealership, both in leadership and various positions within
different departments," said Chuck Hoober. "Our family's commitment to the business
is as strong as ever. We wanted to find the person we felt was the best fit to take on the
Presidents role and Don really impressed us with his passion, vision and understanding
of what has helped Hoober become who we are today. We're excited to have him join
Hoober."

~ Posted in and courtesy of Dealer News

2018-19 Round of REAP Open Now
for PA Dealers and Farmers

The State Conservation Commission began accepting 2018 REAP applications on
Monday, August 6, on a first-come, first-served basis.

What's new for 2018:

* Cover Crops — Farmers can now apply for up to 3 years of proposed cover crop
plantings. In addition, applicants are eligible to receive credits on the same acreage
more than once. Applicants are no longer required to provide detailed field-level
maps of where the crops are planted.

e Riparian Forested Buffer Maintenance — Maintenance activities such as
replanting, mowing, and herbicide treatments are now eligible for REAP credits.
Applicants must fill out the REAP Riparian Buffer Maintenance Worksheet (p15 of the
REAP application) and provide details regarding other public funding (if applicable).

¢ Legacy Sediment — The Commission is interested in getting involved in a legacy
sediment project in 2018-19. We are looking for an opportunity to test how REAP
could potentially help install water quality BMPs involved in a remediation project.

e Low-Disturbance Residue Management Equipment (Vertical Tillage) — Modified
vertical tillage equipment is not eligible for REAP tax credits. The REAP guidelines
pertaining to this equipment remain the same. However, equipment that has modified
to meet the guidelines will not be accepted.

The 2018 REAP application packet can be found on the REAP webpage at: ---
https://www.agriculture.pa.gov/Plants_Land_Water/StateConservationCommission/
REAP/Pages/default.aspx

6 ... Alone we can do so little ... together we can accomplish great things!
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|ancaster Farming

LQCATOR

Your online equipment and auction finder

Committed to Building The Best Business
Environment for Northeast Equipment Dealers
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- pieces of equipment,
T find what you need to
POWER YOUR LIFE!
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Search Lancaster Farming Locator on YouTube, watch the latest videos
and subscribe to our channel to know when new videos are posted!
https:/lyoutu.be/X5HXSsqmErk

LANCASTERFARMINGLOCATOR.COM

For more information call 717-721-4449 or email sales@LancasterFarmingl.ocator.com
One East Main St., Ephrata, PA 17522

Www.ne-equip.com
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Charter Software Inc. Partners with MSI Data to
Enhance Field Service Management Capabilities

Charter Software Inc.,, maker of the ASPEN
Business Management System, has partnered with
MSI Data to deliver its Service Pro field service
management solution to servicing and precision
Ag dealers who perform equipment or product
installations, repair, planned or preventive mainte-
nance, inspection, and other field services.

“We are excited to be able to extend ASPEN's
current field service management functionality
through this partnership. Providing rich mobile
services like MSI's Service Pro is a key piece
of our overall product vision, and partnering
with MSI will help us advance our capabilities”
Charter Software President/CEO Anne Salemo
said. “Charter believes that mobile service as an
extension of the shop, whether working on rental
units to increase uptime, or getting customers
equipment up and running as quickly as possible,
will give our dealers and distributors a competitive
advantage”.

Through the MSI Data partnership, ASPEN's
current field services will expand to include:

e Visibility to where a service tech, customers’
or rental equipment is at any time using
telematics.

e Proactive notifications to the dealer when
machine maintenance intervals and addi-
tional telematics information are available.

¢ Mobile forms that allow technicians to per-
form inspections in the field.

e The ability for dealers to respond to ser-
vice requests in real-time, increasing field
resource utilization that improves service
cash flow. and

e More effective and timely customer com-
munications. Customers will receive real-
time mobile service status updates indi-
cating things like when a technician is en
route and/or service work is complete.

"Charter Software has proven its commitment
to helping equipment dealers succeed in field ser-
vice with comprehensive, integrated service, work
order and parts management tools.

About Charter Software Inc. Charter Software
provides scalable, integrated Microsoft-based busi-
ness management software designed to increase
communication and profitability across all depart-
ments for equipment dealerships, golf car, and
turf distributorships. ASPEN, Charter Software's
business management software, provides best-in-
class mobile and rental tools that help companies
manage multiple aspects of their business both in

and out of the office.
~Submitted by Betsy Chase, Director of Marketing
Chartersoftware.com | solutions@chartersoftware.com
(303) 932-6875

OSHA Proposes Rule To Better Protect
Personally Identifiable Information

OSHA issued a Notice of Proposed Rulemaking to remove
provisions of the “Improve Tracking of Workplace Injuries and
llinesses” rule. OSHA believes this proposal maintains safety and
health protections for workers, protects privacy, and reduces
the burdens of complying with the current rule. The proposed
rule eliminates the requirement to electronically submit infor-
mation from OSHA Form 300 (Log of Work-Related Injuries and
llinesses), and OSHA Form 301 (Injury and Iliness Incident Report)
for establishments with 250 or more employees that are currently

required to maintain injury and illness records. These establishments would
be required to electronically submit information only from OSHA Form 300A
(Summary of Work-Related Injuries and Ilinesses).

~OSHA QuickTakes

8 ... Alone we can do so little ... together we can accomplish great things!
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WL200WBARC
200-watt

LED Flood / Spot S712

42-1/2” long $155.00 Halogen 55w $9.90
18,000 Lumens Flood Light

STRS8R / STR8W
Dual Row Strobes

i *Red /White
WLI5-MINI *15 Flash patterns
| 5-watt- 1125 Lumens $3520 *Surface Mount $3080

*Synchronize function

ltem # Qty. Cost Ea. Total
WL200WBARC $155.00
ORDER FORM §712 $9.90
WL15-MINI _ $35.20
Dealership Name:
Shipping Address: STROR / STRBW ——— $30.80
City, State, and Zip: SUB TOTAL:
TERMS: NET 30 DAYS TO APPROVED MEMBERS
FREIGHT: PREPAID WITH CASE QUANTITY (IF NOT FOR RESALE) TAX.:
Payment Method (Prepayment is required) SHIPPING:
Check Enclosed (Payable to NEDA) TOTAL:
Credit Card (VISA or MC) Acct # Exp. Date:
(Circle One)
Cardholder Name: Signature:

128 Metropolitan Park Drive, Liverpool, New York 13088 ¢ PQ Box 3470, Syracuse, New York 13220
800-932-0607 / 315-457-0314 Fax: 315-451-3548 Website: www.ne-equip.com
OFFER EXPIRES SEPTEMBER 30, 2018



BY JOHN CHAPIN

The Next Economic Crisis Will

Eliminate 85%

| have a prediction, and I'm pretty good at predic-
tions, from American Pharoah to the Cubs, so here’s my
latest: only the top 15% of salespeople will survive the
next economic upheaval. Whether it's a significant stock
market correction, a tragic world event, or another
financial crisis similar to that of 2008, the next calamity
that shakes the economy and causes U.S. companies to
tighten their belts once again, will leave 85% of sales-
people in its wake. If you're in the 15%, that’s great
news, if you're in the 85%, it's a warning and hopefully
a wake-up call.

Here's the logic behind the prediction: The biggest
issue | see in the workplace is a lack of accountability.
This has been true for decades when it comes to sales
teams, Realtors, financial planners, insurance agents,
and anyone else whose primary role is to bring dollars
into an organization. Many organizations let mediocre
and poor salespeople continue to stay on the payroll
and take more money out than they bring in while also
causing negativity, problems, headaches, and morale
issues across the organization. The next economic cor-
rection will leave companies unable to continue to sup-
port this dead weight.

The point of this article is not to be negative, it's
to address reality. We all know the economy, the stock
market, real estate, and pretty much everything else,
including your waistline, go in cycles and we've been
riding a pretty good wave for quite a while. We also
know that each hiccup in the economy causes further
scrutiny of expenses and the bottom line. But whether
the next economic storm comes in a week, or five years
from now, you want to make sure you fall on the right
side of the numbers. In other words, make sure you find
yourself in the 15%.

So if you're leading a team of salespeople and you
want to protect them, the best way to do it is to make
sure they have the one attribute of the top 15%: they
earn their keep. They can validate their existence based
upon the amount of good business they are bringing
in. As a sales leader you need to hire attitude and work
ethic and watch activity. Set expectations and hold
people accountable to those expectations. Provide sales
skills and product training and know how to motivate
each individual.

If you're a salesperson... begin by taking complete
responsibility for success or failure. It isn't the market,
your boss, or your pricing structure that determines
success, it's you, specifically your activity, sales skills,
and ability to influence others. Also realize that while
your employer should train you, most fall short... way
short, especially when it comes to sales skills training.
Ultimately it's up to you to develop yourself person-
ally and professionally. The best way to do this is to
set personal and professional goals and then get busy

of Salespeople

achieving them. Start with your income goal for the
year and then calculate your daily activity. How many
sales do you need to make to hit your goal? How many
proposals, how many prospects, and how many calls
do you need to make? Next, make that many calls and
more. From an education standpoint, you have to be
educated on your product, the industry you're selling
to, sales skills, people, and effective communication.

From a personal development standpoint, under-
stand that the better you feel mentally and physically,
the better you'll perform.

The message of this article is: be ready for the next
correction because it's coming... sometime. When it
happens, organizations will have to run lean. They will
no longer be able to afford to carry that a salespeople
who are simply along for the ride. There will be a mas-
sive thinning of the herd, a survival of the fittest. The
salespeople who survive will be the ones who first: are
clearly assets versus liabilities and second: able to show
that they are far more valuable than the information
that is now readily available to prospects and customers
via the internet and other sources.

Yes, this is still the land of opportunity where any-
one, regardless of race, gender, or religion, can make it.
Whatever issues you have, someone’s had it worse and
overcome it. So if you're in the 15%, keep getting bet-
ter, and if you're not, get out of your way and get to
work while there’s still time.

John Chapin is a motivational sales speaker and trainer. For
his free newsletter, 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. Phone 508-243-7359 - 24/7; johnchapin@
completeselling.com — www.completeselling.com

YOUR
MEMBERSHIP
INFORMATION

U

We thrive on doing everything possible to ensure that
your dealership information is as accurate as possible. To
do this, we need to make sure our records match yours so
you receive the most current information that is happen-
ing in our industry. Please click here and fill out the veri-
fication form and either email back to davec@ne-equip.
com or fax back at 315-451-3548.

MEETING THE EXPECTATIONS OF OUR MEMBER
IS OUR NUMBER ONE GOAL!

10 ... Alone we can do so little ... together we can accomplish great things!
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Federated Mutual
Group and
Federated Life
Gompany Named to
2018 Ward's 50°
Top Performers

"We are proud to have not
only our mutual company, but
also our life company listed on
the Ward's 50 Top Performer
list," said Federated Insurance
Chairman and CEO Jeff Fetters.
"Our continued recognition
by Ward Group reaffirms the
strength of our risk manage-
ment efforts in helping our
clients succeed."

“Low investment returns,
rising loss costs, and competi-
tive market conditions contin-
ue to impact financial returns
for the industry. In selecting
the Ward’s 50, we identified
companies that pass finan-
cial stability requirements and
measure their ability to grow
while maintaining strong capi-
tal positions and underwriting
results,” said Jeff Rieder, part-
ner and head of Ward Group.

Founded in 1904, Feder-
ated Insurance is a national
insurance and risk manage-
ment organization that serves
the property, casualty, and
life insurance needs of clients
in select industries. The orga-
nization has more than 500
recommendations from state,
regional, and national associa-
tions and buying groups and is
rated A+ (Superior) by industry
analyst A.M. Best®.

At Federated Insurance,
It's Our Business to Protect Yours.®

~Courtesy of MMTA

MANAGEMENT
BOOT CAMP

DATES

CITIES

WEDNESDAY
OCTOBER 315 2018

WEDNESDAY

NOVEMBER 72018

TOPICS INCLUDED

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 02451

Creating Processes for Service,
Parts & Sales, Management Basics

and
MORE!

INTERBATIOMAL, TNC

1-DAY

INVESTMENT

$195

PER PERSON

REGISTER TODAY

WWW.BOBCLEMENTS.COM
800.480.0737

EMAIL US

info@bobclements.com
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ow to Document

EMPLOYEE PERFORMANCE

It happens to every manager: You sit down to
prepare a staff member's review and realize you can
remember only what the person has done the past few
weeks. Alternatively, you allow only a single incident
(good or bad) to color your assessment.

Supervisors should never rely solely on memory to
evaluate employee performance. That makes apprais-
als far more difficult than necessary. Instead, it is best
to institute a simple recording system to document
employee performance.

The most useful, easy-to-implement way is to create
and maintain a log for each person. Performance logs
do not need to be complicated or sophisticated. They
can simply be sheets of paper in a folder or a file on
your computer. Choose whatever means you are com-
fortable with.

The key is to establish a system that you will use
regularly. No matter how you take notes, make sure to
keep them confidential.

Many employee lawsuits can be quickly dismissed
if performance logs can clearly
demonstrate a history of perfor-
mance problems leading to the
firing.

RECORDING EMPLOYEES’
PERFORMANCE: 8 TIPS

To begin the process, create
a file for each employee you
supervise. Include in each file
a copy of the employee's job
description, job application and
resume. Then follow these steps
for recording performance:

(1]

Recording only negative incidents will unfairly bias
your evaluation. Make a point to note instances of sat-
isfactory or outstanding performance, too.

One way to ensure a balanced reporting: Update
employee performance logs on a regular basis, instead
of waiting for a specific incident to occur. Ironically, fail-
ing to document a positive performance can strengthen
an employee's claims of discrimination. A file of all-bad
comments may look like a setup.

(2]

Details such as time, date and day of the week
help identify patterns that may indicate an under-
lying problem before it becomes more serious.

(3]
In all log entries, be careful about the language you
use. Performance logs can end up as evidence in a law-

Supervisors should never
rely solely on memory
to evaluate employee

performance. That makes

appraisals far more
difficult than necessary.

suit. Your log comments should only focus on behavior
that you directly observe. Do not make assumptions
about the reasons for the behavior or make judgments
about an employee's character. Keep out any com-
ments that border on personal comment or that show
personal prejudice.

Avoid emotional content, including personal impres-
sions ("I think ..."), labels ("He's a whiner ...") and adjec-
tives ("very unproductive ...").

(4]

Example of poor documentation: "Employee was
late three times in the past month.” Better: "Employee
was 30 minutes late on Feb. 5; reason given: traffic.
Employee was 45 minutes late on Feb. 9; reason given:
overslept. Employee was an hour late on Feb. 23; rea-
son given: car problems."

(5 A good rule of
thumb: Any statement that would be inappropri-
ate in conversation is also inap-
propriate in an employee log.
That includes references to an
employee's age, sex, race, dis-
ability, marital status, religion
or sexual orientation. Do not
suggest reasons for employee
actions or make connections
between events without direct
evidence.

For example, you may
know that Dan's wife recently
filed for divorce, but do not
suggest in the log that his per-
sonal problems are the reason
his work performance has slipped.

(6

Log entries should use specific examples, rather
than general comments. Instead of saying, "Megan's
work was excellent," say, "Megan has reduced the
number of data entry errors to less than one per 450
records."

(7

If you begin to see patterns, make notes in the log
or flag prior incidents of the same behavior. You do not
need to discuss every entry with your staff members.
Bring your observations to the employees' attention
only after you have defined a specific problem.

(8]
Do not include comments about a behavior in one
continued on page 14
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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

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 e 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 e www.haylor.com

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

NEDA ON-LINE EDUCATION

Vanessa Clements at BCl 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

valuation and growth opportunities.

PRINCIPAL

Www.ne-equip.com

Here’s the deal ... we're here to help your business grow.

When it comes to finding solutions for your business, that's what we do.
The HBK Dealership Group offers you the expertise and experience of more than 30 years of specialization in the dealership industry.

Our team of professionals, led by Rex Collins, has worked with hundreds of dealers from coast-to-coast since 1987 on creative tax
planning and operational issues, transaction support, and consulting to increase profitability, government regulatory compliance,

James Dascenzo, CPA

WHBK
CPAs & Consultants

rcollins@hbkcpa.com
jdascenzo@hbkcpa.com

317-886-1624 | hbkcpa.com

Rex Collins, CPA, CVA
PRINCIPAL
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THE IMPORTANCE
OF PIVOTING

Q: What does it mean to pivotin
business?

A: The difference between a successful small
business and a passing fad depends on your
willingness to evolve and explore innova-
tive ways for your business to meet a market
need. In the startup/small business commu-
nity, we call this concept pivoting.

Business success often relies on your vision
and experience - but the plan you started
with doesn't always work out, or it may need
to abruptly change course to achieve success.
So you pivot. Pivoting is to test your hypoth-
esis continually, iterate on your ideas and see
what works or fails. This testing enables you
to identify the problems and change direction
accordingly.

What it means for you as a business owner
is the importance of open-mindedness and a
willingness to learn. Pivoting can be applied to
any element of your business model, whether
it's marketing practices, technology, product
features, sales channels or revenue models,

Q: How do you know when to pivot?

A: As the owner, you are in the best position
to determine how to pivot and when, but
there are a few questions you can ask your-
self to be sure:

® Are your users or customers unsatisfied
with your product or service? Take time
to really listen to what they're saying.
It might be time to make a change to
make your market work,

e Does one part of your business work
better than the whole? If a spinoff prod-
uct is working better than the original,
it might be a good time to look at the
whole picture and refocus your efforts.
A new approach may have greater po-
tential than your original plan.

To better understand the concept of pivot-

ing, | recommend Eric Ries' "The Lean Start-

Up."

EMPLOYEE PERFORMANCE

continued from page 12

person’s performance log if you ignore the same behavior in
other employees. When in doubt, check to see how similar
problems have been documented in the past.

PERFORMANCE LOGS: WHAT TO INCLUDE AND
WHAT TO LEAVE OUT

® Project assignments and deadlines met or not met.

* Your assessment of the quality of an employee's work.
Cite attempts you make to help the employee improve.

e Instances of tardiness, work absences or extended
breaks.

e Disciplinary discussions and actions taken.

¢ Employee responses to problems and questions.

e Positive contributions to the work effort.

e Details of significant personal interactions with the
employee.

DO NOT INCLUDE:

e Rumors or speculation about the employee's personal
life.

e Theories about why the employee behaves a certain way.

e Information about the employee's family, ethnic back-
ground, beliefs or medical history.

e Your opinions about the employee's career prospects.

¢ Unsubstantiated complaints against the employee.

GRAPHIC DESIGN
& PRINT SERVICES

BY LEE NEWSPAPERS INC.
- "
Vinyl Business
Banners Forms

Flyers,
Brochures

Labels,
Stickers

Business Tickets,
Cards Postcards
And many other possibilities!

Stop in and visit or give us a call
to find out what we can do for you!

w6113 ST. HWY. 5, PALATINEBRIDGE, NY 13428
COMMERCIA INT@LEEPUB.QOM * 518-673-0101"
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MANAGEMENT "}.‘? L RENTAL
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SERVICE
TOOLS

MANAGEMENT TOOLS

JOB DESCRIPTIONS AND EXPECTATIONS

Service
Service Coordinator
Service Writer
Service Technician
Service Manager

Parts
Parts Sales - Inside Sales
Parts Counter Sales Rep
Parts Manager

Sales
Sales Manager
Sales Rep

GENERAL
General Manager
Office Bookkeeper

HUMAN RESQURCES
Employee Handbook
Job Analysis
Telephone Reference Check Form
Performance Review Exempt
Performane Review Non- Exempt
Craigslist Ad Samples

FINANCIAL AND FORCASTING
Business Valuation - Template
Financial Trending Analysis Worksheet
Forecasting Spreadsheet Service Shop
Ratios Defined
Sales Forecasting Report
Budgeting Worksheet
Shop Rating Quiz

MARKETING
Social Media Overview

INTERNATIONAL, INC.

—
(’4 Bob Clements

Bob Clemenfs

NTERALATIONAL | N

WHOLEGOODS

SERVICE TOOLS

FORMS

General Manager

Annual Maintenance Handouts for Customers
Menu Pricing for Yearly and Hourly Maintenance
Notice of Abandonment

Technician Time Log

Flat Rate Counter Book

Weekly Time Sheet Totals

Initial Diagnostic Excavators and skid Steer Loaders
Initial Diagnostic Sheet Garden Tractors

Initial Diagnostic Sheet Snowblowers

Initial Diagnostic Sheet Tractors

Initial Diagnostic Sheet Zero Turn

Initial DiagnosticSheet WB - Mowers-Tillers
Repair Questions

Initial Diagnostic Sheet Trailers

PARTS TOOLS

Flat Rate Counter Book
Parts on Demand Flyer
Parts Pricing Markup
90 Day Check List

WHOLEGOODS

Card- Deluxe Package

Card- Premium Package

Card- Super Saver Package

Equipment Price Tag (Sample)

Extended Service Agreement

Manufacturer - Vendor Termination Agreement
Tiered Pricing Worksheets with Price Tag
Vendor Analysis

S

|
PODCAST
TOOLS

@ WEBINARS

ey,

RENTAL TOOLS

Rental Agreement
Rental Rates
Concise Rental and Loan Agreement

WEBINARS

Your Dealerships Curb Appeal

Finding and Hiring New Employees

Handling Objections and Closing the Sales

Incrase Service Department Efficiency in Two Easy Steps
Utilizing Flat Rating in Your Dealership

How to Run a Profitable Shop

Before You Say "You're Fired.”

Customer Service at Your Parts Counter Training

The High Performance Tech

Managing By The Numbers

How to Unclutter Your Parts Department and Increase Profits
Motivating Employees for Increased Performance

5 Management Musts

Using Your Website to Increase Cash Flow

PODCAST TOOLS

Dare to be Different
Active Listening
Filling the Funnel
Power of Questions
Instant Rapport

INVESTMENT:

$495

PER YEAR

CONTACT VANESSA CLEMENTS TO GET STARTED TODAY!

(816) 876-4700 | vanessa@bobclements.com




10 THINGS THAT CAN
GET YOU FIRED

Nobody wants to be fired. Most people avoid it
by generally doing good work and keeping complaints
about their jobs to themselves or close family.

Most professional employees are "employees-at-
will," which means that they can be fired for any reason
-- or none at all. Employment-at-will laws vary from
state to state, but if you are not in a union or do not
have a contract, they likely apply to you.

1. Get Conveniently Sick

It is okay to take sick days when you need them, but
if you take too many at the wrong times, it could mean
more free time to convalesce. "If you want to get fired,
repeatedly call in sick on Mondays. "Muscle up and get
yourself in there. Hangovers are no excuse. "The same
goes for vacation days. Ditching the company for a
few days of sun and surf in the middle of a busy season
reflects poorly on your dedication to the well-being of
the business.

"An administrator in a department had a key role in
planning a major event, and the admin called in sick for
three days the week before the event. A check of her
records showed that she had a pattern of calling in sick
around major events. "All of the work gets dropped on
others' shoulders. That, when combined with her sloppy
work and incomplete projects, got her cut from the
roster.

WHAT TO DO REALLY: Show up every day even
if you are not feeling well. If you can crawl in and
are not’ contagious, get to work. Being absent
more than once a year is noticeable and you need
to save this intrusion for when it counts. Most
places do not have people to spare to do your job
when you feel like taking the day off. If you con-
sistently miss the allowable number of days, you
are walking the line.

2. Lie on Your Job Application

Everyone beefs up their resume, and assumes that
once they have the job; it is no longer important what
they did to get it. Not so fast. If your job performance
lags, your resume may be reviewed again. An inconsis-
tency or poorly timed embellishment could be used to
get rid of you. For example, one recalls a member at a
former employer who noted on his resume that he had
his CPA when he did not. He had taken all the course-
work, but did not take the exam. "He had the job, was
doing a good job, but was fired on the spot when his
boss found out he had lied on his resume. The job did
not require a CPA, but the boss checked to see if he had
it anyway. "Even though it wasn't a requirement, it
reflected on his character.”

WHAT TO DO REALLY: If there is a problem, be
part of the solution. If you want to move up, be

a problem-solver. To managers, a problem-solver
translates to decision-maker. If you have a prob-
lem that needs supervisor attention, be ready
with solutions.

3. Be Disgusting

A number of managers that have employees who
were unkempt. "When it came time for downsizing,
they were at the top of the list." You might think that
hygiene habits should be a personal decision left to each
staff member's own discretion, but bad body odor goes
beyond the cubicle around you. "It's engaging in anti-
social behavior. “ Not bathing, being unkempt... You
have to be very careful, especially if you're in a client-
interfacing role."

WHAT TO DO REALLY: Find ways to make your
boss’ know who you are and what you contribute
without being obvious and undermining your
boss.

4. Stay Anonymous

As the old adage goes, the squeaky wheel gets
the grease. If you always keep your head down, never
remind your boss of your accomplishments, and are not
a familiar face to the higher-ups, you are not going to
be remembered for what you are worth when head-
count is being shaved.

“It's not enough to just work hard, stay late, and be
intelligent. "It shows you're not a team player. If you
don't speak up in meetings and share your ideas, you'll
be the one who doesn't have ideas," instead of the one
who works late and meets deadlines.

WHAT TO DO REALLY: Communicate effectively
and concisely with your boss without being a
pain.

5. Never Compromise

An ego is arguably a necessity in the business world.
However, a big head that is consistently getting in the
way of efficiency and teamwork is a head that will roll.
"“If you're not forceful to the proper degree in promot-
ing your own ideas, you're not going to get anything
accomplished. However, you have to be able to do it in
the proper way.

Those who always need to do things their way,
"come across as single-minded and critical of others'
ideas. "If your ideas are smarter than everyone else's,
they'll rise to the surface and be appreciated -- unless
you don't listen to anyone else, ever."

WHAT TO DO REALLY: Strive for perfection.
Manager’s notice when they do not have to deal

with your mistakes or do your job.
continued on page 18
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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.

LY
* Website Design & Development - e PPC Marketing
* Digital Strategy Development =~ “Wl” = « Social Media Strategy & Management

* Search Engine Optimization o 3 * Targeted Hyperlocal Audiences
i
i3digitalagency.com

3 ——
- FASTLINE

NEXT LEVEL AGRIMARKETING

NORTHEAST EQUIPMENT DEALERS ASSOCIATIO

rl':,l Shipping/Freight Discounts from DLS

@Ep__g:g‘s Healthcare Benefits provided by Opoc.us

K} PREFERRED | Gredit Card saving with Preferred Payments

"’E Call us today at 800-932-0607
d,-.%- D to start receiving these benefits
et A or visit us at www.ne-equip.com

Www.ne-equip.com
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GET YOU FIRED ..icorompaes

6. Be Ungrateful

With unemployment hovering around 9.2%, try
to be thankful for what you have, instead of whining
about what you think you deserve. A lack of humility
can earn you a layoff notice. "If you want out, ask for
a raise before a round of job cuts, and get angry when
they don't give it to you.. “ It shows poor judgment.”

WHAT TO DO REALLY: Do not involve yourself
in personal conflicts. Stay clear of the strife and
keep it professional.

7. Don't Respect the Chain of Command

It is likely that the current chain of command in the
office has long been in place, and for good reason. Except
in the most extreme of circumstances, experts recommend
respecting it.

"When you're emotionally intelligent, aware of your
surroundings and know who the players are, you have a
sense of what you should say when, and when you should
keep your mouth shut. "You know when you should go
over someone's head, and when you should follow the
chain of command."

WHAT TO DO REALLY: Make yourself indispens-
able. Do not do the minimum to just get by, but
instead become an expert at everything you do
especially at things no one else can or wants to do.

NSRRI T 1 e

THE ELOG MANDATE
IS HERE!

Dealerships with drivers who currently use paper log books may need to
transition their drivers to electronic logs (ELOGS) by December 18, 2017. LI Keller
NEDA has identified J.J. Keller & Associates, a leader in helping fleets En
' cOompass
IpSystem

comply with Hours of Service regulations for over 60 years, as a trusted ELog Fleet Managemen
! 7 with ELogs

provider. J.J. Keller's Encompass ELog and fleet management system will
A Simple Solution With Sophisticated Performance

make the transition to ELogs easier on you, your drivers, and your budget.
Give them a call today and mention that you are a NEDA member.

The only system with an ELD that's Apple®-certified
and works with all vehicle classes (1-8).
Installs in just 10 minutes.

The only system compatible with

. drivers' iPad®, iPhone®, Android™,

Motorola® Solutions TC55 Touch

F Mobile Computer, or the Intermec®
CN51 Mobile Computer (Android™

0S).

The only system with thorough

back-office reporting options
from stand-alone ELogs to full
compliance and performance management.
Supported by our Encompass® internet-based
dashboard.

Contact Aaron at go&hﬁ?es;t
J. J. Keller & Associates - D%algrs

e ASSOCIAtion

Committed to Building The Best Business
Environment for Northeast Equipment Dealers

to Learn more
Phone: 800-843-3174 ext. 2577
Email: azuberbier@jjkeller.com

424509126

8. Spend Time with the Complainers, Non-
Performers and Gossips

When company information is leaked or major
deadlines are missed, someone will likely be fired. Even
if you were not involved, you do not want your name
associated with those of the usual suspects. There is a
"birds of a feather" mentality to this one -- if you are
in a clique with your most toxic colleagues, it is easy for
your boss to liken you to them. "If you are associated
with the gossip, it's going to be assumed you are spread-
ing rumors.

WHAT TO DO REALLY: Become a person that
people from other departments go to for help.

9. Never Take Responsibility When Things
Go Wrong

Take a page out of former Rep. Anthony Weiner's
book on this one. If you do something stupid, do not
lie about it. The truth will come out -- and you will get
a lot of negative attention if you are forced to admit
you tried to cover up. "It's not the crime, it's the cover-
up. "If you're the source of bad news about you and if
you admit to your mistakes and you don't repeat them,
that's a positive. You'll get credit for it."

However, if you blame failed technology, time
crunches, or the errors of your colleagues when things
go awry and you are to blame, you are expendable.

WHAT TO DO REALLY: If you are a department
head or supervisor, train your team to operate
efficiently when you are not there. This may
seem like a self-fulfilling prophecy to becoming
dispensable but good leaders/trainers/communica-
tors are rare. Managers will keep their good lead-
ers because they make managers’ jobs easier.

10. Take Credit for Other People's Work

No one likes a freeloader. If you are the worker who
never presents an original thought at work, or you take
credit for others' accomplishments, you are likely to find
yourself out the door.

"One guy stole commissions from co-workers..
Commissions at the company were given to the person
who did the legwork and sold the services to the client,
not by the person who answered the phone when the
client called to conclude the sale. "The company policy
was that you gave commission credit to the correct per-
son, even when they were out. "Take great pleasure in
firing this guy."

WHAT TO DO REALLY: Stay alert for warning
signs in your company or industry and plan appro-
priately. Be realistic. Do not be the next one to
be let go and do not stay on a sinking ship. If
your position is close to the level where others are
getting the axe or if you are seriously wondering,
you heed to have a Plan B. It is better to move on
while you are still employed than to wait until the
end. Your Plan B needs to be an intelligent choice
this time in an area that is more economy-proof.

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



LIHAT IS THE
DIFFERENCE
BETILEEMHTTP & HTTFS

Occasionally, there is something that comes down
the pike that is of real importance. The main difference
between http:// and https:// is it is all about keeping you
secure.

HTTP stands for Hyper Text Transfer Protocol.

The S (big surprise) stands for "Secure"... If you visit a
website or web page, and look at the address in the web
browser, it will likely begin with the following: http:///.

This means that the website is talking to your browser
using the regular 'unsecured language. In other words, it
is possible for someone to”eavesdrop" on your computer's
conversation with the website. If you fill out a form on the
website, someone might see the information you send to
that site.

This is why you never ever enter your credit card num-
ber in an http website! However, if the web address begins
with https://, that means your computer is talking to the
website in a secure code that no one can eavesdrop on.

You understand why this is so important, right? If a
website ever asks you to enter your credit card information,
you should automatically look to see if the web address
begins with https://.

If it does not, you should NEVER enter sensitive infor-
mation...such as a credit card number, SS # etc.

You can close more business in two
months by becoming interested in
other people than you can in two
years by trying to get people

interested in you.
~ Dale Carnegie

Www.ne-equip.com

FOR NEDA MEMBERS ONLY!

——— T——

Northeast

¥ Equipment
‘-4,?' Dealers

canreas AASSOCiAtioON

I II l LOGISTICS
SOLUTIONS

NEDA has partnered with
DLS Worldwide to bring you
discounted rates on domestic and
international shipping.

Based in Chicago, DLS Worldwide specializes in
moving Agricultural, Industrial and OPE equipment
and machinery throughout the lower forty eight states

and to and from the Canadian provinces.

m DSL Worldwide moves new, used and
remanufactured parts and equipment

m DSL Worldwide’s R&L carrier contract
has $10 lift gate and limited access fees for
NEDA members

m DSL Worldwide’s rates don’t increase
when you enter oversized skids, double-pal-
let, irregular dimensions or extreme length
shipments

m DSL Worldwide offers a zero-deductible,
full-coverage insurance option for new, used
and remanufactured parts and equipment.

To gain access to NEDA pricing & carrier concessions
CALL CHARLIE GOERS AT 952-345-3187
OR REACH HIM ONLINE AT CHGOERS@DLS-WW.COM

He will get your account approved and you will be
equipped to ship that very same day.
HTTPS://WWW.NE-EQUIP.ORG/SAVE-ON-FREIGHT/



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 August 15, 2018, Vol. 24, Issue 8. 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.

Kuhn Notes Positive
Equipment Sales
Trends, But U.S.
Uncertainties Cause
for Concern

During the first half of its
financial year, Kuhn Group
has seen a positive trend in
agricultural equipment orders
and sales, but managers highlight
political and weather-related

issues that could have a negative
impact over future months. From
the beginning of January to the

end of June this year, order intake
at the equivalent of $475 million
was up 13% on the same period
last year, with net sales booked
at $681 million, up 14% on the
year prior after adjustment for
currency effects.

Nonetheless, Kuhn managers
expect an increase in the net sales
figure for the year over 2017,
with a similar operating profit
margin resulting from low sales
figures in the U.S., the high cost
of steel, and by Kuhn’s current
challenges with the supply chain
and human resources.

~ Courtesy of
Agriculture Equipment Intelligence
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Despite Growing Frustration with EPA,
Ethanol Production Exports Continue to
Expand

Ethanol usage, which helped fuel the ag equipment sales boom
from 2005-2013, has flattened out, but exports continue to prop up
its overall production. Nonetheless, the fight to maintain and grow
its place in the fuels market has been frustrating. According to the
National Corn Growers Assn., about 30% of all U.S. corn is used
for ethanol fuel. When combined with its production byproduct,
Distiller Dried Grains with Solubles (DDGS), that figure rises to nearly
40%. So, it's no wonder why corn growers and ethanol producers
are battling with Big Oil to maintain and grow ethanol production.

Through the first half of 2018, Brazil has imported 345.9 million
gallons of U.S. ethanol, or about 37% of total shipments. Exports to
Brazil in the first half of 2018 were up 28% over the same period
in 2017. Canada has been the second-leading export market, with
159.5 million gallons of U.S. ethanol ending up there through the
first 6 months of the year, which is up 8% from the same period a
year ago. Other top markets for the first half of 2018 were India (70.1
mg), China (52.9 mg), South Korea (44.5 mg) and the Philippines
(43.7 mg). It should be noted that nearly all of the exports to China
occurred in the first 3 months of the year, and fuel ethanol exports
to the country collapsed to zero in the second quarter as a result of
increased tariffs.

~ Courtesy of Agriculture Equipment Intelligence

Top U.S. Ethanol Export Market Year-to-Date Comparison

Brazil

Canada
India
China

European Union

m 201718 YTD*

2016/17 YTD*
South Korea

Top 10 Partners

Philippines
UAE

Peru
Mexico

100 200 300 400 500
Million Gallons
Ironically, the U.S! main competitor in ethanol production, Brazil, is also its leading market for U.S.

exports. No doubt, at least part of the growth in exports is a result of low corn prices, which makes
ethanol more competitive in world markets.  Source: USDA GATS; (*) YID period of September-March
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Worldwide Tractor

Sales Grew 13%in
2017

Agrievolution data show that
in 2017 more than 2.1 million new
tractors moved around the world.
This is a 13% increase over the
previous year and an 11% increase
over 2015.

According to the world tractors
market data: India and China alone
accounted for more than a million
units (@ 16% gain), 220,000 were
purchased on the U.S. market (up
4%) and 190,000 units were sold in
Europe (a 13% gain). Sales in Korea
fell by 16% to 8,933 units.

Agrievolution is a group
made up of 15 ag equipment
manufacturing associations and
organizations that advocates for
global agricultural mechanization
and shares market information.
Whereas big double digit gains
in strongly expanding markets are
customary, such asin Indiaand China
which account for large numbers
of tractor sales, the reported 13%
increase in Europe is an "unusual
result,” say Agrievolution officials.

Alessandro Malavolti, president
of FederUnacoma, also called the
Italian Agricultural Machinery
Manufacturers Federation, said
at a press conference earlier this
summer that the unusually high
gain in tractor sales in Europe
is due mainly to the arrival of
the ‘Mother’ Regulation. This
regulation is a set of new machinery
standards introduced this year by
the European Union, which pushed
manufacturers to offer special
promotions at the end of 2017
for the sale and registration of
their remaining stock before the
regulation took effect. For instance,
ltaly saw a nearly 24% surge in
registrations as a result.

~ Courtesy of
Agriculture Equipment Intelligence

Www.ne-equip.com

Along with Improved 20 Sales, CNH
Industrial Touts Strong Ag Order Book

Besides reporting a 20% increase in net ag equipment sales in the
second quarter (nearly 18% for the first half), the most encouraging
news coming from CNH Industrial’s July 26 earnings report is its solid
ag equipment order book going into the second half of the year. The
company reported, “In the quarter, production levels were 12% above
retail demand, in line with the order book, which is up approximately
15% compared to the prior year period.”

“When coupled with ongoing cost efforts in all areas of the business
and the fact that price/cost is not expected to be a major factor in the
second half, we believe CNHI’s guidance could be proven conservative,”
said Shlisky, but suggested several factors deserved close attention. “To
be sure, the open CEO seat, global trade uncertainties and ongoing
challenges to global ag fundamentals are reasons for caution, but with
much of this news already baked in to the stock price, we believe the
earnings reality could continue to outpace expectations from here.”

~ Courtesy of Agriculture Equipment Intelligence

CNH Industrial Segment Results - 1H & 2Q 2018
($ millions)

6 months ended June 30 3 months ended June 30
2018 2017 | %change | 2018 2017 | % change
Ag Equipment 5,891 5,006 17.7 3,312 2,766 19.7
Const. Equipment 1,481 1,152 28.6 799 650 229
Commercial Vehicle 5,384 4,723 14.0 2,889 2,598 11.2
Powertrain 2,404 2,137 12.5 1,218 1,136 7.2
Total Industrial 13,879 | 11,815 17.5 7,579 6,525 16.2
Consolidated Revenues | 14,818 | 12,716 15.9 8,045 7,003 14.9
Source: Company reports

Solid Increases in North America, Europe
Pace AGCO's 17% 20 Sales Improvement

Sluggish sales in South America (-12.8%) didnt dim AGCO's overall
results as improving sales of farm machinery in the North American
(+25.4%) and European regions (+21.7%) set the tone for AGCO Corp. in
the second quarter of 2018. The company’s Asia/Pacific/Africa results were
up 4.4%.

AGCO expects net sales in 2018 to reach $9.3 billion, up slightly from its
previous outlook. The company’s projections include about a 12% increase
in sales vs. 2017 “reflecting improved sales volumes, positive pricing as well
as acquisition and foreign exchange impacts. Gross and operating margins
are expected to improve from 2017 levels due to higher sales as well as the
benefits resulting from the company’s cost reduction initiatives, partially
offset by increased engineering expenses.”

~ Courtesy of Agriculture Equipment Intelligence
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Rising Interest Rates, Repayment Kubota NA
Issues Contribute to Dip in Farm Revenues Rise 8%;

Economy Plans New European
Quarterly reports on surveys of bankers in three Midwestern Federal R&D Center

Reserve Bank districts indicate that rising interest rates and low commodity
prices may impact farmers’ decisions on making larger, long-term
investments in the near future. Farm equipment dealers should take note
of this trend, as higher interest rates for farmers mean they will be less
willing, or able, to take out a loan for capital expenditures.

~ Courtesy of Agriculture Equipment Intelligence

Kubota Corp. registered solid
sales results through the first half of
the year, especially in North America.
It also announced it is investing in a
new R&D facility for Europe. Strong
First Half. Through the first half of
2018, Kubota Corp. reported overall

Percent of 2Q Farm Operating Loan Applications Denied

go Percent of responses Percent of responses .o revenues increased by 7%, or $500
M Less than 1% million vs. the first 6 months of

50 W1-3% 50 2017 to $8.1 billion. Revenue from
4-9% Kubota’s Farm & Industrial Machinery,

Greater Than 10% 20 which accounts for nearly 83% of the

company'’s total revenue and includes

farm equipment, agricultural related

30 products, engines and construction

machinery, increased by 7.6% vs. the

20 same period in the prior year to $6.7

billion.
10 Regarding the new R&D center,
Kubota says it plans to boost product

0 development as part of a globalization
2015 2016 2017 2018 process, in line with aspirations to
Even though most banks that responded to the Kansas City Federal Reserve’s quarterly survey adapt to the specific needs of host

said relatively few loan applications were denied overall, the number of denials in the second

quarter increased markets. The new center will play a

Source: Federal Reserve Bank of Kansas City vital role in this process in developing
agricultural machinery customized to
- work efficiently

. and effectively
Consolidated Revenue - 1H & 2Q 2018 for local crops,

(& millions) field conditions
6 months ended 6 months ended 3 months ended 3 months ended and work
June 30, 2018 June 30, 2017 June 30, 2018 June 30, 2017 processes.

Revenue | % of total | Revenue | % of total | Revenue | % of total | Revenue | % of total ~ Courtesy

Fa;:‘dEE"n“gi{’n“;:“‘ $5,406 | 66.5% | $5144 | 67.7% | $2964 | 69.2% | $2,772 | 69.9% OngZIF;’rgg; e

Domestic $1,257 $1,191 $682 $640 Intelligence
Overseas $4,149 $3,953 $2,282 $2,132

Construction Machinery | $1,334 16.4% $1,118 14.7% $729 17% $623 15.7%

Domestic $142 $129 $70 $63
Overseas $1,191 $989 $659 $560
TOTAL $6,740 $6,262 $3,694 $3,395

Source: Company reports

22 ... Alone we can do so little ... together we can accomplish great things!
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Rocky Mountain Dealerships 1H18 Sales Up 18%

Rocky Mountain Dealerships, Canada’s largestag equipment dealer which handles Case and New Holland-
branded equipment, reported that its total second half sales increased by nearly 28%, or $66 million, to $303 million
vs. $237 million in the same period last year.

According to the dealership group, this was a Rocky Mountain Dealerships - Selected

new company record for second quarter sale of Financial Information 1H & 2Q 2018

new equipment, which grew by 46% year-over- (C$ thousands)

year. Used equipment sales were up by 18% and 6 months ended 3 months ended

sale of parts rose by nearly 4.5%. 2018 2017 | %change | 2018 2017 | % change
Cherniavsky also noted since April 2015, Sales $522,293 | $446,830 16.9 $302,639 | $236,890 27.8

RME had not pursued acquisitions, but that [ Costofsales 457,230 | 384,534 18.9 264,539 | 201,372 314

ended in recent months. “Rocky is getting back | Gross profit 65,063 62,296 4.4 38,100 35,518 7.3

on the consolidation train with the acquisition | Gross profitas % of sales | 12.5% 13.9% -14 12.6% 15.0% -24

of two New Holland dealerships in Western Source: Company reports

Canada, totaling about $50 million of revenue
or nearly 25% of its 5 year $200 million target for acquired revenues.”
~ Courtesy of Agriculture Equipment Intelligence

Large Ag Retail Sales Accelerated in July

North American large ag equipment sales had another strong showing in July, with year-over-year sales up in all
but one category, according to the most recent Assn. of s

Equipment Manufacturers report. But RW Baird analyst |JULY U.S. UNIT RETAIL SALES l‘*ﬂ—}
Mircea (Mig) Dobre expects this momentum is likely to —
dissipate. Equioment July Juy | Percent | YD YID | Percent ?:3;::‘;"9
b . 0 quip 2018 2017 | Change | 2018 | 2017 | Change il
Large ag retail sales growth accelerated to +33% July 2018
year-over-year in July with growth across each category | rarm Wheel Tractors-2wD
in both the U'S'.anf,j Canada.'DgaIers built Inventory Under 40 HP 14,358 12,336 16.4 98,836 | 90,292 9.5 82,451
across all categories,” Dobre said in a note. U.S. tractor
and combine sales increased 36% yearover-year for the 40-100 HP SA44 | 5927 | 15 | 34775 | 33929 25 | 338%
month and Canadian sales |IkeWISG increased 23%. ] 100 HP Plus 1,584 1,211 30.8 10,089 9584 53 8,454
Dobre noted North American large ag demand is Total-2WD 21386 | 19074 | 121 | 143700 | 133,805 74 | 124795
still approximately 30% below normal replacement | ’ ’ : ’ ’ ' '
levels, “yet the setup near-term is decidedly more | Tota-4WD 213 120 | 775 1295 | 1,149 | 127 822
challenging — replacement demand is still there, the = ['r) g0i0rs 21509 | 19194 | 125 | 144995 |134954 | 74 |125617
question is whether crop prices/trade wars can push out -
the recovery.” He said commentary from Deere & Co. on | SP Combines 51 409 | T2 | 257 | 2018 | 287 | 1136

early orders during its upcoming third quarter earnings
call "will give a real-time demand update as current retail sales are yet to capture deterioration in farmer sentiment.”
~ Courtesy of Agriculture Equipment Intelligence

Cervus Equipment Posts 14% 2018 Revenue Gain; Ag
Sales Up by 19%

Record second quarter sales of new farm machinery boosted Cervus Equipment’s overall revenue by 14%. “The strength
of the Canadian agriculture segment has once again generated a record sales quarter with the highest new equipment
deliveries to customers for a single quarter in Cervus’ history,” said Graham Drake, president and CEO of one of John Deere’s
largest dealership groups.

The company also noted its increase in equipment sales shifted sales mix, which reduced Cervus' overall gross profit
to 13.4% vs. 14.8% in the second quarter of 2017. For the 6 months ended June 30, adjusted income before income tax
expense and income before taxes increased $2.6 million and $2.2 million, respectively, compared to the same period of 2017.

~ Courtesy of Agriculture Equipment Intelligence

Www.ne-equip.com
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