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NEDA Salutes our Supporting Advertisers. It is our pleasure to list the names of those advertisers who support NE Dealer each month. We trust their advertisement will 
be remembered when goods and services are required by you, our dealer members. It is good to do business with companies who are interested in doing business with 
you and your industry association. 

www.ne-equip.com
 The Newsletter of NoRThEAsT EquipmENT DEALERs AssociATioN, iNc.

 The Equipment Dealers Association (EDA) places a high priority on the outdoor power Equipment (OPE) industry and the dealers who serve 
this market. As a result, EDA operates an OPE Council comprised of qualified dealer members who promote the general welfare of retailers within 
this sector. The council includes both dealers who exclusively handle OPE brands and dealers who handle OPE brands as a portion of their business.
 The primary objectives of the OPE Council are:

•	 To	hold	an	active	position	within	EDA	that	empowers	the	council	too	effectively	address	OPE	industry	concerns	in	a	timely	and	forthright	
manner;

•	 To	identify	legislative	and	regulatory	issues	affecting	dealers	and	their	businesses	at	the	national	and	state	levels;
•	 To	improve	relations	between	OPE	dealers	and	manufacturers	by	conducting	regular	discussions	that	serve	to	improve	the	welfare	of	OPE	

dealers; and
•	 To	 create	 and/or	 enhance	 a	“Win-Win”	partnership	 between	OPE	dealers	 and	manufacturers	 that	 clearly	 identifies	 and	defines	 the	

expectations of both parties.

OPE COUNCIL MEMBERS
PATTy WILLIAMS, Chair, Mark Williams Outdoor Equipment	-	Murphysboro,	IL;	SHARRON KILLIAN RADKE, Killians, Hickory, NC; CRAIg 
HOUSEkNECHT,  Moffett Turf Equipment,	West	Henrietta,	NY	–	NEDA;	VANCE MILLER, Bertels Sales and Service,	 Dorsey,	 IL;	PAUL 
BUCCHI, Sno-White Outdoor Power Equipment,	Southington,	CT	–	NEDA;	SCOTT JARDINE,  Arn’s Equipment LTD., Calgary, AB; RALPH 
gAISS, Northeastern Equipment Dealers Association,	Liverpool,	NY	–	NEDA;	JOE DykES, Staff	Liaison, EDA, St.	Louis,	MO
	 If	you	have	any	questions	about	the	Equipment	Dealers	Association,	please	contact	us	at	info@equipmentdealer.org	or	636.349.5000.

   Power Equipment
OPE PRIORITY ISSUES FOR 2017
•Fair Warranty Treatment;
•Mass Merchant Sales and Marketing;
•Internet Sales and Marketing; and
•Manufacturer Relations.



NEDA Workers’ Compensation Safety Group

Exclusively for New York Members of the Northeast Equipment Dealers Association

DIVIDEND HISTORY

ELIGIBILITY

Over 23.00% Average Dividend
For The Last 10 Years!

Policy Year
2014-2015
2013-2014
2012-2013
2011-2012
2010-2011
2009-2010
2008-2009
2007-2008
2006-2007
2005-2006

Dividend
20.0%
15.0%
15.0%
  5.0%
20.0%
25.0%
37.5%
20.0%
35.0%
37.5%

  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 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

Eligible 
NEDA Dealers 

Purchasing 
Workers’Comp 

From Safety Group 
#548

Eligible 
NEDA Dealers 

Purchasing 
Workers’ Comp 

From ALL OTHER 
SOURCES90
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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 co v  ered. 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.

 President Trump will have been in office for 
about a month, and Britain may have triggered 
or will be on the verge of triggering “Brexit” by 
the time this month’s newsletter is published. 
How the global and domestic economy will 
react/be impacted in the short or long term 
is virtually impossible to predict, particularly 
when one adds in other variables like interest 
rates and retail gasoline prices increases.  That 
said, I think those dealers whom are able to 
focus on the fundamentals (Parts, Service, CRM 
and Inventory Management) will control their 
own destiny and should have a successful and 
rewarding 2017.  

 Of the dealers I have visited with recently whole goods inventory continues 
to be the number one concern.  “New” whole goods inventory complaints range 
from overly complicated order programs, market share/sales performance crite-
ria and multipliers, mid-stream program changes.  Used wholegoods complaints 
continue to focus on the continuing flow of low priced/low-hour Ag equipment 
coming out of the mid-west and their effect on both the sale of existing inven-
tory (lost sales) and trade values.  Compact equipment/“Rural Lifestyle” sales 
remain as bright spots for most dealers, with rental programs playing a larger 
role in the Construction equipment markets as customers continue to work 
through cash-flow challenges.  
 In most of our states, 2017 is the beginning of a new biennium. This means 
that most of the legislation not passed last session must be re-introduced and the 
process will begin again.  Our ability to introduce/support/promote legislation is 
directly tied to our dealers’ commitment to actively engage and participate in 
the legislative process and their/our ability to collaborate with and ultimately 
gain the support of like-minded associations and partners within the agricultural 
community.  We need your help to organize meetings, hosting fellow dealers, 
legislators, government officials, providing financial support and helping to con-
nect with other partners in the Ag and dealer communities is invaluable.  To be 
sure, the legislative process is particularly long and difficult; but it is rewarding 
to see how effective dealers can be if we talk with one voice and carry a strong 
message!
 Rest assured the manufacturers will continue to spend heavily on represen-
tation, their PAC’s (political action committees) and are working hard to divide 
and conquer dealers.   The “manufacturers” are and will continue to pursue their 
interests. In light of that, it is important that we work hard against any attempt 
to divide and conquer.  As we have demonstrated in Maine, Vermont and New 
Hampshire: “When dealers work together, speaking in a unified voice we can 
achieve what individuals could not; the ability to attain our mutual goals.”  It 
goes without saying that the more voices we have, the more successful we will 
be!  Help spread the word about your Equipment Dealer Association.  

When you REAP the benefits of membership
your PROFITS will follow!

Observations
from the FIELD

Tim Wentz
Field Director
717.576.6794

Board of Directors
Officers

rOBerT sPOHN, President / Past President - 2005
Sharon Springs Garage / Sharon Springs, NY
518-852-6985 • Fax: 518-284-2774
AGCO, White, Hesston, Gehl, Kubota, Allis, Simplicity
rtspohn@live.com

JOHN e. KOMArisKY, 1st Vice President / Treasurer 
Past President 2015, 2012
Main & Pinckney Equipment Inc. / Auburn, NY
315-253-6269 - FAX 315-253-5110
New Holland, Simplicity, Brillion, Bush Hog 
john@mainandpinckney.com

NATe sHATTUcK, 2nd Vice Pres. / Past Pres.- 2010
Devon Lane Farm Supply, Inc. / Belchertown, MA
413-323-6336 • Fax: 413-323-5080
Yanmar, Landini, Monosem, Ferris, Simplicity,  
Stihl, Husqvarna
nates@devonlane.com

JOsH AHeArN, Immediate Past President 2016
Ahearn Equipment, Inc. / Spencer, MA
508-885-7085 • Fax: 508-885-7261
Kubota, Cub Cadet, Stihl, NAPA Dealer
jtahearn@ahearnequipment.com 

rALPH GAiss, CEO and Executive Vice Pres.
800-932-0607, Ext. 222 • Fax: 315-451-3548
rgaiss@ne-equip.com

DirecTOrs

BriAN cArPeNTer, Chairman of the Board for EDA, 
2016-2017, St.Louis, MO / NEDA Past President 2009
Champlain Valley Equipment / Middlebury, VT
802-388-4967 • Fax: 802-388-9656
New Holland, Case IH, Kubota, Gehl
brian@champlainvalleyequipment.com

scOTT BAir
Mountain View Equipment, Inc. / Plattsburgh, NY
518-561-3682 • Fax: 518-561-3724
John Deere AG/CCE,  Claas, Kuhn Knight, 
Kverneland,  Stihl, Husqvarna, Frontier, Servis, Rhino
scott@mtnviewequip.com 

BrAD HersHeY
Hoober, Inc. / Mifflintown, PA
717-436-6100 • Fax: 717-463-2312
Case IH, JCB, Kubota
braddh@hoober.com

eD HiNes, Past President 2014, 2001
Hines Equipment / Cresson, PA
814-886-4183 • Fax: 814-886-8872
Case IH, Gehl, New Idea, Cub Cadet
ejh@hinesequipment.com

crAiG HOUseKNecHT, EDA & UEDA/NEDA OPE 
Council Member
Moffett Turf Equipment (MTE) / West Henrietta, NY
585-334-0100 • Fax: 585-334-6332
chouseknecht@mte.us.com
Jacobsen, Mahindra, Ventrac, Smithco, Turfco, 
Redexim, Golf Lift, Lely, Ryan, RedMax
 
scOT L. sTANTON, Past President - 2003
Stanton 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 Idea, 
AGCO, Allis
wendell@walldroffequip.com

DAviD WArNer
Warner Tractor & Equipment Inc., Troy, PA
570-297-2141 • Fax: 570-297-2074
Case, Case/IH, Takeuchi, LinkBelt, LandPride, Agr. & 
Construction 
davidwarner@warnertractor.com 
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Share Your Dealership News With Us
 NEDA is interested in stories about members getting involved 
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 pub-
lished in our monthly newsletter?  
 Member stories, along with photos, will be showcased on NEDA’s media 
sites and in NEDA’s monthly newsletter or Weekly E-bytes. If so, 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 ajssja@embarqmail.com. 

FebrUarY & 
March   

Hosted by Fastline Media Group, specifically with equipment dealers in mind.

 Held on the 2nd Wednesday of the month, Fastline Media Group’s 
Webinar Wednesday covers a variety of topics for agricultural equipment 
dealers. 
 “At Fastline Media Group we are always looking for new ways to dissemi-
nate important and timely information to our equipment dealer customers,” 
said Susan Arterburn, Marketing Director. “As industry experts in the field of 
agriculture marketing, Webinar Wednesday provides a unique way for us to 
share and communicate with equipment dealers.”

Topic:  5 WAYS TO RUIN YOUR SOcIAl MEdIA PRESENcE
Date:  Wednesday, February 8, 2017
Time:  3 PM EST, 45 minutes
Register:  https://cc.readytalk.com/r/u19mmit0utv8&eom 
Cost:  Free

 Five ways to ruin your social media presence delves into the common mis-
conceptions of how companies want to use social media and gives you five 
ways to truly experience the benefits of social media.

Topic:  BEYONd PRIcE – WhAT BRINgS ThE BUYERS IN YOUR dOOR
Date:  Wednesday, March 8, 2017
Time:  3 PM EST, 45 minutes
Register:  https://cc.readytalk.com/r/iufj3bpxca3g&eom 
Cost:  Free

 A survey of 600 active ag equipment buyers reveals five factors in dealer-
ship loyalty and purchase decision making. Learn what those essential factors 
are and how to leverage them within your dealership.
 Visit www.FastlineMediaGroup.com/Resources to register for upcoming 
Webinars or view past episodes.



Northeast
Equipment
Dealers
AssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers

Thank you Sponsors
NEDA would like to thank
the following sponsors for
their support of the
2017 Annual / Regional Meetings.
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Northeast Equipment Dealers 
Association and Federated 

Insurance are presenting a seminar 
you won’t want to miss.

- Risk Management Culture  
- Industry Loss Analysis  
- Hiring, Screen, and Retaining  
 Employees  
- Employment Practices and  
 3rd Party Harassment  
- Distracted Driving – 
 What is Important to You?  
- Claims Management  

- Cyber Risk Management 

 Monday, February 6, 2017 
Wednesday, February 8, 2017 

Friday, February 10, 2017 
More specific details to follow 

- Owners

- HR Managers

- Designated Risk Managers
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Northeast Equipment Dealers Association Regional Meetings

� When and Where?
February 6, 2017: Lancaster, Pennsylvania 
February 8, 2017: Liverpool, New York
February 10, 2017: Concord, New Hampshire

� Why Attend?
� Learn from an Industry Leader
� Get to visit with a leading expert from Google
� Increase your dealerships overall ROI 
� Innovate your digital media tactics for the benefit of your dealership
� Learn and solve the challenges your dealership is facing in 2017
� Walk away with a list of website goals for your dealership

Your Website – Your Most Valuable Implement
In order to thrive in today’s market, you must have an online 
storefront that is as organized and pleasant as your physical 
location. Your website is an extension of your physical locations, so 
it should include the core values and priorities of each of your 
locations. It is important that your dealership matches your look and 
feel throughout every medium. Information-only websites aren’t 
useful to potential customers anymore. Consumers will look at 7.2 
websites prior to purchasing new or used equipment. You are 
trained to convert customers who come onto your lot, but are you 
converting lookers into customers in your online store?

Renowned digital innovator and CEO Tim Whitley from Team SI 
and a category expert from Google will provide an overview of 
digital marketing tools, platforms and techniques that can take 
sales to a new level and provide constant contact and insights for 
your most valuable customers.

Speaker:
TIM WHITLEY

CEO, Team SI

About Tim Whitley
� CEO and Founder of Team SI
� Google All-Star Partner since 2012
� Business Executive of the Year
� Inc. 500 and 5000 Member
� Degreed Meteorologist
� 10+ years in Television
� Arkansas Business 40 under 40

“Tim Whitley had the room full and engaged as he educated our Agricultural, Construction and 
Outdoor Power Equipment dealers on the latest digital media tactics to drive additional business to our 

dealer members. He was without question the most popular speaker during our annual meeting.”
– Mike Caraway, Executive Vice President, Midwest-SouthEastern Equipment Dealers Association

Your website is just as important as your physical location. 
Are you sure you're giving customers the right impression?

See
page 12 for 

more
information.



8 …”Committed to Building the Best Business Environment for the Northeast Equipment Dealer”

Truck Idling Regulations for All Nine
Northeastern States (NEDA territory) 

 In last month newsletter, Jan. 2017, page 16, we listed idling regulations for New York 
State and numerous cities and villages in New York state.  
 We have up-dated the complete list and have it available for all states.  All states have 
Idling regulations and in addition, various cities, towns and counties also have sepa-
rate regulations from the state.   All vehicles must comply with the idling regulations. 
 Regulations cover all vehicles and reads:  how long can you idle a vehicle, Fines 
given, Penalties and cold weather temperature such as below 32 degrees/ 25/ 20, etc..
etc.
 If you would like a copy for your state, please call Dave Close at 800-932-0607.

OShA Issues Final Rule clarifying 
Employer Record-Keeping
Requirements
 On Dec. 19, OSHA issued a final rule clarify-
ing that companies have a "continuing obliga-
tion" to record their employees' injuries and 
illnesses. The rule amends existing regulations 
to specify that an employer's obligation to 
make records of recordable injuries and illness-
es continues for as long as the employer must 
maintain records for the year in which they 
occurred, and does not expire if the employer 
fails to make a record when first required to. 

     ATA, along with other industry leaders, view 
the final rule as beyond OSHA's authority. 
     In October 2015, ATA commented on the 
proposed rule, as a member of the Coali-
tion for Workplace Safety, recognizing that  
employers have an obligation to record  
injuries and illnesses and that maintaining  
accurate injury and illness records serves an  
important purpose in ensuring safe and 
healthy workplaces. 
     However, the rulemaking disregarded a U.S. 
Court of Appeals decision; one which OSHA did 
not appeal, and in the Coalition's view usurps 
Congressional authority to make new law. 
     The "clarification" could potentially open 
up employers to citations from OSHA, past the 
6 month statute of limitations as mandated in 
the OSHA Act, if employers fail to accurately 
record and maintain injuries or illnesses any-
time within the 5 year retention period. 
        The final rule may be seen here: https://
www.gpo.gov/fdsys/pkg/FR-2016-12-19/
pdf/2016-30410.pdf

 ~ The Dispatch

mAKiNG FoRms
& suppLiEs
AVAiLABLE
& AFFoRDABLE
We’re here for your form and Supply needs,

PLEASE CALL TODAY!

NEDA
128 Metropolitan Park Drive, Liverpool, NY
Phone: 800-932-0607  |  Fax: 315-451-3548



New York State Fairgrounds 
Syracuse, NY 
February 23, 24, 25 
Thursday, Friday & Saturday 
8:30am To 4pm Daily

Outstanding
Indoors

and

• The Spring Planning Show of the Northeast
• Over 400 Exhibitors
• Latest In Farming Technologies
• Robotic Milker
• Forestry Workshops
• Daily Beef Seminars
• Together ... Let’s Build

The Northeast Agricultural Future

Tickets Available From Your Local Northeast Equipment Dealer
Co-sponsored by American Agriculturist Magazine and The Northeast Equipment Dealers Association

Robert Watson Memorial Toy Auction
LeClar Bros. Auction Service

Friday, February 24, 2017  5:00pm •  Building 2, Arts & Home 
Center For More Information

Contact Scott Grigor - 315.457.8205
www.newyorkfarmshow.com / sgrigor@ne-equip.com

32nd ANNUAL
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The Pennsylvania School for Excellence in the Agricultural Sciences

Program Information
and Eligibility 
 The 2017 Pennsylvania School for Excellence 
in the Agricultural Sciences will be hosted by the 
College of Agricultural Sciences at the Penn State 
University Park Campus will be held from July 9 to 
August 4, 2017. 
 The 2017 Pennsylvania School for Excellence in 
the Agricultural Sciences will be a four-week summer 
residential program held on University Park campus 
for academically talented and gifted high school stu-
dents (rising seniors) from throughout Pennsylvania.
This program is free to participants and is sponsored 
by Penn State’s College of Agricultural Sciences. --  
Postmark deadline: February 17, 2017.

Eligibility
•	Grade	 Level	 at	 Time	 of	 Application	 Deadline:	

Current junior only.
•	School	Enrollment:	Must	currently	attend	a	pub-

lic, charter or non-public secondary school or be 
home schooled.

•	Pennsylvania	 Residency:	 The	 primary	 full-time	
residence of least one custodial parent or legal, 
court-appointed guardian of the applicant must 
be in Pennsylvania. Military dependents based 
in Pennsylvania are eligible.

•	If	 you	 have	 questions,	 please	 contact	 Jenneth	
Layaou, at PSEAS@psu.edu

•	Application	at:			http://agsci.psu.edu/school-for-
excellence/files/2017-pseas-application

When to call a CVA

Here are some of the events that trigger 
the need for a business valuation:

• Buy/Sell Agreements

• Succession Planning

• Mergers and Acquisitions

• Liquidation or Reorganization

• Estate and Gift Tax Planning

• Divorce Proceedings

To be sure you know the actual value of 
your most important financial asset, contact 
Western Association, your equipment and 
hardware specialist.

buying • selling • merging

reorganizing

CERTIFIED BUSINESS VALUATIONS
Phone 816.561.5323 Fax 816.561.1249

Toll Free 800-762-5616

P E n n S Y l v A n I A
Removal of Semiannual Inspections 
on Trucks and Registration Fee 
Refund actions on  Heavy Duty
(See page 14 of the Jan. newsletter) 

 Effective February 2, 2017, vehicles with a registered 
gross weight in excess of 17,000 pounds (other than farm 
vehicles for which a biannual certificate of exemption has 
been issued) will be inspected on an annual basis, instead 
of semiannually.
 Registration fee refunds are available when a vehicle 
in excess of 17,000 pounds is stolen or demolished and the 
vehicle has a non-repairable certificate or certificate of sal-
vage. The refund will be prorated based on the number of 
months the vehicle was operational.
 In the case of apportioned registrations, only the fees 
paid for the commonwealth portion of the fees shall be 
eligible for a refund. 

~ HBK, Rex Collins
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By JOHN CHAPIN

IN SALES AND BUSINESS yOU DO 
WHATEVER yOU HAVE TO DO TO WIN

 Recently Shaunae Miller of the Bahamas won the 
women’s 400 meters at the Rio Olympics by diving over 
the finish line. Some say she fell, others say she dove, 
but either way, she won, as it is legal to fall, dive, or 
do whatever you have to in order to get over the fin-
ish line first. Still, some people cried “foul” because, to 
them, this didn’t seem fair. This situation, Deflategate, 
and other examples raise the question of right and 
wrong, and fair and unfair when it comes to winning 
in sports. What about when it comes to winning in 
sales and business? Is there a gray area? Is there a line 
somewhere that we don’t cross? Or is selling in the 
same category as love and war where “all’s fair”?

The Rules for Pushing
the Envelope when competing

Rule 1: know the Rules and Laws Intimately
 You do whatever you need to do to win as long 
as it is legal and ethical. Because of this, it is very 
important to have a complete understanding of the 
rules and laws. I find that people who say “that’s 
not fair” when a competitor uses a creative but legal 
tactic against them to win, simply weren’t aware of 
the tactic and would have been the first to use it had 
they known. I also find that many people incorrectly 
interpret rules and laws as an excuse for not stepping 
out of their comfort zone or going above and beyond. 
You must use all rules and laws at your disposal to win. 
Shaunae knew it was legal to dive, so she did, and she 
won.
 You also need to know what isn’t in the rule book 
that you might be able to use to your advantage. For 
example, when I was eight years old, my best friend 
David and I played minor-league baseball. One day, 
when I was the pitcher and he was the catcher, David, 
who is now a sports announcer, and even at 8 knew 
more about sports than most adults, had the bright 
idea to intentionally walk the other team’s super-
star player. He called for time-out, marched out to 
the mound and said to me, “John, let’s walk this guy. 
When I stand up and step off to the side, just throw 
the ball to me.” He did, and I did, and after the first 
pitch the coach from the opposing team erupted and 
came flying out of the dugout screaming and yelling 
that “we couldn’t do that.” The coaches and umpires, 
unable to find any rule against it in the rule book, 
allowed us to intentionally walk the batter, but just 
this one time. 

 Another example came when I was in Cub Scouts. 
The highlight of that experience was winning the 
Pinewood Derby. I won by knowing the maximum 
weight for a car was 5 ounces, a little something about 
aerodynamics, and the fact that graphite would help 
my wheels turn with the least friction. Okay, correc-
tion, my dad knew all that. In any case, we crafted the 
car for aerodynamics, my dad filled the cockpit with 
clay, bolts, and nuts until we were at the maximum 
weight, and I put graphite on the nails holding the 
wheels… and WE won. I remember looking up the 
rules to identify the maximum weight and whether 
or not it said anything about graphite: 5 ounces, and 
nothing on graphite, so we used it. Know the rules 
and the laws and be resourceful without crossing ethi-
cal or legal lines. Oh, and surround yourself with smart 
people like David and my dad.

Rule 2: Tell Horror Stories Related to the Competition
 One of the first rules of sales is that you NEVER bad 
mouth the competition,  I agree. This is not the same 
as bad-mouthing the competition. You’re going to tell 
stories about bad results of some of their common 
practices, not attack them personally. You’re going to 
use these stories when a customer is in danger, or you 
are about to lose a major account and you are trying 
to save it. In these situations, the gloves come off and 
everything is legal. You’re looking for situations in 
which customers have been hurt by something the 
competition did or overlooked. For example, three 
years ago a friend switched his insurance and saved 
$300. He was told it was exactly the same policy; the 
new company was simply less money. After he had a 
serious motorcycle accident, he found out it wasn’t the 
same. The new company had exclusion so he wasn’t 
covered under his umbrella policy when he was on his 
motorcycle. 
 The key here is to raise a reasonable doubt. You 
have to show the prospect the potential pain to going 
with the competition. Is there something that can 
hurt them like in the story above? If so, tell a story of 
someone who got bit by their mistake. If you’ve been 
in your business for any length of time, you have some 
solid stories of people who got hurt by the competi-
tion in one way or another. If you don’t personally 
have stories, go to others who have been in your busi-
ness a while that have good stories.  Oh, and if you

continued on page 14
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CREDIT CARD PROgRAM
PREFERRED PAyMENTS
Jason Carroll at 805-557-8043
800-935-9309
jason@preferredpayments.com

FEDERATED INSURANCE COMPANy
Property	&	Casualty	Insurance	(8 states except VT), 
Health	Insurance	(PA	only)
Workers'	Comp	(All	states	except	NY)
Jerry Harness	at	800-241-4925,	C:	412-720-4697
Fax	507-455-7840
jvharness@fedins.com	•	www.federatedinsurance.com

HAyLOR, FREyER & COON, INC.
Health	Insurance	Program	
Dan Elliott Mgr.,		Group	Benefit	Consulting
315-703-9149	/	800-289-1501,	ext.	2149
delliott@haylor.com	•	www.haylor.com 
Jim Mcgarvey Supervisor Benefit Consulting 
315-703-3239	•	jmcgarvey@haylor.com

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 CAMPUS
Dave Close	at	800-932-0607	x	235
davec@ne-equip.com

OSHA WORkPLACE SAFETy COMPLIANCE PROg.
Dave Close	at	1-800-932-0607	Ext.	235
davec@ne-equip.com

PARTNERSHIP FREIgHT PROgRAM
Yellow	Freight,	UPS	Freight,	FedEx	Ground
keith korhely	at	800-599-2902	x	2254
kkorhely@Partnership.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

TCF EqUIPMENT FINANCE,
A DIVISION OF TCF NATIONAL BANk
Stacey Simmer, Sales Associate
P.	866.424.3150
ssimmer@tcfef.com

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 Services Director
C:	717-576-6794,	P:	717-258-1450
F:	717-609-0793
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
ajssja@embarqmail.com

CHARTER SOFTWARE BUSINESS SySTEMS
Melissa Amen
303-932-6875	-	Ext.	219
www.chartersoftware.com

CERTIFIED BUSINESS VALUATIONS
Western	Financial	Consulting,	P.C.
Curtis A. kleoppel / Bob Charbonneau
816-561-5323	x	116	&	117
Fax:	816-561-1249	or	800-762-5616

For Service / SPoNSoreD ProGrAMS,
cAll Your ASSociAtioN

800-932-0607 • 315-457-0314 • Fax: 315-451-3548 • 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, 
valuation and growth opportunities.

Rex Collins, CPA, CVA
PRINCIPAL

James Dascenzo, CPA
PRINCIPAL

rcollins@hbkcpa.com 
jdascenzo@hbkcpa.com

317-886-1624 | hbkcpa.com
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 Culminating a six-year-long process, the U.S. 
Environmental Protection Agency (EPA) released its 
Final Report on Impacts from the Hydraulic Fracturing 
Water Cycle on Drinking Water Resources in the United 
States on December 13, 2016. The final report was 
issued more than a year after EPA had released its Draft 
Assessment on the same topic. 
 In the draft report, EPA found no evidence that 
hydraulic fracturing had "led to widespread, systemic 
impacts on drinking water resources in the United 
States." This language, however, was removed from the 
final report. EPA explained that "contrary to what the 
sentence implied, uncertainties prevent EPA from esti-
mating the national frequency of impacts on drinking 
water resources from activities in the hydraulic fractur-
ing water cycle." 

 The final report evaluated 
the potential for impacts on 
drinking water resources and 
identified the factors that 
established the frequency and 
severity of impacts during the 
five stages of the hydraulic 
fracturing water cycle – water 
acquisition, chemical mixing, 
well injection, produced water 
handling, and wastewater 
disposal and reuse. 
 In acknowledging the 
existence of data gaps and 
other uncertainties, EPA 
highlighted the need to use 
those data gaps and uncertainties to identify "future 
efforts" for the understanding of the potential impacts 
of hydraulic fracturing activities on drinking water 
resources. EPA concluded that "this report provides a 
foundation for these efforts, while helping to reduce 
current vulnerabilities to drinking water resources."

~ The Center for Agricultural and Shale Law
Penn State Law, The Pennsylvania State University, 

pennstatelaw.psu.edu/caslIncreases

you Do Whatever you Have To Do To Win

Hydraulic Fracturing: U.S. EPA Releases 
Final Report on Impacts to Drinking Water 
Resources from Hydraulic Fracturing

NEdA will be closed 
Monday, February 20

in observance of
Presidents day*

continued from page 12

catch the competition outright lying, let the prospect 
know and have them get the lie in writing to cover 
their butt.

Rule 3: Sell on Price
 The last thing you want to do is outright cut your 
price. Typically, if you are dropping price, you are also 
reducing services or removing options or extras. That 
said, as an exception, you can drop price as a “last” 
resort. I remember presenting a new bank branch 
proposal to a Senior V.P. and he said, “If you can 
knock $1500 dollars off, I’ll do it.” Considering it was a 
$165,000 order, I said, “Done. I just need your approval 
right here.”

Rule 4: leave No Stone Unturned
 You have to go to bed at night knowing you did 

everything you could to get the sale. If there was 
something else you could have done, but you didn’t, 
you’re always going to wonder if that would have 
made the difference. So make one more call, spend a 
little more money making something look better, and 
put in a little more effort and energy to make sure you 
do all you can to win.
 NOTE: Never outright break a rule or law, get 
caught in a lie, or otherwise sacrifice your ethics. Also, 
always err on the side of caution. At the end of the 
day, all you have is your reputation and character.

John Chapin is a sales and motivational speaker and trainer. For 
his free newsletter, go to: www.completeselling.com or e-mail: 
johnchapin@completeselling.com or phone 508-243-7359.
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NAEDA is pleased to offer the FREE NAEDA Shipping Program, 
managed by PartnerShip®. This free member benefi t provides 

signifi cant savings on every truckload shipment with our large pool 
of reputable national, regional, and specialized freight carriers.

PartnerShip.com/TLQuote

Get a FREE QUOTE today at

29077 Clemens Rd. • Cleveland, OH 44145 • 800-599-2902 • sales@PartnerShip.com

• Fast, free rate quotes
• Safe, reliable carriers
• Dry van, fl atbed, refrigerated
• Friendly, dedicated support
• Maximum cargo liability coverage
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 The Internet is fueling a tech-
nology and information revolution. 
Never before in human history have 
people been able to look up any-
thing (and I mean anything) by using 
a pocket held device which offers 
instant results. The same is true in the 
legal and tax world as well. Twenty 
years ago, someone with sufficient 
knowledge of tax law was needed 
to file a form 1040. Today, you look 
up your question and a popular web 
search brings you your answer. No 
trip to the library needed, no experi-
ence in research necessary. This leap 
in information has even reached busi-
ness owners, and they are now ask-
ing, “Is my choice of entity appropri-
ate for what I am doing?”  This article 
applies to both LLCs and non-LLC 
businesses. We have to point that out 
for clarity because the LLC can “check 
the box” and take any form when 
selecting its manner of tax. 

converting From a corporation 
to an S corporation.  
 The default rule with the IRS for 
any incorporated entity is Subchapter 
C status. An S Corporation is an incor-
porated entity in which the share-
holders have elected tax status under 
Subchapter S of the Internal Revenue 
Code. Form 2553 is used to make this 

conversion, requiring consent of the 
shareholders. When converting an 
entity from a C corporation to an S 
corporation, there is the potential for 
Built in Gains tax. Built in Gains items 
are simply gains that could potential-
ly be triggered at the sale of an item 
if that asset is sold for gain within 
5 years of the C to S conversion. 
There are strategies to prevent this 
from happening. Converting from a 
C Corporation to an S Corporation, 
is not a taxable event. This manner 
of conversion can be useful when an 
old corporation (potentially formed 
in the 60s and 70s, S Corporations 
were not yet popular) is in a situation 
where the company and shareholder 
pay two levels of tax and wants to 
get out of C status. 
 
From an S to a c.  
 This transaction is low risk in so 
far as potential to trigger a tax is 
unlikely. All one must do is revoke 
the S Corporation election by fil-
ing a statement that it is revoking 
the election under Section 1362(a). 
Shareholders representing more than 
half of the outstanding shares must 
consent to this in a written instru-
ment. Converting from an S to a C is 
useful when a company is making a 
fair amount of money and the owner 

wants the money to be shielded from 
his tax return. The conversion is gen-
erally not a taxable event. 
 
Partnership to corporation.    
 When converting from a non-
LLC/partnership or LLC filing IRS Form 
1065 to a corporation, this is not 
a distribution. It is an exchange of 
assets to the corporation in exchange 
of shares of stock in the newly 
formed corporation. One advantage 
of this conversion is that corporations 
are generally lower cost to maintain 
year-by-year and the formation fees 
are generally cheaper as well. For the 
small/household based business, this 
can be a positive factor. 

corporation (includes both S or c 
type) to an llc/Partnership.  
 This is a distribution and it is 
taxable. This can be an attractive 
conversion, though. Limited Liability 
Companies are great for liability 
exposure to the extent or better than 
a corporation. Additionally, in 16 
states and in one territory statutes 
allowing, “Series LLCs” have been 
enacted. The states include: Alabama, 
Delaware, DC, Illinois, Iowa, Kansas, 
Minnesota, Missouri, Montana, 
Nevada, North Dakota, Oklahoma, 
Tennessee, Texas, Utah, Wisconsin, 
and Puerto Rico. Series LLCs allow an 
owner to place assets in “series” and 
that contains liability through cross 
section existence. 
 Conclusion, LLCs can be converted 
every 60 months. Given the technol-
ogy we now have, the concept of a 
company has become more fluid. No 
more do companies have to carry a 
rigid structure cradle to grave. In the 
electronic/computer/internet age, a 
business can change its name, concept, 
and structure as often as it suits the 
owners to change it. The Center rou-
tinely advises on these matters, as well 
as business succession and valuations 
of companies. If you have questions, 
please call:   Basi, Basi & Associates at 
The Center for Financial, Legal & Tax 
Planning, Inc. at 618-997-3436.

Ending The Confusion Regarding 
Conversion Transactions of The 

LLC and Non-LLC  

BY dR. BART BASI

Researchers Receive $7 Million Grant To 
Develop Deeper Crop Roots
 UNIVERSITY PARK, PA — Researchers in Penn State's College of Agricul-
tural Sciences have received a $7 million grant from the U.S. Department of 
Energy's Advanced Research Projects Agency-Energy, or ARPA-E, to design a 
low-cost, integrated system that can identify and screen for high-yielding, 
deeper-rooted crops.
 The interdisciplinary team, led by Jonathan Lynch, distinguished profes-
sor of plant nutrition, will combine a suite of technologies designed to iden-
tify phenotypes and genes related to desirable root traits, with the goal of 
enhancing the breeding of crop varieties better adapted for nitrogen and 
water acquisition and carbon sequestration.

~ Chuck Gill, cdg5@psu.edu, 814-863-2713
 College of Agricultural Sciences Penn State University
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With an average of 802,000 detailed impressions on Fastline.com per month 
Fastline catalog readers & Fastline.com users are looking for it!

YOU HAVE IT
& they're looking 

for it.

Visit
Fastline.com/smallisbig

to learn more.
EQUIPMENT. FOUND. FAST.

800-626-6409

GET YOUR 2016 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  |  Equipment Blue Book

Construction Equipment Guide  |  Farm Equipment Guide

ortheast
quipment
ealers
ssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers
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EQUIPMENT INdUSTRY NEWS

c&cE Dealers Looking for 
Another solid Year in 2017
 Nearly half (49%) of dealers who cater to the commercial 
and consumer-type equipment needs of hobby farmers, large 
property owners, turf, lawn and landscape contractors, as well 
as municipalities and parks maintenance customers expect 
solid revenue growth during 2017. This confident outlook 
comes on the heels of strong sales years in 2015 and 2016. 
 According to the results of Rural Lifestyle Dealer’s 2017 
Business Trends & Outlook survey, overall, 84% of the 170 
dealers who responded to the annual study are forecasting 
that total revenue will be as good as or exceed levels seen in 
2016.
 In fact, the top 5 for 2017 matched the top 5 for 2016, with 
a few switching of positions. Tractors under 40 horsepower 
ranked second again this year with about 33% of dealers 
adding inventory. Skid steer loaders ranked third with about 
31% of dealers planning to add this category of equipment to 
their current product line. (ranked number 4 last year). 
 Zero-turn mowers ranked fourth with about 26% of 
dealers indicating they will add inventory (ranked third last 
year). Tractors 40-100 horsepower ranked fifth this year and 
last year with about 20% of dealers them to their product 
lineup for 2017.
 An in-depth summary of Rural Lifestyle Dealer’s 2017 survey 
appears in the Winter edition of the magazine.

~ AEI

strong Year for 
c&cE sales in 
2016
 Sales of commercial and 
consumer equipment continued as 
one of the few bright spots for 
equipment dealers throughout 2016, 
easily outpacing the other 11 product 
categories covered in Ag Equipment 
Intelligence’s monthly Dealer 
Sentiments & Business Conditions 
Update survey.
 In fact, it was the only equipment 
category that posted positive growth 
in all 12 months. Only GPS/precision 
farming equipment and systems 
showed any growth at all during the 
past year. It posted positive numbers 
in February, March and April before 
falling back into negative territory 
for the remainder of 2016.

~ AEI

Use of all articles in the Equipment Industry News pages are used with permission of Lessiter Media (LM), Ag Equipment 
Intelligence issue of Jan. 15, 2017, Vol. 23, Issue 1. 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.

January 15, 2017
Vol. 23, Issue 1

• Krone’s Revenues Up

• Trimble’s Ag Plans

• Claas’ Sales Slip

C&CE Dealers Looking for Another Solid Year in 2017

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.

At least one analyst sees Titan 
Machinery’s ongoing destocking 
efforts paying off and could restart 
the dealership group’s merger and 
acquisition efforts as early as fiscal 
year 2018. 

“A dramatically improved balance 
sheet, in our view, puts the compa-
ny on track for a resumption of its 
historically successful M&A activity 
and possibly opportunistic share buy-
backs,” Igor Maryasis told investors 

in a Jan. 10 note announcing Aegis 
Capital Corp. is initiating coverage of 
Titan Machinery.

He said Titan’s ongoing deleveraging 
and inventory destocking initiatives 
have put the dealership group in good 
position when end markets recover.  “In 
3QFY17 Titan increased its inventory 
reduction target for FY17 to $125M 
from $100M previously. This would add 
up to a total of nearly $0.5B decline 
from the peak of 4QFY14, a notable 

feat amid a rapidly contracting industry 
demand,” said Maryasis. “As a result of 
these actions, in FY17, the company’s 
equipment inventories relative to its 
total sales will decline for the first time 
since 2011.”

Maryasis sees “significant long term 
growth potential from TITN’s likely 
return to M&A activity centered on 
dealer consolidation in North America,” 
which he expects to continue. 

Following Destocking Efforts, Will Titan  
Machinery be Ready to Restart M&A Efforts?

Nearly half (49%) of dealers who cater to the commercial 
and consumer-type equipment needs of hobby farmers, 
large property owners, turf, lawn and landscape contrac-
tors, as well as municipalities and parks maintenance 
customers expect solid revenue growth during 2017. This 
confident outlook comes on the heels of strong sales years 
in 2015 and 2016. 

According to the results of 
Rural Lifestyle Dealer’s 2017 
Business Trends & Outlook sur-
vey, overall, 84% of the 170 deal-
ers who responded to the annual 
study are forecasting that total 
revenue will be as good as or 
exceed levels seen in 2016. 

This is the 11th consecu-
tive year that Rural Lifestyle 
Dealer, a sister publication of 
Ag Equipment Intelligence, has 
conducted this annual survey of 
equipment dealers.

Slightly more than 40% of dealers 
expect sales revenues to increase 
by 2-7%, while 9% are projecting 
revenues to grow by 8% or more. 
More than one-third of C&CE deal-
ers anticipate “little or no change” 

in revenues for 2017 compared to a year earlier. About 16% 
of RL dealers anticipate a drop in revenue in the year ahead.

Dealers responding to Ag Equipment Intelligence’s month-
ly Dealer Sentiments & Business Conditions Update survey 
continue to indicate that there is ongoing strength in less 
than 100 horsepower 

Continued on page 2

RL Dealers’ Change in Total 
Revenue 2017 vs. 2016

Little or No 
Change
34.9%

Plus 2 to 7%
40.2%

Plus 8% 
or more 

8.9%

Minus 
8% or more  

5.3%

Minus
2 to 7% 
10.7%

For 2017, nearly 50% of rural lifestyle dealers 
expect growth in the 2-8% or more range.

RL Dealers’ Change in Aftermarket 
Revenues 2017 vs. 2016

Little or No 
Change
38.8%

Plus 2 to 7%
39.4%

Plus 8%  
or More 
12.7%

Rural Lifestyle dealers see a good year ahead for after-
market revenues. More than 52% expect aftermarket 
revenues to increase 2-8% or more. That’s down 
slightly from last year when about 63% of dealers 
expected parts and service revenue to increase. 

Minus 2 to 7% 
9.1%

Continued on page 2

Continued on page 8
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tractor category.
In addition to revenue from the sale 

of wholegoods, 90% of dealers are fore-
casting aftermarket revenue will also be 
as good as or better than last year. This 
compares with last year’s survey in which 
more than 88% of dealers expected 2016 
to be as good as or better than 2015 for 
total revenue and more than 90% expect-
ed aftermarket revenue to be as good as 
or better than 2015, according to Lynn 
Woolf, managing editor of the publication. 

Solid Signals. Several key economic 
factors support dealers’ optimism going into 2017, she says. 
“Market growth is one of those factors with nearly 50% of 
dealers saying their number of rural lifestyle customers has 
increased 5-19% in the last 5 years.”

She also cites data from current homebuilding surveys 
conducted by National Assn. of Home Builders/Wells Fargo 
Housing Market Index. The December index came in at 70, 
with any number over 50 indicating more builders viewing 
conditions as good than poor. The unemployment rate has 

held mostly steady throughout the year, with the Bureau 
of Labor Statistics reporting a level of 4.7% for December, 
says Woolf. 

The Assn. of Equipment Manufacturers reported on Jan. 10 
that December U.S. retail sales of farm tractors under 40 horse-
power were up 18.2% vs. December last year, with year-to-date 
gains of 12.1%. More than 133,000 compact tractors were sold 
in the U.S. in 2016, the highest volume since 2004.

Solid Potential. Equipment categories that dealers believe 
have the best potential to increase revenues in 2017 are zero-
turn mowers, with more than 60% of C&CE retailers expect-
ing increased sales and 57% of dealers see compact tractors 
producing solid increases in the year ahead. Rounding out 
the top 5 products for the new year are rotary cutters (45% 
of dealers), front-end loaders (40%) and utility vehicles (39%).

A good share of rural lifestyle equipment dealers are com-
mitting resources to expanding their product offerings. Like 
last year, utility vehicles top the list for 2017, with more than 
36% of dealers expecting to add the product line this year. 

In fact, the top 5 for 2017 matched the top 5 for 2016, with 
a few switching of positions. Tractors under 40 horsepower 
ranked second again this year with about 33% of dealers add-
ing inventory. Skid steer loaders ranked third with about 31% 
of dealers planning to add this category of equipment to their 
current product line. (ranked number 4 last year). 

Zero-turn mowers ranked fourth with about 26% of deal-
ers indicating they will add inventory (ranked third last 
year). Tractors 40-100 horsepower ranked fifth this year and 
last year with about 20% of dealers them to their product 
lineup for 2017.

An in-depth summary of Rural Lifestyle Dealer’s 2017 sur-
vey appears in the Winter edition of the magazine.  

Rural Lifestyle Dealers’ Revenue Outlook  
2017 vs. 2016 vs. 2015

2017 2016 2015

   +8% or more 8.9% 13.3% 8.1%

   +2-7% 40.2% 45.7% 38.9%

   Little or no change 34.9% 29.8% 36.8%

   –2-7% 10.7% 5.9% 14.0%

   –8% or more 5.3% 5.3% 2.2%

Source: Rural Lifestyle Dealer’s 2017 Business Trends & Outlook survey

Strong Year for C&CE Sales in 2016

Sales of commercial and consumer equipment continued as 
one of the few bright spots for equipment dealers through-
out 2016, easily outpacing the other 11 product categories 
covered in Ag Equipment Intelligence’s monthly Dealer 
Sentiments & Business Conditions Update survey.

In fact, it was the only equipment category that posted 
positive growth in all 12 months. Only GPS/precision farm-
ing equipment and systems showed any growth at all during 
the past year. It posted positive numbers in February, March 
and April before falling back into negative territory for the 
remainder of 2016. 
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Farm Equipment Dealers’ Commercial & 
Consumer Equipment Sales — 2016

The sale of commercial and consumer-type equipment is 
the only product category to demonstrate consistent sales 
strength throughout 2016.

Source: Monthly Dealer Sentiments & Business  
Conditions survey/Ag Equipment Intelligence

C&CE Dealers Looking for Another Solid Year in 2017...Continued from page 1
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The sale of compact tractors correlates closely with sales 
of new single family homes in terms of trends, but unit vol-
umes did not match up, except in 2004 and 2006.
  Source: U.S. Census Bureau,  Assn. of Equipment  Manufacturers
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‘margin squeeze’ 
Leading to increased 
Farm Loan scrutiny
 Farm lenders are taking a much closer look 
at crop producers’ loan status as concerns about 
repayment are starting to grow. “The continued 
‘margin squeeze’ faced by crop producers across 
the Midwest has led to a drastic reduction in 
working capital buffers,” Todd Kuethe of the Dept. 
of Agricultural and Consumer Economics at the 
University of Illinois told those attending last month’s 
Illinois Farm Economics Summit.
 He noted that presently ag credit market data is 
giving off only “modest signals of increasing credit 
risk.” But with the interest rates expected to rise 
in the near term, loan repayment risks also rise for 
lenders.
 Dealers are also noticing the increasing 
concerns of ag lenders. Comments to Ag Equipment 
Intelligence’s monthly Dealer Sentiments & Business 
Conditions survey have included: “Banks are scared 
to death” … “With such low corn, soybeans and now 
cattle prices, we knew sales would be down. Bankers 
are routinely saying ‘no’ [to equipment purchases].” 

 ~ AEI

Brexit Not the cause of 
slowing u.K. Tractor 
sales 

~ AEI

Use of all articles in the Equipment Industry News pages are used with permission of Lessiter Media (LM), Ag Equipment 
Intelligence issue of Jan. 15, 2017, Vol. 23, Issue 1. 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.
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Farm lenders are taking a much closer look at 
crop producers’ loan status as concerns about 
repayment are starting to grow. “The contin-
ued ‘margin squeeze’ faced by crop producers 
across the Midwest has led to a drastic reduction 
in working capital buffers,” Todd Kuethe of the 
Dept. of Agricultural and Consumer Economics at 
the University of Illinois told those attending last 
month’s Illinois Farm Economics Summit.

He noted that presently ag credit market data is giv-
ing off only “modest signals of increasing credit risk.” 
But with the interest rates expected to rise in the near 
term, loan repayment risks also rise for lenders.

“Farm loan data provided by the Federal Reserve 
Bank indicate that farm loan delinquencies have 
increased in recent quarters from recent record 
lows,” said Kuethe. “In addition, overall risk ratings for 
agricultural loans are also on the rise.”

Surveys of ag bankers in the Chicago and St. Louis 
districts by Federal Reserve indicate worsening credit 
conditions in the farm sector. “A growing share of lenders 
report increasing loan repayment concerns coupled with 
an increase in requests for loan renegotiations,” he said. 

These factors along with rising demand for operating loans 
and a modest increases in the cost of borrowing are putting 
lenders in a position to reject loan applications. 

Dealers are also noticing the increasing concerns of 
ag lenders. Comments to  Ag Equipment Intelligence’s 
monthly Dealer Sentiments & Business Conditions survey 
have included: “Banks are scared to death” … “With such 
low corn, soybeans and now cattle prices, we knew sales 
would be down. Bankers are routinely saying ‘no’ [to 
equipment purchases].” 

‘Margin Squeeze’ Leading to Increased Farm Loan Scrutiny
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Ag Credit Conditions Deteriorating

A growing number of farm lenders report increasing loan repayment concerns 
coupled with an increase in requests for loan renegotiations during 2016 
may tighten credit availability in 2017. 

Source: Chicago Federal Bank

FARM MACHINERY TICKER (AS OF 1/12/17)

MANUFACTURERS Symbol 1/12/17 
Price

12/13/16 
Price

1-Year 
High

1-Year 
Low

P/E 
Ratio

Avg. 
Volume

Market 
Cap. 

Ag Growth Int’l. AFN $55.45 $55.08 $57.69 $24.68 304.67 54,440 818.73M

AGCO AGCO $60.65 $59.23 $61.22 $42.40 31.30 958,411 4.87B

AgJunction Inc. AJX $0.48 $0.53 $0.74 $0.42 N/A 44,890 59.6M

Alamo ALG $77.23 $75.00 $79.59 $48.26 20.32 56,095 888.96M

Art’s Way Mfg. ARTW $3.50 $3.15 $4.70 $2.46 N/A 5,184 14.38M

Buhler Industries BUI $4.80 $4.50 $6.00 $4.40 N/A 294 120M

Caterpillar CAT $93.98 $96.01 $97.40 $56.36 91.42 4,947,430 54.99B

CNH Industrial CNHI $8.89 $8.76 $9.25 $5.67 N/A 1,185,370 12.09B

Deere & Co. DE $105.17 $101.33 $106.75 $70.16 21.86 3,098,940 33.33B

Kubota KUBTY $74.94 $74.18 $80.73 $58.99 16.80 14,138 18.85B

Lindsay LNN $74.50 $86.96 $89.98 $62.99 57.04 134,094 793.69M

Raven Industries RAVN $24.20 $26.50 $26.90 $12.88 95.65 139,651 875.04M

Titan Int’l. TWI $10.74 $11.76 $12.14 $2.50 N/A 498,144 580.295M

Trimble Navigation TRMB $30.59 $29.89 $31.11 $18.36 65.09 1,595,320 7.67B

Valmont Industries VMI $139.10 $153.85 $156.05 $96.50 43.66 143,802 3.13B

RETAILERS

Cervus 
Equipment CVL $14.76 $16.09 $16.52 $10.41 12.78 14,842 233.11M

Rocky Mountain  
Equipment RME $10.07 $9.49 $10.24 $5.50 13.32 33,495 195.2M

Titan Machinery TITN $14.17 $15.18 $15.93 $7.87 N/A 123,749 300.22M

Tractor Supply TSCO $75.95 $76.72 $97.25 $61.50 24.10 1,703,490 9.97B
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Sales of Krone forage harvesting 
equipment in North America kept 
pace with other markets as the 
German manufacturer exceeded its 
revenue forecasts in the 2015-16 
financial year ending July 2016.

In contrast to expectations of a 
drop in group agricultural equipment 
revenues of about a single digit per-
centage (Ag Equipment Intelligence, 
January 2016), Krone actually 
increased its sales worldwide by €14 
million ($14.8 million) or 2.5%.

Over the prior 12 month period, 
sales revenues increased 1.2% to 
€554.5 million ($584 million); in the 
fiscal year just reported, the company 
hit €568.6 million ($600 million), with 
North American operations account-
ing for 20.5% of revenues, about the 
same level as reported previously.

Those are the highest ag equip-
ment revenues in Krone’s 110 year 
history, and more than double the 
amount achieved 10 years ago. 

“Despite a significant downturn in 
the farm machinery industry and less 
than ideal conditions in the commer-
cial trailer market, the Krone Group 
has continued its positive growth 
trajectory with sales of €1.6 billion 
($1.7 billion),” notes managing part-
ner, Bernard Krone.

“The milk price crisis and the con-
sequences of the Russian-Ukrainian 
conflict had a significant impact on 
the performance of all our business 
segments, so it is an even greater 
achievement that we were able to 
increase our sales revenues.”

Krone again adds a cautious note that 
a slight decline in sales is anticipated 
for the current financial year while 
remaining confident about Krone’s 
long-term future as two megatrends 
have positive impacts on the compa-
ny’s business — growth in world popu-
lation and a globalized economy.

In addition to setting up new sales 
subsidiaries in France and China, 

Krone announced last year that it will 
spend $12.5 million building a more 
central headquarters base for North 
American operations, with work at 
the Shelbyville, Ind., location due to 
start in spring of this year.

Tommy Jones, president & CEO at 
Krone North America, said, “As Krone 
has continued its growth in North 
America, we realized the need for a 
larger, specially built facility to bring 
together our corporate headquarters, 
distribution center and training staff 
in a more central location for our 
growing customer base.”

He anticipates the new location 
will provide more efficient delivery of 
parts and wholegoods to customers 
and dealers, while the Indianapolis 
area’s well-established agricultural 
roots and the state’s emphasis on 
agribusiness will enable Krone to fill 
the 40 additional professional and 
warehouse jobs expected to be added 
over the next 4 years. 

Despite Ag Downturn, Krone Increased Sales in FY2016

Overall tractor registrations for 2016 in the U.K. are expected 
to be down about 2-3% compared to 2015, according to the 
U.K. website FG Insight. Citing data from the Agricultural 
Engineers Assn., the report said the drop off is likely due to 
the clearing of stock tractors, which do not meet current 
engine emission standards.

Author of the report, Richard Bradley, said, “While the AEA 
says Brexit has caused uncertainty among farmers, it says poor 
recent farm incomes, which were clear before the vote, are the 
main influence on the falling machinery market. While sterling 
movements as a result of Brexit have meant a recent price 
increase of imported machinery, it has also helped to improve 
product prices and the single farm payment for 2016-17.”

After the large drops in recent years, the AEA is 
expecting little change in machinery and tractor regis-
trations for 2017. 

Brexit Not the Cause of Slowing U.K. Tractor Sales

U.K. Agricultural Tractor Registrations
(> 50 HP)

2007 2008 2009 2010 2011 2012 2013 2014 2015

 Units 15,540 17,104 15,013 13,347 14,094 13,951 12,498 12,433 10,842

 Annual % Change 14.6 10.1 –12.2 –11.1 5.6 –1.0 –10.4 –0.5 –12.8

 Total Horsepower (000’s) 2,082 2,361 2,153 1,892 2,033 2,066 1,883 1,928 1,702

 Annual % Change 19.6 13.4 –8.8 –12.1 7.5 1.6 –8.8 2.4 –11.7

 Average Horsepower 134.0 138.1 143.4 141.7 144.3 148.0 150.7 155.1 157.0

 Annual % Change 4.4 3.1 3.9 –1.2 1.8 2.6 1.8 2.9 1.2

Source: Agricultural Engineers Assn.
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Low farm incomes in recent years, not Brexit, has been the cause of 
declining tractor sales in the U.K.

Source: Agricultural Engineers Assn.

Ag Equipment sales 
Down at close of 2016
 As 2016 came to a close, North American large ag 
equipment sales continued to decline, marking the 
35th month of declines, says Mircea (Mig) Dobre, 
senior analyst with Baird Equity Research. Leading 
the declines for the month were 4WD tractors, 
which were down 36.4% year-over-year. While large 
ag equipment sales continued to struggle, compact 
tractors were once again the bright spot, with sales 
up 18.1% year-over-year in December.  

 ~ AEI
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As 2016 came to a close, North 
American large ag equipment sales 
continued to decline, marking the 35th 
month of declines, says Mircea (Mig) 
Dobre, senior analyst with Baird Equity 
Research. Leading the declines for the 
month were 4WD tractors, which 
were down 36.4% year-over-year. While 
large ag equipment sales continued to 
struggle, compact tractors were once 
again the bright spot, with sales up 
18.1% year-over-year in December. 

  U.S. and Canada large tractor and 
combine retail sales decreased 22% 
year-over-year in December, down from 
the 18% decrease in November. U.S. 
sales decreased 24% year-over-year, 
while Canadian sales were down 13%. 

  4WD tractor sales decreased 
36.4% year-over-year in December 
vs. a 7.7% decrease in November 
(U.S. –41.2%, Canada –17.9%). U.S. 
dealer inventories of 4WD tractors 
were down 20.3% year-over-year in 
November, while days-sales of inven-
tory was 118, up slightly from 117 dur-
ing November of last year. December 
is typically an above-average month 
for 4WD tractor sales, accounting for 
10.4% of annual sales the last 5 years. 

  Combine sales declined 22.2% in 
December following November’s drop 
of 14.3%. U.S. combine inventories 
were 31.3% lower year-over-year in 
November, but days-sales of inventory 
(66) was down slightly from last year 
(74). December is typically an above-
average month for combine sales, 
accounting for 10% of annual sales 
over the last 5 years. 

  Row-crop tractor sales were down 
19.3% in December, compared with 
the 21.7% decrease in November. U.S. 
row-crop tractor inventories decreased 
9% year-over-year in November vs. a 6% 
drop in October. Typically, December is 
an above-average month for row-crop 
tractor sales, accounting for 10.7% of 
annual sales over the last 5 years. 

  Mid-range tractor sales decreased 
in December, down 0.8% year-over-
year after a 1.9% decrease last month. 
Compact tractor sales increased 
18.1% year-over-year after a 20.8% 
increase last month. 

Ag Equipment Sales 
Down at Close of 2016

DECEMBER U.S. UNIT RETAIL SALES

Equipment December 
2016

December 
2015

Percent 
Change

YTD  
20 16

YTD  
2015

Percent 
Change

November 
2016 Field 
Inventory

Farm Wheel Tractors-2WD

Under 40 HP 9,350 7,909 18.2 133,227 118,816 12.1 72,284

40-100 HP 5,749 5,703 0.8 57,162 59,388 –3.7 35,838

100 HP Plus 1,761 2,181 –19.3 18,542 23,906 –22.4 9,774

Total-2WD 16,860 15,793 6.8 208,931 202,110 3.4 117,896

Total-4WD 241 410 –41.2 2,314 3,113 –25.7 800

Total Tractors 17,101 16,203 5.5 211,245 205,223 2.9 118,696

SP Combines 487 686 –29.0 3,972 5,376 –26.1 760

DECEMBER CANADIAN UNIT RETAIL SALES

Equipment December 
2016

December 
2015

Percent 
Change

YTD  
2016

YTD  
2015

Percent 
Change

November 
2016 Field 
Inventory

Farm Wheel Tractors-2WD

Under 40 HP 993 846 17.4 11,837 12,829 –7.7 7,966

40-100 HP 577 673 –14.3 5,826 6,112 –4.7 4,134

100 HP Plus 310 386 –19.7 3,657 4,400 –16.9 2,301

Total-2WD 1,880 1,905 –1.3 21,320 23,341 –8.7 14,401

Total-4WD 87 106 –17.9 823 879 –6.4 259

Total Tractors 1,967 2,011 –2.2 22,143 24,220 –8.6 14,660

SP Combines 200 197 1.5 1,791 1,946 –8.0 345

— Assn. of Equipment Manufacturers

U.S. UNIT RETAIL SALES OF
2-4 WHEEL DRIVE TRACTORS & COMBINES
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COST
OF

DOING
BUSINESS

STUDY
The 2016 Cost of Doing  
Business Study presents the  
annual financial and operational 
profile of independent, retail 
equipment dealerships.
This Study is made possible through the cooperation of participating 
dealers associations and their members who provided detailed  
financial and operational information for their individual companies. 
The Study assesses financial performance and presents composite 
income statements and balance sheets in addition to averages for key 
financial performance ratios. Use it to:

	Compare your financial performance to that of all dealers
(regardless of lines or manufacturers represented);

	Use it to assist in the valuation process of your businesses for
estate planning, buy/sell agreements, mergers/consolidation
purposes;

	Use the benchmarks to establish future goals and budgets.

NEDA participated in this joint venture, with other North American 
Equipment Dealers Association affiliates, because it is important for a 
trade association to generate this type of information for members to 
measure their own performance against industry averages. The data 
sets benchmarks you can use to establish financial plans to improve 
profitability.

COST OF DOING
BUSINESS STUDY

COST OF DOING BUSINESS STUDY fees:
• Members	who	submitted	financials		–	FREE
• Members	who	did	not	submit financials	–$200 per survey

• Non-Members	–	$450 per survey

q	Send	a	hard	copy	booklet							q	Email	Study	Results

Firm	Name _______________________________________________

Ordered	By _______________________________ |Date	__________

Address __________________________________________________

City	|	State	|	Zip __________________________________________

Phone___________________	|	Fax ___________________________

Email ____________________________________________________  

q Bill my company
Charge the fee (plus sales tax and shipping) to my MC / VISA credit card (please print):

q	MC		q	VISA					Name	on	Card ______________________________

Card	#_____________________	CVS	Code_____	Exp.	Date ________

Cardholder	Signature _______________________________________
Please fax your completed order form to: 1-315-451-3548

or email davec@ne-equip.com

ORDER FORM

Established 1901

Northeast
Equipment
Dealers
Association

128 METROPOLITAN PARK DRIVE
LIVERPOOL, NY 13088

p. 800-932-0607   |   f. 315-451-3548
www.ne-equip.com
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Northeast Equipment Dealers Association 
Serving Farm, Industrial & Outdoor Power Equipment Dealers Since 1901 

***February 2017*** 
 

  18-WATT WORK LIGHT  
HIGH POWERED 
Fits into PAR36 Housing 

                          
   
                    12-24v Operation 

 1500 Lumens   
 CREE Diodes  

      
 
    WL18-HP                  WL18HP-TRAP 

   18-watt work light         18-watt work light  
 Fits Par36 Housing              Fits Par36 Housing 
 60 degree flood pattern             Trapezoid pattern 
             
 Regular Price:  $33.53           Regular Price: $33.53 
 Special Price:   $30.17        Special Price:   $30.17 
 Retail Price:     $55.89       Retail Price:     $55.89 
            Case Pack:         50                                   Case Pack:          50 

         

      Order Form  
        Item #       Qty.      Cost Ea.    Total 
 Dealership Name: __________________________   WL18-HP       ________ $33.53    ___________ 
 Shipping Address: __________________________       WL18HP-TRAP________ $33.53    ___________ 
 City, State, and Zip: ____________________________      
 
           SUB TOTAL    ________ 
 Terms:  NET 30 DAYS TO APPROVED MEMBERS       (If not for resale) TAX ________ 
 Freight: PREPAID FREIGHT ON CASE QUANTITIES                SHIPPING        ________ 
 
          TOTAL            ________      
 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 February 28, 2017 

Bright 
LED’s FLOOD or 

TRAPEZOID 
PATTERN 



Meet 
the new 

boss.

Federated provides clients with access to services offered through wholly independent third parties. Neither Federated nor its employees provide legal advice. 

Are you prepared if something were to happen  
to you? Is your successor? You deserve to 
transition your business to the next generation 
in the manner you deem best. A sound business 
succession plan can help protect your life’s work. 
Call your local marketing representative or visit 
federatedinsurance.com to learn more.

 
 16.14  Ed Date. 11/15  *Not licensed in the states of NH, NJ, and VT.   © 2016 Federated Insurance



Our purpose is to improve and 
perpetuate the agricultural, 

construction and rural lifestyle 
dealer business. We are about 

helping our member dealers 
improving their gross margins 
and to sell, service and supply 

replacement parts to their 
customers successfully and 
profitably. NEDA is widely 

recognized and respected as the 
equipment industry organization  

representing the collective
interests of American equipment 
dealers in the Northeast region.

Outdoor
Power Equipment 

Dealers
Welcome Here!

ne-equip.com
Established 1901

Northeast
Equipment
Dealers
Association

Committed to Building The Best Business Environment for Northeast Equipment Dealers


