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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.

BUYING EQUIPMENT FROM A 
PRIVATE SELLER?

B E  C A R E F U L !
 Buying equipment from a private seller can yield some bargains. But it can also bring headaches if you’re not 
careful! Here are a few tips to avoid some common pitfalls.
 Consider these scenarios: You are looking through online listings and find a great bargain on a used tractor 
for sale “by owner” in a neighboring county. You see the skidder you’ve had your eye on parked by the road for 
sale “by owner.” You are at the local fishing dock and find a GPS unit that specifically meets your needs and is for 
sale “by owner.” These items are good bargains at the negotiated prices and the sellers seem anxious to close as 
soon as possible. This seems like an easy and cost-effective way to purchase, so what could be the pitfalls?

1. Determine the current ownership of the equipment. 
 The seller must provide evidence of ownership of the equipment. A good option would be the original invoice 
or bill of sale from when the current owner purchased the equipment. It is likely that for major equipment items 
purchased from a dealership, the information will be on record with that vendor. If this information is not available, 
or a seller is unwilling to disclose the information, it is best to not move forward with the transaction. Most people 
are honest, but don’t assume a private seller always is. Sometimes used equipment hasn’t been fully paid off – or 
worse, may be stolen.

2. How will the sale/purchase transaction be documented? 
 The seller must provide a form of “bill of sale.” This should clearly indicate the full legal name and address 
of the buyer and the seller/current owner of the equipment. This bill of sale should also clearly indicate the agreed 
upon sales price. If a seller is unwilling to provide a bill of sale, that’s a red flag and it is best to not move forward 
with the transaction.

3. Are there any liens? 
 The seller should disclose in writing if there are any liens outstanding on the equipment. If there are liens, 
the amount owed on the equipment should be disclosed. If loan payoffs are required, the seller should provide

continued on page 8 



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 
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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.

 April 4th – 6th, I attended the EDA Fly-in 
in D.C. and was impressed with the event. 
The quality and quantity of the speakers and 
presenters was overwhelming! Learning what 
we might expect from the “inside the belt-
way” crowd, such as what’s on their priority 
list, what’s not, what the next budget and 
farm bill might look like, if the proposed cuts 
to USDA are reality, what role Ag will play 
in Trade policy, status of the Waters of the 
US regulation and the EPA was valuable and 
informative. 
 I believe the most important take away was 
the understanding that our legislators and 
their staffs (many of whom are under 30 and 

have little if any Ag background) genuinely want to hear from us. They want to 
know your concerns and priorities – they want to add you to their list of subject 
matter experts!  
 It became clear to me that “we/the northeast” could have a significant 
impact on legislation; regulations and our economy moving forward if we do our 
part (raise our voices)!  Our region represents 18 % of the legislators in both the 
House and Senate: that’s 3 times the Republican’s 6 vote margin in the Senate 
and not quite double their margin in the House. Consider that the last ACA 
repeal/replace bill was pulled because the leadership were "10 to 15 votes" shy 
of victory and I think it’d be fair to say our 69 Congress men and women can and 
will have an impact on our lives and dealerships moving forward. Take time, 
reach out and communicate with your legislators, invite them to 
your dealership(s), attend town hall meetings, etc.! Rest assured others are...
 I’m happy to report that spring is here and the rush seems to be coming into 
full swing! Although this year’s winter weather wasn’t all that many had hoped 
for…sales reports from Outdoor Power and Lifestyle dealers have been upbeat. 
Challenging milk and commodity prices are continuing to temper Ag sales, 
particularly high dollar units. Fortunately, warmer temperatures also brought 
an upswing in residential construction starts which, combined with all the infra-
structure investment talk in D.C., helped to brighten spirits among our construc-
tion and rental dealers. 
 On the legislative front, we are continuing our work on the Pennsylvania 
and Connecticut dealer laws, along with our work on Right-to-Repair legislation 
in Massachusetts (Digital Right to Repair Act, SD 938 in the State Senate and HD 
1692 in the House) and New York (SB S618). “When we work together as an 
Equipment Dealer Association, we speak in a unified voice. Together 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! Please help spread the word and encourage your fellow dealers to 
join YOUR chorus (our association)!

REAP the benefits of membership

Observations
from the FIELD

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 

Tim Wentz
Field Director /

Legislative Committee 
Chairman

717.576.6794
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WILLARD R. WHITE 
 ONEIDA VALLEY/SHERRILL, NY – Willard R. White, 98, formerly of Oneida 
Valley and Sherrill, died Thursday, April 13, 2017, in the Martin Luther Home, 
Clinton, following an extended illness.
 Born on March 3, 1919, in Verona, he was the son of Alfred and Flora Esch 
White. Willard grew up in Churchville and graduated from Verona High School, 
Class of 1936, where he served as class treasurer and historian and attended 
Aero Industries Technical Institute, in Los Angeles, graduating in 1940.
 On May 4, 1943, he married Anastasia "Nettie" Shandro in Edmonton, 
Alberta, Canada. Nettie died on Aug. 21, 2004.
 From 1940 to 1946, Willard was employed with the Curtiss Wright 
Corporation, in Buffalo and served as the service engineer for Curtiss Wright, 
assigned to the United States Air Force in the United States, Canada, Alaska and 
India during World War II.
 In 1946, Willard and Nettie established the farm equipment business, 
WHITE'S FARM SUPPLY in Oneida Valley. He was a lifelong member of S. Peter's 
Lutheran Church of Verona, serving as treasurer for 25 years; a charter member of 
Kanon Valley Country Club, serving on the board of directors for several years; a 
member of the Curriculum Advisory Committee for SUNY, Cobleskill; chairman of 
the Town of Lenox Zoning Board of Appeals; and chairman of the Citizen Advisory 
Committee for the Madison County Board of Supervisors.
 Willard was a member of the Oneida Rotary Club, serving on the board of 
directors and as president from 1975-76, originated the club's annual Pancake 
Days, was a Paul Harris Fellow and was awarded the club's Roses to the Living 
award in 1988. He also was a member of the Oneida Elks Lodge No. 767 BPOE.
 He was an active member of the New York Farm Equipment Dealers 
Association, serving on the board of directors, and as its president in 1974.
 Willard was a loyal and devoted husband, father, grandfather and great-
grandfather. He was a mentor and friend to many and will be missed by all. 
 Surviving are his two daughters, Patricia (Rodney) Nestle of Verona and 
Arlene (Michael) Hornyak of Canastota; his three sons, Dale A. White of Oneida, 
Arthur W. (Roberta) White of Waterville and Douglas A. White of Canastota; his 
10 grandchildren, two step-grandsons, eight great-grandsons, and one great-
granddaughter, Besides his loving wife, Nettie, he was predeceased by his sister 
and his two daughters-in law. 
 Funeral services were held recently from St. Peter's Lutheran Church, 
Verona, with the Rev. Katie Yahns, pastor, officiating. Interment was in St. Peter's 
Lutheran Cemetery.  Contributions, in his memory, may be made to the White 
Memorial Fund at St. Peter's, 4897 Old Oneida Road, Verona, N.Y. 13478 or to 
leave a message of condolence, please visit www.campbell-dean.com. 
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An Integrated Marketing Plan offers the layered approach to promote your brand, 
special offers and more based on the ways that buyers shop for your products.

Join this free webinar hosted by Fastline Media Group as we explore  
“How to Boost Sales with an Integrated Marketing Plan.”

In this session we’ll provide tips and tricks on what makes a good balance of digital 
and print marketing and how to integrate it with the equipment buying cycle to get 
the best bang for your buck. 

 Date:  Wed, May 10, 2017 
 Time:  3:00 PM EST 
 Duration:  45 minutes
 Cost:  Free

Visit www.FastlineMediaGroup.com/Resources
to register and see a list of upcoming events.

Susan Arterburn has spent her career at Fastline Media 
Group devoted to understanding and developing successful 
marketing for the agriculture industry. Previously Susan 
spent more than 10 years in marketing agencies. Her 15 
years in the marketing industry have provided experience on 
both the advertiser and media solutions provider sides.

Susan Arterburn 
Marketing Director

Fastline Media Group

Is Your Marketing Plan 
Falling Flat?

GET YOUR 2017 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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Lancaster County Farm Equipment 
Dealer Merger
 MM Weaver Inc.  of Leola, has agreed to acquire B Equipment of Waynesboro, Pa.  MM 
Weaver will buy the assets of B Equipment Inc. effective May 1 and will assume B Equip.’s 
lease of its location.
 Eugene Hurst,  MM Weaver General Manager, said the transaction will give MM Weaver 
a Franklin County location, enabling the company to provide faster service to its customers 
there.
 The acquisition also will combine two family-owner businesses that emphasize first-
class products and services.
 MM Weaver was founded in 1936 by Hurst’s great-grandfather, Martin M. Weaver, is 
a 45 employee firm.  Its product line includes Claas forage harvesters and hay tools, Lexion 
combines, Fendt and Massey Ferguson tractors and other agriculture products.  
 B Equipment was founded in 1977 is a 15 employee firm that also sells Massey Ferguson 
tractors and Claas hay tools, plus other products.
 When the purchase takes effect, B Equipment will operate under the MM Weaver 
name. 

NEW MEMBERS
BEllE MEAD GArAGE 
Principal: Christopher Higgins / GM: Chris Carnevale
2454 Route 206  •  Belle Mead, NJ 08502
908-359-8131  •  F: 908-359-0017  •  www.bellemeadgarage.com  •  e-mail: bellemeadgarage@gmail.com
County: Somerset
Lines Carried:  Massey Ferguson

GANo'S PoWEr EqUIPMENT
Frank Gargano/Tony Gargano
120 Linwood Avenue  •  Colchester, CT 06415
860-537-3431  •  F: 860-537-3542  •  www.ganos.com  •  e-mail: ganos@snet.net
County: New London
Lines Carried: Scag, Exmark, Toro, Honda, Simplicity, D.R., Little Wonder, Stihl

lock STock & BArrEl llc
Prinicipal: Peter Latronica
770 Amity Road  •  Bethany, CT 06524
203-393-0002  •  F: 203-691-5450  •  www.lsbfarmsupply.com  •  e-mail:  prl@lsbfarmsupply.com
County: New Haven
Lines:  Husqvarna, Stihl, Kioti, Ferris, Toro, Briggs & Stratton, Little Wonder 

Please Join Us In Welcoming our New Members To NEDA.
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Serving Farm, Industrial & Outdoor Power Equipment Dealers Since 1901 

***MAY*** 
 

Amber or Red LED Beacon 2 Functions in 1 
Flashing / Rotating Patterns   

 
                 

                                     
    
    
    
    
       

       
      HF45A (Amber)                         HF45R (Red) 
               

        Uses 4-AA batteries, Strong Magnetic Mount, Durable Polycarbonate Lens, IP65 
 
       Regular Price:    $21.52 
       Special Price: $20.44 
       Retail Price: $35.87 
 

******************************************************************************************** 
  Order Form      Item #  Qty. Cost Ea. Total 
  Dealership Name: __________________________ HF45A _______ $20.17 __________ 
  Shipping Address: __________________________    HF45R  ______       $20.17 __________ 
  City, State, and Zip: ____________________________        
          
  40 PER CASE          
           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 MAY 31, 2017 

2 year 
Warranty 

Great for:  
Farm Implements 
Equipment Trucks 
Fork Lifts 
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Hosted by Fastline Media Group,
specifically with equipment dealers in mind.

How To BoosT sALEs wiTH AN
iNTEgRATED MARkETiNg PLAN

Wednesday, May 10, 2017
3 PM EST, 45 minutes

This webiner is FREE, please register at:
https://cc.readytalk.com/r/2u9ha1cq5zi5&eom 

 An Integrated Marketing Plan offers the layered  
approach to promote your brand, special offers and more 
based on the ways that buyers shop for your products. 
Learn some tips and tricks on what makes a good balance 
of digital and print marketing and how to integrate it 
with the equipment buying cycle to get the best bang for 
your buck.
 Visit www.FastlineMediaGroup.com/Resources to  
register for upcoming Webinars or view past episodes.

information on the creditor, the amount(s) due and 
the manner in which the payoffs will be completed. 
Unscrupulous (or unaware) sellers may not always 
disclose outstanding liens, which is where step four 
comes in.

4. Lien search. 
 The next step is to complete a UCC lien search 
on the seller of the equipment. The results of a 
proper UCC lien search should indicate if there are 
any outstanding liens or debts owed for which the 
equipment is collateral. It is important to note that 
the UCC search is of the current owner of the equip-
ment only. If you don’t have the correct information 
on the current owner, the search results will not be 
accurate. Also, the search must be completed in the 
state or county where the current owner is located – 
not where the sale is being completed. Note that liens 
may stay on the equipment even if you weren’t aware 
of them when buying the equipment!

5. Lien releases. 
 If you purchase the equipment without obtain-
ing a lien release from the lienholder(s), the lien will 
continue on that equipment following the purchase. 
It is possible that the lienholder(s) could foreclose on 
those items at a later date and the funds you pro-
vided to the seller could be lost.

6. insurance. 
 If you plan to carry insurance on the equipment, 
now is the time to contact your agent to confirm that 
coverage can be obtained on the equipment. You will 
need to make sure coverage is in place from the time 
of purchase, particularly during transport from the 
seller’s location to your location.

7. Closing the sale – without any liens. 
 If you confirm that there are no liens on the 
equipment you now can move forward with the pur-
chase. It is a good idea to complete purchases utiliz-
ing a check, ACH or wire transfer, as those provide 
the best evidence of the transaction. In the event of a 
cash transaction, receipts should be secured. The bill 
of sale should be signed by both parties and a copy 
retained by both the buyer and seller.

8. Closing the sale – if there are liens. 
 If there are liens on the equipment, the process 
of clearing those liens needs to be addressed. The sell-
er should provide details on the creditor, amount(s) 
due and how the liens will be paid. The lienholder 
should provide written confirmation that the lien will 
be released upon payment of an agreed upon sum 
from the sale transaction. If those details are accept-
able, the purchase transaction can move forward. The 
amounts required by the creditor or lienholder should 
be provided to those parties directly – either through 
jointly payable checks or direct ACH or wire transfer. 
If there are any funds due to the seller in excess of 
amounts due to creditors, those can be paid directly 
to the seller by check, ACH or wire transfer.
 The purchase of equipment can initially seem 
simpler and easier than the purchase of some other 
assets, such as real estate, but there are risks associ-
ated with these purchases. Those risks can be mitigat-
ed, to some degree, by following the best practices 
outlined above. In all transactions, make sure to trust 
your instincts – if the seller is not forthcoming with 
the required information, then it is best to not move 
forward with the purchase.
 A Farm Credit East loan officer can be a helpful 
resource in working through private party equipment 
transactions. Contact them to learn more.  
 This information is excellent for dealers and 
farmer customers or anyone purchasing equipment 
and not knowing if the equipment is free and clear 
from title.
 Special thanks to Matthew Senter, Senior Vice 
President and Branch Manager of the Farm Credit East 
Auburn, Maine office, and Michelle Smith-Cotto, Assis-
tant Counsel in the Enfield, Conn. office, for their contri-
butions. 

BUYING EQUIPMENT continued from page 1
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FLAT RATE GUIDE
for combines and ag tractors over 40HP

If you have ever wished for an all-makes flat rate guide which 
listed realistic repair times for your service shop, then we be-
lieve your wish is granted. It covers combines and agricultural 
tractors over 40hp. The manufacturer lines are:

 Allis-Chalmers Deere New Holland
 AGCO Ford Steiger
 Case IH  Versatile
 Case IH Kubota White 
 Caterpillar Massey Ferguson 

Equipment from 1980 or newer is covered in the book, and  listed repair times are for 
internal engine components, drive-train components, and selected external compo-
nents such as injection, fuel, hydraulic, and water pumps, radiators, air conditioning  
compressors, alternators, and starters.

Why Develop Such a Resource?
There are many objectives that were followed in analyzing the entire program, but 
the main objectives were as follows:

(1)  To promote accurate estimates based upon flat rates that are compiled us-
ing ‘’real world” data.

(2)  To promote the use of flat rates in equipment dealer service centers as a 
distinct billing choice.

(3)  To enable dealership service managers to make realistic estimates on  
important jobs without having a great deal of technical expertise...open the 
door to a “Wider spectrum of management candidates to fill service  
management/supervisory positions.

(4)  To facilitate “all makes” service where appropriate.
(5)  To assist dealers in estimating repair costs on trade-in units to determine  

trade-in values.
(6)  To give dealers a fair way to analyze productivity of their own service  

operations and technicians.

How Was the Guide Developed?
Flat rates were derived by blending actual times spent by over 66 dealers through-
out the country. The data was collected at the dealerships by interviewing service 
managers and lead technicians. The data was collected on major jobs not small jobs 
that could be readily sold as ‘’time and material” jobs. One thing that is important to 
remember is that the times stated in the Flat Rate Guide do not include appropriate 
diagnostic time which will be sold separately by the dealers as ‘’time’’ operations.

When Was It Last Updated?
In 2001, the Ag Flat Rate Guide received a major update, adding 108 more tractor 
models, including Caterpillar. The update also included 18 more combine models.  
In 2005, the Ag Flat Rate Guide was updated, adding 65 tractor  
models and 10 combines.

How Do I Order?
Contact the Northeast Equipment Dealers Association. The guide 
is available in two versions: a 3-ring binder or a CD. We feel the 
guide is an invaluable tool when dealers truly try to make their 
service shops a profit center of the dealership.

	  

Northeast
Equipment
Dealers
AssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers

P.O.Box 3470
Syracuse, NY 13220

1-800-932-0607 
Fax 315-451-3548

ne-equip.com
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 Northeast Equipment Dealers Association (NEDA) 
reports to NER that overnight Thursday, April 6th to 
Friday, April 7th, 2017, the below described Kubota 
Tractors, Commercial Mowers and Utility Vehicle were 
stolen from a new equipment dealership in Carlisle, 
Pennsylvania. 

Carlisle Police/ PAsP Case #: PA17-345447
Please forward this alert to anyone who may 
encounter the machines and investigators working 
on similar crimes.
 This incident is a reminder to dealers and Law 
Enforcement that equipment crimes targeting 
dealerships are increasing with the onset of spring, 
as they do annually. Take steps now to prevent this 
activity in your community by raising awareness of 
the problem, and protecting vulnerable machines.    

EqUiPMENT DETAiLs:
Make/Model: Kubota BX-25
Type: Compact Tractor with Loader and Backhoe 

Attachments
Tractor Serial Number: 50153

Make/Model: Kubota BX-25 
Type: Compact Tractor with Loader and Backhoe 

Attachments 
Tractor Serial Number: 50159

Make/Model: Kubota ZD-1021-60 
Type: Zero Turn Mower 
Machine Serial Number: 11146

Make/Model: Kubota ZD-1011-48 
Type: Zero Turn Mower 
Machine Serial Number: 11101

Make/Model: RTV-X-1120 
Type: Utility Vehicle 
Machine Serial Number: 15164
 

NATioNAL EqUiPMENT REgisTER
iNFo@NER.NET

201-469-2030 oR 1-866-663-7872
Law Enforcement - For access to NER's equipment 
ownership registration and theft records, and for 
machine identification assistance, call  NICB: 800-
447-6282. For online access, see  www.ner.net/law-
enforcement.html

 Report suspicious activity involving 
equipment. if something doesn't add up, Dial 
911!

NEDA Theft Alert
NORTHEAST EQUIPMENT DEALER THEFT – NEDA AREA 

BE ON THE LOOKOUT!! 

Farmers Shop 
Year Round
80% of equipment purchases are made 
11 months of the year.

BUCKNER, KY — When asked about tractor 
or combine purchases, 20% of farmers 
reported that they made their equipment 
purchases in December, according to the 
Beyond Price study commissioned by Fastline 
Media Group and conducted by Jefferson 
Davis & Associates.
 The 600 survey respondents were 
a representative group of active U.S. 
farmers who had purchased a large piece 
of equipment directly from an equipment 
dealership within the previous 24 months. 
Nearly half of the farmers, about 45%, said 
the actual purchase process is condensed into 
one or two months, while 52% indicated 
they are “always looking” for equipment. 
 The survey revealed several other 
factors in dealership loyalty and purchase 
decision making. Learn what those essential 
factors are and how to leverage them 
within your dealership in the Beyond Price 
Whitepaper at www.FastlineMediaGroup.
com/Resources or request the full and 
complete data set including regional 
breakdown, specific responses and more.
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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

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 
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

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
ajssja@embarqmail.com

cHArTEr SoFTWArE BUSINESS SYSTEMS
Melissa Amen
303-932-6875 - Ext. 219
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

For Service / SPoNSoreD ProGrAMS,
cAll Your ASSociAtioN

800-932-0607 • 315-457-0314 • Fax: 315-451-3548 • www.ne-equip.com
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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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 In 2015, the Equipment Dealers Association’s 
Outdoor Power Equipment (OPE) Council* created 
an OPE Priority Issues paper to outline the key areas 
of focus for the council and EDA. These core issues 
1) Fair warranty Treatment, 2) Mass Merchant 
sales & Marketing and 3) internet sales remain 
valid topics for discussion with manufacturers and 
are of great importance to dealers. In their February 
2017 meeting, the OPE Council discussed the need 
to expand on the Internet Sales issue by focusing 
on direct sales by manufacturers and how this is 
addressed in the manufacturers’ Internet Policy. 
 On THE MARkETiNg FRoNT, a few years ago, 
the OPE Council addressed a problematic advertising 
issue with the Yellow Pages. OPE dealers needed to 
advertise under multiple headings to make sure they 
were covered in the Yellow Pages. For the most part 
that advertising method is now obsolete and the 
issue pales in comparison to the vast opportunities 
available today primarily with digital advertising and 
marketing. 

 DigiTAL MARkETiNg is A CHALLENgE for 
many dealerships. Understanding, implementing, and 
executing an effective digital marketing plan is often 
being overlooked. OPE dealers, in dealing with a 
consumer and commercial customer base should con-
sider how to develop an effective digital marketing 
strategy to assist customers in maneuvering through 
the on-line sales journey, similar to the auto purchase 
experience. The EDA OPE Council recognizes the need 
to address the underutilization of digital marketing, 
and as a result, EDA is developing a digital marketing 
webinar series specifically for OPE dealers. 
 THE oPE CoUNCiL ALso RECogNizEs the 
importance of technological advances in the indus-
try. Dealers must consider the impact of the various 
technologies and future impact on their business. A 
primary issue is the advancement of battery technol-
ogy, not only for hand-held but all outdoor power 
equipment. This technology potentially presents a 
monumental change to the industry. Dealers need to 
consider this impact on their businesses and who they 
are going to align with in the future. 
 THE FUTURE oF oPE DEALERsHiP PARTs BUsi-
NEss was also addressed in the OPE Council’s February 
meeting, specifically the impact 3-D printing may have 
on the parts business. Will consumers be in a position 
to create their own parts? Will dealers be able to 
“print” their own parts, specifically obsolete items? 
Will the OEMs share the specifications to do so? 
 To be at the forefront of these important priori-
ties, both the OPE Council and EDA Board recognize 
the importance of a strong and expanded dealer 
voice through membership in the national asso-
ciation and that EDA must maintain focus on dealer 
engagement in the OPE sector. 
 To LEARN MoRE VisiT www.EqUiPMENT-
DEALER.oRg/ 

*The Equipment Dealers Association’s Outdoor Power 
Equipment (OPE) Dealer Council advises EDA’s Board of 
Directors on policies, strategies and key issues fundamental 
to the dealer members who sell and service outdoor power 
equipment. The Council also provides a forum for dealer 
members to identify issues that affect the dealer-manufac-
turer relationship and coordinate these unique issues with 
the Manufacturer Relations Committee. Dealer News, Best 
Practices, Dealership Marketing

NEW TECHNOLOGY AND 
CHALLENGES ADDRESSED BY 

EDA's oPE CoUNCiL

CoUNCiL MEMBERs
PAul Bucchi

Sno-White Outdoor Power Equipment ... Southington, CT

cRAig hOuSEKnEchT
Moffett Turf Equipment ... W. Henrietta, NY 

DAn huff
Big Boy's Toys, llc ... Pomfret Center, CT

oPERATiNg sTAFF
DAVE clOSE

nEDA  ... Operations Manager 

RAlPh gAiSS
nEDA  ... EVP/CEO

TiM WEnTZ
nEDA  ... Field Director /

Legislative Committee Chairman

   Power Equipment
The OPE Voice NEDA
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THE ELOG MANDATE  
IS HERE!

A Simple Solution With Sophisticated Performance

J. J. Keller Mobile® app can be downloaded 
on drivers’ mobile devices.

Fleet Management      System
          with ELogs

Apple, the Apple logo, iPhone and iPad are trademarks of Apple Inc., registered in the U.S. and other countries. App Store is a service mark of 
Apple Inc. Android is a trademark of Google Inc. The Bluetooth® word mark and logos are registered trademarks owned by Bluetooth SIG, Inc. 
and any use of such marks by J. J. Keller & Associates, Inc. is under license. Other trademarks and trade names are those of their respective424509-126

Dealerships with drivers who currently use paper log books may need to 
transition their drivers to electronic logs (ELOGS) by December 18, 2017.  
NEDA has identified J.J. Keller & Associates, a leader in helping fleets 
comply with Hours of Service regulations for over 60 years, as a trusted ELog 
provider.  J.J. Keller’s Encompass ELog and fleet management system will 
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 with thorough 
back-office reporting options 

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

The only system compatible with 
drivers’ iPad®, iPhone®, Android™, 
Motorola® Solutions TC55 Touch 
Mobile Computer, or the Intermec® 

CN51 Mobile Computer (Android™ 
OS).

Contact Aaron at 
J. J. Keller & Associates
to Learn more
Phone: 800-843-3174 ext. 2577
Email: azuberbier@jjkeller.com

Northeast
Equipment
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AssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers
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charter Software Inc. and Bob clements Intl. 
create Strategic Partnership ... 
New Training opportunities for Dealerships
 Bob Clements International, the leader in dealership training & development, along with Charter Software, a 
cutting-edge business management software developer, are working together in the OPE and AG markets to provide 
dealers with access to industry best practices. The two companies are partnering to provide Charter dealers the op-
portunity to take part in webinars that focus on hot dealership topics as well as BCI’s Dealer Success Groups ©. Dealer 
Success Groups are a program provided by Bob Clements Intl. where dealers engage in focused conversations with 
BCI Advisors and other dealers regarding key issues in their service, parts, sales and management. Charter Software 
Company, led by CEO Anne Salemo, have created a Business Management Software with top of the line CRM integra-
tion. “Charter Software and Anne’s team are forward-thinking and extremely customer focused”, says Bob Clements, 
President of BCI. “We love working with people like Anne who understand the importance of always being accessible 
to the end-user and flexible in their approach as they work to provide the best possible product to dealers.” “The 
partnership between Bob Clements and Charter Software allows us to support our cause of helping people flourish” 
Added Anne Salemo. “Our ASPEN users are able to leverage the technology that we build along with the industry 
best practices for which Bob Clements is known.
 For more information on Charter Software, please visit: http://chartersoftware.com or phone 303.932.6875 or Bob  
Clements International at:  info@bobclements.com.
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Right-To-Repair 
Legislation Introduced 
In 7 States
 Legislation is aimed at mandating manufacturers of farm equipment 
who make the electronic service tool  software used by dealers to diag-
nose equipment failures and re-set machine codes, available to anyone -- 
AG producers, independent repair businesses, etc., --has been introduced 
in Illinois, Kansas, Minnesota, Massachusetts, Nebraska, New York, and 
Wyoming. In recent years, the automotive sector and the on-highway 
engine sector have adopted service information protocols to make diag-
nostic software available to the public. 
 Dealers in Massachusetts and New York should have already 
been notified on this. if you have not, please send Dave Close 
at davec@ne-equip.com or 900-932-0607 a request to receive the 
information and he will get it out to you. 

Ag-Gag/Farm Protection: 
Arkansas "Unauthorized 
Access" Bill Signed into Law
 On March 23, 2017, Arkansas Governor Asa Hutchinson signed into 
law hB1665 entitled: To create a cause of Action for unauthorized Access 
to Another Person's Property. The new law creates a civil cause of action 
for unauthorized access to business property which includes agricultural 
operations. 
 The legislation covers any person "who knowingly gains access to 
a nonpublic area of a commercial property and engages in an act that 
exceeds the person's authority to enter the nonpublic area." 
 The law also applies to any employee, who without authorization 
"knowingly enters a nonpublic area of commercial property for a reason 
other than a bona fide intent of seeking or holding employment or doing 
business with the employer." 
 Accordingly, prohibited actions include: 1 – capturing and/or remov-
ing employer data or records; 2 – recording images and/or sounds 
in order to damage the employer; or 3 – placing an unattended 
camera or electronic surveillance device on the commercial prop-
erty. Violation of the law may result in an agricultural operation being 
awarded equitable relief, attorney's fees, and either compensatory dam-
ages or $5,000 per day of authorized access. 
 Following the passage of HB 1665, numerous animal rights groups 
reacted in opposition. According to a statement from the Animal Legal 
Defense Fund, the new law will "deter whistleblowers, journalists and 
undercover investigators from publicizing information, including condi-
tions for animals on factory farms."

Article courtesy of THE AGRICULTURAL LAW BRIEF April 2017, 
A research and education program of the Center for Agricultural and Shale Law – 

Penn State University

Caution on Using 
ELD Records for 
iRP & iFTA
     As of late this year, most motor 
carrier drivers will be obliged 
under federal regulations to 
keep their hours-of-service 
records by means of electronic 
logging devices, the basic func-
tional specifications of which are 
laid out in detail in the rules. 
 The rules require the ELD sys-
tems to use GPS to track a driver's 
travels, within limits, and to cre-
ate records that include periodic 
location and time information. 
Many motor carriers will doubt-
less want to use the new ELDs to 
produce records to back up their 
IRP and IFTA reports. 
 wELL, BE CAREFUL!! 
Yes, both IRP and IFTA require 
records specifying where a truck 
goes, and do accept electronic 
records, BUT: (1) those records 
are required to be much more 
precise than those required for 
hours-of-service, and (2) while 
HOS records, like paper logs, 
have to be kept only 6 months, 
IRP and IFTA records have to be 
kept by a carrier for up to 5 and 
a half years. 
 The U.S. DOT will NOT 
require that ELDs be able to cre-
ate acceptable records for reg-
istration and tax reporting, and 
it's to be feared that ELD pro-
viders may not be aware - or, in 
some instances, care very much 
- whether their ELDs will do the 
job for IRP and IFTA. It's up to 
the motor carrier to make sure, 
if it's going to use an ELD to cre-
ate records for IRP and IFTA, to 
ensure that the device it uses is 
up to the job.

~ State Laws Newsletter
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   The Philadelphia       
Police Department is 

now enforcing its 
first-ever tattoo

 policy forbidding
 on-duty officers

 from having
 “offensive, extremist, 

indecent, racist, 
or sexist” tattoos. 
The policy, titled 

Directive 6.7,
 forbids head, 

face, neck, and
 scalp tattoos,

 effective 
March 1, 2017.

 Officers who
 already have tattoos

 on the aforemen-
tioned areas must
 cover them with

 cosmetics or clothing. 
While tattooed 

eyebrows will not
 be banned, the

 policy also forbids
 “extreme” body art such 

as “tongue-splitting or 
bifurcation,” unnaturally 

colored contact lenses, 
branding, and “abnormal 
filing of teeth.” The new

policy follows a controversy
  regarding a police officer who 
was harshly criticized for display-
ing tattoos that resemble Nazi 
symbols. If an officer violates the 
policy, they will be sent to the Re-
cords and Identification Unit to 
have the images photographed, 
and the matter will be passed on 
to a departmental Tattoo/Body Art 
Review Board.
 Despite the fact that the num-
ber of inked Americans has grown 
over the years, such policies regard-
ing tattoos are not uncommon and 
are often covered by dress and 
grooming policies or appearance 
standards. In most states, provided 

there is consistent enforcement 
and reasonable accommodations 
provided where necessary because 
of on an employee’s religion, em-
ployers have the right to refuse 
to extend a hiring opportunity to 
someone with tattoos and require 
their employees to cover visible 
tattoos while at work.
 While it may make sense for 
some employers to have policies 
prohibiting visible tattoos, you 
should be aware of a number of 
issues should you choose to adopt 
such a policy at your workplace. 
Here are some best practices you 
should consider.

implement Reasonable 
written Dress and 
grooming Policies
 Work with your human  
resources department or consult 
an attorney to develop written 
dress code and appearance policies 
that are based on sound judgment, 
in the best interest of the busi-
ness, and can be enforced consis-
tently. State laws tend to support 
these policies in general and give  
employers deference to retain 
some flexibility when creating 
rules consistent with your image. 
Be certain all employees read and 
sign these policies so none can 
claim lack of knowledge.

Ensure Your Disciplinary 
Policies Apply  
 Employees must know in  
advance that there are conse-
quences for violating your dress 
and grooming policies. The key is 
to have in place disciplinary poli-
cies, up to and including termina-
tion, for violating the company’s 
dress and grooming policies and to 
issue discipline appropriately.
 Remember, however, that dis-
cipline should be issued on a case-

by-case basis. For example, if an 
employee requests an accommoda-
tion to wear a tattoo for religious 
purposes (such as Kemetism), it 
would be unwise to immediately 
terminate that employee for vio-
lating the company policy. Instead, 
you may need to first engage in 
what is commonly called an “in-
teractive process” to determine 
if a reasonable accommodation is  
appropriate for the individual’s  
religious beliefs.

Apply Company Rules 
Evenhandedly
 Although discipline should 
be issued on a case-by-case basis,  
always apply company rules, poli-
cies, and penalties evenhand-
edly and without any appearance 
of unlawful discrimination. For  
example, if you allow a former U.S. 
naval seaman to wear a non-offen-
sive tattoo, you cannot discipline 
a woman in the same or similar  
position for wearing a tattoo that 
is also non-offensive.
 Additionally, if you have been 
lax in enforcing your rules and 
policies in the past but decide to  
apply them rigorously going  
forward, inform your employ-
ees beforehand of your intent to  
enforce the rules as written, and 
then follow through with the plan. 
That way, employees are not able 
to claim the policy was applied dif-
ferently to them.

Remember Your Non-
Harassment Policies
 Problems with tattoos can 
also arise from the subject matter  
depicted, as tattoos can express  
political messages, make sexual 
suggestions, depict violence, or 
reflect affiliation with a particular 
offensive group. Past lawsuits have

continued on page  19

Tattoo U:
wHAT CAN EMPLoYERs Do ABoUT

Offensive Body Art?
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improving used Equipment inventories, 
pricing helps Dealers’ outlook
  There have been signs that dealers are starting to feel better 
about their improving used equipment inventories over the past few 
months. But now we’re starting to get more positive comments via 
Ag Equipment Intelligence’s monthly Dealer Sentiment’s & Business 
Conditions Update survey. 
 Comments in the most recent report released the last week of 
March included, “Our 100 horsepower tractor inventory is too low, 
but our total inventory is in good shape” … “Our margins on used 
equipment have improved and we expect that trend to continue for 
the balance of the year” … “Interest rates and residual values are 
increasing, while incentive programs are decreasing.”
 The one dark 
cloud that’s still 
hanging over the 
industry is the 
impact that growth 
in equipment leases 
could have on the 
used machinery 
situation. One 
dealer commented, 
“Customers have 
grown accustomed to 
leasing programs."
 
Auction Prices Up. 
 In his Quarterly 
Used Values Index 
report for the first 
quarter 2017, Greg Peterson (“Machinery Pete”), also noted “very 
strong prices in late March.”
 “I couldn’t believe the very, very strong auction sale prices I saw 
roll in from all points in North America, on a wide range of used 
equipment, but most notably on very large, very late model items. 
That’s just exactly the segment of the used farm equipment market 
that has been under so much pressure going back to spring 2013 when 
commodity prices fell from their lofty perches,” he said.
 All of this is contributing to the improved outlook dealers are 
expressing about their prospects for improving business levels in 2017. 
According to the results of the latest Dealer Sentiments & Business 
Conditions Update survey, the 2017 sales forecast improved to down 
2%, better than the 4% declines forecast over the past several months. 
Cash receipt forecasts improved slightly, as well, and sentiment has 
grown more optimistic over the last 4 months or so. 

~ Agriculture Equipment Intelligence

Use of all articles in the Equipment Industry News pages are used with permission of Lessiter Media (LM), Ag Equipment 
Intelligence issue of April 15, 2017, Vol. 23, Issue 4. 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.

Equipment sales 
Rise Again in march
 North American large Ag 
equipment sales continued to 
improve in March, up 3%, after 
turning positive with 10% year-
over-year growth in February, 
according to Mircea (Mig) 
Dobre, analyst with RW Baird. 
4WD tractor sales increased 
31% year-over-year in March, 
compared to a 10.4% decrease 
in February. 

 Combines sales increased 
32.1% in March, following 
February’s increase of 14.5%. 
“March accounts for higher 
share of sales than February; 
continued growth adds comfort 
to our expectations that Deere’s 
guidance for North America 
ag down 5-10% in FY17 is 
achievable,” Dobre said in a 
note to investors.

~ Agriculture Equipment Intelligence

April 15, 2017
Vol. 23, Issue 4

• GP to Close UK Plant

• LS Mtron Eyes Iran

• First Cut: Equipment

There have been signs that dealers are starting to feel better 
about their improving used equipment inventories over the 
past few months. But now we’re starting to get more posi-
tive comments via Ag Equipment Intelligence’s monthly 
Dealer Sentiment’s & Business Conditions Update survey. 

Comments in the most recent report released the last 
week of March included, “Our 100 horsepower tractor 
inventory is too low, but our total inventory is in good 
shape” … “Our margins on used equipment have improved 
and we expect that trend to continue for the balance of 
the year” … “Interest rates and residual values are increas-
ing, while incentive programs are decreasing.”

The one dark cloud that’s still hanging over the industry 
is the impact that growth in equipment leases could have 
on the used machinery situation. One dealer commented, 
“Customers have grown accustomed to leasing programs 

Improving Used Equipment Inventories, Pricing Helps Dealers’ Outlook

Landscape contractors, one of the 
prime market segments for rural 
lifestyle and outdoor power equip-
ment dealers, continue to show 
strong growth potential in 2017.

According to the results of an 
exclusive survey by investment 
bank Seaport Global Securities, more 
than 80% of U.S. landscapers they 
surveyed are forecasting revenue 
growth in 2017. 

Summarizing the survey results, 
Michael Shlisky, machinery analyst 
at Seaport Global who conducted 
the survey and analyzed the results, 
said, “39% of landscape contractors 
expect to see revenue growth of 10% 
or more in 2017, up from 33% in the 
SGS December survey. 

“About 31% expect to see revenue 

growth of 5-10% this year, relative-
ly unchanged from the last survey, 
while 14% expect growth of 2-5%, 
which is down from 18% 3 months 
ago. Roughly the same percentage of 
respondents, about 18%, expect a flat 
or down year vs. 3 months ago.” 

Shlisky adds, “Landscapers continue 
to expect to spend more on equip-
ment in 2017 vs. 2016.”

Employment in landscaping ser-
vices has also showed solid growth 
during the past 3 years. 

After peaking at 681,000 in 2007, 
the housing bubble took its toll on 
landscape employees. By 2010, the 
number of employees dropped by 
nearly 10% to 616,000. Since that 
time, employment levels have shown 

Landscapers Expect Revenue Growth in 2017;  
to Increase Equipment Spending

Continued on page 8

Continued on page 2

Landscapers Outlook  
for Equipment Purchases 

2017 vs. 2016

According to a survey of U.S. landscapers 
by Seaport Global Securities, 33% plan to 
spend more on equipment in 2017 than they 
did last year, while 14% plan to spend less.

Source: U.S. Bureau of Labor Statistics

Plan to spend 
more in 2017 

vs. 2016
33%

Plan to spend 
about the same 
in 2017 vs. 2016

53%

Plan to spend less 
in 2017 vs. 2016

14%

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.

Ag Equipment Dealer  
Used Equipment Inventories

A net 28% of dealers reported used equipment inventory as too high, 
(vs. 42% in February) the best reading since March 2016.

Source: Ag Equipment Intelligence, Cleveland Research
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North American large ag equip-
ment sales continued to improve in 
March, up 3%, after turning positive 
with 10% year-over-year growth in 
February, according to Mircea (Mig) 
Dobre, analyst with RW Baird. 4WD 
tractor sales increased 31% year-over-
year in March, compared to a 10.4% 
decrease in February. 

Combines sales increased 32.1% in 
March, following February’s increase 
of 14.5%. “March accounts for higher 
share of sales than February; con-
tinued growth adds comfort to our 
expectations that Deere’s guidance 
for North America ag down 5-10% in 
FY17 is achievable,” Dobre said in a 
note to investors.

  U.S. and Canada large tractor and 
combine retail sales increased 3% 
year-over-year in March, after increas-
ing 10% in February, declining 32% 
in January and 22% in December. 
U.S. sales decreased 9% year-over-
year, while Canadian sales were up 
76%. March 2017 marked the second 
month of growth after 36 consecu-
tive months of year-over-year declines 
(March 2016 down 28% and March 
2015 down 26%).

  4WD tractor sales increased 31% 
year-over-year in March vs. a 10.4% 
decrease the month before. Last 3 
months (L3M) sales dropped 5.4% 
year-over-year after decreasing 31.3% 
in February. U.S. dealer inventories of 
4WD tractors decreased 6.8% year-
over-year in February.

  Row-crop tractor sales posted a 6% 
year-over-year decrease, compared with 
the 12.7% increase in February; L3M 
sales decreased 10.8%. U.S. row-crop 
tractor inventories decreased 16.8% 
year-over-year in February.

  Combine sales increased 32.1% 
in March following February’s 14.5% 
increase. U.S. combine inventories 
were 0.2% lower year-over-year in 
absolute terms in February. 

  Mid-range/utility tractor sales 
increased in March, up 4.3% year-over-
year after a 1.6% decrease the previous 
month. Compact tractor sales increased 
12% year-over-year after a 22.4% increase 
last month. 

Equipment Sales  
Rise Again in March

MARCH U.S. UNIT RETAIL SALES

Equipment March 
2017

March 
2016

Percent 
Change

YTD  
20 17

YTD  
2016

Percent 
Change

Feb. 2017 
Field 

Inventory

Farm Wheel Tractors-2WD

Under 40 HP 13,063 11,892 9.8 26,480 23,252 13.9 76,478

40-100 HP 4,863 4,785 1.6 11,322 11,739 –3.6 35,779

100 HP Plus 1,452 1,706 –14.9 3,774 4,363 –13.5 9,169

Total-2WD 19,378 18,383 5.4 41,576 39,354 5.6 121,426

Total-4WD 229 190 20.5 457 524 –12.8 755

Total Tractors 19,607 18,573 5.6 42,033 39,878 5.4 122,181

SP Combines 300 270 11.1 715 851 –16.0 857

MARCH CANADIAN UNIT RETAIL SALES

Equipment March 
2017

March 
2016

Percent 
Change

YTD  
2017

YTD  
2016

Percent 
Change

Feb. 2017 
Field 

Inventory

Farm Wheel Tractors-2WD

Under 40 HP 887 561 58.1 2,201 1,577 39.6 7,986

40-100 HP 465 325 43.1 1,160 994 16.7 3,880

100 HP Plus 338 199 69.8 744 708 5.1 2,523

Total-2WD 1,690 1,085 55.8 4,105 3,279 25.2 14,389

Total-4WD 109 68 60.3 227 199 14.1 350

Total Tractors 1,799 1,153 56.0 4,332 3,478 24.6 14,739

SP Combines 157 76 106.6 307 191 60.7 488

— Assn. of Equipment Manufacturers

U.S. UNIT RETAIL SALES OF
2-4 WHEEL DRIVE TRACTORS & COMBINES
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Did You Know?
NEw HAMPsHiRE.  Birthplace of 
Tupperware, invented in 1938 by Earl 
Tupper. 

NEw JERsEY.  Has the most shopping 
malls in one area in the world. 
 
NEw YoRk.  ls home to the nation's 
oldest cattle ranch, started in 1747 in 
Montauk. Surprised? 
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Reducing Ag Equipment 
purchases Tops Farmers’ List 
for cutting costs
 It’s not a secret or surprising that farmer’s first look at 
reducing or totally eliminating purchases of equipment when they 
need to cut costs. This reality was further reinforced by a recent 
survey of more than 500 farmers by Farm Journal Media and 
posted on its AgWeb.com website on April 7. The media company 
has conducted the farmer cost cutting survey annually since 2012.
The list of the ways farmers economize during down times like 
the industry is currently undergoing include the following actions. 
(Note: respondents were able to offer more than one answer.) 
 1.  Reduce farm equipment purchases (67%) 
 2.  Delay non-equipment capital purchases (46%) 
 3.  Employ no-till or low-till farming practices (43%) 
 4.  Purchase less traited seed to reduce seed costs (29%) 
 5.  Negotiate lower land rents with landlords (26%) 
 6.  Increase variable-rate application of fertilizer and crop  

 protection inputs (26%) 
 7.  Reduce energy consumption (through better equipment 

 maintenance and/or power generation (20%)
 In the Long Term. Beyond 2017, Chandler sees the rebalancing 
in some grain stocks, which will help improve farmers’ balance 
sheets as well. 
 “Looking longer term, tailwinds that are supporting our 
business and 
supporting the 
outlook for global 
agriculture, we 
believe are still 
very much in 
place,” he says. 
“Over the last 
15 years, despite 
the last couple of 
years of hardship, 
we have seen 
an unparalleled 

period of 
prosperity 
in global 
agriculture. We’ve seen record high prices, farmers’ income 
at record all-time highs, global grain consumptions has 
increased by a third, and global trade of grain and oilseeds 
has increased by around 70%. 
 “Food security has improved by about 28% over this 
period,” says Chandler. “It’s this combination of tailwinds 
driving the long run that we think are still very much in 
place and likely to drive our business over the long term.”

~ Agriculture Equipment Intelligence
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Landscapers Expect Revenue 
Growth in 2017; to increase 
Equipment spending
 Landscape contractors, one of the prime market segments for 
rural lifestyle and outdoor power equipment dealers, continue to 
show strong growth potential in 2017.
 According to the results of an exclusive survey by investment 
bank Seaport Global Securities, more than 80% of U.S. landscapers 
they surveyed are forecasting revenue growth in 2017. 
 Summarizing the survey results, Michael Shlisky, machinery 
analyst at Seaport Global who conducted the survey and analyzed 
the results, said, “39% of landscape contractors expect to see 
revenue growth of 10% or more in 2017, up from 33% in the SGS 
December survey. 

~ Agriculture Equipment Intelligence
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consistent growth, reaching 756,000 
landscape employees by 2016.

Shlisky also noted that senti-
ment in the sector also improved 

slightly since the previous survey in 
December 2016, with 44% of respon-
dents “feeling better about their busi-
ness than 3 months ago.” 

Landscapers Expect Revenue Growth in 2017; to Increase Equipment Spending...Continued from page 1
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Increasing Landscaping Employment  
Another Positive Signal for Dealers

Rising employment 
levels are almost 
always a posit ive 
sign indicat ing a 
business is growing. 
That being the case, 
landscape contrac-
tors are on a roll — 
again. And this is 
also a positive sign 
for retailers, particu-
larly outdoor power 
equ ipment  dea l -
ers, who supply the 
equipment needs 
for those maintain-
ing parks, corporate 
facilities and home-
owners with lawn 
and turf services.

Between 1990 
and 2007, employ-
ment in landscaping services expanded for 17 straight years. According to the 
U.S. Bureau of Labor Statistics, jobs in this sector more than doubled, from about 
300,000 in 1990 to 681,500 in 2007.

After peaking that year, the housing bubble burst, taking the stock market and 
nearly every U.S. market segment, including landscaping services, with it.

By 2010, the number of employees in that sector dropped by nearly 10% to 
616,000. Since that time, though, employment levels have consistently increased. 
By 2016, for instance, employment in landscape services had risen by nearly 11% to 
756,000 landscape service employees.

With increased new home building in 2017, it’s expected that landscape hiring 
trends will follow suit. 
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Landscaping Services Employment 
2007 – 2016

After bottoming out in 2006, landscape contractors have 
added 74,000 employees, an increase of 11% between 2007 
and 2016.

Source: U.S. Bureau of Labor Statistics

Diesel engine maker Deutz is stepping 
up efforts to win business from agricul-
tural vehicle OEMs as part of a strategy 
to even out demand at its factories.

In its 2016 annual report, Deutz 
managers note that with ag equip-
ment demand following a different 
economic cycle than the group’s 
other main segments — construction 
equipment and materials handling — 
expanding sales to farm machinery 
OEMs would help smooth manufac-
turing demand.

Last year, at €176.5 million ($190 
million), agricultural applications 
accounted for 14% of group net sales, 
which increased just 1% to €1.26 bil-
lion ($1.36 billion). Materials handling 
accounted for 15% and construction 
equipment almost 28%. Automotive, 
stationary equipment, other applica-
tions and service operations account-
ed for the rest.

Despite a decline in retail sales of 
agricultural machinery in Europe, 
demand in the region for engines to 
power ag equipment increased 10.8% 
on a revenues basis last year and 7.7% 
in unit sales. 

Having purchased large numbers 
of engines in 2014 ahead of emis-
sions changes, OEM inventories are 
now running down and fresh stock 
is needed.

Last year, that helped push up total 
revenues from customers in EMEA 
(Europe, Africa, Middle East) by 3.3% 
while, in contrast, they fell 13% in 
North America.

At 17,173 units, Deutz sold more 
than 1,200 additional engines for agri-
cultural applications last year than in 
2015. More than 87% of those were of 
8 liters capacity or less produced by 
the company’s Compact Engines unit 
to power tractors, wheeled loaders, 
telehandlers and diet feeders. 

Deutz Looking to 
Increase Ag OEM 

Business

Carraro Tractor Sales Grew  
to $88 million in 2016

Antonio Carraro of Campodarsego, Italy, a manufacturer of compact tractors 
for specialized agriculture (vineyards and orchards), closed its books for 2016 
with a turnover of more than €83 million ($88 million) with an EBITDA close 
to 10% and a net profit of €2 million ($2.1 million). 

Exports to France, the Iberian Peninsula, Turkey, Iran, South America, Canada, 
California and China made up more than 50% of Carraro’s sales in 2016. 

Year-to-date order bookings are up 30% compared to the same period in 
2016. Sales growth of more than 5% is forecast for 2017 with a predicted 
EBITDA of more than 10%. 
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It’s not a secret or surprising that farmers first look at 
reducing or totally eliminating purchases of equipment 
when they need to cut costs. This reality was further 
reinforced by a recent survey of more than 500 farmers 
by Farm Journal Media and posted on its AgWeb.com 
website on April 7. The media company has conducted 
the farmer cost cutting survey annually since 2012.

The list of the ways farmers economize during down 
times like the industry is currently undergoing include 
the following actions. (Note: respondents were able to 
offer more than one answer.) 

1. Reduce farm equipment purchases (67%) 
2. Delay non-equipment capital purchases (46%) 
3. Employ no-till or low-till farming practices (43%) 
4.  Purchase less traited seed to reduce seed costs (29%) 
5. Negotiate lower land rents with landlords (26%) 
6.  Increase variable-rate application of fertilizer and crop 

protection inputs (26%) 
7.  Reduce energy consumption (through better equip-

ment maintenance and/or power generation (20%) 
Farm Balance Sheets. Luke Chandler, deputy chief 

economist for Deere & Co., also addressed the drop off in 
equipment purchase in the past 3 years during a presenta-
tion at the USDA Agricultural Outlook Forum in February.

“It’s understandable that farmers have been cutting back 
on large or big-ticket items such as agricultural machin-
ery. Machinery as a percentage of overall inputs has been 
declining in recent years. At the same time, we’ve actually 
seen seed increasing over the period and since 1995-2015. 
As a percentage of input costs, seed has actually doubled 
during this period,” said Chandler.

Pointing to farmers’ balance sheet, he says “It took from 
when USDA began keeping records until 2000 to grow 
equity in the U.S. farm balance sheet to $1 trillion. It took 
only another 11 years to double that and then 4-5 years 
later to nearly triple it to $2.6 trillion. In the past few years, 
some of that equity has begun to erode. 

“In 2017 the USDA is forecasting that farm sector debt is 
expected to reach a record of about $240 billion,” Chandler 
added. “As a result we are starting to see those debt-to-equi-
ty and debt-to-asset ratios and also cash on hand to service 

debt being squeezed because of this downturn. Obviously 
we are nowhere near where we were in the ‘80s, but clear-
ly that trend is in the wrong direction.”

Farm incomes are forecast to stabilize in 2017, which 
Chandler calls a “really good sign. There are definitely bet-
ter signs in the other commodity markets such as cotton 
and sugar where we’re starting to see a better outlook. 
Grains still have a ways to go.” (See table below for pro-
duction and profit estimates.)

In the Long Term. Beyond 2017, Chandler sees the 
rebalancing in some grain stocks, which will help improve 
farmers’ balance sheets as well. 

“Looking longer term, tailwinds that are supporting our 
business and supporting the outlook for global agriculture, 
we believe are still very much in place,” he says. “Over the 
last 15 years, despite the last couple of years of hardship, 
we have seen an unparalleled period of prosperity in 
global agriculture. We’ve seen record high prices, farmers’ 
income at record all-time highs, global grain consumptions 
has increased by a third, global trade of grain and oilseeds 
has increased by around 70%. 

“Food security has improved by about 28% over this peri-
od,” says Chandler. “It’s this combination of tailwinds driving 
the long run that we think are still very much in place and 
likely to drive our business over the long term.”  

Reducing Ag Equipment Purchases Tops Farmers’ List for Cutting Costs

U.S. Farm Sector Balance Sheet

From the time that USDA began keeping records until 2000 farmers’ equity 
grew to $1 trillion. This doubled by 2011 and is now at $2.6 trillion.

Source: USDA ERS, February 2017

How Have Machinery Costs Changed  
as a Share of Overall Production Cost?

While farm machinery costs as a percentage of the total production cost 
of crops has declined in recent years, the cost of seed has more than 
doubled.     Source: USDA, 2016

2016 USDA Cost of Production & Profit 
Estimates for Corn, Soybeans & Wheat

Corn Soybeans Wheat

Trend Yield (bu./acre) 166 45 48

Total cost per bu. at trend $4.11 $10.65 $6.50

USDA MYA*  
price estimate $/bu. $3.77 $8.63 $5.21

Contribution  
margin per bu. $1.74 $4.81 $2.76

Contribution  
margin per acre $288 $216 $134

Profit (Loss) per bu. $ (0.34) $ (2.02) $ (1.29)

Profit (Loss) per acre $ (57.08) $ (90.70) $ (62.67)
*marketing year avg.
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included allegations that a cowork-
er’s offensive, extremist, indecent, 
racist, or sexist tattoos created a 
hostile work environment. There-
fore, you might find your company 
is running afoul of your own non-
harassment policies if you do not 
require employees to cover certain 
tattoos.
 Even if you do not prohibit all 
tattoos, you should require cover-
age of tattoos that could create 
a hostile work environment and  
discipline workers for violating this 
rule. For instance, it may not be 
necessary to terminate an employ-
ee if she gets a flower tattoo on 
her arm, as she could cover it with 
a long-sleeve shirt. However, it may 
be acceptable to terminate her if 
she gets a tattoo of the Parteiadler, 
the national emblem depicting an 
open-winged eagle adopted by 
the Nazis in 1935, on the same arm.

Conclusion
 Hopefully these simple practic-
es will go a long way toward avoid-
ing workplace legal problems in 
today’s litigious environment. Due 
to the rising number of legal claims 
filed across the country, employers 
have an increased responsibility to 
take employee complaints serious-
ly and provide a work environment 
that welcomes employees from dif-
ferent backgrounds.
 For more information, contact 
the author at MPost@fisherphillips.
com, or 610.230.2146. A version of 
this article originally appeared in 
the March 2, 2017 edition of the 
Philadelphia Business Journal and  
Association Management Group, 
LLC,  PO Box 68, 6124 Avery Rd., 
Dublin OH 43017 [P] 614.889.1309, 
[F] 614.889.0463

Offensive Body Art?
continued from page 16

Deutz Looking to 
increase Ag oEm 
Business
 Diesel engine maker Deutz 
is stepping up efforts to win 
business from agricultural ve-
hicle OEMs as part of a strat-
egy to even out demand at its 
factories.
At 17,173 units, Deutz sold 
more than 1,200 additional 
engines for agricultural appli-
cations last year than in 2015. 
More than 87% of those were 
of 8 liters capacity or less pro-
duced by the company’s Com-
pact Engines unit to power 
tractors, wheeled loaders, 
telehandlers and diet feeders.  
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