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NEDA RECogNizED by
pENNsylvANiA AgRiCultuRE sECREtARy

foR suppoRt of REAp
 Pennsylvania Agriculture Secretary Russell  
Redding and Mr Karl G. Brown, Executive Secretary of 
the Pennsylvania State Conservation Commission recog-
nized the Northeast Equipment Dealers Association and 
their member dealers for their advocacy and support of 
The Resource Enhancement and Protection (REAP) Tax 
Credit Program. Equipment dealer support of the REAP 
program (PA income tax credits to help offset purchase 
of equipment that support conservation BMP like no till 
planters, select manure handling equipment).  
 PA Ag. Equipment Dealers are appreciated for 
their support and promotion of the REAP Tax Credit 
Program over the last 10 years. Quite a few equip-
ment dealers were very instrumental in the creation 
of the REAP TC Program back in 2007, and have 
consistently promoted the program over the years. 
We had a presentation at our regional meeting when 
the program rolled out by a tax broker (helped sell 
credits to others).
 Pennsylvania’s agriculture industry has an immense, 
direct impact on the health of the watersheds and soil 
that nourish and sustain millions of people. The REAP 
program demonstrates how Pennsylvania can utilize 
creative solutions to accomplish parallel goals of a viable, sustainable Agricultural Industry and Conservation ensure 
all have the benefit of clean water for the future generations. An investment in one is an investment in the other.

Pictured (l to r): Karl Brown, 
Executive Secretary, PA State 

Conservation Commission, Tim 
Wentz, NEDA Field Director; Russell 

Redding, PA Dept. of Agriculture 
Secretary; Ray Huber of Binkley & 

Hurst of Lititz; and Ralph Gaiss, 
Executive VP of NEDA, Liverpool, NY. 



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
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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.

 Reports I received from dealers and 
manufacturers exhibiting at Ag Progress 
were in general upbeat.  
 Sales of and inventory stock (primarily 
used) of Large Ag Equipment continue to 
be the concern most often voiced!  Market 
share (performance, data, calculations, etc.), 
milk and commodity prices, used equip-
ment trade valuation (particularly high  
dollar equipment), and the contracting 
labor pool were some of the most popular 
worries also voiced.  
 Right-to-Repair and customer modi-
fication of equipment (reprograming of 
controls, modification/removal of emissions  
control & equipment), continue to be an 

evolving issue for dealers.   As independent repair shops and cus-
tomers lobby for access to diagnostic systems, telematics and noti-
fication (including remote services) questions related to Dealer and 
Manufacturer liability and warranty obligations come to mind.  
 For example: What should a dealer do if they learn that “the code” 
has been modified enabling the equipment to operate outside of the 
manufacturer’s design specifications?  Is the owner obligated to tell 
the dealer if “the code” has been changed?  Who’s responsible should 
someone be injured or worse yet killed as a result? Does modification 
of “the code” void the manufacturer’s Warranty obligations?   What 
procedures and processes should the dealer have in place (sales and 
service departments)? 
 We also tried to work through the questions: Who is responsible if 
the dealer receives a notification of a pending failure?  Can’t locate the 
machine owner?  Response time…How long is too long?  What happens 
if the equipment fails prior to repair? All very good questions!
 Once again this year the “service” department was a point of dis-
cussion.  Having enough qualified technicians, recruitment, training 
and retention, billing were all hot topics!  Interestingly enough we all 
seemed to agree that a dealership’s service department is quite often 
the single biggest limitation on a dealership’s ability to grow market 
share and profitability!  
 Please set some time aside this month and examine your service 
department(s).  How many of the service staff are approaching retire-
ment age? Can we improve work flow?  What’s the plan?  Is it working?  
Service Sells!

REAP the benefits of membership
and your PROFITS will follow!

Observations
from the FIELD

Board of Directors
Officers

rOBerT sPOHN, President / Past President - 2005
Sharon Springs Garage / Sharon Springs, NY
518-284-2346 • 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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Chappell tractor sales Expands 
via E. W. sleeper Company into 
Concord, NH
 Chappell Tractor Sales Inc. announced it has expanded to its third location in 
New Hampshire, with the absorption of the E. W. Sleeper Company at 391 Loudon 
Road in Concord, N.H.
 E. W. Sleeper Company Inc. will no longer exist and Chappell Tractor will be 
operating out of the Loudon Road location. There, the company will offer the 
following brands: Hyundai, Link-Belt, KCM, Takeuchi, Yanmar, Pro-Tech, Felling 
Trailers, and B-B Chain Products.
 Jeff Morse, general manager of E. W. Sleeper, will continue with Chappell 
Tractor as general manager at this location. According to Chappell, many long-
time E. W. Sleeper employees will be retained.
 In addition, Chappell Tractor said it will be making changes to the facility, 
“bringing a new life to the business.” The dealer will be offering a full line of 
rental equipment from the Concord location, as well.
 Pat Colby, owner of G. Ray Colby & Sons, who had been doing business with 
E.W. Sleeper for more than 20 years, is looking forward to be doing business with 
Chappell Tractor in Concord. In fact, recently, Colby represented Chappell's first 
equipment sale out of the Concord facility.
 “Chappell Tractor, hands down, has the best reputation in New Hampshire,” 
Colby said. “I was thrilled to find out that they'd now have a Concord location 
because it makes it so much easier for someone like me to do business with them. 
They have a top-notch service department and provide their customers with the 
best customer service anyone could ask for.” 

~ Courtesy of Construction Equipment Guide
8-3-2017, Northeast Edition # 16

Ft. Washington, PA |  800-523-2200

In a continuing effort to enhance 
our member services, NEDA has 
added a legislative report func-
tion to our website.  The listing 
includes recent actions and links 
for legislation we are tracking on 
your behalf in the US Congress, 
Maine, New Hampshire, Vermont, 
Massachusetts, Connecticut, Rhode 
Island, New York, New Jersey and 
Pennsylvania. Click here to get the 
most current legislative report.
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*Based on a 2016 online survey by Quantum Workplace of 1,420 employees of equipment dealers that offer AgDirect fi nancing. 
AgDirect is an equipment fi nancing program offered by participating Farm Credit System associations of AgDirect, LLP.

In an independent survey of more than 1,400 AgDirect® equipment dealers, more than 93% 
reported they were “satisfied” to “very satisfied” with AgDirect financing.* 
They said AgDirect not only understands their business, they believe AgDirect is invested 
in their success.

It’s why 98% of those surveyed said they were likely to recommend AgDirect to their next 
customer. Along with knowledgeable and friendly service, dealers responded that 
AgDirect offers innovative tools with quick and accurate responses.

Here’s what else AgDirect dealers like about doing business with us:

More than ever, it pays to recommend financing that is as committed 
to the business of agriculture as you. Learn more at agdirect.com 
or call 888-525-9805.

There’s a reason 
more equipment dealers 
are choosing AgDirect®.

Attractive rates Buy, lease or 
refinance

New or used 
equipment

Easy application
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Ken Keiran of union farm 
Equipment Named America's 
Retail
Champions
finalist
 Congratulations to 
Ken Keiran of Union Farm 
Equipment in Maine on 
being named a finalist in the 
America's Retail Champions 
event.  Ken employs more 
than 30 people at his facility in 
Union, Maine. 

 Take control of the challenges your equipment dealership is up against 
in 2018. Having a website to “have a website” is no longer key. The key 
is to treat it as you treat your physical location(s).
 Your website’s platform must serve as an online storefront that is as organized 
and pleasant as your physical location. Your online store should convert visitors 
into customers just like your trusted employees do. Having a platform that allows 
you to market into the future will have you stand out amongst your competition.
 We will cover 7 challenges over the next few weeks that you are facing in 2018 
and provide the solutions.
 Challenge One: Google: Most dealers are unaware that Google is set-
ting up for you to win and not to fail!
 Solution: Ensure that your local directories are claimed and optimized 
for people to easily find your location. Ensure that your address, phone 
number, hours, etc. are all correct. Place pictures of the physical loca-
tion inside the directories. More >>> - http://www.teamsi.com/services/search- 
engine-optimization

 

Take control of the challenges your equipment dealership is up against in 2018. Having a 
website to “have a website” is no longer key. The key is to treat it as you treat your physical 
location(s). 

Your website’s platform must serve as an online storefront that is as organized and pleasant as your 
physical location. Your online store should convert visitors into customers just like your trusted 
employees do. Having a platform that allows you to market into the future will have you stand out 
amongst your competition. 

We will cover 7 challenges over the next few weeks that you are facing in 2018 and provide the 
solutions. 

Challenge One: Google: Most dealers are unaware that Google is setting up for you to win and 
not to fail! 

Solution: Ensure that your local directories are claimed and optimized for people to easily find 
your location. Ensure that your address, phone number, hours, etc. are all correct. Place 
pictures of the physical location inside the directories. More >>> - 
http://www.teamsi.com/services/search-engine-optimization 

Click on the video below. -- https://www.youtube.com/watch?v=cKnUKgThWT4&feature=youtu.be 
 

  



 
 
 

Serving Farm, Industrial & Outdoor Power Equipment Dealers Since 1901 

SSeepptteemmbbeerr  22001177  
      LED Work Lights 

                      
                                       
 

                    
 

Shorter Days Coming! 
  
 
 
 

    WL18RCT      WL9RCT 
 
          18-Watt   1440 Lumens    9-Watt   720 Lumens 
  Flood Beam Pattern 60 degrees   *Wide Flood Beam Pattern 90 degrees 

 *10v-30v operation,     *10v-30v operation 
      *Waterproof Rating IP 67          *Waterproof Rating IP 67 
   *Die cast Aluminum Housing         *Die cast Aluminum Housing 
*Stainless Steel Mounting Bracket    *Stainless Steel Mounting Bracket 

      *Stud Mount & Surface Mount Hardware         *Stud Mount & Surface Mount Hardware 
      *4-3/8” x 2-1/2” x 2-1/4” deep           *4-3/8” x 2-1/2” x 2-1/4” deep 
 

  WL18RCT                       WL9RCT 
 Regular Price:  $28.01    Regular Price:  $22.41  
 Special Price:           $25.21    Special Price:  $21.28 
 Reg. Sell Price:          $46.70   Reg. Sell Price: $37.36 
 Case:          20 Units   Case:   20 Units 
 

Order Form     Item #  Qty. Cost Ea. Total 
 Dealership Name: __________________________      WL18RCT __________ $25.21 __________ 
 Shipping Address: __________________________    WL9RCT __________ $21.28 __________ 
 City, State, and Zip: _________________________       
                 SUB TOTAL ________ 
 Terms:   NET 30 DAYS TO APPROVED MEMBERS     (If not for resale) TAX 
 Freight: PREPAID WITH CASE QUANTITY                         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 SEPTEMBER 2017 
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   Power Equipment

EDA UPDATE ON

OUTDOOR POwER

EqUIPMENT INITIATIVES
 As we head into the late summer, early fall seasons most OPE dealers are hope-
fully enjoying a successful grass growing season in most areas.  The Equipment 
Dealers Association is gearing up for a busy late summer and fall with OPE dealer 
focused educational opportunities and meetings.
 First off, EDA developed, with two of our industry partners, ARI Network and 
Team SI, a series of six webinars specifically designed for equipment dealers who 
sell outdoor power products. The focus of the webinars is to assist dealers with the 
challenges of digital marketing and website management. The first webinar is set 
to run through January with one webinar being produced each month. Here are 
the webinar topics and dates:

	 •	 Thursday,	September	21
  ARI: Charting Your Digital Marketing Game Plan

	 •	 Thursday,	October	26
  TeamSI: Your website: The Foundation of all Your Marketing

	 •	 Thursday,	November	16
  ARI: SEO for Beginners: Best Practices & Successful Tactics

	 •	 Thursday,	December	14
  TeamSI: The Power of Data-Driven Marketing using TraDigital

	 •	 Thursday,	January	18
  ARI: Online Advertising 101: Build Paid Campaigns that Drive ROI

Note: ALL wEBINARS wILL BEGIN PROMPTLY AT 12:00PM (CST)

 In September, EDA staff will be attending the Cub Cadet Dealer Convention 
in Nashville, TN.  Cub Cadet is expecting record attendance at this year’s conven-
tion so this will provide an excellent opportunity to meet with dealers from across 
North America and discuss important OPE industry issues and how EDA and the 
regional associations work on behalf on OPE dealers.
 In October, EDA will again have a prominent presence at GIE+EXPO as joint 
host of the Dealer Resource Center with the United Equipment Dealers Association 
and Bob Clements International. Please drop by the EDA booth in the Dealer 
Resource Center.
 As a complement to our webinar series EDA will host two workshops in the 
Dealer Resource Center:  Thursday, Oct 19, “Understanding the Customer Journey 
to Online Purchase” and Friday Oct 20, “Charting Your Digital Marketing Game 
Plan”.
 Other Dealer Resource Center workshops will feature dealership operational 
topics such as expense control strategies;  labor rate establishment;  year-end tax 
planning opportunities; dealership expansion; and 
positioning your dealership to sell.
 Finally, the EDA OPE Dealer Council will be 
meeting at GIE+EXPO.  If there are any topics or 
issues you would like the council to address please 
forward them to Joe Dykes, VP of Industry 
Relations at jdykes@equipmentdealer.org. –
https://news.equipmentdealer.org/

EDA Partners with 
Polsinelli for Free 
Webinar on
Credit Card Use 
Best Practices
 St. Louis, MO – The Equipment 
Dealers Association (EDA) and Polsi-
nelli, one of EDA’s trusted industry 
partners with 20 offices nationwide, 
are joining forces to present a free  
webinar to EDA’s members on Credit 
Card use best practices for dealerships. 
This webinar will be led by Matthew 
Layfield, Shareholder at Polsinelli.  
Matthew devotes much of his practice 
to agri-finance litigation.
 Accepting credit cards is a business 
necessity in today’s world. In 2015, the 
obligations upon retailers increased 
dramatically with credit card compa-
nies seeking to aggressively shift the 
risk of loss or fraud to retailers, such as 
equipment dealers. Many dealers, un-
fortunately, have already experienced 
credit card fraud, firsthand. 
 On wednesday, September 20, 
2017 at 12:00pm, CST, Matthew will 
give an overview of Credit Card Use 
Best Practices and answer the follow-
ing questions:

•  What is required of my dealer-
ship under the updated (in 2015) 
credit card use of service obliga-
tions? 

• What safeguards should my deal-
ership have in place to help limit 
the risk of Credit Card fraud?

• What should I do if I determine 
there has been an instance of 
Credit Card fraud at my dealer-
ship?

 Don’t miss out, register today!  
 CLICK HERE TO REGISTER! -- https://
zoom.us/webinar/register/62fcfbb1203
f449dd746f627e8486654
 After registering, you will receive 
a confirmation email containing infor-
mation about joining the webinar.

EqUIPMENT DEALERS ASSOCIATION
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FOR MORE INFORMATION CALL 1-800-218-5586

APRIL 4 & 5, 2018
NEW YORK STATE FAIRGROUNDS • SYRACUSE, NY 

WEDNESDAY 8-4  • THURSDAY 8-3

LOCATED IN THE CENTER OF PROGRESS
AND THE HORTICULTURE BUILDING

LOCATED IN THE CENTER OF PROGRESS
AND THE HORTICULTURE BUILDING

SYRACUSE, NY

Show Manager: Ken Maring • 1-800-218-5586 or 518-673-0103 • Fax 518-673-3245
Hard Hat Expo is Produced by the Trade Show Division of Lee Newspapers, Inc., 

Publishers of Hard Hat News • P.O. Box 121, 6113 St Hwy. 5, Palatine Bridge, NY 13428 

Visit Our Website: www.hardhatexpo.com

Telemedicine
 As technology has developed, so has people’s ability 
to overcome the traditional communication barriers of 
time and distance. The practice of telemedicine is a step 
forward in the health care industry to use telecommu-
nication to bridge the gap of time, distance and afford-
ability to reach patients in need of medical attention. 

what is Telemedicine? 
 Telemedicine uses technology to facilitate com-
munication, whether real-time or delayed, between a 
doctor and patient who are not in the same physical 
location for the purpose of medical evaluation, diagno-
sis and treatment. Advances in telecommunication allow 
the exchange of medical information from one site to 
another to serve patients in a clinical setting.  
                                                                                                                    
Telemedicine Advantages 
 Telemedicine offers numerous benefits for both doc-
tors and patients. Following are a few of the advantages 
of using telemedicine: 

Remote Access
  Communicating remotely with a doctor is a primary 
function of telemedicine. With this technology, doctors 
can reach patients in remote, rural and underserved 
areas where there might not be an available doctor 
or hospital. Through telemedicine, patients can access 
doctors for routine visits, emergency care or diagnostics 
from a specialist. 

Specialist Availability 
 Another benefit of telemedicine is increased access 
to specialists. Even when patients live in urban areas 
with numerous doctors and hospitals, specialists for 
rare health conditions may not practice in the area. 
Telemedicine enables patients in both rural and urban 
areas to connect with specialists who may be hundreds 
of miles away. 

Cost Savings
  Reduction in cost is another major benefit of tele-
medicine. Patients save money for routine and specialist 
care because they don’t have to pay travel expenses for 
distant doctors and don’t have to take excessive time off 
work to travel and then sit in a waiting room. Doctors 
are also more efficient in the number of patients they 
can see in a day, which can help reduce overhead and 
related costs. In addition, remote monitoring can help 
lessen the much larger cost of long hospitalizations or 
in-home nursing, and it may reduce the cost of manag-
ing chronic conditions. Remote monitoring can also help 
prevent hospital readmission by properly supervising 
care following a patient’s discharge from the hospital. 
Convenient Care 
 For some patients, the comfort and convenience of 
consulting with a doctor from the safety of their own 

homes is a tremendous advantage. The convenience can 
also improve care. For example, whereas patients might 
forget to bring medications with them to a traditional 
office visit, when patients are at home they have ready 
access to the information necessary for the doctor to 
diagnose and prescribe. Also, because the patient is at 
home, it is often easier to take notes or even include a 
family member who can help retain important informa-
tion from the doctor. 

The Role of Telemedicine 
 Fueled by technological advances and answering 
the clamor for consumer-convenient care, telemedicine 
delivers many advantages. Although not the same as sit-
ting in an actual doctor’s office, a telemedicine visit with 
a doctor can prove beneficial by warding off further 
illness or disease, stabilizing a condition until a patient 
is able to reach a hospital or monitoring a patient at 
home. Telemedicine is not a complete replacement for 
face-to-face health care, but it can be a tremendously 
helpful supplement and even a temporary substitute for 
traditional medical care.

~ Brought to you by NEDA
and the insurance professionals at

Haylor, Freyer & Coon, Inc.

TELEMEDICINE
BENEFIT INSIGHTSEqUIPMENT DEALERS ASSOCIATION
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 Natural disasters can occur anytime, anywhere and 
can destroy years of hard work in an instant. With 
proper planning, their impact on your livelihood can 
be minimized. If you haven’t developed a disaster plan 
for your business, or need to update your current plan, 
the following steps may help.*

STEP 1 – Research your business’s exposures and 
the options available to minimize them.  

STEP 2 – Create a disaster recovery plan.
• Identify risks from natural and man-made disas-

ters.
• Classify operations critical to your business’s sur-

vival.
• Document current employee contact informa-

tion.
• Know your key customers, suppliers, contacts, 

and vendors.
• Establish information technology needs.
• Determine your business’s financial needs follow-

ing a disaster.

STEP 3 – Back up your plan.
• Make it available anytime, anywhere.

• Be sure it’s accessible even when you can’t enter 
your facility.

• Print a copy, and also store it electronically.
• Regularly back up vital data and records and 

store a copy off-site.

STEP 4 – Educate employees on the plan, and 
keep them informed of their responsibilities.

• Test the business continuity plan periodically.
• Encourage employees to also prepare themselves 

and their families for disasters.

STEP 5 – Periodically review, practice, and update 
your plan.
 A community cannot survive a disaster unless busi-
nesses survive, and businesses cannot survive unless 
their employees survive. Mother Nature doesn’t care 
who’s in her way. Developing a functional, practical 
disaster plan can help protect your business, your 
employees, and your future, and help you manage 
potential disasters with the confidence of knowing 
your business has prepared to carry on. 
 As a member of the Insurance Institute for Business 
& Home Safety® (IBHS), Federated provides many valu-
able disaster and recovery planning resources to clients 
at no cost. The IBHS Disaster Safety website offers a 
ZIP Code tool to identify risks specific to a geographi-
cal region, and OFB-EZ® business continuity tool to 
help even the smallest businesses plan for recovery. 
For more information, visit http://disastersafety.org, or 
contact your local Federated marketing representative 
or Federated’s Risk Management Resource Center at 
1-888-333-4949.
*List is not all-inclusive. Your unique needs and business 
requirements must be considered when developing a disaster 
recovery plan.

FORCES OF NATURE 

THE ELOG MANDATE 
IS HERE!

Fleet Management      System
          with ELogs

Dealerships with drivers who currently use paper log books may need to 
transition their drivers to electronic logs (ELOGS) by December 18, 2017.  

comply with Hours of Service regulations for over 60 years, as a trusted ELog 

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.

A Simple Solution With Sophisticated Performance
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 J. J. Keller Mobile® app can be downloaded 

on drivers’ mobile devices.

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 respective

424509-126
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128 Metropolitan Park Drive, Liverpool, NY
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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
arts@pa.net

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

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

For Service / SPoNSoreD ProGrAMS,
cAll Your ASSociAtioN

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

TH  NK

Northeast Equipment
Dealers Association

www.ne-equip.com

st1
ASSOCIATION

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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DO YOU HAVE A 
STORY TO TELL?  
Share Your Dealership 
News With Us
 
 NEDA is interested in stories 
about members getting involved in 
their communities, supporting chari-
ties or otherwise doing good deeds. 
 Have you celebrated a busi-
ness or personal anniversary, facility 
expansion, or a prestigious award 
from one of your suppliers, a special 
community event you participated 
in or any other way your business 
has been recognized that you would 
like to share with other members 
and have published in our monthly 
newsletter?  
 Member stories, along with  
photos, will be showcased on NEDA’s 
media sites and in NEDA’s monthly 
newsletter or Weekly E-bytes. If you 
have news to share, please contact 
Dave Close or Art Smith, Editor of 
the monthly newsletter:   Dave at  
(800-932-0607 – davec@ne-equip.
com) or Art Smith – arts@pa.net.

Ag Resource is Revolutionizing The Way Farmers Search For Businesses
DON’T MISS THIS OPPORTUNITY!

800-626-6409
Ag Resource is a comprehensive resource directory on Fastline.com of thousands of ag 
related businesses. With a home page positioning on Fastline.com, farmers are easily able 
to search by category, dealership and manufacturer all within proximity to their location. 

STAY ABOVE THE 
COMPETITION WITH AG 
RESOURCE! Ask us how your 
business can be featured at the top of this 
online Resource Directory. Priority listings 
include video, email, photo galleries, 
coupons/ads and social media links.
Learn more by watching our quick video here: 
fastlinemediagroup.com/fastline

Fastline Media Group 
Announces The Latest 
Topic In Their Popular 
Webinar Wednesday  
Series 

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

 Fastline Media Group announced yesterday the latest topic in 
their popular Webinar Wednesday Series. On Wednesday, September 13, 
2017 at 3 PM EST Jessica Walden will present a social media related topic, 
“Should I Spend Money on Facebook?”  
 This free (approximately 45 minutes) webinar will dive into the 
significance and relevance of investing money into individual Facebook 
posts. Walden will analyze the difference between Facebook posts, Pro-
moted Facebook posts and Facebook ads while maintaining the best en-
gagement for your business.  
To register go to: https://cc.readytalk.com/r/52f8zrh4jf01&eom
“At Fastline Media Group we are always looking for new ways to dis-
seminate important and timely information to our equipment dealer 
customers,” said Susan Arterburn, Marketing Director. “As industry ex-
perts in the field of agriculture marketing, Webinar Wednesday provides 
a unique way for us to share and communicate with equipment dealers.”
Visit www.FastlineMediaGroup.com/Resources to register for upcoming 
Webinars or view past episodes.
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 U.S. Citizenship and Immigration Services (USCIS) has released a new 
version of Form I-9, Employment Eligibility Verification. By September 18, 
2017, employers must use only the new version.

COMPLIANCE DATES FOR NEw FORM I-9
 The new Form I-9 features a revision date of July 17, 2017. While  
employers may continue using a Form I-9 with a revision date of November 
14, 2016 through September 17, 2017, as of September 18, 2017, employers 
must use only the new version.

CHANGES TO FORM I-9
 The following revisions have been made to the List of Acceptable Docu-
ments section of the new Form I-9:

• The Consular Report of Birth Abroad (Form FS-240) has been added 
to List C. Employers completing Form I-9 on a computer are now able 
to select Form FS-240 from the drop-down menus available in List C of 
Section 2 and Section 3.

• All the certifications of report of birth issued by the U.S. Department 
of State (Form FS-545, Form DS-1350, and Form FS-240) are now com-
bined into selection C#2 in List C.

• All List C documents have been renumbered except the Social Security 
card. For example, the employment authorization document issued 
by the U.S. Department of Homeland Security on List C has changed 
from List C #8 to List C #7.

 The new Form I-9 can be downloaded. --  https://www.uscis.gov/i-9 
~ Courtesy of Haylor, Freyer & Coon

USCIS Releases New Form I-9

Did  You  Know?
 

Did you know you can update your dealer 
profile on our website? 

Go to www.ne-equip.com and login in with your user ID 
and password. Once your logged in place your cursor in 
the upper right hand corner and click on “Edit my  
Profile”.
 

Here you can put any events happening at 
your dealership, upload profile pictures, your 
company logo, etc…
 

Email davec@ne-equip.com or call the Association,  
800-932-0607 if you have any problems getting into the 
website. 

TRAIN YOUR
TRAINER

Forklift Operator
Safety Training

&
Certification

Courses
required every three years

If you do not have 
a certified trainer
at your dealership 

or have  
mistakenly let 

your certifications 
lapse ...

NEDA
CAN HELP! 

If you do not have 
a certified trainer
at your dealership 

or have  
mistakenly let 

your certifications 
lapse ...

NEDA
CAN HELP! 

NEDA staff provides 
one forklift safety training 

& certification course 
at your dealership 

for all staff personnel 
authorized to operate 

your forklift(s)
[must be over 18 years of age or older]

$400.00
Plus Expenses 

for on-site training
Training Materials Included

Prices Subject to Change

If you would like
to schedule a

CERTIFICATION/
RECERTIFICATION

Call Kelli or Dave
at the Association, 

800-932-0607
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BY LANCE FORMWALT, SEIGFRIED BINGHAM, P.C.

Planning for SucceSS
ESOPS FrOM A SEllEr’S VANtAGE POINt:

USING thE ESOP tO MAxIMIzE PrOcEEDS AND 
FlExIbIlItY IN SUccESSION PlANNING

 In a prior article, I explained the basics of an employ-
ee stock ownership plan (ESOP) and the role it can play 
in your succession planning. An ESOP can be a powerful 
succession planning tool because it provides key advan-
tages for three groups that are part of any dealership 
succession plan: sellers, the employees and management 
team and manufacturers. In today’s article, I will drill 
down further on ESOP advantages from the vantage 
point of the seller.

Challenges of Selling to Third Parties
 If you are selling your dealership, you will run into 
many challenges along the way. Selling a dealership 
is not a simple process. Among other issues, three key 
issues near and dear to your heart often stand in the 
way of a deal: (1) can I find a suitable buyer?; (2) will the 
buyer pay me a fair price?; and (3) is the deal structured 
so it sufficiently minimizes how much I’m paying Uncle 
Sam? An ESOP can help solve these issues:
 • FINDING A BUYER. It can be difficult to find a 
buyer. Issues like timing, geography, financial resources 
and manufacturer concerns often get in the way. If noth-
ing else, these issues will limit your options to a relatively 
small pool of potential buyers and identifying and nar-
rowing down that pool of potential buyers can be a 
time-consuming, trial and error process. With an ESOP, 
there is always a buyer because you make the decision 
to form the ESOP trust/buyer.
 • OBTAINING A FAIR PRICE. I spend most of my 
time helping dealers buy, sell or merge dealerships or 
implement succession plans through ownership changes. 
During that time, I have seen wild fluctuations in prices 
that buyers are willing to pay for a dealership. Even 
though it is possible for you to come up with an objec-
tive fair market value for your business based on its 
performance, a transaction involves other variables: the 
number of potential buyers, the brands you carry and 
the current good standing of your buyers with your 
key manufacturers are just a few. An ESOP removes this 
uncertainty of third party factors beyond your control 
and allows you to obtain a price through a valuation 
primarily driven by your dealership’s performance.
 • MINIMIzING TAx CONSEqUENCES. Transactions 
with third parties can sometimes involve “win-win” situ-
ations when it comes to tax consequences. But for the 
most part, what is best for the buyer is not what is best 
for the seller. The best example of this is the decision on 

whether the transaction should involve the sale of stock 
or the sale of assets.
 A buyer wants to buy assets because the assets can 
be depreciated over time and results in tax benefits. A 
seller prefers to sell stock to get the better capital gains 
tax rates.
 An ESOP eliminates this issue because the only 
potential option is a stock sale and therefore preserves a 
good tax benefit for the selling dealer.

Succession Planning Flexibility
 ESOPs can provide a solution to dealers not looking 
to sell their entire business. You can sell any percentage 
of ownership to an ESOP. This allows owners controlled 
by a single family to sell ownership and create liquidity 
over time. It also allows diverse ownership groups to be 
bought out at different stages. When considering these 
types of transactions involving ESOPs, several important 
factors should be noted:
 • MINORITY INTEREST DISCOUNT. Because an 
ESOP will pay for an ownership interest based on a fair 
market value appraisal, you should be aware that the 
appraiser will often assign a discount for the sale of a 
minority interest. However, there are a couple of factors 
that can reduce the effect of this. First, an appraiser may 
not assign a discount if the sale of stock is accompanied 
by an option for the ESOP trust to purchase a controlling 
ownership interest (e.g., 51%) in the future. Second, if 
a discount is assigned to the sale of a minority interest, 
a seller could also expect a “control premium” to be 
assigned to the second stage transaction when the rest 
of the ownership is sold.
 • MAINTAINING CONTROL. After an ESOP is formed, 
an owner that retains a partial ownership interest in the 
dealership may serve as the trustee for the ESOP and 
continue to be in charge of the day to day operations.
 • TAx-ADVANTAGED FUNDING. When owners are 
bought out by the dealership or other owners, this is 
usually done through seller-financing that often may be 
subordinated to other lenders, including the manufac-
turer-provided financing.
 A sale to an ESOP can be funded the same way with
one very important benefit: income allocated to an ESOP
will be tax-exempt (if the dealership is an S corpora-
tion) or the bulk of the principal payments (in addition 
to interest) will be tax deductible to the ESOP (if the

continued on page 20
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BY JOHN CHAPIN

SELLING IS CHANGING … not really
 This past week I’ve received three separate e-mails 
from various sales gurus talking about how much 
sales has changed. While the internet, social media, 
and advances in technology have altered some of the 
peripheral aspects of selling, the foundational princi-
ples and keys that lead to sales success have remained 
the same.

SALES FACTS
THAT wILL ALwAYS REMAIN THE SAME

Fact 1: Sales IS still a numbers game
 99.9% of the time failure in sales is due to a lack 
of activity. In other words, not making enough calls. 
Now that we have the internet, I know sales reps 
who spend hours looking up background information 
on prospects before they call them. This is a mistake. 
Look up the information a prospect would reasonable 
expect you to have, but don’t spend hours being per-
fect. Just look up some quick information and make 
the call.
 Another way technology can work against us is 
that some people believe they have to be technical 
experts before they call anyone. An insurance agent 
I know spent a full six months in the office studying 
cyber liability because he had to know everything 
before he could speak to anyone. The insurance agent 
is a producer (salesperson) first, not an underwriter 
(technician). Just get some basics and make the call. 
Learn what you need to learn so you don’t make any 
careless or “stupid” mistakes, but focus more on activ-
ity than on being technically proficient. 

Fact 2: You’re still the expert.
 While it’s true that today’s consumer is, generally 
speaking, better informed than in years past, you’re 
still the expert who has probably forgotten more 
than they will ever know. The famous author Malcolm 
Gladwell once said that it takes roughly 10,000 hours 
of study to master one’s craft. While you may not be 
at the 10,000-hour mark yet, you are still far better off 
than someone who has spent 5, 10, or even 40 hours 
on the internet studying your industry and products. 
You live in your business every day, the prospect 
doesn’t. People still need an honest, straight-forward 
salesperson who understands the subtleties and idio-
syncrasies and can educate them on what’s best for 
them. 

Fact 3: Face-to-face and phone are still the most 
effective ways to sell.
 Have you ever NOT received an e-mail that some-
one swore they sent to you? It just happened to me 
again two weeks ago. In addition to the fact that you 
can’t always rely on an e-mail, LinkedIn in-mail, or 
other “internet” communication to reach the person, 
you also lose the most important parts of communica-
tion such as voice tone and body language. Couple 
that with the fact that electronic communication dis-
tances you and dehumanizes the experience. For these 
reasons, in-person communication is always the most 
effective followed second by Skype, and other face-
to-face apps, and third by phone communication. You 
have much more impact when people can see and/
or hear you. Don’t hide behind technology and spam 
people on the initial and other important communica-
tions. 

Fact 4: It IS still all about relationships and doing 
what’s best for the other person.
 There is no “new relationship selling” or “solution 
selling.” The best have always focused on the long-
term relationship and the best possible solution for 
the prospect, even if it involved sending someone to 
the competition. The best have always been seen as 
a peer and business partner looking out for the best 
interests of the prospect. 
 The bottom line is: the only way sales has changed 
is for those doing it the wrong way. Years ago you 
could pull the wool over someone’s eyes, get away 
with not knowing as much, have subpar sales and peo-
ple skills, and not work as hard. That said, the people 
who have always done it right, have found little has 
changed over the years. For them, being great at sales 
still requires that you work hard and make the calls, 
communicate effectively, build the personal relation-
ships, are professional, knowledgeable, put the other 
person first, and embody the character traits of hon-
esty and integrity. 
 John Chapin is a sales and motivational speaker and trainer. 
For his free newsletter, go to: www.completeselling.com  John 
has over 29 years of sales experience as a number one sales 
rep and is the author of the 2010 sales book of the year: Sales 
Encyclopedia.  He can be reached at: www.completeselling.com; 
johnchapin@completeselling.com  or 508-243-7359.

 99.9% of the time failure in sales is due to a lack of 
activity. In other words, not making enough calls.
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EqUIPMENT INDUSTRY NEwS

most u.s. Farmers Remain Loyal to ‘Their’ Equipment Brand
 Traditionally, farmers are known to be dogged 
loyal to certain products and this has been 
particularly true when it comes to their brand of 
equipment. While dealers and others in the Ag 
equipment business might insist that brand loyalty 
has greatly diminished in recent years, this isn’t 
what farmers say.
Every 3 years beginning in 2011, Farm Equipment 
magazine has conducted a survey of farmers across 
12 states encompassing the Corn Belt, Lake States.

~ Courtesy of
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 August 15, 2017, Vol. 23, Issue 8. Use of any of the articles and information contained in Ag Equipment 
Intelligence, Rural Lifestyle Dealer or any other Lessiter Publication Media Brands requires permission of the publisher.

Farm Economy stabilizing, 
But Ag Lending practices 
Tighten
 Reporting on the results of its second quarter Ag 
Credit Survey, economists from the Federal Reserve 
Bank of Kansas City suggest that, while still soft, the 
farm economy in the Fed’s Tenth District, is showing 
signs of stabilization. Nonetheless, regional banks are 
closely scrutinizing farm loans.   

  ~ Courtesy of
Agriculture Equipment Intelligence

Big Ag sales still sluggish in 
July
 Sales of large ag equipment continue to struggle 
to gain significant upward momentum. The Assn. 
of Equipment Manufacturers reports that North 
American sales of high horsepower, 4WD tractors 
and combines were down 16% year-over-year in July, 
which follows decreases of 14% in June and 12% in 
April.   

  ~ Courtesy of
Agriculture Equipment Intelligence

August 15, 2017
Vol. 23, Issue 8

• Farm Lending Tightens

• Canadian Sales Up

• Deere/Vaderstad Pact

Traditionally, farmers are known to be dogged loyal to cer-
tain products and this has been particularly true when it 
comes to their brand of equipment. While dealers and oth-
ers in the ag equipment business might insist that brand 
loyalty has greatly diminished in recent years, this isn’t 
what farmers say.

Every 3 years beginning i 2011, Farm Equipment maga-
zine has conducted a survey of farmers across 12 states 
encompassing the Corn Belt, Lake States and Northern 
Plains regions of the U.S. The same states were included in 
each of the studies.

The survey is aimed at determining how growers see 
themselves when it comes to their brand loyalty toward 
farm machinery. The survey included the four major brands 
of ag equipment typically found in a row-crop operation, 
including AGCO (Massey Ferguson and Challenger), Case 
IH, John Deere and New Holland. Results of the surveys 
show that farmers today are more loyal to their preferred 
brands than they were even 3 years ago.

In total, 276 producers completed the 7 question survey 
this year. Overall, 75% answered the question “Are you 

brand loyal?” with “Yes.” That’s up from 69% in 2014 and 
63% in 2011.

In fact, loyalty to three of the four brands covered in the 
study improved since 2014, while the fourth stayed even 
with its score from 3 years ago. Each of the survey respon-
dents was asked to indicate the “primary brand of tractors 
and combines on your farm.” 

Most U.S. Farmers Remain Loyal to ‘Their’ Equipment Brand

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.

Continued on page 8

Are You Brand Loyal?
(All Farmers)

Farmers say they’re more loyal to their equipment brands than they 
were previously.   Source: Farm Equipment 2017 survey

NO YES

2017 2014 2011

25% 31% 37%

75% 69% 63%

The speculation about who would be 
in line to acquire Precision Planting 
Inc. is over. Following Monsanto’s 
decision not to contest the U.S. 
Justice department’s court action to 
prevent the sale of Precision Planting 
Inc. to Deere & Co., equipment rival 
AGCO has stepped in as an alter-
native suitor. (See Ag Equipment 
Intelligence, May 2017.)

Martin Richenhagen, AGCO’s chair-
man, president and CEO, says agreeing 
to buy the precision metering and moni-
toring manufacturer from The Climate 
Corp., a Monsanto subsidiary, would 
strengthen AGCO as one of the global 
leaders in precision planting technology.

The Department of Justice objected 
to the prospect of Precision Planting 
falling into Deere’s hands on the 

grounds that it would limit compe-
tition in the market for high-speed 
precision planter technologies. Deere 
believed the DOJ’s market analysis 
was f lawed, but in May this year, 
Monsanto called off the sale.

It had acquired Precision Planting, 
based in Tremont, Ill., from the compa-
ny’s founders in 2012, paying $210 mil-
lion with the promise of a performance-
related bonus of up to $40 million.

The agrochem and seeds company 
envisioned an opportunity to comple-
ment its delivery of yield through 
genetics and traits with the equip-
ment company’s products enabling 
higher speed drilling with precision.

Precision Planting’s f ledgling 
FieldView crop performance and data 
analysis platform was also seen as a good 

fit for Monsanto’s Integrated Farming 
Systems initiative, all the more so after 
The Climate Corp. acquisition. This 
added hyper-local weather monitoring 
and agronomic data modeling to the 
mix for a suite of monitoring, analytics 
and risk-management products.

If the proposed deal with AGCO goes 
through, it will be helpful in further 
developing the company’s interests 
in precision planting, which currently 
extends to the White 9000 planters.

Although neither terms nor an 
anticipated closing date have been 
released, the announcement empha-
sizes that connectivity between 
Precision Planting’s 20/20 SeedSense 
monitor and The Climate Corp.’s 
FieldView platform will be retained 
by AGCO. 

AGCO Steps Up to Acquire Precision Planting
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Reporting on the results of its second 
quarter Ag Credit Survey, economists 
from the Federal Reserve Bank of 
Kansas City suggest that, while still soft, 
the farm economy in the Fed’s Tenth 
District, is showing signs of stabilization. 
Nonetheless, regional banks are closely 
scrutinizing farm loans.

 According to authors of the report, 
Nathan Kauffman and Matt Clark, 
“Agricultural credit conditions weak-
ened further in the second quarter, but 
the pace of deterioration has slowed. 
Although the rate at which farm loans 
are being repaid continued to decrease, 
the change from a year ago was not as 
sharp as in recent years. Only 37% of 
bankers in the Tenth District reported 
a decrease in repayment rates from a 
year ago, the lowest share since mid-
2015. An even smaller share expected 
repayment rates to decline again in the 
third quarter. Similar to the past 3 years, 
demand for farm loans at agricultural 
banks in the District continued to rise, 
but at a slightly slower pace than in 
recent quarters.”

Rising Interest Rates. They point 
out that as repayment rates continued 
to weaken, benchmark interest rates on 
farm loans have risen. “Interest rates on 
variable rate operating loans increased 
to 5.8% in the second quarter, the high-
est in 5 years. Interest rates on other 
farm loans, including loans for machin-
ery and real estate, increased at a similar 
pace. The recent increases in rates may 
be in response to heightened risk in the 
farm sector, but also may be attributed 
partially to movements in short term 
interest rates,” say the report authors. 
“The federal funds rate, for example, has 
increased in 2017 to an effective rate of 
more than 1%.”

Lending Practices. In addition 
to making slight increases in interest 
rates, bankers have taken other steps 
to manage risk in their agricultural 
loan portfolios, according to the report. 
“Compared with bank practices of sev-
eral years ago, the primary changes have 

been an increased use of 
debt restructuring and 
increased loan analysis.”

They estimate that 35% 
of bankers noted they had 
increased debt restruc-
turing activity to provide 
additional liquidity in the 
short term. Nearly 30% of 
bankers also reported an 
increase in loan analysis. In 
addition, numerous bank-
ers reported an increase in 
the use of secondary cred-
it markets, better expense 
tracking and increased col-
lateral requirements.

The report goes on to 
say that bankers also were 
slightly more cautious 
than a year ago in approv-
ing new loan applications. 
In the second quarter, 
about 17% of bankers 
reported that they denied 
at least 10% of all new 
farm loan requests, up 
from the previous 2 years.

Kauffman and Clark 
conclude that the out-
look for the farm econo-
my in the Tenth District 
remained subdued in the 
second quarter. At the 
same time, the economists 
add, changes in coming 
months may not be as 
severe as in recent years. 
“Following a sharp drop 
in crop prices in 2013, 
income in the farm sec-
tor also dropped rapidly, 
agricultural credit condi-
tions deteriorated, and 
farmland values cooled. 
However, agricultural 
commodity prices have 
steadied recently, and have 
rebounded in the cattle 
sector. As prices have stabilized, albeit at 
a relatively low level, the pace of declines 

in the farm sector also may be less pro-
nounced than in recent years.” 

Farm Economy Stabilizing, But Ag Lending Practices Tighten
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Interest rates on variable-rate operating loans increased to 
5.8% in the second quarter, the highest in 5 years. Rates on 
loans for machinery and real estate rose at a similar pace. 

Source: Federal Reserve Bank of Kansas City
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Changes in Ag Lending Practices

Nearly 30% of bankers surveyed reported an increase in loan 
analysis, including use of secondary credit markets, better 
expense tracking and increased collateral requirements.

Source: Federal Reserve Bank of Kansas City
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In the second quarter, about 17% of bankers reported that they 
denied at least 10% of all new farm loan requests, up from the 
previous 2 years.

Source: Federal Reserve Bank of Kansas City
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Sales of large ag equipment continue 
to struggle to gain significant upward 
momentum. The Assn. of Equipment 
Manufacturers reports that North 
American sales of high horsepower, 
4WD tractors and combines were 
down 16% year-over-year in July, 
which follows decreases of 14% in 
June and 12% in April.

“Large ag has been down 3 con-
secutive months; commentary from 
Deere on early order program activ-
ity during next Friday’s (Aug. 18) 
earnings call will be the next data 
point to watch,” Mircea (Mig) Dobre, 
analyst with RW Baird, said in a 
note to investors. “August WASDE’s 
[report] was bearish for corn and 
soy, pushing commodity prices and 
ag OEM stocks lower.”

• Row-crop tractor sales declined 
23% year-over-year, compared with 
the 19.1% decrease in June; L3M sales 
decreased 20.2%. U.S. row-crop trac-
tor inventories decreased 22.8% year-
over-year in June. July is typically a 
slightly below-average sales month, 
accounting for 8% of annual sales 
over the last 5 years.

• 4WD tractor sales decreased 
10.5% year-over-year in July following 
a 22.7% decrease in June. L3M sales 
decreased 8.2% year-over-year, down 
from the 8.4% increase in the June 
L3M period. U.S. dealer inventories 
decreased 8.1% year-over-year in 
June. Typically, July is a below-average 
month sales, accounting for 6.1% of 
annual sales the last 5 years. 

• Combine sales increased 6.1% 
in July following 5.3% growth in 
June. L3M sales increased 7.1% year-
over-year after an 8.1% L3M increase 
last month. U.S. combine invento-
ries decreased 4.6% year-over-year 
in June. July is typically an above-
average month for combine sales, 
accounting for 10.6% of annual sales 
the last 5 years.

• Mid-range tractor sales grew 
modestly in July, up 1.6% year-over-
year after a 0.6% increase last month. 
Compact tractor sales increased 3.5% 
year-over-year after a 12.5% increase 
in June.  

Big Ag Sales Still 
Sluggish in July

— Assn. of Equipment Manufacturers

JULY U.S. UNIT RETAIL SALES

Equipment July 
2017

July 
2016

Percent 
Change

YTD  
20 17

YTD  
2016

Percent 
Change

June 2017 
Field 

Inventory

Farm Wheel Tractors-2WD

Under 40 HP 12,558 12,255 2.5 91,707 82,591 11.0 69,657

40-100 HP 5,222 5,044 3.5 32,807 32,926 –0.4 32,208

100 HP Plus 1,215 1,608 –22.4 9,604 11,372 –15.5 8,153

Total-2WD 18,995 18,907 0.5 134,118 126,889 5.7 110,018

Total-4WD 120 120 0.0 1,149 1,216 –5.5 694

Total Tractors 19,115 19,027 0.5 135,267 128,105 5.6 110,712

SP Combines 409 428 –4.4 2,079 2,205 –5.7 1,006

JULY CANADIAN UNIT RETAIL SALES

Equipment July 
2017

July 
2016

Percent 
Change

YTD  
2017

YTD  
2016

Percent 
Change

June 2017 
Field 

Inventory

Farm Wheel Tractors-2WD

Under 40 HP 1,248 1,087 14.8 8,296 6,588 25.9 7,365

40-100 HP 361 450 –19.8 3,042 2,769 9.9 4,001

100 HP Plus 228 267 –14.6 1,968 2,047 –3.9 2,219

Total-2WD 1,837 1,804 1.8 13,306 11,404 16.7 13,585

Total-4WD 16 32 –50.0 556 476 16.8 230

Total Tractors 1,853 1,836 0.9 13,862 11,880 16.7 13,815

SP Combines 247 190 30.0 1,048 816 28.4 725

— Assn. of Equipment Manufacturers

U.S. UNIT RETAIL SALES OF
2-4 WHEEL DRIVE TRACTORS & COMBINES
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 The House Ways and Means committee quietly put 
together a plan to modernize our tax system. It was 
published June 24,  2016 and is known as “A Better 
Way: Our Vision for a Confident America”, which is 
available online for review. 
 Congress held a hearing on May 18th, 2017 regard-
ing the current state of the economy and its future. 
Here are the big takeaways from that session. 
 John Stevens of AT&T stated, “We no longer live 
in a world where the U.S. can set a corporate tax rate 
without considering what our international competi-
tion looks like. Countries are vigorously competing 
against each other to attract investment and jobs, but 
the U.S. has done little to retain its competitive advan-
tage. When tax reform was passed in 1986, we were 
competitive with other OECD countries, but over the 
last 30 years, tax rates in other countries have moved 
from about 35% to about 20%.“ 
 The shift in policy position was very pro-trade in the 
1980’s and 1990’s. Since then companies have moved 
offshore in an attempt to not only find lower wage 
expenses, but also a favorable tax position as well. 
Since then the public’s attitude has changed slightly as 
evidenced by Donald Trump’s populist election and the 
British exit from The European Union. 
 One solution advanced is a border tax where a 
group of items would be taxed when they are pur-
chased at the point of sale. Domestic 
products would not have this tax and 
theoretically, the domestically pro-
duced good would have some range 
of advantage over the imported 
model. Experts largely disagree on 
the effect of this, but many countries 
already have this in their economic 
model. 
 Zachary Mottl of Atlas Tool 
Works, Inc. testified, “A destination 
based profit tax, through sales factor 
apportionment, should be considered 
in addition to a destination based 
cash flow tax. Sales factor apportion-
ment, already in use by the states, 
would largely eliminate base erosion 
through profit shifting to tax havens 
because income is attributed to the 
tax jurisdiction where the final sale 
occurred. This would broaden the tax 
base by as much as 30% thereby en-
abling lower rates for all businesses. 
The rates could be applied across all 
business types. “ 

 While this tax would raise prices for consumers of 
foreign made goods, the theory is that if we can get 
more manufacturing facilities and jobs, tax revenue 
will go up. 
 David Farr went on further to state, “For more 
than 60 years, many manufacturers and other business  
owners have chosen to organize as S corporations or 
other pass-through entities to benefit from compre-
hensive liability protection and a single level of federal 
taxation. Since pass-through business income current-
ly is taxed at individual tax rates, many pass-through 
manufacturers today pay marginal tax rates upward of 
44 percent, when you take into account federal, state 
and local taxes.” 
 Many people are not familiar with pass-through 
entities. S corporations, Limited Liability Companies, 
and various other entities are set to pay taxes at the 
shareholder or member’s tax return only. C Corpora-
tions, like Ford and GM are different in that they pay at 
both levels. Lowering the individual rate would lower 
taxes for these people and the money would ripple 
through the economy and increase tax revenues. The 
Center routinely advises on these matters, as well as 
business succession and valuations of companies. If you 
have questions, please call us at 618-997-3436. 

~ Submitted by Basi, Basi & Associates 
The Center for Financial, Legal & Tax Planning, Inc.

Tax Reform
to	Grow	Our	Economy	and	Create	Jobs

CHECK THE REASONS NEDA IS DESIGNED TO MEET YOUR 
BUSINESS NEEDS!
P Legislative Representation P Dealer-Supplier Relations
P	Legal Counsel Hotlines P	Business and Group Insurance
P	Monthly Newsletters and Weekly Emails P	Credit Card Program
P	Human Resource (HR) Management P	Endorsements 
P	Annual Regional Meetings P	Plus Much More!!!
P	Business Forms & Supplies
P	Trade-in and Flat Rate Guides
P	Cost of Doing Business Surveys
P	Wage Surveys
P	National Affiliation
P	www.ne-equip.com
P	Staff Resources / Information

CHECK US OUT ONLINE

www.ne-equip.com

why join neda?
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 As a business owner, you don’t think twice about protecting 
physical assets critical to the business’s operation, such as build-
ings, vehicles, and equipment. however, have you also considered 
protecting the most critical assets to your success: your key employ-
ees? the loss of a key employee could have a devastating, long-term 
impact on your business.
 think about which employees possess the management skills, 
technical know-how, experience, and customer relationships upon 
which you rely. how would your company handle the void left by the 
death or departure of a key employee?
 there are different ways to look at the value your key employ-
ees bring to your business. 
 1. You could estimate the portion of the business profit for 
which the employee is responsible. If the employee dies, the most 
substantial impact will be in the first couple of years. Presumably, 
the employee will be replaced and loss to the business will decrease 
over time.
 For example, let’s say you have an employee whose efforts are 
directly responsible for 25 percent of your profit. If your annual profit 
is $300,000, that’s $75,000 lost in the first year! the total impact to 
the business could be $200,000 or more over a three- to four-year 
period. In addition, you will have the cost of finding and training a 
replacement, which is estimated today to cost one to three times the 
employee’s salary.
 2. the important tasks for which the employee is responsible 
could be assigned a dollar value. For example, you could say custom-

er development and goodwill are worth $125,000, experience and 
expertise are worth $100,000, and project management is valued at 
$25,000. When you total these up, you can see it is significant. 
 3. A final common method is to simply use a multiple of the 
employee’s salary.
 Once you have estimated a value, how can you mitigate the po-
tential costs related to the loss of a key employee? A permanent life 
insurance policy on the key employee’s life may be a cost-effective 
way to provide some financial support to your business. 
 Properly structured, the death benefit will be received by the 
business income tax-free if the employee dies. The death benefit can 
help: 

• Keep the business operating and growing
• Assure employees and customers that the business will con-

tinue
• Assure creditors that their loans are safe
• recruit, attract, and train a replacement
• replace lost profits
• Provide a benefit to the deceased employee’s family

 the policy’s cash value is considered a business asset and 
grows tax-deferred. If the key employee lives until retirement (which 
most do), the cash value may be used to informally fund employee 
benefits and incentives (golden handcuffs) for the employee.
Key person life insurance can be the difference between success and 
failure of a business in the event a key employee dies. 

~ Courtesy of Federated Insurance Co.

it’s your life 

PROTECTINg YOUR MOST VALUABLE ASSETS



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

A Monthly Newsletter and Weekly E-Bytes advertising for Northeast Equipment 
Dealers Association Member Dealers.

NORTHEAST EQUIPMENT DEALERS ASSOCIATION OFFERS AD BANNER SPACE IN 
WEEKLY E-BYTES AND ADVERTISING IN OUR MONTHLY NEWSLETTER. 
Looking to get business information out and in front of thousands? Look no further than the NEDA Weekly 
E-Bytes and monthly newsletter!  We will offer ad banner space above the fold in the Weekly Update, 
providing optimal value to you and your business. (Sample ad space shown above.) Our monthly 
newsletter ad rates and sizes are shown in the order form.  Interested in learning more? Download the 
order form links, one for e-bytes and one for monthly newsletter. Act fast to secure your ad spot!

To advertise in our Weekly E-Bytes Click here

To advertise in our Monthly newsletter Click here

Jamie, will send you another link for the ad rate sheet, Dave sent me the wrong one, this 
has my old e-mail address.   

What we want for the newsletter is this ad each month, ½ page whereby the customers, Mfg, 
distributors, advertisers can see the ad and maybe advertise in both areas.  Jamie, if you have any 
suggestions, please do.  I was thinking about making the black area above, longer and put the 
links where I show above click here for advertisers, etc.  Whatever you think and suggest.
Would like to start in the Sept. newsletter. 

Art 

NORTHEAST EQUIPMENT DEALERS ASSN. OFFERS
AD BANNER SPACE IN WEEKLY E-BYTES

AND ADVERTISING IN OUR MONTHLY NEWSLETTER

Looking to get business information out and in front of thousands? Look no further than the 
NEDA Weekly E-Bytes and monthly newsletter!  We will offer ad banner space above the fold in 
the Weekly Update, providing optimal value to you and your business. (Sample ad space shown 
above.)	Our	monthly	newsletter	ad	rates	and	sizes	are	shown	in	the	order	form.		 Interested	in	
learning more? Download the order form links, one for e-bytes and one for monthly newsletter.  
Act fast to secure your ad spot!

Weekly E-Bytes Link:
https://www.ne-equip.org/wp-content/uploads/2017/08/NEDA-E-bytes-Ad-Rates.pdf

Monthly Newsletter Link:
https://www.ne-equip.org/wp-content/uploads/2017/08/ad-rate-sheet-2017.pdf

ESOPS continued from page 15

dealership is a C corporation). These tax benefits can 
make payment of a note from an ESOP a more certain 
proposition than regular seller-financing and also can 
support the payment of a higher interest rate (e.g., 
8-10% in today’s market).

Illustrating the Power of Tax Deferral
 If your dealership is a C corporation (or converts to a 
C corporation right before the sale to an ESOP), you can 
elect to defer paying tax on all or  a portion of the pro-
ceeds from the sale as long as at least 30% of the dealer-
ship’s stock is owned by the ESOP trust (including prior 
sales). This deferral is very similar to a 1031 exchange 
involving real estate. The key to the deferral is that you 
must purchase “qualifying replacement property” (e.g., 
public company stock) within 12 months after the sale. 
As long as you maintain that investment or subsequent 
replacement investments (assuming the right investment 

structure is in place), you can defer paying capital gains 
taxes indefinitely with the possibility of avoiding the 
payment of any capital gains taxes if you hold the invest-
ments until your death.
 Even though a stock sale to a third party typically 
generates the best tax consequence for a seller, taking 
advantage of the deferral option available through an 
ESOP sale as an estate planning strategy can result in 
a very large upside. In the example below, a sale of a 
$15,000,000 dealership through an ESOP could leave you 
with 40% more proceeds than a sale of stock to a third 
party.

Conclusion
 Even though an ESOP may not work for everyone, 
in the right situations, an ESOP can offer significant 
advantages for the seller of a dealership. Due to these 
potential advantages, it makes sense to at least consider 
an ESOP when evaluating options as part of your succes-
sion planning.
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‘RIGHT TO REPAIR’
BATTLE CONTINUES
 On June 22, the U.S.  Copyright Office issued a  
report in which it essentially said they’re tired of  
having to  review exemptions to Section 1201 of the 
Digital Millennium Copyrights Act every 3 years and  
industry by industry. According to The Hill, “This has 
led to a patchwork set of exemptions where modifi-
cations and repairs of some types of technology are 
allowed, but others aren’t.” The office wants Congress 
to pass legislations that will permanently give consum-
ers the “right to repair.”  If that’s the case, we could 
be talking about — or maybe just waiting on — the  
issue for quite some time if the speed at which Con-
gress does anything is any indication.
 From  2000-2012,  the  Copyright  Office  never  
saw  more  than  750  comments, according to The Hill, 
but in 2015 received 40,000 public comments on the 
subject. That’s not much of a surprise when you con-
sider right-to-repair bills have been introduced in 11 
state legislatures (Kansas, Minnesota, New York, Ten-
nessee, Massachusetts, Wyoming, Illinois, Iowa, Mis-
souri, North Carolina and Nebraska) this year. “In the  
report, the office argued the way companies have used  
section 1201 is a perversion of the purpose of the pro-
vision,” reports The Hill.
 The  Copyright  Office  argues,  “Section  1201  was  
not  intended  to  facilitate manufacturers’ use of [soft-
ware locks] to facilitate product tying or to achieve a 
lock-in elect under which consumers are electively lim-
ited to repair services offered by the manufacturer.” 
The argument from manufacturers and dealers of 
course is, as Natalie Higgins, vice president of govern-
ment affairs and general counsel for the Equipment 
Dealers Assn., told us a year ago “improper repairs or 
modifications can void equipment warranties and/or 
violate applicable safety or environmental laws. These 
are serious concerns for our industry.”
 An article on MapLight.org suggests that right-
to-repair advocates may try to bypass legislatures in  
favor of direct voter initiatives. As a reference, a 2012  
Massachusetts ballot measure to give diagnostic and 
repair information to car owners and repair shops 
passed with 86% of the vote.

~ Courtesy of Farm Equipment Magazine
Used with permission of Lessiter Media (LM)

Good Reasons to Have a Drug- and 
Alcohol-Free Workplace Program
 In its simplest form, managed care describes a variety of tech-
niques that, when properly deployed, can help support an effective 
risk management program. These strategies can be most effective 
when they concentrate on both injury prevention and post-injury 
techniques. 

Testing May Equal Savings
 One effective managed care strategy is a drug-free workplace 
program, which, when used where appropriate, often includes pre-
employment, random, or post-incident drug testing. An appropri-
ately utilized and compliant program can help monitor and prevent 
drug and alcohol use. A drug-free workplace program can also offer  
benefits over and above its initial intent.
 Direct savings may come in the form of premium credits. Some 
states offer work comp discounts for a certified drug-free workplace 
program. Insurance carriers in other states may have discretionary 
underwriting credits available. 
 Indirect savings are those realized by simply reducing the nega-
tive consequences of workplace drug and alcohol use. Intuitively, it 
makes sense that employees who are under the influence of drugs 
or alcohol are more likely to experience a workplace injury. these 
workers jeopardize their productivity, safety, and the safety of others.  
Estimates indicate more than 70 percent of illegal substance users 
are employed1. Few businesses are immune from this issue.

What Can a Drug/Alcohol Policy Impact?
 An effective drug-free workplace program can have an impact 
on your business in a few different ways. 
 Pre-employment drug testing can help sidestep the risk before 
you hire it into your business. 
 Random drug testing sends a strong message to employees that 
workplace substance abuse will not be tolerated. It may also help you 
identify and manage employees with risky behavior. 
 Post-incident drug testing can be a critical component of claims 
management. The mere presence of this type of test may result in 
fewer claims.

The End Result
 When using any of these drug testing measures, a worthwhile 
goal is to help eliminate negative consequences of drugs and alcohol. 
You’re not testing to “catch” anyone; in fact, it could be argued that 
the best testing program is one that catches no one. Success can be 
defined by the absence of these substances. 
 Taking appropriate measures to help reduce the number of 
claims could create a distinct competitive advantage, not to mention 
the overall positive effect on your business. A compliant and well-
managed program is a technique you can use to enhance your work 
environment. It is important to note, however, that legal rules and 
restrictions may apply to policies that involve workplace drug use 
or testing; therefore, be sure to seek qualified legal counsel before 
developing and implementing a policy.
 Federated Insurance offers clients access to vendors who provide 
drug and alcohol testing resources. For more information, contact your 
local Federated representative or log in to Federated’s Shield Network®.
1 “Drugs and Alcohol in the Workplace”; National council on Alcoholism and 
Drug Dependence, Inc. 
https://www.ncadd.org/about-addiction/addiction-update/drugs-and-alcohol-in-
the-workplace; accessed November 2016



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

GET YOUR

CONSTRUCTION
EQUIPMENT

GUIDE
TODAY!

If you appraise, evaluate, repair, identify, 
transport or own heavy construction  

equipment, this Guide is your source to
thousands of prices,serial numbers,  

specifications and transport dimensions on
over 200 manufacturers.

If you appraise, evaluate, repair, identify, 
transport or own heavy construction

equipment, this Guide is your source to
thousands of prices, serial numbers,  

specifications and transport dimensions on
over 200 manufacturers.

Please fax this order
to 315.451.3548,

Attn: Kelli

Prices Subject to Change

SPECIAL PRICING FOR DEALERS
Please send me ____ copies of  the CONSTRUCTION  
EQUIPMENT GUIDE at the special price of $120.00 plus tax 
and postage (Regularly $150.00)

Company Name __________________________________________________________

Type of  Business _________________________________________________________

Name ____________________________________________________________________

Address __________________________________________________________________

City_____________________________ State_____ Zip ___________________________

Phone___________________________ Email ___________________________________

 Bill me           Bill my credit card: _____ MasterCard     _____ VISA

Card #_________________________________________ Exp. Date ________________

Signature ________________________________________________________________

Northeast
Equipment
Dealers
AssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers

Briggs And Stratton 
Builds 85-Millionth 
Engine at Kentucky 
Facility
 Employees at
 Briggs & Stratton 
Corporation’s Murray, 
KY-based plant recently hit 
a major milestone: producing their 85-mil-
lionth small engine. The Kentucky plant be-
gan making Briggs & Stratton engines in 1985. 
Over time, the plant has grown to employ 
more than 900 workers and produces more 
engines than any other Briggs & Stratton facil-
ity.
 “To make 85 million engines at Murray 
is an accomplishment that gives us great joy 
because it represents so much of what we do 
and believe in every day,” said Rick Zeckmeis-
ter, vice president of engines marketing and 
planning at Briggs & Stratton.
 Employees at the Kentucky facility pro-
duce vertical-shaft engines for outdoor pow-
er equipment and are responsible for many 
stages of the design, production and assem-
bly process. These engines then go onto lawn 
mowers and other outdoor power equipment 
used daily in the United States and around the 
world.  
 See balance of article at:   http://outdoor-
powerequipment.com/2017/07/12/briggs-and-
stratton-builds-85-millionth-engine-at-ken-
tucky-facility/11141/

Courtesy of
Outdoor Power Equipment

c/o EPG Media, LLC & Specialty Information
Minneapolis, MN 55441

ThE NEDA oFFicEs
WiLL BE cLosED

moNDAY,
sEpTEmBER 4Th

iN oBsERVANcE oF
LABoR DAY!



Northeast Dealer | SEPTEMBER 2017 … 23www.ne-equip.com

 Over the years you’ve built a profitable business. You’ve invested your money, your time, and your passion. Now ask yourself, “What is my 
most valuable business asset?” While physical assets—the buildings and equipment—support financial goals, the success of many businesses 
can be traced to the good judgment, skills, and expertise of your key employees. 

What if a competitor makes your key employee an offer he/she can’t refuse?
What is the impact on the business if you or your key employee dies?

What happens to your key employee’s family when the paycheck stops?
 Your key employees aren’t listed on your balance sheet or your income statement, but what they do shows up there. Unfortunately, many 
business owners train and mentor employees with the intention they will stay forever only to have them leave. Most people don’t realize how 
costly this can be because they have not thought about losing an employee nor the consequences associated with that loss. 
 So the question becomes, “how can I protect my business against these possibilities?” the answer is to wisely allocate your financial 
resources and provide protection for multiple concerns with a specially designed program. 

Triple Protection Plan
 With a Triple Protection Plan (aka Three Part Plan) you can address your employee retention concerns and help protect against the financial 
impact of an employee death. It can also provide a benefit for an employee’s spouse and/or children. 
 1. A Private Bonus Plan can help retain employees. It is a written agreement that pays selected employees set bonuses at specific 
times. the plan is informally funded with a cash value life insurance policy and it protects against the employee’s voluntary departure by provid-
ing a strong incentive to stay. the business applies for, owns, and pays the premiums on a life insurance policy on the key employee to informally 
fund the private bonus plan. the business withdraws policy cash values as needed to pay the scheduled bonuses. 
 2. Key Person Coverage protects against financial losses associated with an employee’s death. the proceeds from the same life 
insurance policy provide liquidity, which can be used to recruit, hire, and train a replacement. It can also be used for business continuation or 
overhead expenses. 
 3. Family Protection allows the business the opportunity to share the life insurance protection with the employee’s family. Using an 
Endorsement Split Dollar plan, the company can provide life insurance to a key employee. And, the company remains in control of the policy 
while offering financial security for the key employee’s family with a portion of the death benefit. 
 Employee retention and the potential departure of a key person are concerns for all business owners. by using a triple Protection Plan, 
your talented employees will be more likely to stay and you gain peace of mind thanks to an added degree of stability and security. One 
solution for three problems!

~ Courtesy of Federated Insurance Co.

Triple protection plan ...
An Employee Retention strategy



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.
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