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3 Things to Remember
When Selling to
Millennials
By Betsy Chase | www.chartersoftware.com | 303-932-6875
From a Marketer’s perspective, selling to millennials starts the same way
selling to other generations does; by understanding who they are and how
to be relevant to them rather than how they are different.
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Millennial stats – why this generation is important
Pew Research Center defines Millennials as people born between
1982 and 1996, or 23 to 37-year-olds. There are 80 million of them in
the US and they spend $600 billion annually. Forecasts predict millennials
will represent 35% of consumer spending by 2030. Obviously, there is
great revenue potential in addressing this market.
THREE THINGS TO REMEMBER WHEN SELLING TO MILLENNIALS:
1. Focus on the experience
Millennials value experiences and ignore traditional marketing and
selling methods. •Only 6% of millennials think online advertising is credible. [Source: SocialChorus] To the extent that it’s possible, focus on
the experience of owning whatever you’re selling more than the product
itself. Try hosting open houses or “demo days” at your store where potential buyers can handle the equipment AND talk to others who are either
shopping or already own similar products.  
It’s extremely important that your salespeople understand the importance of the product experience and adapt their sales style accordingly.  
2. They care about you if you care about others.
81% of Millennials expect companies to make a public commitment to
charitable causes and citizenship according to Horizon Media’s Finger on
the Pulse study. Whether it’s the environment, community or a charity your
continued on page 4
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.

NEDA Workers’ Compensation Safety Group

Over 24.25% Average Dividend
For The Last 10 Years!
Exclusively for New York Members of the Northeast Equipment Dealers Association
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Construction/Industrial Equipment Dealers
Material Handling & Lift Truck Dealers
Farm Equipment Dealers
Outdoor Power Equipment Dealers
Rental Equipment Dealers with Repair Facilities
Aggressive Advance Discount (up to 25%)
Excellent Dividend Potential
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Monthly Installments for Qualifying Dealers
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From Safety Group
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NEDA Dealers
Purchasing
Workers’ Comp
From ALL OTHER
SOURCES

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

NEDA Board of Directors

Observations

from the

FIELD

Most everyone agrees that employee
recruitment and retention is challenging
and that quality employees can have a significant impact on a dealer’s ability to grow
market share, increase sales, and most
importantly be profitable!
In last year’s article I suggested that a significant challenge was a lack of what I’ll call
Tim Wentz
“infrastructure” and went on to encourage
Field Director /
dealers to develop relationships with indusLegislative Committee
try and community partners and find ways
Chairman
to combine efforts and resources (state gov717.576.6794
ernment, manufacturers, institutions, and
dealers) focused on enhancing the pipeline/recruitment process. Last month I shared information regarding
the NEDA Agricultural Technician Apprenticeship program and talked
about our partnership with the Ag Teachers’ professional development office, Lancaster Workforce Development board, Pennsylvania
Departments of Labor, Agricultural and Education and our “teach the
teacher” event and plans. All focused on both building program infrastructure, support and developing a clear pathway and to a career as
an Equipment Service Technician for high school students and adults.
Although I sometimes feel like I’m peeling an onion, I found, and I
think dealers will as well that it is rewarding to build relationships with
others interested in working for “the good of the order”. As a result
of those relationships we’ve made significant progress in the development of our workforce development and apprenticeship programs.
If we’re to truly leverage the associations work, dealers will have to
take the next step, actively engage partners and begin the process of
promoting their dealerships and the career opportunities they bring to
the community, parents, students, guidance counselors and teachers.
We all know and agree that a career as a service technician, parts
person or office manager can be rewarding and can provide ample
opportunity for growth, income, and self-fulfillment. Problem is, not
many others do…We’re not even on their radar!
With unemployment under 4%, finding and hiring quality technicians is a significant challenge for all! The NEDA staff recognizes
that we have a long and difficult road ahead and are committed to
successful establishment, expansion, administration and promotion
continued on page 6
The general information provided in this publication is not intended to be nor should it be treated as tax, legal, investment, accounting, 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 authoritative information in regard to
the subject matter covered. It is furnished with the understanding that the Northeast Equipment Dealers Association, Inc., the publisher, is not engaged in
rendering legal, accounting or other professional service. Changes in the law duly render 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 JUNE be reproduced only when permission
is obtained from the publisher and the association.

OFFICERS
JOHN E. KOMARISKY, President

Main & Pinckney Equipment Inc. / Auburn, NY
315-253-6269 - FAX 315-253-5110
New Holland, Simplicity, Brillion, Bush Hog
john@mainandpinckney.com

NATE SHATTUCK, 1st Vice President / Treasurer
Devon Lane Farm Supply, Inc. / Belchertown, MA
413-323-6336 • Fax: 413-323-5080
Yanmar, Landini, Monosem, Ferris, Simplicity,
Stihl, Husqvarna
nates@devonlane.com

CRAIG HOUSEKNECHT, 2nd Vice President
EDA & UEDA/NEDA OPE Council Member

Moffett Turf Equipment (MTE) / West Henrietta, NY
585-334-0100 • Fax: 585-334-6332
chouseknecht@mte.us.com

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

ROBERT SPOHN, Immediate Past President
Sharon Springs Garage / Sharon Springs, NY
518-284-2346 • Fax: 518-284-2774
AGCO, White, Hesston, Gehl, Kubota, Allis, Simplicity
rtspohn@live.com
RALPH GAISS, CEO and Executive Vice Pres.
800-932-0607, Ext. 222 • Fax: 315-451-3548
rgaiss@ne-equip.com

DIRECTORS
JOSH AHEARN, Past President 2016

Ahearn Equipment, Inc. / Spencer, MA
508-885-7085 • Fax: 508-885-7261
Kubota, Cub Cadet, Stihl, NAPA Dealer
jtahearn@ahearnequipment.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

BRIAN CARPENTER, Past President 2009

Champlain Valley Equipment / Middlebury, VT
802-388-4967 • Fax: 802-388-9656
New Holland, Case IH, Kubota, Gehl
brian@champlainvalleyequipment.com

BRAD HERSHEY

Hoober, Inc. / 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

BRYAN MESSICK

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

SCOT L. STANTON, Past President - 2003

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
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Selling to Millennials
(continued from page 1)

business supports or is involved with, make sure you make your work
known. Publish pictures on your website and (of course) use social media
to share your good work.
3. Have an online presence, not just a website.
You knew this was coming… While having a website where people
can view inventory, research products and ultimately transact is essential, reviews are also important. 40% of Millennials refer to online
reviews and testimonials before purchasing a product. [Source:
Millennial Marketing] “More than one-third of millennials prefer to wait until
someone they trust has tried something” according to Forbes.com. Make
soliciting customer reviews, either of your business or the products you sell,
a standard part of your post-sale process.
Utilize social media.
Research shows that while millennials follow brands on social, it’s so
they know when to grab a deal than to interact with the company. Include
Facebook and Twitter when you announce sales or discounts. Publish videos of your products in use on social media, or better yet, videos of your
customers using or reviewing your products.
Focus on these three things and millennials will find your business relatable, opening new opportunities for future sales.

Monroe Tractor Names New President
Janet Felosky has named her son, Chris Felosky, to the position of president
of Monroe Tractor. Janet, who has
served as president and CEO since
1990, will continue to serve in the
capacity of CEO.
“I’m greatly impressed with
Chris’ energy, passion and most
of all his humility,” she said. “I am
confident that under Chris’ leadership Monroe Tractor will continue to honor Henry Hansen’s
motto ‘Where Courtesy Dwells and
Service Excels.’”
Monroe Tractor was founded
in 1951 by Janet’s father, Henry
Hansen, as a Case agricultural dealership.
Over the past 68 years, the company has grown to 14 locations with dedicated Case agricultural and costruction equipment facilities serving most of New
York, Massachusetts, Connecticut and Rhode Island. Over the past two years, the
company has experienced its largest growth period in its history with its expansion into the New England states.
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~ Courtesy of: Construction equipment guide

Indoors
and
NEW YORK Outstanding
FARM SHOW 2019
®

New York State Fairgrounds
Syracuse, New York
February 27, 28 & 29 2020
Thursday, Friday & Saturday
8:30am to 4pm Daily
Tickets Available From Your Local Northeast Equipment Dealer

ASSOCIATION Observations
NEWS
continued from page 3

Alone we can do so little ...
together we can
accomplish great things!
www.ne-equip.com

of the Apprenticeship programs and other Work-Force development programs in support of our member dealers. Rest assured that we will continue our work with the Pennsylvania Departments of Agriculture, Labor, and
Education, as well as educational institutions and manufacturers. We will
also continue to participate and collaborate with other nationally focused
stakeholders such as EDA, AED.
On the state legislative front, we are continuing our efforts to amend
state dealer laws and have also been asked to work on some DOT/permitting, right-to-repair, and telematic issues as well. I would like to personally
thank those dealers who have and continue to go well beyond the call of
duty in support of our endeavors. Please understand that engagement and
the relationships that evolve as a result are the key to our/your success.
REAP the benefits of membership and your PROFITS will follow!

PA County & Maryland County added

NYS Expands Spotted Lanternfly
Quarantine Area
Recently (8-19-2019) the NYS Department of Agriculture and Markets
published an emergency rulemaking adding Dauphin County, Pennsylvania
and Cecil County, Maryland to the quarantine area for the Spotted
Lanternfly. As a reminder, NYS requires that motor carriers who transport
articles that originate in a quarantined county and that is capable of being
infested by or with spotted lanternfly, to obtain a “certificate of inspection”
from an appropriate state official, before importation into New York. More
information on the spotted lanternfly can be found here - https://www.
dec.ny.gov/animals/113303.html.

NEW MEMBER

GLEZEN’S POWER EQUIPMENT INC.

Principal: Daniel Glezen, III
23024 State Route 11 • Hallstead, Pa. 18822
P. 570-879-2338 • F. 570-879-4779 • glezenspowerequip@gmail.com
Susquehanna County
Lines: Husqvarna, Stihl, Echo, Altoz

Please Join Us In Welcoming Our New Member To NEDA.
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The best thing
to offer with a
great deal, is
great financing.
Every buyer likes to have options, especially when it
comes to financing. AgDirect® equipment financing offers
flexible options to buy or lease, plus competitive rates
and ag-friendly payment terms that can make a good
deal even better. Simple applications and fast credit
decisions, too.
This is a time when producers need the best deal, and
AgDirect can help you give it to them.
Learn why more dealers are choosing AgDirect. Call us
or visit agdirect.com today.

Dan Abrahamson
CT, ME, MA, NH, NJ,
NY, RI, VT
(607) 765-6271
AgDirect is an equipment financing program offered by participating Farm Credit System Institutions.

No matter how

USED EQUIPMENT OUTLOOK

your customers

Trends, tips and financing considerations
When economic times are tough, many producers turn their attention
to the used equipment market.
“Used equipment values were surprisingly strong in 2018 and that
momentum has carried into the first few months of 2019,” says Greg
“Machinery Pete” Peterson.
“The trend goes back to 2017,” he says. “Despite a high level of auction activity, used values rose slightly and we started to see strong buyer
demand for good condition used farm equipment.”
Since then, profit pressure and pent-up buyer demand have driven
used equipment values up year over year.

choose to acquire
machinery, financing
is an important piece
of the profitability
puzzle.

Sales trends
Overall, new and used equipment sales are up across the board.
According to MachineryPete.com data, so is search traffic for combines,
planters and large horsepower tractors.
“Producers had a lot of new iron when the downturn started,” says
Peterson. “Now, those who held out on making equipment purchases over
the last few years are needing to update their equipment lines.”
At auction, Peterson has seen solid pricing on late model, low-hour
machinery, and strong bidding in the nine- to ten-year range, but he says
the best buying opportunities are between that age gap.
“Keep an eye out for the four- to seven-year-old equipment,” says
Peterson. “That’s your value buy and the advice I give producers looking
for a bargain.”
Used equipment financing
No matter how your customers choose to acquire machinery, financing is an important piece of the profitability puzzle. That’s why AgDirect®
offers attractive rates and ag-friendly financing options to help meet your
customers’ needs.
“When margins are tight, improving profitability means weighing
the pros and con and managing expenses on a case by case basis,”
says Cory Nordhausen, vice president of AgDirect sales in the western
region.
“As the balance has shifted from new to used equipment, we’ve continued to focus on the customer experience by helping dealers explore
all loan and lease options available,” he says. “From financing terms to
interest rates, we have the tools and resources, like our AgDirect Mobile
app, to help you look at each scenario independently, compare options
and calculate payments.”
To learn more about AgDirect, contact: Dan Abrahamson, AgDirect
Territory Manager, 607-765-6271.
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Serving Farm, Industrial & Outdoor Power Equipment Dealers Since 1901

SEPTEMBER 2019

LED Magnetic Mini Strobe Bar
13” long x 8-1/2” wide x 3-1/4” high
60-watts
360 degree coverage
10 flash patterns
Cigarette lighter plug with switch
2 strong magnets
COB technology
Available in Amber /White STR13AW-MAG

STR13A-MAG Amber
REGULAR PRICE: $182.36
SPECIAL PRICE $164.12
RETAIL PRICE
$278.95

Order Form

Item #

Dealership Name: ___________________________________

Shipping Address: _________________________

City, State, and Zip: _________________________________
Terms: NET 30 DAYS TO APPROVED MEMBERS
Freight: PREPAID WITH CASE QUANTITY

Qty.

Cost Ea.

Total

STR13A-MAG __________$164.12__________

SUB TOTAL ______________
(If not for resale) TAX

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 30, 2019
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Many owners of
farmland find
themselves in need
of an appraiser
only a handful of
times in their life.

www.ne-equip.com

5 Things To Ask An Appraiser
By Nick Suess
Land Values: Not every appraiser knows agriculture or your specific neck of
the woods. Here’s how to find the right one for your situation.
Many owners of farmland find themselves in need of an appraiser only a handful
of times in their life. Often, that is during a particularly stressful time when a decision
to sell a family farm must be made in the context of a divorce or after the death of a
loved one.
Certainly, asking about an appraiser’s fee and time frame is important, but
beyond those, here’s a look at the top five questions to ask a potential appraiser:
1. Do you have experience working with agricultural properties? There are many excellent appraisers who don’t specialize in agricultural properties. The best appraiser in Illinois for apartment buildings may or may not know a
farm from their foot! Not every appraiser works with every type of property. What’s
their specialty?
2. Are you familiar with my property’s market area? Certain market
areas may have specific factors that affect value. For example, a region might have
mining activity that impacts the value of mineral rights. This would not be immediately apparent to someone unfamiliar with that market area. An appraiser familiar
with your property’s market area will understand the nuance.
3. Are you familiar with unique aspects of this property? Farms are
unique. Features such as development potential, wind leases, oil leases, solar leases,
organic certification, permanent plantings and cellular towers can make a property
more challenging to appraise.
4. If any of the information is lacking, how will it be resolved?
Appraisal standards require appraisers to disclose when their knowledge is lacking
for a specific project. They can still do the work, but only after some extra steps.
After all, there’s a first time for everything. The appraiser must acquire the knowledge
necessary and describe what he or she did to acquire that knowledge within the
appraisal report.
5. What do you need from me? While a great deal of information about
your property is publicly available, some important pieces of information are private.
Farm Service Agency information is the best source for tillable acreage, Conservation
Reserve Program information, highly erodible land status and wetland status. The
appraiser can only access this with your written permission. You may also be the best
source of information on other helpful factors such as location, size and age of tile;
and exact ages of buildings. Help the appraiser help you!
Hiring a competent appraisal professional can give you knowledge as well as
peace of mind. Starting off by communicating well about what you are looking for
is an excellent way to have a good experience. For agricultural properties, ask if
the appraiser is a member of the American Society of Farm Managers and Rural
Appraisers. Appraisers in this organization will certainly have experience with agricultural properties. Ask the right questions!
Nick Suess is a farm manager with Busey Ag Services, Decatur, Ill., and is a member of the Illinois Society of
Professional Farm Managers and Rural Appraisers. Email questions to ispfmra@countryside-marketing.com.
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stronger together

NORTHEAST EQUIPMENT DEALERS
ASSOCIATION & LANCASTER FARMING
For over 60 years, Lancaster
Farming newspaper has helped
set the market value of ag-related
products on the east coast.
Lancaster Farming Locator will
increase each dealer’s brand value
by having a year-round presence
on a national website, so that
customers can find the right dealer
at anytime and drive sales from
new areas.

WLIFEE R
OUR
PYO

LANCASTERFARMINGLOCATOR.COM
 EASILY UPLOAD
your complete inventory, large or small, with photos too.



AUTOMATIC INVENTORY UPDATES

through your website or one of our many inventory partners.

 MANAGE YOUR INVENTORY ON THE GO
from your phone, tablet or computer.
 GOOGLE PREFERRED, MOBILE-READY

MINI-SITES

make it easy to find your products no matter what device is
being used.
 UNLIMITED, HIGH-QUALITY IMAGES
helping your equipment to be noticed.

NEED MORE INFORMATION?
Call 717-721-4449 or email
sales@LancasterFarmingLocator.com

ONE EAST MAIN ST., EPHRATA, PA 17522

 INTUITIVE LIVE SEARCH
empowers buyers to find your equipment more easily than
any other website.
 SEO BEST PRACTICES
ensure buyers can find your inventory quickly from any
search engine.
 KNOWLEDGEABLE SUPPORT STAFF
ready to help you with inventory promotion and
digital marketing.
 POWERED BY LANCASTER FARMING

NEWSPAPER

for over 60 years the trusted resource for all your farming
and auction needs.

“The Northeast
Equipment Dealers
Association includes
some of our strongest
areas in the U.S., with
outstanding dealers who
know and understand
the importance of omnichannel marketing,” ...
By Lance Formwalt

Northeast Equipment Dealers
Association Partners
With i3 Digital Agency
The Northeast Equipment Dealers Association (NEDA) approved i3 Digital Agency
as its digital agency of choice for its more than 450 outdoor power equipment, farm,
industrial and construction dealers, spanning more than nine states in 800 stores. i3
Digital Agency, a division of ‘Fastline Media Group, will provide web, digital marketing,
intelligence and analytics solutions to the equipment dealers.
“I would estimate that over 60 percent of our dealers are using digital media successfully to reduce costs or increase some of their marketing efforts,” said Ralph Gaiss,
CEO of NEDA. “The i3 relationship gives our other dealers an opportunity to be more
proficient with digital, while giving existing digital users options to evaluate their current
digital processes or solutions to improve leads, quality or website management. I have
been working with ‘Fastline and Bill Howard (CEO, ‘Fastline Media Group) for almost
19-years, and appreciate their ability to work quickly and meet the needs of our dealers
on a regular basis, I look forward to seeing what we do together with this expanded
partnership.”
The association serves Connecticut, Massachusetts, Maine, New Hampshire, New
Jersey, New York, Pennsylvania, Rhode Island and Vermont equipment dealers.
“The Northeast Equipment Dealers Association includes some of our strongest areas
in the U.S., with outstanding dealers who know and understand the importance of omnichannel marketing,” said Howard. “We have seen exceptional results with our print
publications and are seeing strong performance from digital with some of the dealers in
NEDA and look forward to doing more.”
“Dealerships go to market with exciting, engaging and problem-solving solutions for
their equipment customers,” said Tony Fink, vice president of i3 Digital Agency. “We
provide the digital solutions, analytics, and consumer intelligence needed to compete and
build real relationships with customers, while also giving dealers the control to manage
their business in a competitive and evolving marketplace.”
NEDA will continue to support dealers through lobbying, improved dealer laws, insurance, healthcare, legal and other services. “We estimate saving dealers up to 23 percent
just on healthcare for dealerships, not to mention the savings to dealer customers through
our extended warranty programs on used and new equipment,” said Gaiss.
NEDA supports equipment dealers by providing lobbying support, workers compensation, a legal counsel hotline, health insurance, news & updates on government/manufacturer regulations and compliance, and extended warranty programs for dealer customers.
NEDA also works with the National Equipment Register to notify police nationally, in the
event equipment is stolen from a dealership or their customers.
“Our digital, analytics, business intelligence and web solutions are built on global
standards and solutions that are not proprietary or lock them into something they can’t
change later,” said Fink. “We want them to have all of the control; obviously we are
there to help but this is about giving NEDA dealer members the power and tools to grow
with, or without us.”
~ in Daily News, Daily Two News, July 31, 201
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For Service / SPoNSoreD ProGrAMS,
cAll Your ASSociAtioN
800-932-0607 • 315-457-0314 • Fax: 315-451-3548 • www.ne-equip.com
ASSOCIATION STAFF
Ralph Gaiss, Executive VP/CEO
800-932-0607 x 222
rgaiss@ne-equip.com

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

Dave Close, Operations Manager
800-932-0607 x 235
davec@ne-equip.com
Kelli Neider, Administrative Assistant
800-932-0607 x 200
kneider@ne-equip.com (Business Forms)
Tim Wentz, Field Director / Legislative
Committee Chairman
C: 717-576-6794, H: 717-258-1450
wentzt@comcast.net
Scott Grigor, NY Farm Show Manager
800-932-0607, Ext. 223
sgrigor@ne-equip.com
Art Smith, Consultant/Editor, NE Dealer
717-258-8476, F: 717-258-8479
arts@pa.net
ACCOUNTING SERVICES
HBK, CPA's & Consultants
Rex A. Collins, CPA (IN), CVA Principal
Direct: (317) 886-1624
rcollins@hbkcpa.coml • www.hbkcpa.com
CERTIFIED BUSINESS VALUATIONS
HBK, CPA’s & Consultants
Rex A. Collins, CPA (IN), CVA Principal
Direct: (317) 886-1624
rcollins@hbkcpa.coml • www.hbkcpa.com

CREDIT CARD PROGRAM
PREFERRED PAYMENTS
Jason Carroll Senior Account Manager
Direct: 805-557-8043
800-935-9309, Ext. 126
F. 888.538.0188
jason@preferredpayments.com
FEDERATED INSURANCE COMPANY
Property & Casualty Insurance (8 states except VT),
Workers' Comp (All states except NY)
Daniel Dowdy at C: 706-318-5051, 800-533-0472,
F. 507-455-7840
jddowdy@fedins.com • www.federatedinsurance.com
HAYLOR, FREYER & COON, INC.
Benefit Consulting
Jim McGarvey Supervisor Benefit Consulting
315-703-3239 • jmcgarvey@haylor.com
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

HEALTHCARE INSURANCE PROVIDER
Opoc.us Care Center – 866-676-2871
Carl Swanson – 937-765-0848 • cswanson@opoc.us
i3 DIGITAL AGENCY (Div. of Fastline Media)
Tony Fink, VP, 800-626-6409, Ext.839
Office 502-558-8669
Tony.Fink@i3DigitalAgency.com
www. i3DigitalAgency.com
LEGAL ASSISTANCE – FREE LIMITED
Dave Shay at 816-421-4460
Fax: 816-474-3447 • dshay@seigfreidbingham.com
NEDA ON-LINE EDUCATION
Vanessa Clements at BCI 816-876-4700
800-480-0737
Vanessa@bobclements.com
OSHA WORKPLACE SAFETY COMPLIANCE
PROGRAM
Dave Close at 1-800-932-0607 Ext. 235
davec@ne-equip.com
DEKRA INSIGHT | CERTIFIED SPCC PLAN
Dave Close at 800-932-0607 x 235
Robb Roesch at 800-888-9596 x 222
robb.roesch@dekra.com
SPECIALTY EQUIPMENT WARRANTY
PROGRAM - New and Used Equipment
Erik Sanzotti at C. 312-758-9421
O. 312-728-9913
erik.sanzotti@amyntagroup.com
www.specialtyequipment@amyntagroup.com

Here’s the deal … we’re here to help your business grow.
When it comes to finding solutions for your business, that’s what we do.
The HBK Dealership Group offers you the expertise and experience of more than 30 years of specialization in the dealership industry.
Our team of professionals, led by Rex Collins, has worked with hundreds of dealers from coast-to-coast since 1987 on creative tax
planning and operational issues, transaction support, and consulting to increase profitability, government regulatory compliance,
valuation and growth opportunities.

James Dascenzo, CPA

Rex Collins, CPA, CVA

PRINCIPAL

PRINCIPAL

rcollins@hbkcpa.com
jdascenzo@hbkcpa.com
317-886-1624 | hbkcpa.com
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Salespeople, producers,
agents, or whatever you
call them in your
organization, are getting
paid to sell and bring in
new business.

By John Chapin

Are Your Salespeople
Happy Just Getting By?

Here’s the scenario: You’ve just hired a new sales rep. He seemed perfect. He did great on the
sales personality test, he had all the right answers, and everyone liked him. He told you he’d be
the hardest worker in the office. Two weeks in you notice he’s a few minutes late half the time,
leaves promptly at 5, is sitting in the office instead of out making calls, and he works no nights or
weekends. What happened to your future #1 sales rep?
Another example: You run an insurance agency and you have an agent who builds a book of
business to the point where they’re making a decent living. Next thing you know, they’re spending
most of their time in the office servicing their accounts and their new business dwindles to pretty
much zero.
Of course the first remedy to either of the above is to directly address the issue. Let the person
know what you’ve observed and have a conversation about it. What are your concerns, what would
you like to see instead, and how can you two collaborate to make it happen? If they don’t change,
what are the potential ramifications or consequences? While you want to try to encourage people
and do everything you can to positively get them on track, if those don’t work, you’re going to have
to resort to less pleasant alternatives. All of that said, below are six steps to help you avoid the two
scenarios above.
6 STEPS TO KEEPING PEOPLE ON TRACK
Step #1: Know the “why.”
In the above situations, you most likely have a comfort zone/motivation issue. The key is to
know up front what will motivate your people to sell and make a lot of money. For new-hires it
might be a new house or car, paying off student debt, traveling, or getting married. Later in their
career it may be paying for college educations, weddings, leaving a legacy, retiring on time, or as
one person said to me, paying $110,000 for the experimental cancer treatment to save his wife..
If the insurance agent’s kids are out of school and married, and he has some decent savings, the
money motivator may be gone.
Step #2: Set the expectations.
Let people know what’s expected of them. Salespeople, producers, agents, or whatever you call
them in your organization, are getting paid to sell and bring in new business. This goes for new-hires
as well as veterans. In addition to having sales goals, new-hires should also have activity goals. For
example: make 50 in-person cold calls per week, go to 4 networking events per month, and learn
all sales scripts in the first 30 days. In addition, they should have a set of rules to follow. Example:
be at the office by 7:30 a.m. Monday to Friday, be out of the office making calls from at least 10
a.m. to 3 p.m., and work at least three nights a week, most Saturdays, and perhaps even some
Sundays, your first three years in the business.
Once you’ve set the expectations, watch people. Do they show up early and stay late? Are they
working nights and weekends? Do they have a good attitude and get along well with others? Do
they have a good work ethic? Can you take them at their word?
Step #3: Hold people accountable.
Now that you’ve set the expectations, you have to hold people to them. The biggest issue I see
in the workplace by far is a lack of accountability. People who aren’t doing their job will get away
with what you let them get away with. Also, what you put up with you tacitly condone and get more
of. The fastest way to drop production and morale is to have people in the workplace who aren’t
pulling their weight and no one calls them out on it.
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continued on page 16

Take your marketing to the next level.
Connect with the right audience of buyers across multiple
platforms with behavioral, demographic and social targeting.
Contact us for more information.

(800) 626-6409

FastlineMediaGroup.com

ATTENTION NEDA MEMBERS:

SAVE MONEY ON YOUR
HEALTHCARE EXPENSES!
 REDUCE COST
 IMPROVE BENEFITS
 IMPROVE CARE
 PUT CONTROLS IN PLACE TO SUPRESS FUTURE COSTS
Call to Schedule Your
Strategy Session Today!

POWERED BY:

1-866-676-2871
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Just Getting By?
contnued from page 14

Step #4: Provide the right
environment.
Related to the above, people are products of their environment. If you bring the
right person (positive attitude, hard worker,
and more than capable of doing the job)
into an environment in which people are
negative and aren’t held accountable, guess
what happens? That person will either
become just like the other negative slackers,
or leave. Culture begins with leadership. You
must set the tone of a professional, positive
workplace in which everyone is held to the
highest professional and ethical standards.
This means respect for all, honesty, integrity,
showing up on time, and working until the
job is done.

IRS Changes W-2 Rules In Effort To Combat
Identity Theft

As part of an effort to reduce identity theft, the Internal
Revenue Service has issued final rules permitting employers to provide truncated taxpayer identification numbers (Social
Security numbers with the first five digits disguised) on Forms W-2,
Wage and Tax Statement, provided to employees. To give employers and others time to adapt, the rules will apply to statements
required to be furnished after Dec. 31, 2020. Read more
~ Courtesy of Smartbrief on Cyber Security

Step #5: Refuse to settle for less
or drop your standards.
Stop trying to justify why you should
keep someone around who isn’t doing their
job. While you think you’re saving your part
of the world by keeping this underperformer
around, you’re actually hurting them, you,
everyone else in the company, and ultimately your customers. You’re only as strong as
your weakest link.
Step #6: Change things up.
If you find yourself in the second
paragraph of this article, in other words,
you have a salesperson who was doing well
and now that they’re comfortable, they’ve
stopped producing, after addressing the
issue directly, the next step is to change the
rules of the game. This is usually done by
restructuring their payment plan along with
instilling penalties or changing incentives.

John Chapin is a motivational sales speaker and trainer.
For his free newsletter, go to: www.completeselling.com
John has over 29 years of sales experience as a number one
sales rep and is the author of the 2010 sales book of the
year: Sales Encyclopedia. E-mail: johnchapin@completeselling.com. - (Axiom Book Awards) - The largest sales book on
the planet (678 pages). -- 508-243-7359 - 24/7 - www.
completeselling.com
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The 2019 Guides are now available.
Click on the guide(s) you want to
order and send back to our office
either email kneider@ne-equip.com or
fax at 315-451-3548.
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The UNITED Equipment Dealers Association announces a new interactive
UNITED OPE FLAT RATE GUIDE powered by Charter Software Inc.
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The new online tool will provide dealers with a web portal to
lookup and report OPE flat rate repair times.
Allows any business system to integrate with the OPE Flat Rate
Guide. Integration with dealer’s business system will allow
work orders to access and report flat rate information.

Filter by Component
or by Search

This is the only industry resource that factors actual dealer
times into the flat rate calculation.
The OPE FRG benefits servicing dealers in three major ways:
1. More accurate estimating
2. Improved customer relations
3. Boost shop productivity
Record Actual
Job Time

Allows on-going dealer input for improved times and reporting
new models.

Bob Clements on flat rating: While I understand
that not all jobs can be flat rated, I also know
that 70% can and on those jobs techs that are
NEDA
$599.00
per
year
high “B” or “A” level techs will beat the time by
Members:
almost 20%. So in an average shop with a recovery
Non-members: $999.00 per year
rate of 80% and a labor rate of $80 per hour, two techs
Allows access for up to 4 devices from anywhere
would bill out an additional $200 per day, a $1000 per week
On your PC, tablet or mobile device
or $52,000 for the year. You are
A user name and password will be assigned to you once payment is received
missing the boat and leaving
Yes, sign me up for the interactive OPE Flat Rate Guide.
valuable dollars on the floor if
Check (made payable to: UNITED Equipment Dealers Association)
you shop is not utilizing some
Credit Card (charge will appear on your statement as: Association Management Group)
type of flat rating system.
FIRM NAME

PRODUCED BY

ADDRESS
CITY/STATE/ZIP
PHONE

BUSINESS SOFTWARE

EMAIL
VISA or MASTERCARD

EXP DATE

CVV

SIGNED

Available from your Northeast Equipment Dealers Association
Phone: (800) 932-0607 • Email: davec@ne-equip.com • www.ne-equip.com
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Ag. stories
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have
missed
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R2R - Right to Repair Webinal - all dealers participate

EDA Announces Webinar With EPA on the
Risks of Illegal Tampering and Best
Practices for Equipment Dealerships
The Equipment Dealers Association announced today the United States Environmental Protection Agency (EPA) will provide a webinar tailored for North American
equipment dealers on the issues surrounding illegal engine tampering and best practices to ensure dealerships avoid violations of the Clean Air Act. This webinar is free
for EDA members and will be held on September 19, 2019 at 12:00pm (CST).
Created for dealership management and equipment technicians, this webinar will be
led by EPA Staff Members and will cover:
• Explaining the problems associated with illegal engine tampering and the
environmental impact;
• Explaining the obligations of equipment dealerships under the Clean Air and
the steps dealerships should take to ensure compliance with the law (and
avoid liability);
• Explaining the tools that dealers can utilize to report tampered equipment
brought into the dealership for service.
All dealer registrants to this webinar will receive EDA’s most up to date resources
on illegal tampering including legal compliance memoranda and customizable forms.
Prior to each webinar, registrants are invited to submit questions to be answered during the presentation. There will also be opportunity for additional Q&A following each
webinar.

Register Now!

Milk prices continue steady climb

Dairy Outlook: The July Class III
Price Will Be $3.50 Higher Than It
Was in February
Milk prices are steadily rising, because milk production is lower than it was a
year ago and there has been modest growth in dairy product sales, according to Bob
Cropp, University of Wisconsin-Madison dairy economist. Dairy exports are lower
than a year ago, but improved dairy stocks levels are also contributing to higher milk
prices.
The July Class III price will be near $17.40, up about $3.50 from February, when
it was only $13.89. The Class IV price, which was $15.48 in January, will be near
$16.90 in July. Milk prices will keep improving through the rest of the year, according
to USDA.
USDA’s estimated U.S. milk production for June was 0.3% lower than a year ago.
Milk cow numbers declined by 10,000 head from May to June, and were 91,000
head, or 1%, lower than a year ago. Milk per cow was 0.6% higher. Please click here
for the balance of the article on Milk Price increases.
~ Fran O’Leary | Courtesy of Farm Progress Daily, July 29th
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APPRENTICESHIP

can be your pathway to a Career as an

Ag Technician
A high paying job that is
and will continue to be in demand

AS AN

APPRENTICE
YOU WILL
•

Earn while you learn

•

Build on classwork you’ve completed

•

Participate in structured hands on learning
and OJT (on-the-job-training)

•

Get credit for skills you’ve already mastered

•

Build a career you can be proud of

•

Earn Industry Credentialed

•

Achieve your goals

The Agricultural Equipment Technician
Apprenticeship
is
sponsored
and
administered by the Northeast Equipment
Dealers Association and is limited
to participating members and their
employees. If you are a student, veteran
or adult interested in a clear pathway
to a well-paying career, an agricultural
equipment technician apprenticeship
might be for you!

NEDA

For more information visit us at nedaapprentice.com

Use and Reverify I-9 for Rehire?
The original date of a signed I-9 Form was in September, 2014. Our employee then left
em-ployment in October, 2018, but was rehired a month later in November. I understand a
new I-9 Form needs to be completed for Section 3. Am I required to keep the original I-9 Form
and attach a new Section 3 to the front? The documentation verification has not expired from the
original I-9 Form so I do not think I need to re-verify documentation. Click here for answer

Exempt Employee On Intermittent
Leave – Pay Hourly?
We have an employee who is out on FMLA leave and now has been
cleared to come back to work on an intermittent basis. Due to his serious
health condi-tion, he will be placed on intermittent FMLA leave. The employee was a
salaried man-ager and now will only be able to work around 20 hours per week. Do
we still need to pay him his entire salary or can we break that salary down into
an hourly rate?
When leave is taken intermittently (or on a reduced schedule basis) under the
federal Family and Medical Leave Act (FMLA), the employer can, in fact, prorate an exempt
employee’s salary commen-surate with the time worked. This is one of only a few very limited
cases where an exempt employ-ee’s compensation can be prorated based on hours worked without
destroying the salary basis of pay that is otherwise required for exemption classification. The other
two scenarios where this is allowed is during the first and last weeks of employment. See the
paragraph titled “Circumstances in Which the Employer May Make Deductions from Pay” at
www.dol.gov/whd/overtime/fs17g_salary.htm
The FMLA Regulations address this directly at §825.206(a) which provide as follows: “If an
employee is otherwise exempt from minimum wage and overtime requirements of the Fair Labor
Standards Act (FLSA) as a salaried executive, administrative, professional, or computer
employee ..., providing unpaid FMLA-qualifying leave to such an employee will not cause the
employee to lose the FLSA exemption. ... This means that under regulations currently in
effect, where an employee meets the specified duties test, is paid on a salary basis, and is paid
a salary of at least the amount specified in the regulations, the employer may make deductions
from the employee’s salary for any hours taken as intermittent or reduced FMLA leave within a
workweek, without affecting the exempt status of the employee....” Click here for full

text of the regulation

We invite you to also review the Employer Guide to the FMLA which provides more plainly on
page 58 that “[t]he employer may make deductions from the employee’s salary for any hours
taken as intermittent or reduced schedule FMLA leave within a workweek without affecting the
exempt status of the employee.” See https://www.dol.gov/whd/fmla/employerguide.pdf
Want to learn more about how to handle issues like this? Click Here to listen to our podcast
about exempt employees compensation and FMLA.
To learn more about the Federated Employment Practices Network®, contact your local Federated Marketing Representative, or visit www.federatedinsurance.com.

© 2014 Advisors Law Group, All Rights Reserved
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NOT SELLING
PROPANE
MOWERS YET?
Contractors turn to propane
for cost-efficient mowers from the
OEMs they already know. In fact,
more than a third of contractors report considering purchasing propane mowers within the
next three years. Read about this
insight and more in the Market
Research Results & Insights Report.
This is just one of the resources
provided for equipment dealers
on the Propane Mower Dealers
page.

The impact (value) of the association’s legislative
advocacy, work-force development, and Industry
Relations work can easily be overlooked. Our efforts
cannot be accomplished without
significant financial investment,
support, and grassroots participation.
If we’re to continue that work, we are
going to need your help participating
Click Here
in and financially supporting
our legislative work, association
governance/direction, and program
development. We need your help recruiting new
members, participating in legislative visits, giving
testimony, contributing financially to the legal/
legislative fund, association governance/direction, and
program development!

MAKE A
DONATION

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

DRIVE HIGHER PROFITS WITH

©2019 Iron Solutions, Inc. All Rights Reserved

The Configure, Price, Quote & CRM Software Built for Dealers

CALL TODAY FOR A FREE DEMO

.com

| 1.855.282.8173 | sales@ironsolutions.com
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RISK MANAGEMENT CORNER

It’s Back to School Time
When you were a kid, going to school and getting passing grades was not
optional—it was expected. And if you did not score well on assignments and
quizzes, it would most certainly show up on your report card. Reflecting on all
the classes and assignments, it’s evident now that your teachers were training
you for something you would probably need later.
Never Stop Learning
The sage advice that “it’s never too late to learn something new” can
apply to work-related learning (a.k.a. training) just as well as daily life.
Learning something new may help us not only do our jobs better, but often,
more safely. The consequences, though, of not taking advantage when educational opportunities present themselves could result in a bad report card of
another kind: costly mistakes, lost profits, fines, accidents, injuries, or even
fatalities.
School is starting soon for the kids—how about for the grown-ups as
well? This may be a good time to plan and carry out employee training,
whether for new information or for a refresher.
Deciding Training Needs
Begin by checking required training. Under the Occupational Safety
and Health Act of 1970, employers are responsible for providing a safe and
healthful workplace. No person should ever have to risk injury, illness, or even
death for a paycheck. The unfortunate truth is that most OSHA standards were
created as a result of harmful incidents. Training expectations for your type of
business can be found at www.osha.gov. Search for “Training Requirements”
in OSHA Standards.
Next, look at your company’s experience. Usually, near misses, accidents,
and/or injury trends indicate that something needs adjusting. Both completed
accident investigations and claims experience should be reviewed periodically.
Your insurance company can help you.
Deciding How to Train
The two more common forms of training are instructor-led and computerbased. Both methods have their place. Instructor-led jobsite meetings get
everyone together at the same time to teach safety awareness and to provide
training on current topics. Computer-based training works well for employee
orientation, to train employees who were absent from prior sessions, or if an
employee’s performance demonstrates a need for retraining.
Many technologies are available to help meet training objectives. Two
offered by Federated are the Seven Minute Safety Trainer mobile app,
designed to help manage and coordinate instructor-led employee training, and
TrainingToday computer-based training with the built-in flexibility of a learning
management system (LMS) to manage online training experiences. Both technologies have quality content coupled with the ability to schedule, track, and
document employee training. Your local Federated marketing representative
has more information.
~ Courtesy of Federated Insurance
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Committed to providing
Business Support
Services, Dealer
Advocacy and
Enactment of
Legislation
favorable to our dealers,
the industry, and our
dealer's customers.

TEAMWORK
IS THE FOUNDATION
OF OUR SUCCESS!
Alone we can
do so little...
together we
can accomplish
great things!

Northeast

Established 1901

Established1901
1901
Established

Northeast
Equipment
Equipment
Dealers
Dealers
Association
Association

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

Business Software Designed for Ag Dealers

Your dealership is growing – shouldn't your dealer management software grow with you?

Use ASPEN complete Business Management System
to increase your margins & market share:
POWERED BY

• Mobile access to information, 24/7
• Multiple location management
• Integrated accounting, sales & marketing tools, including CRM
• Track ALL technicians' time with the built- in service clock
• Rental scheduling, utilization, and depreciation

Endorsed BMS

To learn more contact us at Sales@CharterSoftware.com
www.CharterSoftware.com

Phone 303.932.6875
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Face to face, eye to eye,
delivering a modern
level of service.

Find your local
marketing representative
Ward’s 50® Top Performer
A.M. Best® A+ (Superior) Rating

Federated Mutual Insurance Company and its subsidiaries* | federatedinsurance.com
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