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 Dealers all across the country are being affected by the COVID-19 outbreak, and in 
this rapidly changing environment we urge all members to rely on the incredible partners 
and resources available through our association.
 The NEDA Benefits Program part-
nership with OPOC.us, is more impor-
tant now than ever. They’ve created a 
COVID-19 dealer resource data base,  
accessible to all members, to help you 
find neccessary information quickly and 
easily.
 Collectively, the team of industry and 
compliance experts at OPOC.us are pre-
pared and ready to help you navigate 
this challenging time. We encourage 
you to contact the CARE Center, or Carl  
Swanson for any questions related to cur-
rent and updated employer guidelines or 
needs surrounding benefits as a whole.

COVID-19  Dealer Resource Database / Update
Click the following links to preview/download documents: 

DOL’s Questions/Answers on COVID-19

States Relax Unemployment Benefits Eligibility 

National Coronavirus Guidelines For Americans 

Managing Coronavirus Symptons from Home

FAQs on Catastrophic Plan Coverage

Easing Employee Stress Surrounding Coronavirus 

Coronavirus Fact Sheet Poster
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https://www.ne-equip.org/wp-content/uploads/2020/03/DOL-QAs-on-COVID-19-and-FMLA-3.12.20.pdf
https://www.ne-equip.org/wp-content/uploads/2020/03/States-Relax-Unemployment-Benefit-Eligibility-for-Coronavirus.pdf
https://www.ne-equip.org/wp-content/uploads/2020/03/National_Coronavirus_Guidelines_for_Americans.pdf
https://www.ne-equip.org/wp-content/uploads/2020/03/Managing-Coronavirus-Symptoms-from-Home-Poster.pdf
https://www.ne-equip.org/wp-content/uploads/2020/03/Healthcare-FAQs-on-Catastrophic-Plan-Coverage-and-Coronavirus.pdf
https://www.ne-equip.org/wp-content/uploads/2020/03/Easing-Employee-Stress-Surrounding-the-Coronavirus-Pandemic.pdf
https://www.ne-equip.org/wp-content/uploads/2020/03/Coronavirus-Fact-Sheet-Poster-1.pdf


NEDA Workers’ Compensation Safety Group

Exclusively for New York Members of the Northeast Equipment Dealers Association

DIVIDEND HISTORY

ELIGIBILITY

Over 24.25% Average Dividend
For The Last 10 Years!

Policy Year
2017-2018
2016-2017
2015-2016
2014-2015
2013-2014
2012-2013
2011-2012
2010-2011
2009-2010
2008-2009

Dividend
40.0%
35.0%
30.0%
20.0%
15.0%
15.0%
  5.0%
20.0%
25.0%
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 25%)
  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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Purchasing 
Workers’Comp 

From Safety Group 
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Purchasing 
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 Successfully and profitably operating an equip-
ment dealership has always been a challenge.  
Figuring out how to adapt, particularly in today’s 
ever-changing business environment, adds to the chal-
lenge.   That being said, I believe our dealerships and 
agribusiness in general might have an advantage.  
We have been there, done that. We have seen and 
responded to epidemics such as Avian Influenza, Por-
cine Parvovirus, Invasive Plants and Insects over the 
years, not to mention mother nature’s willingness to 
throw curve balls! 
 Those dealerships willing to adapt, identify them-
selves and, more importantly, prove themselves as 
invaluable partners could potentially use the current 
environment to separate themselves from the crowd.   
Although “today’s environment” may seem different than 
any situation we have ever seen, those willing to see “it” 
as an opportunity for long term investment may very well 
benefit.  Historically, those businesses willing to listen and understand their customer’s 
needs and build and implement effective solutions focused specifically on those needs, 
can prosper in especially challenging times.  I would argue that “challenging times” 
bring opportunities for those willing to do the hard work.  
 On the legislative front, we have had some recent successes.  Our amendment to 
the warranty provisions of the CT dealer law was voted out of the Joint General Law 
committee with overwhelming support and is ready to move forward when the Senate 
reconvenes.  R2R (Right-to-Repair) legislation continues to be a focus of our legislative 
work.  Although most every state in our AOR has introduced or is working towards the 
introduction of legislation, NJ and MA are currently occupying focus of late.  In PA, we 
continue to work with legislators towards the establishment of an annual permit and 
the use of limited access highways for transport of AG equipment.  Workforce devel-
opment/Apprenticeship, tax (to include sales tax) and rural broadband legislation are 
all also on our radar.  I find myself wishing we had more time and resources.  
 It goes without saying that the better both those legislators “inside the beltway” 
and in your state capitals understand your concerns and challenges, the more success-
ful we are at advocating on your behalf.  State and Federal policy and regulation have 
direct impacts on your dealership’s profitability and future!  When we actively engage 
with legislators and their staff, they are more likely to enact legislation and develop 
policies in support of your dealerships, customers and employees – everyone wins!  
When we chose not to engage – everyone loses. 

“When we work together as an
Equipment Dealer Association,
we speak in a unified voice. 

Together we can achieve what individuals could not;
the ability to attain our mutual goals.”  

Observations
from the FIELD

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. It is furnished with the understanding that the Northeast Equipment Dealers Associa-
tion, 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 copy-
righted and JUNE be reproduced only when permission is obtained from the publisher and the association.

OFFICERS
NATE SHATTUCK, President
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, 1st Vice Pres. / Treasurer
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
SCOTT BAIR, 2nd Vice President
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
JOHN E. KOMARISKY, Immediate Past President
Main & Pinckney Equipment Inc. / Auburn, NY
315-253-6269 • Fax: 315-253-5110
New Holland, Simplicity, Brillion, Bush Hog
john@mainandpinckney.com
RALPH GAISS, CEO and Executive Vice Pres.
800-932-0607, Ext. 222 • Fax: 315-451-3548
rgaiss@ne-equip.com

DIRECTORS
PAUL BUCCHI
Snow-White Outdoor Power
Equipment,Southington, CT
860-747-2020
Paul@sno-whiteope.com
TORO, Echo, Hustler, Husqvarna, Shindaiwa
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, Northeast EDA Region Director
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

“EV” LLOYD LAMB
Lamb & Webster Inc., Springville, NY 14141
716-592-4924 • Fax: 716-592-4927
Case/IH, New Holland, Kubota, Kuhn/Knight, Kioti, Cub 
Cadet, Landoll/Brillion, Honda
evl@lwemail.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

NEDA Board of Directors
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OPEI  Provides  Education  on  Risks  of 
‘Right  to  Repair’  Legislation 
 OPEI has a new webpage on its website providing broad stakeholder education on the poten-
tial risks associated with state “right to repair” legislation, which would require equipment OEMs 
to broadly provide to the general public additional tools and information for the digital/electronic 
diagnosis and repair of equipment. The concern of manufacturers and dealers of equipment is 
that some of these newly accessible resources could enable the improper modification and illegal 
tampering of equipment, leading to the impairment of safety and emission controls.

Penn  State  Extension  Offers  Tractor-
Safety  Instructor  Training  Online 
 UNIVERSITY PARK, PA | March 17, 2020 — Penn State Extension is offering an online course 
for adults interested in teaching and certifying safe tractor and machinery operation practices to 
youth working in agriculture.
 The “National Safe Tractor and Machinery Operation Program Instructor Training” online 
curriculum provides the education and materials necessary for participants to become certified 
program instructors, according to Peggy Newel, program coordinator.
 These instructors will teach the National Safe Tractor and Machinery Operation Program, 
which is for 14- and 15-year-olds seeking employment in production agriculture. The U.S. Depart-
ment of Labor requires youth younger than age 16 who wish to work on a nonfamily-owned farm 
to complete the training.
 “We offer this training to increase the number of qualified instructors, not only in Penn-
sylvania but across the country,” she said. “The more instructors that we certify, the more 
opportunities there will be for youth to receive the training and certification they need.”
 Course participants will learn how to identify minimum core content areas; effectively orga-
nize and communicate safety information to youth; conduct written, operating-skills and driving 
tests that youth are required to complete; and understand the Labor Department’s agriculture Haz-
ardous Occupation Orders.
 To learn more and to enroll, visit extension.psu.edu/nstmop-training. Media contact is Amy 
Duke, ajd217@psu.edu, P: 814-865-6616.

NEW MEMBERS
NEW DEALER MEMBERS

ThoMpSoN & JohNSoN EquipMENT
Principal: David Schneckenburger
6926     Fly   Road,                      East    Syracuse,                          NY  13057   •     OnondagaCounty
P: 315-437-2881 •   F:  315-437-5034
Email: dks@thompsonandjohnson.com •   www.thompsonand johnson.com
Lines:  Toyota,Crown,Clark,Bobcat

MARk SuppLy CoMpANy, iNC
Principal:  Wanda Miller
18563  Bunn  Mountain  Road • Saxton,  PA 16678
814-658-3066   F: 814-658-3100
    marksupplyco@gmail.com   •   www.marksupplyco.com
Lines:  CID,            Virnig,  Old   Dominion     Tracks,   Loegering   Tracks,  Used   equipment   like  skid steers/excavators,  etc.

Please Join Us In
Welcoming Our New Members To Neda.

https://thompsonandjohnson.com/
www.marksupplyco.com
https://extension.psu.edu/national-safe-tractor-and-machinery-operation-program-nstmop-instructor-training


AgDirect is an equipment financing program offered by participating Farm Credit System Institutions.

Dan Abrahamson
CT, ME, MA, NH, NJ, 
NY, RI, VT
(607) 765-6271

AgDirect®. There isn’t an easier way 
to earn the trust of your customers.

Along with its simple applications and quick 
response, AgDirect® offers competitive rates and 
terms. AgDirect helps you deliver the kind of 
financing your customers need most. 

See for yourself. Learn why more dealers choose 
AgDirect. Call us or visit agdirect.com today.

AgDirect®. There isn’t an easier way 
to earn the trust of your customers.

Along with its simple applications and quick 
response, AgDirect® offers competitive rates and 
terms. AgDirect helps you deliver the kind of 
financing your customers need most. 

See for yourself. Learn why more dealers choose 
AgDirect. Call us or visit agdirect.com today.

12474-K2_SFF_Trust.indd   1 3/9/20   4:12 PM



6 | Northeast Dealer
APRIL 2020

ASSOCIATION
NEWS

Alone we can do so little ...
together we can

accomplish great things!

•••

www.ne-equip.com

Responding  to  the  Coronavirus: 
Practical  &  Legal  Considerations 

By John Vering and Mark Opara 
 COVID-19 (“Coronavirus”) presents several challenging labor and employment issues 
for employers. With the spread of the virus becoming more widespread, now is the time 
to prepare for the potential consequences. Therefore, we are providing our clients and 
friends with potential strategies and suggestions for dealing with the Coronavirus and the 
risks it poses to employers. Please bear in mind that the situation is changing daily, for 
example, many cities and states are declaring a State of Emergency because of the Coro-
navirus, and the CDC continues to issue new Guidance on Planning for a Coronavirus 
Pandemic. Thus, new legal strategies may need to be employed in the future. 
 To begin with, we encourage all employers to keep updated on the latest developments 
being provided by federal, state and local medical authorities including but not limited to 
the Centers for Disease Control and Prevention (CDC) and the United States Department 
of State. Regularly review cdc.gov, coronavirus.gov and the CDC’s Interim Guidance for 
Businesses and Employers.  Read balance of report here

In Memoriam
 Scot Larkin Stanton, 62, of Somers, CT, 
passed away peacefully on Tuesday, March 
24, 2020 at Hartford Hospital after a coura-
geous battle against esophageal cancer. 
 Born in Bridgeport, CT on June 4, 1957, 
he was the son of the late Samuel T. and Anna 
Larkin Stanton and was raised in Sandy Hook, 
CT.  Scot is survived by his 5 loving children, 
Amanda Stanton, Nathaniel Stanton, Theodore Stanton, Jensen Stanton, and  
Adeline Stanton; 3 brothers, Thomas, Kurt, and Brad Stanton; 2 sisters, Dale 
Ambrose and Kim Stanton.  Scot was predeceased by his son Benjamin Larkin 
Stanton.
 Scot began working on farms as soon as he could sneak out of school to do 
so. In 1980, he started selling John Deere farm equipment in East Windsor, CT.  
Scot became an asset to the agricultural community in Connecticut, serving as 
president of the Connecticut Farm Bureau and board member and President 
in 2003 of the Northeast Equipment Dealers Association.  
 Stanton Equipment expanded to three locations in the 1990’s. Scot built an 
incredible team at Stanton Equipment with his right-hand man, Eddie Graczewski. 
 Due to the public health crisis, services were private for immediate family. On 
Friday, March 27th the family had a “drive by” wake for Scot.  Scot’s immediate 
family was outside and available from a safe and socially distanced greeting.  
While not ideal, they had a creative solution during these trying times.  The  
family asked those attending the drive by wake to drive their  
automobiles and/or John Deere tractors to greet the family.   
 Donations in Scots honor can be made to the Hole in the Wall Gang Camp, 
the Connecticut Rivers Council of the Boy Scouts of America, or the 4-H Centennial 
Fund. Flowers were displayed during the drive by wake. For online condolences, 
please visit www.somersfuneralhome.com.

http://www.sb-kc.com/covid-19/2020/03/responding-to-the-coronavirus-practical-legal-considerations/
https://www.leetestevens.com/memorials/scot-stanton/4141878/index.php
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Specialty Equipment Insurance Services is a leading provider 
of specialized insurance and equipment protection products 
to meet the unique needs of agricultural, construction and 
material handling equipment dealers.

TAKE THE RISK OUT OF YOUR BUSINESS

1-800-726-5070 
specialtyequipment@amyntagroup.com

specialtyequipmentinsurance.com

SEI-061 (05/19) Contact us today for your business and equipment protection.

Physical Damage Insurance

Rental Damage Waiver

Floor Plan Property Physical Damage Insurance

Inspection and Asset Remarketing Services

Other product offerings include:

WE ARE YOUR ONE STOP SHOP
FOR ALL OF YOUR EXTENDED
WARRANTY/PROTECTION PLAN NEEDS
FOR NEW AND USED EQUIPMENT

Coronavirus Suggestions
Received this from a friend and not sure if it will work, but sure worth the breath or two to try it.  Keep safe.  

 “I got this from a friend whose brother is at the Stanford hospital board. This is their feedback for now on Corona virus”: 
   The new Coronavirus may not show sign of infection for many days.  How can one know if he/she is infected?  By the 
time they have fever and/or cough and go to the hospital, the lung is 
usually 50% Fibrosis and it’s too late. Taiwan experts provide a simple 
self-check that we can do every morning. 
   Take a deep breath and hold your breath for more than 10 seconds. 
If you complete it successfully without coughing, without discomfort, stiff-
ness or tightness, etc., it proves there is no Fibrosis in the lungs, basically 
indicates no infection.  In critical time, please self-check every morning in 
an environment with clean air. 
   Serious excellent advice by Japanese doctors treating COVID-19 
cases: 
	 •	Everyone	should	ensure	your	mouth	&	throat	are	moist,	never	dry.	
	 •	Take	a	few	sips	of	water	every	15	minutes	at	least.	Why?		
   Even if the virus gets into your mouth, drinking water or other liquids will wash them down through your throat and into 
the stomach. Once there, your stomach acid will kill all the virus. If you don’t drink enough water more regularly, the virus 
can enter your windpipe and into the lungs.  That’s very dangerous. 
   Please send and share this with family and friends.  Take care everyone and may the world recover from this  
Coronavirus soon. 
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Workforce 
Development

 Last month I mused about “What comes first? The chicken or the egg?” and began 
to talk about demographics. I noted that 
long term projections are that the labor 
force is growing, but slowly, and that we 
have got to build a bigger, better funnel 
if we are going to be able to find and 
hire the best possible employees for our 
dealerships. 
 As we begin to think about how to 
build that bigger, better funnel, I’d like 
to encourage you and your staff to take 
a minute and look at a picture I took at 
a recent career fair for high school FFA 
students in Lancaster County. What do 
you see? 

 This picture was taken at the same event during a 
presentation given by some of the support/sales staff at 
local dealerships focused on precision ag technology 
and its applications and benefits.
 Comparing students visiting table-top exhibits to 
those who chose to attend the precision ag presenta-
tion it became clear that we’d lost virtually all of the 
female students. We went from about 50% female par-
ticipation to roughly 8%. Does that ratio represent the 
current workforce at equipment dealerships? More of-
ten than not, yes.  
 Are we missing an opportunity? I need to point out 
that one of the presenters was in fact female. I would 
also like to tell you that she had been a technician be-
fore moving into customer service/support for Precision 
Ag customers. Granted her career path is not the norm 
at most of our dealerships. For customers to find a fe-
male in either position is the exception rather than the 
rule. That being said, she proved herself capable and 
trusted in both positions as have others given the op-
portunity. 
 If we accept that a customer’s first priority is 
maximizing uptime and getting the highest return on 
their equipment investment(s), and that it is easiest for 
dealers to deliver that return when we have the “best” 
people in the right place, then maybe “we” need to 

start looking at the entire labor pool. History has taught us that, regardless of the current 
circumstances, competition for qualified employees is likely to become even more chal-
lenging in the future with demographics being what they are!  
 So, what can we learn from participating in similar events? How can we maximize 
participation in those events? Are we telling the “best” story? Are we missing opportuni-
ties? I don’t know that I have the answers to those questions, but I can assure you that your 
association is working hard to build tools that your dealerships can use to tell your story to 
students, parents, and guidance counselors. 

Many Hands Make Light Work
 ~ Merriam-Webster

Northeast
Equipment
Dealers
AssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers
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A high paying job that is and will continue to be in demand

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!

APPRENTICESHIPcan be your pathway to a career as an

AG
TECHNICIAN

Northeast
Equipment
Dealers
AssociationEstablished 1901

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

For	more	information	visit	us	at nedaapprentice.com
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We regret that we 
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to hypothetical

inquiries. Whether 
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situation depends on 

many factors,
including the

relevant facts,
the applicable laws,

and the specific 
wording of the

policies issued to you. 
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Federated Insurance
Response to Coronavirus
 As a valued client, we want to personally share how Federated Insurance is proactively
taking steps to prevent the spread of COVID-19, or coronavirus. We are a company committed to risk 
management and enhancing client success, and our highest priority is supporting the health and safety 
of you, our employees, and our communities. Please know that the entire Federated team stands beside 
you and all the 38,000+ businesses we have the privilege to serve during these uncertain times.

Our rISk MANAgEMENT CuLTurE
 Here at Federated, we are modeling and implementing the following precautionary
measures:

	•	We	have	enhanced	hygiene	and	cleaning	protocols	in	our	offices
	•	We	have	limited	visitors	to	our	offices,	as	well	as	outside	meetings
	•	We	have	enacted	social	distancing	practices	in	all	our	offices
	•	We	have	restricted	non-essential	business	travel	and	are	limiting	in-person	meetings
	•	We	are	enacting	special	employee	paid-leave	policies	to	help	ensure	continuity	of	pay	in	the	

event of illness or uncontrollable work absences
	•	We	are	deploying	technology	solutions	to	help	ensure	communication	and	operations	are	main-

tained
	 •	As	always,	our	marketing	representatives	are	available	to	serve	your	needs
 Federated has had a pandemic response plan in place for several years and our established Busi-
ness Continuity Team is working diligently to help ensure you receive the same high-quality customer 
experience you have come to expect as the coronavirus pandemic unfolds. We are committed to sup-
porting your business during this event and providing continuity of service. However, as is true for every 
business, we may need to adjust communication methods in the days ahead. Conversations that tradi-
tionally take place in person may need to be handled via a phone call or email. Please know that this 
is strictly for your safety and the safety of our employees at this time, as Federated remains committed 
to face-to-face relationships of trust with policyholders.

Pandemic-related Losses and Insurance Coverage
 We recognize this is an unsettling time for our clients and understand that you may have insurance 
questions related to the coronavirus. For questions regarding coverage, first look to your insurance poli-
cies. If you believe you have sustained a compensable loss, please report the claim to Federated via our 
website:

www.federatedinsurance.com.
 We regret that we cannot respond to hypothetical inquiries. Whether your policies  
apply to a given situation depends on many factors, including the relevant facts, the applicable laws, 
and the specific wording of the policies issued to you. Federated will investigate all claims in accor-
dance with the facts of each case, and the policy language. As always, it is our goal to continue to 
provide prompt, fair, and equitable claims resolution and service. Coverage depends on the type of 
policies you purchased and your individual circumstances.

Pandemic resources
 As a valued policyholder, our Risk Management Resource Center is available to take your calls. 
Since the initial outbreak of the coronavirus, they have been assisting business owners throughout the 
country with questions about written pandemic policies and procedures, recommended response plans, 
communications to employees, as well as specific wage and hour questions. Call today to visit with one 
of our expert risk consultant professionals in the Risk Management Resource Center at 1-888-FED-4949 
and ask for a risk consultant between 7:00 a.m. and 5:00 p.m. CST.
 If you are seeking current updates pertaining to coronavirus, assembled below for your conve-
nience are relevant topic links to trusted authorities like the CDC, OSHA, FEMA, and the Department of 
Labor:
	 •	CDC	–	Coronavirus	-	Interim	Guidance	for	Business	and	Employers
	 •	OSHA	–How	to	Maintain	Operations	During	a	Pandemic
	 •	CDC	–Business	Pandemic	Influenza	Planning	Checklist
	 •	FEMA	–Pandemic	Influenza	Continuity	of	Operations
	 •	US	Department	of	Labor	–	Coronavirus	Resources
 We will continue to monitor the coronavirus situation closely and plan to follow guidance of local, 
state, and national health authorities. We wish you, your employees, and their families the best as, 
together, our nation rises to this new challenge.
       Jeff Fetters, Chairman and CEO
       It’s Our Business to Protect Yours.
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We regret that we 
cannot respond
to hypothetical

inquiries. Whether 
your policies

apply to a given 
situation depends on 

many factors,
including the

relevant facts,
the applicable laws,

and the specific 
wording of the

policies issued to you. 

•••

www.federated
insurance.com

Emergency Federal Paid 
Leave Legislation

 On March 18, 2020, Congress passed the Families First Coronavirus Response Act 
to provide workers impacted by COVID-19 with short-term additional benefits and paid 
leave. President Trump signed the legislation into law the same day.
 The following is a summary of the key provisions employers need to be aware of re-
lated to the expanded Family Leave and Medical Leave Act of 1993 (FMLA) protections, 
emergency paid sick leave, and tax credits for employers.

Click here to read Summary >>

Waiver of Penalties on 
Accelerated Sales Tax 

Prepayments 
To assist the business community as the commonwealth responds to the COVID-19 

outbreak, the Department of Revenue is waiving penalties for businesses that are required 
to make Accelerated Sales Tax (AST) prepayments by the deadline of Friday, March 20.

Additionally, for April sales tax payments, the department is waiving the AST prepay-
ment requirement and asking businesses to simply remit the sales tax that they have col-
lected in March.

Visit the Department of Revenue’s page on Accelerated Sales Tax Prepayments for 
more information on how to calculate your prepayments.

All businesses are encouraged to remit online using e-TIDES, the department’s online 
tax system for businesses. Find the REV-819 on the department’s website for a schedule of 
return and prepayment due dates. You can also  visit the department’s Online Customer 
Service Center to find answers to common tax questions or submit a question to the depart-
ment.

For other updates from the Department of Revenue, visit the department’s alert web-
page. 

IN CASE YOU MISSED IT!!
EDA Webinar, Resources 

for Dealing with COVID-19
Below is a link to download the webinar slides and a link to a full recording of yester-

day’s webinar. Do not hesitate to contact us if you need anything. Stay safe, stay healthy.

WEBINAr SLIDES

WEBINAr rECOrDINg

https://www.equipmentdealer.org/wp-content/uploads/2020/03/Practical-and-Legal-Responses-to-COVID-19-1.pdf
https://www.youtube.com/watch?v=qOLRYCgKtZA&feature=youtu.be
https://www.ne-equip.org/wp-content/uploads/2020/03/Client-Alert-New-COVID-19-Paid-Leave-Legislation.pdf
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   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.

  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.

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.

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

ONE EAST MAIN ST., EPHRATA, PA 17522

stronger together

LANCASTERFARMINGLOCATOR.COM

NORTHEAST EQUIPMENT DEALERS 
ASSOCIATION & LANCASTER FARMING

POWER
YOUR LIFE

LFLNEDA Ad_r4.indd   1 1/19/18   10:11 AM
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Easy to take off one farm implement and put it 
on another. Away you go. On the road again! 

 
 
 
 

 
 
 

 
 

 

See details at WWW.CUSTERPRODUCTS.COM 
 

Order Form      Item #  Qty.    Cost Ea. Total 
Dealership Name: __________________________   LIW-AGKIT ______   $407.65     __________ 
Shipping Address: __________________________        
City, State, and Zip: ____________________________      
   
             SUB TOTAL    ________ 
Terms:  NET 30 DAYS TO APPROVED MEMBERS       (If not for resale) TAX ________ 
Freight: PREPAID FREIGHT ON CASE QUANTITIES                SHIPPING     _________ 
          TOTAL         _________  
   
Payment Method (Prepayment is required) 
Check Enclosed (Payable to NEDA) __________ 
Credit Card (VISA or MC) Acct # ____________________________________ Exp. Date: ___________ 
           (Circle One) 
Cardholder Name:  _____________________________ Signature:  _______________________________ 

128 Metropolitan Park Drive, Liverpool, New York 13088 • PO Box 3470, Syracuse, New York 13220 
800-932-0607 / 315-457-0314      Fax: 315-451-3548             Website: www.ne-equip.com 

 
OFFER EXPIRES April 30, 2020 

April 2020 
LIW-AGKIT 

 

LITE-IT-WIRELESS LED AGRICULTURAL TOW LIGHTS 

 
120# Pull rubber coated magnet mounting *2-1/2″ Rear facing strobes * 7 Pin flat blade 

 

Regular Cost: $452.95 
Dealer Cost:   $407.65 

Northeast Equipment Dealers Association 
Serving Farm, Industrial & Outdoor Power Equipment Dealers Since 1901 
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Legal Notes:

Defining data under 

traditional views of 

property ownership 

will require legal 

guidance.

•••

Who Really Owns 
Your Farm Data?

By Paul goeringer | Feb 26, 2020

 As we move into spring, many of you are getting ready for the growing season or reflecting 
on how the farm business did last year.
 You’re likely also considering how to improve your farm’s results based on data from the previ-
ous season.
 Today’s machinery has technology that can provide a farmer or custom operator with real-time 
information on yield, variable-rate planting and other data to better understand what’s being ap-
plied and produced in each field. This technology can produce data that’s valuable to a farmer.
 But one area of the law is still being wrestled with: Who owns the data? The answer to that 
question is not entirely clear.
 A producer might be getting site-specific geospatial and metadata across many acres on a 
typical farm. This data is typically uploaded to the cloud and shared with the agricultural technol-
ogy provider. The APT might combine this data with other producers’ data across a region to 
create what is known as “big data.”
 Traditional property ownership usually provides you with certain rights. For example, if you’re 
currently storing grain from the previous season, you have a right to use it as you see fit. You may 
use that grain for on-farm feeding or sell it, and you can exclude others from using it. You can also 
sell or transfer your rights to the grain to another person, or you could destroy the grain altogether. 
Ownership gives you all these rights.
 But looking at data in the context of property ownership, we find that it does not fit neatly into 
our traditional views of ownership. Data is not a tangible asset like grain, hay, livestock or ma-
chinery. Much of this data is stored in the cloud, and once in the cloud you may no longer exclude 
others from accessing it.
 The law rarely keeps up with advances in technology. Defining data under traditional views 
of property ownership will require additional guidance from courts, or even legislation, to help us 
understand it in the context of property ownership.
 Some agricultural law scholars have argued against treating farm data as a type of intellec-
tual property known as a trade secret — any confidential business information that provides a firm 
with a competitive advantage over other firms. For example, Google’s search algorithm or the 
formula for Coca-Cola are trade secrets. 
 With an agricultural operation, if you develop a process giving you a competitive advantage 
over other farmers, this would also potentially be a trade secret protected under the law.
 Forty-seven states have adopted the Uniform Trade Secrets Act. To qualify as a trade secret un-
der UTSA, there must be a formula, pattern, compilation, program, device, method, technique or 
process. A trade secret derives actual or real independent economic value from not being gener-
ally known to others who might obtain economic value from its disclosure or use. This trade secret 
must also be the subject of reasonable efforts, under the circumstances, to maintain its secrecy.
 If we try to apply this to an agricultural operation, though, we run into some issues. Is there 
a pattern to spraying, planting or harvesting a field? Is there a pattern to how you care for your 
livestock that generates real economic value from not being known to others?
 I would argue, yes, many of you have patterns to how you work your fields or care for your 
livestock. Do you derive economic value from these patterns? Again, I would argue yes. The issue 
becomes how generally unknown your process is to other farmers. You are doing much of this out 
in the open and not in secrecy, which could create issues with this portion of the trade secrets law. 
 At the same time, what are you doing to maintain confidentiality in practices used on the 
farm? And how does this relate to the data your farm is generating?
 When looking at trade secrets laws, ag data protections will vary from case to case or even 
from state to state. Currently, the law is not clear about how ag data should be protected even 
though most ag companies that deal with ag data have said publicly that farm data is owned by 
the farmer.
 As I mentioned earlier, the law rarely keeps up with technology, and data ownership is not as 
clear as we might expect.
 Goeringer is an Extension legal specialist with University of Maryland. This is not legal advice. 

~ Article courtesy of American Agriculturist magazine. 
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Here’s the deal … we’re here to help your business grow.
When it comes to finding solutions for your business, that’s what we do.

The HBK Dealership Group offers you the expertise and experience of more than 30 years of specialization in the dealership industry. 
Our team of professionals, led by Rex Collins, has worked with hundreds of dealers from coast-to-coast since 1987 on creative tax 
planning and operational issues, transaction support, and consulting to increase profitability, government regulatory compliance, 
valuation and growth opportunities.

Rex Collins, CPA, CVA
PRINCIPAL

James Dascenzo, CPA
PRINCIPAL

rcollins@hbkcpa.com 
jdascenzo@hbkcpa.com

317-886-1624 | hbkcpa.com

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
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.com • 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

ChARTER SoFTWARE BuSiNESS SySTEMS
Melissa Amen
303-932-6875 - ext. 219
melissa.amen@chartersoftware.com
www.chartersoftware.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.),

Workers’ Comp (return Dividend program for nY Dealers only)
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)
Pope Mobley, 800-626-6409, ext. 8403
office 502-558-8669
pope.mobley@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
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International Trade:
Canada Formally Approves USMCA

 On March 13, 2020, The Canadian House of Commons approved, the Cana-
dian Senate approved, and Canada’s Governor General gave royal assent to legis-
lation that formally represents Canada’s agreement to the terms of the United States 
Mexico Canada Trade Agreement (USMCA).  Canada was the final government to 
formally approve the USMCA.  For more on the USMCA, see the Agricultural Law 
Weekly Review of January 23, 2020, titled “International Trade: USMCA Receives 
Congressional Approval, Awaits President’s Signature.”  

Canada 
approves 
USMCA
WASHINGTON — U.S. 
Secretary of Agriculture 
Sonny Perdue issued the 
following statement after 
the Canadian Parliament 
approved the United 
States-Mexico-Canada 
Agreement (USMCA): 
“USMCA is a great victory 
for America’s agriculture 
industry, and I am pleased 
to see Canada’s  
Parliament approved the...

rEAD MOrE
(courtesy of Morning 
Ag Clips, Farming News, 
Harvested Daily)

https://www.mornin-
gagclips.com/canada-
approves-usmca/

Invasive Species:
Pennsylvania Spotted Lanternfly 
Quarantine Order Expanded

On March 3, 2020, the Pennsylvania Department of 
Agriculture announced that, effective March 2, 2020, 
the following twelve counties have been added by 
amendment to the geographic scope, and are therefore 

now subject to the requirements, of the Spotted Lanternfly 
Quarantine Order of May 26, 2018: Allegheny, Beaver, 
Blair, Columbia, Cumberland, Huntingdon, Juniata, Lu-
zerne, Mifflin, Northumberland, Perry, and York.  (Cour-
tesy of: Written by:  Brook Duer—Staff Attorney Audry 

Thompson—Research Assistant - The Agricultural Law 
Weekly Review provides an update of recent agricultural law 

developments from the local, state, national, and international 
levels.  Subscribe to the ALWR at pennstateaglaw.com

~ Penn State Agricultural Law Blog

https://www.morningagclips.com/?s=canada+USMCA
http://www.pennstateaglaw.com/
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Outdoor
Power   Equipment 
Dealers
Welcome Here!

ne-equip.com
Established 1901

Northeast
Equipment
Dealers
Association

Committed to Building The Best Business Environment for Northeast Equipment Dealers

Our purpose is to improve and perpetuate the agricultural, construction and rural lifestyle dealer business. We 
are about helping our member dealers improving their gross margins and to sell, service and supply replacement 
parts to their customers successfully and profitably. NEDA is widely recognized and respected as the equipment 
industry organization representing the collectiveinterests of American equipment dealers in the Northeast region.
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Question: An
employee came back 
from the chiropractor 
with a handout of 
specific ergonomic 
measurements for her 
work station, stating 
that the employee’s 
back problem - a 
previous condition – is 
being exacerbated by 
what she is doing at 
work. The company’s 
office is state of the 
art, and designed 
with ergonomic 
considerations. The 
employee sits at a 
station to type, and 
turns her head to 
address patients, 
versus turning her chair 
and whole body. The 
employee also wants 
to have the computer 
screen higher, despite 
the desk and screen 
currently being set at 
the proper height. The 
company feels that 
the issues are caused 
by the employee not 
using the equipment 
properly, versus 
facilities that are being 
provided. What does 
the company need to 
document or purchase 
now, to ensure it does 
not get a future claim 
for the employee’s 
back issue?

Reasonable Accommodation 
– oR not?
Response: Generally employers are required to provide a safe and healthful work

environment under OSHA, including appropriate chairs and workstations for employees 
who do their work seated. This does not mean that the employer has to buy the most 
expensive chair and equipment available. Rather, a chair and workstation, including a 
computer screen and keyboard, that are well-designed and appropriately adjusted, even 
if moderately or even inexpensively priced, will still fit the bill of contributing to a safe and 
productive workstation. For more information, please see OSHA’s excellent guidance on 
the subject at https://www.osha.gov/SLTC/etools/computerworkstations/components. 
html
 If, however, the employee is disabled -- as may be the case if the employee suffers 
from a back condition -- and needs accommodation in the form of a more ergonomically 
sound chair and/or workstation than what is currently provided, an employer may need 
to change (or upgrade) the chair or workstation, or perhaps look into less expensive op-
tions such as supportive pillows, cushions, articulating keyboard drawer, monitor riser, 
foot stools etc., if doing so is reasonable. The employer may require medical documenta-
tion to assist in determining whether the employee has a disability and if so, to support 
the employee’s need for reasonable accommodation. If the employee is not disabled, the 
employer is not required by law to provide an accommodation. As I mentioned, though, 
the employer does have an obligation to ensure that the employee is still provided an 
appropriate chair and workstation as every other employee should be provided. If the 
employee is disabled, then she would be entitled to a reasonable accommodation under 
the Americans with Disabilities Act if she needed one in order to perform the essential 
functions of her job. Keep in mind that a reasonable accommodation for purposes of the 
ADA is not necessarily one the employee wants (such as a brand new or certain brand of 
equipment, chair or workstation) if there is another, less expensive option available (i.e., 
cushions, foot rest, modifications to the existing chair and workstation, etc.) that achieves 
the same result. However, denying an accommodation altogether because the expense of 
doing so is not in the budget may create exposure to a potential failure-to-accommodate 
claim under discrimination laws, particularly if the accommodation would not, in fact, 
cause the employer to suffer “significant difficulty or expense.”
 The employer in this instance should engage the employee in an interactive discussion 
to explore these options. For more information, please see http://www.eeoc.gov/facts/
accommodation.html and see also http://askjan.org/media/Back.html for specific assis-
tance in exploring accommodations to back conditions.

© 2014 Advisors Law Group, All Rights Reserved
To learn more about the Federated Employment Practices Network®,

contact your local Federated Marketing Representative.

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

When you REAP the benefits of membership, your 
PROFITS will follow! Call Ralph Gaiss at 800-932-0607 for 
questions and support. 

https://www.osha.gov/SLTC/etools/computerworkstations/components.html
https://www.osha.gov/SLTC/etools/computerworkstations/components.html
https://www.eeoc.gov/facts/accommodation.html
https://www.eeoc.gov/facts/accommodation.html
https://askjan.org/disabilities/Back-Impairment.cfm
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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?

EDITOR’S  NOTE:
 “If you would like your dealership featured in the ‘North-
east Dealer monthly newsletter for viewing by over 500 
dealers in the northeast, please email arts@pa.net with 
your press materials”, include pictures with names of 
individuals showing for publication. This would include 
open houses, special programs and any local award, 
etc., your dealership earned.

Drug & Alcohol
Clearinghouse
Information: Query 
Plan Questions
 The Federal Motor Carrier Safety Administration 
(FMCSA) has provided the following guidance for motor 
carriers and other employers regarding purchasing and 
paying for a query plan:

How do I purchase a query plan in the
clearinghouse?

Consult these step-by-step instructions. 
  As a reminder, only employers may purchase a query 
plan. Consortium/third-party administrators (C/TPAs) may 
not purchase a query plan on an employer’s behalf.

What are the possible payment methods for 
purchasing a query plan in the clearinghouse?

The acceptable payment methods include:
• Electronic	 funds	 transfer	 (EFT)	 from	 a	 checking	 or

savings account (ACH)
• Debit	or	credit	card
• Amazon	Pay
• PayPal
Note that employers cannot make payment via check

or money order; any checks or money orders received will 
be returned to sender.

Can I pay via a purchase order?
 FMCSA is not able to support payments via purchase 
order. However, FMCSA can provide a completed W-9 
form, which includes the agency’s tax identification num-
ber. The W-9 can assist employers requesting tax informa-
tion. This may be especially helpful to school districts and 
municipalities.

Service:
Check-In Process

 As season begins to heat up, it’s a perfect time 
to make some adjustments to your service processes 
that might have gotten a little rusty during the win-
ter months.  As you know, profitability in the service 
department happens from following a good process 
and holding your people accountable to it.  Every 
process has a beginning; a first step that makes all 
the other parts of the process work.  In service, the 
first step of the process begins when the customer in-
teracts with you, either face-to-face or by phone, and 
you begin to document the information on a work-
order so that it makes sense to both the service techs 
and the customer. Read more. 

https://bobclements.com/uncategorized/service-check-in-process/


Management Succession

PreParing the tranSition
By Rex A. Collins CPA, CVA
HBK Dealership Industry Group

 It’s going to happen. At some point you will move your dealership to another owner, 
be it one of your children, an employee or an outside buyer. Doing it right requires ad-
vanced planning and a multitude of considerations: the financial security of the business, 
transfer of wealth, taxes, future business strategies, family values, your long-term personal 
goals. Most of all, transitioning to a new set of leaders is critical to ensuring the ongoing 
success of the dealership. Managing leadership succession involves a number of difficult 
steps including consensus building and assembling key parties into a succession planning 
team.
 Knowing when to start is one key to an orderly transition. The longer you wait to get 
your team together, the more difficult the initiative becomes and the more obstacles you 
will encounter in making the transition. At a minimum, an owner should start planning 
three to seven years in advance of selling or retiring. We recommend starting when the 
dealership demonstrates the ability to generate consistent profits and the current owner 
reaches age 50. 
 Some of the usual starting considerations:

•	Will	your	children	be	coming	into	the	business	and	how	will	each	be	involved?	That	
will require educating children about the functions and conditions of the business 
and making sure everyone involved remains open to the evolution of, or changes in, 
the succession plan. 

•	If	no	children	are	involved,	then	how	and	when	will	a	successor	be	determined?
•	Or	should	you	simply	sell	the	business,	monetize	your	investment?

 Starting early is also important as any succession plan should include a contingency 
plan addressing an untimely death or disability or other unexpected event. 
 Starting early gives you time to build your succession team. Your team could include 
family members, employees, a banker, a member of your 20 group, and outside advi-
sors. Regardless of the makeup of the team, it should exhibit four characteristics: trust, 
openness, realization and interdependence. A team with those qualities will be able to 
overcome what are bound to be multiple hurdles and challenges in negotiating the process 
toward a successful successor. 
 A succession plan will address four phases of transition: 

•	Initiation	or	point	of	entry:	when	succession	planning	begins
•	Selection	and	assessment:	choosing	the	leaders	for	the	next	generation	based	on	ac-

complishment and dedication, which could involve psychological and other testing. 
•	Education	and	training:	ensuring	the	successor	has	the	skills	and	knowledge	to	con-

tinue a profitable operation 
•	Passing	the	baton:	transferring	authority	and	accountability	to	successors

 Some common issues to address:
•	How	to	encourage	your	children	to	think	positively	about	a	succession	plan?
•	How	to	determine	when	children	are	mature	enough	to	be	considered	as	successors?
•	Who	should	succeed	as	dealer-operator	or	CEO?
•	When	should	the	current	dealer	retire?
•	Will	your	manufacturer	have	an	opinion	(positive	or	negative)	of	your	chosen	suc-

cessor?
•	What	are	your	options	in	terms	of	a	prospective	leader?
•	Should	you	sell	the	business	to	an	external	buyer?
•	A	personal	development	plan	for	the	successor	dealing	with	“operational”	skills—

technical, financial, and organizational issues—and “essential” skills—the ability to 
communicate with staff, customers and manufacturers. 

continued on page 21
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Managing 

leadership

succession 

involves a 

number of 

difficult steps 

including 

consensus 

building and 

assembling 

key parties into 

a succession 

planning team.
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Endorsed BMS

• 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

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

To learn more contact us at Sales@CharterSoftware.com 

Your dealership is growing – shouldn't your dealer management software grow with you? 
Business Software Designed for Ag Dealers

Phone 303.932.6875www.CharterSoftware.com 

POWERED BY

PreParing
the tranSition
continued from page 20

•	A	 leadership	development	plan,	 including	
creating a vision for the future of the busi-
ness, commanding respect and being pro-
fessional.

•	The	transition	process,	including	the	chang-
ing roles of the current and succeeding deal-
er, their evolving job descriptions and who’s 
making key decisions at what points. 

•	 A	 plan	 to	 communicate	 the	 succession	 to	
your constituents, including family, compa-
ny and community

•	 The	 organizational	 succession	 plan,	 including	
how top management will be affected, the career 
paths of key managers, and the future participa-
tion of family members in the business. 
 As famed management consultant Peter Druck-
er noted, “The final test of greatness in a CEO is 
how he chooses a successor and whether he can 
step aside and let the successor run the company.” 

HBK Dealership Group,-  Rex Collins is a Principal at HBK 
CPAs and Consultants. Rex can be reached by email at 
rcollins@hbkcpa.com, or by phone at 317-504-7900.



Most business etiquette is common sense. 
The following are some finer points: 

  If someone tells you that you didn’t get their business, smile, find out why, thank the person 
for his or her time, make sure the door is open for the next opportunity, and exit courteously. 

• Always	allow	the	customer	or	prospect	to	decide	where	you’re	going	to	eat.
• If	you	have	someone	else	from	your	company	with	you,	always	let	the	customer	or	pros-

pect sit in the front seat of the car.
• Always	pick	up	the	check.
• Make	sure	you’re	at	least	of	average	skill	before	you	try	bonding	over	any	kind	of	game.
• Extend	common	courtesy	 to	everyone	you	encounter.	 	 This	 includes	all	people	at	 the

company you’re calling on, not just the person you’re there to see.
• Don’t	sit	down	until	the	customer	or	prospect	is	seated.
• Never	assume	anything,	and	always	give	the	customer	or	prospect	a	chance	to	save

face.
• Never	argue	with	the	customer	or	prospect.
• Never	walk	into	a	customer’s	facility	with	a	competitive	product	that	is	sold	on	the	prem-

ises.

gENErAL ruLES fOr SOCIAL SITuATIONS: 
 Watch what you say.  Don’t say anything you don’t want someone to hear.  For the most 
part, avoid any controversial topics. 

ITEMS YOu PrESENT TO THE PrOSPECT Or CuSTOMEr 
 Brochures, proposals, business cards, gifts, and other items speak volumes about you, your 
company, and your product.  They may not make or break the sale, but they can dramatically 
affect your image. 

Keep these rules in mind: 
• Brochure	 pictures	 and	 the	 brochure	 itself	 should	 be	 in	 color	 and	 professionally

printed.
• Make	sure	all	spelling	and	grammar	is	correct.
• Have	the	prospect’s	name	and	title	correct.
• Proposals	should	be	thorough	but	not	overwhelming.
• Make	sure	all	gift	items	are	clean,	brochures	and	proposals	are	not	wrinkled,	or	soiled.
• Don’t	skimp	on	business	cards.		Here	are	some	quick	rules:

* Get your cards printed by a professional, not on your home computer.
* Use raised print.
* Use color.
* Add your picture to your business card.

THE PEN YOu uSE 
 Have a high-quality pen and make sure it works.  Also, have a backup pen.  By high qual-
ity, I mean a Cross pen or something similar. 

THE CAr YOu DrIVE 
 If you have a company car, you can disregard this part. The car you drive projects a cer-
tain image.  You can impress people with a car, turn people off with a car, and you can make 
people jealous with a car.  Some potential customers will decide you make too much money or, 
perhaps not enough money, based solely upon the car you drive. 
 Your approach to a sales call begins in the prospect’s parking lot, sometimes even before.  
One person I know got cut off in traffic and gave the other driver a “not so nice” gesture.  The 
driver followed him into the parking lot of the company he was calling on.  It was the CEO’s 
secretary.  Not good. 

WHErE YOu PArk YOur CAr 
 Do not park up front in the prime parking spots.  These are reserved for customers and 
sometimes upper-level management.  You should park in spots at the back of the lot or spots that 
are the farthest from the facility. 

 John Chapin is a motivational sales speaker and trainer. For his free newsletter, go to: www.completeselling. 
com.  John has over 32 years of sales experience as a number one sales rep and is the author of the 2010 
sales book of the year: Sales Encyclopedia.  Sales Encyclopedia (Axiom Book Awards) – also the largest sales 
book on the planet (678 pages).   E-mail: johnchapin@completeselling.com or phone 508-243-7359.
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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!

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

Northeast
Equipment
Dealers
AssociationEstablished 1901

Established 1901

Northeast
Equipment
Dealers
AssociationEstablished 1901

NEDA MEMBERS
ENCOURAGED TO UPDATE 
MEMBER PROFILES
 Please take a moment to review it and make any nec-
essary updates or changes on your company profile on 
the associations’ website.  Current contact information is 
vital to keeping our members apprised of current events, 
hot-topics and NEDA events. Please log into the Members 
Only page of the NEDA website and view or update your 
profile information directly at any time. (If you have any 
questions about access to the Members Only page, please 
contact Dave Close at: davec@ne-equip.com.
 As a member, you will receive updates and important 
information via email. Meeting and event attendance is 
always encouraged, but we wouldn’t want someone to be 
behind on information just because they didn’t attend a 
meeting.
 NEDA appreciates the support of our members and 
looks forward to another year of service to our members 
of Northeast Equipment Dealers Association, the Associa-
tion that works only for the equipment dealers here in the 
northeast. 

 The impact (value) of the association’s legislative advoca-
cy, work-force development, and Industry Relations work can 
easily be overlooked. Our efforts cannot be accomplished 
without significant financial investment, support, and grass-
roots participation. If we’re to continue that work, we are go-
ing to need your help participating in and financially support-
ing our legislative work, association governance/direction, 
and program development. We need your help recruiting 
new members, participating in legislative visits, giving testi-
mony, contributing financially to the legal/legislative fund, as-
sociation governance/direction, and program development!

When you REAP the benefits 
of membership,

your PROFITS will follow!



Our partnership with your association has one goal: helping your 
business succeed. You deserve an insurance provider who understands 

your industry. Put our knowledge and experience to work for you.

A Perfect Fit for Protecting 
Your American Dream

Commercial Insurance  Property & Casualty | Life & Disability Income | Workers Compensation | Business Succession and Estate Planning | Bonding

Federated Mutual Insurance Company and its subsidiaries* | federatedinsurance.com | Ward’s 50® Top Performer | A.M. Best® A+ (Superior) Rating

20.01  Ed. 11/19  *Not licensed in all states.  © 2019 Federated Mutual Insurance Company

Proudly Celebrating 
Our Partnership Scan to learn 

more about  
what we can 

offer members.




