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DEALER
Workforce Development/ 
Apprenticeship Update

 Perhaps I’m just getting old, spending too much time behind the wheel (frankly I don’t 
know why), but I’ve found myself thinking about the age-old question: “What comes first? 
The chicken or the egg?”. Why even think about it? What does the question/answer have 
to do with my dealership and my dealer’s association? Demographics. 
 According to the US Dept. of Labor’s labor force projections to 2024, the labor force 
is growing, but slowly! (https://www.bls.gov/opub/mlr/2015/article/labor-force-projec-
tions-to-2024.htm) “The labor force is projected to grow over the next 10 years at an av-
erage annual rate of 0.5 percent, a slower rate than in recent decades.” Limiting factors 
include slower population growth, aging of the U.S. population, and a declining labor force 
participation rate. A smaller pool means intensified competition for qualified employees. 
We’ve got to build a bigger, better funnel if we’re going to be able to find and hire the best 
possible candidates to staff our dealerships. We need to upgrade our chickens! 
 In a recent presentation, the North Carolina Community College System noted that, tak-
en alone in the U.S., manufacturing would be the ninth largest economy in the world. They 
then went on to note that the average manufacturing worker earned $82,023.00 annually 
(including pay and benefits). Manufacturing is just one of the many industries “we” compete 
with for the same labor pool. That same presentation went on to lay out their recruitment 
strategy. It begins in middle school (grades 5-8) with a focus on informing students, followed 
by a focus on concentrating skills in high school and honing skills via postsecondary and 
credentialing programs such as apprenticeship. Your association is working hard to 
build tools that your dealerships can use to follow that same model. We have 
a great story to tell and it’s time that more students, parents, and guidance counselors knew 
that family-sustaining wages and fulfilling careers abound at our dealerships. 
 With the help and support of Messick’s (thank you Ed & Eddie!), the Pennsylvania 
Friends of Agriculture Foundation (supported by the PA Farm Bureau), and staff from other
dealers participating in 
our apprenticeship pro-
gram, we created an 
insert for the Pennsylva-
nia Farm Bureau’s winter 
magazine. The insert is 
intended to help mid-
dle school students 
and their parents to 
explore a career as 
an “Equipment Detec-
tive”. We felt that it was 
important (and exciting) 
to begin the process of 
introducing students and 
parents to some of the language that technicians and engineers use to communicate (sche-
matics) and begin the exploration of diagnostic theory. Both are important steps along the 

continued on page 6
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  Monthly Installments for Qualifying Dealers
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 This month we decided to try an experiment: 
rather than trying to fit “everything” into one article, 
we thought publishing a separate article focused on 
our Workforce Development and Apprenticeship pro-
graming might be a good idea. Please let us know if 
you prefer one or two articles. 
 Last month, I continued sharing some of the  
association’s successes, focusing specifically on our 
efforts advocating against right-to-repair, what 
the potential impacts might be should legislation be  
enacted – and why you should care! If you didn’t get 
a chance to read the article, please take a few min-
utes to review last month’s column. Please also ensure 
your staff is up to speed as well. Particularly your sales 
and service staff; they need to know how and when 
to use the liability release/trade-in forms posted on the 
association website. 

Since that article was published, we have learned 
that a co-sponsorship memo is circulating in the Pennsylvania House and that Pen-
nPIRG (a reasonably effective consumer advocacy group in Harrisburg) has made 
enacting Right-2-Repair legislation a priority. To be sure, their PR campaign has begun 
(https://www.penncapital-star.com/commentary/right-to-repair-has-hit-pa-heres-
why-it-could-be-the-next-big-legislative-fight-wednesday-morning-coffee/). Rest 
assured NEDA, EDA, AED and AEM are all committed advocating 
against the legislation. 
 That being said, legislators aren’t particularly interested in hearing from lobbyist, 
manufacturers, and associations, they want to hear from you their constituents! Our 
success, or failure, is directly tied to the level of dealer participation. A 
personal phone call, letter, e-mail, visit, an invitation to tour your dealership is often 
the difference between legislators enacting laws in “your” favor or not. PLEASE help 
us help you! Proof of that model is in our success pushing back/defeating legislation 
in Maine – well done! Unfortunately, we still have work to do in MA, NH, NJ, NY and 
VT this year.  CT has a right to repair bill limiting motor vehicles, which we’re also 
watching. 
 Although it’s been an expensive and difficult haul, we continue to push for updates 
to state equipment dealer laws with our primary focus updates to provisions related 
to dealer purity, termination, warranty, succession/transfer/sale and changes to a 
dealer’s competitive circumstances. I hope that by the time this article goes to press 
that we’ll have at least one bill introduced…hopefully more!
 Another issue that we’re beginning to find some traction on is access to the inter-
state highway system in Pennsylvania for over-width loads via an exemption or annual 
permit. We’ve had two productive meetings and have received a warm reception to 
the premise. That being said, it is going to take a significant amount of work and par-
ticipation from dealers to see those changes made.  
 As always, “When we speak in a unified voice, we can achieve what 
individuals could not; the ability to attain our mutual goals.” It goes with-
out saying that the more voices we have, the more successful we will be!

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

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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TIM WENTZ
Field Director / Legislative

Committee Chairman
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NEDA BOARD COMMITTEES 2020
2020 

EXECUTIVE/OFFICERS *** President 
*** 1st VP/Treasurer 
*** 2nd VP 
*** Immediate Past Pres 
*** Ralph Gaiss 

***NEDA Officers 

NOMINATING: Chairman 
FINANCING: Chairman 
LEGISLATIVE: Chairman 

INDUSTRY RELATIONS:
AGCO Chairman 
Case IH Chairman 
John Deere Chairman 
Kubota Chairman 
New Holland Chairman 
OPE Chairman
Mahindra Chairman 
Yanmar Chairman 

INSURANCE: Chairman 

Position  
Nate Shattuck 
Craig Houseknecht 
Scott Bair  
John Komarisky 
EVP/CEO **

Scott Bair
Craig Houseknecht
Tim Wentz 
State of PA Lobbyist /
NEDA Field Director

Wendell Walldroff 
Ed Hines  
Scott Bair 
Bryan Messick 
Brian Carpenter 
Craig Houseknecht 
Open  
Nate Shattuck 
Lloyd ‘EV’ Lamb*

*’EV’ Lamb also serves on the NEDA’s Workers Compensation Safety Group 548 as Chairman

REGIONAL/ Chairman Ed Hines 
ANNUAL MEETINGS: Coordinator Dave Close **

Ralph Gaiss**
Tim Wentz **

**Association Management Personnel

NEW YORK FARM SHOW BOARD of DIRECTORS:
National Show Mgr. 
   Farm Progress Co. President Wendell Walldroff 

Vice- President Don Tourte (FPC)
President, 

 Farm Progress Companies Secretary/Treasurer     Bob LeFrancois
Member at Large Matt Jungmann (FPC)

NEDA NY WORKERS COMPENSATION SAFETY GROUP 548:
Director/Chairman Lloyd ‘EV’ Lamb
Group Manager Patrick Burns
Director Tracy Buck
Director Steve Carpenter
Director Ralph Gaiss
Director Schatzi Ludwig

EQUIPMENT DEALERS ASSOCIATION, INC. (EDA) 
EDA National Director Director Brad Hershey 
EDA Dealers Foundation Member Brian Carpenter 
EDA OPE COUNCIL: Member Craig Houseknecht
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Dealer-Manufacturer
Relations  Survey  Is  Underway
 The Equipment Dealers Association (EDA) has launched its annual Dealer-Manufacturer Relations Survey 
Questionnaire for dealer input. This survey provides dealers the opportunity to rate the manufacturers they 
do business with. Responses are compiled anonymously and distributed to manufacturers and dealers for 
comparison, analysis and review. The survey results are helpful in the association’s discussion with 
manufacturers to help identify and address issues of concern. Please respond to the email request 
you received from EDA last week. If you have not received one, request your link at 
surveys@equipmentdealer.org



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

Simple. 
Fast. 
Flexible 
financing.®financing.®

AgDirect® financing helps seal 
the deal.

Equipment dealers like AgDirect® for its simple 
applications, quick response and competitive rates 
and terms. Explains why equipment buyers like 
AgDirect, too. 

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

12474-K1_SFF_SealTheDeal.indd   1 2/11/20   9:10 AM
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Workforce Development 
continued from page 1 

pathway to a career as a technician. Incorporated into the three-page piece (front cover, in-
side and back cover) are exercises that students and parents can complete along with codes 
they can scan with their smart phone to find YouTube videos featuring technicians and the 
equipment they work on. Personally, I don’t think it could have turned out much better and 
am excited that the “workbook” will soon be available for dealers to use when visiting class-
rooms, displaying equipment at fairs, hosting an open house and the like. Look for the link in 
an upcoming e-mail. 
 Another exciting project we’re working on is a virtual reality/simulation tool 
students can download onto their phone or computer. The “app” will be focused on hydraulic 
systems and will also begin the introduction of the language, components, measures, schemat-
ics and their repair. I’m excited to see the project grow, knowing that it will begin the foun-
dational work for engaging students (and teachers) in high schools (and maybe even middle 
school students) as we add support curriculum and tools to help them explore hydraulic theory 
and systems repair. 
 Those are just two of the many workforce development projects NEDA is working on to-
day. As we move though out the year our intention is to use these articles to highlight some of 
our workforce development efforts and encourage your dealerships to participate in that work. 
 

Many Hands Make Light Work 
- Merriam-Webster

In Memoriam
 Russell C. Carpenter, true gentleman, respon-
sible citizen, neighbor and friend, and selfless 
public servant, died peacefully Saturday February 
22nd in Albany Medical Center surrounded by his 
entire family. He suffered an inoperable aneurysm 
the previous afternoon while preparing to take his 
beloved wife to a play in Schenectady, NY.  
 Russell was born to Russell Flanders and 
Priscilla (Gifford) Carpenter on April 23, 1941 
in Barre, VT. He spent several years living with 
his grandparents in East Randolph on the Gifford 
family farm while his mother attended business 
school and his father UVM and then while his father was deployed for WWII.
 In 1970 Russell and his parents purchased Knapp Farm Supply and moved 
the family out of Chittenden County to Middlebury to establish Champlain Valley 
Equipment. His business has grown to be one of the largest farm equipment 
suppliers in New England, employing over 100 Vermont families between its 
four locations in Middlebury, St Albans, Derby and Berlin. He was exceptionally 
proud of the business growth while maintaining family values and its Vermont 
identity.
 Russell was a devout family man who placed family first. He worked tire-
lessly to provide for his family.  He could be seen at any activity his kids were 
involved in and this continued as he attended grandkids’ and even great grand-
kids’ functions whenever feasible.
 Condolences may be sent through the Sanderson Funeral home website. 
In lieu of flowers the family requests donations be made to the Congregational 
Church of Middlebury building fund in memory of Russell. Congregational 
Church of Middlebury, 2 Main St, Middlebury, VT 05753.
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    Serving Farm, Industrial & Outdoor Power Equipment Dealers Since 1901 

 

 

   
  

 

 

 

 

____________________________________________________________ 
Order Form       Item # Qty. Cost Ea.   Total 
Dealership Name: __________________________     HF45R   _______      $16.50 _______ 
Shipping Address:___________________________   S742      ________    $4.50 _______ 
City, State, and Zip: ____________________________         FKL6W  ________    $12.00 _______ 
         FKL8W  ________    $27.00 _______ 
 
                 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 MARCH 31, 2020 

SALE 
MARCH 2020 

 

Battery Operated Beacon 
4-AA batteries not included, 

Strong Magnetic Mount, Durable 
Polycarbonate Lens, IP65 

Regular Price:   $19.41  
Special Price:    $18.44 
 

HF45R 

Flash or 
Rotating 

Spot Light, 12 volt, 55-watts 
Double Para Bola,  
2 x H3 Halogen Bulbs  

S742 

Work 
Light 

 
Regular Price:   $5.29 
Special Price: $5.02 
 

FKL6W                     

Forklift Blue Safety LED Spot Lights 
6-watts or 8-watts, IP67 and IP68 
 

Regular Price:   $14.12  
Special Price:    $13.41 
 

Regular Price:   $31.77  
Special Price:    $28.59 

FKL8W                     
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2020  Annual  /  Regional  Meetings
GRANTVILLE, PA

LIVERPOOL, NY

CONCORD, NH
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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

Toro Company Makes $167.5 Million Acquisition
 The Toro Company announced that it has entered into an agreement to acquire privately held 
Venture Products, Inc., the manufacturer of Ventrac-branded products. The transaction is subject to regu-
latory approvals and other customary closing conditions and is currently anticipated to close before the 
end of The Toro Company’s fiscal 2020 second quarter.
 Based in Orrville, OH, Ventrac is a leading manufacturer of articulating turf, landscape and snow 
and ice management equipment for the grounds, landscape contractor, golf, municipal and rural acre-
age markets. With a combination of power and maneuverability, Ventrac products are designed to en-
able the operator to use the equipment in a variety of settings with ease. 

~ Courtesy of OPE magazine

NEDA Members Encouraged To Update Member Profiles
 Please take a moment to review it and make any necessary 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 Association that works only for the equipment dealers here in the northeast. 
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The 9 Self-Sabotaging 
Behaviors of Sales

 SaleSpeople Beware: These behaviors prove that sometimes your worst enemy 
is yourself. Succeeding in sales depends on many factors, some of them beyond your con-
trol. However, what you can control, are you. 

1. Failing to Adequately Prepare
 Even if you are a veritable font of knowledge when it comes to your brand, proper 
preparation is always key, whether it is for a cold call or a follow-up presentation.
 The failure to prepare leads to a bad sales call and leads to the prospect taking control. 
They see that the seller is lost and start asking questions and directing the conversation. It 
means they are trying to quickly learn as much as they can, so they do not have to deal with 
you any longer.

2. Not Following Through on Your Word
 A large part of building and maintaining trust with clients and prospects is not done with 
your words, but with your actions.
 “Keep good records and make sure that you do what you say you are going to do. No 
matter how small the agreement you make with someone, if you forget about it or blow it off, 
it posts a little negative stamp in the mind of that person. They remember. 

3. Trash Talking
 As a salesperson, you are much more than the represen¬tative of your product or ser-
vice. A trusted advisor is one who is perceived as a ‘high integrity expert’ who is willing and 
able to help people.”
 Establishing and maintaining that integrity does not involve pointing fingers or launching 
attacks—pitfalls many salespeople stumble into when their clients are unhappy.
It is also important to avoid bashing rival companies, as it sends nega¬tive vibes, makes 
you look petty.

4. Being Fake
 No matter what profession you are in, nobody likes a fake person, and that rings espe-
cially true for sales. Because so much of your success is based on trust, it is important to be 
authentic and real.
 “Do not try to be someone that you are not. People want to trust someone who they 
know is genuine and honest. 

5. Misidentifying the Prospect’s Stage in Decision-Making
 Every prospect is in one of two decision stages: deciding whether to change, and then 
deciding with whom to make that change. When the salesperson does not identify which 
stage a prospect is in, he or she cannot know how to correctly proceed.
 “Sellers assume that, if a prospect wants to meet with them, that they’re making the deci-
sion about which option they want to go with, when they may still be making a decision to 
change from the status quo.
 If prospects are in the first stage, then the conversation should be focused on their needs, 
concerns, and what they want to accomplish. Only when they have reached the second 
stage is it appropriate for the salesperson to start talking about specific offerings.

6. Forcing the Close
 True, closing the deal is every salesperson’s main objective, but pushing a prospect to 
sign on the dotted line too soon could ruin your chances completely.
 “Do not attempt to close the deal until you have earned the right. 
 “Going for the jugular too soon creates roadblocks.” Instead, at the end of each meet-
ing, you suggest the next logical step in the process, whether it’s having a follow-up meeting 
to learn about their organization in depth, interviewing a different person with the company 
or coming back with a proposal.

7. Neglecting the Long-Term Client
 The proactive salesperson is always looking to expand his or her client base, but such 
efforts should never be at the expense of existing clients. The greatest source of additional 
business, referrals and killer testimonials comes from existing clients.

continued on page 12
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Farm
EquipmEnt

GuidE

Hot Line®

If you deal with farm equipment, whether through appraisals, auctions, 
repairing, or as a dealer, get the source that gives you the  

help you need when evaluating farm machinery...

This yearly subscription brings you:
• Thousands of current auction results from around the U.S.
• Over 6,000 current listings of equipment for sale, shown with the asking prices.

This annual blue book provides you the advantage of:
• Serial numbers on equipment from the 1985 to the brand new models out in 2019
•  Thousands of useful specifications.
•  Thousands of average auction prices, average asking prices, loan values and manufacturer suggested retail prices.
• Option/Value tables help assess a more specific value based on certain factors of the equipment, such as: numbers of hours, 

number of acres, ROPS, etc.
•  Tractors 46 HP+, Combines, Corn Heads, Grain Heads, Forage Harvesters, Land Rollers, Cotton Pickers & Strippers, Sprayers, 

Hay Balers, Windrowers, Manure Spreaders, Skid Steer Loaders, Telehandlers, ATV’s & Utility Vehicles.
• The annual guide that provides you with this much quality information on all the major lines as well as the 

small ones!
PRICES SUBJECT TO CHANGE

PLEASE FAX THIS ORDER TO 315-451-3548, ATTN: KELLI

SPECIAL PRICE FOR DEALERS!
PLEASE SEND ME  _______ SUBSCRIPTIONS OF THE QUICK REFERENCE GUIDE SPECIALLY PRICED AT
___ Print  ___ Online ___ Both - add $25.00 more

Company Name ___________________________Subscriber’s Name ___________________
Type of Business ______________________________________________________________
Name _______________________________________________________________________
Address ______________________________________________________________________
City _______________________________________ State __________Zip _______________
Phone ( _____) _______________________________E-mail ___________________________

q Bill me
q Bill my credit card:  ____ Mastercard  ____ VISA
Card #  _________________________________________
Exp. Date  ______________________________________
Signature  ______________________________________

NEDA
128 Metropolitan Park Drive

Liverpool, NY 13088
Phone: 800-932-0607

315-457-0314
Fax: 315-451-3548

www.ne-equip.com

$50.00 plus tax and postage
(Regularly $64.95)

(please include 3 digit CV Code)
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SALES 
A sale is a very
autonomous

profession: Instead 
of a typical 9-to-5 
desk job, you are 

out in the field, 
working on
your own.

•••

www.ne-equip.com

Self-Sabotaging Behaviors 
continued from page 10

 Remind us that it’s “out of sight, out of mind,” recommend sending birthday or holiday 
cards, or even news articles that might pique their interest. “Anything that thoughtfully 
keeps your name and/or face in front of them. 

8. Shirking Accountability
 A sale is a very autonomous profession: Instead of a typical 9-to-5 desk job, you are out 
in the field, working on your own. Because of this lack of structure, salespeople must hold 
themselves accountable for their progress—or else they may quickly find themselves falling 
far behind.
“It’s important to make sure that all salespeople are answerable to their numbers on a fre-
quent and regular basis—preferably weekly if not daily. “ By being answerable to a number 
of calls, number of contacts, number of appointments, etc., it conditions salespeople to over-
ride their fears and lack of production so as not to look bad in front of their peers when their 
numbers are posted and reviewed for all of the sales team to see and debrief.”

9. Not Self-Analyzing
 Veteran sellers can fall into this trap more readily than newbie’s: Salespeople assume 
they’ve seen it all, done it all and know it all, and that, if sales are low or they blow a big 
deal, it’s due to external factors instead of internal ones. 
 “Only one out of seven salespeople will self-assess, and those who do are top sellers. 
They should constantly be in learning mode. 
 One of the most objective ways is to simply look at the black-and-white facts: your num-
bers, beyond just dollars and cents. How many calls have you made? How many contacts 
do you have? How long are you holding onto prospects before they either close or fade 
away?
“Numbers don’t lie. They will point out all your strong habits and will magnify your 
weak¬nesses of habit, attitude and skill. With the numbers, it is easy to spot what specific 
parts of the selling cycle you need to work on.”
 Finally, it never hurts to go to the source: your clients themselves. “Debrief every call im-
mediately. What worked and what did not—and write it down. You will correct faster, and 
it will keep your attitude high.

FMCSA’s Clearinghouse for 
CDL Drivers Now Effective 
 The new FMCSA Clear-
inghouse rules went into ef-
fect yesterday. It will give em-
ployers, FMCSA, State Driver 
Licensing Agencies, and State 
law enforcement personnel re-
al-time information about CDL 
driver drug and alcohol pro-
gram violations. Beginning 
January 6, 2020, employers 
are required to: Report drug and alcohol violations and conduct queries 
to check if prospective employees are prohibited from performing safety 
sensitive functions, such as operating CMVs, due to an unresolved drug 
and alcohol program violation. Employers are also required to query all 
current employees at least annually. All queries require driver consent. Until 
January 6, 2023, conduct both electronic queries in the Clearinghouse and 
manual, offline inquiries to previous employers for pre-employment driver 
investigations.
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IF YOU APPRAISE, EVALUATE, REPAIR, IDENTIFY, OR OWN HEAVY 
CONSTRUCTION EQUIPMENT, THIS GUIDE IS YOUR SOUCE TO 

THOUSANDS OF PRIKCES, SERIAL NUMBERS, SPECIFICATIONS, AND 
ON OVER 200 MANUFACTURERS.

SPECIFICATIONS: Know important information for accurate evaluations, repair or model comparison.
SERIAL NUMBERS: Knowing the actual year of equipment is pertinent to making accurate evaluations and 
good buying decisions.
PRICING: Knowing what machinery is worth is important when running a business... guide contains 
Average Resale Value, Loan Value and Actual Auction Listings.
TYPE OF EQUIPMENT: Backhoes, Compactors, Compact Track Loaders, Crawler Loaders, Crawler Tractors, 
Excavators, Motor Graders, Off Road Haulers, Paving Equipment, Scrapers, Skid Steer Loaders, Trenchers, 
Wheel Dozers, Wheel Loaders, Wheel Tractors.

PLEASE FAX THIS ORDER TO 315-451-3548, ATTN: KELLI

SPECIAL PRICE FOR DEALERS!
PLEASE SEND ME  _______ copies of the CONSTRUCTION EQUIPMENT GUIDE AT THE SPECIAL PRICE OF
___ Print  ___ Online ___ Both - add $50.00 more

(Regularly $159.95)

Company Name _______________________________________________________________
Type of Business ______________________________________________________________
Name _______________________________________________________________________
Address ______________________________________________________________________
City _______________________________________ State __________Zip _______________
Phone ( _____) _______________________________E-mail ___________________________

q Bill me
q Bill my credit card:  ____ Mastercard  ____ VISA
Card #  _________________________________________
Exp. Date  ______________________________________
Signature  ______________________________________

$140.00 plus tax and postage

PRICES SUBJECT TO CHANGE(please include 3 digit CV Code)
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ASSOCIATION
NEWS

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

accomplish great things!

•••

www.ne-equip.com

Summary of the Major Laws & 
Departments of the Department 
of Labor
 The Department of Labor (DOL) administers and enforces more than 180 federal laws. 
These mandates and the regulations that implement them cover many workplace activities 
for about 10 million employers and 125 million workers.
 Following is a brief description of many of DOL’s principal statutes most commonly 
applicable to businesses, job seekers, workers, retirees, contractors and grantees. This 
brief summary is intended to acquaint you with the major labor laws and not to offer a 
detailed exposition. For authoritative information and references to fuller descriptions on 
these laws, you should consult the statutes and regulations themselves. - Rulemaking and 
Regulations provides brief descriptions of and links to various sources of information on 
DOL’s rulemaking activities and regulations.  See- https://www.dol.gov

Workplace Safety & Health
 The Occupational Safety and Health (OSH) Act is administered by the Occu-
pational Safety and Health Administration (OSHA). Safety and health conditions in most 
private industries are regulated by OSHA or OSHA-approved state programs, which also 
cover public sector employers. Employers covered by the OSH Act must comply with the 
regulations and the safety and health standards promulgated by OSHA. Employers also 
have a general duty under the OSH Act to provide their employees with work and a work-
place free from recognized, serious hazards. OSHA enforces the Act through workplace 
inspections and investigations. Compliance assistance and other cooperative programs 
are also available. -https://www.osha.gov/law-regs.html -- and --- https://www.osha. 
gov/

Workers’ Compensation
 If you worked for a private company or a state government, you should contact the 
workers’ compensation program for the state in which you lived or worked. The 
U.S. Department of Labor, Office o f Workers’ C ompensation P rograms, d oes n ot h ave a 
role in the administration or oversight of state workers’ compensation programs.  See here: 
http://www.dol.gov/owcp/dfec/regs/compliance/wc.htm -- 
 The Federal Employees’ Compensation Act (FECA), 5 U.S.C. 8101 et seq., 
establishes a comprehensive and exclusive workers’ compensation program which pays 
compensation for the disability or death of a federal employee resulting from personal 
injury sustained while in the performance of duty. The FECA, administered by OWCP, pro-
vides benefits for w age loss c ompensation f or total o r partial disability, s chedule awards 
for permanent loss or loss of use of specified members of the body, related medical costs, 
and vocational rehabilitation.  See here:  https://www.dol.gov/owcp/dfec/

Employee Benefit Security
 The Employee Retirement Income Security Act (ERISA) regulates employers 
who offer pension or welfare benefit plans for their employees. Title I of ERISA is adminis-
tered by the Employee Benefits S ecurity A dministration ( EBSA) ( f ormerly t he Pension and 
Welfare Benefits Administration) and imposes a wide range of fi du ciary, disclosure and 
reporting requirements on fiduciaries of pension and welfare benefit plans and on oth-
ers having dealings with these plans. These provisions preempt many similar state laws. 
Under Title IV, certain employers and plan administrators must fund an insurance system 
to protect certain kinds of retirement benefits, with premiums paid to the federal govern-
ment’s Pension Benefit G u a r a n ty C o r p o ration (PBGC). EBSA also a d m i n i sters r e p o r t ing 
requirements for continuation of health-care provisions, required under the Comprehen-
sive Omnibus Budget Reconciliation Act of 1985 (COBRA) and the health care 
portability requirements on group plans under the Health Insurance Portability and 
Accountability Act (HIPAA).  See all here:  http://webapps.dol.gov/dolfaq/go-dol-
faq.asp?faqid=225   -- and ---  https://www.dol.gov/general/topic/health-plans/cobra --
and --- https://www.dol.gov/ebsa/faqs/faq_consumer_hipaa.html

continued on page 16

https://www.dol.gov
https://www.osha.gov/law-regs.html
https://www.osha.gov
https://www.osha.gov
https://www.dol.gov/owcp/dfec/
https://www.dol.gov/general/topic/health-plans/cobra
https://webapps.dol.gov/dolfaq/go-dol-faq.asp?faqid=225
https://webapps.dol.gov/dolfaq/go-dol-faq.asp?faqid=225
https://www.dol.gov/agencies/ebsa/about-ebsa/our-activities/resource-center/fact-sheets/hipaa-archived-version
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rcollins@hbkcpa.com  | 317-886-1624 | hbkcpa.com

HBK is a multidisciplinary financial services firm, offering a wide range of tax, accounting, audit, 
business advisory, valuation, financial planning, wealth management and support services  

to improve the performance and effectiveness of businesses  
and personal financial well-being.

Working together sets us apart.

together

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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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

Summary of the Major Laws
continued from page 14

Employee Protection
 Most labor and public safety laws and many environmental laws mandate whistle-
blower protections for employees who complain about violations of the law by their 
employers. Remedies can include job reinstatement and payment of back wages. OSHA 
enforces the whistleblower protections in most laws. – Click here

Uniformed Services Employment and Reemployment Rights Act
 Certain persons who serve in the armed forces have a right to reemployment with the 
employer they were with when they entered service. This includes those called up from the 
reserves or National Guard. These rights are administered by the Veterans’ Employ-
ment and Training Service (VETS).--- https://www.dol.gov/vets/

Veterans’ Preference
 Veterans and other eligible persons have special employment rights with the federal 
government. They are provided preference in initial hiring and protection in reductions 
in force. Claims of violation of these rights are investigated by the Veterans’ Employ-
ment and Training Service (VETS).

Employee Polygraph Protection Act 
 This law bars most employers from using lie detectors on employees, but permits 
polygraph tests only in limited circumstances. It is administered by the Wage and 
Hour Division. ---https://www.dol.gov/whd/polygraph/

Garnishment of Wages
 Garnishment of employee wages by employers is regulated under the Consumer 
Credit Protection Act (CPCA) which is administered by the Wage and Hour 
Division. B---https://www.dol.gov/whd/FOH/FOH_Ch16.pdf

The Family and Medical Leave Act
 Administered by the Wage and Hour Division, the Family and Medical Leave Act 
(FMLA) requires employers of 50 or more employees to give up to 12 weeks of unpaid, 
job-protected leave to eligible employees for the birth or adoption of a child or for the 
serious illness of the employee or a spouse, child or parent. --- https://www.dol.gov/
whd/fmla/index.htm#Forms

Government Contracts, Grants, or Financial Aid
 Recipients of government contracts, grants or financial aid are subject to wage, 
hour, benefits, and safety and health standards under:

• The	Davis-Bacon Act, which requires payment of prevailing wages and benefits
to employees of contractors engaged in federal government construction projects;
-- https://www.dol.gov/whd/govcontracts/dbra.htm

• The	McNamara-O’Hara Service Contract Act, which sets wage rates and
other labor standards for employees of contractors furnishing services to the federal
government;

• The	Walsh-Healey Public Contracts Act, which requires payment of minimum
wages and other labor standards by contractors providing materials and supplies to
the federal government.

 Administration and enforcement of these laws are by The Wage and Hour Division. 
The Office of Federal Contract Compliance Programs (OFCCP) administers and enforces 
three federal contract-based civil rights laws that require most federal contractors and 
subcontractors, as well as federally assisted construction contractors, to provide equal 
employment opportunity. The Office of the Assistant Secretary for Administration and 
Management’s (OASAM) Civil Rights Center administers and enforces several federal 
assistance based civil rights laws requiring recipients of federal financial assistance from 
Department of Labor to provide equal opportunity.

continued on page 18

OPEI provides 
education on 
risks of ‘right 
to repair’
legislation 
OPEI has a new web-
page on its website 
providing broad stake-
holder education on the 
potential 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 digi-
tal/electronic diagnosis 
and repair of equipment. 
The concern of manu-
facturers 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.

https://www.osha.gov/OshDoc/data_General_Facts/whistleblower_rights.pdf
https://www.dol.gov/agencies/vets
https://www.dol.gov/whd/polygraph/
https://www.dol.gov/whd/FOH/FOH_Ch16.pdf
https://www.dol.gov/agencies/whd/fmla/index#Forms
https://www.dol.gov/agencies/whd/fmla/index#Forms
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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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Summary of the Major Laws
continued from page 16
Migrant & Seasonal Agricultural Workers
 The Migrant and Seasonal Agricultural Worker Protection Act (MSPA) regulates 
the hiring and employment activities of agricultural employers, farm labor contractors, and as-
sociations using migrant and seasonal agricultural workers. The Act prescribes wage protections, 
housing and transportation safety standards, farm labor contractor registration requirements, and 
disclosure requirements. The Wage and Hour Division administers this law. --- https://www.dol. 
gov/WHD/mspa/index.htm
 The Fair Labor Standards Act (FLSA) exempts agricultural workers from overtime pre-
mium pay, but requires the payment of the minimum wage to workers employed on larger farms 
(farms employing more than approximately seven full-time workers. The Act has special child-labor 
regulations that apply to agricultural employment; children under 16 are forbidden to work dur-
ing school hours and in certain jobs deemed too dangerous. Children employed on their families’ 
farms are exempt from these regulations. The Wage and Hour Division administers this law. OSHA 
also has special safety and health standards that may apply to agricultural operations. --- https://
www.dol.gov/whd/flsa/
 The Immigration and Nationality Act (INA) requires employers who want to use for-
eign temporary workers on H-2A visas to get a labor certificate f rom t he E mployment a nd T rain-
ing Administration certifying that there are not sufficient, able, willing and qualified U.S. workers 
available to do the work. The labor standards protections of the H-2A program are enforced by The 
Wage and Hour Division. --- https://www.dol.gov/whd/regs/compliance/whdfs26.pdf
Construction
 Several agencies administer programs related solely to the construction industry. OSHA has 
special occupational safety and health standards for construction; The Wage and Hour Division, 
under Davis-Bacon and related acts, requires payment of prevailing wages and benefits; T h e 
Office o  f Federal Contract Compliance Programs e  nforces Executive Order 11246,which 
requires federal construction contractors and subcontractors, as well as federally assisted con-
struction contractors, to provide equal employment opportunity; the anti-kickback section of the 
Copeland Act precludes a federal contractor from inducing any employee to sacrifice any part 
of the compensation required.
Posters
 Some of the statutes and regulations enforced by the U.S. Department of Labor (DOL) require 
that notices be provided to employees and/or posted in the workplace. DOL provides free elec-
tronic and printed copies of these required posters.
 The elaws Poster Advisor can be used to determine which poster(s) employers are required 
to display at their place(s) of business. Posters, available in English and other languages, may be 
downloaded and printed directly from the Advisor. If you already know which poster(s) you are 
required to display, see below to download and print the appropriate poster(s) free of charge. 
CLICK HERE. Please note that the e-laws Poster Advisor provides information on federal DOL poster 
require-ments.

Related Agencies

Other federal agencies besides the Department of Labor
• Statutes	that	ensure	non-discrimination	in	employment	are	generally	enforced	by	the	Equal 

Employment Opportunity Commission (EEOC). --- https://www.dol.gov/dol/topic/discrimi-
nation/index.htm

• The	Taft-Hartley	Act	regulates	a	wide	range	of	employer-employee	conduct	and	is	adminis-tered 
by the National Labor Relations Board (NLRB).

Agricultural 
Labor: Use of 
New I-9 Form 
Required 
on April 30, 
2020
On January 31, 2020, 
the U.S. Citizenship and 
Immigration Services, 
Department of Homeland 
Security (USCIS) pub-
lished a notice at 85 FR 
5683announcing a new 
version of Form I-9,  
Employment Eligibility 
Verification, identified as 
Rev. 10/21/2019. The 
new form may be used 
beginning January 31, 
2020.  On April 30, 
2020, the prior  
version, identified as Rev. 
07/17/2017 N, will 
no longer to be valid for 
compliance with federal 
law.  Employers do not 
need to complete the 
new Form I-9 for current 
employees who already 
have a properly complet-
ed Form I-9 on file, unless 
reverification becomes 
otherwise required by 
law.  Changes to the 
form and its accompany-
ing instructions are mini-
mal and the underlying 
legal requirements have 
not changed. 

~ Courtesy of 
Agricultural Law Weekly Review

February 13, 2020 of PSU

EDITOR’S  NOTE:
 “If you would like your dealership featured in the ‘Northeast 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.

https://www.dol.gov/WHD/mspa/index.htm
https://www.dol.gov/WHD/mspa/index.htm
https://www.dol.gov/whd/flsa/
https://www.dol.gov/whd/flsa/
https://www.dol.gov/whd/regs/compliance/whdfs26.pdf
https://webapps.dol.gov/elaws/posters.htm
https://www.dol.gov/general/topic/discrimination
https://www.dol.gov/general/topic/discrimination
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“Powered By Savings”

Save 10-20% On Your Electricity  
& Natural Gas Utility Bills

NEDA is pleased to announce PGP Energy as a recommended 
vendor for the benefit of offering savings on members’ utility 
bills. PGP Energy is one of the leading Alternative Energy 
Savings Agencies for industrial and commercial businesses.

State deregulation has created savings opportunities via the 
states’ Choice programs. Businesses now have a Choice in 
choosing the supplier for their electricity and/or natural gas.

Our PGP Energy representative, Matt Lulley, will provide a 
no-obligation analysis of your utility bills and present you with 
alternatives that will save you money. 
*Savings varies by utility company and not all utility companies offer Choice.

To get started, simply fax or email ALL of the pages from one 
month’s worth of electricity and natural gas utility bills to the 
contact listed below.

Contact Matt Lulley:  
Phone: 631-951-9200 Ext 182  

Fax: 631-656-2547  
Email: lulleym@pgpenergy.com

NLRB Restores
Employers’ Right to 
Restrict Use of Email 
 The National Labor Relations Board decided that employ-
ees have no statutory right to use an employer’s equipment, 
including work emails and IT resources. Therefore, employers 
may legally restrict the use of their equipment, such as work 
emails, even for union organizing activities or for other activi-
ties protected under Section 7 of the National Labor Relations 
Act. In reversing a significant Obama-era ruling, the Caesar’s 
Entertainment decision holds that employees’ statutory rights 
to engage in protected, Section 7 activities must yield to the 
property rights of employers to control the use of their equip-
ment, provided that employers do not target union related 
communications and activity and that employees have rea-
sonable alternate means of communication available to them.

 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!



By Lance Formwalt

Should I Stay (Merge) or 
Should I Go?
 As a dealer operating in an industry that is experiencing a lot of change, you are con-
stantly assessing whether you still “fit” in the industry and whether it makes sense to stay 
in the business or start thinking about leaving the game.  This decision is often made more 
difficult because simply saying you want to stay and keep doing the same thing isn’t really 
a long-term option.  Instead, a decision to stay usually means you need to be thinking about 
how your organization will grow.  Growth as a necessity for dealerships is being driven 
by many of the key players in your business … customers are demanding more from their 
dealers as they grow and go through their own period of rapid consolidation, manufacturers 
are driving dealers to grow by creating programs that often favor larger dealers and give 
them a leg up on maintaining profit margins, and your own employees are looking for larger 
organizations that can give them opportunities for growth.
 Unfortunately, unless you are a dealer just sitting on piles of cash (I have yet to find 
too many of those!), growth is a bit more complicated than just pulling out the checkbook.  
Valuations have been climbing recently as dealers have methodically worked through used 
equipment gluts from several years ago, making affordability an issue for many dealers.  
And even if you have the equity cushion in your business to pull off an acquisition, you will 
find that the equity percentage gets reduced quickly as you pay blue sky for a dealership 
and take on more inventory that is fully-financed (and creates a corresponding drag on eq-
uity percentage or ratio).  Dealers who want to stay in the business also may not have the 
management capability or bench strength to grow. 

THE MERGER OPTION
 Mergers have become a popular option for dealers who want to stay in the industry 
and need to find a way to grow despite capital and/or management challenges.  Although 
they aren’t easy to pull off, a merger can be used in many different situations to facilitate a 
dealer’s desire to grow without using capital or requiring outside investors because a merger 
is simply a transaction where two or more dealers pool their resources in exchange for a 
smaller piece of a hopefully larger pie.  In addition to growth, mergers also can have several 
positive long-term benefits on both your investment value and organization.

VALUE BENEFITS  
•	Preserve Operational Value – Increased scale of your organization through a merger 

should help you maintain (and ideally expand) your margins and ultimately the value 
of your dealership.

•	Protect Organizational Value – The value of a dealership is often incredibly dependent 
on the number of potential buyers for your business.  With manufacturer approval a 
necessity in this industry, having multiple adjacent buyers is key to a successful sale 
price.  Mergers allow you to expand your geographic boundaries to create more 
touch points with potential buyers and sellers and reduce the risk of being boxed in by 
a single in-line competing dealer.

•	No	Tax	Loss	of	Value – Mergers can generally be structured so that they are tax-free.  
This allows all capital to stay in the organization and be used to generate future 
growth to enhance the value of the organization.

•	Favorable	Changes	 to	 Exit	 Timing – Merged organizations generally increase the 
number of owners with many of them having different time horizons for exiting the 
business.  While this makes it less likely that the dealership will be sold as an entire 
business in the future, it creates more opportunities for you to liquidate your owner-
ship interest when the time is right for you.  This is a positive benefit because your 
co-owners become viable buyers for your business and the tax consequences of selling 
your ownership interest vs. the assets of the business are often better.

• Attract Different Categories of Future Buyers – There has been significant interest in 
dealerships by outside investors looking at the equipment dealer industry segment as 
an investment strategy.  While it is still too early to tell if this will be a long-term trend 
in the industry, what I do know is that your dealership will be much more attractive to

continued on page 22
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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

Illegal Tampering
 Electronic Control Unit (ECU) tuning and modify-
ing equipment to boost performance or evade emis-
sion controls has become a significant issue throughout 
the nation. Sometimes called chipping, tuning or ECU  
mapping, it’s important you inform customers of the risks 
modifying equipment brings before they pay the price 
with voided warranties, accelerated engine wear, physi-
cal harm or even fines.

Learn more about why tampering with a Diesel  
Exhaust Fluid (DEF) system is illegal and can result in 
heavy fines.
 Find helpful downloads for any situation by clicking 
on the Dealer Toolkit Icon below to enter the Resource 
Center.

Find helpful downloads for any situation by clicking on the Dealer Toolkit

Icon below to enter the Resource Center.

https://illegaltampering.com/dealers/dealers-toolkit/


Should I Stay
continued from page 20

outside capital (and likely drive a higher valuation) as it grows in size.  Outside inves-
tors often set a minimum threshold of profits and/or sales to even have any interest in 
a dealership.

ORGANIZATIONAL BENEFITS
 Dealership growth in general can have many positive benefits on your organization.  
But growth through merger can accelerate these benefits as mergers often double or even 
triple the size of your organization in a single transaction while growth through acquisition 
often involves incremental/slower-paced growth.  The benefits of growth on your organiza-
tion include the following:

• Management Depth – A larger organization must have solid management and bench
strength to be successful.  Manufacturers will also generally require strong manage-
ment or a plan to attract and retain strong management before a merger will be ap-
proved.  The resources from a merged organization will generally make it easier for
you to attract and retain management talent.

• Professional Management – Larger organizations will gravitate toward professional
management who are often better trained to implement processes and strategies to
help improve the performance and value of your dealership.  It is important to note
that “professional management” and “family management” are NOT mutually exclu-
sive terms.  Family members of ownership groups may certainly make great manag-
ers, but in larger organizations, these positions are much more likely to be earned
through performance and should generally be viewed as a positive organizational
development.

• Outside	Expertise – The additional resources and scale that come from a large dealer
organization allows you to invest more in outside expertise.  While you should not
give up your management/investment instincts that allowed you to create tremendous
value in your dealership, the ability to access insights from other perspectives outside
of your organization, whether through advisors or independent directors, can give
you an edge that smaller competitors may not have.

• Limit Risk – As dealerships get bigger, owners can reduce personal risk.  This will
primarily occur in two forms:  (1) eliminating or reducing personal guaranties to manu-
facturers and lenders and (2) getting more pre-approval of ownership changes from
manufacturers.  Although change can be slow, I’ve seen this trend play out in multiple
industries and the simple fact is that larger organizations that are well run and on
good financial footing pose less credit risk and management risk to their industry
partners.  As owners realize this, they need to take advantage of that opportunity to
negotiate a corresponding reduction in their personal risk.  The merger process can
be a good time to accomplish that.

CONCLUSION
 I understand that change is hard and not something that can be pulled off with the snap 
of your fingers.  But if you decide you want to stay in this business, change through growth 
will become a necessity for most of you and using mergers to achieve that growth can carry 
many positive benefits.
	 Lance	Formwalt	is	the	leader	of	the	Equipment	Dealer	Group	at	Seigfreid	Bingham,	P.C.	The	firm	also	
serves as legal counsel to equipment dealer associations and many individual equipment dealers.  Lance 
may	 be	 contacted	 at	 lancef@sb-kc.com	 or	 816-265-4106.	 	 Also	 see	 www.sb-kc.com.	 This	 article	 is	
intended	 to provide general recommendations and is not intended to be legal advice.  You should 
always consult your attorney for advice unique to you and your business.  
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Form WH-382 
- Designation
notice
required?
If an employee is 
not eligible for FMLA 
leave is the employer 
required to provide 
the WH-382 form 
(Designation  
Notice)? 

Employers are not re-
quired to use the fed-
eral Family and Medical 
Leave Act (FMLA)  
Designation Notice (Form 
WH-382) published by 
the Department of Labor, 
but leave covered under 
the act must be desig-
nated as FMLA-protected 
and the employer must 
inform the employee in 
writing of the amount of 
leave that will be counted 
against the employee’s 
FMLA leave entitlement. 

Read more - https://
www.federatedinsurance.
com/posts/hr-question-
of-the-month/form-wh-
382-designation-notice-
required.

~ Courtesy of
Federated Insurance Co.

NEDA  Employee  Skills  Test
 The employee skills tests are designed to help assess the readiness of an ap-
plicant or employee to undertake certain service tasks and responsibilities within a 
dealership. For more information on the NEDA skills test click here

https://www.ne-equip.org/member-benefits/education-programs/employee-skills-test/
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REAL ID:
WHAT TRAVELERS
NEED TO KNOW

Travelers will need Real ID-compliant identification 
cards to board 
domestic flights 
starting October 
1, 2020 as the U.S. 
Department of Home-
land Security will of-
ficially begin enforc-
ing the REAL ID Act 
of 2005 at airports. 
This will require 
all Americans to 
present REAL ID-
compliant identifi-
cation to go through security. This identification will include 
“Real ID-compliant” driver’s licenses, US passports, US military IDs 
or other accepted identification to fly wi thin the United States. It  
is important that you realize this and educate your meeting and 
incentive attendees. According to the U.S. Travel Association, 57 
percent are unaware of the October 1, 2020 deadline. 
 All 50 states are part of the Real ID program and will being 
issuing compliant driver’s licenses this year. U.S. Travel is urging 
people not to wait to get their Real ID-compliant driver’ license so 
that state licensing agencies won’t get overwhelmed by requests 
for new driver’s licenses next summer as the deadline approaches. 
Such licenses will feature a special mark, typically in the upper 
right corner of the license. The marks vary by state but typically will 
include a gold or black star, or a gold or black circle with a white 
or black star inside the circle. Some states will be issuing cards 
marked with their state emblem or an outline of the state with a 
gold, black or white star incorporated in it. 
 For more information about Real ID-compliant identification 
cards, go to www.tsa.gov/real-id.

TRAIN YOUR
TRAINER

Forklift Operator
Safety Training

&
Certification

Courses
required every three years

If you do not have 
a certified trainer
at your dealership 

or have  
mistakenly let 

your certifications 
lapse ...

NEDA
CAN HELP! 

If you do not have 
a certified trainer
at your dealership 

or have  
mistakenly let 

your certifications 
lapse ...

NEDA
CAN HELP! 

NEDA staff provides 
one forklift safety training 

& certification course 
at your dealership 

for all staff personnel 
authorized to operate 

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

$400.00
Plus Expenses 

for on-site training
Training Materials Included

Prices Subject to Change

If you would like
to schedule a

CERTIFICATION/
RECERTIFICATION

Call Kelli or Dave
at the Association, 

800-932-0607

NEDA’s Agricultural Equipment 
Technician Apprentice 
Management System
 This apprenticeship program is sponsored by the Northeast Equip-
ment Dealers Association for our dealer members and their employees. 
If you are a student or an adult in the workforce who has an interest in a 
well-paying career as a technician maintaining and repairing agricultural 
equipment, please explore becoming an agricultural equipment techni-
cian. For more information click here

https://www.tsa.gov/real-id
https://nedaapprentice.com/
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Turn Your Life’s 
Work into a  
Proud Legacy

Let us help you prepare 
for the next stage 
of life with business 
succession and estate 
planning support. 

Scan to read our latest article on a 
life and disability insurance topic 

impacting business leaders.




