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 This year is shaping up to be one of the most interesting tax years in a long time. Between 
USDA assistance — such as the Commodity Food Assistance Program, or CFAP payments — 
Paycheck Protection Program loans and everything in-between, it is critical to stay up to date on 
projected year-end numbers to avoid an unpleasant tax surprise.

Here is an example to illustrate the importance of situational awareness:

Married dairy farmers John and Jane received $100,000 in PPP funds in 2020. They 
spent the money in accordance with the program and had the full loan amount forgiv-
en in 2020. In their case, it was spent entirely on qualifying payroll expenses. John 
and Jane also took advantage of an opportunity to acquire a milk base for $75,000 
from a neighboring farmer who was retiring. As many cooperatives have enact-
ed some type of base excess program considering COVID-19, some farmers have 
acquired other neighboring milk bases, seeing this 
as an economic opportunity. The farm had 
$200,000 of profit from ordinary farm opera-
tions. They also have $40,000 from raised cow 
sales.

 When thinking about their tax situation for 2020, 
John and Jane forgot the expenses paid with PPP 
funds are not deductible if the loan is forgiven (un-
less Congress changes the rules). In other words, their 
$200,000 farm profit is really $300,000 because the 
$100,000 of payroll expenses they used PPP funds for 
does not count as an allowable expense. They also 
erroneously included the milk base as an expense in 
their records as they were unaware that they cannot 
ex-pense the purchase of the milk base. Rather, they 
must amortize it over a 15-year period, which gives 
them a $2,500 deduction for the current year. 
Please click here for the charts and balance of 
the article   

~ Article Courtesy of Farm Progress Companies 

In 2020, tax plannIng more 
crItIcal than ever 

By MR. ARezzo
Senior Tax Consultant, Farm Credit East

Tax Tips:
Make sure you consult with a 
tax adviser if you have taken 
a CFAP payment or PPP 
loan.  PLAN AHEAD NOW:  
Between USDA assistance, 
loans, and everything in 
between, it is more important 
than ever to stay up to date 
on year-end numbers to get 
ready to file next year’s taxes.

Aug. 4, 2020

https://www.farmprogress.com/commentary/2020-tax-planning-more-critical-ever?NL=FP-


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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 Reports are that many power sports dealers and 
manufacturers have had some of their most profitable 
quarters in 2020.  Whole goods are in short supply.  
Parts are flying off the shelf and shops are overflowing.  
Walmart, Home Depot, and Lowes all reported year 
over year sales growth.  Who would have thought that 
would happen in the middle of a pandemic?  However, 
it is true that many retailers/industries are not experi-
encing those same results and are expecting that it will 
take years before they can return to pre-pandemic sales 
volume (if they can survive)!  
 Many of the articles I have read credit enhanced 
unemployment compensation as the primary driver 
supporting consumer spending and caution that the 
economy would underperform without it. Others point 
to extraordinarily low interest/mortgage rates and ac-
cess to capital.  Whatever the reason, we have learned 
that, regardless of the economic situation, those dealers investing the time and effort 
necessary to objectively measure/plan/evaluate their dealerships also see their efforts 
richly rewarded.
 Bill Sharp and John Walker often talked about stepping back and looking at your 
dealership as though you were a new customer. They asked: If your showroom floor was 
clean and well-organized? What about your parts counter? Are your employees well 
groomed, friendly, professional?  Is your bathroom clean? Is your entry free of delivery 
boxes? Is your signage up to date?  Are there grass/weeds in your display lot?  Are the 
service bays well organized?  
 Subsequent speakers asked questions focused on dealership websites, arguing that a 
dealerships website (virtual showroom) was as, if not more important than their physical 
store(s).  They asked: Is yourwebsite current?  Did used equipment displays feature out of 
season pictures (snow)?  Were the hours correct?  Are the phone number listed? Are the 
specials current? Are e-mails answered in a timely manner? Is your SEO maximized?  
 I would go on to argue that dealers need to pay special attention (particularly now) 
to the “whole” of their internet presence. In particular, dealers need to pay particular at-
tention to the “star box” to the right of the page listing Google results (containing maps, 
pictures, hours of operation, website URL, your GooGLe ReVIeWS address 
and other information about your dealership). If that information is not  
correct or up to date, rest assured, you are missing out!  I’ll go on to say that 
if your Google reviews don’t include 4 or more stars and 100-200 reviews, you’ve 
got some work to do and I encourage you to contact Trevor Allred 
tallred@kenect.com of Kenect, LLC one of your association’s service partners.  
 Please take a few minutes this month and answer the question, “Would you 
do business with your dealership?”
 “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 JULY 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 JULY 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
AMANDA K. STANTON
United Ag & Turf Northeast / Regional Marketing Manager
860-623-8296 • Fax: 860-627-9832
John Deere, Kuhn & Stihl
mandakstanton@gmail.com
WENDELL WALLDROFF, Past President - 2002
Walldroff Farm Equip., Inc. / Watertown, NY
315-788-1115 • Cell: 860-798-3879 • Fax: 315-782-4852
New Holland, Hesston, Woods, White-New Idea, AGCO, Allis
wendell@walldroffequip.com
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Land  Values  Steady  in  Northeast 
But  Down  in  New  York,  Vermont 

The declines in New york and Vermont are likely an 
indication of the struggling ag economies in both states.

By ChRIS ToRReS | Aug 21, 2020

 Farm real estate values in the Northeast are holding steady but declined in a 
handful of states, an indication that a depressed farm economy, particularly dairy, has 
taken its toll.
 The average farm real estate value is $5,710 an acre in the Northeast, up 0.4% 
over 2019 and higher than the national average of $3,160 an acre. Farm real estate, 
as defined by USDA, is the value at which all land and buildings used for agricultural 
production, including dwellings, could be sold under current market conditions. 
Cropland value is $6,070 an acre, an increase of 0.5% over last year but ahead of 
the national average of $4,100 an acre. Cropland value is the value of land used to 
grow field crops, vegetables or land harvested for hay.
 Pasture value is $3,900 an acre in the Northeast, up 0.8% over last year but 
ahead of the national average of $1,400 an acre. As defined by USDA, this is the 
value of land that is normally grazed by livestock.
 The numbers come from the USDA’s Agricultural Land Values Survey that was re-
leased earlier this month. The farmer survey was conducted in June and early July. 
Jennifer Ifft, associate professor of ag economics at Kansas State University and for-
merly of Cornell University’s Charles H. Dyson School of Applied Economics and Man-
agement, says farmland values typically represent farm profits — though this lags, so 
a drop in farm profits doesn’t always show up right away in farmland values — and 
nonagricultural factors such as development pressure and recreational land use.  
 Please click here to see the charts and balance of the article. 

~ Article courtesy of Farm Progress Companies 

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

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

https://www.farmprogress.com/land-management/land-values-steady-northeast-down-new-york-vermont


AgDirect is an equipment financing program offered by participating Farm Credit System 
Institutions with lease financing provided by Farm Credit Leasing Services Corporation.

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 4/29/20   11:50 AM
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PA  DEALERS  –  Earn  REAP  Tax  Credit 
for  Buying  a  No-Till  Planter   

$10 million in ReAP tax credits are available for 
Pennsylvania producers, but don’t wait too long to apply.

Aug 12, 2020

 If you farm in Pennsylvania and plan on buying a new no-till planter or want to 
install a new manure storage for your dairy farm, make sure to apply for a REAP 
(Resource Enhancement and Protection Program) tax credit.
 The REAP application period was recently announced and $10 million in tax 
credits are available on a first-come, first-served basis.
 REAP is a tax credit program for agricultural producers who implement best 
management practices or purchase equipment that reduces nutrient and sediment 
runoff, enhancing soil and improving the quality of Pennsylvania’s waterways. This 
is the 14th year of the program.
 Farmers may receive up to $250,000 in any seven-year period, and spouses 
filing jointly can use REAP tax credits. 
 The most common projects used for REAP are the purchase of no-till planting 
and precision ag equipment, waste storage facilities, the writing of conservation 
plans and nutrient management plans, and protecting animal heavy-use areas like 
barnyards. Cover crops and riparian stream buffers are also common REAP-eligible 
practices.
 Farmers may receive REAP tax credits of 50% to 75% of the project’s eligible 
out-of-pocket cost. Farmers whose operation is in a watershed with an EPA-mandat-
ed Total Maximum Daily Load (TMDL) can receive REAP tax credits of 90% of out-of-
pocket costs for some projects.
 A key point is that REAP tax credits can be used in conjunction with other fund-
ing sources such as the Environmental Quality Incentive Program (EQIP), the Chesa-
peake Bay Program or Conservation Excellence Grants to help install BMPs.
 Baseline eligibility includes compliance with the PA Clean Streams Law and the 
Pennsylvania Nutrient and Odor Management Law.
 To be eligible, producers must have a current and up-to-date conservation plan, 
or agricultural erosion and sedimentation plan on all acres as well as a nutrient man-
agement plan or manure management plans for farms that have animals or spread 
manure.
 The written plans must be on-schedule for full implementation in order to be 
considered “current.” The cost of developing and implementing these plans may be 
included to qualify for the tax credit.
 REAP differs from traditional conservation programs in that the tax credits are  
issued after the installation of a practice or purchase of eligible equipment.
 Private investors may act as project sponsors by providing capital in exchange 
for tax credits. Any individual or business subject to taxation by Pennsylvania through 
personal income tax, corporate net income tax, the bank shares tax or others are 
eligible to participate in REAP.
 Since the program began in 2007, REAP has awarded tax credits to more 
than 5,500 projects totaling over $100 million. Private investments in REAP have 
also contributed to the conservation projects, which in total are worth nearly $250  
million.
 More information about REAP, including the 2020-21 application packet and 
program guidelines, is available HERE

~ Article Courtesy of 
Farm Progress Companies 

https://www.agriculture.pa.gov/Plants_Land_Water/StateConservationCommission/REAP/Pages/default.aspx
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Contact us today for your business and equipment protection.Contact us today for your business and equipment protection!SEI-099 (07/20)

Dealer Advantages:

Provide an advantage over the 
competition. All Eligible repairs 
are required to be completed 
by an authorized dealer, 
promoting customer loyalty 
and repeat business.

All eligible claims are 
reimbursed at MSRP for parts 
and at posted shop labor rates.

A centralized platform for a 
dealer to consolidate Extended 
Warranty administration across 
all represented OEM’s.

Customer Advantages:

Invaluable peace of mind

Establish fixed cost of operation

Coverage options are flexible to 
meet individual needs

The Extended Warranty/
Protection Plan is fully 
transferable

PROTECT YOUR EQUIPMENT BEYOND THE BASE WARRANTY PERIOD. 
When the unexpected occurs, you need to know that your equipment is protected. The Specialty Protection Plan, 

offered by Speciality Equipment Insurance Services, is an Extended Warranty/Protection Plan designed 
to help keep your equipment working properly beyond the Manufacturer’s Base Warranty Period.

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

specialtyequipmentinsurance.com

Now Introducing Zero Turn 
Mowers to the Progarm!

New Equipment Plan Options 
Available for up to 60 Months

Used Equipment Plan Options 
Available for up to 36 Months

3-PLY MASKS
CE, FDA approved factory

KN95 MASKS
CE, FDA approved factory

3- PLY CUSTOMIZABLE PROTECTIVE
REUSABLE COTTON FACE MASKS

One Color Logo

HAND SANITIZER GEL’S

Northeast
Equipment
Dealers
AssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers

FOR INFORMATION ON
PRICING DISCOUNTS

CALL TODD
@ AJR EQUITIES 315-247-9982 

MENTION YOU ARE A NEDA MEMBER FOR  SPECIAL RATES

MASKS & HAND SANITIZER IN STOCK NOW!

3.4 oz Hand Sanitizers
Kills 99.99% germs 

& bacteria
CE, FDA approved

16 oz Hand Sanitizers
Kills 99.99% germs 

& bacteria

10 oz Hand Sanitizers
Kills 99.99% germs 

& bacteria
CE, FDA approved
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By TIM WeNTz
Field Director / Legislative

Committee Chairman

www.ne-equip.com

Workforce 
Development

 Over the last several months, we have explored how dealers might use the 
apprenticeship model to expand and improve employee recruitment and retention 
using the framework of why, who, what, where, when, and how.  We have briefly 
examined why, who, what and where. This month, I would like to start examining 
when and how dealers might find their next “stars”.
 Not everyone will agree but I think “when” is the easiest question to answer, 
with the simple answer being ALWAYS!   Not unlike selling iron, one can never have 
too many prospects in the queue.  Recruiting employees = Sales!  As John Chapin 
told us time and again, sales is a numbers game!  The number of “calls” a sales-
man receives is directly related to how many qualified leads/prospects they have.  
Bottom-line, the more prospects (information) you have, the better.  Simply put, the 
chances that you will find a shining star or even a diamond in the rough when the 
time comes are directly tied to how many prospects are in the “pool”, how much and 
what the quality of information (data) you’ve collected regarding those prospects.  
 Google, Facebook, Amazon, and LinkedIn have all taught us the value of “data” 
and continuing individual engagement.  I recently watched a documentary (twice) 
related to big data, its collection, its analysis and its use.  I knew data was valuable, 
but I did not know that it was the new “gold”!  I had no idea what impact “data” 
could have on today’s society, economy and, more especially, it’s value.  Why all 
the talk about “data”?  What does “data” have to do with recruiting staff? All good 
questions!  “Data” = knowledge = leads = great hires = $!  
 Forward thinking dealerships that have dedicated themselves to building pro-
cesses and procedures focused on collecting, managing, and analyzing “data” 
have a substantial leg up.  They know who buys parts but never brings equipment in 
for service (someone who might be your next star technician).  They know the names 
and ages of their customers’ children (who might become your next salesperson).  
They know what associations, clubs, churches, and schools their customers and 
families belong to and actively participate in (which might be potential prospects) .  
They know what students are attending local Career and Technical Training schools 
(to include megatronics, electronics, geospatial, diesel, etc.).  
Hopefully, you’ve followed my logic and agree that the equipment dealers of the 
future are ALWAYS recruiting!  
 Workforce development and recruiting is a long game.  It takes concerted ef-
fort.  It’s hard!  The good news for those dealers willing to invest the time and 
effort required is that they will always have a pipeline of developing candidates  
(apprentices) ready to step up and/or a substantial list of pre-qualified leads  
(potential hires).   
 Numbers don’t lie!  The more leads you have the better your chances of finding 
and hiring a “shining star”! 
 Next month we will start trying to answer “how”.

“Many hands Make Light Work.”
~ Merriam-Webster
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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

NEDA
For	more	information	visit	us	at

nedaapprentice.com

APPRENTICESHIP
can be your pathway to a career as an AG

TECHNICIAN

Northeast
Equipment
Dealers
AssociationEstablished 1901

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!
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New PPP 
Guidance 
Issued 
The Small Business 
Administration 
& Treasury have 
recently released 
additional guidance 
on PPP loans. 
More information 
is available at the 
following links: 

Updated FAQs on PPP 
Loan Forgiveness (as 
of August 11)  - 

Summary of all 
PPP Loan Lending 

Theft Alert - New york Kubota Utility Vehicle
     Northeast Equipment Dealers Association (NEDA) reports to NER that between 
July 11 and 18, 2020, a Kubota RTV-400 Utility Vehicle was stolen from where it 
was stuck in the woods on private property near Kutalek Road, Kirkwood, Broome 
County, New York. 
 If you have any information, please contact Detective O’Brien 607-778-2334 
Broome County Sheriff’s Office case: 20-14399.

eqUIPMeNT DeTAILS
2012 Kubota RTV-400-CI

Type: Mid-size Utility Vehicle (2 passenger)
Machine Serial Number: 13186

THEFT ALERTS

USMCA Took Effect July 1
 House Agriculture Committee Chairman Collin Peterson is calling on the Trump 
administration to ensure that Canada and Mexico deliver on their obligations under the 
updated NAFTA, known as the United States-Mexico-Canada Agreement.
 “As we see the USMCA dairy provisions implemented, we expect Canada and 
Mexico to be held accountable for their commitments to ensure our dairy farmers have 
a more level playing field,” said Peterson. “After a tough past few years, American 
dairy farmers need this agreement fully enforced, and I remain hopeful that the strong 
bipartisan support shown in this letter, and our partnership with the administration, will 
provide some stability for the sector into the future.”

Among the items addressed in the letter:
• One	of	 the	most	pressing	priorities	 is	 how	Canada	handles	 its	USMCA	Dairy

Tariff Rate Quota commitments. “Canada must administer its TRQs fairly and in
a manner consistent with its obligations under USMCA; it cannot be allowed to
administer TRQs in a manner that discourages utilization or restricts the ability of
the U.S. dairy industry to completely fill the established TRQs at advantageous
price points,” the letter reads.

• “Another	area	of	equally	important	concern	is	ensuring	that	the	hard-fought	ben-
efits from USMCA’s elimination of Canada’s Class 6 and 7 milk pricing classes
are fully realized,” the letter reads.

• Translating	Mexico’s	commitments	to	commonly	used	cheese	terms.
Source: House Agriculture Committee.

~ Article courtesy of Farm Progress Companies 

https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=4a37ad3048&e=2b9c8997a2
https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=a1b36bee13&e=2b9c8997a2
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Cash Rental Rates
Decline in

The Northeast
USDA-NASS data can be useful in setting cash rental rates

for the coming crop year.

Chris Torres | Aug 20, 2020

 Cash rental rates are on the decline in most Northeast 
states, according to data from the National Agricultural 
Statistics Service.
 New York state and Vermont cash rental rates are the 
exception with slight increases in all four categories — average, 
irrigated, non-irrigated and pastureland — from 2019.
 The highest average cash rental rate is in Delaware at 
$112 an acre, followed by Maryland at $107 an acre. The 
lowest cash rental rate is in West Virginia at $39 an acre.
 Pennsylvania’s average cash rental rate is $92 an acre, 
while the average rate is $67.50 in New York state.
 The cash rental tool from NASS is a handy guide to helping 
landowners set cash rental rates for the coming year. 
You can access the tool online— CLICK here and do your 
own research.  You will need to specify “geographical 
regions” and “years.” In most cases, you will be able to get 
irrigated and non-irrigated cropland rental rates, as well as 
pastureland rental rates.

 here are the 2020 cash rental rates by state in 
the Mid-Atlantic and Northeast:

Connecticut. 
Non-irrigated rates are $60 an acre.

Delaware. 
 Average rates are $112 an acre, down from $119 an 
acre; irrigated rates are $151 an acre, down from $161 an 
acre; and non-irrigated rates are $94 an acre, down from $97 
an acre.

Maine. 
 Non-irrigated rates are $62 an acre (data for 2020 
unavailable).

Maryland. 
 Average rates are $107 an acre, down from $109 an 
acre; irrigated rates are $194 an acre, down from $196 an 
acre; non-irrigated rates are $98 an acre, down from $100 an 
acre; and pastureland rates are $48 an acre, up from $44 an 
acre.

Massachusetts. 
 Average rates are $82.5 an acre, down from $88 an 
acre; irrigated rates are $210 an acre, down from $240 an 
acre; non-irrigated rates are $68 an acre, down $71 an acre; 
and pastureland rates are $28 an acre.

New hampshire. 
 Average rates are $49.5 an acre, up from $44 an acre; 
irrigated rates are $250 an acre; non-irrigated rates are $46 
an acre, up from $40 an acre; and pastureland rates are $27 
an acre.

New Jersey. 
 Average rates are $79 an acre, down from $82 an 
acre; irrigated rates are $135 an acre, down from $139 an 
acre; non-irrigated rates are $65 an acre, no change; and 
pastureland rates are $43 an acre, down from $45 an acre.
New York. Average rates are $67.5 an acre, up from $66 an 
acre; irrigated rates are $155 an acre, up from $145 an acre; 
non-irrigated rates are $66 an acre, up from $65 an acre; and 
pastureland rates are $27 an acre, up from $26 an acre.
Pennsylvania. Average rates are $92 an acre, down from $94 
an acre; irrigated rates are $165 an acre, down from $173 
an acre; non-irrigated rates are $91 an acre, down from $93 
an acre; and pastureland rates are $21 an acre, down from 
$27 an acre.

New york. 
 Average rates are $67.5 an acre, up from $66 an acre; 
irrigated rates are $155 an acre, up from $145 an acre; non-
irrigated rates are $66 an acre, up from $65 an acre; and 
pastureland rates are $27 an acre, up from $26 an acre.

Pennsylvania. 
 Average rates are $92 an acre, down from $94 an acre; 
irrigated rates are $165 an acre, down from $173 an acre; 
non-irrigated rates are $91 an acre, down from $93 an acre; 
and pastureland rates are $21 an acre, down from $27 an 
acre.

Vermont. 
 Average rates are $53.5 an acre, up from $51 an acre; 
irrigated rates are $150; non-irrigated rates are $53 an acre, 
up from $50 an acre; and pastureland rates are $29 an acre, 
unchanged.

West Virginia. 
 Average rates are $39 an acre, down from $43 an acre; 
non-irrigated rates are $39 an acre, down from $43 an acre; 
and pastureland rates are $13 an acre, down from $14 an 
acre. 

~ Article courtesy of Farm Progress Companies

https://quickstats.nass.usda.gov/?commodity_desc=RENT
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What is the Net Investment Income 
Tax (NIIT ) and How Does It Apply to 
Me and My Business?
 The Net Investment Income Tax (NIIT) effects most taxpayers; however, it has a more 
substantial impact on business owners and investors. Under the Internal Revenue Code 
(IRC) Section 1411, the NIIT was created and placed into effect on January 1, 2013. 
The NIIT is applied at a rate of 3.8% to certain net investment income of an individual 
and for trusts and estates that have income above the statutory thresholds. These thresh-
olds, unlike most, are NOT annually adjusted for inflation. 
 Having been put into effect in 2013, the NIIT affects income tax returns of individu-
als, estates and trusts, beginning with their first tax year on (or after) Jan. 1, 2013. 
 The statutory thresholds are set at the following amounts based on the filing status 
of the taxpayer(s).  

FILING STATUS AND The ThReShoLD AMoUNT
 Married filing jointly $250,000  -- Married filing separately $125,000  --Single 
$200,000 -- Head of household (with qualifying person) $200,000  -- Qualifying 
widow(er) with dependent child $250,000.
 You may be wondering, “What is included in ‘Investment Income?” In 
general, investment income includes, but is not limited to: - Interest, Dividends, 
Capital gains [Gains from the sale of stocks, bonds, and mutual funds; Capital gain 
distributions from mutual funds; Gain from the sale of investment real estate (including 
gain from the sale of a second home that is not a primary residence); Gains from the 
sale of interests in partnerships and S corporations (to the extent the partner or share-
holder was a passive owner)], Rental and royalty income, Non-qualified annuities, 
Income from businesses involved in trading of financial instruments or commodities and 
businesses that are passive activities to the taxpayer (within the meaning of US Code 
section 469) 
 It is also important to understand which types of income are not considered or  
included in Net Investment Income. Below is a nonexhaustive list of common types 
of income that will not be considered Net Investment Income: Wages, Unem-
ployment compensation; Operating income from a no passive business, Social Security 
Benefits, Alimony, Tax-exempt interest, Self-employment income, Alaska Permanent Fund 
Dividends (see Rev. Rul. 90-56, 1990-2 CB 102) and Distributions from certain Quali-
fied Plans (those described in sections 401(a), 403(a), 403(b), 408, 408A or 457(b)). 
 Now, let us discuss some taxpayers and estate planning structures that are NOT 
subject to the NIIT. The tools of financial planning may be used to avoid the extra 3.8% 
tax on investment income. The IRS has listed on their website the following exemptions 
from NIIT: - Trusts that are exempt from income taxes - Grantor trusts - Trusts not techni-
cally classified as “trusts” for federal income tax purposes - Perpetual care trusts - Elect-
ing Alaska Native Settlement Trusts An investor must pay the NIIT based on the lesser 
of your net investment income or the amount by which your modified adjusted gross 
income (MAGI) surpasses the filing status-based thresholds imposed by the IRS. 
 What this basically states, the 3.8% tax will apply in two situations: - An investor’s 
net investment income is less than the amount which the investors MAGI exceeds the 
statutory threshold, the tax applies to your NII. - An investor’s net investment income is 
higher than the amount by which the NII and MAGI exceeded the statutory threshold, 
the tax applies to that exceeding value. 
 Let us look at an example with actual dollar amounts. The filing status of 
our hypothetical investor, Tina Taxpayer, is single. Therefore, the statutory threshold is 
$200,000. If Tina Taxpayer has a MAGI of $120,000 and NII of $40,000, equaling 

continued on page 16
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Order Form     Item #  Qty. Cost Each         Total       Color 

 Dealership Name: __________________________   IL700TS   _______     $10.56   _______
 Shipping Address: __________________________ IL700NX+S  _______     $9.44     _______ 
 City, State, and Zip: _________________________         SUB TOTAL           _______ 

 Terms:   NET 30 DAYS TO APPROVED MEMBERS        (If not for resale) TAX          _______ 

 Freight: PREPAID WITH CASE QUANTITY             SHIPPING     _______ 

    Payment Method (Prepayment is required)                  TOTAL          _______ 

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 

To Order: Call The Association @ 1-800-932-0607 

OFFER EXPIRES SEPTEMBER 30, 2020 

LED Interior Lights 
Great for inside Trailers, RV’s, Tool Boxes and more! 

LED interior light with no switch 
Easy surface mount 
 
   Regular Price $9.94 
   Sale Price $9.44 
   RETAIL   18.00 
 
 
 
 
 
 
 
  $8.45 each 

LED interior light with switch 
 ON/ DIM/ OFF 
Easy surface mount 
 
Regular Price $11.12 
Sale Price  $10.56 
RETAIL  $20.00 
 
 
 
 
  
 

 
 
 
 
 
 
 

$9.45 each 
 
 

FEATURES: 
7-watts, IP44, 700 lumens, 2-wire pigtail, 5-1/4” diameter, 3/4“ high,  
10-30 volt operation, polycarbonate lens, 30,000 hours life-span,  
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NEDA
Alone we can do so little ... 

together we can 
accomplish great things!

•••

www.ne-equip.com

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 show-
ing for publication. 
This would include 
open houses, spe-
cial programs and 
any local award, 
etc., your dealership 
earned.

Is now the time to buy? 

New and Used Equipment 
Purchases 

 Several factors have influenced producers’ machinery buying decisions in 
2020. While some have presented challenges, others have created opportunities 
to invest. 
 The ag economic outlook for the year started with a projected $3.1 billion increase 
in net farm income, according to the U.S. Department of Agriculture (USDA). Then  
COVID-19 hit, disrupting demand and supply chains. 

Pressured purchase decisions 
 “At the beginning of the coronavirus crisis, I sensed some producers were wor-
ried they wouldn’t be able to get the equipment they needed,” says Texas AgDirect 
territory manager, Richie Harris. “Those concerns seemed to impact buying habits 
from March into early May.” 
 “We saw some producers pull the trigger on equipment purchases and head 
into their dealership in fear they wouldn’t be able to trade or that the equipment 
they wanted would get sold,” he says. 
 Since then, producer sentiment regarding large capital investments has im-
proved. In June, the Purdue/CME Group Ag Economy Barometer reported the Farm 
Capital Investment Index recovered to a reading of 60 – 10 points higher than May 
and 22 points higher than the low reached in April.   
 For the last four months, the barometer has asked producers about their plans 
to make farm machinery purchases in 2020 compared to a year ago. 
 According to the report, “responses to this question suggest producers’ plans 
for machinery purchases dipped noticeably during April and May, but recovered to 
their March level in the June survey, which, on the surface, appears to be consistent 
with the improvement observed in the investment index.” 

Rate driven market 
 Despite equipment manufacturer labor shortages and the temporary closure of 
brick-and-mortar marketing outlets, Harris says one factor has remained a constant 
driver in producers’ equipment purchases – low interest rates. 
 “The activity we’ve seen in the new and used equipment categories over the last 
six months has largely been rate driven, and refinancing has been huge.” says Har-
ris. “Earlier this year, we saw a large uptick in cotton picker and stripper purchases 
and a decent number of trades.” 
 “Producers are used to uncertainty and the high and low swings in the market, 
it’s low interest rates that have made it a great time to buy,” he says. 
 Whether you plan to purchase new or used equipment, or are interested in re-
financing, Harris recommends taking advantage of interest rate savings before the 
opportunity passes. 
 “Why wait when you can get a low fixed rate on your equipment for the next 
five to seven years? There’s no time like the present to buy or refinance.” 
 Lower your rate and learn more about AgDirect loan, lease and refinancing 
options by locating your nearest AgDirect territory manager or contacting the  
AgDirect financing team at 888-525-9805. 

~ Courtesy of AgDirect 
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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

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 
Workers’ comp (All states except nY)
Jerry Leemkuil at c: 507-456-7710, 800-533-0472,
o: 507-455-5507
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
o: 502-558-8669
pope.mobley@i3DigitalAgency.com
www. i3DigitalAgency.com

KENECT – Business Texting for Dealerships
Trevor Allred, Business Development
o:  385.274.6197 - m:  801.473.4907
tallred@kenect.com - www.kenect.com

LEGAL ASSISTANCE – FREE LIMITED
Lance Fornwalt at 816-421-4460
F: 816-474-3447 • lancef@sb-kc.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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NEDA Has Your
COVID 19 Supplies!

As Businesses start to reopen,
standards will need to be met.

Northeast Equipment Dealers Association has 
your COVID 19 supplies available!!

Get Quantity Discounts!!

See page 7 for additional information.

Net Investment 
Income Tax 
(NIIT )
continued from page 12

a total of $160,000, she 
will not be subject to the 
NIIT because the amount 
is lower than the Statutory 
threshold of $200,000. 

Now, under the 
same conditions, let us 
change the values. Tina 
Taxpayer has a MAGI 
of $170,000 and NIIT 
of $80,000, equaling 
$250,000. Because that 
amount is $50,000 over 
the $200,000 statutory 
threshold, she will pay the 
3.8% tax on the $50,000 
at $1,900. 
 If you have questions 
about the Net Investment In-
come Tax or your thinking of 
selling your business, please 
feel free to reach out to the 
tax planning professionals 
at The Center for Financial, 
Legal and Tax Planning. We 
can assess any exposure to 
the Net Investment Income 
Tax, whether in a transac-
tional, restructuring, or gen-
eral investment scenario. 
Please call or email at (618) 
997-3436 or rbasi@taxplan-
ning.com, Bart Basi, Basi & 
Associates at The Center for 
Financial, Legal & Tax Plan-
ning, Inc. Buying or Selling a 
Business, 4501 W DeYoung
St., Suite 200,
Marion, IL
62959, www.
taxplanning.
com

THE EIGHTY-EIGHT PERCENT
 We hear a lot about millennials these days, and with good reason. They’re buying houses, 
paying off student debt, getting involved, and working at their first real job. You might have one 
or a few working for you right now. Give them what they need to be fulfilled by their job, and 
you have yourself energetic, innovative, valuable employees.
 But, be aware: AAA® recently called young millennials (19-24) the “worst behaved drivers 
in the U.S.”*

The AAA Foundation for Traffic Safety released a driver survey which found that, within a 
30-day timeframe, 88 percent of young millennials did at least one unsafe activity while driving, 
with texting, speeding, and running a red light the most common. This may not come as a sur-
prise. What should be surprising is that they don’t think there’s anything wrong with that.

But—and this is nearly as troubling—the millennials were only 21 percentage points worse 
than the “safest” age group, the 60-74-year-olds, who admitted to risky driving behaviors more 
than 67 percent of the time. This means that two-thirds of the drivers sharing the road with you 
today aren’t paying attention to their driving. Millennials may be number one on a dismal list, but 
they’ve got company.

Statistically speaking, your millennial drivers may put your business at more risk for liability. 
But, do you and your other employees set a good example for your younger counterparts of what 
is and isn’t acceptable behavior? Does everyone adhere to your company’s driving policy? Or 
might you count yourselves part of the two-thirds?

It Takes Just one
Just one employee-involved vehicle crash and the liability alone could be staggering. It could 

very well make or break your business. Consider this actual Federated claim:
The manager asked a staff member to go buy snacks for an employee meeting, and let the 

employee take a company car. The employee ran a red light while texting, and broadsided an-
other vehicle in the intersection, severely injuring the other driver. CLAIM AMOUNT: $750,000 
Of course, driving statistics and examples are not enough reason to avoid hiring young adults. 
But, an awareness on a risk management level is sensible. Knowing that an employee driving 
mishap could be a possibility can be motivation for your risk manager to ensure a driving policy 
and employee training are in place and up-to-date.

Federated Insurance has an ongoing campaign against distracted driving, which includes 
a variety of risk management resources clients can access and subscribe to, to educate their em-
ployees, monitor their driving, and involve them in pledging to end distracted driving. In addition, 
April is the annual National Safety Council National Distracted Driving Awareness Month.1 The 
NSC has a program to help employers clarify safe driving expectations for their employees of all 
ages, along with materials for implementing company policies.

For these and other risk management resources, log in to Federated’s Shield Network® or 
contact your local Federated representative for more details.

*To read the entire article, go to http://newsroom.aaa.com/2017/02/young-millennials-
top-list-worst-behaved-drivers/

1 For more information on the National Distracted Driving Awareness Month, visit: 
http://www.nsc.org/learn/NSC-Initiatives/Pages/distracted-driving-awareness-month.aspx
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UNIVERSITY PARK, PA — For homeowners dealing with spotted 
lanternfly infestations, tree traps can be a cost-effective, nonchemi-
cal option.
 However, there are important factors to consider when using 
tree traps, most notably how to avoid catching nontarget creatures 
such as bees, butterflies a n d m a mmals, a c cording t o  a  s p otted 
lanternfly expert in Penn State’s College of Agricultural Sciences.
 “Tree traps are relatively easy to install, and they can be a 
good option for residential landscapes,” said Heather Leach, ex-
tension associate in entomology. “But it’s critical for homeowners 
to install them correctly and monitor them frequently.”
 Currently, the most effective trap for spotted lanternflies i s a  
funnel-style trap, called a “circle trap,” which wraps around the 
trunks of trees. Spotted lanternfly n ymphs a nd a dults a re g uided 
into a container at the top of the funnel as they move upward to 
feed on the tree.
 One way to capture spotted lanternflies is to use a funnel-style 
trap, called a “circle trap,” which wraps around the trunks of trees.
 Circle traps can be purchased commercially or can be a do-
it-yourself project. A detailed guide on how to build a trap can be 
found on the Penn State Extension website Leach said another 
trapping method is sticky bands, which can be purchased from 
hardware stores or garden centers and often are sold as flypaper. 
A danger of using sticky bands is that they can trap nontarget 
animals, including beneficial insects, small mammals, birds and 
lizards.
 “If you use a sticky band, you should check it frequently and 
use a wildlife barrier to prevent bycatch,” Leach said. The best 
way to do this is to build a guard over the band using vinyl mesh 
netting to prevent animals from getting stuck on the sticky surface. 
She advises against the use of chicken wire as a barrier because 
small birds and pollinators can get through the larger holes.
 There also is a commercially available band that uses a white 
fiber material to hold the inward-facing sticky side of the band 
away from the trunk of the tree. This creates a protected sticky 
surface, which reduces the potential of catching birds and other 
animals.
 “If you capture an animal, cover any exposed sticky material 
with plastic wrap or tissue paper to reduce additional entangle-
ment, remove the band from the tree as carefully as possible, and 
take the animal to a wildlife rehabilitation center,” Leach said. A 
listing of centers can be found at the Pennsylvania Association 
of Wildlife Rehabilitators website.  While circle traps and sticky 
bands are common management methods, Leach has heard from 
several citizens who have developed their own nonchemical traps.
 “These creative folks provide evidence that building traps is a 
good project for anyone who wants to destroy spotted lanternfly, 
save money by using materials they have on hand, and practice 
their engineering skills,” Leach said.
 One of those imaginative people is Adrian Smith, of Mont-
gomery County, who after trying various methods to control spot-
ted lanternfly on his property last year, decided to make his own 
tree trap using a milk jug, 2-inch masking tape, a clear plastic bag, 

aluminum foil and push pins.
 “Not everyone can afford $500 for tree spraying or drench-
ing from professionals,” he said. “My trap is cheap and easy to 
build. The ones I have installed have decimated the nymph popu-
lation to the point where I am seeing only five or six lanternflies 
a day. Another bonus is that my traps catch very few unintended 
insects.”
 Smith’s trap works like this: A foil skirt stops the nymphs as-
cending the tree and directs them to a single hole — made from 
the mouth of the milk jug — through which they continue to climb. 
The hole leads into a sealed chamber that is covered with a single 
layer of thin polythene taped all around. Smith said the idea for 
using a foil skirt came from another trap inventor, Rachel Bergey, 
of Pottstown.
 Despite the success of his homemade solution, Smith said 
preventing spotted lanternflies from ruining his property is a daily 
battle.
 “They move in from the local trees that are untreated,” he said. 
“I dread to imagine how bad things would have been without the 
traps. Our gardens and yards would have been inundated with 
spotted lanternflies. It is important to get the word out to citizens 
and encourage them to do their part.”
 More information on tree traps and other spotted lanternfly 
management techniques can be found HERE

~ ARTICLE COURESTY OF:  PSU, MEDIA CONTACTS
Amy Duke, ajd217@psu.edu

Work Phone: (814) 865-6616 - August 25, 2020

Spotted Lanternfly Tree Traps Can Be 
Effective, But Need Careful Installation

https://extension.psu.edu/how-to-build-a-new-style-spotted-lanternfly-circle-trap
https://extension.psu.edu/spotted-lanternfly
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N
E
D
A

Northeast Equipment Dealers Association

• Top quality, Pressure-sensitive  decals
• Prominently displayed on your customers’ equipment
• Four different materials to choose from
• Customized to meet your needs

• Weatherproof
• Fast, reliable service
• Printed in the color of  your choice

CUSTOMIZED EQUIPMENT
IDENTIFICATION DECALS

Materials
Chrome
White Vinyl
Clear Poly
Yellow Vinyl

Prices (Circle Size and Quantity)
Label Size
1 ½ x 2 ½

2 x 4
2 x 6
7 x 8

250 Decals
$1.18 pc
$1.24 pc
$1.32 pc
$1.51 pc

500 Decals
$0.64 pc
$0.70 pc
$0.73 pc
$0.86 pc

1000 Decals
$0.40 pc
$0.42 pc
$0.44 pc
$0.52 pc

2500 Decals
$0.27 pc
$0.29 pc
$0.31 pc
$0.44 pc

Please complete
Company Name: 
Address: 
City, State, Zip:
Phone: Fax:
Contact Person:

Additional Information: 

Mail
or Fax

order to:

N
E
D
A

Northeast Equipment Dealers Association
128 Metropolitan Park Drive

Liverpool, NY 13088
(315) 457-0314     FAX: (315) 451-3548       (800) 932-0607

Please include a sample of  current  label when ordering or a description of  what your company requires.

Email to : kneider@ne-equip.com 
until further notice
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The Difference between
Success and Failure in Selling 
 Several important factors separate those who succeed in selling from those who fail.  Although 
some of the following items are arguably more important than others, they are all critical to a salesper-
son’s success. When I talk about top salespeople, I’m referring to people who are not only great at the 
profession of selling, they are also great human beings.

The Twelve Success Factors 
1)  Great attitude 
 Top salespeople have a positive, can-do, winning attitude.  Specifically, they have enthusiasm, 
drive, competitiveness, and confidence. Top salespeople are highly motivated to succeed. They see 
selling as a competition, and they love competition. Top salespeople do whatever it takes to win—ethi-
cally—and they do not quit.   

2)  Action oriented
 Top salespeople are people of purposeful, focused, well-thought-out, massive action.  They are 
clear about what they are doing and why they are doing it.  They don’t procrastinate.  They are protec-
tive of their time and use it wisely.  

3)  Preparation
 Top salespeople are prepared for anything and they over-prepare for everything.  They never 
wing it.  They have prepared scripts, presentations, answers to objections, and proposals.  They prac-
tice, drill, and rehearse.  

4)  Businesslike and business-savvy 
 Consumers are smarter and competition has increased. Top salespeople partner with customers 
and build a compelling business case based upon what’s best for the customer.  They know their cus-
tomers’ business and problems intimately.  

5)  Ability to stand out from the crowd
 Top salespeople differentiate themselves from other salespeople.  They don’t sound or act like 
other salespeople.  They are original. A top salesperson doesn’t come across as someone trying to sell; 
he or she comes across as an interested and informed party that’s there to help. 

6)  Likeability, trustworthiness, and the ability to build relationships 
 Selling is about doing everything necessary to build solid, loyal, long-term relationships. Top sales-
people develop and nurture customer relationships and consider most of their customers to be friends. 
They have the ability to put people at ease and win others to their side, to establish a connection, and 
build rapport quickly and effectively.  They build trust and credibility.  

7)  effective communication
 Top salespeople are great communicators, knowing what to say and when to say it.  They actively 
listen and are able to hear people well and read between the lines.  They ask good questions, listen 
well to the answers, and take notes. 

8)  empathy
 Top salespeople have empathy for their customers and prospects.  They are able to put themselves 
in other people’s shoes.  Top salespeople genuinely like people and people feel their understanding 
and compassion.  

9)  Professionalism, integrity, and work ethic
 Top salespeople are complete professionals with complete integrity. They have a great work ethic.  
They are always on their best behavior because they’re aware that they never know who is watching 
them. Top salespeople are honest.  

10) Team player and leader
 Top salespeople look for ways to contribute to the team.  They share information and success 
stories that may help the other salespeople in their company.  They pull for their peers and colleagues.  
They use a big sale by another person in the office to motivate them.  

continued on page 21

By JohN ChAPIN
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Switching GI Bill Benefits
Q  I retired from the Army in December 2008. While I was out process-
ing, I was advised by the education counselor to choose Post-9/11 GI 
Bill benefits, since I might be able to transfer them to my dependents. 
My daughter graduated from high school and is attending a community  
college. I tried to transfer my education benefits to her but was told by VA 
that she did not qualify since I retired before August 2009. Had I known,  
I would have stayed active for another eight months. Is there any excep-
tion to this rule?  

A  Any member of the armed forces (active duty or Selected Reserve, officer or enlisted)
on or after Aug. 1, 2009, who is eligible for the Post-9i11 GI Bill and has at least six years 
of service and agrees to serve four additional years, or has at least 10 years of service, 
may transfer benefits to their dependents. However, transfer requests must be submitted 
and approved while on active duty. If you do not meet the criteria, you are unable to trans-
fer your benefits. As of now, there have been no exceptions. 
 However, there are several organizations that offer scholarships, such as the Military 
Child Education Coalition and Our Military Kids. 

Post-9/11 GI Bill Benefits and on-the-Job Training  
Q I will be using my Post-9/11 GI bill benefits at a community college
during the fall semester. I received a letter from VA telling me I will receive 
three-quarters housing allowance until Oct. 20, after which I will receive 
full-time housing allowance. I am confused, as my adviser stated I was 
enrolled full time. (Can you help?)

A VA calculates full time within a semester a bit differently. According to VA, if you are
enrolled full time in all classes - depending on your semester, 10 to 13 or 15 to 19 weeks 
and the classes start at the same time, you are full-time. However, if you have an eight-
week class, you will not be full-time for the entire semester. 

For example: 
Aug. 24 to Dec. 17, 2017 - nine credits 
Oct. 20 to Dec. 17, 2017 - three credits 

 By the above example, you will not be considered full time until Oct. 20. Your school 
may consider you full time for the semester, but VA requires you to be in attendance for the 
time enrolled. 

American Legion Post 27 in Arizona. askva/erie@/egion.org

VA
Questions

Answersand

Success and Failure in Selling
continued from page 20

11) Continuing education and training
Top salespeople are always getting better at selling. They read sales books, listen to sales informa-

tion at home and in their car, watch videos, and talk to other successful salespeople.  They constantly 
look for ways to improve.  

12) Company product and support
Top salespeople cannot remain at the top without reliable products and support.  They pick com-

panies and products in which they can believe 100 percent, and they continue to look for reasons their 
product is better than any other.  
 While twelve factors may seem like a lot, the keys are: having a great attitude, a sincere interest 
in helping people, and a burning desire to succeed. 

John Chapin is a motivational sales speaker and trainer. For his free newsletter, , go to: www.completeselling.com  
John has over 31 years of sales experience as a number one sales rep and is the author of the 2010 sales book of the 
year: Sales Encyclopedia - also the largest sales book on the planet (678 pages). - John Chapin - E-mail: - johnchapin@ 
completeselling.com.--508-243-7359 - johnchapin@completeselling.com -  www.completeselling.com
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I don’t think I’ve ever read anything more powerful
than this piece.

Take a knee...
By Ted Nugent

 Take a little trip to Valley Forge in January. Hold a musket ball in 
your fingers and imagine it piercing your flesh and breaking a bone 
or two. there won’t be a doctor or trainer to assist you until after the 
battle, so just wait your turn. take your cleats and socks off to get a 
real experience.
 Then, take a knee on the beach in Normandy where man after 
American man stormed the beach, even as the one in front of him was 
shot to pieces, the very sea stained with American blood. The only 
blockers most had were the dead bodies in front of them, riddled with 
bullets from enemy fire.
 Take a knee in the sweat soaked jungles of Vietnam. From Khe 
Sanh to Saigon, anywhere will do. Americans died in all those jun-
gles. There was no playbook that told them what was next, but they 
knew what flag they represented. When they came home, they were 
protested as well, and spit on for reasons only cowards know.
 Take another knee in the blood drenched sands of Fallujah in 110 
degree heat. Wear your kevlar helmet and battle dress. your number 
won’t be printed on it unless your number is up! You’ll need to stay hy-
drated but there won’t be anyone to squirt Gatorade into your mouth. 
You’re on your own.
 There are a lot of places to take a knee where Americans have 
given their lives all over the world. when you use the banner under 
which they fought as a source for your displeasure, you dishonor the 
memories of those who bled for the very freedoms you have. That’s 
what the red stripes mean. it represents the blood of those who spilled 
a sea of it defending your liberty.
 While you’re on your knee, pray for those that came before 
you, not on a manicured lawn striped and printed with numbers to  
announce every inch of ground taken, but on nameless hills and blood-
ied beaches and sweltering forests and bitter cold mountains, every 
inch marked by an American life Lost serving that flag you protest.
 No cheerleaders, no announcers, no coaches, no fans, just Amer-
ican men and women, delivering the real fight against those who 
chose to harm us, blazing a path so you would have the right to “take 
a knee.” You haven’t any inkling of what it took to get you where you 
are, but your “protest” is duly noted. Not only is it disgraceful to a 
nation of real heroes, it serves the purpose of pointing to your ingrati-
tude for those who chose to defend you under that banner that will still 
wave long after your jersey is retired.
 If you really feel the need to take a knee, come with me to church 
on Sunday and we’ll both kneel before Almighty God. We’ll thank 
Him for preserving this country for as long as He has. We’ll beg for-
giveness for our ingratitude for all He has provided us. We’ll appeal 
to Him for understanding and wisdom. We’ll pray for liberty and jus-
tice for all,
 Because He is the one who provides those things. But there will be 
no protest. There will only be gratitude for His provision and a plea for 
His continued grace and mercy on the land of the free and the home 
of the brave.

It goes like this, GoD BLeSS AMeRICA!

THE STAR SPANGLED BANNER
Oh, say can you see by the dawn’s early light
What so proudly we hailed at the twilight’s last gleaming?
Whose broad stripes and bright stars thru the perilous fight,
O’er the ramparts we watched were so gallantly streaming?
And the rocket’s red glare, the bombs bursting in air,
Gave proof through the night that our flag was still there.
Oh, say does that star-spangled banner yet wave
O’er the land of the free and the home of the brave?

On the shore, dimly seen through the mists of the deep,
Where the foe’s haughty host in dread silence reposes,
What is that which the breeze, o’er the towering steep,
As it fitfully blows, half conceals, half discloses?
Now it catches the gleam of the morning’s first beam,
In full glory reflected now shines in the stream:
‘Tis the star-spangled banner! Oh long may it wave
O’er the land of the free and the home of the brave!

And where is that band who so vauntingly swore
That the havoc of war and the battle’s confusion,
A home and a country should leave us no more!
Their blood has washed out their foul footsteps’ pollution.
No refuge could save the hireling and slave
From the terror of flight, or the gloom of the grave:
And the star-spangled banner in triumph doth wave
O’er the land of the free and the home of the brave!

Oh! thus be it ever, when freemen shall stand
Between their loved home and the war’s desolation!
Blest with victory and peace, may the heav’n rescued land
Praise the Power that hath made and preserved us a nation.
Then conquer we must, when our cause it is just,
And this be our motto: “In God is our trust.”
And the star-spangled banner in triumph shall wave
O’er the land of the free and the home of the brave!
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It’s Our  
Business  

to Protect  
Yours®

Face to face,  
eye to eye, delivering 
innovative risk 
management solutions 
for your industry.

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

19.07  Ed. 7/20  *Not licensed in all states.  © 2019 Federated Mutual Insurance Company

Scan to view a brief video about mySHIELDSM, a 
personalized online destination for risk management 
resources to help support businesses.

-  Industry-specific training and resources
-  Seamless certificate management
-  Efficient vehicle and drivers lists tools
-  And more!




