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ADVANTAGES
  Aggressive  Advance Discount (up to 25%)
  Excellent Dividend Potential
  Claims Management & Loss Control Services
  Monthly Installments for Qualifying Dealers
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 As I write this article election season is going full bore; 
my phone does not seem to stop ringing, TV ads are never 
ending, political ads permeate newsfeeds, Twitter, Face-
book, and Google!  Regardless of the outcome(s), I for one 
will be glad to see it end.  That being said, I hope you were 
able to engage with candidates for state and local office.  
Those relationships often turn out to be the ones that matter 
most! 
 As I reported last month sales of “big” Ag Equipment 
and Construction equipment continue to be steady but chal-
lenged with inventory/production challenges.  Compact 
and mid-low horsepower tractors continue to be sales lead-
ers and have also experienced inventory/production chal-
lenges.  Fortunately, OPE dealers are also reporting 2020 
sales equal or above 2019 and all are reporting parts and 
service sales steady to above expectations with the limiting 
factor for many being their ability to hire and retain quali-
fied service technicians/employees.  
 Looking to the close of the 2020 legislative session and what might lie ahead in 2021;  Co-
vid-19 related legislation will likely continue to dominate legislative bodies, their deliberations, 
and activities.  How long and to what extent it will impact our governments/country no one re-
ally knows.  That being said, one of the issues we have seen gaining traction recently has been 
Right-to-Repair(R2R).  Personally, I was surprised to see how ably R2R advocates have been able 
to keep their issue in the news/conversations at the local, state, and national level given the 
times.  I am aware that a R2R story was featured on CBS Sunday morning in October, Google 
news, and am certain the same or similar stories are making the way around the internet.  
 Not unlike most every other issue I’ve worked on in the “policy”/legislative world, the 
“spin” and public’s perception doesn’t always match the proposed legislation and/or true goals 
of the “drivers” (money) behind the R2R movement nor do they account for any negative conse-
quences should legislators intervene.  While visiting I have had several dealers equate the R2R 
movement to “back yard mechanics”/customers fixing their own equipment which has been the 
norm in our industry for an exceptionally long time. What is the big deal?  Why should I care? 
 I’d ask, if your used equipment inventory were devalued by 10%, 20%, or 50% due to the 
discovery of DEF/emissions delete devices/modifications, accelerated ware, reset/programed 
hour meters, etc., what effect would it have on your dealerships balance sheet?  How many EPA 
fines could your dealership afford?  Could you prove to regulators that your service department 
had not distributed, or installed emissions-related parts and/or control code on a customer’s 
equipment or resent sale? 
 Unfortunately, I have run out of room and will have to continue this discussion in the months 
to come.  In the meantime, please CLICK HERE to download, print and display the 
materials at your dealership(s).  

REMEMBER, “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
CRAIG HOUSEKNECHT, President
EDA & UEDA/NEDA OPE Council Member
Moffett Turf Equipment (MTE) / West Henrietta, NY
585-334-0100 • Fax: 585-334-6332
chouseknecht@mte.us.com

Jacobsen, Mahindra, Ventrac, Smithco, Turfco, Redexim, Golf 
Lift, Lely, Ryan, RedMax
SCOTT BAIR, 1st Vice President / Treasurer 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, 2nd Vice President 
Main & Pinckney Equipment Inc. / Auburn, NY
315-253-6269 • Fax: 315-253-5110
New Holland, Simplicity, Brillion, Bush Hog
john@mainandpinckney.com
NATE SHATTUCK, Immediate Past President 
2020 Devon Lane Farm Supply, Inc./
Belchertown, MA 413-323-6336 • 
Fax:413-323-5080
Yanmar, Landini, Monosem, Ferris, Simplicity, 
Stihl, Husqvarna
nates@devonlane.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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TIM WENTZ
Field Director / Legislative

Committee Chairman

https://www.equipmentdealer.org/news/article/epa-right-to-repair-enforcement-materials/
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Alone we can do so little ...
together we can
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Order Your Compensation & Benefits
Report Today!  
 EDA’s Compensation & Benefit Report, the most comprehensive industry report  
related to wages and benefits is now available! This report is completed every two 
years and is a perfect benchmarking tool for dealerships. Dealerships who contributed 
their data to the survey have already received their complimentary copy of the report. 
For those who did not participate, reports are available for purchase at both a member 
and non-member price. You can purchase online by following the link below or contact 
surveys@equipmentdealer.org for additional information.  Click here: Buy Now 

Invasive Species: New York Expands 
Spotted Lanternfly Quarantine and  
 Oregon Detects First Spotted Lanternfly 
 On October 8, 2020, a revised New York Department of Agriculture and Markets final 
rule on spotted lanternfly quarantine requirements became effective. The rule simply con-
forms the list of Pennsylvania counties, from which a certificate of inspection must accom-
pany imported goods, to the list of counties under Pennsylvania’s quarantine.  Businesses 
transporting goods from these Pennsylvania counties must possess a spotted lanternfly 
permit from the Pennsylvania Department of Agriculture (PDA) and inspect and self-certify 
their shipments.  Through a reciprocity agreement, New York has agreed this will satisfy 
New York’s requirements.  Also on October 8, 2020, the Oregon Department of 
Agriculture announced that a dead spotted lanternfly by a nursery in 
a shipment of ceramic pots and planters from Pennsylvania. Oregon has 
declined to implement control measures at this time. 

~ Article courtesy of Penn State Agricultural Law Blog for 10/20/2020

MEMBERSHIP RENEWAL
 With 2020-2021 dues renewal now due, we thrive on doing everything possible 
to ensure that your dealership information is as accurate as possible so you receive 
the most current information that is happening in our industry. Please click here and 
fill out the verification form and include everyone in your dealership who will receive 
our monthly newsletter and either email back to davec@ne-equip.com or fax back at  
315-451-3548.  To help reduce cost, please remit after receiving the first renewal 
notice.

MEETING THE EXPECTATIONS OF OUR MEMBERS
IS OUR NUMBER ONE GOAL!

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

AgDirect®. Being a good dealer isn’t
just about selling good equipment.

AgDirect® offers you a simple application, quick
response and competitive rates and terms – three
things farmers like most, too. Today, being a good
dealer means offering good financing. 

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

12474-K3_FF_GoodDealer.indd   112474-K3_FF_GoodDealer.indd   1 4/10/20   8:22 AM4/10/20   8:22 AM

Northeast
Equipment
Dealers
AssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers

https://www.equipmentdealer.org/shop/p/3
https://www.ne-equip.org/wp-content/uploads/2017/06/NEDA-Membership-Data-Verification.pdf


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

AgDirect®. Being a good dealer isn’t 
just about selling good equipment.

AgDirect® offers you a simple application, quick 
response and competitive rates and terms – three 
things farmers like most, too. Today, being a good 
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SBA Fraudulent Claims
 It has been brought to our attention recently that dealers may be 
subject to fraudulent loan claims and potential data breaches from 
SBA loan claims.
  One of our Affiliate Associations has been alerted to and is 
assisting at least one dealer on a fraudulent SBA economic injury 
disaster loan that was taken out in the business name using the 
business’s corporate information as well as a principal owner’s 
personal information. The dealer was not made aware of the 
fraudulent claim until they received a billing from SBA for repay-
ment of the sizeable loan.
  They have been working with SBA regional and state directors to uncover the source 
of the fraud, but it appears likely that there has been a data breach within the SBA. 
They have also heard of individuals information being used to secure PPP loans, which 
resulted in that person’s credit score being affected. 
  Please be aware that these scams are being perpetuated against dealers and you 
should be diligent about checking your business and personal financial activity. If you 
have been targeted by a fraudulent claim arising from an SBA loan or other government 
aid programs, please contact the association immediately so that we may help resolve 
the problem.

SBA and Treasury Announce Simpler PPP 
Forgiveness for Loans of $50,000 or Less
 The U.S. Small Business Administration, in consultation with the Treasury Depart-
ment, released a simpler loan forgiveness application for Paycheck Protection Program 
(PPP) loans of $50,000 or less. The action streamlines the PPP forgiveness process to 
provide financial and administrative relief to America’s smallest businesses while also 
ensuring sound stewardship of taxpayer dollars.
 SBA and Treasury have also eased the burden on PPP lenders, allowing lenders to 
process forgiveness applications more swiftly. 
  SBA began approving PPP forgiveness applications and remitting forgiveness pay-
ments to PPP lenders for PPP borrowers on October 2, 2020. SBA will continue to pro-
cess all PPP forgiveness applications in an expeditious manner.

 View the simpler loan forgiveness -- application  and the -- instructions 

 Click here to view the interim final rule on the simpler forgiveness process for 
loans of $50,000 or less. 

We thrive on doing everything possible to ensure that your dealership information is 
as accurate as pos-sible. To do this, we need to make sure our records match yours 
so you receive the most current informa-tion that is happening in our industry.

Click here and fill out the verification form and either email back to davec@ne-equip.com 
or fax back at 315-451-3548.

MEETING THE EXPECTATIONS OF OUR MEMBERS 
IS OUR NUMBER ONE GOAL!
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https://www.sba.gov/sites/default/files/2020-10/PPP%20Loan%20Forgiveness%20Application%20Form%203508S.pdf
https://www.sba.gov/sites/default/files/2020-10/PPP%20Loan%20Forgiveness%20Application%20Form%203508S%20Instructions.pdf
https://www.sba.gov/sites/default/files/2020-10/PPP%20-%20IFR%20--%20Additional%20Revisions%20to%20Loan%20Forgiveness%20and%20Loan%20Review%20Procedures%20Interim%20Final%20Rules.pdf
https://www.ne-equip.org/wp-content/uploads/2017/06/NEDA-Membership-Data-Verification.pdf
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 VENTURA, Calif. — After leaving the Air Force in 2012 
with a service-connected disability, Robert Barnett was look-
ing for a new career when he fell into farming by accident by 
gardening at his family’s home in Ventura, even though “it was 
years before I could grow something,” he recalled.
 About five years ago, he decided his niche would be to 
raise sheep for meat production, and while they were growing 
to graze in areas where fire abatement was needed. Because 
of the costs involved in raising livestock, he at first raised veg-
etables and then ducks, but earlier this year Barnett and two 
partners took the plunge and bought a small starter herd of St. 
Croix sheep, a heritage low-input breed that thrives on graz-
ing and doesn’t require extensive feeding, along with two rare 
heritage Mule foot hogs.
 But thanks to a Farmer Veteran Coalition grant 
funded by Farm Credit, Barnett now has desperately 

needed new equipment to manage and care for his growing 
flock of sheep and pigs. The $5,000 paid for two solar-pow-
ered portable electric fencing systems to corral the sheep in ar-
eas where they’re grazing and another system for hogs, along 
with other needed supplies for lambing and farrowing, hoof 
trimming and other miscellaneous tools.
 “This grant is a such a relief for me so we can get the es-
sential equipment to make our operations work,” Barnett said. 
“I still work part time and go to school on the GI Bill as well, so 
I’m cobbling things together.”
 Keith Hesterberg, President and CEO of Fresno Madera 
Farm Credit said helping veterans’ transition into farming is 
why Farm Credit supports the Davis-based Farmer Veteran Co-
alition.
 “Since its founding in 2008, the Farmer Veteran 

continued on page 11 

Farmer Veteran program provides new farmer with solar-powered portable fencing system

Disabled Veteran Can Manage Livestock 
Thanks to Farm Credit Grant

Happy Veterans Day to our soldiers, both past and 
present. We owe you our thanks, but more than 
that, we owe you our freedom. There’s no way to 
thank our veterans for everything they sacrifice 
for our freedom, but on Veterans Day, we have 
to try. So thank you to all our service men and 
women, both past and present!

Artwork courtesy: <a href=”https://www.vecteezy.com/free-vector/veterans-day”>Veterans Day Vectors by Vecteezy</a>
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 M&R POWER EQUIPMENT, member of NEDA from Butler and 
Hermitage, PA, is featured on pages 8-12 in 2020 fall issue of OPE 
BUSINESS MAGAZINE – www.mrpowerequipment.com and www.
opebusiness.com.  They have given M&R four pages on selling equip-
ment during these COVID-19 problems. Read the issue and see how 
M&R Power conducted their Kubota Field Days this year.   

After reading about M & R Power Equipment on pages 8-12, go to the other articles.  
OPE dealers should receive this magazine.  It is strictly for your operations.  I notice some 
excellent articles for Outdoor Power Equipment Dealerships and ideas on Landscape business. 
[Ed. Note: I believe it is free to dealers.]

 

AEBI NEW ENGLAND, LLC, member of NEDA from Alstead, 

 NH, is featured in New Hampshire Chroncle.
New Hampshire Chronicle: Our friends that requested a link to the WMUR TV broadcast pro-
gram that we were on Wednesday, October 7, 2020, please click at the end of this article. 
Aebi New England, LLC was featured as a company from Alstead, NH and owned by Doug and 
Gina Beach.  We had a great time doing this and getting our few minutes of TV fame, but it also 
shows what we do all over the North East.  Many of you are not in the broadcast area and we 
would like to extend this link to you so if you choose you can see us working in the COVID year 
of adjusting to new conditions.
 Please note that the first 3 minutes and 5 seconds is about other trail work being done.  It is 
interesting but if you wish you can jump to the better part with the Aebi tractor, Seppi flail, and 
the Spider mower.
 We hope this finds everyone healthy and ready to start a new year with a bang!  Thank you 
for all you do for us to make us what we are today.  TV took 20 years of our work and boiled it 
down to 3 minutes.  That is time compression.  Thanks to Tim Smith of  Waterville Valley Ski Area 
for hosting a location for filming this event. Best regards, Doug and Gina Beach, Aebi New 
England, LLC,  - 603-835-2600 --  Click here

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.  

Aebi New England, LLC

https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=7830974c6f&e=2b9c8997a2
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WINTER IS COMING!!!

For More Information 
Contact Matt Lulley

Tel: 631.951.9200, ext. 182
matt.lulley@pgpenergy.com

WHICH MEANS ELECTRIC/GAS RATES WILL RISE
DUE TO INCREASED DEMAND

Did you know Energy deregulation has removed 
the utilities monopoly on the supply of electricity 
and gas?

Now companies are free to shop for their electric 
and gas supply on a competitive basis, ensuring 
the best possible price.

NEDA in junction with PGP Energy will guide you 
through the process.

All we need is your natural gas and electric bill for a

FREE COST ANALYSIS
You will remain with the same utility, same energy,

same service, same bill...all at a lower cost. 

Now is the perfect time to let us shop the
market for your electric/gas supply costs!

POWERED BY SAVINGS
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WORKFORCE 
DEVELOPMENT

 Last month we started trying to answer “how” dealers might find/develop 
Ag Technicians for today and tomorrow.  Our exploration began with a 
google search and an observation quickly that equipment dealers aren’t alone in 
their technician search.  We also discovered that demographics are not trending in 
our favor!  So, what else did we learn/already know? 
 Turnover happens!  One of my peers servicing the mid-western region told me 
that technicians at his dealers stay an average 4.3 years.  After sharing that informa-
tion with one of our members he didn’t seem particularly surprised.  I was surprised 
that he’d taken that factoid home, thought about his dealership’s experiences and 
at our next meeting he shared that ¼ (one quarter) of his existing staff had left and 
returned to his dealership after working for another employer.  As we continued 
our discussion it became clear to me that his dealership viewed employees as an 
asset, they invested in training and professional development, developed “career 
pathways” within the dealership, conducted exit interviews and maintained contact 
with former employees.  Assuming that the merger and acquisition trend continues, it 
will be vital that as dealers grow, they invest even more time, money, and effort into 
building and maintaining employee relationships and more especially ensure that 
“former” technicians/employees feel comfortable returning.  Filling a slot with some-
one who’s already proven that they can do the job is far easier and the cheapest 
solution.  
 I remember the speaker at my first round of regional meetings talking about one 
of his best technicians and more especially HER ability to identify/implement “out of 
the box” repair solutions that fellow techs hadn’t considered.  In PA roughly 50% of 
Ag Teachers are women, 80% of the attendees at our electrical systems and diagno-
sis “teach the teacher” session were women.  While observing the session it quickly 
became obvious that “they” were truly excited about the opportunity to master and 
teach their students, regardless of gender, an industry driven skill/subject which 
regardless of what careers their students pursue should prove invaluable.  Helping 
them would help us!
 I suspect that one of the reasons our military has become increasingly more wel-
coming and support of women in “non-traditional” roles is demographics.  My guess 
is that they’ve found It’s far easier to fill every billet with fully qualified personnel 
when you haven’t limited yourself to 50% of the recruiting pool particularly when it’s 
getting smaller.  They built a bigger funnel! 
 Like the military I suspect it will take some time and adjustment for our dealer-
ships/industry to follow their example, but there are things we can learn from their 
experiences.  For example, recruiting personnel and materials are often seen at ro-
botics, coding, and math competitions regardless of age group – all skills we need/
will need at our dealerships.  Recruiting ads/communications focus on associated 
competencies/skills and identify clear career pathways (possibilities!) for advance-
ment.  
 I’m certain that we’ll be able to explore and identify other solutions in the months 
to come.  That said it’s important to remember two lessons we’ve explored this month; 
building and maintaining employee relationships pays returns and a bigger funnel = 
increased sales!  
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MEDICAL MARIJUANA ACT 
CAN PROVIDE BASIS FOR 
DISCRIMINATION CLAIM

 Several weeks back I distributed some information about a topic and 
characterized it as “down in the weeds a bit.”  Well, little did I know that this 
topic would be coming.

• A federal court in Philadelphia has ruled that the Pennsylvania
Medical Marijuana Act confers to a medical marijuana prescription
holder a right to sue for discrimination, based in this particular case
upon adverse action taken as a result of a positive drug test result.

• Every case is going to be completely dependent upon the facts and
all the usual principles of any discrimination case still apply.

• The Pa Medical Marijuana Act says: “no employer may discharge,
threaten, refuse to hire or otherwise discriminate or retaliate
against an employee regarding an employee’s compensation,
terms, conditions, location or privileges solely on the basis of such
employee’s status as an individual who is certified to use medical
marijuana.”

• All the court really said is that an employer is not entitled to have
a case dismissed just because the law does not go on to say that
individuals can sue for violating this language.  It is inferred to be
the case and does not need to be explicitly said.

 Here is a Harrisburg law firm’s blog entry about the case.  T here 
are some other messy issues in the case, but the gist of what makes this 
a “legal development” is just that this kind of lawsuit can be filed under 
PA law.  Click Here

~ Article courtesy of Ag Law Center, Brook Duer, Staff Attorney, 
Center for Agricultural and Shale Law, Penn State Law, 

329 Innovation Boulevard, Suite 118, University Park, PA 16802
(814) 863-3396 Working from Home – Cell 717 874-0935 - dhd5103@psu.edu

Disabled Veteran Can 
Manage
continjued from page 7

Coalition has worked tirelessly to enable American veterans to 
pursue careers in farming,” Hesterberg said. “It’s Farmer Veter-
an Fellowship Fund is a small grant program that provides direct 
assistance to veterans like Robert Barnett who are in their begin-
ning years of farming and ranching. The funds are given directly 
to third-party vendors for items the veteran has identified will 
make a crucial difference in the launch of their farm business, 
and Farm Credit is proud to be able to help individuals who 
have served in our armed forces build a new life in agriculture.”
Barnett operates the startup hog, sheep, and tree nursery opera-
tions at an existing ancient grains and beans farm known as 
Kandarian Organic Farms. Slow food chapters on the Central 
Coast and local chefs are eager to promote the farm’s meats 
once they are ready to begin selling animals. That is coming 
along as well, as his initial small flock of eight sheep has grown 
to 17 this year, with more lambs on the way. The hogs have not 
yet produced any piglets.
 And for Barnett, raising livestock is more than just a way to 
earn a living. Being with the animals also gives him personal 
comfort.
 “I’m service-disabled so I can’t go from zero to 60 in 10 
seconds. It takes me 30 seconds or a minute. So, I am really at 
peace with the livestock and working with them,” he said.  For 
more information, visit www.farmcreditalliance.com.   

~ Article courtesy of Morning AG. Clips, 
Greenwich, NY., 10-20-2020 & Farm Credit
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TRAIN YOUR TRAINER
Forklift Operator
Safety Training
& Certification Courses

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 (1) forklift safety training & 
certification course at your dealership for all staff  
personnel authorized to operate your forklift(s). i.e. 
Parts, Sales, Service staff (must be over 18 years of age 
or older)

$500.00 Plus Expenses for on-site training
Training Materials Included

Prices Subject to Change

If you would like to schedule a
cErtIfIcAtIoN/rEcErtIfIcAtIoN

(required every three years)

Kelli or Dave
at the Association, 800-932-0607. 

CALL NEDA!!!
800-932-0607 and ask for Kelli!

BUSINESS FORMS AND SUPPLIES
We can customize E-Forms to fit your needs!

1730 sept neda.indd   21 11/17/11   3:27:19 PM

https://www.natlawreview.com/article/federal-court-holds-pennsylvania-medical-marijuana-act-provides-private-right-action
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Federated Insurance Takes 
Action in Response to an 

Emerging Catastrophic Trend
 Devastating vehicle crashes have not slowed during the global pandemic; in fact, data 
suggests roads are more dangerous than ever. Unfortunately, Federated’s association mem-
ber clients are not immune to this as they have been involved in an alarming number of 
vehicle crashes in recent months. In response to this emerging catastrophic trend, Federated 
Insurance is taking additional action. 
  For the first time ever, Federated Chairman and CEO Jeff Fetters is personally addressing 
member clients about the incredible human toll of auto crashes and the unsettling rise in re-
lated claims we’ve seen in 2020 via a special  video message and letter. He urges 
business leaders to spend a few minutes discussing driving safety with their valued 
employees. Finally, he passionately emphasizes that the responsibility to preventing vehicle 
crashes is a shared one, in which both Federated and association members need to play a 
proactive role.
  Federated marketing representatives have been providing this message, along with 
supplemental talking points document to help owners and managers having a necessarily 
conversation about safe driving with their employees, to businesses since late September.

Federated cares deeply about protecting businesses, employee drivers,

Federated Mutual
Making mySHIELD Yours

Tuesday, November 10, 2020 (1 PM CT)
30 minutes | Complimentary | Advance registration required

 mySHIELD is your personalized online destination for resources to help support your busi-
ness. Learn to use this intuitive portal to enhance your company’s loss-prevention strategy and 
access tools to:

• Order, send, and manage certificates of insurance
• Manage vehicle and driver lists
• Grant employees mySHIELD access
• Report claims online
• View and pay invoices

WHO SHOULD ATTEND
• Owners/Officers
• Operations Management
• Risk Managers
• HR Professionals

WHAT YOU WILL LEARN
• How to get the most out of mySHIELD
• How to access industry-specific training and resources
• Impactful resources through vendor partners such as JJ Keller, Enquiron,  BLR and

more
• Helpful tips for navigating the portal
• Where to find help when needed

OUR MISSION

As a mutual insurance 

company, we believe our 

value is measured by the 

success of our clients.

We exist to enhance our 

clients’ success and,

in doing so, play a key role 

in helping them serve

the communities in our 

great nation.

https://players.brightcove.net/4699998563001/default_default/index.html?videoId=6191922659001
https://myfederatedinsurance.webex.com/mw3300/mywebex/default.do?nomenu=true&siteurl=myfederatedinsurance&service=6&rnd=0.35917632584852077&main_url=https%3A%2F%2Fmyfederatedinsurance.webex.com%2Fec3300%2Feventcenter%2Fevent%2FeventAction.do%3FtheAction%3Ddetail%26%26%26EMK%3D4832534b00000004c1c4f30650a27cda186b0c7853db833005e6ee34672ca7ef71d62913b6c82616%26siteurl%3Dmyfederatedinsurance%26confViewID%3D175021166891646254%26encryptTicket%3DSDJTSwAAAAQ_vybzjXiJjXTZaQPPihfZFNQXTdJvjJ9H-owqhbBIXA2%26&_cldee=ZGF2ZWNAbmUtZXF1aXAuY29t&recipientid=contact-ba6fb74a23d4e61180cf00505690fa2f-dfe60b724fa742fd929d908c4fad6e1f&esid=a388ae47-6514-eb11-811f-00505690fa2f
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COST
OF

DOING
BUSINESS

STUDY
The 2020 Cost of Doing  
Business Study presents the  
annual financial and operational 
profile of independent, retail 
equipment dealerships.
This Study is made possible through the cooperation of participating 
dealers associations and their members who provided detailed  
financial and operational information for their individual companies. 
The Study assesses financial performance and presents composite 
income statements and balance sheets in addition to averages for key 
financial performance ratios. Use it to:

	Compare your financial performance to that of all dealers
(regardless of lines or manufacturers represented);

	Use it to assist in the valuation process of your businesses for
estate planning, buy/sell agreements, mergers/consolidation
purposes;

	Use the benchmarks to establish future goals and budgets.

NEDA participated in this joint venture, with other Association 
affiliates in North America, because it is important for a trade 
association to generate this type of information for members to 
measure their own performance against industry averages. The data 
sets benchmarks you can use to establish financial plans to improve 
profitability.

COST OF DOING
BUSINESS STUDY

COST OF DOING BUSINESS STUDY fees:
• Members	who	submitted	financials		–	FREE
• Members	who	did	not	submit	financials	–$200 per survey

• Non-Members	–	$350 per survey

q	Send	a	hard	copy	booklet							q	Email	Study	Results

Firm	Name _______________________________________________

Ordered	By _______________________________ |Date	__________

Address __________________________________________________

City	|	State	|	Zip __________________________________________

Phone___________________	|	Fax ___________________________

Email ____________________________________________________  

q Bill my company
Charge the fee (plus sales tax and shipping) to my MC / VISA credit card (please print):

q	MC		q	VISA					Name	on	Card ______________________________

Card	#_____________________	CVS	Code_____	Exp.	Date ________

Cardholder	Signature _______________________________________
Please fax your completed order form to: 1-315-451-3548

or email davec@ne-equip.com

ORDER FORM

Established 1901

Northeast
Equipment
Dealers
Association

128 METROPOLITAN PARK DRIVE
LIVERPOOL, NY 13088

p. 800-932-0607   |   f. 315-451-3548
www.ne-equip.com
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Wishing EveryoneWishing Everyone
a Happy and Blessed a Happy and Blessed 

ThanksgivingThanksgiving
With this memorable and trying year 

almost over, we are extremely grateful for 
your loyalty and for allowing us

to service your business.

The Board and Staff of
Northeast Equipment Dealers Association 

wish you a very
Blessed and Happy Thanksgiving! 

Our gratitude goes out to you and your 
family as we thank you for your business 
in 2020! We appreciate your continued 

support of NEDA.

Our number one goal is
meeting the expectations of our members!

<a href=”https://www.vecteezy.com/free-vector/fall”>Fall Vectors by Vecteezy</a>

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

When you REAP the 
benefits of membership, 
your PROFITS will follow! 
Call Ralph Gaiss at 800-
932-0607 for questions and 
support. 
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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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How Sales and Selling Will Be 
Changed by 2021

 
 2020 has not been a typical year by any stretch of the imagination. So what about sell-
ing? How has selling changed and what must we do to adapt to the new environment?
 Very rarely, if ever, does a disruptor change the core principles of the sales game. Most 
issues have simply been distractions, causing us to make some small adjustments to our pro-
cess, but they haven’t changed the foundational principles of sales. 
 The events of 2020, led primarily by the pandemic, have been slightly different in that 
they have affected some important aspects of how many of us sell. For example, in most cases 
face-to-face sales calls had to be replaced by phone calls and other mediums of contact. 
This in turn caused changes in the number of contacts, messaging, use of technology, and 
the need to be more persistent. To expand on that a bit, here are some areas you should be 
working on so you’re prepared if you find yourself in lockdown again:
 
Work on your phone sales skills. 
 In-person calls are the most effective for selling, phone calls are number two so, you want 
to get great at selling over the phone. There are also other subtleties such as the fact that 
your voice loses 25% volume over the phone. Methods, messaging, and logistics have to be 
adjusted when selling by phone.  
 
Work on your communication skills. 
 As stated above, it’s more difficult to communicate over the phone. The better your com-
munication is in general, the more successful you’ll be. 
 
Persist and persevere. 
 Realize that while making face-to-face sales calls takes persistence and perseverance, 
calling on people via the phone, e-mail, and other mediums, takes more. It’s much easier to 
dismiss you when you’re not physically present. 
 
Learn technology and tweak your sales process a bit. 
 Yes, the internet, social media, e-mail, and the pandemic may require us to get more tech 
savvy and understand things we didn’t need to worry about 30 years ago.  Of course, we 
now ask someone if they prefer an e-mail, text, phone call, or other, but that said, most of the 
old tried-and-true still apply. 
 
Stay positive. 
 Part of your job is to be positive and optimistic. While prospects or clients may be nega-
tive, you don’t need to pile on, or start the negative ball rolling to begin with. 
 
All of the above said, while you’re adding to and tweaking skills needed for 
the present situation, you also want to make sure your basic sales founda-
tion is in place. Here are some ways to do that:

Focus on your activity and your numbers. 
 I tell my insurance agents that they need 5 to 8 appointments every week if they’re going 
to hit their sales goals. I know if they get in front of that number of people, and follow my 
process: qualify them properly, identify and/or create big enough problems they can solve, 
come up with compelling solutions, present, close, and do every other part of the sales pro-
cess correctly, then five to eight appointments will equal at a minimum one sale a week and 
usually more. 

Work on your overall sales skills. 
 You always want to be working on your sales skills. The stronger your sales skills, the 
more confident you will be.  

continued on page 21

BY JOHN CHAPIN
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Trump vs. Biden:  Tax-Planning 
for Election Results Has Rarely 
Been This Important 
 DEALERS ALERT for you and your CPA’S/ATTORNEY - We received this  
important advice from our attorney recently  that is of critical importance to you 
and your future financial health for you and your family. If you have questions 
or comments after your read, please call Ralph at 315-457-0314.
 As our Attorney states: “Any changes coming out of the upcoming election are 
tough to predict and will obviously be different depending on the outcome of the 
election. But with the potential magnitude of change and the election upon us, it 
is definitely NOT too early to be thinking about what might be coming and how 
it might impact you and your dealership and you goals for your family.”

 With all the social media noise and constant barrage of political advertising, it becomes easy to 
tune out conversations relating to the upcoming federal elections.  But despite all of the “bombshell” 
news stories and constant “breaking news”, it is important that dealers start thinking now about the 
potential impact of the election on their personal and business planning considerations … the conse-
quences of an election resulting in a Biden presidency and a Democratic-controlled Congress will truly 
be a breaking news story with real-life consequences to your financial picture.  
 Trying to predict what will happen can be a fool’s errand in most situations, but the contrast 
between the two choices in the election is too stark to ignore.  If a change is coming, giving some 
advance thought to what might happen is not a wasted exercise this year because making moves to 
react to a change can take some significant time and planning.
 We have no idea what would ultimately come out of the sausage-making legislative process, 
but if there is a sweeping change in the government, 2021 will likely see several proposed tax code 
changes that will include the following concepts:

• Dramatic reduction in the amount of assets that can be gifted to your family without estate tax
• Increases in capital gains tax rates to match ordinary income tax rates
• Increases in payroll taxes and ordinary income tax rates on individual compensation over 

$400,000 (this appears to be the current magic cutoff number)
• Increases in C corporation tax rates, changes in dividend tax rates, and elimination/reduction 

of S corporation income deductions
 The hard question for you will be what should I do consider these changes?  While the answer 
will not be the same for everyone, there are several potential reactions to these changes that can be 
considered as part of a strategy to minimize their impact.  As I investigate an admittedly foggy crystal 
ball, here are some of the things that I would recommend considering:

Getting Assets Out of Your Name!
 Our tax code is set up to tax the value of assets passed from one generation to another (whether 
gifted during life or at death) at an extremely high rate (40% federal tax rate).  The 
consequences of this high tax rate are limited by two particularly important concepts in our tax code.  
First, the government sets an “exemption limit”, which is an amount of assets that you can give away 
without triggering estate or gift tax.  The current cap is $11,580,000 per person (currently increasing 
each year with inflation), but as recently as 2008, was $2,000,000 and in 2017, was $5,490,000.  
Second, if you transferred assets at your death, the next generation would see the tax basis in that 
asset “stepped up” to match its fair market value at the date of your death.  What this means in its 
simplest terms is that your kids could turn around and sell that asset and not pay any income taxes on 
the sale.  This concept ONLY applies to transfers at your death and is one of the most 
significant advantages of transferring at death vs. gifting to your family while you 
are alive.
 If there is a change resulting from the election, we expect to see proposals to dramatically 
reduce the exemption amount AND to eliminate the “stepped up” basis.  The combination of the 
two create a powerful incentive for you to consider moving as many assets as possible out of
your name while the exemption amount is at this all-time high through gifts to family members or to 
irrevocable trusts to maximize the amount of assets that can be passed at your death without estate

continued on page 20

BY LANCE FORMWALT

<a href=”https://www.vecteezy.com/
free-vector/election”>

Election Vectors by Vecteezy</a>
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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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Tax-Planning for Election Results 
continued from page 18
 or gift taxes.  If the exemption amount is reduced after 2020, your gifts made in 2020 will not be af-
fected.  In other words, this year’s exemption amount is a “use it or lose it” benefit if the exemption is 
later reduced.  Dealership stock is a great asset to consider for this purpose because it is also an asset 
that will likely appreciate in value over time, resulting in more potential estate tax savings by moving it 
now.  The power of this from a tax-savings standpoint can be illustrated with this simple chart:
  Now 10 Years Later (Appreciation)
Dealership Stock Value $5,000,000 $15,000,000
Estate Tax/Potential Savings $2,000,000 $6,000,000

 While there are some potentially powerful tax incentives, there are a couple of other important 
factors that might also make this type of change attractive:

• Voting vs. Non-Voting Stock:  If you are ready to transfer assets, but you are not yet 
ready to transfer control, you should consider creating voting and non-voting stock classes so 
that you can effectively split dealership decision-making from the asset value.

• Manufacturer Approval:  Most ownership transfers will require manufacturer approval.  
The benefit of making a transfer now is that it is much easier to gain manufacturer approval 
of a current transfer to the next generation than to ask a manufacturer to approve a transfer 
that may not occur until your death. 

 Adjustments to Exit Strategy?
 A second important change that will cause many dealers to re-think their business plans is the po-
tential increase in the capital gains tax rate to match the ordinary income tax rate.  In many dealership 
transactions, the primary tax paid is capital gains tax.  As a result, if there is a change in rate, many 
dealers will be looking at paying twice as many taxes on sale proceeds.  If this situation occurs and 
you are planning for an exit from the business in the relatively near term, this change may have two 
important consequences as we look at the dealership merger and acquisition market in 2021:

• Accelerating Sales:  Selling dealers may be more interested in moving up timelines to sell 
the dealership to avoid the increased tax rate, especially since any tax rate will have a pretty 
good chance of remaining in place for at least four years.  In addition, for dealers that sell 
during a higher tax rate climate, deferring receipt of a portion of the purchase price (and the 
related taxes) may also become a more attractive option for a seller even though it also comes 
with some obvious risks.

• Merger Flexibility:  Mergers may become a more attractive option for dealers looking for 
an exit strategy.  These structures can be used to structure a partial buy-out of some owners 
wanting out now (incurring taxes at capital gains tax rates) while allowing other owners to 
retain the flexibility to retain ownership in a dealership business for a longer term.  Another 
benefit of a merger is that if there are manufacturer approval issues that limit a dealer’s long-
term options, a merger in which that dealer becomes a minority owner in a larger organiza-
tion may allow a dealer the opportunity to remain in the business longer and defer a complete 
exit from the business (and the related tax consequences) until the timing is better.  

Compensation/Corporate Structure Issues
 Other likely changes in our tax code that could come with a change in administration involve 
increases in taxes on your individual income as well changes in the tax rates for S corporation owners 
and C corporations.  These proposals could have significant consequences, but I view them as different 
because they have an impact on continuing operations (vs. single event business or asset transitions).  
As a result, I would caution dealers to not make too many decisions in anticipation of changes in this 
area simply because they could still go in a lot of different directions and I think it would be best to 
maintain flexibility to react when there is more certainty.
 With that said, I do think there are a couple of important considerations for dealers that tie into 
potential tax rate changes for ongoing business operations and may result in near-term changes in 
strategy:

• Income-Shifting:  If you decide to implement a strategy of gifting dealership ownership 
to the next generation, one impact is that you may also want to structure the transaction so 
that ongoing income from the ownership interests flows through to the next generation.  This 
decision should not be taken lightly since it also needs to consider your family’s perspective 

continued on page 22

A second important 

change that will cause 

many dealers to re-think 

their business plans is 

the potential increase in 

the capital gains tax rate 

to match the ordinary 

income tax rate.
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Are You Throwing 
Away Money 

Unnecessarily on 
Your Health Care? 

We can stop your 
dealership from 
wasting money! 

Current NEDA members are already 
saving BIG dollars with the Associations Health Program!

"'
Northeast 
Equipment 
Dealers 

,_,,,,. Association 

NEDA 
BENEFITS PROGRAM 

HEALTHCARE & BENEFITS 

"'
Northeast 
Equipment 
Dealers 

,__ Association 

REDUCE YOUR COST! 
IMPROVE YOUR BENEFITS! 

CARE CENTER -
1-866-676-2871 

Ii Finding doctors, specialists, hospitals 

� 
Easing eldercare concerns, including concerns 

and other providers. about Medicare and related issues. 

Scheduling appointments for Answering questions about test results, 
treatments and tests. .�, treatments, prescriptions and more. 

Coordinating second opinions Working with insurance companies to get 
and care. approvals and clarify coverage. 

,., ... Resolving issues with claims, medical i Helping transfer medical records, Including = 
=-. bills and benefit coordination. lab results, X-rays and more. -

CALL TODAY! 
(866) 676-2871

Ask for Carl Swanson

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 19 for additional information.

Sales Will Be 
Changed by 2021 
continued from page 16 

Remember that you’re still needed and 
you’re still the expert. 
 People thought the internet would make 
salespeople obsolete. Regarding the pan-
demic, many people have questions and 
need help from experts. You are still the ex-
pert and experts will always be needed. In in-
surance, people don’t know half the terms on 
their policy and they aren’t looking to learn. 
 If I were going to design the perfect sales-
person who is ready for anything, I’d start 
with someone with people skills who truly 
cares about other people, who is hungry, 
who persists and perseveres, with a blue-
collar mentality, a thick skin, who isn’t afraid 
to show up early, leave late, and pound the 
pavement making more calls than anyone 
else. Combine that with someone who stud-
ies their craft and knows their product, prac-
tices, drills, and rehearses their presentation, 
answers to objections, closes, and anything 
and everything they’re likely to run into dur-
ing the day.

John Chapin is a motivational sales speaker, coach, 
and trainer. For his free eBook: 30 Ideas to Double 
Sales and monthly article,  go to: www.completesell-
ing.com  John has over 33 years of sales experience 
as a number one sales rep and is the author of the 
2010 sales book of the year: Sales Encyclopedia  
x(Axiom Book Awards). - 508-243-7359 - johnchap-
in@completeselling.com - www.completeselling.com
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continued from page 20

relating to the amount of wealth the next generation should 
receive immediately, but from a pure tax standpoint, a shift 
of ongoing income from one generation to the next will like-
ly result in a lower tax rate.  This could result either because 
of the splitting of income into multiple family “buckets” or 
simply because the next generation has lower income  
levels overall.

• Deferred Expenses:  Your dealership expenses are usu-
ally deductible.  Those deductions are valuable because
they can reduce taxable income.  As a result, the value of
those deductions will change as the tax rate changes.  This
dynamic should make you think about the timing of large
expenses that you may be contemplating for your dealer-
ship.  Depending on the situation, it may make sense to
defer significant business expenses until you have a better
idea of potential tax rate changes so that you can maxi-
mize the related tax benefit.

Timing
 Another challenging issue with potential tax changes is that it 
can also be difficult to determine when action must be taken to avoid 
changes. There is no guarantee that changes enacted in 2021 will 

only apply to actions taken after 2021 or even after the date the 
legislation is adopted in 2021.  Our best guess is that income tax 
changes passed in 2021 will apply to the entire 2021 tax year 
while changes to the estate and gift tax are more likely to apply only 
after the date the legislation passes.  However, this is only a guess 
and the safe approach from an estate and gift tax standpoint would 
be to make moves in the near term (prior to 12/31/20) if you have 
concerns about the overall estate and gift tax exemption levels.   
 Any changes coming out of the upcoming election are tough to 
predict and will obviously be different depending on the outcome 
of the election.  But with the potential magnitude of change and the 
election upon us, it is not too early to be thinking about what might 
be coming and how it might impact your dealership and your goals 
for your family.  

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 asso-
ciations 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.  Please note that any estimates of tax consequences 
are based on the current tax code and could change based on future 
changes in the law or regulations. 

Tax-Planning for Election Results 
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Committed to Building The Best Business Environment for Northeast Equipment Dealers

Our purpose is to improve and perpetuate the agricultural, construction and rural lifestyle dealer business. We are 
about helping our member dealers improving their gross margins and to sell, service and supply replacement parts 
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To benefit from the power of getting your 
information into the hands of Northeast premium 
equipment dealers, advertise in both the NEDA 
Weekly E-Bytes and/or our monthly newsletter.

ortheast
quipment
ealers
ssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers

E-Bytes Northeast 
DealerNEDA Weekly E-Bytes is 

electronically sent 52 times per 
year to dealerships throughout 
CT, MA, ME, NH, NJ, NY, PA, 
RI & VT - reaching equipment 
dealer principals and their key 
employees.

Advertising in NEDA Weekly 
E-Bytes is simple and effective. 
Contract schedules can range 
from one month to annually. 
A hyperlink will be positioned 
on your ad enabling dealers to 
click straight through to your 
Web site.

The Northeast Dealer, the 
Northeast Equipment Dealer
Association’s monthly 
newsletter, is designed 
primarily as a source
of information for its dealer 
members and others involved 
in the farm, construction and 
outdoor power equipment 
industry. It is distributed 
electronically via e-mail to 
more than 850 members,
dealers and their 
management personnel.

To get started, please contact
Dave Close ... P: 800-932-0607 • F: 315-451-3548 • E: davec@ne-equip.com

or Art Smith, editor ... P: 717-258-8476 • E: arts@pa.net
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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.




