
www
ne-equip.com

IN THIS ISSUE:
3  Observations from the Field
4 Cost of Doing Business Results
4 New Member
6 DOL Modifies H2A Minimum Wage
 Calculation
6 Federated Appoints New CEO 
 and COO
6 How Much Money Can Section 179
 Save Contractors
8 DEALER PROFILE: 
 White’s Farm Supply
10 Workforce Development
12 Precision Ag Market Is Growing
14 Ag Stories You May Have Missed
18 Recent Developments and
 Guidelines for PPP Loans
20 Considerations for Employers
 When It Comes to Vaccine Programs
21 Nondeductibility of PPP-Funded
 Expenses

ADVERTISERS:
2  Haylor, Freyer & Coon
5 AgDirect / Farm Credit System
7 Custer Products 
9 PGP Energy
15  HBK CPAs & Consultants
17 Lancaster Farming
19  Specialty Equipment Ins. Services
21 OPOC.US CARE CENTER
24  Federated Insurance

The Newsletter of NORTHEAST EQUIPMENT DEALERS ASSOCIATION, INC.

DECEMBER 2020 • Vol. 22, No. 260Northeast

DEALER

May be eligible for U.S. Department of Agriculture (USDA) 
Farm Service Agency (FSA) emergency loans NOVEMBER 19, 2020 

WASHINGTON — Agriculture Secretary Sonny  
Perdue designated nine Vermont counties as pri-
mary natural disaster areas. Producers in Addi-
son, Bennington, Caledonia, Chittenden, Essex, 
Orange, Washington, Windham and Windsor 
counties who suffered losses caused a drought 
that has occurred since June 1, 2020, may be  
eligible for U.S. Department of Agriculture (USDA) 
Farm Service Agency (FSA) emergency loans.
 This natural disaster designation allows FSA 
to extend much-needed emergency credit to pro-
ducers recovering from natural disasters. Emer-
gency loans can be used to meet various recov-
ery needs including the replacement of essential 
items such as equipment or livestock, reorganiza-
tion of a farming operation or the refinance of 
certain debts.
 Producers in the contiguous counties 
listed below are also eligible to apply 
for emergency loans:

• Vermont: Franklin, Grand Isle,
Lamoille, Orleans, and Rutland

• Massachusetts: Berkshire and
Franklin

• New Hampshire: Cheshire, Coos, Grafton, and Sullivan
• New York: Clinton, Essex, Rensselaer, and Washington
The deadline to apply for these emergency loans is July 12, 2021.
FSA will review the loans based on the extent of losses, security available and repay-

ment ability.
Farmers may contact their local USDA service center for further information on eligi-

bility requirements and application procedures for these and other programs. 
Additional information is also available HERE.  

~ Article courtesy of USDA FSA

9 Vermont Counties and 3 States 
Designated Primary Natural  

Disaster Areas

https://www.morningagclips.com/9-vt-counties-designated-primary-natural-disaster-areas/


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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Workers’Comp 
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 First off, I want to wish everyone a happy and joyous 
Holiday Season!  
 Last winter, I don’t think any of us could have predicted 
that 2020 would bring so many challenges to the nation 
and our economy!  Sharing time with friends and family is 
always a special bonus this time of year.  Although we may 
have to adapt and be innovative and flexible this year, I 
want to encourage everyone to make an extra special effort 
to ensure that this year’s opportunities do not become one 
of those “blessings” so easily dismissed in the midst of all 
the distractions that 2020 has brought.  Please take the time 
to be more deliberate about your plans and do the extra 
work necessary to ensure that you can truly enjoy family and 
friends and rejoice in the spirit of the season.  
 It is looking like at least the first two quarters of 2021 
will be at least as demanding as the last half of 2020 for 
NEDA.  Hopefully, we’ll be back in the “regular” groove 
(whatever that may turn out to be) by the third quarter.  More especially, I hope our association 
members will continue to be as profitable as they were in 2020.  As I see it, the key to our mem-
bers success lies in their ability to manage inventories and their manufacturer’s ability to manage 
supply chain challenges and other unanticipated variables 2021 may bring.   Based on recent 
reports, farmer sentiment and commodity prices are on the rise – there’s a distinct possibility that 
2021 could be a pretty good year!
 The themes for NEDA’s scope of work in 2021 will primarily be workforce devel-
opment and the continued expansion of our Agricultural Technician Apprentice 
and pre-apprenticeship programs. We will also be continuing our work to amend state 
equipment dealer laws, manage manufacturer relations and the fight against “Right-to-Repair” 
legislation in PA, ME, NY, NH, VT, MA, and NJ.   MA and NY are of particular concern, with 
MA having just passed a general election ballot initiative focused on telematics for automobiles 
and heavy trucks.  In NY, NYFB’s policy statement of support is worrisome.  COVID-19 laid 
waste to most states’ legislative sessions in 2020.  Abbreviated legislative sessions, COVID-19, 
and related budget “difficulties” will likely continue to challenge legislatures and absorb the 
majority of legislators’ time and attention in 2021.  While that may benefit our fight against R2R 
legislation, the same can’t be said for any other legislative priorities.   
 As 2020 draws to a close, please remember to take time and assess your dealership’s 
plans.  Historically, dealers who have invested in planning and committed themselves to the 
necessary work of monitoring processes and programs outperform their peers.  They understand 
that in order to truly be successful, they must focus on distinguishing their dealership(s) as a place 
where customers can find value added to every transaction/interaction.  Planning enables their 
dealership(s) to establish a culture of excellence.  Taking a dealership to “the next level” is not 
easy; it requires a culture of excellence and does not happen without a plan and a continuous 
focus and commitment to staff education, personal development, and professionalism.  Experi-
ence has repeatedly proven that investments in staff education and development continue to pay 
dividends well beyond their expected return.  
 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

NEDA Board of Directors
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Alone we can do so little ...
together we can

accomplish great things!
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Cost of Doing Business – 
The Results Are IN!    
 The 2020 Northeast Equipment Dealers  
Association Cost of Doing Business Survey (CODB) 
has been compiled. Thanks to the many members 
who participated in our survey this year, the report 
continues to take on new significance in assisting 
dealers to:

• Compare their financial performance to that of
all dealers (regardless of lines or manufacturers represented).

• Assist in the valuation process of their businesses for estate
planning, buy/sell agreements; sales, mergers/consolidation
purposes.

• Utilize benchmarks in the survey so that dealership goals and
budgets can be established for future years.

To order your copy of the 2020 Cost of Doing Business click here!

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

NEW MEMBER
NEW DEALER MEMBER

TRACK INC .
Newport, VT 05855 •  Orleans County
Principal:  Mike Desmarais
www.trackinc.com
802-334-7779  •  F: 802-334-5784
Lines:  Tucker Sno Cat, Favero Sno Rabbit, CM Dupont, AEBI, Mogel Master, Seppi, Mericrusher 

Please Join Us In Welcoming Our New Member To NEDA.

https://www.ne-equip.org/wp-content/uploads/2020/10/2020-CODB-Order-Form.pdf


Warmestwishes 
for a joyful  season and 

successful  New Year!

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

Happy holidays from your friends at  AgDirect.
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Department of Labor Modifies H2A 
Minimum Wage Calculation
 On November 5, 2020, the U.S. Department of Labor’s (DOL) Employment and Train-
ing Administration published in the Federal Register a final rule titled “Adverse Effect Wage 
Rate Methodology for the Temporary Employment of H-2A Nonimmigrants in Non-Range 
Occupations in the United States” (85 FR 70445), which changes the calculation method of 
the Adverse Effect Wage Rate (AEWR), or the minimum wage for agricultural guest workers.  
Under the final rule, DOL will base the AEWR for field and livestock workers on the 2019 
Farm Labor Survey (FLS) “average annual gross hourly wage rate” for those workers until 
the end of 2022.  Starting in 2023, DOL will use any percentage change in the Bureau of 
Labor Statistics (BLS) wage and salary Employment Cost Index (ECI) for the previous twelve 
months to modify AEWRS for these workers.  DOL has published an “Implementation FAQ” 
document to supplement the final rule, which is effective December 21, 2020. 

~ Article courtesy of the Penn State Ag Law Center: 
Department of Labor Modifies H2A Minimum Wage Calculation

Brook Duer, Staff Attorney, 329 Innovation Boulevard, Suite 118, University Park, PA 16802--(814) 
863-3396 | WFH – Cell 717 874-0935--dhd5103@psu.edu

Federated Insurance Appoints 
New CEO and COO
 In a significant step forward in planned efforts to develop and install the next genera-
tion of strong executive leadership at Federated Insurance, Chairman and CEO Jeff Fetters 
has announced that Michael G. Kerr has been appointed the organization’s President and 
Chief Executive Officer, and Nicholas R. Lower its Executive Vice President, Chief Operating 
Officer. These leadership changes will be effective January 1, 2021, at which time Fetters 
will voluntarily relinquish his role as CEO while retaining his duties and responsibilities as 
Chairman of the Federated Mutual Insurance Companies.

OPEI’s Battery Electric Products Committee 
Continues Recycling Engagement
 The Battery Electric Products Committee met recently to further discuss solutions for 
ground transportation of high energy Li-ion batteries (greater than 300-watt hours) as it 
relates to reverse logistics and recycling. The group reviewed a new Call2Recycle proposal 
that could satisfy regulation hurdles and provide dedicated training for proper shipping 
requirements. This industry proposal provides near-term relief, but the industry will continue 
to focus on long-term solutions that will provide greater ease for end-user recycling. More 
information on this topic and proposal will be published in an upcoming Industry Guidance 
Document. Also addressed were pending rule changes from regulatory authorities and on-
going activities with OPEI’s participation in the U.S. Department of Transportation Lithium 
Battery Air Safety Advisory Committee. 

~ Article courtesy of  www.opei.org/coronavirus/
Jennifer O’Boyle, Outdoor Power Equipment Institute, 703-678-2991, joboyle@opei.org

How Much Money Can Section 179 Save 
Contractors On 2020 Equipment Purchases?
 Contractors will once again be able to write off the entire purchase price of new and used 
construction equipment bought and put in service in 2020. Read more

~ Article courtesy of Equipment World

https://www.equipmentworld.com/how-much-money-can-section-179-save-contractors-on-2020-equipment-purchases/?utm_source=daily&utm_medium=email&utm_content=10-28-2020&utm_campaign=Equipment%20World&ust_id=c557ba7803a4f3fdd52ba2ee8f274903e54d8353&oly_enc_id=4680I8292756A9Y
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Artwork courtesy: <a href=”https://www.vecteezy.com/free-vector/veterans-day”>Veterans Day Vectors by Vecteezy</a>

 

 

 

  
WL54AW  

The WL54AW LED light features a 3 wire hook-up. 
You can run the strobe light and the flood light independently. 
The amber strobe is a quad flash and the flood light is a steady bright light. 

REGULAR PRICE   $13.82 
NEDA DEALER   $13.13 
SUGGESTED RETAIL $35.00 

This new work light is LED Flood and a Strobe light. 

27-watt White LED Flood light in one row 

27-watt Amber Strobe light in one row 

54 total watts – 5400 Lumens 

12-24 volt operation 

IP68 Waterproof rating 

Die Cast aluminum housing 

 

 

Northeast Equipment 
Dealers Association  

Serving Farm, Industrial & Outdoor Power 
Equipment Dealers Since 1901 

 

LED flood work light  
& amber strobe 
combination. 

Order Form     Item #  Qty.     Cost Each         Total       
Dealership Name: __________________________   WWLL5544AAWW  _______     $$1133..1133         _______ 
Shipping Address: __________________________  
City, State, and Zip: _________________________          SUB TOTAL  _______ 
 
 Terms:   NET 30 DAYS TO APPROVED MEMBERS     (If not for resale)      TAX    _______ 
 Freight: PREPAID WITH CASE QUANTITY                         SHIPPING   _______ 
           TOTAL  _______ 

Payment Method (Prepayment is required) 

Check Enclosed (Payable to NEDA) __________ 

Credit Card (VISA or MC) Acct # ________________________________________Exp. Date: ___________ 
    (Circle One)   
Cardholder Name:  ________________________________ Signature:  _______________________________ 

128 Metropolitan Park Drive, Liverpool, New York 13088 • PO Box 3470, Syracuse, New York 13220 

800-932-0607 / 315-457-0314      Fax: 315-451-3548             Website: www.ne-equip.com 

OOFFFFEERR  EExxppiirreess  DDeecceemmbbeerr  3311,,  22002200 
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For the Love of  Agriculture 
 KristiAnn Frank’s love of agriculture started at age 6. That is when her older 
brother began raising pigs as part of his involvement in Future Farmers of America. 
For her, it was a seminal moment. She loved taking care of pigs that they raised in the 
field behind their home in Vernon Center, N.Y. “It was hard work, but I really didn’t 
see it that way,” she says. Later, she continued what her brother started, by raising 
pigs through high school during her own involvement with FFA.
 Now, KristiAnn is on the path toward sharing her love of agriculture with future 
generations. She is a senior at SUNY-Cobleskill, in Cobleskill, NY, completing her 
degree in Agricultural Business in just three years. To help her with that goal, she 
has received a scholarship from the Equipment Dealers Foundation, which is also 
matched by White’s Farm Supply, where KristiAnn has worked over the past 
several years. “I’m very honored to receive this scholarship,” she says. “I love that it 
helps young leaders and agriculturists keep moving the industry forward.”
 She says that her work at White’s Farm Supply during summers and school 
breaks has allowed her to see how a local agricultural business is able to support 
and assist customers, while fostering those relationships long term—and remaining 
profitable. She helped in accounts payable and receivable and says she will most 
likely work in the parts department during her next break, giving her an ever-broad-
ening view of the business.
 KristiAnn also likes that White’s is family run. “It’s really cool that it’s a family-
owned business and that the current owners are carrying on the tradition,” she says. 
“It shows how home-pride agriculture can shine through and provide service to sur-
rounding communities.”

Teaching the Next Generation
 To obtain her Bachelor of Technology degree next spring, KristiAnn must complete 
an internship. She is currently a teaching intern in the ag department of Cobleskill-
Richmondville High School. The COVID-19 pandemic has, of course, changed how 
education is being delivered this fall, so she is teaching virtually right now. But she 
says she is still enjoying the challenge.
 The makeup of her class proves that agriculture has a broad and diverse base of 
young people who are interested in this life. Her students range from ninth and 10th 
graders, including some with special needs, to some juniors and seniors who are 
working on gaining college credit for their work. Being remote, coupled with a wide 
range of students, makes for a challenging environment, but one that KristiAnn is up 
for: “I’ve learned that you have to plan early and know that things won’t always go 
as planned.”
 As for the future, KristiAnn’s goal is to have her own classroom in a high-school 
ag department. Because she would like to stay in New York, she will need a master’s 
degree to teach. Her next step, then, is to pursue her grad degree with an emphasis 
on agricultural education and leadership. The bottom line is that KristiAnn saw the 
passion her family had for the agricultural way of life, and she wants to continue that 
legacy. “Agriculture allows you to appreciate what you’ve given and to work hard 
every day,” she says.
 Editorial’s note:  Thank you to White’s Farm Equipment for excellent lead-
ership in agriculture and assisting the youth to learn about our industry.  We need 
more youth in agriculture and working with equipment dealers in all areas of a 
deal-ership.  Learn more about EDF scholarships here.  

~ Article courtesy of EDA Foundation

Scholarships from 
EDF are $1,000 and 
are matched by the 
sponsoring dealership 
for a total of $2,000. 
These funds can 
be used for any 
educational program; 
associate, bachelor’s 
and post-graduate 
degrees in any field as 
well as technical training 
in the ag equipment 
industry.

F arm equipment manufacturers and their dealers support their customers by working to maximize 
productivity and reduce downtime for machinery.

That is why farm equipment manufacturers and dealers are making a commitment to make available a 
comprehensive toolkit of maintenance, diagnostic and repair information for tractors and combines by 2021.

While much of this information is already available, manufacturers and dealers are going the extra step 
to provide end users with commonsense solutions to perform basic maintenance and repairs,
or determine when to involve a dealer in more complex repairs.

By model year 2021, manufacturers and dealers will make available:
n Manuals (Operator, Parts, Service)

n Product Guides

n Product Service Demonstrations, Training,
Seminars, or Clinics

n Fleet Management Information

n On-Board Diagnostics via in-cab display 
or telematics interface

n Electronic Diagnostic Service Tools,
and training on how to use them

n Other publications with 
information on service,
parts, operation,
and safety

MANUFACTURERS AND DEALERS
SUPPORT COMMONSENSE REPAIR SOLUTIONS

LEARN MORE. VISIT WWW.R2RSOLUTIONS.ORG

RIGHT TO REPAIR ≠ RIGHT TO MODIFY
This commitment ensures that farmers and ranchers 
have the tools they need — and have asked for — 
to perform basic service, maintenance and repairs. 
Overly-broad “Right to Repair” legislation is not only 
unnecessary — it would risk the safety, durability 
and environmental sustainability of equipment.

To encourage innovation and ensure regulatory com-
pliance, manufacturers and dealers will not allow for:

n Resetting immobilizer systems or other 
security-related electronic modules; 

n Reprogramming electronic control units 
or engine control units; 

n Changing equipment or engine settings 
that affect emissions or safety compliance; 

n Downloading or accessing the source code 
of any proprietary embedded software or code

https://www.equipmentdealer.org/our-foundation/
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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 Techni-
cians for today and tomorrow.  We talked about two takeaways: building and maintain-
ing employee relationships and building a bigger recruiting funnel.  This month, I’d like 
to focus more on the association’s recent work to support, expand, and 
enhance the association’s Ag Technician Apprenticeship and Pre-Appren-
ticeship programs.     
 COVID-19 definitely added some unanticipated challenges, forcing us to be more flex-
ible and creative.  Our first casualty was the cancelation of two planned “teach the teach-
er” sessions focused on electrical and hydraulics systems and diagnostics we planned in 
partnership with the Ag Teacher’s professional development office at Penn State.  Fortu-
nately, Pennsylvania’s Ag teachers are a resilient bunch and with many schools going to 
a virtual learning format they were excited to have access to the online hydraulics training 
and the associated lesson plans developed by Engineering Adventures under contract by 
NEDA!  In addition to connecting with the state’s existing Ag teachers, we were happy to 
hear that Penn State had incorporated the hydraulics curriculum into class work for up-and-
coming Ag teachers.  
 This fall, we drafted and executed a memorandum of understanding 
related to our Ag technician pre-apprenticeship program with Octorara 
High School and have enrolled two pre-apprentices who had graduated 
early at one of our member dealers.  NEDA’s pre-apprenticeship program is an 
excellent opportunity for dealerships to engage high school students 16 years old and 
over, bring them into the shop, and allow them to get their “hands dirty” while at the same 
time letting students begin to understand how exciting and challenging it can be to be an 
equipment technician in one of our shops!
 Much of my time this summer and fall was spent focused on the related training sup-
port for our apprenticeship and pre-apprenticeship programs.  As post-secondary colleges 
and technical schools continue to price themselves out of the marketplace, students and 
parents are increasingly looking for alternate career pathways.  Fortunately, apprentice-
ship is one of those pathways and, if done correctly, can be one of the most cost effective.  
With that in mind, we cross-walked our competency list to existing manufacturer training, 
and/or identified cost effective supplemental education and training resources.  As a 
result of that work, apprentices at CNH dealerships can complete the Ag 
Technician apprenticeship with a minimum of related training and educa-
tion expense.  Ultimately, we would like to duplicate that process with all the manu-
facturers and would like your help engaging the manufacturers that you represent and 
encouraging them to participate in the program expansion and development. 
 November 8-14, 2020 was Apprenticeship Week.  I am happy to  
report that in response to a US Department of Labor request the PA Secretary of Agri-
culture Mr. Russel Redding, one of our Ag technician apprentices - Ethan Leib, a dairy 
production apprentice, a vegetable production apprentice, a representative from the PA 
Sustainable Ag Association, and I participated in a Facebook live session highlighting 
apprenticeships and career opportunities in agriculture.  It was a very productive session, 
allowing our program to gain exposure we would not have been able to secure.  I want to 
thank Ethan for a job well done and Messicks for making Ethan available.  
 No doubt we have much more to do in 2021 but given the challenges that Covid-19 
brought us, I think it’s fair to say that NEDA made significant progress building out our 
workforce development programs in 2020.  
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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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Precision Ag
Market Is Growing

Farmers in developed and developing countries are 
adopting precision agriculture strategies.

The precision agriculture market is expected to reach $11,106.7 million by 2025, rising 
at a compound annual growth rate 
of 13.97% from 2019 to 2025, ac-
cording to a report by Research and 
Markets.
 The market growth is largely at-
tributed to adopting site-specific farm-
ing solutions.
 Precision agriculture is an ad-
vanced technological change, adapt-
ed to improve crop yield and reduce 
labor shortages to meet the global 
food demand. The advanced technol-
ogy and techniques enable farmers to optimize the usage of resources, such as fertilizers, 
seeds, water, and pesticides. The agriculture industry has been witnessing a revolutionary 
phase owing to the introduction of digital technologies in farming in the past decade.
 The integration of software and hardware has led to the generation of a huge amount of 
data that can be analyzed using different tools. Also, the widespread adoption of drones and 
robots in the agriculture industry led to improving the different farming applications. As the 
advancement in the practice of precision agriculture drives the usage of advanced solutions, 
several challenges associated with the practice restricts its adoption.
 The trend of precision agriculture practices is not only prevalent in developed countries 
but also in developing countries. In countries such as China and India, large deployments of 
smartphones and the internet of things systems have led to the rapid adoption of precision 
agriculture solutions. Some of the popular uses of precision agriculture include robotics, pre-
dictive analytics, unmanned aerial vehicle, and autonomous robots.
 The competitive landscape for the precision agriculture market demonstrates an inclina-
tion toward companies adopting strategies, such as product launch and development and 
partnerships, collaborations, and joint ventures. The major established players in the market 
are focusing on product launches and developments to introduce new technologies or devel-
oping further on the existing product portfolio.
 For instance, in September 2019, Corteva Agriscience and Pro Farm technologies an-
nounced a commercial agreement to develop a tool for farmers to stimulate plant growth and 
to improve plant health. Similarly, in April 2019, Trimble announced the launch of Farmer 
Core which is a Trimble Ag software subscription that connects all farm operations.  

See related article on page 16.
~ Article courtesy of 11-16-2020

FMCSA Hours of Service Rules For Truck Drivers – New Fact Sheets 

HOURS OF SERVICE FINAL RULE 
 On June 1, 2020, the Federal Motor Carrier Safety Administration (FMCSA) published the 
Hours of Service final rule that revises the HOS regulations in 49 CFR Part 395, which 
prescribe driving limits for commercial motor vehicle (CMV) drivers. The rule includes four 
changes designed to offer drivers greater flexibility, while maintaining the highest safety 
standards on our Nation’s roads and was developed based on extensive public and indus-try 
input. Check on Short-Haul Exceptions and Electronic Logging Devices/Logbooks fact 
sheets.  Click:  https://www.fmcsa.dot.gov/regulations/hours-of-service - and https://
www. fmcsa.dot.gov/regulations/title49/part/395 or https://www.fmcsa.dot.gov/
regulations and https://csa.fmcsa.dot.gov/Documents/All_HOS_Fact_Sheets_508.pdf

WARNING
ILLEGAL

TAMPERING ...
understand the
consequences

Our coalition is unified 

in opposition to bills 

which would allow for 

unfettered access to the 

software that governs 

safety, security and, 

in the case of engine-

powered products, 

emissions technology 

on many products 

manufactured and sold 

by coalition members. 

Current proposed 

legislation serves special 

interests and does not 

meet the needs of the 

public. Furthermore, if 

enacted, such legislation 

could pose serious 

safety, security, and 

environmental risks. 

Read more

https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=8d5d6307fd&e=2b9c8997a2
https://www.fmcsa.dot.gov/regulations/title49/part/395
https://www.fmcsa.dot.gov/regulations/title49/part/395
https://www.fmcsa.dot.gov/regulations
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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



14 | Northeast Dealer
DECEMBER 2020

Wishing EveryoneWishing Everyone
a Merry Christmasa Merry Christmas

and a Happy New Year!and a Happy New Year!
Christmas brings
family and friends
together; it gives
us the chance to
appreciate the
love in our 
lives which 
we often 
take for 
granted. 
May the 
true 
meaning of 
this season 
fill your heart 
and home with 
many blessings.
from

The Staff, Board of Directors and 

Officers of  Northeast Equipment Dealers 

Association

Ag Stories You Might 
Have Missed
USDA slashed 2020 yield forecasts for corn 
and soybeans more than any trade estimates 
had anticipated in the November 2020 WASDE 
report release. The smaller U.S. crops are part 
of a larger global trend of reduced crop out-
put in 2020 as ending stock estimates for corn, 
soybeans, and wheat shrunk across the world.  

– Farm Futures

Fifth generation farmer Paul Knowlton installed 
18,000 solar panels to provide a steady  
income and renewable electricity. The panels 
on his Massachusetts property provide enough 
electricity for 1,200 homes. He is expanding 
his solar production, while also growing crops 
on the land, something called “dual-use solar.” 
The panels will be mounted at least eight feet 
off the ground, allowing plants to grow beneath 
them. 

– WBUR

Overall farm tractor unit sales continued their 
growth across North America in October 2020,  
according to the latest data from the Associa-
tion of Equipment Manufacturers. 

– Farm Futures

China is expecting a record harvest this year, 
according to Minister of Agriculture and Rural 
Affairs Han Changfu. – Xinhuanet

Montana voters legalized recreational mari-
juana, but it’s not expected to have much im-
pact on the state’s agricultural industry. 

– KULR8

Less diverse croplands lead to greater vari-
ability in pesticide use as well as to higher 
peak pesticide application, according to a data 
analysis conducted by an assistant professor 
at the University of California Santa Barbara’s 
Bren School of Environmental Science and 
Management and a colleague from the Univer-
sity of British Columbia. 

– Phys.org

The Senate Appropriations Committee pro-
posed a total of $23.33 billion in funding that 
was included in draft legislation released on 
Tuesday. The bill provides more than $3.3 bil-
lion for agricultural research programs. 

- Farm Futures 

~ Article courtesy of
11-13-2020
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rcollins@hbkcpa.com  | 317-886-1624 | hbkcpa.com

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

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

Working together sets us apart.

together

FOR SERVICE / SPONSORED PROGRAMS,
CALL YOUR ASSOCIATION

800-932-0607 • 315-457-0314 • Fax: 315-451-3548 • www.ne-equip.com

ASSOCIATION STAFF
Ralph Gaiss, Executive VP/CEO
800-932-0607 x 222
rgaiss@ne-equip.com
Dave Close, Operations Manager
800-932-0607 x 235
davec@ne-equip.com
Kelli Neider, Administrative Assistant
800-932-0607 x 200
kneider@ne-equip.com (Business Forms)
Tim Wentz, Field Director / Legislative
Committee Chairman
C: 717-576-6794, H: 717-258-1450
wentzt@comcast.net
Scott Grigor, NY Farm Show Manager
800-932-0607, Ext. 223
sgrigor@ne-equip.com
Art Smith, Consultant/Editor, NE Dealer
717-258-8476, F: 717-258-8479
arts@pa.net

ACCOUNTING SERVICES
HBK, CPA’s & Consultants
Rex A. Collins, CPA (IN), CVA Principal
Direct: (317) 886-1624
rcollins@hbkcpa.com • www.hbkcpa.com

CERTIFIED BUSINESS VALUATIONS
HBK, CPA’s & Consultants
Rex A. Collins, CPA (IN), CVA Principal
Direct: (317) 886-1624
rcollins@hbkcpa.coml • www.hbkcpa.com

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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Unveiling the Latest in
Autonomous Equipment

 Leaders in the ag equipment industry continue to make advancements toward the adoption of au-
tonomous farm equipment.
 According to the Autonomous Farm Equipment Global Market Report 2020-30, North America was 
the largest region in the autonomous equipment market in 2019. The report also named Raven Industries, 
Inc., as one of the key players bringing autonomous solutions to the forefront.
 The South Dakota-based leader in precision agriculture recently debuted their autonomous platform, 
Dot, at the Farm Progress Virtual Experience, one of the largest public farm shows in the United States.
 The Dot Power Platform is an autonomous, diesel-powered unit designed to perform a variety of 
field operations. Using a U-shaped frame as the central unit, Dot can easily be attached to a variety of 
interchangeable implements including a seeder, sprayer, or spreader.
Once field boundaries and avoidance areas are mapped with a GPS receiver, the user approves and 
uploads a path plan to Dot software before in-field operations begin. The all-in-one platform is operated 
using a tablet that communicates with the Dot unit through a cellular network and it can be run in autono-
mous mode or by remote control.
 “Bringing autonomous solutions to the farm will allow us to connect all aspects of the operation for 
the first time,” says Wade Robey, executive director of Raven Autonomy. “We will connect, control and 
optimize the full precision agricultural ecosystem.”
 “This provides farmers greater control and access to more information to optimize decision making,” 
he explains. “Farmers will see efficiency gains across their entire operation, better equipping them to 
compete in a challenging world.”

SOLVING LABOR CHALLENGES
 The Dot Power Platform builds on Raven’s portfolio of market-leading precision ag technology. Each 
level within the Raven Autonomy ecosystem leverages technology to put farmers on the path to greater 
precision, efficiency, and consistency with less reliance on human variabilities.
 “It can be very hard to find skilled labor or someone you know you’re going to trust,” says Kyle 
Mensen, lead test engineer on the Dot project with Raven Industries. “When a farmer adopts autonomous 
equipment like the Dot system into their operation, they might feel like they are losing control, but in real-
ity, they’re gaining complete control of the system.”
 “Autonomous equipment is not going to get tired,” Mensen adds. “You can run it 24 hours a day, 
and because it knows it’s surroundings you can trust that if it encounters something unexpected it’s going 
to correctly adjust its path, or if it doesn’t know what to do, it’s going to stop and alert you.”
 Additionally, autonomous applications can help producers cover more acres from no longer requir-
ing manual steering, and reduce driver fatigue and misapplication in the field, which can cost growers 
yield and profit up to 2 percent.

PUTTING SAFETY FIRST
 The safe use of autonomous machinery is a challenge precision agriculture leader, like Raven, have 
worked diligently to address.
 The Dot Power Platform currently operates on a safety system that allows the operator to initiate a 
controlled or emergency stop from their remote, tablet or on the machine itself. The Raven Autonomy 
team has also developed a camera-based perception system that they are now incorporating onto Dot to 
enhance safety measures and allow the machine to respond dynamically as it moves through the field.
 “Safety is the absolute top priority as we’re developing autonomous technology,” says Mensen. 
“We keep that in mind as we’re going through all of the software checks. No matter what change we 
make, we run every test to make sure all of our safety mechanisms are still in place and that we did not 
hinder that in any way.” 
 As autonomous equipment becomes more mainstream in the market, specialized financing options 
will likely follow. Stay up-to-date on the latest trends in farm equipment and machinery financing by 
locat-ing your nearest AgDirect territory manager or contacting the AgDirect financing team at 
888-525-9805.

See related article on page 12.   ~ Article courtesy of AgDirect by  Farm Credit Services of America

PENNSYLVANIA 
PASSES 
AGRICULTURAL 
VEHICLE WIDTH 
LEGISLATION

On October 29, 

Governor Wolf signed 

into law HB 995, which 

increases the width of 

agricultural vehicles. HB 

995 increases the width 

of multipurpose 

agricultural vehicles that 

are “used exclusively for 

agricultural operations” 

from sixty-two to sixty-

six inches as long as the 

vehicle is “only 

incidentally operated or 

moved upon the 

highways.” 

Read more 

https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=268958f5d6&e=2b9c8997a2


HELP POTENTIAL CUSTOMERS
FIND YOUR BUSINESS ONLINE

For the rest of 2020, receive your Business Directory listing on 
LancasterFarming.com for free plus save $120 when billed annually!*
People use search engines like Google to find 
everything online. If your business doesn’t 
appear on the first few pages of search results, 
you are losing potential customers. One of the 
ways to help elevate search engine results is 
to link your website from an industry-leading, 
qualified website like LancasterFarming.com. 
Additionally, our loyal audience is looking for 
our recommendation of places to do business, 
and this helps build that bridge between your 
business and new clients.

Your Business Directory 
Listing Includes:
•Business description and logo
•Location map
•Business category
•Prominent placement on Business

Directory page of LancasterFarming.com
•Hours of operation
•List of payments your business accepts
•Social media links
•Menu or product links
•Options to add awards, events,

images, videos and testimonials.

*Discount for 2021. 2022 listing will change to normal rate.

Contact Us Today For More Info
Email: JGurreri@LNPnews.com 
Phone: 717.721.4450
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Recent Developments and 
Guidelines for PPP Loans 
From the SBA
 Over the course of the first half of October 2020, the SBA has released three new 
guidelines addressing some of the most frequently asked questions regarding PPP 
loans.  For those of you that are unaware, PPP (Paycheck Protection Program) 
loans were provided to small businesses as a response to the economic losses due to 
COVID-related shutdowns. PPP borrowers can qualify to have the loans forgiven if the 
proceeds are used to pay certain eligible costs.  On August 8, 2020, the program 
stopped accepting new applications even though almost $134 billion of congres-
sionally approved funds remained unspent.  Now, most businesses are focusing on 
applying for forgiveness, which is all but guaranteed so long as 60% of the forgiven 
amount was used for payroll purposes. 
 On October 5, 2020, the SBA announced new guidance that described the 
procedures requiring a change of ownership of an entity that has received PPP funds.  
The SBA procedural notice, which was addressed to SBA employers and PPP lend-
ers, described when a change in ownership has occurred and the duties of a PPP 
borrower continue regardless of the ownership change.  According to the notice, a 
“change of ownership” occurs when one of the following is true: 1) at least 20% of 
the common stock or ownership interest of a PPP borrower is sold or otherwise trans-
ferred; 2) the PPP borrower sells or otherwise transfers at least 50% of its assets to be 
measured by fair market value; or 3) a PPP borrower is merged with another entity. 
Notwithstanding any ownership change, the PPP borrower still remains responsible 
for performance of all obligations under the PPP loan, certifications associates with the 
PPP loan application, compliance with all PPP requirements, PPP documentation, and 
providing the required documentation to the SBA or lender upon request.  The SBA 
must be notified within five (5) days of any transaction by the PPP lender. The lender 
is also required to continue submitting the monthly 1502 reports until the PPP loan is 
fully satisfied. 
 On October 7, 2020,  the SBA released guidance clarifying the deferral pe-
riod for PPP loan payments. Prior to the passage of Paycheck Protection Pro-
gram Flexibility Act of 2020, the deferral period for PPP loan payments was set 
at 6 months.  However, the Flexibility Act extended the deferral period for borrower 
payments of principal, interest, and fees on all PPP loans to the date that SBA remits 
the borrower’s loan forgiveness amount to the lender (or, if the borrower does not ap-
ply for loan forgiveness, 10 months after the end of the borrower’s loan forgiveness 
covered period).  Under the updated guidance, PPP lenders are required to give im-
mediate effect to the statutory extension and must notify all borrowers of the change. 
 On October 9, 2020,  the SBA released an interim final rule (IFR) that pro-
vided almost instant relief for approximately 3.57 million businesses.  If their PPP loan 
was for $50,000 or less, businesses are exempt from any reductions in forgiveness 
based on either: reductions in full-time equivalent employees or reductions in employ-
ee salaries or wages.  Small businesses that fit in this category may apply for forgive-
ness using SBA Form 3508S.  The new rule speeds up the forgiveness process for PPP 
borrowers of $50,000 or less because they will not be required to perform potentially 
complicated FTE or salary reduction calculations.  Because most businesses would hire 
an outside source to do this work, they are now also more likely to save money on this 
portion as well.  Borrowers of $50,000 or less will still have to make some certifica-
tions and provide documentation to the lender for payroll and nonpayroll costs. 
 Guidance with regards to PPP loans seems to be rapidly changing.  However, 
most if not all these changes have been beneficial to small businesses that have been 
impacted by COVID19. If you have any further questions or would like our assistance 
in applying for PPP loan forgiveness, contact the tax planning professionals at The 
Center for Financial, Legal and Tax Planning online at www.taxplanning.com or 
call (618) 997-3436.

BY DR. BART BASI
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used to pay certain 
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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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 With the possibility of a COVID-19 vaccine on the horizon, many employers are start-
ing to ask themselves how they’re going to handle this eventuality.  Below are ten consid-
erations for employers to keep in mind from the perspectives of employment law, employee 
safety and health, and labor-management relations. 

#1:  Mandatory or Voluntary?  Pre-COVID regulatory guidance authorized manda-
tory vaccine programs, provided that medical and religious accommodations were hon-
ored and free from retaliation.  (EEOC guidance, OSHA guidance.)  With the presumptive 
public health case for a COVID-19 vaccine being at least as strong as historical vaccines 
(e.g., seasonal flu, H1N1), one can anticipate that the historical guidance will hold for a 
COVID-19 vaccine.  Vaccines are medical examinations under the ADA and, if they are 
to be required, must be job-related and  consistent with business necessity or justified by a 
direct threat.  Historically, this has meant that flu vaccines can be mandated for employees 
in a patient care setting where there is interaction with vulnerable populations.  Outside 
this setting, a voluntary program to start may be prudent, with the option to escalate to a 
mandate in the future.  It remains to be seen if the EEOC will say that the COVID vaccines 
can be mandated on the theory that COVID-19 presents a direct threat in the workplace.

#2:  Minimizing Political Distraction.  Employees may perceive any employer ac-
tion or inaction regarding vaccines as politicized.  Employees’ varied concerns might 
be eased by building a scientific, business, and humanitarian case for any course of ac-
tion.  Focusing on the safety of patients, customers, and coworkers–and avoiding political 
talking points and justifications–can help to legitimize an employer’s plan in the eyes of 
employees and defend against novel legal challenges and claims.  In union workplaces, 
an employer may have an opportunity to partner with the union to align on messages of 
safety and other shared areas of concern.  Employers will do well to set a tone of apolitical 
safety and corporate responsibility. 

#3:  Rooting Out Malingerers, Fraud.  Separating bona fide medical and religious 
accommodations from opportunists and malingerers is important to workforce planning 
and employee morale.  This challenge presents itself whether a vaccine program is man-
datory or voluntary.  Employees may seek to avoid work either due to a mandate to take a 
vaccine perceived to be unsafe or being put to work in an environment with unvaccinated 
colleagues.  Employers should anticipate an influx of accommodation requests and proac-
tively train human resources staff to process accommodation requests involving vaccines 
or working around unvaccinated persons.  Informed by existing disability accommodation 
and leave laws, employers can map out processes for detecting and deterring employee 
abuse and fraud associated with vaccine programs and, more broadly, returning employ-
ees to the workplace.  As public health guidance is subject to change as the COVID-19 
pandemic evolves, businesses should be aware that accommodation requests relating to 
COVID-19 and vaccines may also change. 

#4:  Business Leaders Rolling Up Sleeves.  Unlike annual flu vaccine programs of 
the past, employees may be skeptical (for various reasons) of any COVID-19 vaccine of-
fered by an employer.  Business leaders should consider bold demonstrations of personal 
commitment to any mandatory or voluntary vaccine program, as a way to build employee 
trust and compliance.  A picture or video clip of a business leader rolling up his/her sleeve 
to get a vaccine may be worth thousands of words.  To have the assurance of business 
leaders participating in the program may put employees at ease, increase voluntary com-
pliance, and reduce objections and disputes.

#5:  Potential for Tort or Workers’ Compensation Claims.  Employers may 
face claims of negligence sounding in tort when they decide not to institute vaccination 
programs; however, a plaintiff’s ability to identify a relevant duty and to demonstrate an 
employer’s breach of that duty would likely prove difficult.  Whether workers’ compensa-
tion laws apply to harm and side effects allegedly caused by COVID-19 vaccinations will 
vary case-by-case and state-by-state.  State systems could cover injuries suffered as a result 
of employees’ reactions to such vaccinations, particularly where employers mandated or 
strongly encouraged that employees receive those vaccinations.  Employers should consid-
er the industries in which their employees work when analyzing this issue, as employees 
in higher risk jobs may have stronger arguments for compensability.

#6:  The Occupational Safety and Health Act.  Historically, the Occupational Safety and 
continued on page 22
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IRS Doubles Down on
Nondeductibility of 

PPP-Funded Expenses
By Sally P. Schreiber, J.D. 

 In guidance issued late on Wednesday, 11-18-2020, the IRS reiter-
ated its position that taxpayers cannot claim a deduction for any otherwise 
deductible expense if the payment of the expense results in forgiveness of a 
Paycheck Protection Program (PPP) loan because the income associated with 
the forgiveness is excluded from gross income under the Coronavirus Aid, 
Relief, and Economic Security (CARES) Act, P.L. 116-136. The guidance 
came in the form of a revenue ruling (Rev. Rul. 2020-27), which addresses 
the issue of borrowers who pay expenses in 2020 but whose PPP loan is 
not forgiven until 2021, and a revenue procedure (Rev. Proc. 2020-51) that 
provides a safe harbor for PPP borrowers that have their loan forgiveness 
denied or who choose not to request loan forgiveness. This long article can 
be read HERE

~ This article courtesy of:  Journal of Accountancy, 11-19-2020.
The procedure is effective for tax years beginning in 2020.

Trump Administration 
Partners with Chain and 
Independent Community 
Pharmacies to Increase 
Access to Future 
COVID-19 Vaccines
 To maximize access to COVID-19 vac-
cines for all Americans, the U.S. Depart-
ment of Health and Human Services (HHS) 
today announced the U.S. government’s 
partnerships with large chain pharmacies 
and networks that represent independent 
pharmacies and regional chains. Through 
the partnership with pharmacy chains, this 
program covers approximately 60 percent 
of pharmacies throughout the 50 states, the 
District of Columbia, Puerto Rico, and the 
U.S. Virgin Islands.  Through the partner-
ships with network administrators, indepen-
dent pharmacies and regional chains will 
also be part of the federal pharmacy pro-
gram, further increasing access to vaccine 
across the country—particularly in tradition-
ally underserved areas. “Ensuring access 
and affordability of the COVID-19 vaccine 
for all Americans is a top priority for the 
Trump Administration,” said HHS Secretary 
Alex Azar.   
 Please view the balance of the ar-
ticle and the names of the pharmacies 
involved. CLICK HERE

~ Article courtesy of HHS Press Office

202-690-6343 - media@hhs.gov

NEDA Has Your
COVID 19 Supplies!
As Businesses start to reopen,
standards will need to be met.

NEDA has your COVID 19 supplies!! 
Get Quantity Discounts!!

See page 19 for additional info!

https://www.journalofaccountancy.com/news/2020/nov/ppp-loan-forgiveness-irs-safe-harbor.html
https://www.hhs.gov/about/news/2020/11/12/trump-administration-partners-chain-independent-community-pharmacies-increase-access-future-covid-19-vaccines.html
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Top Ten Considerations for Employers continued from page 20

Health Administration has not mandated employee vaccinations, but has indicated that employers can do so.  The whistleblower provision 
at section 11(c) of the Occupational Safety and Health Act may afford protections to an employee who refuses to be vaccinated under an 
employer vaccination program because of the reasonable belief that a medical condition may cause a reaction to the vaccine resulting in 
serious injury or death.  Separately, employees may allege that employers without vaccination programs have failed to provide safe and 
healthy work environments, as required by the OSH Act’s general duty clause at section 5(a)(1).

#7:  Watch for Protected Concerted Activity.  Both union and non-union employers should be mindful of Section 7 of the National 
Labor Relations Act, which protects employees’ rights to join together to advance their interests as employees and makes it unlawful for an 
employer to interfere with or restrain employees in the exercise of those rights.  If employees join together to protest an employer’s COVID 
vaccine program (or lack of a program) and the employer takes adverse action against those employees as a result, it could lead to unfair 
labor practice charges being filed against the employer with the National Labor Relations Board.  

#8:  What Does the Collective Bargaining Agreement Say?  Unionized employers should examine their collective bargain-
ing agreements to determine the extent of their duty to bargain with the union over vaccine programs.  Employers may need to consider 
whether their management rights clauses should be renegotiated with this in mind.  But, even if the CBA gives the employer the right to 
unilaterally institute such programs, employers may still want to consider at least consulting with the union when developing such programs 
in order to foster goodwill with the union and to increase employee buy-in. 

#9:  Mandatory Vaccination Programs Could Provide Unions with New Organizing Opportunities.  Non-union em-
ployers should consider how instituting a COVID vaccine program might affect their union avoidance strategy.  When employees feel as 
though their employer is not listening to their concerns or adequately communicating with them, they are more likely to turn to labor unions 
for help.  Employers should therefore ask themselves:

• Could the positions that the employer takes regarding a COVID vaccine program change employees’ views on the potential benefits 
of bringing in a union and/or give union organizers more ammunition in their efforts to organize employees?

• To what extent is the employer going to consider employee concerns about efficacy, side effects, and/or general fears about or 
aversions to vaccines, and how is the employer going to communicate with employees about those concerns?

• How is the employer going to balance the concerns of employees who resist the vaccine against employees who want all employees 
in the organization to get vaccinated?

• Should the employer consider alternatives, such as the option to choose to wear a face covering or work from home?

#10:  Will Certain States Mandate Vaccination?  There is a possibility that one or more Governors could issue Executive Orders 
mandating vaccination, and if they do, any such Executive Orders would also likely contain various carve-outs.  The issuance of such 
Executive Orders will likely be met with lawsuits challenging their legality.  What will the Supreme Court say?  In 1905, the Court upheld 
a mandatory vaccination law.  What will this Supreme Court do and what should employers do while they wait?
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