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CDC Workplace Guidance and Quarantine Changes
 The Centers for Disease Control and Prevention (CDC) reversed its workplace 
pandemic guidance last month that removed a provision that allowed essential 
workers to stay on the job after being exposed to COVID-19 but showing no 
symptoms. The CDC website, last updated on Nov. 16, now states employers 
may only bring those critical infrastructure workers back as “a last resort and only 
in limited circumstances,” such as when closure of a facility “may cause serious 
harm or danger to public health or safety.” 
 Last week, the CDC also shortened alternatives for its recommended quar-
antine for people who are exposed to someone with COVID-19. The CDC still 
recommends a 14-day quarantine but also provides additional alternatives. The 
quarantine can end after 10 days if the person has not developed any symptoms 
and after just seven days if the asymptomatic person also tests negative for the 
virus.

Employers Must Conduct 
Annual Queries by  
January 5, 2021

 FMCSA’s Drug and Alcohol Clearinghouse launched last year on  
Jan. 6, 2020. The Clearinghouse is a record of those CDL drivers who have  
violated the federal drug and alcohol testing program. Under the law, within one 
year all motor carriers must complete an annual limited query of all its CDL drivers 
to see if they have any violations.  
 If an employer has already conducted a query on all currently employed CDL 
drivers, that employer has met the annual query requirement, and is not required 
to conduct a query for one year from the query date.
 Employers may also designate a consortium/third-part administrator (C/TPA) 
to conduct these queries on their behalf. Employers can log in to their Clearing-
house accounts and access their Query History page (under My Dashboard > 
Queries) to verify which drivers have been queried, and when each completed 
query was conducted. 
 If an employer has not yet conducted a query on each currently employed 
CDL driver, the employer must conduct this annual check to meet the compliance 
requirement. Instructions are available here. 

HappyHappy
New Year!New Year!

https://csa.fmcsa.dot.gov/WhatsNew/Article?articleId=614004


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

Eligible 
NEDA Dealers 

Purchasing 
Workers’Comp 

From Safety Group 
#548

Eligible 
NEDA Dealers 

Purchasing 
Workers’ Comp 

From ALL OTHER 
SOURCES90

10

®



 I hope that everyone had a happy and healthy holi-
day season and that you were able to safely enjoy quality 
time with family and friends!  Personally, I would rather not  
experience another year like 2020 anytime soon, am  
hoping that 2021 we will be as rewarding as 2020 was 
challenging!   
 That being said, most reports indicate 2020 was a prof-
itable year for most dealers. Commodity prices and farmer 
sentiment are up, the stock market hit new record-highs, and 
dairy markets steadied.  All that being said, I’m hoping that, 
with God’s grace, we will not have another year like 2020 
for a VERY long time!  Like 2020, 2021 promises to be an 
exciting and challenging year for dealers and your associa-
tion!
 Unfortunately, COVID-19, the elections, state budget 
shortfalls and the resulting complications and negotiations 
significantly impacted our legislative work advocating for 
over-width permits in PA and updates and amendments to state fair dealer laws.  Travel and 
quarantine regulations virtually eliminated our ability to make in-person visits, forcing us to rely 
even more on our phones and e-mail correspondence.  In addition, we were forced to refocus 
much of our time and efforts tracking COVID-19 related legislation and regulations, as well as 
preparing documentation and guidance for dealers related to continued operations as “essen-
tial businesses”, employee relations and regulations, operations, and business-related travel.  
 For many of the dealers I was able to connect with, managing new inventory and avail-
ability (particularly compact units) was the most popular complaint, particularly as the year 
progressed.  As governors in our region struggled to manage the virus’s spread by issuing stay-
at-home orders and other limits on businesses and travel, it seemed as though those that had the 
necessary financial means turned their focus on home improvement, growing their own produce 
and/or transitioning to a self-sufficient and independent lifestyle.  While that move was good 
news for Home Depot and Lowes, for many of our member dealers dealing with closure orders 
was quickly followed by problems with finding and stocking inventory (units, attachments, and 
accessories) as demand outpaced production and supply. 
 For the first and second quarters of 2020, manufacturers seemed to back off their focus on 
sales and market share performance and dealer consolidation, not knowing how COVID-19 
would impact the marketplace.  Unfortunately, towards the middle and end of the third quarter, 
and continuing into the fourth, select manufacturers seemed to be revisiting their “old ways” by 
refocusing on dealer’s sales, market share performance, and the pursuit of dealer consolida-
tions.  We have also seen an increasing number of manufacturers amend or redraft their dealer 
agreements – not necessarily to the benefit of their dealer “partners”.  
 Looking forward, Right-to-Repair will continue to be a major issue in PA, VT, NH, MA, NY, 
ME, and NJ as the advocates expand their coalitions, networks, and grassroots advocacy, 
building on their successful auto telematics ballot initiative in MA.  Please take time to familiarize 
yourself and staff with the issue and talking points – there’s a tremendous amount of misinforma-
tion on the internet.  Dealerships will have to play an active role in the communication outreach 
campaign.  
 Unfortunately, the value of our legislative advocacy, work-force development, and industry  

continued on page 4
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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
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
EDA & UEDA/NEDA OPE Council Member
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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 TIM WENTZ
Field Director / Legislative

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

accomplish great things!
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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.  C urrent 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.

Dealer Feature
 If you would like your dealership featured in the Northeast Dealer monthly newslet-

ter 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.  

Equipment Dealers Association Releases 
2020 Compensation & Benefits Report
 The Equipment Dealers Association (EDA) has released its 2020 Compensation & 
Benefits Report.  This report is the industry’s most comprehensive collection of data related 
to benefits and wages for dealership employees in North America.  Data from the report 
is collected every two years from agriculture and outdoor power equipment dealers in the 
United States and Canada. Read more

2020 Brought Opportunities and
Challnges to Argicultural Retail Operations
 2020 has not been without its challenges for those in agricultural retail. However, 
this year has also brought new opportunities to business owners resulting from increased 
demand and unique service options, including curbside pickup and delivery. Read more 
on this great article at:  Read more

~ Article courtesy of Farm Credit East

Observations continued from page 3

relations efforts on behalf of equipment dealers can easily be overlooked, and these efforts are not 
accomplished without significant financial investment and support.  Most would agree that the as-
sociation easily justifies membership dues, and that additional investments in support of work-force 
development and legislative and legal defense programs are wise investments.   
 As we look forward to 2021, our ability to continue advocating on our members behalf de-
pends on you. We need your help recruiting new members, as well as participating in and finan-
cially supporting our legislative and program development work.  

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

https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=5bbbd5e917&e=2b9c8997a2
https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=7771ee83c5&e=2b9c8997a2


Simple. 
Fast. 
Flexible 
financing.®

AgDirect® online tools give your 
business a competitive edge.

The digital tools at agdirect.com and AgDirect 
Mobile are the most intuitive and convenient in 
the business! You’ll find everything you need – 
from quoting tools to applications – for added 
flexibility, speedier turnarounds and unsurpassed 
convenience. 

And eSign is an easy and secure tool for customers 
to sign documents remotely or to simply save time 
– now available for lease transactions, too!

See how AgDirect Mobile and electronic signatures 
can help you select the best financing solutions for 
your customers.

*Download AgDirect Mobile from the App StoreSM or the Google PlayTM store. 
Your mobile carrier’s message and data rates may apply. 
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.

online tools give your 

AgDirect 
 are the most intuitive and convenient in 

the business! You’ll find everything you need – 
from quoting tools to applications – for added 
flexibility, speedier turnarounds and unsurpassed 

And eSign is an easy and secure tool for customers 
to sign documents remotely or to simply save time 

See how AgDirect Mobile and electronic signatures 
can help you select the best financing solutions for 

TM store. 

AgDirect is an equipment financing program offered by Farm Credit Services 
of America and other participating Farm Credit System Institutions with lease 
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New York Bobcat Loader & Attachments
 Overnight December 1-2, 2020, the below described Bobcat Compact Tracked 
Loader, Asphalt Planer and Dozer Blade Attachments were stolen from a roadway project 
near 30 Harriman Drive, Goshen, New York. GPS tracker was found discarded in a 
nearby wooded area. Village of Goshen Police case: VG00458720   
Equipment Details:

2020 Bobcat T-770 Compact Tracked Loader
Product ID Number: AT6325031

2020 Bobcat 40-PLA Asphalt Planer Attachment
Serial Number: 991403146 

2019 Bobcat 96” Dozer Blade Attachment
Serial Number 224403427 

 The T-770 PIN Plate is on the upper right frame rearward of the cab and inset from 
the loader arm any hydraulic cylinder. The Attachment Serial Number Plates are near the 
mounting couplers.  Law Enforcement may access NER’s equipment ownership registration, 
theft records, and machine identification data by clicking “Log in” at www.ner.net

New York Kubota Utility Vehicle
 NEDA reports to NER that between Friday afternoon December 4 and Saturday 
morning December 5, 2020, a Kubota RTV-X-900 Utility Vehicle was stolen an equipment 
yard in Woodhull, Steuben, County, New York.
  Please forward this alert to anyone who may encounter the equipment, and 
investigators working on similar crimes. New York State Police case: Pending

 Equipment Details: 2020 Kubota RTV-X-900-WL-A
Type: Utility Vehicle (2 passenger)
Product ID Number: A5KB2FDBCLG063322

 The machine PIN decal is on the left rear corner of the cab between the cab and 
bed. The Roll Over Protection Structure (ROPS) serial number decal is in the same area 
and is more prominent but does not include the machine serial number/PIN.

THEFT THEFT ALERTS ALERTS 

NEW MEMBER
NEW ASSOCIATE MEMBER

HBS SYSTEMS
3400 Waterview Parkway  •  Richardson, TX. 75080
Marketing Manager:  Lisa Bennett
E:  lbennett@hbssystems.com  •  www.hbssystems.com 
800-376-6376   •   Alternate 972-234-4444, ext.135

Please Join Us In Welcoming Our New Member To NEDA.
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INCANDESCENT  HDTL30B 
Regular Price    $45.61 
Special Price     $41.05 
Suggested Retail    $70.00 
 

 Incandescent or LED lights 

70# round magnets 
30 ft. cord 
4 pin plug  
(Also available with 6-Round or 7-Blade Plug, specify) 
7 ft. span between two lights 
Can come with or without carrying case 
 

LED    LED30B 
Regular Price    $58.62 
Special Price     $52.76 
Suggested Retail    $90.00 
 

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

***January 2021*** 
 

  

Heavy Duty Magnetic Tow Lights 
 

 
 

 Great for Farming! 

 
 
 
 
 
 
 
 

 
Order Form      Item #  Qty. Cost Ea. Total 
Dealership Name: __________________________      HDTL30B  ____    $41.05  ________ 
Shipping Address: __________________________     LED30B  ____    $52.76 ________  
City, State, and Zip: _________________________       
           SUB TOTAL   ________ 
Terms:  NET 30 DAYS TO APPROVED MEMBERS                               (If not for resale) TAX     ________ 
Freight: PREPAID ON CASE QUANTITIES (6)      SHIPPING    ________ 
           TOTAL     ________      
Payment Method (Prepayment is required)  
Check Enclosed (Payable to NEDA) __________ 
Credit Card (VISA or MC) Acct # ____________________________________________ Exp. Date: ___________ 
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  JJaannuuaarryy  3311,,  22002200  OFFER EXPIRES January 31, 2021
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How AGCO Grew During
Bob Ratliff’s Tenure 

January 1, 2013  | Posted in Manufacturer News 

1991 - AGCO purchases the Hesston hay and forage line from Fiat GeoTech S.p.A 
of Italy and a 50% participation in the manufacturing joint venture with Case Interna-
tional knows as Hay and Forage Industries (HFI). Mid-year the company purchased 
the White tractor business from Allied Products, expanding its dealer network.

1992 - AGCO goes public, offering one-half of its stock and is listed on NASDAQ. 
It was listed on the New York Stock Exchange.

1993 - AGCO purchases the North American distribution rights to Massey Ferguson 
products - expanding its dealer network in North America by over 1,000 dealers - 
and the White-New Idea business of planters, hay tools and spreaders as well as the 
Coldwater, Ohio manufacturing facility.

1994 - AGCO purchases the worldwide holdings of Massey Ferguson, the remain-
ing 50% joint interest in Agricredit Acceptance Corp., and McConnell tractors, lead-
ing to the development of the AGCOSTAR articulated tractor line and Black Machine.

1995 - AGCO acquires AgEquipment Group, makers of Glencoe, Tye and Farm-
hand ag implements and tillage equipment.

1996 - AGCO acquires the Brazilian company Iochpe-Maxion, the number one mar-
ket leader in tractors with the Massey Ferguson brand. The company also purchases 
Deutz Argentina S.A., the market share leader in tractors in Argentina. AGCO ex-
pands the Massey Ferguson combine business with the purchase of Western Com-
bine Corp. and Portage Manufacturing Inc. in Canada. The company also adds 
Raboband Nederland as its joint venture partner in Agricredit, its finance subsidiary 
in North America.

1997 - AGCO makes the major acquisition of Fendt GmbH and also acquires Dron-
ningborg Industries, a leader in European precision farming technology.

1998 - AGCO enters into a joint venture with Deutz AG producing engines in 
Argentina. The company also purchases Spra-Coupe and Willmar, two leaders in 
the agricultural sprayer market, and merges them into one manufacturing facility in 
Willmar, MN.

1999 - AGCO announces the creation of AGCO Finance, a dedicated financing or-
ganization, formed in association with De Lage Landen (DLL), a subsidiary or Raboank.

2000 - AGCO completes purchase of Hay and Forage Industries in Hesston, KS and 
consolidates major operations in North America.

2001 - AGCO acquires Ag-Chem Equipment Co. Inc., a manufacturer and distributor 
of specialized off-road heavy equipment for agricultural and industrial applications.

2002 - AGCO acquires Challenger brand, Caterpillar’s agricultural equipment busi-
ness and the assets of Sunflower Manufacturing Co. Inc.

2004 - AGCO completes the purchase of Valtra, a global manufacturer of Valtra 
tractors and Sisu Diesel brand engines for off-road applications.

Update Your 
Contact
Information
 With the arrival of 
2021, NEDA is asking that 
you make sure your contact 
information is accurate. 
Please take a few minutes to 
log in to the NEDA member 
portal to verify your account is 
up to date. 
 This also a great oppor-
tunity to add other contacts 
from your company to your 
account to ensure they are 
not missing out on all NEDA 
has to offer. 
 Questions regarding the 
member portal can be direct-ed 
to Dave Close at davec@ ne-
equip.com.

Membership 
Renewal
 With 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 in-
dustry. 

Please click here and 
fill out the verification form 
and include everyone in 
your dealership who will 
receive our monthly news-
letter 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!!!

https://www.ne-equip.org/wp-content/uploads/2017/06/NEDA-Membership-Data-Verification.pdf
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WINTER IS HERE!!!

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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BY TIM WENTZ
Field Director / Legislative

Committee Chairman

www.ne-equip.com

WORKFORCE 
DEVELOPMENT

 Covid-19 definitely challenged our workforce development work in 2020, but I’m 
happy to report that we were able to keep our momentum moving forward!   

Some of the successes we had on the workforce development front in 2020 were:
• Enrolled two more apprentices

» Secured/arranged for related education curriculum for existing apprentices
» Promoted one technician from level 1 to level 2

• Enrolled two pre-apprentices
» Formally registered pre-apprenticeship affiliations with two existing HS Ag Mech

programs
• Participated in the review of PA’s High School Ag Mech task Metrix
• Continued our collaboration with the PSU Ag Law Center on the development of and

delivery of electronics and hydraulics curriculum
• Continued partnering with CASE, AEM and EDA on the development of high school

curriculum focused on enabling students to acquire skills and competencies related
to equipment repair

• Identified, cross-walked and formally registered three additional related education
providers

• Continued developing and implementing our Ag technician “career” promotion pro-
gram
» Participated with Secretary Redding in a Facebook live apprenticeship program
» Presented Ag technician Apprenticeship program to several  HS Ag Mech Pro-

grams
• Rolled out Ag Technician Skills validation/screening tests
The areas that we would like to improve/focus on in 2021 are as follows:
• Identify and/or enhance interactive online curriculum for both HS Ag Mech/pre-

apprenticeship and/or apprentices in partnership with state and federal department
of education and/or labor governance/leadership/staff.

• Expand and enhance promotion of career opportunities within our industry
•

•

•

Development of improved procedures and communication with dealers and pros-
pects with our “career” promotion program
Continued focus on enrollment and participation in both the pre- and full-apprentice-
ship programs
Promotion and adoption of Ag Technician skills validation/screening test by deal-
ers, manufacturers, education providers, and industry-related associations/organi-
zations. The test is hosted by NOCTI and has been added to your association’s 
website at (https://www.ne-equip.org/member-benefits/education-programs/
employee-skills-test/).  Dealers and leading technicians have confirmed that “As 
a skills-validation test, the test does what it is intended to do”.  Cost for member is
$65.00 each, and $100.00 each for non-members.  Once you have completed 
the testing agreement, user codes will remain in your client services center for six 
months. Within the center, tests can be assigned to specific individuals and are avail-
able for review, comparison, and analysis.

 It is looking like 2021 will be an exciting and demanding year for the association and 
our members.  Please don’t hesitate to contact me if you would like to learn more about 
the apprenticeship program, know of a program we should engage with, etc. As with 
our legislative/advocacy work, we are most likely to succeed by working cooperatively 
towards a common goal!  

APP
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ONE EAST MAIN ST., EPHRATA, PA 17522 | LANCASTERFARMING.COM

A Special Print and Digital Combo 
Offer For New Advertisers*

(Must have not advertised in last 13 months)

*Must not have advertised within the past 13 months.  *Print ad must run on consecutive weeks, with an 8” minimum ad size. Spot Color discount of $170 per week and full color 
discount of $235 per week. **Minimum purchase of 20,000 impressions, which means you receive 40,000 impressions for the price of 20,000 impressions

Start your campaign by 
MMaarrcchh  3311,,  22002211 and get
free spot color with each 
print ad, OR get full color 
for just $200/week!

BUY 6 ADS,
GET 2 ADS FREE!
Lancaster Farming has been driving leads and traffic to our partners 
successfully for more than 60 years! Put your business in front of 154,000 readers 
around the Mid Atlantic who read our newspaper cover to cover each week!

– PLUS –
BUY ONE,
GET ONE FREE
DIGITAL AD IMPRESSIONS PACKAGE.
Digital Banner Ad delivered on LancasterFarming.com**

Target new customers. Test your message in new markets. Grow your business. Whatever 
your goals, our print and digital advertising combo can help you achieve them!

Our industry-leading sales team will not only help plan the best strategy to get the results you 
need, but also track and report your digital results each month and help you make 
adjustments to your campaign as needed.

CCOONNTTAACCTT  UUSS  AATT  771177--339944--33004477  TTOO  GGEETT  SSTTAARRTTEEDD

FREESPOTCOLOR
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Trust Me on This One: 
An Overview of Common Types of 
Trusts and Estate Plans
 A trust is an estate planning tool often veiled in mystique and confusion.  However, these 
feelings are often unwarranted as trusts can be quite simple depending on the wishes of the 
Grantor, the person funding the trust.  Some trusts can be effective as soon as the Grantor 
signs the trust documents and obtains a FEIN.  Some are only enforceable after the Grantor 
dies.  If a trust is established correctly, assets can easily flow to the Beneficiary, the person 
or people reaping the benefits of the trust, via a method that also keeps property away from 
the probate process and may reduce or even eliminate taxation on the assets kept within the 
trust. 
 Trusts are often administered by sound-minded individuals over the age of 18 known as 
a Trustee.  All trusts are either revocable or irrevocable.  A revocable trust can be changed, 
terminated, or otherwise altered during the Grantor’s lifetime.  Often in a revocable trust, 
the Grantor, Trustee, and initial beneficiary are all the same person; successor trustees and 
successor beneficiaries will take over upon death of the Grantor.  An irrevocable trust is 
contrarian to the revocable trust. 
 Generally, irrevocable trusts cannot be changed after the Grantor has made the convey-
ance.  Irrevocable trusts are also generally more tax beneficent compared to the revocable 
trust because the Grantor is giving up complete control to the property after the conveyance.  
In other words, they are at the mercy of their Trustee.  However, Grantors should rest assured 
that the Trustee has cannot run off with the assets. 
 The Trustee has a duty to act with the best interests of the Beneficiaries in mind.  Living 
trusts are some of the most used types of trusts. Also known as an intervolves trust, the living 
trust is made by the grantor during their lifetime using assets intended for the grantor during 
their lifetime.  At the death of the grantor, the assets are passed to a beneficiary.  A living 
trust often avoids probate court so long as the trust is funded properly. 
 Living trusts are almost always revocable for the lifetime of the Grantor and irrevocable 
upon their death.  Another commonly used trust is a testamentary trust.  This type of trust is 
set up through an individual’s last will and testament.  The trust is used to appoint a trustee to 
manage and distribute the Grantor’s assets upon death.  After the probate court determines 
the legitimacy of the will, the executor transfers the assets in accordance with the will and 
into a testamentary trust. 
 A special need trust is established for the benefit of a physically or mentally disabled 
or chronically ill person. The trust allows additional financial support of an individual with 
special needs without losing the possibility of public assistance programs such as Social 
Security, Medicare, or Medicaid. Assets, usually money, do not count towards the benefi-
ciary’s income for the purpose of qualifying for public assistance. Due to the popularity of 
life insurance, insurance trusts have also become quite popular. 
 An insurance trust allows the Grantor to place their life insurance policy within the trust, 
therefore, saving a large portion of any possible proceeds from being subject to taxes. This 
type of trust is irrevocable and although it does not allow the Grantor to change or borrow 
against the life insurance policy, it does allow the policy to pay for post-death expenses of 
the estate. 
 With a strong estate plan that includes a will, healthcare power of attorney, property 
power of attorney, and, one of the above-mentioned trusts, individuals and their heirs can 
have peace of mind in knowing that their estate will be taken care of long after their death. 
The professionals at The Center for Financial, Legal, and Tax Planning are more than knowl-
edgeable with regards to the best trust to fit your needs. If you have any further questions or 
would like our assistance in selecting the best trust for you, please contact the tax planning 
professionals at The Center for Financial, Legal and Tax Planning online at www.taxplan-
ning.com or call (618) 997-3436.  

~ Article courtesy of Bart Basi, Basi & Associates
at The Center for Financial, Legal & Tax Planning, Inc. 

Phone: (618) 997-3436 | Fax: (618) 997-8370 | www.taxplanning.com

BY DR. BART BASI
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A high paying job that is and will continue to be in demand

The Agricultural Equipment Technician Apprenticeship is 
sponsored and administered by the Northeast Equipment 
Dealers Association and is limited 
to participating members and their 
employees. If you are a student,  
veteran or adult interested in a clear 
pathway to a well-paying career, an 
agricultural equipment technician 
apprenticeship might be for you!

APPRENTICESHIPcan be your pathway to a career as an

AG
TECHNICIAN

Northeast
Equipment
Dealers
AssociationEstablished 1901

AS AN
apprentice
YOU WILL
•	 Earn	while	you	learn

•	 Build	on	classwork	you’ve	completed

•	 Participate	in	structured	hands-on	
learning	and	OJT	(on-the-job	training)

•	 Get	credit	for	skills	you’ve	already	
mastered

•	 Build	a	career	you	can	be	proud	of

•	 Earn	Industry	Credentialed

•	 Achieve	your	goals

For	more	information	visit	us	at nedaapprentice.com
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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.

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 mem-
bers who participated in our survey 
this year, the report continues to take 
on new significance in assisting deal-
ers to:

• Compare their financial per-
formance 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!

DOT Clearinghouse Aims to Increase 
Drug and Alcohol Violation Oversight
 This is the first year that Department of Transportation (DOT)  “Clear-
inghouse” regulations are in effect. These regulations specifically apply 
to drug and alcohol testing and create a database containing informa-
tion pertaining to violations of the U.S. Department of Transportation 
(DOT) controlled substances and alcohol testing program for holders 
of CDLs. Clearinghouse requires FMCSA-regulated employers to report 
to the Clearinghouse information related to violations of the drug and 
alcohol regulations in 49 Code of Federal Regulations, parts 40 and 
382 by current and prospective employees.
 The Clearinghouse rule requires the following: Employers must 
query the Clearinghouse for current and prospective employees’ drug 
and alcohol violations before permitting those employees to operate a 
commercial motor vehicle on public roads. Employers must annually 
query the Clearinghouse for each driver they currently employ.
 The first annual Clearinghouse deadline for all DOT- 
regulated drivers is due by January 5, 2021.
 For more information on whether your dealers are a covered  
employer, visit: https://www.transportation.gov/odapc/am-
i-covered#no-back
 For more information on what employees’ employers are required 
to test, visit: https://www.fmcsa.dot.gov/regulations/drug-
alcohol-testing/who-do-i-test
 For general information regarding the Clearinghouse, visit: https://
clearinghouse.fmcsa.dot.gov/

See related article on page 1

https://www.fmcsa.dot.gov/regulations/drug-alcohol-testing/who-do-i-test
https://www.fmcsa.dot.gov/regulations/drug-alcohol-testing/who-do-i-test
https://www.transportation.gov/odapc/am-i-covered#no-back
https://www.transportation.gov/odapc/am-i-covered#no-back
https://clearinghouse.fmcsa.dot.gov/
https://clearinghouse.fmcsa.dot.gov/
https://www.ne-equip.org/wp-content/uploads/2020/10/2020-CODB-Order-Form.pdf
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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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Eight Steps to Sales Greatness
1) Do what the top salespeople do.

This is arguably the most obvious, most basic, and most important step to becoming a top sales-
person. It’s simple: If you take the same actions as the top salespeople, you will eventually also be a top 
salesperson.  If you do the same things as a mediocre salesperson, you will be a mediocre salesperson. 
Find the top salespeople in your company and pick their brains.  

2) Learn everything you possibly can about the subject of selling.
Read, listen to programs, watch videos, and study everything you can get your hands on that relates

to selling.  Whether you are new to sales, or you’ve been in sales for a while, there are always new ideas 
coming out on handling objections, cold calling, and all other aspects of selling.  Be a sponge. 

3) Learn everything you can about your industry and your prospects.
Read industry publications, newsletters, magazines, and the like.  Pay attention to on-line sources

along with “local” sources such as newspapers, Chamber of Commerce letters, and other news in the 
geographic proximity of the companies you’re interested in.  Look for breaking news, new products, new 
laws, regulations, or changes in legislation, interesting articles, stories on people making an impact in 
the industry, and other pertinent information. Stay on top of the latest innovations and technology within 
your industry. 

4) Work on yourself.
To be a top salesperson, you must constantly improve personally as well as professionally.  Make it

a habit to think positive and stay motivated by using books and audio and video programs.  Put as much 
positive information into your brain as you can and keep negatives out. Hang out with the right people, 
people who are getting better and moving forward. In order to stay motivated in the long term, you need 
to be growing and improving.   

5) Set goals.
Goals give you direction. Your goals can be as simple as doing 120 percent of quota and making

the annual awards trip, or as complex as a list of daily, weekly, monthly, and annual goals in all the 
major areas of your life.  Some people find a complete list of complex goals overwhelming.  If this is the 
case, simply set one or two major goals at a time. 
 Note: While it’s nice to have material goals, it is more important to have goals in which you be-
come something.  “Becoming” goals such as becoming more self-confident, creative, or knowledgeable 
in a certain field do much more for your happiness, self-confidence, and self-esteem.  

6) Look for new sales ideas and use them as soon as possible.
Find new ideas in books, audio programs, seminars and in other salespeople. Take sayings, closes, and
other new information you like and make them your own.  Practice them on other salespeople, family
members, friends, and practice them on yourself.  Most important, once you’ve mastered them privately,
look for places to use these new ideas in real-world selling situations.

7) Review motivational and educational information often.
Actively listening to audio programs while taking notes is the optimal way to learn.  However, this is
not always possible, and when it’s not, passive listening in the car or elsewhere will also work well.  To
absorb the audio programs through passive listening, listen to them sixteen times. To retain them after
the 16 times, listen to them once a month. With books and other written material, read them, take notes,
highlight sections, flag pages, and then review your notes and highlighted sections sixteen times.  With
videos, watch them, take notes, and then review.

8) Work hard and smart. Obviously if you’re given a choice, it’s much better to work
smarter than harder.  At the same time, when you are just starting out and don’t know anything about
the business, you simply must work hard until you figure things out.  But even in the beginning, there are
some basic rules.  They are: one: do what the top people do, as discussed, two: make more calls than
everyone else, three: be persistent, and four: use your time effectively.

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

BY JOHN CHAPIN
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This really works 

Email Addressing – Use BCC
This came to me direct 
from a system adminis-
trator of very large cor-
porate system.  It is an 
excellent message that  
ABSOLUTELY applies to 
ALL of us who send e-
mails.

 Do you really know how to 
forward e-mails?  50% of us do;  
50% do NOT.  Do you wonder 
why you get viruses or junk 
mail?  Do you hate it? Every 
time you forward an e-mail there 
is information left over from the 
people who got the message be-
fore you, namely their e-mail ad-
dresses & names. As the messag-
es get forwarded along, the list 
of addresses builds, and builds, 
and builds, and all it takes is for 
some poor sap to get a virus, and 
his or her computer can send that 
virus to every E-mail address that 
has come across his computer.  
Or, someone can take all of those 
addresses and sell them or send 
junk mail to them in the hopes 
that you will go to the site and 
he will make five cents for each 
hit.  That’s right, all of that incon-
venience over a nickel!  How do 
you stop it?  Well, there are two 
easy steps: 
 (1) When you forward an e-
mail, DELETE all of the other ad-
dresses that appear in the body 
of the message.  That’s right, 
DELETE them.  Highlight them 
and delete them, backspace 
them, cut them, whatever it is you 
know how to do.  It only takes 
a second. You MUST click the 
“Forward” button first and 
then you will have full edit-
ing capabilities against the 
body and headers of the 
message.

 If you don’t click on “For-
ward” first, you won’t be able to 
edit the message at all.
 (2) Whenever you send an e-
mail to more than one person, do 
NOT use the To: or Cc: columns 
for adding e-mail address.  
 Always use the BCC: 
= (blind carbon copy) column 
for listing the e-mail address-
es.  This is the way that people 
you send to only see their own 
e-mail address.  If you don’t 
see your BCC: option click 
on where it says To: and 
your address list will ap-
pear.  Highlight the address 
and choose BCC: and that’s 
it, it’s that easy.  When you 
send to BCC: your message 
will automatically say “Un-
disclosed Recipients” in the 
“TO:” field of the people who 
receive it. 
 Have you ever gotten an 
email that is a petition?  It states 
a position and asks you to add 
your name and address and to 
forward it to 10 or 15 people or 
your entire address book.  The 

email can be forwarded on and 
on and can collect thousands of 
names and email addresses.  A 
FACT: The completed petition 
is actually worth a couple of 
bucks to a professional spammer 
because of the wealth of valid 
names and email addresses con-
tained therein.  If you want to 
support the petition, send it as 
your own personal letter to the 
intended recipient.  Your posi-
tion may carry more weight as 
a personal letter than a laundry 
listname and email address on a 
petition.
 So please, in the future, let’s 
stop the junk mail and the virus-
es.
 Finally, here’s an idea!!!  Let’s 
send this to everyone we know 
(but strip my address off first). 
This is something that SHOULD 
be forwarded.
  Hope you find the above info 
useful and helpful and let’s stamp 
out spam!!! 
 Editor: I send bcc if I send to 
2 or more people, I have been 
doing this for years.  
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Art courtesy https://www.vecteezy.com/free-vector/mail”>Mail Vectors by Vecteezy</a>



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 
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 The goal of most parents is to see that their children and 
grandchildren succeed. As long as the parents are alive, 
they can help their children as needed. But, what if the par-
ents die? Family succession planning involves helping the 
next generation succeed by properly protecting their assets 
and incenting the type of behavior parents find appropri-
ate. This can effectively be done using one or more forms of 
trusts.

Minor children
It is generally not advised to give an inheritance to an 

18-year-old, but this could happen without proper planning.
If a child is under 18 when the parent dies, the court will
impose a guardianship. Generally, the inherited assets must
be turned over to the child when he or she reaches legal
age. Having a trust can prevent this. Think of the trust as
doing what you would have done if you were still alive. It
is unlikely you would have made a large gift to the child
on his/her 18th birthday. Rather, you would make sure the
child’s needs are met, college and perhaps a wedding is
paid for, or you may want to help pay for a first house or
to start a business, etc. The trust can be designed to do just
that. Additionally, it can be designed to make lump sum
distributions at certain ages. All things you would likely have
done if you were still alive.

Special needs children
People who have children with special needs (physical, 

mental, emotional) can make sure the child’s needs are met 
after both parents are gone. Many of these individuals are 
eligible for public assistance of some type; however, if they 
inherit outright from their parents, they may become ineli-
gible for the assistance until the inheritance is spent. Parents 
of special needs children should consider setting up a trust 
that will supplement the child’s needs without disqualifying 
him/her from assistance.

Children with chemical, gambling, creditor, moti-
vation problems
 For children with issues that a sudden influx of money 
could exacerbate, parents should consider putting the child’s 
inheritance into a trust for protection from themselves and 
from creditors and predators. The trustee could have the dis-
cretion to make partial distributions when certain milestones 
are met (e.g., chemical-free for a certain time period, credit 
under control) or for accomplishing certain goals (e.g., col-
lege graduation, dollar for dollar match of legally earned 
income, etc.). 

Children’s spouses
 Sometimes, parents are more concerned about their 
children’s spouses than they are the children themselves. If 
marriage stability, debt issues, etc. is a concern, the parent 
should consider putting that child’s inheritance into a trust 
that provides lifetime income to the child, but with an ulti-
mate distribution to the grandchildren (bloodline trust).
Blended Families - Things can get complicated when there 
have been prior marriages, especially if children are in-
volved. Without proper planning, a parent who remarries 
may inadvertently disinherit his/her own children. This 
would happen if the bulk of the estate passes primarily to 
the new spouse. It is recommended that, before remarrying, 
a parent with significant assets should consider a prenuptial 
agreement and trusts to protect assets for “bloodline” heirs.
A qualified, experienced estate planning attorney can help 
you work through your concerns and put together a plan 
that provides appropriately for your children when you are 
no longer around.   

~ Courtesy of Federated Insurance Co.

IT’S YOUR LIFE 

Family Succession Planning with Trusts

https://www.equipmentdealer.org/benefitsreport/
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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

NEDA Laptop
Highlight



Our purpose is to improve and perpetuate the 
agricultural, construction and rural lifestyle dealer 

business. We are about helping our member dealers 
improving their gross margins and to sell, service 
and supply replacement parts to their customers 

successfully and profitably. NEDA is widely  
recognized and respected as the equipment  

industry organization representing the collective
interests of American equipment dealers in

the Northeast region.

Outdoor Power 
Equipment 

Dealers
Welcome Here!

www.ne-equip.com
Established 1901

Northeast
Equipment
Dealers
Association

Committed to Building The Best Business Environment for Northeast Equipment Dealers

THE NORTHEAST ECONOMIC ENGINE: 

AGRICULTURE, FOREST  
PRODUCTS AND COMMERCIAL 
FISHING SHOW $102 BILLION 
IN ECONOMIC IMPACT IN THE 
NORTHEAST
In this article, read the report of Farm Credit East’s recent reporting, The 
Northeast Economic Engine. See the breakdown of the $102 billion impact 
agriculture, forest products and commercial fishing has across eight North-
east states, and how many jobs each of these industries supported.   The 
incredibly detailed report with great charts can be seen here.   Read more 

~ Article courtesy of Farm Credit East

Do You Have A Story To Tell?

Share Your Dealership 
News With Us
     NEDA is interested in stories about members get-
ting involved in their communities, supporting charities 
or otherwise doing good deeds. Have you celebrated a 
business or personal anniversary, facility expansion, or 
a prestigious award from one of your suppliers, a special 
community event you participated in or any other way 
your business has been recognized that you would like 
to share with other members and have published in our 
monthly newsletter?  Member stories, along with photos, 
will be showcased on NEDA’s media sites and in NEDA’s 
monthly newsletter or E-bytes. If so, please contact 
Dave Close or Art Smith, Editor of the monthly 
newsletter: Dave at 800-932-0607 -- davec@ne-equip. 
com or Art Smith at ajssja@embarqmail.com. 

https://www.farmcrediteast.com/News/media-center/press-releases/20201202DecemberKEP?nvctx=%7BF100E92A-C3D5-43F6-8DA9-5EC36D2CDCBB%7D
https://www.ne-equip.org/
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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.

Should you share  
investigation files with 

 suspended employees?
I have an employee who was suspended for insubordi-
nation. He has requested that we interview the witness, 
which I had already done, and he would like to review. 
Am I required to share the statements/documentation 
with him?

Response: The employee is question is not entitled to re-
view the employer’s investigation file, including any wit-
ness statements, notes, or other documents that were 
relevant to, and made part of, the investigation and we 
do not recommend that the employer disclose the same. 
The investigative file should be kept separate from the 
personnel file and documentation and information con-
tained therein is the property of the employer; absent 
a contract that entitles employees otherwise, it should 
not be subject to disclosure to the employee who was 
under investigation.
  Certainly the employer can and should let an em-
ployee who has been the subject of an investigation 
know what the outcome of such investigation was, 
particularly if the outcome results in disciplinary action 
as to the employee in question (you indicate here that 
the employee was suspended so presumably he was al-
ready notified of the employer’s action).  To the extent 
the employee in question asked the employer to include 
in its investigation an interview of a witness or co-work-
er who may have had additional information and the 
employer did so (and employers generally should meet 
with individuals identified as having relevant knowl-
edge in any investigation), the employer is not required 
to let the employee know what transpired during that 
conversation (nor must the employer disclose any writ-
ten witness statement or similar document). 
  If the employer’s subsequent investigation caused it 
to revisit its disciplinary decision (suspension), of course 
it can and should let the employee know and then take 
whatever steps are necessary to rectify the matter (i.e., 
if the suspension was unpaid and the employer deter-
mined subsequently that such disciplinary suspension 
was inappropriately issued, it can always issue back pay 
to make the employee whole). On the other hand, if the 
employer did not learn anything from the witness who 
was interviewed that gave it any reason to revisit its 
decision, the employer is not required to do so, and can 
simply let the employee know that it has investigated 
the matter and that its original disciplinary decision 
stands. Beyond this, he is not entitled to know or see 
more relative to the employer’s investigation, including 
meetings with and statements taken from witnesses.

 To learn more about the Federated Employment  
Practices Network®, contact your local Federated 
Marketing Representative, or 
visit www.federatedinsurance.com.

© 2014 Advisors Law Group, All Rights Reserved



Partial Gl Bill Benefits for pre-9/ll Vets 
Q  I spent most of my military years in the Marine Corps Reserve and was 
called up for Desert Storm. I understand certain educational benefits may 
be available to me because of that. Currently, my employer will reimburse 
me up to 65 percent for the university-level courses for which I am cur-
rently enrolled. Could GI BiII benefits possibly cover the remaining fees? 

A  If you served 90 days to six months consecutively, you may be eligible for 
40 percent of Post-9/11 GI Bill benefits under Chapter 33. Generally, you may 
receive up to 36 months of entitlement. You will be eligible for benefits for 
15 years. To sign up for your benefits, go to www.benefits.va.gov. 

Yellow Ribbon Program 
Q  A local university doesn’t participate in the Yellow Ribbon 
Program. Is it possible to still attend the school and receive my 
Post-9!11 benefits? 

A  Yes. Post-9/ll GI Bill benefits pay for all resident tuition and fees for a public school,or 
the lower of the. actual tuition and fees or the national maximum per year for a privat~ 
school. If a school’s tuition is higher than the national average, that school may choose 
to participate in the Yellow Ribbon Program, which provides additional funds, tuition and 
fees for your degree. 

On Repaying VA for GI Bill Benefits  
Q  I enrolled in college and registered for classes, but before the classes 
started I dropped them for personal - reasons. I received payment for my 
GI Bill benefits and want to return the money VA sent me for housing and 
books. Is there a process to send money back to VA?

A  You will need to contact your VA office at the college. It will terminate your enrollment.
When theagency receives a certification stating that you have been unenrolled, it will send 
you a bill for housing and books. If VA paid the college, the college will receive a bill for 
tuition paid. You must receive a bill from VA before you send the money back. If you want 
to contact VA, the toll-free number is 1-888-442-4551. 

National Call to Service  
Q  I enrolled in college and registered for classes, but before the classes 
started I dropped them for personal - reasons. I received payment for my 
GI Bill benefits and want to return the money VA sent me for housing and 
books. Is there a process to send money back to VA?

A  The National Call to Service offers many benefits, such as repayment of student loans 
up to $18,000, a cash bonus of $5,000, or entitlement to an allowance equal to the three-
year monthly Montgomery GI Bill-Active Duty rate for 12 months. To qualify, there is a 
three-tiered service requirement: after completion of initial entry training you must serve in 
a military occupational specialty, you must serve an additional period of active duty, and 
the remaining period of obligated service must be served in on active duty, in the Selected 
Reserve or in AmeriCorps. This is a Department of Defense program administered by VA. 

Valerie Heffner is a Marine Corps veteran and member of American Legion Post 27 in 
Arizona. askva/erie@/egion.org 
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ways
   advertise with NEDANEDAtw

o
to

To benefit from the power of getting your  
information into the hands of Northeast premium 
equipment dealers, advertise in both the NEDA  
E-Bytes and/or our monthly magazine.

ortheast
quipment
ealers
ssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers

E-Bytes Northeast 
DealerNEDA E-Bytes is electronically 

sent to dealerships throughout 
CT, MA, ME, NH, NJ, NY, PA, 
RI & VT - reaching equipment 
dealer principals and their
key employees on a bi-
weekly basis.

Advertising in NEDA 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
E-Bytes: Dave Close ... P: 800-932-0607 • F: 315-451-3548 • E: davec@ne-equip.com

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



You Hold the Keys
Confidently place people behind the 

wheel of your company vehicles with 
the help of driver screening tools and 

risk management resources.

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

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

21.01  Ed. 12/20  *Not licensed in all states.  © 2020 Federated Mutual Insurance Company

Scan to learn how to help your 
company drivers make it  

home safe today.

Please make Please make 

it home safe it home safe 
today.today.




