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Penn State Ag Law Center
 On May 28, the EEOC updated its guidance to now address employer-
supplied incentives for employees to be vaccinated, as well as some other  
topics.  The entire vaccination section has been updated, but the discussion of incentives 
has been long-awaited.  Here is the “headline” update:

K.16.  Under the ADA, may an employer offer an incentive to employees to volun-
tarily provide documentation or other confirmation that they received a vaccination on 
their own from a pharmacy, public health department, or other health care provider 
in the community?  (5/28/21)

Yes.  Requesting documentation or other confirmation showing that an employee 
received a COVID-19 vaccination in the community is not a disability-related inquiry 
covered by the ADA.  Therefore, an employer may offer an incentive to employees 
to voluntarily provide documentation or other confirmation of a vaccination received 
in the community.  As noted elsewhere, the employer is required to keep vaccination 
information confidential pursuant to the ADA. 

 The EEOC issued a press release accompanying the entire set of updates, summariz-
ing them as follows: 
 The key updates to the technical assistance are summarized below:

• Federal EEO laws do not prevent an employer from requiring all employees physi-
cally entering the workplace to be vaccinated for COVID-19, so long as employ-
ers comply with the reasonable accommodation provisions of the ADA and Title 
VII of the Civil Rights Act of 1964 and other EEO considerations.  Other laws, 
not in EEOC’s jurisdiction, may place additional restrictions on employers.  From 
an EEO perspective, employers should keep in mind that because some individu-
als or demographic groups may face greater barriers to receiving a COVID-19 
vaccination than others, some employees may be more likely to be negatively 
impacted by a vaccination requirement.

• Federal EEO laws do not prevent or limit employers from offering incentives to 
employees to voluntarily provide documentation or other confirmation of vaccina-
tion obtained from a third party (not the employer) in the community, such as a 
pharmacy, personal health care provider, or public clinic. If employers choose 
to obtain vaccination information from their employees, employers must keep  
vaccination information confidential pursuant to the ADA.

• Employers that are administering vaccines to their employees may offer incen-
tives for employees to be vaccinated, as long as the incentives are not coercive.  
Because vaccinations require employees to answer pre-vaccination disability-
related screening questions, a very large incentive could make employees feel 
pressured to disclose protected medical information.

continued on page 4



NEDA Workers’ Compensation Safety Group

Exclusive WC Program
 

DIVIDEND HISTORY

ELIGIBILITY

Average Dividend of 24.5% 
For the Last 10 Years

Policy Year
2018-2019
2017-2018
2016-2017
2015-2016
2014-2015
2013-2014
2012-2013
2011-2012
2010-2011
2009-2010

Dividend
40.0%
40.0%
35.0%
30.0%
20.0%
15.0%
15.0%
  5.0%
20.0%
25.0%

 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 for the 
EXCLUSIVE WC PROGRAM

Call: Pat Burns, HF&C 315-703-9148 or email your WC 
declarations page to pburns@haylor.com or Visit us at 

www.haylor.com/NEDA

90% of Eligible NEDA Dealers 
Purchasing Workers’Comp 

From Safety Group #548 10 % of Eligible 
NEDA Dealers Purchasing 
Workers’ Comp From ALL 

OTHER SOURCES

®

New York Members of the Northeast Equipment 
Dealers Association

90% 10%



 As the country and economy begins to emerge 
from “the Covid-19 fog” all the traffic reports that I 
have received have been positive and seem to indi-
cate continuing support of sales growth.  The only 
caveats to that are inventory availability, access to 
qualified labor, and associated supply chain “chal-
lenges”.  There is no doubt that managing a deal-
ership through 2020 was a challenge.  Thankfully, 
most dealers met the challenge, adapted, and found 
success.  While 2021 has brought many of the same 
challenges as 2020, she seems more than willing to 
add a few more of her own. Bottomline, manufac-
turers and dealership management must proactively 
respect each other’s interests and cooperatively seek 
solutions that benefit of all concerned!

Like April and May, June continues to be an espe-
cially busy month on the legislative front.  This year 
we’ve had more than our fair shar of Right-to-Repair 
bills introduced in our region. We have met with multiple bill sponsors and worked 
hard to support legislative visits (both virtually and in person).  Thankfully, for the 
most part, we have been successful in pushing back, with only one of the bills (S. 
4104) in our AOR being passed by a legislative body (it died in the other).   Maine 
continues to be the only state in our AOR without a R2R bill.  
 I think it is fair to say that there were some very “friendly” voices among the 
legislative staff and select legislators on several of the calls/visits particularly when 
we were able to get multiple dealers to participate.  Knowing that 2021 has a way 
to go and that the advocates are well funded and organized, I would like to ask 
again that you invest time in educating your staff, department heads, and customers 
on the issue. It is vital that they understand that R2R legislation could bring several 
unintended consequences, negatively effecting the dealership, their jobs, and your 
customers!  
 Good news!  The House took up SB 264 (CT - SB264 AN ACT CONCERNING 
FAIR REIMBURSEMENT TO RETAIL DEALERS OF POWER EQUIPMENT).  It followed 
the CT Senate’s example and passed the bill with an overwhelming majority.  I am 
hopeful that the Governor will have signed it by the time that you’re reading this 
column!       
 Knowing that many of you may not have had time to check out our updated 
the legislative tracking report on the associations website, I want to encourage 
you to find some time this summer to look i t over and tell us what you think.  The 
report function features an interactive states map and the ability to sort legislation 
by category.  It’s located under the NEDA new tab @ https://www.ne-
equip.org/legislative-update/.  Please let us know what you think!  
 Please also consider contributing to NEDA’s legislative fund and ensuring that 
NEDA can continue this important work on your behalf!  

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

Observations
from the FIELD

The general information provided in this publication is not intended to be nor should it be treated as tax, legal, investment, accounting, or other 
professional advice. Before making any decision or taking any action, you should consult a qualified professional advisor who has been provided 
with all pertinent facts relevant to your situation. This publication is designed to provide accurate and authoritative information in regard to the 
subject matter covered. It is furnished with the understanding that the Northeast Equipment Dealers Association, Inc., the publisher, is not engaged 
in rendering legal, accounting or other professional service. Changes in the law duly render the information in this publication invalid. Legal or other 
expert advice should be obtained from a competent professional. Some of the editorial material is copyrighted and 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

JOHN E. KOMARISKY,, 1st Vice President / Treasurer
Main & Pinckney Equipment Inc. / Auburn, NY
315-253-6269 • Fax: 315-253-5110
New Holland, Simplicity, Brillion, Bush Hog
john@mainandpinckney.com

VACANT, 2nd Vice President 

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 • Fax: 860-747-6239
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
bradh@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

LAURA OLINGER  
Bentley Bros. Inc. / Albion, NY
585-589-9610 • Fax: 585-589-2114
Kubota, Stihl, Landpride, Ariens
laura@bentleybrosinc.com • www.bentleybrosinc.com

AMANDA K. STANTON 
United Ag & Turf Northeast 
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 • 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

https://www.ne-equip.org/legislative-update/
https://www.ne-equip.org/legislative-update/
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Penn State Ag Law Center
continued from page 1

• Employers may provide employees and their family members with information to
educate them about COVID-19 vaccines and raise awareness about the benefits
of vaccination. The technical assistance highlights federal government resources
available to those seeking more information about how to get vaccinated.

 I hope this is helpful. The entire vaccination section is set forth below if you really 
want to see it. 
  “What You Should Know About COVID-19 and the ADA, the Rehabilitation Act, and 
Other EEO Laws.”  

Courtesy of  Brook Duer, Staff Attorney, Center for Agricultural and Shale Law 
Penn State Law -- 814-863-3396 | WFH – Cell 717-874-0935

dhd5103@psu.edu 

 Following up from Brook’s email above, the EEOC update on employer-supplied in-
centives for vaccinated employees, OSHA also updated its guidance as well.   You can 
watch/reference the videos below for more information. - Here’s what you may have 
missed recently... Yesterday, we covered the new EEOC COVID-19 vaccination guid-
ance in this video at The Employer Handbook YouTube Channel. Today, I’m back with 
another short video about the new OSHA vaccine guidance. ---(Spoiler Alert: It is good 
news for employers). 
 From: Eric B. Meyer via The Employer Handbook <eric.meyer@fisherbroyles.com>
VIDEO: Amy and Eric explain what’s hot with the EEOC’s new COVID-19 guidance 
“Privileged White Female ‘Karen’ caught on video verbally abusing an African Ameri-
can male” is now suing her former employer for discrimination.

POLL RESULTS: Don’t discipline employees that spread COVID-19 misinformation
 POLL: How should companies handle employees that spread COVID-19 misinforma-
tion?

On Friday, New Jersey will lift most COVID-19 mask restrictions. But most businesses 
may be like, “WTH!”

Courtesy of Eric B. Meyer via The Employer Handbook 
eric.meyer@fisherbroyles.com

CT Warranty Law
 NEDA, on behalf of Connecticut equipment dealers, is pleased to report that 
the legislators and Governor of Connecticut have enacted CT SB264 {signed 
into law 6/24/21, effective 1/1/22}, which updates the warranty provi-
sions included in the state’s equipment dealer law.
 Improved language addresses dealer compensation for diagnostic time,  
labor and parts, reimbursement rates, and rejection of claims based on submis-
sion errors.
 CT SB264 represents what can be done when dedicated dealers work  
together and commit their combined efforts to speaking with a common voice for 
the benefit of their fellow dealers and customers.
 NEDA represents over 450 agricultural, industrial, rental, and outdoor  
power equipment dealers in Connecticut, Massachusetts, Maine, New Hamp-
shire, New Jersey, New York, Pennsylvania, Rhode Island, and Vermont. Our 
mission is to promote the general welfare of equipment dealer members by 
supporting favorable legislation and vetting products and services focused on 
helping dealers find efficiencies, reduce their cost of doing business, and 
provide superior services to their customers. 

https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=ea7ce793dd&e=2b9c8997a2
https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=ea7ce793dd&e=2b9c8997a2


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.

Dan Abrahamson
CT, ME, MA, NH, NJ, 
NY, RI, VT
(607) 765-6271

Selling equipment 
can be hard. 
Financing it 
can be easy.
AgDirect® delivers simple, fast and 
flexible equipment financing.

AgDirect® was built specifically for the unique 
needs of ag equipment dealers and those who buy 
from them. Along with our simple, fast and flexible 
financing, we offer purchase and leasing options, 
competitive rates and ag-friendly terms that keep 
customers happy and coming back. 

And nobody delivers more responsive support. 

Learn why more dealers are choosing AgDirect. 
Call us at 888-525-9805 or visit agdirect.com today.

can be hard. 
Financing it 
can be easy.
AgDirect® delivers simple, fast and 
flexible equipment financing.

AgDirect® was built specifically for the unique 
needs of ag equipment dealers and those who buy 
from them. Along with our simple, fast and flexible 
financing, we offer purchase and leasing options, 
competitive rates and ag-friendly terms that keep 
customers happy and coming back. 

And nobody delivers more responsive support. 

Learn why more dealers are choosing AgDirect. 
Call us at 888-525-9805 or visit agdirect.com today.

can be easy.
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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. 

NEDA 2021 Holiday Schedule
Monday July 5  Independence Day
Monday  September 6  Labor Day
Monday  October 11  Columbus Day
Thursday  November 25 Thanksgiving
Friday November 26 Thanksgiving
Friday December 24  Christmas
Friday December 31  New Years

PROMOTIONAL OPPORTUNITY
free to Dealers

 The Association wants to feature your dealer-
ship(s) recent news and photos in a future NE 
Dealer edition.  
 Please feel free to submit your dealerships 
news and/or press releases to editor Art Smith 
to: sja1203@gmail.com.
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New York State Fairgrounds
Syracuse, New York
Thursday, Friday & SaturdayThursday, Friday & Saturday

8:30am to 4pm Daily8:30am to 4pm Daily
 

Tickets Available From Your Local Northeast Equipment Dealer
Co-sponsored by American Agriculturist Magazine and The Northeast Equipment Dealrs Association

NEW YORK
FARM SHOW®2019

Indoors Indoors and Outstandingand Outstanding

Robert Watson Memorial Toy AuctionRobert Watson Memorial Toy Auction
LeClar Bros. Auction ServiceLeClar Bros. Auction Service

Friday, February 27, 2020 5:00pm • Building 2, Arts & Home CenterFriday, February 27, 2020 5:00pm • Building 2, Arts & Home Center
For More InformationFor More Information  

 Contact Scott Grigor - 315.457.8205 Contact Scott Grigor - 315.457.8205
www.newyorkfarmshow.com / sgrigor@ne-equip.comwww.newyorkfarmshow.com / sgrigor@ne-equip.com

February 24, 25 & 26 February 24, 25 & 26 
20222022

Syracuse, New YorkSyracuse, New York

Friday, February 25, 2022  5:00pm • Building 2, Arts & Home Center
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Estate Planning
Where Do I Begin?

BY CURT FERGUSON | Jun 04, 2021 Farm Progress Daily

 Everyone has at least a vague notion of what “estate planning” means. But if you were 
asked to define it, the notion is probably pretty fuzzy.
 What is it really? Does estate planning mean avoiding probate court when you die? Is 
it having enough life insurance to cover final expenses and taxes? Is an estate plan meant 
to avoid estate taxes? Is it a plan to divide up your property when you die? Is it a document 
you need to get? Is it a trust? Do you have to see a lawyer?
 Estate planning can involve all those issues and many more. It might be overwhelm-
ing, in fact. With uncertainty in the tax laws and the economy right now, you might be 
feeling an urgency about it. But where do you start?

To start planning your estate means facing three facts:
1. You are not going to live forever.
2. You will not take your estate with you.
3. Someone else will receive your estate.
If you have an estate, it is probably because you spent many years trying to manage

your time and energy well. As your efforts and God’s goodness allowed you to accumu-
late some assets, you sought to be a good steward of all that is under your dominion. You 
probably avoided frivolous spending and emphasized investment that would make the 
farm and business stronger. You chose to act in the ways you thought were good for you, 
your farm and business, your family and even your community. Wherever you have the 
means to do so, you continue to exercise your control to bring about what is good. 
Estate planning is simply the next logical step. You position your estate so it can continue 
to do as much good as possible when you will no longer be in control. You arrange things 
so that, although you will continue faithful stewardship if you are able, the necessary struc-
tures are in place to pass the control to your successors.

THINK THROUGH TO THE END!
 How will your estate continue to do good without you? That is the part that takes seri-
ous thought. Perhaps to you, “doing good” means assuring that one or more members of 
the next generation will be able to continue the farm life: the connection to the land, the 
challenges of weather and markets, the elbow room of the country, the character of the 
community. Maybe some of your children have branched out with your blessing, and part 
of your estate will do good by providing some additional income to supplement their re-
tirement or their children’s education. Your farm and business might do good by providing 
a gathering place where your family remains connected and reminded of the work ethic, 
faith, and love for one another that they learned.
 Your farm might be almost sacred to you, but not so much to your children. It was your 
way of providing, your way of life and your place, but your children may have pursued 
other worthwhile paths. If none of your heirs are particularly suited for life on the farm, do 
not be afraid to accept reality. Maybe positioning your affairs to do the most good means 
planning so your heirs can convert the farm or business  to other forms of investment capi-
tal when you are gone. If they do, this would also allow a farming neighbor who is better 
suited to appreciate the farm to do what you did years ago: invest in some more land to 
make the farm a more viable enterprise.
 What if you have heirs who not only did not take to farming, but also rejected the 
work ethic and frugality training? Doing good means protecting them from themselves. Do 
not leave things simply for them to blow as if your farm were lottery winnings.
 This is just scratching the surface, but I hope it gets you started. Until you think this sort 
of thing through to the end, worrying about things like avoiding taxes or probate is 
premature.

Ferguson is an attorney who owns The Estate Planning Center in Salem, IL. 
Learn more at thefarmersestateplanningattorneys.com. The opinions of this writer 
are not necessarily those of Farm Progress/Informa. 
Courtesy of:  Farm Progress Daily [FarmProgressDaily@enews.farmprogress.com]

ESTATE 
PLAN 
EDGE:

Think it through 

to the end 

because estate 

planning is 

more than just 

avoiding taxes.
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Also available in Amber only. 

LIW-AGKIT 
Wireless AG Kit can be transferred from one 
implement to another with ease. Everything 
you need to keep you safe on the road 

Retail: $555.00 

Dealer Cost: $464.00 
Stop by our Booth and say, 

“HELLO” 

STR13AW-MAG 
13” rooftop amber / white strobe.  
360 degrees of lighting with strong magnetic 
hold.  Cigarette plug included. 

Retail $ 275.00 
Dealer Cost $ 180.00 

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 

Outstanding quality, high light 
output, focused beam patterns, 
and excellent dust and moisture 
intrusion resistance are 
important considerations when 
choosing a vehicle lighting 
system.  Custer Products is 
proud to offer lighting systems 
that meet these strict standards. 

Order your products through 
NEDA today! 
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More Than Just Tax Mitigation:
Everything You Need to Know 
About Deferred Sales Trusts

BY MICHAEL S. HAMPLEMAN & ROMAN A. BASI

 The tax landscape in the United States is ever changing.  In turn, tax advisors,  
consultants, experts, etc., remain on a continued pursuit to mitigate their client’s taxes 
from a business sale perspective.  It is no secret, the goal for all business owners who 
sell their company is to recoup as much value as possible by mitigating as much tax as  
possible.  After all, business owners did not invest their life into a company just to give 
sales proceeds to the government by paying them taxes.  There are many tax saving 
structures and methodologies when selling a business and one structure, popularized 
over the last four to five years, is the Deferred Sales Trust. 
 A Deferred Sales Trust or “DST” is an arrangement to defer capital gain on the 
sale of a business using the installment method under I.R.C. §453.  However, a DST is 
not something embodied in IRS Code or tax court case law.  Instead, the term “Deferred 
Sales Trust” is a trademarked term for a financial planning strategy.  This article will set 
forth the structure of the DST, its origins, benefits, and drawbacks for those interested in 
utilizing a DST as a tax mitigating tool. 
 To better illustrate the DST structure, steps 1-6 below provide the way a DST is 
crafted to obtain the tax benefits proposed. 

 1. A third-party trust is formed that will be managed by a third-party, not the Seller.
 2. The Taxpayer/Seller assets are sold to the trust using an installment contract.
 3. The trust then sells the assets to the Buyer and receives the funds.
 4. The third-party trustee then invests the funds and/or distributes installment pay-

ments at the Taxpayer/Seller’s direction, as stated in the Trust.
 5. Capital gains are only paid on the principal amounts the Taxpayer/Seller re-

ceives from the installment payments. Return of basis is not taxed, and interest
payments are taxed as ordinary income.

 6. The Taxpayer/Seller can recoup the benefit of continued interest payments
from the third-party trust based on the quality of investment while capital gains
continue to defer if the trust is written in such a manner as to provide for this type
of distribution.

 But does a structure like this hold up under IRS scrutiny?  The answer is yes.  While 
DSTs are a semi-new concept, the nature of DST’s have been in existence for a while.  
Prior to 1980, somewhat like the current DST structure, a Taxpayers/Seller would sell 
its property to a related person who would then sell the property to an outside buyer 
instead of using a trust managed by a third-party. In 1976,  the IRS took issue with the 
“related person” sale and challenged the structure in Wrenn v. Commissioner of Internal 
Revenue, where the Tax Court held, “to receive installment sale benefits the seller may 
not directly or indirectly have control over the proceeds or possess the economic benefit 
therefrom.” Wrenn v. Commissioner of Internal Revenue, 67 T.C. 576, 5821 (1976). 

Then, Congress passed the Installment Sale Revision Act of 1980, more specifically 
I.R.C. §453 which currently oversees the most integral part of DST’s, the installment
method of payment and related person aspects. It is important to understand the history
of DSTs as it has shaped the legality of how they operate today.  To date, the IRS has
investigated over twelve DST’s, each of which have warranted a “no change” ruling.
Thereafter, the IRS conducted two separate reviews of two integral DST planners and
closed both reviews without an adverse finding.  Thus, it is safe to say, DSTs are tried
and true and do hold up to IRS scrutiny.

continued on age 12
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AD VERSION #1

AD VERSION #2

LancasterFarming.com had 815,500 visitors last year and many were 
looking to buy cars, farm equipment, parts or services. Don’t miss the 

customer you are looking for. We can even deliver your banner ads to 
readers in a specific geographic region by either state or county!

CALL 7173943047 TO GET STARTED•AD DESIGN INCLUDED

MAXIMIZE
YOUR VALUE
WITH DIFFERENT 

VERSIONS OF 
YOUR AD!

on
Digital Banner Ads

WHEN YOU SCHEDULE 3+ CONSECUTIVE MONTHS
STARTING AT $150 PER MONTH

50% OFF
SummerSale
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 Now that we know DSTs are legitimate tax mitigating vehicles, four essential questions need to be asked and  
answered.  First, is the Taxpayer/Seller looking for a large lump sum of cash from the sales proceeds or can they defer pay-
ment over a period of years?   Second,  what is the Taxpayer/Seller’s benefit from an installment method payout?  Third,  is 
the Taxpayer/Seller prepared to take on the role as a creditor?  Fourth,  are there any underlying details the Taxpayer/Seller 
needs to be aware of? 
 Taxpayer/Sellers looking for a large lump sum of sale proceeds from selling their business are not prime candidates for a 
DST.  As shown in Scenario One in the chart below, these types of Taxpayer/Sellers are willing to mitigate their tax burden in 
the year the sales proceeds are received and use the after-tax proceeds for other investments. A prime candidate for a DST is 
one who seeks to mitigate tax through a 10-, 15-, or 20-year installment method payout.  As shown in Scenario Two below, 
using the DST installment method allows for immediate investment with pre-taxed funds from the sale, i.e., $2,000,000 using 
the DST compared to $1,564,200 from recognizing the tax in the year of the sale.  Not only does the DST allow the Taxpayer/
Seller to recoup and invest gain of $435,800 more than the sale in Scenario One, but when the Taxpayer/Seller begins to take 
principal payments, they will be subject to a lower effective rate, assuming the tax rates remain the same in future years.  For 
example, the effective tax rate in Scenario One is 21.79% on $2,000,000.  However, in Scenario Two, if the Taxpayer/Seller 
receives $200,000 of principal in an installment payment, the estimated effective tax rate is only 15.25%.  Thus, over time, by 
delaying payments through an installment method, the effective tax rate remains lower than if the lump sum was recognized at 
once, allowing more overall cash to be recouped by the Taxpayer/Seller over the life of the payments.

 While the financial return and tax mitigation of a DST can be very advantageous, it is vitally important the Taxpayer/Seller 
understand the creditor role they will play.  The creditor relationship between Taxpayer/Seller and third-party trust is paramount 
to the investment protection and risk of the Taxpayer/Seller. Taxpayer/Seller financing is implemented using a Promissory Note, 
Security Agreement, and most important, a UCC Financing Statement securing the relevant collateral in case there is a default on 
the Promissory Note. When using a DST, it is paramount to understand the secured nature of your investment.  An investment that 
lacks a Security Agreement and UCC1 Financing Statement increases the Taxpayer/Seller risk exponentially as the Taxpayer/
Seller is left without collateral value in the case of a Buyer or third-party trust default. However, confirmation of a Security Agree-
ment and UCC1 Financing Statement is not the stopping point, it is equally important to understand the creditor position in which 
the Taxpayer/Seller will be placed as they want to be first in line to receive the collateral in the event of default.  A second or 
third place creditor position leaves the Taxpayer/Seller vulnerable and at risk of their investment. 
 Finally, because DSTs are financial planning strategies rather than intricate tax concepts, there are usually other costs 
associated with the implementation. As shown in Scenario Two above, the average cost for implementing a DST ranges, but 
industry standards are generally 1.5% of the investment. Moreover, in some DST’s the Taxpayer/Seller is subject to fees to the 
independent trustee and investment advisor as well.  Another aspect of importance is the state in which the Taxpayer/Seller is 
selling their property as some states do not recognize DST’s. California for example declared that DST type installment sales do 
not qualify for deferral recognition of funds. Last, but not least, the United States tax landscape could change in 2022 per the 
current party in power. The proposed change in the capital gains rates will cause all taxpayers to reevaluate their tax mitigation 
strategies moving forward with DST’s potentially playing a large role in the Merger and Acquisition world. 
 Here at The Center for Financial, Legal & Tax Planning, Inc., we routinely review DST structures and proposals for our cli-
ents. If you or your client have been approached to structure a transaction using a DST or are thinking to structure a transaction  
using a DST, please reach out to our office at 618-997-3436 for more information and guidance on the matter.  DEALERS:  This 
article is incredibly involved, please call them, or give this article to your tax accountant.   

Article courtesy of:  Basi, Basi & Associates at The Center for Financial, Legal & Tax Planning, Inc. • Mergers & Acquisitions • Business 
Succession Planning • Strategic Planning and Negotiation for Buying or Selling a Business, June 2021

Deferred Sales Trusts continued from page 10

While the financial return and tax mitigation of a DST can be very advantageous, it is vitally
important the Taxpayer/Seller understand the creditor role they will play.  The creditor relationship
between Taxpayer/Seller and third-party trust is paramount to the investment protection and risk
of the Taxpayer/Seller.  Taxpayer/Seller financing is implemented using a Promissory Note,
Security Agreement, and most important, a UCC Financing Statement securing the relevant
collateral in case there is a default on the Promissory Note. When using a DST, it is paramount
to understand the secured nature of your investment.  An investment that lacks a Security
Agreement and UCC1 Financing Statement increases the Taxpayer/Seller risk exponentially as
the Taxpayer/Seller is left without collateral value in the case of a Buyer or third-party trust default.
However, confirmation of a Security Agreement and UCC1 Financing Statement is not the
stopping point, it is equally important to understand the creditor position in which the
Taxpayer/Seller will be placed as they want to be first in line to receive the collateral in the event
of default.  A second or third place creditor position leaves the Taxpayer/Seller vulnerable and at
risk of their investment.

Finally, because DSTs are financial planning strategies rather than intricate tax concepts,
there are usually other costs associated with the implementation. As shown in Scenario Two
above, the average cost for implementing a DST ranges, but industry standards are generally
1.5% of the investment. Moreover, in some DST’s the Taxpayer/Seller is subject to fees to the
independent trustee and investment advisor as well.  Another aspect of importance is the state in
which the Taxpayer/Seller is selling their property as some states do not recognize DST’s.
California for example declared that DST type installment sales do not qualify for deferral
recognition of funds. Last, but not least, the United States tax landscape could change in 2022 
per the current party in power. The proposed change in the capital gains rates will cause all
taxpayers to reevaluate their tax mitigation strategies moving forward with DST’s potentially
playing a large role in the Merger and Acquisition world.

Here at The Center for Financial, Legal & Tax Planning, Inc., we routinely review DST
structures and proposals for our clients. If you or your client have been approached to structure
a transaction using a DST or are thinking to structure a transaction using a DST, please reach
out to our office at (618)-997-3436 for more information and guidance on the matter.

Taxable Gain in Sale on Assets in Florida 2,000,000$ Taxable Gain in Sale on Assets in Florida 2,000,000$
Effective Fed. & FL Cap Gains Rate (21.79%) (435,800)$ Effective Fed. & FL Cap Gains Rate (0%)
Net Cash at Closing After Tax 1,564,200$ Net Cash at Closing After Tax 2,000,000$
General Cost to Implement DST 0 General Cost to Implement DST 1.5% of Investme (30,000)$
Cash Proceeds to Reinvest 1,564,200$ Cash Proceeds to Reinvest 1,970,000$
5% Annual Return on Cash Proceeds 78,210$ 5% Annual Return on Cash Proceeds 98,500$
Value After Year One 1,642,410$ Value After Year One 2,068,500$
5% Annual Return on Cash Proceeds 82,121$ 5% Annual Return on Cash Proceeds 103,425$
Value After Year Two 1,724,531$ Value After Year Two 2,171,925$

***When the Taxpayer/Seller begins to receive the $2,000,000 principal

the capital gains rate at that time will apply.

Sale of Assets - Married Filing Jointly - Cash at Closing Investment into Deferred Sales Trust
Scenario One Scenario Two

***When the Taxpayer/Seller begins to receive the $2,000,000 principal the capital gains rate at that time will apply.
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How Many Hours Per Week = 
Sales Success?

 Recently I was speaking with an insurance agency owner about the lack of success of his two 
most recent hires. When I asked how many hours they were putting in, the answer was, “About 
45 or 50 per week.” Keep in mind, these agents are in their 20s, are new to the industry and rela-
tively new to sales. In other words, not only do they have to spend time learning about an industry 
they know next to nothing about, they also have to learn how to sell, in addition to learning the 
ins and outs of the new company they work for. Taking all of that into consideration, I gave him 
my estimate of how many hours they should be putting in. His response? “Look, you can’t expect 
Millennials to work more than 40 or 50 hours a week.” 

How many hours should a new sales rep be putting in?
 When hiring a new sales rep, I tell people to look for five things: people skills, mental tough-
ness, work ethic, attitude, and character (honesty and integrity). You give me a person who’s 
positive and upbeat, is good at connecting and communicating with people, is able to persist and 
persevere through rejection, will always do the right thing, and is willing to work their butt off to 
be successful, and I’ll show you someone who will be successful in sales, and pretty much anything 
else for that matter. The number of hours someone is willing to put in, though most closely related 
to work ethic, also ties into attitude, mental toughness, and character (they’re taking money from 
you to do a job which requires putting in the effort necessary to get the results and pay you back).

Factor #1: Sales skills
 In order to be successful at the highest levels, the new sales rep will need great sales skills. If 
they were in another industry previously, and already have great sales skills, that’s good but they’ll 
still have to adapt their skills to the new industry. 

Factor #2: Industry knowledge
 If they’ve been in the industry for the while, this can be helpful. My sister was basically the 
equivalent of a dental hygienist for seven years before she began selling dental equipment. Be-
cause she already knew all the products and what was important to the people she was selling to, 
this cut down significantly on the time she needed to put in to get up to speed on the industry and 
product knowledge. 

Factor #3: Network
 Typically, a new sales rep doesn’t have a large, loyal, influential network that they can rely 
on for tons of business. If they do, it tends to be the exception versus the rule. For example, if Rob 
Gronkowski decided to be an insurance agent, financial planner, or sales rep for almost anything, 
he’d get tons of business based upon his network, or in this case, the number of people who are 
familiar with him and would like to be connected with him. The rule is that most new sales reps 
will need to spend a lot of time building their network by pounding the pavement, making phone 
calls, doing other forms of marketing, and following up. 

Factor #4: Are they new to the company?
 This is the least of the factors in the equation and is a short-term consideration, but if a rep is 
new to the company, they have to learn the tools, systems, procedures, and processes of the com-
pany they work for. This includes how the CRM works, the e-mail and phone systems, who to go to 
for certain questions, what paperwork is required when, and how to fill it out, relationship building 
within the organization along with learning some of what everyone else does, and a plethora of 
other details. 
 All of the above said, if a sales rep is new to an industry and company, they have average, 
poor, or few sales skills, and they do not have an extensive network that they can rely upon for mas-
sive amounts of business, they should be putting in a minimum of 67 hours a week, and probably 
more than that, for their first three to five years.
 Oh, and by the way, there are plenty of millennials willing to put in the hours in order to be 
successful, you just have to dig to find them and know how to paint a picture of an exciting future in 
your industry. Also, their generation does not have a monopoly on people who don’t want to work.

John Chapin is a motivational sales speaker and trainer. For his free newsletter, go to: www.completeselling. 
com  John has over 31 years of sales experience as a number one sales rep and is the author of the 2010 sales 
book of the year: Sales Encyclopedia, (Axiom Book Awards) – also the largest sales book on the planet (678 
pages). - johnchapin@completeselling.com. - 508-243-7359 

BY JOHN CHAPIN

When hiring a 
new sales rep, 
I tell people to 
look for five 

things: people 
skills, mental 

toughness, work 
ethic, attitude, and 
character (honesty 
and integrity). You 
give me a person 
who’s positive and 

upbeat, is good 
at connecting and 
communicating 
with people, is 
able to persist 
and persevere 

through rejection, 
will always do the 

right thing, and 
is willing to work 
their butt off to be 

successful ...
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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
sja1203@gmail.com

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

FASTLINE MARKETING GROUP
866.806.0680
Info@FastlineMarketingGroup.com
www.FastlineMarketingGroup.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
jleemkuil@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

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 Formwalt 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

SECUVANT - Cybersecurity                                                   
Dawn Bailey
855-732-8826

SPECIALTY EQUIPMENT WARRANTY 
PROGRAM - New and Used Equipment Adam 
McLaughlin at M. 916-217-1476 
adam.mclaughlin@amyntagroup.com
www.specialtyequipment@amyntagroup.com
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‘Forever GI Bill’ Discharge Dates
Q   I was discharged from the Army in 2004. Unfortunately, due to a
lot going on in my life, I have not been able to use my Post-9/11 GI Bill  
Chapter 33 benefits. I have heard about the “Forever G1 Bill,” though. 
What is that? 

A    The Harry W. Colmery Veterans Educational Assistance Act of 2017, named for
the American Legion national commander who was a key figure behind passage of the 
original GI Bill, is known as the “Forever GI Bill.” The legislation eliminates the time limit 
of 15 years for post-9/11 beneficiaries. To receive this extension, you must have been 
discharged on or after Jan. 1, 2013. Since you were discharged in 2004, you do not 
qualify; you have until 2019 to use your benefits. 

Dropping a class? Know Changes in 
Post-9/11 GI Bill benefits responsibility! 
Q   I am enrolled in a Bachelor of Science biology degree program. While
I was registered at the college, the Post-9/11 GI Bill paid my tuition and 
fees. I am a disabled veteran and suffer from PTSD. There are a few times I 
have had to drop from a semester due to my illness. When I have dropped 
courses, VA has sent me a debt letter for my tuition and fees. However, 
when I provided documentation regarding my illness, VA forgave my debt. 
I had to drop classes again in March, but this time I received a debt letter 
from the university. I am uncertain why the school sent me the bill since 
VA paid my tuition.

A    The method has changed by which VA processes tuition and fee debts when a
student drops or terminates enrollment in a school. According to Public Law 116-315, 
schools will now be financially responsible for benefits paid under the Post-9/11. 
 GI Bill tuition and fees. When students drop their classes, VA will send a debt letter 
to the school. In turn, the school will send students a debt letter for any tuition debt. If a 
student drops or terminates one or more courses, he or she should provide the school a 
“mitigating circumstances” letter regarding the student’s illness or reasons as to why he or 
she needed to drop the course(s). That way, the school may report the student’s rationale 
to VA, which may offset some of the debt. 

Vet Tech Enrollment
Q   I am interested in attending school in my home state of Illinois to earn
a certificate in computer software. My buddy told me about the Vet Tech 
Program. Since I only have three days left of my Post-9/T1 GI Bill benefits, 
will I be able to receive that certificate in the program? And will I have to 
pay the tuition and fees up front?

A    The Vet Tech Program is an innovative curriculum that pairs veterans with high- 
demand industryleading training and helps them acquire new skills to enter the job  
market. To submit an application, you must have at least one day of unexpired GI Bill benefits  
remaining. The Vet Tech Program will pay for tuition in different increments. When you 
enroll and attend your first day, VA will pay 25 percent of your tuition and another 25 
percent when you complete the catalog requirements. VA will pay the 50 percent tuition 
remaining balance when you have secured a position. The training facilities and VA work 
closely to assist in finding employment in your career field. 

Provided by Valerie Heffner is a Marine Corps veteran and member of American Legion Post 27 
in Arizona. askva/erie@/egion.org 

VAVA
Questions

Answersand
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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

A high paying job that is and
will continue to be in demand



18 | Northeast Dealer
JULY 2021

HBS Systems’ NetView 
ECO Named a BRP 
Certified Dealership 
Management System 
Richardson, TX – June 14, 2021 – HBS Systems, a leading provid-
er of web-based equipment dealership management solutions and 
rental software, has been selected as a certified dealership manage-
ment system by BRP.
 Once completed, the integration of NetView ECO, HBS Systems 
flagship product, with BRP will grant BRP dealer’s real-time access 
to a full suite of integrated API functions available from BRP through 
the NetView software.
 NetView ECO will provide an intuitive program design that al-
lows for easy user adoption to give BRP dealerships an advantage 
over the competition. Dealers can expect to enjoy technically sound 
and secure integration solutions, coupled with timely development 
and deployment of each feature, as well as full technical support 
from HBS Systems’ award-winning team of experienced industry 
specialists.
 “We’re thrilled to partner with BRP and look forward to a suc-
cessful long-term partnership.  Our goal is to help our customers use 
technology that works seamlessly in conjunction with BRP’s Power-
sports vehicles, propulsion systems, and boat products and their 
integration initiatives,” said Chad Stone, President CEO of HBS  
Systems. “This technology will allow dealerships to focus on serving 
their customers more efficiently and get them enjoying their new BRP 
Powersports vehicle more quickly.”

About HBS Systems, Inc.
 Since 1985, HBS Systems, Inc. has served equipment  
dealers, manufacturers, and distributors worldwide in the agricultural,  
aggregate, construction, industrial, and material handling and rental 
equipment industries with our web based NetView ECO equipment 
dealership management software.  Our integrated OEM solutions 
simplify complex BRP, Kubota, John Deere, CNH Industrial, Case 
Agriculture and Case Construction, New Holland Agriculture and 
New Holland Construction, AGCO, Bobcat, Vermeer, and CLAAS 
processes with automation and an intuitive design. To learn more, 
contact our experienced team at sales@hbssystems.com, 
800-376-6376, or visit www.hbssystems.com.

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!

MAKE
A

DONATION!

Northeast
Equipment
Dealers
AssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers
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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 Program!

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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Time off denial – Legal or not?
 Our company has recently instituted a new policy for requesting time 
off when another employee is already scheduled off and/or an employee 
who covers for the new requester’s time off will be covering someone else 
and/or on vacation themselves consecutively with the new request. We 
have limited employees and only a few employees that cover for other em-
ployees. We have implemented that no two employees may be off at the 
same time and that all employees must review the vacation calendar prior 
to submitting a request for time off.  All employees have access to the vaca-
tion calendar and it is updated each time a request has been approved. If 
an employee needs to request time off during either of those situations, we 
have requested that the employee provide a reason that they need off so 
that we can make a determination whether or not to approve the request.
 We have one employee who refuses to provide a reason and is request-
ing time off when another employee is already scheduled to be off.  The 
person who covers for the newly requesting employee is off on the day 
after she would be required to cover for the newly requesting employee if 
she was granted time off. She refuses to give a reason, just states, “it’s per-
sonal,” and therefore we have stated we could not approve the time off. 
We do not normally request a reason when employees request time off, 
only in this special circumstance do we ask a reason. We have been having 
many issues arise when we give two or more employees off at the same 
time in the past and have instituted this new policy as a way to avoid this 
issue in the future. All employees were notified of the change in December, 
prior to the institution of the change. Can we deny her request for a per-
sonal day if she does not provide a reason?

A: We are not aware of any law prohibiting the employer from denying a vaca-
tion request under the circumstances you describe. You advise that the employer 
asks employees to disclose the reason for time off requests only when there would 
be a resultant lack of coverage if the request is granted, which is something the 
employer is willing to allow only in emergent or other legitimate cases (and we 
trust this includes cases where the time off may be required by law, such as to 
accommodate a disability or sincerely held religious belief, or for jury, witness or 
military service, etc.). To the extent the employer’s policy is clear on this issue (and 
you indicate that it is), and an employee is refusing to disclose the reason for her 
request, we are not aware of any law that requires the employer to grant it based 
only her assertion that “it’s personal.” Indeed the employer cannot ascertain from 
such a vague explanation whether the request for time off is protected by law, 
and where it is not (and the employee would need to let you know if it was), the 
employer is not required to grant the time off as requested pursuant to your com-
pany’s policy (which you advise grants the employer some discretion here). The 
employer must ensure, though, that a time off denial in this situation is consistent 
with employer policy and practice to avoid discrimination concerns. 

Contributed by Federated Insurance Services
 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

HUMAN RESOURCES: Q & A

www.federatedinsurance.com
www.federatedinsurance.com
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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

GET YOUR 2021 GUIDES TODAY!GET YOUR 2021 GUIDES TODAY!

Call Kelli at NEDA – 800-932-0607 – or email – kneider@ne-equip.com 
and ask for individual prices or to purchase any of these guides.

SPECIAL PRICES FOR DEALERS!
Compact Tractor Guide  |  Antique Tractor Guide

Construction Equipment Guide  |  Farm Equipment Guide

Northeast
Equipment
Dealers
AssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers

 Did You Know?
 Did you know you can update 
your dealer profile on our website?

  Go to www.ne-equip.com and 
login in with your user ID and 
password. Once your logged in 
place your cursor in the upper right 
hand corner and click on “Edit my  
Profile”
  Here you can put any events 
happening at your dealership,  
upload profile pictures, your 
company logo, etc…
  Email davec@ne-equip.com or call 
the Association, 800-932-0607 if 
you have any problems getting into 
the website. 
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NEDA Has Your
COVID 19 Supplies!

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

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

Get Quantity Discounts!!

See page 19 for additional information.

What it took to get an 8th grade 
education in 1895...

  Remember when grandparents and great-grandparents stated that they only had an 8th grade educa-
tion?  Well, check this out.  Could any of us have passed the 8th grade in 1895? 
  This is the eighth-grade final exam from 1895 in Salina, Kansas, USA.  It was taken from the original 
document on file at the Smokey Valley Genealogical Society and Library in Salina, and reprinted by the 
Salina Journal.

8th Grade Final Exam: Salina, KS – 1895 

Grammar (Time, one hour)
1. Give nine rules for the use of capital letters.
2. Name the parts of speech and define those that have no modifications.
3. Define verse, stanza and paragraph
4. What are the principal parts of a verb?  Give principal parts of ‘lie’, ‘play,’ and ‘run.’
5. Define case; illustrate each case.
6. What is punctuation?  Give rules for principal marks of punctuation.
7-10.  Write a composition of about 150 words and show therein that you understand the practical use

of the rules of grammar. 

Arithmetic  -- (Time,1 hour 15 minutes)
1. Name and define the Fundamental Rules of Arithmetic.
2. A wagon box is 2 ft Deep, 10 feet long, and 3 ft. Wide.  How many bushels of wheat will it hold?
3. If a load of wheat weighs 3,942 lbs., what is it worth at 50cts/bushel, deducting 1,050 lbs?  For

tare?
4. District No 33 has a valuation of $35,000...  What is the necessary levy to carry on a school seven

months at $50 per month, and have $104 for incidentals? 
5. Find the cost of 6,720 lbs. of coal at $6.00 per ton.
6. Find the interest of $512.60 for 8 months and 18 days at 7 percent.
7. What is the cost of 40 boards 12 inches wide and 16 ft. long at $20 per metre?
8. Find bank discount on $300 for 90 days (no grace) at 10 percent.
9. What is the cost of a square farm at $15 per acre, the distance of which is 640 rods?
10. Write a Bank Check, a Promissory Note, and a Receipt

continued on page 23
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U.S History (Time, 45 minutes)
  1. Give the epochs into which U.S. History is 
divided
  2. Give an account of the discovery of America 
by Columbus   
  3. Relate the causes and results of the Revolu-
tionary War.
  4. Show the territorial growth of the United 
States   
  5. Tell what you can of the history of Kansas   
  6. Describe three of the most prominent battles 
of the Rebellion. 
  7. Who were the following: Morse, Whitney, 
Fulton, Bell, Lincoln, Penn, and Howe?
  8. Name events connected with the following 
dates: 1607, 1620, 1800, 1849, and 1865. 

Orthography -  (Time, one hour) 
[Do we even know what this is?]
  1. What is meant by the following: alphabet, 
phonetic, orthography, etymology, and syllabica-
tion?
  2. What are elementary sounds?  How classi-
fied?
  3. What are the following, and give examples 
of each: trigraph, subvocals, diphthong, cognate 
letters, and linguals 
  4. Give four substitutes for caret ‘u.’ (HUH?)
  5. Give two rules for spelling words with final 
‘e.’ Name two exceptions under each rule.
  6. Give two uses of silent letters in spelling. Il-
lustrate each. 
  7. Define the following prefixes and use in con-
nection with a word: bi, dis, mis, pre, semi, post, 
non, inter, mono, sup.
  8. Mark diacritically and divide into syllables 
the following, and name the sign that indicates the 
sound: card, ball, mercy, sir, odd, cell, rise, blood, 
fare, last. 
  9. Use the following correctly in sentences: cite, 
site, sight, fane, fain, feign, vane, vain, vein, raze, 
raise, rays.
  10. Write 10 words frequently mispronounced 
and indicate pronunciation by use of diacritical 
marks and by syllabication. 

Geography  - (Time, one hour)
  1. What is climate?  Upon what does climate 
depend?
  2. How do you account for the extremes of cli-
mate in Kansas? 
  3. Of what use are rivers?  Of what use is the 
ocean?

  4. Describe the mountains of North America   
  5. Name and describe the following: Monrovia, 
Odessa, Denver, Manitoba, Hecla, Yukon, St. Hel-
ena, Juan Fernandez, Aspinwall and Orinoco   
  6. Name and locate the principal trade centers 
of the U.S. 
  7.Name all the republics of Europe and give the 
capital of each.
  8. Why is the Atlantic Coast colder than the Pa-
cific in the same latitude? 
  9. Describe the process by which the water of 
the ocean returns to the sources of rivers.
  10. Describe the movements of the earth.  Give 
the inclination of the earth. 
  Notice that the exam took FIVE HOURS to  
complete. Gives the saying ‘he only had an 8th 
grade education’ a whole new meaning, does it 
not. No wonder they dropped out after 8th grade.  
They already knew more than they needed to know!
  No, I do not have the answers!  In addition, I do 
not think I ever did! 
  Have fun with this...pass it on so we are not the 
only ones who feel stupid!

8th grade education continued from page 22

P Legislative Representation
P Dealer-Supplier Relations
P	Legal Counsel Hotlines
P Business and Group Insurance
P Monthly Newsletters and Weekly Emails
P Credit Card Program
P Endorsements
P Human Resource (HR) Management
P Annual Regional Meetings
P Business Forms & Supplies
P Trade-in and Flat Rate Guides
P Cost of Doing Business Surveys
P Wage Surveys
P National Affiliation
P www.ne-equip.com
P Staff Resources / Information

Let us prove that membership doesn’t cost ... it pays!
Your link to the power equipment industry ... is NEDA!

SOME REASONS WHY NEDA iS DESigNED tO 
MEEt YOUR bUSiNESS NEEDS!

NEDA
Committed to Building a

Better Business Environment
for Northeast

Equipment Dealers



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.




