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Comparing Capital Gains And Ordinary Income 

CAPITAL GAINS TAX
BETTER OR WORSE? 

Kenny Nearhoof, Senior Accounting Officer
 Most of my clients react to the term “Capital Gains” during tax planning with disdain 
or at least frustration. I think the reason is a large tax bill often accompanies it, usually 
because they are selling a high priced asset that is subject to this type of tax, like real 
estate. Well, I am here to set the record straight: Capital Gains Tax is the preferred tax to 
pay!
 Per Investopedia, “Capital gain is an increase in a capital asset’s value and is consid-
ered to be realized when the asset is sold.” The Economic Times goes a bit farther with the
following defnition: “Capital gain is the proft one earns on the sale of an asset like stocks, 
bonds or real estate. It results in capital gain when the selling price of an asset exceeds its 
purchase price. It is the diference between the selling price (higher) and cost price (lower) 
of the asset. Capital loss arises when the cost price is higher than the selling price.”
 What is the diference between capital gains income and ordinary income? Back to
Investopedia: “Ordinary income is any type of income earned by an organization or an 
individual that is taxable at ordinary rates. It includes (but is not limited to) wages, sala-
ries, tips, bonuses, rents, royalties and interest income from bonds and commissions.”
 When it comes to your farm or other business, the income you generate on a daily 
or consistent basis is typically ordinary income except for some raised livestock sales that 
receive capital gains treatment.
 For practical and general application, assets that do not receive the benefit of depre-
ciation are generally assets that do receive Capital Gains Tax treatment, like bare land. 
Some depreciable assets will receive Capital Gains Tax treatment if the assets sell above 
their original cost (like a pre-1995 John Deere tractor), and only that portion above the 
original cost will receive Capital Gains treatment.
 For these reasons, Capitals Gains Tax is actually preferable over ordinary income. But
what happens when you have a mix of both types of income?
 Let’s take a common liquid measuring cup. On one side, you can measure ounces and 
cups, and on the other side, you can measure milliliters. Your income with a mix of capital 
gains income and ordinary income is the same way.

•  On one side, you have Capital Gains Tax rates of 0% (yes, that is a zero!), 15%, 
20% and 23.8%.
♦ For a Married Couple filing a Joint Federal Tax Return in 2020, the first 

$80,000 of capital gains income is taxed at 0%, then 15% from there up to 
$496,600 and then 23.8% for capital gains income above that.

continued on page 12



NEDA Workers’ Compensation Safety Group

Exclusive WC Program
 

DIVIDEND HISTORY

ELIGIBILITY

Average Dividend of 25.5% 
For the Last 10 Years

Policy Year
2019-2020
2018-2019
2017-2018
2016-2017
2015-2016
2014-2015
2013-2014
2012-2013
2011-2012
2010-2011

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

 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

75% of Eligible NEDA Dealers 
Purchasing Workers’Comp 

From Safety Group #548 25 % of Eligible 
NEDA Dealers Purchasing 
Workers’ Comp From ALL 

OTHER SOURCES

®

New York Members of the Northeast Equipment 
Dealers Association

25%
75%



 The Right-to-Repair (R2R) “field of play” has changed.  
Without a doubt president’s executive order, subsequent 
FTC policy statement and the introduction of Congress-
man’s Morelli’s “The Fair Repair Act” have had an  
impact.  We’re going to need to step up our game!  
 With help from our coalition partners,  we have been 
fortunate to have fended off enactment of R2R legisla-
tion introduced in our nine (9) states, but we’ve signifi-
cant work ahead in Massachusetts.  The state’s past 
work (spawned the automotive industries memorandum 
of understanding, it’s recent ballot initiative (focused on 
telematic systems in automobiles) have all combined to 
create fertile ground for the advocates in their quest to  
expand R2R!  That’s not to say the advocates haven’t 
found friendly audiences in other states, particularly New 
York.  But I want to take this opportunity to encourage 
all our member dealers and in particular those members 
with locations in Massachusetts, customers, and/or 
employees to engage.  
 Past experience has taught me it’s important to understand what the “other side” is asking 
for and use that information to determine what, if any, unintended consequences might result if 
their “ask” is successful.  
 Often the advocates will simply state, ”The goal of our campaign is to give every con-
sumer and small business access to the parts, tools and service information they need to 
repair products so we can keep things in use and reduce waste”. Put another way they 
want customer direct sales of parts, access to service-related tools and information at the 
same price your dealership pays (without any requirement for training or certification, 
etc.), a copy of all embedded code and the right to modify it all of which could have  
significant unintended consequences, negatively effecting the dealership, their jobs, and your  
customers!
 If successful what could be some of the unintended consequences for your dealerships 
and employees?  What effect would manufacturer direct to consumer sales have on your 
dealership?  Free/discounted access to diagnostic service tools and embedded code?  Would 
a customers ability to modify equipment impact the value of used equipment?  Will that abil-
ity impact whole goods sales?  I’m certain there are more questions, but hopefully this list as 
short as it is has helped bring home the reasons why NEDA has invested so heavily in the fight 
against R2R.  
 Fortunately, we’ve been blessed with some very “friendly” voices among the legisla-
tive staff and select legislators on several of the calls/visits particularly when we were able 
to get multiple dealers to participate.  We’ve several months to go before the 2021 legis-
lative books are closed, the advocates are well funded and organized, so 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 to our industry, negatively effecting the dealership, their jobs,  
and your customers!  
 Please take some time and check out our updated legislative tracking report on the  
associations website.  The report function features an interactive states map and the ability to 
sort legislation by category.  It’s @ https://www.ne-equip.org/legislative-update/.    
 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/
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Siblings Go Big on 
Manure Digester

Chase and Danielle Goodrich did not just want another revenue source for their dairy. 
 When Danielle Goodrich decided to come back to her family’s dairy farm in 2009, she 
came back during some of the dairy industry’s darkest days.

“It was in my blood. I had no intention of doing anything else,” she says.
But times were tough. Her father, Ernie, just purchased a neighboring farm, and the family 
was struggling to make ends meet under a heavy load of debt. As she and her brother, Chase, 
settled in as the next generation to join the business, which is in Salisbury, Vt., they realized that 
changes had to made.
 “We knew that one of the big things for us to stay here was that we were going to need to 
diversify some income,” Danielle says.
 Danielle, who attended Vermont Tech for dairy, talked to a former professor of hers and 
started throwing around the idea of installing a manure digester. It took a while, but more than 
10 years later, her dream of having a digester and finally securing that secondary income for the 
farm has come true.
 Groundbreaking on the farm’s 1.32-million-gallon Farm Powered anaerobic digester, one 
of the largest manure digesters in the country, happened in 2019, and the project was finally 
completed last month.
 The farm partnered with Massachusetts-based Vanguard Renewables, Middlebury College 
and Vermont Gas Systems on the project that produces 180,000 cubic feet of renewable natural 
gas a year from manure, and food and beverage waste. It is designed to take in 3,650 tons of 
manure and 975,000 tons of organic materials a year.
It is big enough to power 5,000 homes, Danielle says, but the gas is being piped to nearby 
Middlebury College and onto the gas grid. The project also features the first phosphorus removal 
system in Vermont.

For Danielle, completion of the project comes with a sense of relief that it is finally over.
 “A few times we weren’t sure we were going to see the end,” she says. “The end is here, 
and we’re really excited to have all these partnerships.”
She explains that the project’s first developer dropped out, leaving the project in limbo. Vanguard 
Renewables then contacted Chase and Danielle about reviving it, bringing on Middlebury Col-
lege and Vermont Natural Gas as partners.
This article is quite long, for the balance of the article:  CLICK HERE!

Article courtesy of American Agriculturist -
Chris Torres | Jul 15, 2021

GOING BIG: The manure digester, pictured here, took a decade of planning. It went 
online last month as one of the largest manure digesters in the country — 
1.32 million gallons. It is big enough to power at least 5,000 homes, Danielle 
Goodrich says. EXPANSION FEEDS DIGESTER: The farm, which had only 
10 cows when it was started in 1956, has expanded to 900 cows 
and supports three families. 

https://www.farmprogress.com/equipment/siblings-go-big-manure-digester


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

Close the deal 
in less time, 
with less hassle.
in less time, 
with less hassle.
AgDirect® delivers simple, fast and 
flexible equipment financing.

Selling good equipment is one thing – offering great 
financing is another. And no financing delivers an 
easier, more hassle-free experience than AgDirect®. 
Competitive rates, easy applications, fast credit 
decisions, flexible terms. Nobody finances ag 
equipment like AgDirect. 

Learn why more dealers are choosing AgDirect. 
Call us at 888-525-9805 or visit agdirect.com today.
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Bill will ensure ag district right-to-farm protections extend to custom operators  

Lupardo & Hinchey Custom 
Operators Bill Signed Into Law
 
ALBANY — Governor Cuomo signed into law (A1889/S2135) for agricultural custom 
operators sponsored by Agriculture Chairs, Assemblymember Donna Lupardo and Sena-
tor Michelle Hinchey. The bill will extend some agricultural district right-to-farm protec-
tions to custom operators when they are performing agricultural practices on behalf of a 
farm operator or owner.
 Previously, agricultural custom 
operators might not be eligible to  
appeal to the Commissioner of Ag & 
Markets for right-to-farm protections 
for performing the same agricultural 
practices as the farm owner. As a re-
sult, there was a concern that activi-
ties performed by custom operators 
may not be subject to sound agricul-
tural practice determinations by the 
Department of Agriculture and Mar-
kets. This jeopardized the ability of 
the custom operator to complete the 
agricultural practices they had been 
employed to complete and the farms overall capability to function.
 Assemblymember Donna Lupardo, Chair, Assembly Agriculture Committee said, 
“Custom operators are an essential part of many farm operations, helping farmers man-
age costs and providing flexibility in responding to their farm’s needs. This legislation will 
ensure that these operators are given some of the same protections farmers enjoy. We 
are committed to responding to the needs of New York’s agricultural community and are 
happy an agreement was finally reached on this important issue.”
 Senator Michelle Hinchey, Chair, Senate Agriculture Committee said, “Custom op-
erators are a critical component of our agricultural workforce, helping farmers save time 
and money by performing jobs that are essential to maintaining their operations and our 
food security. I was proud to work with Assemblymember Lupardo this year to advance 
legislation that extends long-awaited protections for these workers. I’m pleased to see this 
important bill signed into law and to now share the news with custom operators and the 
thousands of farmers across New York State who rely on their invaluable services.”
 David Fisher, New York Farm Bureau President said, “New York Farm Bureau is 
pleased that the custom operators bill is now law, affording these businesses the same 
benefits of the agriculture district law that support farms throughout the state. The work 
of custom operators helps farms save both time and money performing critical jobs like 
harvesting crops or spreading nutrients. This new law it will help keep nuisance lawsuits 
at bay and allow the important work to continue across the state. New York Farm Bureau 
thanks Assembly Agriculture Committee Chair, Donna Lupardo, and Senate Agriculture 
Committee Chair, Michelle Hinchey, for their leadership as well as the support of Gover-
nor Cuomo.”
 Cris Wunder, New York State Agribusiness Association President said, “The New 
York State Agribusiness Association (NYSABA) applauds Governor Andrew Cuomo for 
signing the Custom Operators legislation that the Chairs of the Agriculture Committee, 
Assemblymember Donna Lupardo and Senator Michelle Hinchey, guided through the 
legislature this session. This legislation expands agricultural district protections to cover 
businesses that perform critical operations on behalf of farmers like planting or harvest-
ing crops, spreading manure and applying fertilizers. This legislation will 
ensure that critical farming practices done by others in the agricultural industry 
can continue without interruption and will keep our farming communities 
strong.”

~ The Office of Assemblymember Donna Lupardo,
Published on July 22, 2021

Assemblymember Donna Lupardo
and Senator Michelle Hinchey.
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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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Maine Ban the Box Bill
Becomes Law

To All Maine Dealers:
BAN THE BOX BILL BECOMES LAW!

 LD 1167 Maine’s version of “ban the box” legislation, which would prohibit employers from 
asking an applicant’s criminal history on the initial job application, was signed into law by Gov-
ernor Mills.

To read the bill CLICK HERE!

With Marijuana Now Being Legal in NY, a 
New Series of Questions Arise for Businesses
 In this new law, Section 201-d,  generally prohibits employers from discriminating against, 
terminating, and refusing to hire, employ or license individuals because of their legal use of con-
sumable products or participation in legal recreational activities outside of work.
 With this new law,  NY State will treat Marijuana as a legal substance, however, jobs that 
are federally regulated (such as Transportation) will still have to follow federal guidelines.  Pre-
employment drug testing an area of concern?  Testing for it means that a NY employer will have 
to choose to either violate the state law by rejecting the candidate or the federal law by hiring 
the candidate.  So, it may require you to re-think testing, unless the job is federally regulated. 
No matter what type of position, you do not have to allow employees freedom to use or be im-
paired during the workday. However, you do have to allow employees to use it in their free time.    
New York State’s medical and recreational marijuana laws:  employers may not discriminate 
against or discipline an applicant or employee based on their lawful off-duty consumption or use 
of cannabis off the employer’s premises.
 If you are in the higher education sector, U.S. federal law states that marijuana is illegal.  
This means universities still have to follow the “Drug-Free Schools and Communities Act”, which 
does require you have a policy that prohibits the possession of marijuana, and to continue to 
receive federal funds you have to continue to manage to that law and prohibit its use on campus 
in all forms of distribution as well as possession,” 
 Your medical or recreational users do not have any special rights or privileges at work that 
they did not have before. You do not have to allow use during work hours, nor do you have to 
allow altered mental states from employees who use marijuana prior to their shift. The medical 
marijuana law states that it allows employers to prohibit on-duty impairment.
 Unfortunately, due to a complexity of state and federal laws and varying court rulings on this 
subject, there is no “one-size-fits-all” solution; nor is there a standard workplace drug policy or 
testing procedure that will guarantee compliance but here are a few key take-a-ways:

1. You can still drug test, and an applicant can still be required to take a drug test before
a conditional offer of employment has been made. 

2. Testing for illegal drugs is still acceptable, but remember THC is not illegal in NYS.  It
is not recommended you test for THC unless you are required to do so (i.e., DOT, Drug 
Free Workplace Requirements)

3. If the results of a drug test indicate the presence of lawfully prescribed or legal drugs,
that information must be kept confidential, as with all medical records.

4. Your employees cannot come to work impaired.
5. Your employees cannot become impaired during work hours (even lunch and break

times)
6. It is important to continue to document and discipline based on the employee’s job per-

formance. Slow or distracted behavior, inappropriate laughter, or inability to focus on the task at 
hand are all reasons an employee should be talked to, regardless of whether they are stone-cold 
sober or smoked a whole joint at lunch.  

7. Train your Supervisory Team on how to ask questions when there is a reasonable suspi-
cion that your employee is impaired at work

8. Update your handbook and code of conduct!  No employee may:
continued on page 10

ASSOCIATION
NEWS

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

accomplish great things!

www.ne-equip.com

http://www.mainelegislature.org/legis/bills/getPDF.asp?paper=HP0845&item=1&snum=130
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Features: 
4” Pedestal Mount 
Red on one side (High & Low Sides) 
Clear on one side (High Side Only) 
42 LED Diodes / 21 Per Side 
LED draws 1/10 the amps of an Incandescent 
Extremely Bright which keeps you visible! 
 
Regular price $45.18 each     Dealer Price $40.66 each 

 

Carriage / Buggy Lights 

CPL4RCL-4W 

SMV-Slow Moving Vehicle 
EMB20A-adhesive SMV Sticker        $8.91 
EMB20GM-galvanized metal SMV sign $11.71 
EMB20P-plastic backed SMV sign        $11.15 
 
 

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 

 

Regular price $19.12   Dealer cost $ 18.16 

STR-XLA1 / STR-XLAW1 
Amber / Amber - White 

4.85″L x 1″W x 0.3″D 
Synchronize up to 12 modules at a time 
24 flash patterns, Alternating function 
12-24V operation (0.42-0.23A) 
IP67 rating 
SAE J595 Class I, ECE R65 XA1, XB1 / ECE R10 
Reverse Polarity protected 
 



NEWS AT A GLANCE
Dying Dairy Industry
 The future in the dairy industry looks dim. Farming families are facing a choice:  
Compete with high-production outfits, if they can, or abandon generations of dairy 
farming.
 Dairy farmers across the Midwest are being forced to sell off their herds at auc-
tion. As Ron Wallenhorst, Cuba City, Wisconsin, put it, it’s a farmer’s version of the 
401K. He took the dairy over from his father, 32 years ago and milked cows in the 
barn twice a day, every day.
 The only good thing about auction day for the Wallenhorst family was that the 
herd went for $1,800 each on average—which was relatively high for the area.
 The license plates for Wisconsin say “America’s Dairyland” beneath a picture of a 
red barn. The state has the most dairy farms in the country. But it lost 826 dairy farms 
in 2019, or 10% of its dairy farms.

China Farms on U.S. Land
 China has a big influence on the U.S. economy and now house lawmakers are  
trying to stop the influence from spreading any farther to U.S. farmland. House law-
makers have stated that the foreign purchase of prime agricultural real estate needs 
stopped because it posted a national security risk. The good news is that key senate 
lawmakers are also showing an interest in stopping the practice.
 The call for tighter limits on who owns America’s farms has come from a wide range 
of political leaders, from former Vice President Mike Pence to Sen. Elizabeth Warren  
(D-Mass.), after gaining momentum seeded in farm states.
 Chinese firms have expanded their presence in American agriculture over the last 
decade by snapping up farmland and purchasing major agribusinesses, like pork 
processing giant Smithfield Foods.
 But it’s the trend of increasing purchases and the buyers’ potential connections to 
the Chinese government that have lawmakers spooked.
 USDA reported in 2018 that China’s agricultural investments in other nations had 
grown more than tenfold since 2009.

Garst Family Farm Goes up for Auction
 An Iowa farm—the Garst Family Farm, known as the first of its kind with a soil 
conservation easement is going up on the auction block in August. The 1900 acres of 
farmland will be divided in 8 parcels is in Coon Rapids, Iowa.  

~ Article courtesy of Farm Progress, Farm Futures, 7-23-2021

Canada to 
Reopen

YOU 
SAW IT
HERE 

FIRST!!!
 After more than 15 
months of being locked out 
of Canada…international 
travelers can finally start  
returning to Canada!
  As of Monday August 
9, 2021 Fully vaccinated 
American Citizens and  
permanent residents can  
enter Canada for leisure 
land crossings and thru nine 
(9) airports

COVID-19 rules will
determine who can visit, 
how soon and what steps are  
required.

WHAT ARE THE COVID 
RULES?

Americans who have 
 received a full course 
of vaccinations that are  
approved for Canada for 
use in Canada will NOT 
be required to carry out a 
14 day quarantine. Kids 12 
and under who are visiting 
will also be exempt from 
quarantine requirements,
  Americans will also 
be required to use the  
recently unveiled ‘arrive-
CAN’ app or web portal 
which requires travelers 
entering by car or plane to 
submit information related 
to proof of vaccination and 
a negative COVID-19 rest 
72 hours prior to arrival to 
Canada.
  You will definitely see 
more details on your local 
news…watch for them!
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Marijuana Now Legal in NY 
(continued from page 8)

1. Possess marijuana at work
2. Be under the influence of marijuana while working
3. Use marijuana while working
The bottom line is Your employees cannot be impaired while working!
We will continue to provide information as it becomes available.    In the meantime, if

you have questions or would like to discuss this developing topic, please contact us.
~ Article courtesy of  Patricia Clary - 315-703-3234 

Haylor, Freyer & Coon, Insurance
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Environment for Northeast Equipment Dealers

Capital Gains Tax
continued from page 1

•  On the other side - Ordinary Income Tax rates of 10%, 12%, 22%, 
24%, 32%, 35% and 37%.
♦ For a Married Couple fling a Joint Federal Tax Return in 2020, the 

frst $19,750 in taxed at 10%, 12% from there up to $80,250, 22% 
up to $171,050, 24% up to $326,600, 32% up to $414,700, 
35% up to $622,050 and then anything over that is 37%.

 In general terms for this illustration, you always fill your “tax measuring 
cup” with capital gains 
income first and then  
ordinary income on 
top. In the table, pre-
tend the middle por-
tion is the measuring 
cup and the sides are 
the measurements. 
This married couple 
has taxable income 
of $100,000. In the 
first example, they 
have $40,000 of 
capital gains income 
and $60,000 of ordi-
nary income for a to-
tal tax of $9,175. In 
the second example, 
this swaps: $60,000 
of capital gains in-
come and $40,000 of  
ordinary income for a  
total tax of $6,775. 
The last visuals show 
the $100,000 as either 
all ordinary income, for 
a total tax of $13,580, 
or all capital gains  
income, for a total tax 
of $3,000. Capital 
gains interms of these 
examples is looking 
at Long-Term Capital 
Gains on assets held 
for the required time 
period for this tax treat-
ment.
 The rewarding 
challenge for an AgChoice accounting officer is helping you “tax plan” strate-
gic asset sales with your ordinary income to find a balance you like in your “tax 
measuring cup.” Reach out to a team member for further advice and service.

~ Courtesy of LEADER, an Ag Choice Farm Credit Member Publication, 
Summer 2021

Education Corner Education Corner 

The Soaring 
Costs of Land 
and Lumber 
Thad Taylor, Director of Agribusiness Lending 

R. ising real estate prices are all over the 
news, with reports of homes selling 
well above asking prices. A similar 

phenomenon is happening to farmland and 
timberland tracts, impacting many farmers and 
forest products operators. Record high lumber 
prices are also causing challenges across the 
state, especially with construction projects. 

Overview 

To understand the reason for these rising 
costs, look to supply and demand. For buyers 
participating in today’s real estate market, 
expect to pay more for your property compared 
to two years ago. 

Thanks to the pandemic, many businesses’ 
employees now work from home, no longer 
tied to an office location. That’s changing 
demand in certain areas, especially in rural 
communities. 

The other factor is supply. What brings 
properties to the market and causes sellers to 
list with a realtor? If there’s any uptick in demand 
for additional listings, that can change pricing, 
at least in the short-term. 

While oversimplifed, one of the things we know 
about the pandemic, as with any significant 
economic event, is that not all sectors or 
individuals experience it exactly the same way, 
positively or negatively. 

In response to additional liquidity making its 
way into the US equity markets, the Dow up 
34% year-over-year and afordable interest rates, 
more people are entering the real estate market. 

Real Estate Impacts 

When buying and borrowing money for 
real estate today, comparable sales used for 
appraisals might lag behind today’s market 
because appraisals depend on historical 
comparable sales. If a construction appraisal 
uses comparable sales from 2019 and 2020 to 
make an appraisal today, those historic sales 
prices will drive the appraised value. 

As a result, a lender may not want to lend 
upon the entire purchase price, but a more 
conservative evaluation that relies on the 
appraisal. Buyers can expect to cash fund a 
higher portion of their purchase because 
today’s appraisals might not support today’s 
asking prices. 

There usually is a lag between when real estate 
sales occur at an elevated or depressed price 
and when the appraisal comparable sales 
ultimately catch up with that market trend. 

Lumber Impacts 

The most recent southern lumber prices for 
softwood are about 192% above a year ago. 
That’s a significant rise in softwood lumber 
prices, and softwood is the material that’s 
used to frame and build houses. Hardwood 
lumber, on the other hand, makes its way into 
molding, fooring and trim in most residential 
construction. Softwood lumber, this article’s 
focus, drives construction costs for houses, 
barns, second homes, cabins, etc. Those prices 
are up about 192% year-over-year, impacting 
the estimate and construction cost for any new 
project. 

Ultimately, the increased prices come down to 
supply and demand, too, although the amount 
of softwood standing timber in the United 
States isn’t driving supply. Instead, it’s driven by 
the weakest link in the supply chain, including 
mill capacity, trucking capacity, warehousing 
capacity, planing mill capacity and kiln drying 
capacity. Those various links synchronize for 
the industry’s supply chain to deliver what’s 
demanded on time. In this case, the industry 
can’t quickly adapt to any capacity weak links. 

What can change quickly is consumer behavior. 
If consumers stockpiled future projects in their 
mind and in their bank accounts, they can 
quickly deploy that pent up demand when 
they decide to start the project and open their 
checkbooks. 

We anticipate lumber prices starting to fall back 
in line with historical levels somewhere in the 
next 12 to 18 months. 

If a person does need to move quickly and can’t 
aford to potentially lose out on an opportunity, 
it makes sense to participate in this market, 
especially if there aren’t other alternatives. 

However, given the speed with which the 
market has risen and given some of the overall 
economic liquidity factors behind it, there 
might be some beneft to being patient. 

COMPARING CAPITAL GAINS ANDCAPITAL GAINS TAX – BETTER OR WORSE? ORDINARY INCOME 

Kenny Nearhoof, Senior Accounting Officer 

Most of my clients react to the term “Capital Gains” during tax planning 
with disdain or at least frustration. I think the reason is a large tax bill often 
accompanies it, usually because they are selling a high priced asset that is 

subject to this type of tax, like real estate. Well, I am here to set the record straight: 
Capital Gains Tax is the preferred tax to pay! 

Per Investopedia, “Capital gain is an increase in a capital asset’s value and is considered 
to be realized when the asset is sold.” The Economic Times goes a bit farther with the 
following defnition: “Capital gain is the proft one earns on the sale of an asset like 
stocks, bonds or real estate. It results in capital gain when the selling price of an asset 
exceeds its purchase price. It is the diference between the selling price (higher) and 
cost price (lower) of the asset. Capital loss arises when the cost price is higher than 
the selling price.” 

What is the diference between capital gains income and ordinary income? Back to 
Investopedia: “Ordinary income is any type of income earned by an organization 
or an individual that is taxable at ordinary rates. It includes (but is not limited to) 
wages, salaries, tips, bonuses, rents, royalties and interest income from bonds and 
commissions.” 

When it comes to your farm or other business, the income you generate on a daily 
or consistent basis is typically ordinary income except for some raised livestock sales 
that receive capital gains treatment. 

For practical and general application, assets that do not receive the benefit of 
depreciation are generally assets that do receive Capital Gains Tax treatment, like bare 
land. Some depreciable assets will receive Capital Gains Tax treatment if the assets sell 
above their original cost (like a pre-1995 John Deere tractor), and only that portion 
above the original cost will receive Capital Gains treatment. 

For these reasons, Capitals Gains Tax is actually preferable over ordinary income. But 
what happens when you have a mix of both types of income? 

Let’s take a common liquid measuring cup. On one side, you can measure ounces 
and cups, and on the other side, you can measure milliliters. Your income with a mix 
of capital gains income and ordinary income is the same way. 

• On one side, you have Capital Gains Tax rates of 0% (yes, that is a zero!), 15%, 
20% and 23.8%. 

° For a Married Couple filing a Joint Federal Tax Return in 2020, the first 
$80,000 of capital gains income is taxed at 0%, then 15% from there up to 
$496,600 and then 23.8% for capital gains income above that. 

• On the other side - Ordinary Income Tax rates of 10%, 12%, 22%, 24%, 32%, 35% 
and 37%. 

° For a Married Couple fling a Joint Federal Tax Return in 2020, the frst $19,750 
in taxed at 10%, 12% from there up to $80,250, 22% up to $171,050, 24% up 
to $326,600, 32% up to $414,700, 35% up to $622,050 and then anything 
over that is 37%. 

In general terms for this illustration, you always fll your “tax measuring cup” with capital 
gains income frst and then ordinary income on top. In the table, pretend the middle 
portion is the measuring cup and the sides are the measurements. This married couple 
has taxable income of $100,000. In the frst example, they have $40,000 of capital gains 

income and $60,000 of ordinary income for a total tax of $9,175. In the second example, 
this swaps: $60,000 of capital gains income and $40,000 of ordinary income for a total 
tax of $6,775. The last visuals show the $100,000 as either all ordinary income, for a 
total tax of $13,580, or all capital gains income, for a total tax of $3,000. Capital gains in 
terms of these examples is looking at Long-Term Capital Gains on assets held for the 
required time period for this tax treatment. 

The rewarding challenge for an AgChoice accounting ofcer is helping you “tax plan” 
strategic asset sales with your ordinary income to fnd a balance you like in your “tax 
measuring cup.” Reach out to a team member for further advice and service. 

Based on 2020 Federal Tax Rates for Married Individuals Filing Joint Returns 

Tax% $ of Income Tax% $ of Income 

$ 120,000.00 
$ 100,000.00 

$ 80,000.00 
$ 60,000.00 
$ 40,000.00 
$ 20,000.00 

$ 40,000.00 
$ 40,250.00 
$ 19,750.00 

$ 100,000.00 

$ 120,000.00 
$ 100,000.00 
$ 80,250.00 
$ 60,000.00 
$ 40,000.00 
$ 19,750.00 

$ 4,830.00 
$ 4,345.00 
$ 9,175.00 
9.18% 

15% 
15% 
0% 
0% 
0% 
0% 

22% 
22% 
12% 
12% 
12% 
10% 

Married Couple: $100,000 
$40,000 Capital Gains 

$60,000 Ordinary Income 

Taxed at 0% 
Taxed at 12% 
Taxed at 22% 

<- Total Income Tax, Total Tax -> 

The Tax Measuring Cup 

Ordinary Income 

Capital Gains Income 

Tax% $ of Income Tax% $ of Income 

$ 120,000.00 
$ 100,000.00 

$ 80,000.00 
$ 60,000.00 
$ 40,000.00 
$ 20,000.00 

$ 60,000.00 
$ 20,250.00 
$ 19,750.00 

$ 100,000.00 

$ 120,000.00 
$ 100,000.00 
$ 80,250.00 
$ 60,000.00 
$ 40,000.00 
$ 19,750.00 

$ 2,430.00 
$ 4,345.00 
$ 6,775.00 
6.78% 

15% 
15% 
0% 
0% 
0% 
0% 

22% 
22% 
12% 
12% 
12% 
10% 

Married Couple: $100,000 
$60,000 Capital Gains 

$40,000 Ordinary Income 

Taxed at 0% 
Taxed at 12% 
Taxed at 22% 

<- Total Income Tax, Total Tax -> 

The Tax Measuring Cup 

Ordinary Income 

Capital Gains Income 

$ 19,750.00 
$ 60,500.00 
$ 19,750.00 

$ 100,000.00 

$ 1,975.00 
$ 7,620.00 
$ 4,345.00 
$ 13,580.00 
13.58% 

Taxed at 0% 
Taxed at 12% 
Taxed at 22% 

<- Total Income Tax, Total Tax -> 

$ 80,000.00 
$ 20,000.00 

$ 100,000.00 
$ 3,000.00 
$ 3,000.00 
3.00% 

Taxed at 0% 
Taxed at 15% 

<- Total Income Tax, Total Tax -> 

Example 1 

Example 2 

If all $100,000 was ordinary income 

If all $100,000 was capital gains income 
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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. 
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Call (866) 806-0680       Email Info@FastlineMarketingGroup.com       Visit FastlineMarketingGroup.com

With the Fastline catalog, Fastline.com,  
and an expanded suite of digital marketing tools,  

we can help you reach more farmers than ever before.
 

More impressions. More clicks. More followers. More leads.

Put us to work. We can help you grow.

How do I reach new customers?

Fastline Print
Fastline Dot Com
Fastline Digital

www.FastlineMarketingGroup.com
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 Agricultural Law Weekly Review Week Ending 7.9.21

Antitrust: White House Executive Order on Competition 
Features Agriculture Prominently

By Audry Thompson
Research Assistant, Brook Duer—Staff Attorney 

 On July 9, 2021, President Biden issued an executive order titled, “Executive Order on Promoting Competition in 
the American Economy” requiring multiple executive agencies, including the U.S. Department of Agriculture, to assess industry 
prac-tices, revise or promulgate regulations accordingly and develop and submit plans and analysis addressing topics of competition 
within their respective industries. The order also creates a White House Competition Council, which includes the Secretary of 
Agriculture (Sec-retary), to address unfair “concentration, monopolization, and unfair competition” in the U.S. economy.  Specifically, 
according to the text of a White House Fact Sheet issued simultaneously, the order:

• “Directs USDA to consider issuing new rules under the Packers and Stockyards Act making it easier for farmers to bring and win
claims, stopping chicken processors from exploiting and underpaying chicken farmers, and adopting anti-retaliation protections
for farmers who speak out about bad practices.

• Directs USDA to consider issuing new rules defining when meat can bear “Product of USA” labels, so that consumers have ac-
curate, transparent labels that enable them to choose products made here.

• Directs USDA to develop a plan to increase opportunities for farmers to access markets and receive a fair return, including support-
ing alternative food distribution systems like farmers markets and developing standards and labels so that consumers can choose
to buy products that treat farmers fairly.

• Encourages the FTC to limit powerful equipment manufacturers from restricting people’s ability to use in-
dependent repair shops or do DIY repairs—such as when tractor companies block farmers from repairing
their own tractors.”

 Subscribe to the Pennsylvania Farm Employers’ Listserv (PFEL), an free email networking and resource-sharing group about human 
resources topics exclusively for agricultural operations and producers, by sending an email with “subscribe” in the subject line to pfel-
subscribe-request@lists.psu.edu.
  To read the entire order from the President, please click above on line 1 & 2 of the executive order mentioned. 

The Center for Agricultural and Shale Law has more newsletter options on its website.
SUBSCRIBE FOR MORE UPDATES HERE 

~ Article courtesy of PSU, Ag & Shale Law

Committed to providing Business Support Services,
Dealer Advocacy and Enactment of Legislation
favorable to our dealers, the industry, and our dealer's 
customers.

Teamwork is the foundation 
of our success!

Alone we can do so little...
     together we can accomplish great things!

128 Metropolitan Park Drive  |  Liverpool NY 13088  |  800.932.0607  |  F. 315.451.3548
Mailing address: P.O. Box 3470  |  Syracuse, NY 13220

Northeast
Equipment
Dealers
AssociationEstablished 1901

Established 1901

Northeast
Equipment
Dealers
AssociationEstablished 1901

https://www.whitehouse.gov/briefing-room/presidential-actions/2021/07/09/executive-order-on-promoting-competition-in-the-american-economy/
https://www.whitehouse.gov/briefing-room/presidential-actions/2021/07/09/executive-order-on-promoting-competition-in-the-american-economy/
https://aglaw.psu.edu/subscribe
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rcollins@hbkcpa.com  | 317-886-1624 | hbkcpa.com

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

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

Working together sets us apart.

together

FOR SERVICE / SPONSORED PROGRAMS,
CALL YOUR ASSOCIATION

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

ASSOCIATION STAFF
Ralph Gaiss, Executive VP/CEO
800-932-0607 x 222
rgaiss@ne-equip.com
Dave Close, Operations Manager
800-932-0607 x 235
davec@ne-equip.com
Kelli Neider, Administrative Assistant
800-932-0607 x 200
kneider@ne-equip.com (Business Forms)
Tim Wentz, Field Director / Legislative
Committee Chairman
C: 717-576-6794, H: 717-258-1450
wentzt@comcast.net
Scott Grigor, NY Farm Show Manager
800-932-0607, Ext. 223
sgrigor@ne-equip.com
Art Smith, Consultant/Editor, NE Dealer
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
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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The western United States 
is experiencing its worst 
drought this century. More 
than 93% of the land in seven West-
ern states is in drought conditions, and 
nearly 59% of the area is experiencing 
extreme or exceptional drought—the 
two worst conditions—according to 
the latest figures released by the U.S. 
Drought Monitor.

Wildfires in Washington 
broke out over the long July 
4th weekend prompting the 
governor to declare a state 
of emergency. The Batterman Fire 
burned over 8,000 acres prompting 
cattle producers to take measures to 
protect their cattle and environment.
 Families were forced to move their 
hundreds of cow-calf pairs due to the 
Batterman Fire and take measures to 
fight it including discing around Con-
servation Reserve Program land to 
save sage grouse habitat and build fire 
breaks than what burned. 
 A clash at the top of Mexico's agri-
culture ministry over the scope of Presi-
dent Andres Manuel Lopez Obrador's 

push to prohibit genetically-modified 
corn has cast uncertainty over the farm 
and food industries in the country that 
first developed the grain.
 A more restrictive interpretation of 
the planned ban could allow GMO 
corn for animal feed – and save the 
U.S. exports.

The  Purdue University/CME 
Group Ag Economy Barom-
eter  marks a second month 
of sharp declines, down 21 
points to a reading of 137 in June. Pro-
ducers were less optimistic about both 
current conditions on their farming op-
erations as well as their expectations 
for the future. The Index of Current Con-
ditions dropped 29 points to a read-
ing of 149, and the Index of Future 
Expectations fell 17 points to a reading 
of 132. The Ag Economy Barometer is 
calculated each month from 400 U.S. 
agricultural producers’ responses to a 
telephone survey. This month’s survey 
was conducted June 21-25.

President Joe Biden says 
farmers should be able to 

repair their own equipment.  
This week, President Joe Biden directed 
the U.S. Federal Trade Commission 
to draft new rules aimed at stopping 
manufacturers from limiting consumers’ 
ability to repair products at indepen-
dent shops or on their own.
 While the agency will ultimately 
decide the size and scope of the order, 
the presidential right-to-repair directive 
is expected to mention mobile phone 
manufacturers and Department of De-
fense contractors as possible areas for 
regulation. Tech companies including 
Apple Inc. and Microsoft Corp. have 
imposed limits on who can repair bro-
ken consumer electronics like game 
consoles and mobile phones, which 
consumer advocates say increases re-
pair costs.
 The order is also expected to ben-
efit farmers, who face expensive repair 
costs from tractor manufacturers who 
use proprietary repair tools, software, 
and diagnostics to prevent third parties 
from working on the equipment.

Biden says you have the right to repair your own equipment
and the drought out west tops the news

Ag Stories
You Might Have Missed

By Kristy Foster – Seachris Newsletter  | Jul 09, 2021

 1.  Speak to People – there is nothing as nice as a cheerful word of greeting.
 2.  Smile at People – it takes 72 muscles to frown and only 14 to smile.
 3.  Call people by name – the sweetest music to anyone’s ear is the sound of his own name.
 4.  Be friendly and helpful – if you would have friends, be friendly.
 5.  Be cordial – speak and act as if everything you do were a real pleasure.
 6.  Be genuinely interested in people – you can like everyone if you try.
 7.  Be generous with praise – cautious with criticism.
 8.  Be considerate of the feelings of others – it will be appreciated.
 9.  Be thoughtful of the opinion of others – there are three sides to a controversy:  yours, the other fellow’s and 
   the right one.
 10.  Be alert to give service – what counts most in life is what we do for others. 

10 COMMANDMENTS OF SALES



 The recent hack of JBS’ computer systems is a  
reminder of just how vulnerable agribusinesses are to 
a cyberattack.
 “We're seeing the ramifications of poor cyberse-
curity best practices in corporations,” says Michael 
Levin, CEO of the Center for Information Security 
Awareness. “We've got to do a better job of harden-
ing the target. There's too many open doors on a lot 
of these systems.”
 But farmers themselves are becoming more vulner-
able, he says, as more things on the farm — tractors, 
combines, sprayers — are connected to the internet of 
things, opening another avenue for cyberattacks.
 The good news is that it does not cost a lot of 
money, or even time, to become better protected 
from a cyberattack. But it does require a change in  
mindset.
 “The problem is now, there is no one teaching 
U.S. citizens how to protect themselves,” Levin says. 
“They usually don't learn until they're victimized.”
 Levin, who is a former Secret Service agent and 
former deputy director of the National Cyber Secu-
rity Division of the Department of Homeland Security, 
works with law enforcement and private 
companies on how to create a culture 
where people are better educated and 
focused on cybersecurity. His clients 

include several farm credit financial companies and 
credit unions.
 While cyberattacks have gotten more sophis-
ticated, the way hackers get into a system has not 
changed: They will choose the path of least resistance.
 That means targeting people through emails by 
asking them to open a file, or clicking on a link, that 
looks official but is a way for hackers to get into the 
system.
 "The No. 1 thing people have to do is slow down 
when they're opening email. It can be extremely dan-
gerous,” Levin says. “We're training the employees 
not just how to be safe at work, but how to be safe at 
home. Ninety percent of the stuff I talk about is good 
for work and home.” 

Please click here to read this entire article.
 For more information, visit the Center for Informa-
tion Security Awareness.  

~ Article courtesy of  
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WAYS TO PROTECT YOUR SYSTEMS FROM A HACK
Read your emails carefully, use strong passwords

and always back up your data
By Chris Torres | June 18, 2021

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.

https://www.cfisa.com/
https://www.cfisa.com/
https://myfederatedinsurance.webex.com/mw3300/mywebex/default.do?nomenu=true&siteurl=myfederatedinsurance&service=6&rnd=0.7879582164163403&main_url=https%3A%2F%2Fmyfederatedinsurance.webex.com%2Fec3300%2Feventcenter%2Fevent%2FeventAction.do%3FtheAction%3Ddetail%26%26%26EMK%3D4832534b00000005941763aa0b48619d21fe505bc7493c1c16f601b2f189e2aed81698bb37c8d1dd%26siteurl%3Dmyfederatedinsurance%26confViewID%3D195488647383891740%26encryptTicket%3DSDJTSwAAAAXFNICsqXAAmVFodNGzh4ijS-wEm_gz7bBwMmqZS3YYew2%26&_cldee=ZGF2ZWNAbmUtZXF1aXAuY29t&recipientid=contact-ba6fb74a23d4e61180cf00505690fa2f-fc47219d624d4ab283c15c6f58c94e82&esid=ae3de7f1-5ce6-eb11-8126-00505690fa2f
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Do not fall for tax mirages

Tax Tips: The Section 1239 Provision 
Might Seem Beneficial To Farmers Until 

You Read The Fine Print
By Dario Arezzo | Jul 14, 2021

The tax code is very much like a desert in that it can offer mirages to the unwary.
 One of the ways this occurs is by transforming what otherwise should be a favor-
able transaction into one that is much less favorable.

We will look at one such provision, Section 1239, that converts any gain recog-
nized by a seller on the sale of property to ordinary income if that property is able to 
be depreciated by the buyer if they are considered related parties.

Section 1239 defines related people as follows:
1.  A person and all entities controlled by that person.  A controlled entity, for this

purpose, means a corporation in which a person owns, directly or indirectly,
more than 50% of the value of the outstanding stock; a partnership in which
a person owns, directly or indirectly, more than 50% of the capital interest or
profits interest;  and any entity that is a related person under items 3, 10, 11 or
12.

2.  A taxpayer and any trust where the taxpayer (or spouse) is a beneficiary unless
the beneficiary’s interest is a remote contingent interest.

3.  An executor and beneficiary of an estate, except in the case of a sale or ex-
change in satisfaction of a pecuniary bequest.

4.  An employer, and any person related to the employer, and a welfare benefit
fund controlled by the employer, or a person related to the employer.

A farm example or of any Business
Let us look at an example that you might be able to relate to.

 Sally and Suzie, mother and daughter, milk cows together in a small partnership. 
Sally has also been operating a dairy farm as a sole proprietor.  As Sally nears retire-
ment, she decides to sell her cows to Suzie.  The sale is for $30,000.

Because Suzie is eligible to depreciate those raised cows, Sally will have to recog-
nize ordinary income under the sale.
 Typically, the sale of raised cows receives capital gains treatment and is taxed at 
much lower rates.  However, in this case, Sally and Suzie are considered related par-
ties regardless of each of their ownership percentages in the partnership, as the owner-
ship of each of them is attributable to the other.
 If Sally were a single taxpayer with $120,000 of adjusted gross income and 
$30,000 of raised cow sales, she would pay $4,500 in tax on the cows — 15% 
capital gains rate.  However, if that same amount were treated as ordinary income, in 
the 24% tax bracket, her federal tax increases to $7,200, without factoring in Section 
199A’s deduction.
 This tax increase is one of the many pitfalls present in the tax desert.  Before mak-
ing that journey, Sally should have been informed of the consequences by talking to a 
diligent tax professional.
 Agricultural businesses are subject to a variety of tax laws such as this one, and 
nonspecialized advisers and tax preparers may not be familiar with agricultural deduc-
tions, allowances, penalties, and special requirements.

For more information, visit FarmCreditEast.com/taxplanning.
~ Article courtesy of  Today’s Harvest blog. Arezzo is a senior tax consultant for Farm Credit East
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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
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Equipment
Dealers
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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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UNIVERSITY PARK, PA — A new study by Penn State  
researchers, who looked at emergency room admissions 
across the U.S. over a recent five-year period in a novel 
way, suggests that the agriculture industry is even more 
dangerous than previously believed.
 The research revealed that from Jan. 1, 2015, to Dec. 
31, 2019, more than 60,000 people were treated in 
emergency departments for nonfatal, agricultural-related 
injuries. Significantly, nearly a third of those injured were 
youths, according to study author Judd Michael, Nation-
wide Insurance Professor of Agricultural Safety and Health 
and professor of agricultural and biological engineering, 
College of Agricultural Sciences.
 “This study revealed the true magnitude of the agricul-
tural-related injury problem,” he said. “We were slightly 
surprised at the sheer number of farm-related injuries and 
concerned by the high number of youths who were in-
jured.”
 Before this research, knowledge of nonfatal agri-
cultural injuries was somewhat limited by the available 
sources of information, Michael noted. Existing data 
are based mostly on regional or national periodic sur-
veys, he added. The Bureau of Labor Statistics captures 
only nonfatal occupational injuries through its Survey of  
Occupational Injuries and Illnesses, often called the SOII.
 That survey collects data on work-related nonfatal in-
juries and illnesses among employees in all industries in 
the U.S. But its data exclude self-employed farmers and 
family members as well as workers on farms with fewer 
than 11 employees.
 “It has been estimated that the SOII was undercount-
ing occupational injuries and illnesses in agriculture by 
about 78%,” Michael said.
 To reach their conclusion, researchers conducted a 
cross-sectional study using data from the U.S. Consumer 
Product Safety Commission’s National Electronic Injury 
Surveillance System — or NEISS — for patients treated 
in emergency departments over the five-year period. By  
querying all cases in the NEISS database using the  
location code “farm,” and with a narrative search using 
relevant key words, they created a unique view of one of 
the country’s most dangerous occupations.
 Over the period, an estimated 62,079 people were 
treated in an emergency department for agricultural-relat-
ed injuries. The mean age estimate in this population was 
39 years old, with ages ranging from 1 to 95. Almost 
two-thirds of patients were male, and almost 80% were 
white. Approximately 30% and 22% of those injured 

were youth and elderly patients, respectively. These age 
groups are usually not present in the typical workforce but 
are involved in agriculture.
 According to findings recently published in the Jour-
nal of Agromedicine, most injuries occurred from April 
through September. The most common injury was frac-
ture, followed by open wound or amputation. The pri-
mary source of injury was in the “vehicles” category, with 
tractors being the dominant vehicle type.
 Historically, researchers have known that youth are 
at greater risk than adults for injury around a farm or ag  
environment, but it is not necessarily because they are 
working, Michael noted. Rather, in family farm environ-
ments where the kids are present, they are exposed to 
dangers.
“Small farms are family-oriented businesses, and often 
they have all their family members helping out,” he said. 
“And the kids who are helping out or visiting the farm 
are exposed to hazards that they may not understand or 
know how to react to. They are not mature enough to 
foresee hazardous situations. And that leads to injuries or 
worse, in some cases, fatalities.”
 Getting a better handle on the number of agriculture-
related injuries and how they occur is important, Michael 
pointed out, because that knowledge may lead to a  
reduction in accidents.
 “Agriculture and forestry are among the most hazard-
ous industries in the U.S., and part of our overall goal 
here at Penn State in the ag safety and health program, 
and certainly within my role as the Nationwide Insur-
ance Professor, is to conduct research that will help us 
understand the causes of injuries and fatalities,” he said.  
“Because we know that if we understand why they  
happen, it’s much easier to prevent them.”
 Serap Gorucu, assistant professor of risk analysis, 
safety, and health of agricultural systems at the University 
of Florida; and Kelly Chege, doctoral degree student in 
the Department of Agricultural and Biological Engineer-
ing at Penn State, contributed to this research.
 This work was supported in part by the Nationwide 
Insurance Endowment for Agricultural Safety & Health 
and the U.S. Department of Agriculture’s National Insti-
tute of Food and Agriculture. 

~ Article courtesy of: Jeff Muhollem
jjm29@psu.edu, Work Phone: 814-863-2719

Study Reveals Agriculture-Related
Injuries More Numerous Than

Previously Known – Federal Study
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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
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Committed to Building The Best Business
Environment for Northeast Equipment Dealers

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
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BY JOHN CHAPIN

MMeentntaall T T oouughneghnessss and and  
SSaaleless S S uucceccessss

 In a previous article, I mentioned the five foundational personality qualities neces-
sary for sales success: people skills, mental toughness, work ethic, attitude, and char-
acter (honesty and integrity).  If someone is missing any one of these, they won’t make 
it in sales over the long haul. Of the five, I find that the one that is most overlooked is 
mental toughness. Not just in the initial search when looking for a new sales rep, but 
also after the person is hired. When someone comes to you, they either have good 
people skills, work ethic, attitude and character, or they don’t, you can’t teach those. 
They also come to you with some level of mental toughness. It may be high, low, or 
somewhere in the middle, but they at least have some. That said, mental toughness is 
a skill that can be, and should be, developed after they’ve been hired, similar to sales 
skills and product knowledge. This is where many companies miss the boat. While 
almost all companies have some form of product and sales training, very few do any 
mental toughness training, and mental toughness can make or break a salesperson.  

Why mental-toughness training? 
 There’s a saying that 90% of life is mental, or as Yogi Berra reportedly said, 

“90% of life is half mental.” Whether or not you like math or Yogiisms, one thing is 
true: sales, like life, is pretty much 100% mental. Think about it, 100% of our waking 
hours, and most of our sleeping hours, are done through our brain. With the amount 
of rejection required to be successful in a sales career, one needs to have a high level 
of mental toughness. When people fail at sales 99.9% of the time it’s due to a lack of 
activity: they didn’t make enough calls, to talk to enough people, to get enough quali-
fied prospects, to make enough sales. What causes the lack of activity is either fear of 
rejection (addiction to the approval of others), complacency (the comfort zone), or an 
inability to persist and persevere when they encounter repeated failure and rejection. 
The cause of each of these is a lack of mental toughness.

What is mental-toughness training and how do you do it? 
 In short, mental toughness training is training people to overcome the mental hur-
dles they encounter in sales and in life. Essentially, it’s developing someone’s grit and 
determination. You do it by discovering what they’ll fight for and what they’ll die for 
and then helping them use those emotional hot-buttons when they are down or other-
wise unmotivated. 
 While finding someone’s why involves some extensive questioning over several 
weeks, in short, you discover someone’s why in two areas: pleasure and pain, which 
is the language of the brain. First, on the pleasure end, what are they running toward? 
What do they want for themselves and the people in their lives? When you think of 
motivation, think of the 3 Ps: people, possessions, and proof. What do they want for 
the people in their lives, including themselves? What possessions do they want and 
what values do those possessions fulfill such as: peace of mind, security, love, and ex-
citement? And what do they have to prove to themselves and others? Do they need to 
prove they are worthy, important, capable of taking care of their family, or that they’re 
good enough?   When you discover what’s truly important to people, what they are 
willing to fight and die for, then you and they will have the necessary emotional hot-
buttons to push in order for them to get through fear, step out of their comfort zone, and 
get back up after they’ve been knocked down. 
 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 Encyclope-
dia and also the largest sales book on the planet (678 pages). - E-mail: johnchapin@ 
completeselling.com.--508-243-7359
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Relief for Employers
New Pennsylvania Overtime Exemption
Minimum Salary Requirements Repealed

in State Budget Deal
By Adam R. Long | June 29, 2021

PA change to the minimum salary for an employee to 
qualify for so-called “white collar” overtime exemption. 

 The gist is that due to one sentence included in the recent bud-
get bills passed by the PA General Assembly, the minimum salary 
for the so-called white exemption to the Overtime Exemption pay 
in PA is staying at (i.e., $684 per week ($35,568 annually) and 
is not going up on 10/3/21.

Click Here to read the full article about it. 

 As background, the PMWA is the state-law equivalent of the 
federal Fair Labor Standards Act (FLSA).  The PMWA’s 
require-ments apply to essentially all employers in 
Pennsylvania.  The PMWA and FLSA both place minimum 
wage and overtime pay obligations on Pennsylvania 
employers.  While the laws’ require-ments are similar, they are 
not identical.  Employers in Pennsyl-vania must meet the 
requirements of both laws to ensure compli-ance.  In areas 
where one law is more favorable to employees than the other, 
Pennsylvania employers must comply with the more employee-
friendly requirements to avoid liability for unpaid mini-mum 
wages or overtime pay. 

~ Article 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

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!
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 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. 

https://www.palaborandemploymentblog.com/2021/06/articles/wage-hour/relief-for-employers-new-pennsylvania-overtime-exemption-minimum-salary-requirements-repealed-in-state-budget-deal/


A Commitment  
You Can Count On

Helping protect your industry yesterday, today, and tomorrow.  
We’re in it for the long haul.

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
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management, and 
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