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HOOBER, INC., MARKS 80 YEARS

WITH TRACTOR PULL
BUCK, PA — Charlie Hoober took off across the dirt, driving Red Fever in a tractor pull for 
the first time in 50 years. --  July 24, 2021.
 Hoober’s trip on the International Harvester 1066 was just one quick chug down the 
track at Buck Motorsports Park, but it represented a milestone.
 2021 marks 80 years for both Hoober and the farm equipment dealership founded by 
his father.
 On a grassy area outside the track, 
Intercourse-based Hoober Inc. had set up 
a display of tractors from its long history 
for the Buck’s July 24 Nostalgia Day.
 The steel-wheeled WD-9 was the first 
diesel tractor model that Hoober sold, 
beginning shortly after World War II.
 An angular Steiger Panther II 
represented the days of rapidly increasing 
horsepower, which Hoober recalls as an 
arms race between manufacturers.
 There was even a current-model track 
tractor.
 But the star of the show was Red Fever, 
which Hoober entered in tractor pulls at 
local fairs from 1972 to 1974 to promote 
his family’s farm equipment business.
 “It sold a lot of tractors,” Charlie  said.
 In those days, when Hoober was in his 
early 30s, farmers competed in tractor pulls 
with the machines they used on the farm 
during the week.
 Tractor pulls, then, provided logical 
publicity for the 1066, which hit the market 
in 1972 and was a powerful tractor for its 
time, Charlie  said.
 But by 1974, the winning pullers were 
souping up their machines so extensively 
that standard farm tractors could not 
compete.
 So Hoober sold Red Fever to Art 
Forrest, a western Pennsylvania puller 

continued on page 4

Charlie Hoober stands with Red Fever, a 1972 
International Harvester 1066, at an exhibition pull 
July 24 at Buck Motorsports Park. 

Photo by Robert Devonshire Jr. for LNP | LancasterOnline

Charlie Hoober sits at the ready for his pull-on Red 
Fever. 

Photo by Robert Devonshire Jr. for LNP | LancasterOnline
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 I hope that everyone had a happy and healthy 
holiday season and that you were able to safely enjoy 
quality time with family and friends! In many ways 
2021 was a lot like 2020 as economies worked 
through supply chain, labor, and governmental at-
tempts to address the Covid-19 pandemic. Based on 
what I am reading and hearing the “pandemic” will 
likely be transitioning to an “endemic” moving for-
ward. How that transition, if it occurs, will play into 
the enduring supply chain and labor challenges the 
pandemic exposed remains to be seen, but I am hop-
ing that 2022 we will be a rewarding year for our 
dealers and the equipment industry. 
 Most reports indicate 2021 was a profitable year 
for most dealers, benefitting from enhanced commod-
ity prices and/or governmental support of agricultural 
producers. Unfortunately, inflation, labor, and supply 
chain related challenges became magnified as the year progressed creating signifi-
cant challenges to both the world and US economic recoveries. All of which are pre-
dicted to persist well into 2022. 
 Based on what I am hearing, Inventory (availability) and labor (hiring and retain-
ing well qualified staff) might be particularly challenging issues for dealers as the year 
progresses. I have heard dealers ask how they are to meet market share performance 
goals if manufacturers are not able to deliver whole goods/inventory, guarantee pric-
ing, etc. Can they retain commission-based sales staff? What will the marketplace for 
used equipment (trades) look like in 12-18 months? Retail and floorplan finance rates? 
 The World Bank Commodity Markets Outlook forecasts that energy prices will 
remain at high levels in 2022 but will start to decline in the second half of the 
year as supply constraints ease.  Non-energy prices, including agriculture and met-
als, are projected to decrease in 2022. If both predictions hold true it is likely 
that demand for “new” agricultural equipment could be challenged, particularly for 
larger units. It is not clear to me if that challenge will carry through to the used equip-
ment marketplace. Regardless, I would encourage dealers to closely manage their 
used equipment inventories. 
 My expectation is that dealers willing to enhance investments in their parts and 
service staff and departments will be best positioned to succeed and profit in 2022 
and well into the decade to come. My observation has been that “labor”/staff (hiring, 
development, and retention) are keys to success in both departments. I’ve yet to visit 
with a dealer that is not looking for a “high flying” technician up to speed on all the 
latest technology, a full complement of tools, etc. Unfortunately, finding and hiring a 
“highflyer” is like hitting a hole-in-one (particularly for me!). That in mind, I want to  
encourage dealerships to commit/establish a long-term plan focused on finding,  
hiring, development and retention of both current and future staff. Look for a continu-
ing focus on workforce development from NEDA!
 Apple’s role out of parts and special tools available to the public/independents

continued on page 8

Observations
from the FIELD

The general information provided in this publication by Northeast Equipment Dealers Association, Inc., (NEDA) 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 regarding the subject matter 
covered. Changes in the law duly render the information in this publication invalid. Some of the editorial material is copyrighted 
and should be reproduced only when permission is obtained from the publisher and the association. 
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who modified it a bit and continued to use the 1066 on the track. 
Forrest loaned the tractor to Hoober for the recent celebration.

The commemorative tractor pull was a long time coming.
 Charlie Hoober was born on June 15, 1941. A few months 
later his father, Charles B. Hoober, landed the International 
Harvester dealership contract for the town of Intercourse.

“They wanted to have a dealership there because they were 
convinced that the Amish were going to get rid of the horses and 
buy tractors,” Hoober said.
 The Amish, as it turns out, have kept their horses and mules, 
though some have adopted modern machinery for certain 
purposes.
 But the Hoober family faced more immediate challenges 
than Plain Sect purchasing preferences.
 A month after C.B. Hoober joined up with International, the 
Pearl Harbor attack drew the United States into World War II.
 The young IH dealership leaned on used and reconditioned 
equipment to make ends meet as the government bought up 
most of the iron on the market.
 “They needed to keep the food coming for the country, so 
they favored farm machinery dealers to a point, but you could 
get hardly any tractors,” Charlie said.
 In the years after the war, the Hoober company sold to small 
farmers within 5 miles of the Intercourse store. International’s A, 
C, H and M models were popular.
 The sales radius was so small because IH had a dozen 
dealerships in Lancaster County. But in the 1950s and ’60s, 
these tiny dealerships began to close, allowing Hoober to 
expand its territory.
 Meanwhile, Charlie Hoober graduated from high school, 
went to Penn State, and in 1962 got married — all while 
keeping connected with the family business.

“Any spare time I was working at the shop,” he said.
He formed a partnership with his father in 1965.

 With the 
h o r s e - r e l i a n t 
Amish making 
up an increasing 
share of the 
local farming 
p o p u l a t i o n , 
the Hoobers 
soon decided 
their dealership 
would have to 
seek customers 
outside the Dutch 
Country.
 T h r o u g h 
acquisitions over 
the decades, 
Hoober Inc.  has  

grown to operate 10 stores staffed by about 350 employees in 
central Pennsyl-vania, Delmarva, and southern Virginia.
 Hoober credits the communication skills of his wife, Sally, 
and key executive Tom Yohe with selling the banks on the 
dealership’s rapid expansions.

The dealership saw other changes starting in the 1970s. 
Manufacturers were rapidly increasing tractor horsepower, so  
Hoober focused on selling bigger and bigger machines.
 In 1975, Hoober landed the contract to sell powerful Steiger 
tractors in Pennsylvania, New Jersey, Maryland, Delaware, and 
Virginia.

“That really opened a lot of doors for us,” Hoober said.
 Thanks to booming grain prices, Hoober built its market 
with cash crop farmers, many of them former dairy producers.

The company also picked up dealership agreements with 
several small, innovative implement manufacturers.
 Starting in 1974, Hoober deployed an airplane to delivered 
emergency parts across its territory. Charlie Hoober flew the 
plane himself on occasion but usually gave those duties to the 
company pilot.
 The dealership finally gave up the plane last year because 
the insurance cost had become unmanageable, Hoober said.
 The biggest challenge of Charlie Hoober’s years running 
the company was President Jimmy Carter’s 1980 embargo 
blocking U.S. grain sales to the Soviet Union.
 With the farm economy disrupted, Hoober closed a store 
that specialized in big tractors and opened a more diversified 
store.
 Still, the company persisted, and it remains in the Hoober 
family after 80 years in business.
 Charlie Hoober turned over management of the company to 
the third generation about 10 years ago.
 His and Sally Hoober’s three children — Chuck Hoober, 
Scott Hoober and Lauri Lefever — sit on the company’s board, 
and other family members hold leadership positions in the 
company.
 Though he was the head of the company for many years, 
and the man who got to drive Red Fever last weekend, Hoober 
attributed the company’s success to having good employees.
 “It wasn’t me by any means,” he said. “It was the people 
that work for us.”

Philip Gruber, News Editor of Lancaster Farming, 
approved this article and pictures and 

Joe Gurreri, Digital Marketing Manager, 
Lancaster Farming Newspaper.

www.lancasterfarming.com

Hoober, Inc., Marks 80 Years
continued from page 1

A WD-9, the first diesel tractor model sold by 
Hoober Inc., is part of a lineup of historical 
tractors that the dealership brought to the Buck 
on July 24. 

Photo by Philip Gruber

Charlie Hoober crosses the finish line with Red Fever. 
Photo by Robert Devonshire Jr. for LNP | LancasterOnline



Ninety-nine of 100
dealers said they
would recommend
AgDirect® to their
customers.
Looks like we still have a 
little work ahead of us.
In a 2021 dealer experience survey, 99% of respondents said 
they were likely to recommend AgDirect® to their next customer. 
And along with knowledgeable and friendly service, dealers 
value AgDirect’s innovative tools and streamlined processes.

The survey also revealed that 93% were “very satisfied” or 
“satisfied” with AgDirect. They said AgDirect treats them with 
respect and is easy to to do business with.

Here’s what else AgDirect dealers like about doing business 
with us:

More than ever, it pays to recommend financing that 
is as committed to the business of agriculture as you. 
That’s AgDirect.

Attractive
rates

Buy, lease or 
refinance

New or used 
equipment

Easy 
application

* Based on a 2021 online survey by Walker Research of 1,040 employees of equipment 
dealers that offer AgDirect financing. 

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.
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Messick’s Moves More Than 100 
Pieces of Equipment in ‘Parade’
11.30.21

With construction completed at Messick’s Equipment
new building and location in Mount Joy, PA,
another large task needed to be undertaken: 

moving more than 100 pieces of towable equipment.

 Messick’s idea to involve the community with a tractor parade was a huge success 
— the team at Messick’s had to stop the registration for the event when volunteers out-
numbered the need.
 On Nov. 20, a community of farmers and local businesses showed up in group slots 
of 25, between the hours of 8 to 10 a.m., and hooked their own tractors to Messick’s 
inventory pieces, creating a non-stop 7.5 mi. parade from the old location in Elizabeth-
town to Mount Joy.
 Local police offered security and traffic directing, and hundreds of spectators along 
the route were able to take in and enjoy the entire parade.
 In a show of appreciation for the support, Messick’s gifted each participant a new 
embroidered jacket along with a sneak peek and firsthand tour of the new building, in a 
“pre” open house.
 The rest of the inventory is in the process of being moved, with hundreds of drivable 
pieces and attachments being trailered.
 “We simply outgrew our old location,” said Jay Gainer, general manager. “We have 
14 acres and a 125,000 sq. ft. building, but there was really no place to build a new 
building or addition.
 “We found the new location and spent the last couple years planning. January of 
2021, we broke ground, and our soft-opening is scheduled for December 20th of this 
same year.”
 The new building more than doubles the usable space at 212,000 sq.ft. and sits on 
20 acres. Much of the new store utilizes three levels, increasing the efficiency. The old 
location is currently under contract, with hopes of a sale being finalized soon.
 “We were over-whelmed by the support of our local community and customers. It is 
really what makes this area special. When we had the opportunity to build right here 
locally and continue our same great sales and service experience, we were excited to 
move forward into the next chapter,” Gainer said.
 An official open house is scheduled for the week of Jan. 24, 2022.
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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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NEW PARTNERSHIP ARRANGEMENT 

 WITH SPCC RULES & REGULATIONS
 NEDA is pleased to announce a new partnership with United Consultants.  
Spanning back two decades, N.E.D.A. has assured our members compliance with SPCC 
rules and regulations. This assurance was met via a partnership between our asso-
ciation and RCI/Dekra. The principal personnel  from RCI/Dekra, Joey Barnes and Robb 
Roesch, who have serviced your SPCC Plans for these 20 years, have formed this new 
company United Consultants. N.E.D.A. has chosen to utilize them as preferred provid-
ers for our members environmental regulatory and compliance obligations. 
We also look to offer additional services from United Consultants as well. Rest assured that 
United Consultants will service and maintain your current SPCC Plans.
 For any questions or concerns, they may be contacted at: United Consultants/
Certified SPCC:

Joey Barnes:  785-547-5701---joey.barnes@unitedconsultantsllc.com.
Robb Roesch:  785-548-5838 – robb.roesch@unitedconsultantsllc.com

Observations continued from page 3

seems to have taken some of urgency away from the Right-to-Repair (R2R)  issue (for now). 
Looking forward, I suspect that the R2R advocates will not be satisfied with the offering/
industry response and fully expect that they will  continue pushing the issue particularly in 
MA, NY, and NJ. Please take time to familiarize yourself and staff with the issue and talk-
ing points – there is a tremendous amount of misinformation in the press and on the inter-
net. Dealerships will have to play an active role in the communication outreach campaign. 
 Unfortunately, the value of our legislative advocacy, work-force development, and 
industry relations efforts on behalf of equipment dealers can easily be overlooked, and 
these efforts are not accomplished without significant financial investment. Most would 
agree that the association’s advocacy easily justifies membership dues, and that addi-
tional investments in support of work-force development and legislative and legal defense 
programs are wise investments. 
 As we look forward to 2022, our ability to continue advocating on our members  
behalf depends on you. We need your help recruiting new members, as well as participat-
ing in and financially supporting our legislative and program development work. 

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

Holiday Schedule
 NEDA’s office will be closed Friday, December 31st to celebrate the 
New Year’s holiday,

PROMOTIONAL OPPORTUNITY
free to Dealers

The Association wants to feature your dealership(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 @ sja1203@gmail.com
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LED Agricultural Light Kits 
 

 
 
 
  
 
 
 

 
 

    AG-LED-R4 / AG-LED-L4         AG-LED-RED           AG-LED-AA 
 

Replacement lights available, pair or individual.  
 

 
 
 
  
 
  
  
 

 
 
 

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

 
OOFFFFEERR  EEXXPPIIRREESS  JJaannuuaarryy  3300,,  22002222  

 LED Agricultural Light Kit 
  AGKIT-LED-ENH 

• 4 Amber LED lights (forward & rear facing) & 2 
Red LED lights (rear facing) per kit 

• Kit has turn signal function, tail light and 
enhanced brake and turn functions 

• 35’ bonded cable (wishbone) with 7 pin plug 
• Lighting enhancement module with 6’ lead cord 
• Also available with magnet kit or heavy-duty cable 
 

 Light Control Box 
 

• Connects to 12 v battery 
• Controls Tail lights, turn signals, 

emergency flashers. 
• Magnet Mount 
• Accepts 7 round plugs 

AGKIT-LED-ENH  
Regular Price   $223.54 
Special Price  $201.19 

LCB400 
Regular Price   $205.89 
Special Price  $185.30 
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Indiana to be home to the largest U.S. solar Indiana to be home to the largest U.S. solar 
farm, 1,000 times the size of a football stadiumfarm, 1,000 times the size of a football stadium
 This will be the last year that Norm Welker and his family harvests corn. But Welker 
will still be a farmer — he is going to farm the sun. 
 “We’ve always harnessed the sun, and have enough sun to grow a corn crop,” said 
62-year-old Welker. “But now, we are harvesting it far more efficiently than we’ve ever 
done before.” 
 Welker is not alone: He is one of dozens of neighbors who are leasing their land for 
what will be the largest solar farm in the United States. At 13,000 acres — 1,000 times 
the size of Lucas Oil Stadium, home of the Indianapolis Colts — it is aptly named the 
Mammoth Solar project.

This farmer lets cattle act the way nature intended. This farmer lets cattle act the way nature intended. 
See what the results are.See what the results are.
 South African farmer Danie Slabbert says it is not what people eat, it is how they farm, 
that matters to the environment. He does not use fertilizes or chemicals in his pastures. He 
depends on his cattle herd to do what they do best to help with the environment.

Fresh Turkey Farm preps for big dayFresh Turkey Farm preps for big day
 In the past, business has been steady for Copley's Fresh Farm out in Waterford. 
Not only do they have turkeys for the Thanksgiving season but sell chicken and eggs to 
local restaurants and grocery stores too. The demand for Thanksgiving turkeys since last 
year has doubled. Danielle Copley runs this operation out in Waterford. She says they 
could have doubled the supply going into last year but waited to see what the demand 
would be like for Thanksgiving 2021. As of now, at Copley's they are about sold out of 
Thanksgiving turkeys.

Farmers, farm workers argue against lowering Farmers, farm workers argue against lowering 
overtime thresholdovertime threshold
 Farmers and politicians gathered at Rulfs Orchard to advocate for maintaining the 60-
hour overtime threshold for farmworkers and voice concerns about how lowering it could 
make New York's producers less competitive in both the labor and commodities markets.
Later this year, the state Wage Board is slated to revisit the threshold set by the 2019 Farm 
Laborers Fair Labor Practices Act and determine whether it should be adjusted to 40 hours.
Northeast Agribusiness and Feed Alliance Executive Director Rick Zimmerman told the 
Press-Republican after the press conference that farmers are required to pay their workers 
overtime for any hours worked on involuntary rest days. Since they are unwilling and 
unable to do so, farmworkers who want to work those days lose out, he explained.
 Cutting that down to 40 hours would be a negative situation for many farm workers, 
and that possibility has already led to discussions about seeking work in another state.
 When added to the projected minimum wage increase, those costs are expected to go 
up by $264 million annually, or 42%. 

~ Article courtesy of Farm Progress Companies 

ag newsag news
you may you may 

havehave
missed . . .missed . . .

Happy New YearHappy New Year  !!!!!!
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AS AN apprentice YOU WILL
•	 Earn	while	you	learn
•	 Build	on	classwork	you’ve	completed
•	 Participate	in	structured	hands-on	learning	and	OJT	(on-the-job	training)

•	 Get	credit	for	skills	you’ve	already	mastered
•	 Build	a	career	you	can	be	proud	of
•	 Earn	Industry	Credentialed
•	 Achieve	your	goals

NEDA
For	more	information	visit	us	at

nedaapprentice.com

APPRENTICESHIP
can be your pathway to a career as an AG

TECHNICIAN

Northeast
Equipment
Dealers
AssociationEstablished 1901

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

The Agricultural 

Equipment Technician 

Apprenticeship is 

sponsored and 

administered by the 

Northeast Equipment

Dealers Association and

is limited to participating 

members and their 

employees. If you are 

a student, veteran or 

adult interested in a clear 

pathway to a well-paying 

career, an agricultural 

equipment technician 

apprenticeship 

might be for you!
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No Shuteye for This Elevator
 The new CHS grain elevator in Herman, MN, is one-of-a-kind — it is 
totally automated. Farmers delivering corn and soybeans to the new CHS elevator in 
Herman, Minn., will not be lining up their trucks and waiting to unload their crop.
CHS has built the first-ever totally automated elevator. With 1.4 million bushels of upright 
storage and three dump pits, the elevator can receive grain at 75,000 bushels per hour. 
To use the facility, co-op farmers will receive orientation on how to use it and RFID cards 
to enter. They also will need to outfit trucks with grain trailer ID tags.
 CHS expects the automated delivery system to be available shortly after the harvest 
season.
 The idea for an automated system came about as CHS management thought about 
ways to give farmers a wider window for grain delivery, and how to provide better work-
life balance for employees during peak seasons. Jim Gales, CHS construction department 
manager, sketched the initial concept on the back of a napkin and shared it with Jerry 
Kramer, CHS general manager at Herman.
 “Jim drew up unique things to work on inside the facility,” Kramer says. After further 
discussion, they decided to broaden their collaboration and develop a fully automated 
facility. The team effort took two-and-a-half years of planning. Construction began in May 
2020 and was finished in October. The first farmer grain delivery was made in October 
2020.
 Since then, the facility has been open for grain deliveries. Behind-the-scenes work 
continued, however, to fine-tune automation capabilities. In August, the system had its first 
successful test run. Elevator staff plan additional testing with internal trucks and a small 
group of farmers before fully offering the automated delivery option.

How it works article courtesy of Farm Progress, The Farmer 
Paula Mohr | Sep 29, 2021

Please click here for the entire article.

EPA Fines Iowa Diesel Repair Company 
$75,000 for Disabling Equipment to 
Reduce Air Pollution - DEALERS TAKE NOTICE

By Donnelle Eller, Des Moines Register

 A southeast Iowa company will pay a $75,000 penalty for installing "defeat devices" 
in vehicles that disable emission controls designed to reduce harmful air pollution, the U.S. 
Environmental Protection Agency said Tuesday.
 EPA said Midwest Truck Products, a diesel repair shop in Cantril tampered with vehicle 
engines or installed or sold devices to disable emissions controls for hundreds of customers.
 “Aftermarket defeat devices are a significant contributor to harmful air pollution,” said 
Diane Huffman, acting director of EPA Region 7’s Enforcement and Compliance Assurance 
Division. “These illegal practices also impede federal, state and local efforts to implement 
air quality standards that protect public health.”
 Tampering with vehicle engines, including installation of aftermarket defeat devices 
intended to bypass manufacturer emissions controls, results in significantly higher releases 
of nitrogen oxides and particulate matter, both of which contribute to serious public health 
problems in the United States, the EPA said.
 These problems include premature mortality, aggravation of respiratory and 
cardiovascular disease, aggravation of existing asthma, acute respiratory symptoms, 
chronic bronchitis, and decreased lung function, the federal government said. Numerous 
studies also have linked diesel exhaust to increased incidence of lung cancer.
 South Central Diesel Inc., an industrial machinery and equipment distribution company 
in Holdrege, Nebraska, also will pay a $50,954 penalty for disabling emissions control 
equipment, the EPA said.
 It said that in addition to paying civil penalties, the companies have certified that they 
have stopped disabling vehicle emission controls.
 Donnelle Eller covers agriculture, the environment and energy for the Register. 
Reach her at deller@registermedia.com. 

NEDA 2022 
ANNUAL/
REGIONAL 
MEETINGS

SARA HEY
will be the main speaker 

at the
2022 Annual/Regional

Meeting in January

Sara will discuss
Creating Balance in Your 

Dealership:
Can your dealership withstand 
whatever may come your way? 
How do you assess the health of 
each department? During this 
session, Sara Hey of Bob Clements 
International will lead through 
how to evaluate your dealership’s 
balance and will give you specific 
strategies that you can implement 
as soon as you get back to your 
dealership. 

Click Here to Read More
on the program

OR

Click here to Register Online
(Call the Association if you forgot 

your Member ID/Password)

OR

Click Here to
Download Registration

https://www.farmprogress.com/crops/no-shut-eye-elevator
https://www.ne-equip.org/wp-content/uploads/2021/10/NEDA-Sara-Hey-Flyer.pdf
https://www.ne-equip.org/events/#!event-list
https://www.ne-equip.org/wp-content/uploads/2021/12/2022-Registration-Form.pdf


Finding Solutions to Challenges 
in Service and Parts 
 In a recent study more than 88% of dealers said that they need to save time 
and be more efficient in their service department. Around 61% of dealers said that 
saving time in parts and service was their big focus for 2022.

Why are dealers concerned about this now?
 It seems like the perfect storm is brewing. On one hand, more units have been 
sold by dealers in the last two years than in any other period in history. That means 
a lot of new RVs are on the road.
 Also, a uniquely high percentage of those were sold to new buyers. That means 
first-time owners who do not know how to take care of their RV, boat, side-by-side, 
tractor. These new owners do not have a clue about the expense, time and work 
required to take care of their machine.

This is the first part of the perfect storm.
 The second part is the ongoing challenge that dealers are having with parts 
inventory. Simply getting parts on time has been a massive problem for the last 
12 months. And while the inventory and supply chain challenges associated with 
new units has started to subside, the challenges around parts inventory have not 
subsided.
 These factors are combining to create a unique situation where demand for your 
service department will be high AND parts availability will be low.

The Solution: Speeding Up Your Service Department
 There are several ways to speed things up in your service department:
 • Hiring – Most dealers say hiring qualified service technicians is impossible 
right now. Sadly, there is not a silver bullet for this. The only advice we have is this: 
make sure your surgeons are in surgery. In other words, do not have your highly 
paid technicians sweeping floors and setting out tools. Hire high school kids, or 
college students to do those jobs so your surgeons can stay in surgery.
 • Be Transparent – Constantly and transparently communicate with your 
customers. Make sure you are transparent about how long things will take, whether 
you can get the part the customer needs, and if there is a delay. Even though being 
100% transparent is sometimes painful, it is the right thing to do and will help 
improve your relationship with your customers.
 • Over-Communicate – This one is vital. If a customer reaches out to you 
to get an update about how long something will take, that means you are not 
communicating effectively or often enough. There is no scenario where a customer 
should be reaching out to you to get more information about a service item. You 
should be reaching out so frequently that they do not feel the need to reach out to 
you.
 • Text – Stop playing phone tag. Phone tag is the single biggest factor in slow 
service department. It bogs things down. Text instead. Rather than getting voicemails 
and hoping people respond to those voicemails (they will not btw), you are texting 
them and getting an immediate response—immediate permission to fix something 
and immediate price approval. You must text to speed up your service department.

Conclusion
 Given the factors conspiring to create this service department storm, it is critical 
that you speed things up in your service department. You must be more efficient than 
ever—and texting can help you do that. 
 KENECT—We help businesses KENECT with your customers.  KENECT 
builds simple texting tools elegant and easy to use.  
Better Communication – Better Business. Call or Text at 888-972-7422

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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 I posted the requirements on rear impact guards recently (Dec. newsletter).  Now I 
want to make some real-world comments and suggestions.
 First, it is a good thing that labeling requirements were not included in the annual 
inspection requirements. If they were, the majority of trailers in this country would not 
pass and technically they would not be allowed on the road without a valid inspection. 
Try getting a manufacturers tag, especially on older trailers. Good luck.
  In the requirements are dimensions that need to be checked if you are performing 
an annual inspection, whether it is a trailer or motor truck to verify the integrity of these 
rear bumpers. This will require a tape measure. However, you are walking around with 
one anyway when you are checking for a brake push rod stroke measurement.
 Basically, flip around and measure the bumper. The dimensional requirements will 
become second nature to you, just like the brake push rod stroke measurement and tire 
tread depth measurement. 
 Now for the real world. If a newer trailer comes in and I see no evidence of 
bumper repairs or replacement, would I bother to measure? Probably not. Common 
sense must prevail. However, if you get a trailer indicating a change in the structure of 
the bumper, then I would do a quick measurement check. Why?
 We are back to the same concept I try to put forth in my training’s, that if you put 
your name or sticker on the vehicle, you are saying, “that vehicle is in compliance with 
all the regulations”. What would happen if someone crashed into the rear of the vehicle 
and the guard gave way or the low designed front ends of a vehicle goes under the 
guard and there is a fatality or injury. The first thing any investigator will try to determine 
is why. If that bumper did not conform to the regulatory requirements and you asserted 
it does via the inspection, most lawyers will have a field day with that. Me personally, 
I do not want to give anybody an excuse to rip me a new one. Please take that advise 
seriously as someone that on occasion  performs accident investigations.
 As I mentioned, the measurements will become second nature. For example, on a 
trailer, follow the 4-inch rule. Horizontal member (bottom piece going across) has 
to be extended to a minimum of 4 inches on either side of the extremity of the trailer, 
however, not extend beyond either  side of the extremity of the trailer. The other 4 inches 
is the width of the crosspiece (horizontal member). That is your 4 and 4. The other piece 
to this, is maximum height above the ground (22 inches). The other way of looking at this 
is rejected it if the “guard horizontal member is more than 22 inches above the ground”. 
A side note. Many of the vehicles today have air suspensions, so make sure the air bags 
are inflated to your actual road height. The rest of the requirement pertains to integrity. 
That means a good visual inspection for proper attachment, including fasteners and any 
welding utilized. Basically cracks, loose and or broken fasteners etc. Lastly, make sure 
that the horizontal piece is not more than 24 inches forward of the rear extremity. The lat-
ter dimensions are for trailers. For motor trucks just as a reminder, the horizontal member 
cannot be more than 30 inches above the ground and cannot extend to within 18 inches 
of each extremity of the vehicle. 
 A little reminder, when checking the bumper, do not forget the bumper bar markings 
(retroreflective tape) on trailers. 
 Another suggestion is to print the first article, copy and paste the  
dimension requirements, print them, and give it to your inspectors so 
they become comfortable with the spec’s. Why? Because most of our industry 
doing inspections do not go into Appendix G (A), let alone Part 393. to confirm the 
actual requirements. Most of the times they are assumptions and he said, she said. That 
is why the training’s like “You the inspector”  provided by TANY are crucial to stay in 
compliance. 
 If these type of articles are of value, please leave a comment. If not, it is okay. I have 
other things I can do (LOL).
 Also, if you have any questions on these and other requirements, feel free to call 
me. I enjoy that because I also learn through the networking process. Not to mention 
we are all in the same boat, just trying to do our best in meeting all the requirements 
required by the myriad of regulations. 
 If you have an association with other groups or entities, please pass this on, because 
these concepts are important to everyone involved with Commercial Motor Vehicles 
(CMVs).
 Is everybody knowledgeable with the requirements pertaining to 
Automatic Slack Adjuster (ASA)  for periodic annual inspections?

Article courtesy of Sulev Oun, Swede, President, O & K Truck Repairs, Ltd.
Tonawanda, NY – 716-874-5450)

Rear Impact 
Guards

and
Rear Impact 
Protection 
Inspection 

Alert

Changes take
effect 12.9.21

Federal & 
States

Part 2 



Northeast Dealer | 15
JANUARY 2022

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

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

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

UNITED CONSULTANTS/CERTIFIED SPCC
Joey Barnes at 785-547-5701
joey.barnes@unitedconsultantsllc.com.
Robb Roesch at 785-548-5838
robb.roesch@unitedconsultantsllc.com

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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advertisingadvertising
“the activity or 
profession of 
producing 
advertisements for 
commercial 
products or services”

Advertising in NE Dealer 
newsletter is simple and 
effective.

Contract schedules can 
range from one month to 
annually. A hyperlink will 
be positioned on your ad 
enabling dealers to click 
straight through to your 
Web site.

Click here to advertise 
TODAY!!

TEXT MESSAGING FOR NEDA DEALERS

Kenect allows you to text your customers directly
and send pictures, videos, and reminders.

Gather online reviews via text
Get paid via text
Text your customers
Install the "Text Us" widget on
your website and see your
leads double

Text us at 888-972-7422

www.kenect.com

 The way dealers are collecting payments from cus-
tomers is changing, and it’s important to make sure you 
stay on the front lines of this dramatic shift.
 Over the past year and a half, we have seen cus-
tomers choose convenience and simplicity over in-person 
shopping. This means dealers must find a way to change 
some of the most basic practices, to keep the customer 
from going somewhere else.
 One of these core changes, is equipment dealers col-
lecting payments in parts and service—and even deposits 
in sales—via text. 
 Now, to be clear, we’re not suggesting that you get 
rid of your credit card processor or ONLY collect pay-
ments via text. We’re not suggesting that at all. But, what 
we are suggesting is that you provide texting as an op-
tion to collect payments. 

The Numbers
 ⏩ Change in payment collection methodology:  
Customers will choose convenience over in-person inter-
actions. Remote payments are becoming more common. 
In fact, some businesses do all their bill collection via text. 
According to a survey from Deloitte, the average consum-
er is willing to pay MORE to have a convenient purchas-

ing experience. Price is no longer the primary factor in 
someone making a big purchase, convenience is. 
 ⏩ Growing remote payments: When we launched 
text-to-pay in March of 2020, the average dealer was 
running about $4,000 per location per month through 
that text-to-pay platform. Now the average dealer is run-
ning $20,000 per month per location through that plat-
form. In other words, we’ve seen 5x growth per dealer 
per month using the text-to-pay platform. 
 That tells us something very clearly: dealers love  
collecting payments via text, and dealer customers LOVE 
paying via text. 
⏩ Making a change: Of the data we collected, we  

are finding more dealers are relying on text-to-pay for 
more than just sales. Some dealers are running 80% of 
their service/parts and payments through text-to-pay. This 
shocked us. 
 Why?
 Because it is what customers want. Dealers are see-
ing the change and want to meet the customer where 
they are most comfortable. If they don’t want to come into 
the shop to pay, then send them a text with a link to make 
a payment right on their phone or computer.

What’s driving text-to-pay?
 The short answer is customers, but its more likely 
the overall trend.
 Customers are using texting for more than just 
payments. Data from dealers who use Kenect’s  
texting platform show a 55% increase in text  
messaging per dealer year over year. This started even  
before the pandemic.
 With more people opting to do business out of 
the comfort of their homes, more people are also  
using texting to get ahold of dealerships. Kenect offers  
dealers a button that we add to dealer websites, 
where customers can just click on it and get more 
information.
 The data we collected shows that 75% of custom-
ers would rather text a dealership about a lead, than 
give them a call.
 And without needing to see customers face-to-
face, some dealers are now completing entire trans-
actions, lead to payment, via texting.
 Credit cards are not going away, but the way 
customers are using those cards is certainly chang-
ing.
 To learn more about Kenect, text us at (888) 
972-7422, or visit Kenect.com

New Data on Payment Collection and Text-to-Pay

www.kenect.com
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TEXT MESSAGING FOR NEDA DEALERS

Kenect allows you to text your customers directly
and send pictures, videos, and reminders.

Gather online reviews via text
Get paid via text
Text your customers
Install the "Text Us" widget on
your website and see your
leads double

Text us at 888-972-7422

www.kenect.com
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Should Employers  
Rethink What They are 
Offering Workers?
Wharton’s Peter Cappelli explains what we are getting 
wrong about the Great Resignation, how the pandemic 
has rewired worker preferences, and why it is time for 
employers to reconsider how they do things.

Knowledge@Wharton: Let us get right to that big question: 
What is truly changing about work?

Peter Cappelli: I think the big thing that has changed is that 
we have a ton of jobs open all of a sudden. The reason for that is  
employers waited until the last minute to hire or waited until  
demand was already back. They did not anticipate that every-
body else was going to do the same thing, and that employees 
who were laid off were not just sitting by the phone, waiting for 
them to call. We have this temporary imbalance of supply and 
demand here, and that is one of the things that is causing em-
ployees to be maybe a little pickier than they might in another 
context. It is also causing more turnover than it might in another 
context.
 That, in combination with the fact that we have had this 
work-from-home policy for about a third of the workers during 
the pandemic, makes a lot of people wonder, can we keep do-
ing this? The employers are not saying. I think at the moment 
we seem to have a little bit of a logjam. Despite what you hear 
about the Great Resignation, the big story right now is there are 
not so many people looking for new jobs and willing to snap 
up some of these vacancies. I think the reason is they are really 
waiting to see what employers are going to do.

Knowledge@Wharton: The government reported in August 
that 4.4 million Americans quit their jobs, which was a record 
number since record-keeping began. You are saying this is not 
necessarily reflective of a fundamental change in the workforce. 
Can you explain that?

Cappelli: First, they do not tell you that records only began 
20 years ago, and most of that period has been dominated by 
recession. Jobs become open when the economy is booming, 
and the closest we have had to anything like a real boom was 
in 2018–2019, especially just before COVID. The job market 
was getting pretty tight.

 Please click here for the entire article.
~ Article courtesy of Wharton School of Business

United Ag & Turf Expands 
to 63 John Deere
Ag and Turf Locations
Fairfield, ME –  (December 2, 2021) –   United Ag & Turf NE, 
LLC has acquired four Harvest Equipment locations in Vermont, 
Theriault Equipment in Presque Isle, Maine, All Power Equipment 
in Granby, Massachusetts, and Tom’s Lawn and Garden Equipment 
Inc. in Portsmouth, Rhode Island. The merger brings United Ag & 
Turf’s footprint to 63 John Deere Ag & Turf stores, plus an addition-
al 14 locations of John Deere Construction & Forestry dealerships 
operated by its sister company, United Construction & Forestry.
 “We are excited about the opportunity to serve even more 
farmers, landowners, and businesses throughout the Northeast,” 
said Eric Driscoll, CEO of United Ag & Turf NE, and United Construc-
tion & Forestry. “It’s an honor to put our United name on these 
dealerships. We look forward to building lasting relationships that 
are rooted in trust and service with our new customers and in the 
new communities we serve.” 
 Scott Miller, President of United Ag & Turf NE said, “this is an 
exciting organization to be a part of and an incredible opportunity 
for us to continue to expand the John Deere brand in the North-
east. We are committed to investing heavily in the region, with 
three new facilities opening in 2022 and continual updating and 
upgrading operations so we can deliver on our promise of best-in-
class equipment and an extra-ordinary customer experience.”
 The acquisition adds approximately 100 additional employ-
ees to United Ag & Turf NE. “Our business is rapidly growing with 
tremendous career growth opportunities,” continued Miller. ‘We 
welcome these new employees to our United team and hope oth-
ers outside our organization consider jumping onboard early to 
discover an exceptional career trajectory.” 
 “United staff, customers and their communities will all ben-
efit from this acquisition with a stronger, more diversified network 
of dealerships,” concluded Miller. “With our future plans to expand 
parts inventories and have more equipment available throughout 
our locations, there is tremendous opportunity for everyone.”

About United Ag & Turf:  
 United Ag & Turf is a John Deere dealer of agriculture, turf, 
utility vehicles, and compact construction equipment that was 
formed in 2018 by consolidating several John Deere dealerships 
into one new organization. The company has a total of 63 loca-
tions throughout NY, NH, VT, ME, MA, RI, CT, TX, OK, and AK. The 
name “United” was chosen to reflect that the new company is 
about more than one individual. At United Ag & Turf, people come 
first. They have a united team of employees that are dedicated to 
serve customers in all market segments with new and used equip-
ment, parts, service, and support. They also represent other brands 
such as Stihl, Honda, Ariens, and more. For more information, visit 
www.unitedagandturf.com/ne. – They are a member of NEDA 
association. 

https://knowledge.wharton.upenn.edu/article/should-employers-rethink-what-theyre-offering-workers/
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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

Are You Throwing 
Away Money 

Unnecessarily on 
Your Health Care? 

We can stop your 
dealership from 
wasting money! 

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

"'
Northeast 
Equipment 
Dealers 

,_,,,,. Association 

NEDA 
BENEFITS PROGRAM 

HEALTHCARE & BENEFITS 

"'
Northeast 
Equipment 
Dealers 

,__ Association 

REDUCE YOUR COST! 
IMPROVE YOUR BENEFITS! 

CARE CENTER -
1-866-676-2871 

Ii Finding doctors, specialists, hospitals 

� 
Easing eldercare concerns, including concerns 

and other providers. about Medicare and related issues. 

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

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

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

CALL TODAY! 
(866) 676-2871

Ask for Carl Swanson

NEDA Has Your
COVID 19 Supplies!
Northeast Equipment Dealers

Association has your
COVID 19

supplies available!!
Get Quantity Discounts!!

See page 17 for
additional information.



20| Northeast Dealer
JANUARY 2022

 You’ve got an older post-frame building, and you’ve heard 
stories about posts rotting at ground level. You walk by the build-
ing frequently and never notice any problems. Then one windy 
day, you see the siding moving in one spot. How could that be?
 “The industry standard for constructing frame buildings was 
once 6-inch-by-6-inch treated posts,” explains Dan Nyberg, sales 
trainer for Morton Buildings. “No matter who built your building, 
if you have that type of construction, you need to thoroughly 
inspect each post.”
 Nyberg suggests taking a screwdriver aimed at a 45-degree 
angle and poking into the post 3 inches below the soil line. You 
hope the screwdriver runs into solid wood. Instead, you might 
feel some resistance at the outer shell before the screwdriver 
pokes through into a hollow center. If the screwdriver penetrates 
more than 1 inch, you have a rotted post needing repair.
 The problem has developed because the girth of the 6-by-
6-inch posts didn’t allow treatment material to penetrate com-
pletely. Many posts also contained moisture and dried out over 
time.
 “That’s why laminated posts made of 2-inch-by-6-inch boards 
are the industry standard today,” Nyberg says. “The 2-inch-by-6-
inch individual boards are treated before they’re laminated.”

IS BUILDING AS SOUND AS YOU THINK?
 Evaluating an older building breaks down into three catego-
ries, Nyberg says. Here’s a closer look:
 Functional use. The 6-by-6-inch post example falls un-
der evaluating structural functionality of an existing building. “If 
it was built with round poles, many of them may rot off near 
ground level,” Nyberg says.

 One option is to dig a 4- or 5-foot hole where the post is 
underground, attach brackets to the post extending into the hole, 
and fill the hole with concrete, making sure the bottom of the hole 
is below the frost line.
 Another option, Nyberg says, is to use commercially avail-
able concrete lower columns instead of pouring concrete. Then 
non-rotten upper poles or posts attach to the lower concrete  
column, and concrete is poured into the hole to support the  
structure.
 Other functional concerns could include diagnosing and 
fixing leaky roofs and determining why sliding doors are now 
hard to push. Perhaps the trolley and/or track needs adjusting or  
replacing.
 Cosmetic issues. “Maybe the door still works fine, but the 
door jam where it closes has taken a beating over time,” Ny-
berg says. “Or maybe a piece of metal is pulling away from the 
frame. Eventually, wood underneath can rot if it isn’t addressed.”
 You may also just want to update the color on an existing 
building to match newer buildings.
 Normal upkeep and maintenance. Suppose your 
building was installed with weather stripping around the doors, 
but the building is 20 years old. “Chances are that weather  
stripping is no longer functioning to keep air out, and needs 
replacing,” Nyberg says.
 He notes that some farmers may want to tackle chores like 
these themselves, while others may prefer some help.

~ Article courtesy of Farm Progress Magazine

Tips for Repairing, Maintaining Older Farm Buildings
 By Tom J. Bechman | Sep 15, 2021

Monday January 24 • Lancaster, PA
Eden Resort & Suites • 222 Eden Road

Wednesday January 26 • Liverpool, NY
Holiday Inn & Suites Syracuse Airport        

400 7th North Street

Friday January 28 • Concord, NH
Holiday Inn • 172 North Main Street

(Call the Association if you forgot your Member ID/Password)

OR

Click Here to Download Registration

REPAIRS NEEDED: This post rotted off. Concrete can be poured into the hole to reform a foundation 
for the post. - Here’s how to know if a building needs some TLC.
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BY JOHN CHAPIN

IInnccrereaase Sse Saallees bs by Gy Geettttiinngg  
BBaack tck to Bo Baassiiccss  

 The greatest in any field of endeavor have always been great at the basics. Vince 
Lombardi, the great Green Bay Packers coach, said football comes down to two things: 
blocking on offense and tackling on defense, and his great Packer teams spent 80% of 
their time on those in practice. 

THE 5 BASICS TO SALES SUCCESS BASIC 

Basic Principle 1: 
 Have a daily plan and get that plan done. In addition to annual, monthly, 
and weekly goals, you need a goal and plan for daily activity. How many sales, pro-
posals, and prospects do you need and how many calls and contacts do you need to 
make each day to get those? Whatever that goal is, your objective is to not only hit 
but exceed that goal.  You should be prospecting every day. It keeps you sharp and 
consistent. 

Basic Principle 2:  
 Spend 80%, or more, of your prime hours on key sales activities. The 
three activities you should be spending most of your time on during the workday are:  
prospecting, presenting, and closing. That is, it. Everything else should be del-
egated or done during off-hours. Yes, things will come up during the day that you need 
to manage. That said, if you are focused on these three activities and adamant that you 
will do as much of them during the workday, avoiding procrastination and other time 
wasters, you will rarely have to worry about your sales numbers. Remember: sales IS 
a numbers game. 

Basic Principle 3:  
 Get great at selling. After activity, making enough calls on qualified prospects, 
developing great sales skills is the second most important principle. If you are highly 
skilled at knowing what to say and do in all sales situations, your sales will skyrocket, 
assuming you are making the necessary calls. The better you know how to get to a 
prospect, get their attention and keep it, match solutions, listen, present, handle objec-
tions, close, etc., the more effective you will be and the more sales you will make. 

Basic Principle 4:  
 Get back to personal communication and build relationships. In-per-
son is still the best way to contact people and stay in touch. With all the technology at 
our disposal there can be a tendency to use it too much. In-person communication has 
been replaced by e-mails, text messages, video conferencing, and other less-personal 
communication. Make more in-person cold calls and visits to customers to say “hello,” 
drop off the proposal instead of mailing or e-mailing it, and to follow up in person 
instead of trading voice messages. You should also be sending hand-written thank-you 
notes, birthday cards, holiday cards, and anniversary cards. 

Basic Principle 5:  
 Work hard and smart. We talked a bit about working smart when we talked 
about finding the top salespeople and doing what they do. Success leaves clues. You 
do not want to waste a lot of time for no reason, and you do not have to, simply find 
out what makes the top salespeople the top salespeople and do what they do.
 John Chapin is a motivational sales speaker, coach, and trainer. For his free eBook: 30 Ideas to 
Double Sales and monthly article, go to www.completeselling.com   John has over 34 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). E-mail: johnchapin@completeselling.com or call 508-243-7359. 
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Intricacies Within a Merger and 
Acquisition Transaction

[Part 1 appeared on page 22, December’s NE Dealer]   
 When buying or selling a company, it is important to recognize and understand the 
intricacies within a merger or acquisition to circumvent potential issues prior to closing. Those 
familiar with mergers and acquisitions (M&A) understand the importance of key transactional 
aspects within M&A transactions such as the letter of intent, due diligence, purchase price 
allocations, working capital (as explained in last month’s Tax Advisory), and purchase agree-
ments. However, there are intricacies within those aspects that play a major role in a timely 
formidable closing. This article aims to highlight some potentially overlooked or 
unnoticed issues that occur in M&A transactions. We hope to prepare our readers 
for potential disputes that can arise and delay closing. The issues include matters of employee 
vacation and benefits packages and indemnification through baskets and caps. First, we will 
examine employee vacation and benefits packages, such as paid-time-off (PTO). In a stock 
sale, the Buyer steps into the Seller’s shoes leaving initial employment to remain unchanged. 
 However, in a typical asset sale, the Seller would terminate all its employees and 
the Buyer would immediately rehire the employees of its choice. The issue arises when the  
employees to be terminated have accrued vacation or PTO. Depending on a number of  
aspects including the state the transaction takes place, the employment agreement between 
the Seller and employee, or the Employee Handbook, the vacation or PTO is either a liability 
to be paid at closing by the Seller or liability to be assumed by the Buyer. 
 Moreover, depending on the number of employees, types of benefits, and accrual  
period, the vacation and PTO can be a large liability that must be addressed prior to closing. 
It is vital to understand the type of calculation necessary to adjust for a mid-year transaction to 
best protect your client from overpaying on a liability. Issues specifically regarding employee 
vacation and PTO can be a point of contention and negotiation between the Buyer and Sell-
er, therefore the importance of recognizing and remedying an understanding between both  
parties is vital for a timely closing.
 Another important consideration that arises in a merger or acquisition are 
indemnification provisions, most referred to as “baskets” and “caps.”  Indem-
nification from an M&A standpoint means that one party (the Seller) will defend, hold harm-
less, and indemnify the other party (the Buyer) from specified claims or damages. A “basket” 
and “cap” pertain to the indemnification provisions within a purchase agreement that serves 
as the sole source of recovery from the Seller for any loss or damages suffered by the Buyer 
because of the transaction. “Baskets” and “caps” are typically included with the representa-
tions and warranties made by the Seller in the purchase agreement. 
 When the Seller makes such representation or warranty, indemnification protects the Buy-
er from the Seller’s representations and warranties being inaccurate. 
 A “cap” is the upper dollar limit of the Seller’s indemnification obligations to the Buyer. 
The “cap” represents the total amount of losses and damages the Buyer is entitled to recover 
from the Seller. Naturally, the Seller will seek the lowest cap possible while the Buyer will  
attempt to seek no cap at all. This point of potential contention and negotiation must be on the 
radar of your M&A team. A “basket” (sometimes called a “deductible”) is a threshold number 
of losses and damages the Buyer must incur before it is entitled to any indemnification from 
the Seller. 
 Once the Buyer has incurred losses equal to the agreed amount, the Buyer is entitled to 
full recovery of all losses beginning from the first dollar of loss, this is known as the “first-dollar 
method.”  For example, under the first-dollar method, if the basket is $300,000 then any claim 
up to $300,000 would not be paid. However, if a claim exceeds $300,000 and is 310,000 
due to a Seller’s inaccurate representation or warranty, the entire $310,000 amount would be 
paid to the Buyer.   
 These are only two of many various issues that arise during an M&A transaction. It is 
important to understand the intricate details and issues that help put your company in the best 
position to prosper. If you need representation buying or selling a company, contact the profes-
sionals at the Center for Financial, Legal & Tax Planning, Inc. We have the staff to evaluate and 
put your deal in the best position to succeed. Please contact our office at (618)-997-3436.

BY ROMAN BASI
and

ANDREW C. ROHNE
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Terminate an At-Will 
Employee - Risks?

 Q: We have a new hire who has been with the company for about a month. Unfortunately, the 
employee is not working out very well. They are often late to work, and their work product is sloppy 
and frequently incomplete. I understand that as an at-will employee, we have the right to part ways if 
the employee is not performing up to our standards, but we are concerned about the risk of some sort 
of claim. Would we be within our rights to go ahead and terminate this employee? 
 A: As a general matter, an employer may terminate an at-will employee for any legitimate, non-
discriminatory, and non-retaliatory reason, and where supported by company policy and past practice, 
as applicable. This assumes there is no contractual obligation to the contrary, for example, by way of a 
collective bargaining agreement or employment agreement. The defensibility of any termination typically 
turns on the employer’s evidence to show what the underlying basis was for the decision. The more 
objectively clear the evidence that the reason was legitimate, the more defensible the decision tends to 
be. On the contrary, the less clear (or more subjective) the evidence is, the higher the risk. Ideally, the 
reason for termination should not be related in whole or in part to any protected characteristics (e.g., 
race, color, sex, gender, disability, etc.) as this may be unlawfully discriminatory, nor should the reason 
be related to any protected activity the employee may have engaged in, as this may be unlawfully 
retaliatory.
 As such, if an employee is an at-will employee and something happens that warrants termination 
consistent with company policy and practice, as may be the case for the subject employee who has been 
tardy and with poor work product, the employer is generally within its discretion to proceed accordingly.
Admittedly, depending on the facts, it is a best practice for the employer to have documented any prior 
corrective or disciplinary actions, and ideally one that placed the employee on notice that employment 
may be terminated if improvement (or enough improvement) is not forthcoming concerning whatever 
may be going on. Here, it is unclear whether any of the tardiness or subpar work product has been 
addressed with the employee. That said, a lack of such documentation is not necessarily fatal to the 
employer’s action, nor does it preclude the employer from moving forward with any legitimate business 
decision such as discharge. However, a lack of documentation may increase exposure to potential liabil-
ity for a claim, and this is an even greater likelihood if the employer’s past practices support the issuance 
of a final warning to other employees with similar work-related issues before a termination decision. 
The employer would do well to consider the following: How has the employer handled other similarly 
situated employees who have not met the employer’s expectations? If they were previously issued a 
final written warning, for example, and given an opportunity to improve, then the employer may do so 
here to be consistent, as a best practice. If, however, there is no precedent, or company policy supports 
discharge without prior written final warning, or if the employee’s legitimate work challenges warrant 
immediate discharge regardless, then the employer would generally be within its rights to proceed.
 Of course, even where perfectly lawful, termination of employment can expose the employer to 
potential claims, depending on the facts of the situation. Such claims are potentially defensible if the 
employer’s discharge decision is legitimate, non-discriminatory, non-retaliatory, and otherwise consistent 
with company policy and past practices, as noted above.
 Ultimately it is up to the employer to determine whether, under company policy and practice, the 
subject employee should be discharged versus issued a disciplinary action that stops short of dismissal 
(perhaps a final warning). Regardless, when conveying any disciplinary action, including a discharge 
decision to an employee, it is best to be candid with the employee. If the employer provides a vague or 
false explanation, and the employee challenges the decision, the employer’s credibility may be seriously 
impaired if it is unable to prove that the explanation it provided was actually the case. In this regard, 
for example, we do not recommend telling an employee that they are being let go because things are 
not working out, or words to that effect. While that is often the case, it is vague. In other words, if the 
employee is not meeting the employer’s expectations if this is the case, and if this led the employer to 
decide to discipline or, perhaps, discharge them, then in this situation there is no reason not to tell the 
employee honestly the employer’s justification. If the employee mentions that the termination is wrong-
ful in some manner, of course, that would be the appropriate time to correct any erroneous accusations 
and reiterate the legitimate, non-discriminatory reasons for the employer’s action to end the employment 
relationship.
 Question of the Month is provided by Enquiron®, a company wholly independent from Federated Insurance. 
Federated provides its clients access to this information through the Federated Employment Practices Network with 
the understanding that neither Federated nor its employees provide legal or employment advice. As such, Federated 
does not warrant the accuracy, adequacy, or completeness of the information herein. This information may be subject 
to restrictions and regulation in your state. Consult with your own qualified legal counsel regarding your specific facts 
and circumstances.

Federal
OSHA Vaccine-or-
Test Mandate is Back
With New Deadlines
 The Sixth Circuit Court of Appeals has lifted the 
stay on the OSHA vaccine-or-test mandate (the Emer-
gency Temporary Stan-
dard, or ETS), which 
applies to employers 
with 100 or more 
employees. This 
decision is already 
being appealed, and 
the ETS could be put on 
hold once again. We’ll let you know if that happens.
 Lifting of the stay means that the ETS is in  
immediate effect nationwide and employers should 
begin to comply. The first compliance deadline 
was December 6 (for policies, notices, mask-
ing, vaccination status, etc.), and employers were  
supposed to begin testing unvaccinated employees by  
January 4. However, OSHA recognizes that compli-
ance in such a short time frame is not feasible for 
many employers, so has said the following about 
enforcement:
 “To provide employers with sufficient time to 
come into compliance, OSHA will not issue citations 
for noncompliance with any requirements of the ETS 
before January 10 and will not issue citations for 
noncompliance with the standard’s testing require-
ments before February 9, so long as an employer 
is exercising reasonable, good faith efforts to come 
into compliance with the standard. OSHA will work 
closely with the regulated community to provide 
compliance assistance.”
 We encourage you to review the materials that 
have been released by OSHA to help you under-
stand your compliance obligations. Keep in mind 
that they likely haven’t updated the deadlines in the 
materials yet.
 • 28-Minute Webinar
 • Frequently Asked Questions 
 • Fact Sheet 
 • Three-page Summary of the ETS 
 • The ETS with Commentary
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