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NEW FEDERAL REQUIREMENTS FOR A 

COMMERCIAL DRIVER’S LICENSE (CDL) 
TOOK HOLD FEB. 7, 2022  

CDL changes could have a major impact on anything from hauling grain or livestock to picking up a 
piece of equipment that is more than 150 miles from your farm. 

According to the Illinois Fertilizer and Chemical Association (ILFA), the new requirements could 
have a major impact on the movement of inputs. The Association says the new requirements mean an 
entry-level driver must successfully complete a prescribed program on theory and behind-the-wheel 
instruction provided by a school or other entity listed on FMCSA’s Training Provider Registry, all prior to 
taking the CDL test.

"No longer will be the days of obtaining a learner’s permit, driving with a CDL holder for as little as a 
few hours and then taking the CDL road test," says ILFA. "This new process will become more detailed and 
will take more time than the previous CDL process."

"For agriculture, it will really be the same impact as the transportation industry. If you need to obtain 
a CDL, it is more hoops to jump through. With the shortage of drivers already existing, adding in the new 
requirement will deter drivers from getting into transportation, further decreasing the pool of CDL 
drivers," says Kelly Krapu, safety director for True North Compliance Services in West Fargo, ND, a 
company that helps trucking companies and drivers navigate rules and regulations on the road. 

New CDL Requirements
 Starting Monday, Feb. 7, anyone obtaining an entry level CDL, will be required to obtain a higher 

level of training. According to the new ELDT regulations, the new training will be required for anyone:
• seeking a Class A or Class B CDL for the first time;
• upgrading an existing Class B CDL to Class A CDL;
• obtaining a first-time school bus (S), passenger (P) or hazardous materials (H)  endorsement.
With the changes, to either obtain a Class B or A, or upgrade from a Class B to a Class A:
• Drivers will be required to obtain training (theory and behind-the wheel) PRIOR to taking the CDL

knowledge test for a commercial learner’s permit (CLP);
• Training must be provided by an entity or individual listed on the FMCSA’s Training Provider

Registry;
• The State Driver Licensing Agency will be required to verify training has been completed before

allowing the driver to proceed to the next step (this is done via electronic records uploaded by
the trainer);

• If a new driver presents to the State Licensing Bureau without training, they will be turned away
According to Krapu, the changes will be costly, not only in terms of money but also time.
"These classes range from $2,500 to $8,500, depending on the trainer, and can take from 3 days to

20 days depending on the individuals experience," she says. 
Krapu says farmers are exempt from CDL requirements if they stay within a 150-air-mile radius of their 

farm operation. However, there are some areas of which Krapu says farmers should take note.
"If a farmer who is located in Ellendale, ND, wants to drive their one ton pick-up with a flatbed trailer 

to pick up a new tractor for their farm in Omaha, NE, they would be subject to regulations because they 
continued on page 4

https://www.ne-equip.org/
https://www.fmcsa.dot.gov/registration/commercial-drivers-license/entry-level-driver-training-eldt
https://ifca.com/resource_display/?id=4834&title=New+Entry-Level+Driver+Training+%28ELDT%29+Effective+February+07%2C+2022
https://tpr.fmcsa.dot.gov/FAQ/Topics/top5
https://truenorthcs.com/
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 Last year I began my observations article by say-
ing, “I continue to hear from dealers that 2020 was a prof-
itable year, with a select number reporting that 2020 was 
their most profitable ever and have seen some impressive 
sales data for other industries and markets similar to ours. 
Based on my most recent visits, the trend seems to be carry-
ing through into 2021 as people get vaccinated, restrictions 
are loosened, traffic increases, and business adapt.”  
 Fortunately, it seems the same could be said for 2021 
and 2022!
 While I had hoped that Covid-19 would barely be vis-
ible in our rearview mirror by now, it is clear that the pan-
demic’s impact on the nation and our economy will likely 
continue to linger for an extended time. USDA economist are 
forecasting that in 2022, net farm income will decrease by 
$9.7 billion (inflation-adjusted), “but will remain above the 
2001-20 average primarily due to reduced subsidies and 
support payments.”  They went on to say that “If farm income 
does slip, I would expect that large Ag Equipment sales may be negatively impacted, so we may 
have to keep a closer eye on that inventory. Construction equipment sales and manufacturing 
seem to have been the only market segments to suffer negative consequences due to Covid-19 
in 2020, and expectations are that these market segments will pick up as the federal government 
focuses on promised infrastructure spending, state, and local government budget supplements.” 
To be sure, predicting how 2022 actually plays out will be especially interesting! 
 R2R continues to dominate our legislative advocacy work. Multiple states have introduced 
bills, and Senator Jon Tester of Montana introduced a federal bill (https://www.tester.senate. 
gov/?p=press_release&id=8866). Multiple suits have been filed in ND, IL, AL. More often than 
not, when visiting with legislators, their staff, and consumers/farmers, I have found that most are 
unaware of the potential for unintended consequences should R2R legislation be enacted. Advo-
cates will often point to the auto industry’s MOU as an example of public benefit. Call me simple 
minded and cynical but I have trouble understanding how making it easy for anyone to “clock” 
an odometer benefits the public (try searching Google/YouTube), particularly in today’s market. 
 I thought Farm Equipment did a great job compiling R2R related articles and reference links. 
Please take some time to review the articles and links here: https://www.farm-equipment.com/
articles/20002-deere-hit-with-class-action-lawsuit-over-right-to-repair.  I ask that dealer prin-
ciples and managers pay particular attention to how C & B Operations LLC (a fellow dealer) is 
responding to/communicating with/educating their customers regarding R2R. Collectively, we 
have a vested interest in ensuring that our customers (and legislators) fully understand what is 
available to them, as well as the potential consequences of unfettered access to embedded code. 
 We had a number of dealers elect not to attend our regional meetings due to the concerns 
about COVID and ended up canceling our Concord meeting. With that in mind, we decided to 
have the Liverpool, NY meeting recorded and available for all attendees who did register for the 
Concord NH meeting, and also to offer the recordings to all membership who wanted to attend 
but could not. If for your dealership was not able to attend a meeting for any reason, a recording 
is available for an $80 fee (same as the registration fee for the meetings). If you are interested, 
please contact Dave Close @ davec@ne-equip.com. Sara Hey, of Bob Clements International, 
did a great job! She worked lots of practical suggestions into her presentation. I am certain you 
will also find the time and money well spent.

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

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. 

OFFICERS
JOHN E. KOMARISKY, President
Main & Pinckney Equipment Inc. / Auburn, NY
315-253-6269 • Fax: 315-253-5110
New Holland, Simplicity, Brillion, Bush Hog
john@mainandpinckney.com
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Messick’s Farm Equip./ Elizabethtown, PA
717-361-4836 • Fax: 717-367-1319
New Holland, Kubota, Krone
bryanm@messicks.com 
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Bentley Bros. Inc. / Albion, NY
585-589-9610 • Cell: 585-733-9602 
Kubota, Stihl, Landpride, Ariens
laura@bentleybrosinc.com • www.bentleybrosinc.com

CRAIG HOUSEKNECHT, Immediate Past President 2021
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 

RALPH GAISS, CEO and Executive Vice Pres.
800-932-0607, Ext. 222 • Fax: 315-451-3548
rgaiss@ne-equip.com
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TORO, Echo, Hustler, Husqvarna, Shindaiwa
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New Holland, Case IH, Kubota, Gehl
brian@champlainvalleyequipment.com
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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

SCOTT MILLER
United Ag & Turf, Williston, VT 10924
802-309-1176 • Fax: 845-294-8223
John Deere
Scott.Miller@uatne.com

NATE SHATTUCK, 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 

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
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https://www.tester.senate.gov/?p=press_release&id=8866
https://www.tester.senate.gov/?p=press_release&id=8866
https://www.farm-equipment.com/articles/20002-deere-hit-with-class-action-lawsuit-over-right-to-repair
https://www.farm-equipment.com/articles/20002-deere-hit-with-class-action-lawsuit-over-right-to-repair
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NEW FEDERAL REQUIREMENTS CDL
continued from page 1

are outside the 150 miles from their operation and all federal transportation regulations would then apply, 
including needing a CDL to go get the new tractor in Nebraska," says Krapu. 

New CDL Requirements Could Cripple Truck Driving Industry
Krapu says as she helps drivers navigate the new regulations, she worries it's going to be yet 

another barrier for an industry already facing a shortage of truck drivers nationwide. 
"It is going to impact driver shortages at a time of critical supply issues and at a time where the transportation 
industry is already facing a large number of driver shortages," she says. 

So, what happens if a driver does not follow the new regulations? Krapu says if you are outside the 
150-mile radius, there are repercussions to consider.

"If the driver is operating outside the 150-air-mile 'safe zone' of the farm operation, law enforcement
will request valid CDL and the truck/driver will put out-of-service until a qualified driver can come drive the 
truck to its destination," she says.

~ Article courtesy of AgWeb.com  
By TYNE MORGAN February 4, 2022

(https://www.agweb.com/news/business/taxes-and-finance/new-cdl-requirements-take-effect-monday-and-could-cost-you-8500-and )

HBS Systems NetView ECO Awarded Best 
Web-based Dealership Management Software 
Provider in Corporate Vision Magazine’s 2021 
Corporate Excellence Awards
Richardson, TX – February 15, 2022 – HBS Systems, a leading provider 
of web-based equipment dealership management solutions and 
rental software, has been named the Best Web-based Dealership 
Management Software Provider for 2021.

“We are incredibly grateful for this award. This recognition represents 
the innovation of our team, the valuable partnerships with our customers, and our desire to be the 
best dealership software provider in the industry,” said HBS Systems President and CEO, Chad 
Stone. “Awards like this fuel our passion for growth while continuing to serve our more than 1,500 
equipment dealerships throughout North America.”
 The Corporate Excellence Awards were launched by CV Magazine to showcase the companies 
and individuals that are committed to innovation, business growth, and providing the very best 
products and services to clients across a wide range of industries. The Corporate Excellence awards, 
announced by the magazine’s in-house team, utilize a thorough process of research, analysis, and 
selection based on the software company’s innovation, client reviews, commitment to development, 
and products.

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

ASSOCIATION
NEWS

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

accomplish great things!

www.ne-equip.com

https://www.agweb.com/news/crops/corn/just-when-you-think-fertilizer-shortages-are-improving-trucker-vaccine-mandates


AgDirect is an equipment financing program offered by 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

AgDirect®. Being a good dealer isn’t 
just about selling good equipment.

AgDirect® offers you a simple application, quick 
response and competitive rates and terms – three 
things farmers like most, too. Today, being a good 
dealer means offering good financing. 

See for yourself. Learn why more dealers choose 
AgDirect. Call us or visit agdirect.com today.

12474-K3_FF_GoodDealer.indd   112474-K3_FF_GoodDealer.indd   1 4/10/20   8:22 AM4/10/20   8:22 AM
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Empire Tractor Acquires Walldroff 
Farm Equipment 
 Tim Call, President of Empire Tractor in Batavia, New York has announced that they have 
signed an agreement to acquire Walldroff Farm Equipment in Watertown and Canton, New York. 
The deal is expected to close in about 30 days. 
 Mr. Call stated they are pleased to have the opportunity to continue the legacy that the Wall-
droff family has built over the past 50 years. The Walldroff family has been come to know as a 
dealer offering quality products at a fair price with excellent customer service. We feel this is a great 
fit for Empire Tractor as we offer many of the same products, have a similar customer base and simi-
lar philosophies.
 Empire Tractor currently operates locations in Atlanta, Batavia, Cortland, Cazenovia and Wa-
terloo, NY, offering New Holland, Kubota, Kioti, Landoll, Oxbo, Kinze and several other short line 
equipment. 
 Walldroff Farm Equipment was established by the Walldroff family 50 years ago in Lafargeville, 
NY. They moved to Watertown in 1986 and purchased the Canton store in 1998. They sell New 
Holland, Kubota, Massey Ferguson, Kinze Oxbo and several short lines. 

The scammers are back at it again, one of our members reported the following:
 A guy by the name of David Johnson called from a Utah number and  a NC number 
asking us to NDA parts to an address in East Syracuse to a 
company named J’s Diesel Attn: Jim Holan. 

The first card they gave was declined, the second went 
through. The billing address for the first was in California, the 
second was Virginia. They have been calling all day looking 
for a tracking number, which we do not have for them as we 
decided it was in our best interests not to send parts based on 
what was going on.
 Thought I would share what details we have so you can pass them along in case anyone 
else gets a call. Their order was for $8200.00 in Kubota parts. 

BE ALERT!!

NEW MEMBER
NEW DEALER MEMBER

EBLING’S SERVICE PLUS, LLC
Rt 422W - 730 East Lincoln Ave.  •  Myerstown, PA 17067 
Principal:  Tony Hollinger  •  E: tony@eblings.com
General Mgr: Melvin  •  melvin@eblings.com
P: 717-866-6720  •  F: 717-866-5018
www.eblings.com
Lebanon County
Lines Carried:  Kioti, Cub Cadet, Echo, Exmark, Honda, Husquarna, 
Scag, Stihl, Walker 

Please Join Us In Welcoming
Our New Member To NEDA.

www.eblings.com
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GET YOUR 2022GET YOUR 2022
GUIDES TODAY!GUIDES TODAY!

Call Kelli at the Association office for more information or 
CLICK HERE to download the order forms.

Northeast
Equipment
Dealers
AssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers

https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=cacbc63bf9&e=2b9c8997a2
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 Both the immediate and long-term 
future of the equipment manufacturing in-
dustry will be defined by the development 
of several prominent trends, each of which 
are poised to have a significant impact in 
2022 (and, in many cases, beyond).
 It is critically important for equipment 
manufacturers to not only develop a keen 
understanding of these trends, but also 
how they will evolve over time. Perhaps 
most importantly, however, those within 
the industry must be able to assess their 
impact on equipment manufacturing and 
the customers it serves.
 So, with that fact in mind, let us look at 
5 key trends poised to impact equipment 
manufacturers this year:

WORKFORCE CHALLENGES 
AND SOLUTIONS
— Julie Davis, AEM Senior Director of 
Workforce and Industry Initiatives

 When it comes to workforce, 2021 
has proven that doing what we have al-
ways done will no longer get us what we 
used to get. Demographic research shows 
that employment challenges are not 
going to return to what they have been 
pre-pandemic. If anything, the pandemic 
acted as an accelerator that took labor 
force trends already sneaking up on the 
industry and exploded them into a new 
reality. (Click below for the entire article.)

BIPARTISANSHIP
— Kip Eideberg, AEM Senior Vice 
President of Government and Industry 
Relations

 At the close of 2021, federal law-
makers delivered a long-awaited holiday 
gift to the American people – passage of 
the Infrastructure Investment and Jobs Act 
(commonly known as the “bipartisan infra-
structure bill”). While many were elated at 
the congressional approval and enactment 
of the bill (AEM included), we were — 
and still are — frustrated and disillusioned 

with the time it took to get the job done. 
In a recent op-ed in Real Clear Politics, 
I shared how the unnecessarily drawn-out 
and overly political infrastructure debate 
spells trouble for our country. So, what can 
be done in order to end the petty partisan 
squabbling during a critically important 
election year? One word: bipartisanship.
(Click below for the entire article.)

SUPPLY CHAIN MANAGEMENT 
— Jason Malcore, AEM Director of 
Global Standards and Compliance

 In 2021, off-road, heavy-duty equip-
ment industry stakeholders found them-
selves dealing with a relatively new 
concept for U.S. manufacturers, chemi-
cal management issues. On Jan. 6 of 
last year, the EPA announced its Final 
Rule regarding the prohibition on 
introducing Phenol, Isopropylated, 
phosphate (3:1) into commerce. This 
ban on a commonly used flame retar-
dant struck the equipment manufacturing 
industry especially hard. Overnight, a 
wide swath of economic actors needed 
to rewire their manufacturing and design 
processes, and most importantly, learn 
how to manage a wide ranging, deep, 
and complex global supply chain, not  
familiar with the needs of tracking chemi-
cal components. (Click below for the entire 
article.)

COVID-19 AND EMPLOYEE 
SAFETY
— Sara Feuling, AEM Senior Director of 
Construction

 As we enter 2022, COVID-19 con-
tinues to have a significant impact on the 
manufacturing industry. While we have 
developed health and safety protocols 
and best practices to combat the virus, 
COVID-19 has done what viruses do best 
– change and evolve. (Click below for the
entire article.)

LEVERAGING DATA FOR BETTER 
DECISIONS AND TRACEABILITY 
IN AGRICULTURE
— Austin Gellings, AEM Agriculture Ser-
vices Manager

 Now more than ever, farmers are op-
erating on the notion of doing more with 
less. Whether this is because they must 
deal with resource constraints or are now 
expected to because of societal pres-
sures, we are seeing this happen. As AEM 
showed early in 2021 with the release of 
the Environmental Benefits of Precision Ag 
Study, technology has brought us a long 
way and still leaves a lot of room to grow. 
However, data is the key to accomplishing 
this goal even further. --  (Click below for 
the entire article)

~ Article courtesy of Association of 
Equipment Manufacturers AEM)  

Five Equipment manufacturing 
Trends to Watch in 2022

Association of Equipment Manufacturers releases5 key trends 
poised to impact equipment manufacturers this year
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Click here for the entire article.

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

https://www.aem.org/news/5-equipment-manufacturing-trends-to-watch-in-2022


One product to handle all of the 
intricate details that go along with 
running your business. 

Schedule a demo or talk to a sales 
representative today.

Paula McGuire, President/CEO

Primus will meet today’s demands of the necessity of remote 
productivity without the constraints of cumbersome connectivity. Your 
business system will be at your fingertips in full functionality at all times.

Introducing Primus

www.basic-software.com

Impacting your 
business on 
every level

Service sales from anywhere

Estimating & Invoicing from one place

Schedule service appointments from anywhere

Sales CRM in your pocket
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The Personal Home Exclusion: 
Ensuring That Your Home Sale 

Will Not Be Excluded From
This Tax Benefit

 It is time to sell your home. For many people, this is an exciting event that symbolizes a new 
chapter in life.  What makes this even more exciting is that, under Internal Revenue Code (IRC) Sec-
tion 121, sellers can exclude up to $250,000 of the gain from the sale of their residential home (or 
up to $500,000 if a married couple who files joint tax returns is selling).  However, like any other 
tax break, the personal home exclusion has a strict set of rules that must be precisely followed for 
your sale to qualify. Failure to maintain your home ownership within the parameters of these rules can 
disqualify your sale from the tax exclusion, costing you thousands of dollars in taxes.  Let us consider 
the many facets of these requirements to ensure your home sale will qualify. 
 Preliminarily, the exclusion only applies to the sale of your principal residence. You can only 
have one principal residence at a time, which the IRS determines with a “facts and circumstances” 
test. Take these steps to ensure you sell your “principal residence” if you own multiple residential 
properties:  list this home address on relevant documents (voter ID card, tax returns, driver’s license, 
and USPS address). Join a bank and become a member in clubs and groups near this home.  Work 
and reside there if you can.  While not all these factors must be present, the more you can associate 
with the home, the better. 
 The IRS has promulgated an “Eligibility Test.” The first step is “automatic disqualification” 
which you will want to avoid.  If you acquired your home through a 1031 exchange within the past 
5 years you will fail this first step. The second automatic disqualification is being subject to expatriate 
tax.  Second is “ownership,” which can be more complicated than it sounds. You must own the 
home for at least two out of the past five years immediately before the sale.  But what does it mean to 
“own” the home?  First, if you as an individual or at least one of two spouses owns the home outright, 
you pass the test. 
 If you own only a remainder interest, the sale will only qualify if the buyer is not a related party 
and you have not already sold an interest in the home.  What if the home is owned by a business?  
A single-owner entity that is not treated separately from its owner for tax purposes, such as an LLC, 
can sell a residence and qualify for the exclusion. The sale by the entity is treated as a sale by the 
owner since the entity is not treated separately from the owner for other tax purposes.  A sale by an 
S-Corp or a C-Corp will not qualify because the exclusion is designed to benefit individuals. When 
the property is held in a trust, the rules get a bit more complicated. Only if the individual is treated as 
the “owner” of the trust under the IRC will the sale by the trust be eligible for the exclusion. 
 The IRC provides certain rules of ownership under which grantor trusts and revocable trusts 
generally are treated as owned by the individual grantor, thus qualifying for the exclusion.  If the 
individual grantor is not considered the “owner” of the trust property under the IRC, such as with an 
irrevocable trust, then the sale by the trust will not qualify. Third is “residence,” considering how you 
use the property. You must use the home as your residence at least two out of the five years immedi-
ately before the sale.  For spouses, everyone must meet the residence requirement.  Short absences 
like vacations will not count against your time. 
 Time that the property was used for business or rental purposes will not destroy your ability to 
claim the exclusion if it is not being used for those purposes at the time of sale, but it can affect your 
exclusion calculation.  Any “business or rental percentage” of your home use for these purposes will 
be deducted from your exclusion benefits.  Fourth is satisfaction of the lookback period. If you sold 
another home within the two years prior to this sale, and you took a home exclusion on that prior 
sale, you will fail the lookback period.  If you are selling your home and have any questions regard-
ing the Personal Home Exclusion, please reach out to the professionals at The Center for Financial, 
Legal and Tax Planning, Inc. 

~ Article courtesy of Basi, Basi & Associates, Bart Basi

Another important 

consideration that arises in 

a merger or acquisition are 

indemnification provisions, 

most referred to as 

“baskets” and “caps.” 

BY BART BASI
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Call: (866) 806-0680       Email: Info@FastlineMarketingGroup.com       Visit: FastlineMarketingGroup.com

With more than 40 years of experience, no one else can 
deliver our combination of audience and marketing tools.

Connect to your
Core Ag Audience

Put us to work. We can help you grow.

Smart Distribution to 
nearly 1,000,000 Farms

367,000+ Social Followers

Sub-Brand Icon Development

45,000+ Farmer Email List

Sub-Brand Icon Development

Fastline.com Traffic 
Growth of 65%

https://fastlinemarketinggroup.com/
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While many jobs on earth may one day be replaced by-robots, 
researchers say farmers’ livelihoods must be protected.

Artificial intelligence is already gaining traction in agricul-
ture with technology being used to detect weeds and even disease 
in plants, pests and poor nutrition in farms.

But this has the knock-on effect of making it ripe as a 
target for hackers from terror groups or geo-political enemies.

Companies across Britain have been warned this week to 
prepare for potential Russian cyber-attacks after Britain slapped 
sanctions on allies and banks of Vladimir Putin over his inva-
sion of the disputed Donbas region of Ukraine.

GCHQ urged UK organizations to ‘bolster their online 
defenses’ after cyber-attacks were launched on Ukraine this week.

Future technology could be used for all aspects of farm-
ing including tilling, planting, fertilizing, monitoring, and harvest-
ing, leaving that industry exposed to potential cyber-attacks.

These innovations make AI software able to respond to 
the weather with algorithms that control drip-irrigation systems, 
self-driving tractors and combine harvesters, to monitor the exact 
needs of the crop.

But researchers said this dependence on computers will 
come with major risks to farms, farmers, and food security.
Izzet Kocak turned to high-tech headgear after seeing 

a study suggesting it makes cooped-up cows happier. This, in turn, 
means they produce more milk.

Kocak says the move is already paying off. He is given 
the headsets to two of his cows and noted that milk production 
went up from 22 liters to 27 liters a day.

And what are the cows seeing through the VR goggles? It 
is visions of the outside world.

‘They are watching a green pasture and it gives them an 
emotional boost. They are less stressed,’ he said.

In the study, scientists raise the alarm about cyber-attack-
ers potentially causing disruption to commercial farms using AI.

Experts suggest enemies of the UK could do this by poi-
soning datasets or by shutting down sprayers, autonomous drones, 
and robotic harvesters.

To guard against this, they suggest that ‘white hat hackers’ 
help companies uncover any security failings during the devel-
opment phase, so that systems can be safeguarded against real 
hackers.

Thorvald autonomous modular robots, developed by 
Saga Robotics, complete an Ultra-Violet (UV) light treatment on a 
crop of strawberries. 

Dr Asaf Tzachor, of the University of Cambridge, said: 
‘Imagine a field of wheat that extends to the horizon, being grown 
for flour that will be made into bread to feed cities’ worth of 
people.

‘Then imagine a hacker messes things up.
‘The idea of intelligent machines running farms is not sci-

ence fiction.
‘Large companies are already pioneering the next gen-

eration of autonomous ag-bots and decision support systems that 
will replace humans in the field.

‘But so far no-one seems to have asked the question ‘are 
there any risks associated with a rapid deployment of agricultural 
AI?’

‘Expert AI farming systems that don’t consider the com-
plexities of labor inputs will ignore, and potentially sustain, the 
exploitation of disadvantaged communities.’

In a scenario linked with accidental failure, the authors of 
the study suggested an AI system programmed only to deliver the 
best crop yield in the short term might ignore the environmental 
consequences of achieving this, leading to overuse of fertilizers 
and soil erosion in the long term.

Over-use of pesticides to get higher yields could poison 
ecosystems and over-use of nitrogen fertilizer would pollute the 
soil and surrounding waterways, scientists warned.

The experts suggested involving applied ecologists in the 
technology design process to ensure these scenarios are avoided. 
Autonomous machines could improve the working conditions of 
farmers, relieving them of manual labor.
Dr Seán Ó hÉigeartaigh, executive director of the Centre for the 
Study of Existential Risk, said: ‘AI is being hailed as the way to 
revolutionize agriculture.

‘As we deploy this technology on a large scale, we 
should closely consider potential risks, and aim to mitigate those 
early in the technology design.’

~ Article courtesy of ISACA Smartbrief

Letting Artificial Intelligence Into 
Farming Could Open World’s Food 

Supply to Hackers, Study Says
By Jeff Parsons – Thursday 24 Feb 2022

Relying on artificial intelligence for farming will make the world’s food vulnerable
to hackers and terrorists, scientists warned.

Northeast
Equipment
Dealers
AssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers

https://metro.co.uk/2022/01/07/farmer-gives-cooped-up-cows-vr-headsets-to-increase-milk-production-15880604/
https://metro.co.uk/2022/02/24/ukraine-invasion-russian-troops-crossing-the-border-after-gun-battles-16161412/
https://metro.co.uk/2022/02/24/ukraine-invasion-russian-troops-crossing-the-border-after-gun-battles-16161412/
https://metro.co.uk/tag/plants/?ico=auto_link_news_P3_LNK1
https://metro.co.uk/2020/10/09/oculus-quest-2-review-cheaper-and-better-vr-for-everyone-13395822/
https://metro.co.uk/2021/11/02/why-is-eating-meat-bad-for-the-environment-15528088/
https://metro.co.uk/2021/11/02/why-is-eating-meat-bad-for-the-environment-15528088/


The more you buy the better the price!     

1-800-932-0607

March 2022

BLUE LED Fork Lift Lights 

FKL6W 6-watts
2 for $30  
6 for $80 
FKL8W 8-watts
2 for $40 
6 for $100 

Battery Operated Beacon 

HF45R red 
2 for $40 
6 for $100 

XENON Flood Lights 

H1D155B 12-24 volts

$2 for $25 
$6 for $60 

HID5B 5” Black         HID6C 6” Chrome

Halogen Spot Lights 
55-watts

S462   S742 
2 for $12 
6 for$30 

“Connectable” LED Work Light Bars 

WL30BAB-FLD flood

2 for $25 
4 for $80 
WL30BAB-SPT spot

LED Strobe Light 
STR18F-MAG 
Magnet mount, 8’cord 
$2 for $25 
$6 for $60 

Variety of Reflectors
100 for $10.00 
Amber 2” round adhesive  
Red OR Amber Oval adhesive, screw hole 4-7/16 X 1-15/16 

Serving Farm, Industrial & Outdoor Power Equipment Dealers Since 1901
 

Call Kelli at the Association Office
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DID YOU MISS THE 
2022 REGIONAL MEETINGS?
 With today’s challenges on attending functions and 
staff leaving your dealership, NEDA members who 
could not attend our 2022 Regional meetings asked us 
to have the meeting available online.
 NEDA listened and now we can bring you the 
meeting digitally and you can watch it at your con-
venience. All you need to do is pay the $80 regis-
tration fee. This is the same fee that members who 
did attend paid.
 This year’s agenda covered the fol-
lowing:

• NEDA Sponsored Programs
• Sara Hey - Bob Clements International
 Creating Balance in Your Dealership
To purchase the digital recording from the January 26, 2022,
Regional Meeting click on the icon below. There is plenty of 
information that you can bring back to your dealership to help your 
bottom line become more profitable.

CLICK HERE TO GET YOUR COPY NOW!

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!!

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

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.ne-equip.org/events/2022-regional-meetings-videos/#!form/2022RegionalMeetingsVideos
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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
Thomas J. Flynn, Vice President - Director Group Benefits Division
C: 585-278-2031 •tflynn@haylor.com

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

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
Elisabeth Ainslie at 801-727-3981
Elisabeth.ainslie@secuvant.com

Ryan Layton at 801-390-0601
ryan.layton@secuvant.com

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

The impact (value) of the 
association’s legislative advocacy, 
work-force development, and 
Industry Relations work can 
easily be overlooked. Our efforts 
cannot be accomplished without 
significant financial investment, 
support, and grassroots 
participation.  

If we’re to continue that work, 
we are going to need your help 
participating in and financially 
supporting our legislative work, 
association governance/direction, 
and program development.  

We need your help recruiting 
new members, participating in 
legislative visits, giving testimony, 
contributing financially to the 
legal/legislative fund, association 
governance/direction, and 
program development!

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

MAKE
A

DONATION!

Northeast
Equipment
Dealers
AssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers

 Are you picking up all the free cash in your busi-
ness management software? When you invest in soft-
ware, you have unlocked one of your dealership’s 
most powerful money-making tools.
 Join us for a fast-paced webinar, where Sara 
Hey from Bob Clements International will walk 
through ways you can pick up additional rev-
enue in each department while using your 
software.

In this workshop, Sara will cover: 
• How to implement flat rating in

your software
• The strategy behind having a parts inventory burn

down plan
• Maximizing your CRM to drive more sales

March 10th @ 12:00pm EST/9:00am PST
1 hour (includes interactive Q&A)

Expert: Sara Hey, Bob Clements 

International 

Save your spot here!

https://www.ne-equip.org/donate-neda-legislative-initiatives/#!form/DonateNEDA
https://www.idealcomputersystems.com/sara-hey-webinar
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Outdoor
Power   Equipment 
Dealers
Welcome Here!

ne-equip.com

Established 1901

Northeast
Equipment
Dealers
Association

Committed to Building The Best Business Environment for Northeast Equipment Dealers

Our purpose is to improve and perpetuate the agricultural, construction and rural lifestyle dealer 
business. We are about helping our member dealers improving their gross margins and to sell, service 
and supply replacement parts to their customers successfully and profitably. NEDA is widely recognized 
and respected as the equipment industry organization representing the collectiveinterests of American 
equipment dealers in the Northeast region.
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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. 

 In light of the events tied to the Russian and Ukrai-
nian conflict, there has been significant media coverage 
around concerns of increased business risk tied to cyber-
attacks.   
 Our Association has partnered with Secuvant, a 
cybersecurity firm with strong ties to the Dealer community. 
Secuvant understands the typical business risks Dealers 
manage to on a day-to-day basis and has prepared an 
Advisory for business leaders to review with their Security 
and IT personnel. 
 Should you need assistance better understanding how 
these current events truly impact your organizations risk, 
please reach out to our security partner Secuvant at info@ 
secuvant.com. 

Click here to read the advisory.

Even if you have a gun, here’s a more humane 
way to wreck someone’s evil plans for you....and 
you can carry it in your car with no problem!!

WASP SPRAY
 A friend who is a receptionist in a church in a high risk 
area was concerned about someone coming into the office on 
Monday to rob them when they were counting the collection. 
She asked the local police department about using pepper spray 
and they recommended to her that she get a can of wasp spray 
instead.
 The wasp spray, they told her, can shoot up to twenty feet 
away and is a lot more accurate, while with the pepper spray, 
they have to get too close to you and could overpower you. The 
wasp spray temporarily blinds an attacker until they get to the 
hospital for an antidote. She keeps a can on her desk in the office 
and it doesn’t attract attention from people like a can of pepper 
spray would. She also keeps one nearby at home for home 
protection. Thought this was interesting and might be of use.
 On the heels of a break in and beating that left an elderly 
woman in Toledo dead, self defense experts have a tip that could 
save your life.
 Val Glinka teaches self-defense to students at 
Sylvania Southview High School . For decades, he’s suggested 
putting a can of wasp and hornet spray near your door or bed.

Glinka says, “This is better than anything I can teach them.”
 Glinka considers it inexpensive, easy to find, and more 
effective than mace or pepper spray. The cans typically shoot 20 
to 30 feet; so if someone tries to break into your home, Glinka 
says “spray the culprit in the eyes”. 

Maybe even save a life. 

https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=29b49b53a0&e=2b9c8997a2
https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=eeab1fab57&e=2b9c8997a2
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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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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

BY JOHN CHAPIN

OOververccoommiingng t t hhee S S aalelespersper--
ssoon’s Bin’s Bigggegesst Ot Obbssttaaclcle:e:      

Call Reluctance 
 By far the biggest reason salespeople fail is because they don’t make enough calls, to talk to 

enough people, to get enough prospects, in order to make the necessary sales. There are two causes 
for this, one: not putting in the hours necessary, and two: call reluctance. While the first one is a 
problem and needs to be addressed, I find that the latter far outweighs the former. If you watch your 
average sales rep during the day, even when they are ‘working’ they avoid making calls. They do 
paperwork, clean their desk, check e-mail, service accounts, do research, and find many other ways 
to distract themselves during the day. Successful people are successful because they get themselves 
to do the things that unsuccessful people won’t. Similar to homework as a kid, taking out the trash, or 
doing 40 minutes of intense cardio, there are some things in life we have to do if we’re going to live a 
successful, fulfilling life, even though we don’t want to. In sales, that means getting ourselves to make 
the calls necessary for success. 
 I list techniques and tricks to make the calls that need to be made. Some of these are tips, others 
are techniques, and some are the names of books or programs along with the authors. Some will 
need further explanation. Contact me about any you don’t understand. Although this is a fairly ex-
haustive list, I’m sure I’ve missed some.  Feel free to e-mail me with others or go to my website 
for the complete article – Solutions to call reluctance.
  Ultimately, what you’ll do will come down to why you’re doing it. If you have powerful reasons 
WHY you must do something, you’ll figure out the HOW and you’ll endure the pain to get it done. 
Come up with all the things that are important to you, that you’re willing to fight for, and tie your sales 
success to those items. 

John Chapin is a motivational sales speaker and trainer. For his free newsletter, go to: www.completesell-
ing.com   John has over 31 years of sales experience as a number one sales rep and is the author of the 
2010 sales book of the year: Sales Encyclopedia – The largest sales book on the planet (678 
pages) . Contact John at 508-243-7359-24/7 or E-mail: johnchapin@completeselling.com.

Successful people are 

successful because they 

get themselves to do the 

things that unsuccessful 

people won’t. 
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Millennials embrace socialism ... 
at their own risk

Shall we send them to re-education camps????
BY LARRY HORIST, November 25, 2018 - is America Under Attack, Individual Liberty 

 This past midterm election was not only a win for the Democratic Party, but, more 
ominously, a gain for the dangerous and discredited doctrine of socialism.
 It has been widely reported that socialism has had its greatest appeal among the 
younger generation – the Millennials.  If that is true, they will suffer the consequences to 
a much greater degree than we older folks.  Most everyone over 50 years old will coast 
through the rest of their lives enjoying the receding benefits of American free-market 
capitalism.  You know, plentiful well-paying jobs, inexpensive education, two homes, three 
cars, a boat, maximum leisure time and the best healthcare in the world.  Like skilled con 
men and women, we seniors will depart town – in this case, life itself — before we can 
be held accountable for what exists in our wake – figuratively and literally.
 If the Millennials do see socialism as Uncle Sam’s credit card that can provide ev-
erything they want – free healthcare, free education, above-market minimum wages, 
expanded unemployment compensation, guaranteed employment and more welfare to 
underwrite desires more than provide for needs – they will be sorrowfully disappointed 
when their Utopian vision turns out to be a Mad Max world.  If they embrace social-
ism’s grand delusion that they will not have to pay for any of it, they will pay for their 
own mistake – a mistake that was sold to them by people who will not pay.
 It was not long ago that Vermont Senator Bernie Sanders – the only avowed 
socialist in Congress – was a political oddball.  The only media interested in his 
anti-capitalism class war diatribes was the now defunct radical left radio network Air 
America – where Sanders made a regular Friday morning appearance.
 It is noteworthy that a person of Sanders’ age, 77, would recruit youth to social-
ism because he is one of those who will reap the benefits and not be around when 
the hardship hits.  For decades, Sanders has endorsed policies that provide government 
benefits today while passing on the bill to future generations – one of the worst 
examples of taxation without representation.
 In the United States Senate, Sanders was tolerated like an overbearing crotchety 
uncle.  He was alienated even from the liberal faction within the Democrat congres-
sional caucus.  His legislative accomplishments in terms of his socialist platform were 
thankfully zero.
 Things changed in 2016.  Sanders – with his dogmatic socialist philosophy and 
no small portion of hypocrisy – became a credible if not a truly viable presidential 
candidate.  He played well against the widely disliked Hillary Clinton and Donald Trump 
– especially among many of the young Millennials.
 In socialist tradition, Sanders made the so-called “one-percenters” the enemy 
of the people with bald-faced lies about their wealth and the benefits it provides.  He 
conflated personal tax returns with corporate taxes – suggesting that tax breaks for 
corporations benefit only the wealthiest individuals.  Contrary to Sanders’ claims, 
corporate tax cuts create jobs, income and wealth for millions of average Americans– 
not to mention all the increased value of the working class’ pension plans.  Corporate 
tax cuts have very little effect on the personal income of the super-rich.
 Sanders’ hypocrisy is stunning when you consider that, despite his thinning wind-
blown hair and his rumpled clothing, he is a one-percenter – a man with multiple 
homes and fancy cars.  And while he brags about all those “small donations” to his 
campaign, he fails to note his backing by some of the wealthiest people in the world – 
and that most of the wealthiest people at the top of Forbes’ billionaires’ list are major 
donors to the Democratic Party he embraced for purely pragmatic political ambition.
 The Millennials should understand that within every socialist  
nation, the elites, who verbally bleed for the poor, maintain luxurious 
lifestyles at the expense of the poor.  Because socialism destroys the 
fundamental economy, the poor get poorer – desperately and fatally 
poorer in many cases.

 Sanders pulled the stake out of the heart of the comatose socialist movement 
more by accident than ability.  Sanders was able to tap into both the natural idealism 
of youth and the longtime bias of our left-wing education system, news media and 
entertainment industry to mold youthful thinking.  Socialism – the one thing Ameri-
cans once disliked more than the Edsel, New Coke and yet another Rocky sequel — is 
again gaining as an acceptable economic philosophy among a growing number of 
young Americans.
 Talk show palaverers, such as Bill Maher and producer Michael Moore, criticize 
Democrats for not defending socialism.  After all, everything the government does is 
socialism, they argue – demonstrating a woeful ignorance was what socialism really is.
 Many of those Democrat neophytes who won elections to Congress campaigned 
as socialists.  While Millennials may feel an age connection with such newbies as Al-
exandria Ocasia-Cortez, they would be well advised not to embrace her radical policies.
But not all the socialists in Congress are newbies.  There are closeted socialists, such as 
New York Congressman Jerry Nadler, a member of the Democratic Socialists of America 
– the same organization that spawned the more incendiary Ocasia-Cortez.  Nadler will 
be taking over the House Judiciary Committee, and you can be assured that he will 
weaponize it as an attack vehicle against free-market capitalism.
 It has not been since the 1930s that socialism had wheedled into the main-
stream of American politics – then personified by Bernie Sanders’ political ancestor, 
Henry Wallace.  What is notably different between then and now is that the earlier 
rise of socialism was the result of the Great Depression – when it appeared that free-
market capitalism had dramatically failed, and unemployment was pandemic.  It was 
also led in the past by the more senior generation – perhaps because the voting age 
was 21 and so many older heads-of-households were out of work.
 The new era of socialism comes at a time of economic growth and prosperity and 
seems based more on youthful idealism and naivete than economic realities.  Except 
for Sanders, very few older Democrats are talking up socialism beyond the party’s 
historic lean in that direction.
 The world is full of examples of the tragedy and failure of socialism – and the 
Millennials do not need the long view of history to see the results.  It can be seen 
in Venezuela – one of the most prosperous and successful nations in South America 
until they opted for Socialism in the name of Hugo Chavez.  In less than a decade, 
Venezuela has become a failed nation from which millions of its citizens are fleeing 
for their lives.
 Rutgers University student-columnist Louis Ruziecki addressed the allure of so-
cialism among the younger generation when he wrote, “It is clear that if millennials 
should be blamed for anything, they should be blamed for their gullibility in believing 
in such a foolish system of governing.” - Socialism is the snake oil of economic 
politics.  The promise is appealing, but the results are appalling. - So, 
there ‘tis.

WARNING: Socialism is hazard to the health of a Republic. 
It diminishes personal freedom, creates shortages of essential 
goods and services and has shown to lead to life-threatening 
poverty for the masses. It impacts the hardest on the younger 
generations – the Millennials – who will have to live under its 
oppressive programs and surrender increasing percentages of 
their earned income to government redistribution policies.
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VAVA
Questions

Answers&

EDUCATION  ... Student rights with COEs  
Q  I just enrolled in truck driving school. I received my Certificate of Eligibility (COE), and will receive 100 percent of 
my Chapter 33 Post-9/11 GI Bill education benefits. My school has requested my tuition payment in advance. Then, after 
my Chapter 33 benefits are sent to the school, the financial office will reimburse me. Nevertheless, I do not have $10,000 
up front for the tuition and fees payment. Should I borrow the money? I assumed VA would pay my tuition and I would 
not have to pay in advance. 

A  Public Law 115-407, Section 103 states that if a student has a valid COE, the 
school is not permitted to restrict attendance or ask for payment until 90 days after 
classes start. A student who believes a school is not abiding by this law may file a com-
plaint on the GI Bill website at benefits.va.gov/gibill/ feedback.asp. 

EDUCATION  ... How to switch to Chapter 31 benefits  
Q  I’m attending community college using my Post-9/11 GI Bill Chapter 33 education benefits. My VA disability 
compensation rating was approved for 50 percent due to injuries sustained while serving in the Army. I’ve heard about 
Chapter 31, Veteran Readiness and Employment. Is it possible to switch from Chapter 33 to Chapter 31? If so, what are 
the steps to receive those education benefits? 

A  Yes, you may switch while attending school using Chapter 33. To receive Chapter 
31, you must apply at ebenefits.va.gov. Select “Veteran Readiness and Employment” in 
the Apply column. After you apply, a  vocational rehabilitation counselor will sched-
ule a meeting to determine your eligibility for Chapter 31 benefits. When a decision 
is made, you and your counselor will work together to develop a rehabilitation plan. 
The counselor will consider your disability, ensuring your program of choice will not 
limit your ability to prepare for, obtain and maintain suitable employment (i.e., a job 
that does not worsen your disability, is stable, and matches your abilities, aptitudes 
and interests). 

EDUCATION  ... VA benefits and course repeats 
Q   I am enrolled in a community college and using my Post-9111 GI Bill benefits. Unfortunately, 1 had a rough time 
last semester due to an illness, so 1 received a C in my chemistry class. If I am using my GI Bill benefits, is it possible to 
repeat the course?  

A  According to VA, if you receive a passing grade and the course is successfully 
completed according to your school, VA will not pay for you to repeat the course. For 
example, if you are required to get a B in chemistry, you may repeat the course. But 
if you choose to repeat the course just to bring up your grade, VA will not pay for it. 

Valerie Heffner is a Marine Corps veteran and member of American Legion Post 27 in Apache  
Junction, Ariz. askvalerie@ legion.org.

Our flag does not fly because the wind moves it.
It flies with the last breath of each soldier who died protecting it.    

Unknown

https://benefits.va.gov/gibill/feedback.asp
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A high paying job that is and will continue to be in demand

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

APPRENTICESHIPcan be your pathway to a career as an

AG
TECHNICIAN

Northeast
Equipment
Dealers
AssociationEstablished 1901

AS AN
apprentice
YOU WILL
•	 Earn	while	you	learn

•	 Build	on	classwork	you’ve	completed

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

•	 Get	credit	for	skills	you’ve	already	
mastered

•	 Build	a	career	you	can	be	proud	of

•	 Earn	Industry	Credentialed

•	 Achieve	your	goals

For	more	information	visit	us	at nedaapprentice.com

https://nedaapprentice.com/


The Power to Help  
Protect Your Employees

Federated Insurance 
provides innovative, 
industry-specific employee 
training and resources to 
help protect your team, 
business, and bottom line.

Commercial Insurance  Property & Casualty | Life & Disability Income | Workers Compensation | Business Succession and Estate Planning | Bonding
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Committed to Building The Best Business
Environment for Northeast Equipment Dealers

Scan to learn more about upcoming 
seminars focused on the unique  

risks facing your industry.

It’s Our Business to Protect Yours®
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