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DEALER
FMSCA Top Five Violations 

in 2021 for Drivers,
Vehicles And Hazmat 

The Federal Motor Carrier Safety Administration issued 
its top five violations for driver, vehicle, and hazardous 
materials inspections for 2021. 

DRIVER VIOLATIONS 
1. Speeding 6-10 63,950 
2. Failure to obey traffic control device 59,188 
3. False report of driver's record of duty status 53,313 
4. Failure to use seat belt 50,297 
5. Operating without a CDL 42,005 

VEHICLE VIOLATIONS 
1. Required lamp(s) not operable 350,886 
2. Operating without proof of a periodic inspection 166,281 
3. Brake(s) out of adjustment 128,376 
4. No/discharged/unsecured fire extinguisher 116,239 
5. Inoperative turn signal 106,265 

HAZMAT VIOLATIONS 
1. Package does not secure in vehicle 3,871 
2. No copy of USDOT Hazmat registration 2,691 
3. No or improper shipping papers 2,163 
4. Shipping paper accessibility 2,155 
5. No placard/markings when required 1,861

~ Article courtesy of Joey Barnes at United Consultants, LLC



NEDA Workers’ Compensation Safety Group

Exclusive WC Program
 

DIVIDEND HISTORY

ELIGIBILITY

Average Dividend of 25.5% 
For the Last 10 Years

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

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

 Members of NEDA Inc.
 Construction/Industrial Equipment Dealers
 Material Handling & Lift Truck Dealers
 Farm Equipment Dealers
 Outdoor Power Equipment Dealers
 Rental Equipment Dealers with Repair Facilities

ADVANTAGES
 Aggressive  Advance Discount (up to 25%)
 Excellent Dividend Potential
 Claims Management & Loss Control Services
 Monthly Installments for Qualifying Dealers

To see if you qualify for the EXCLUSIVE WC PROGRAM 
Call: Pat Burns, HF&C 315-703-9148 or email your WC declarations 
page to pburns@haylor.com or Visit us at www.haylor.com/NEDA

75% of Eligible NEDA Dealers 
Purchasing Workers’Comp 

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

OTHER SOURCES

®

New York Members of the Northeast Equipment 
Dealers Association

25%
75%



 Last year I began my observations with “As the 
country and economy begins to emerge from ‘the  
Covid-19 fog,’” noting that sales and traffic reports were 
all pointing to continuing sales growth at dealerships 
in the NE (if you could acquire inventory and qualified  
labor). As much as the public and policy makers would 
like see COVID-19 become a non-issue, the virus  
continues to prove that it has staying power and the  
ability to adapt (mutate).  Add to that the war in Ukraine, 
droughts, inflation, interest rate hikes, and any number of 
other variables, and it’s easy to believe that 2022 could 
turn out to be as challenging a year as 2021 was, partic-
ularly for dealerships dependent on OPE and compact 
equipment sales.

There’s been a significant increase in market share/
performance communications to dealers from the manu-
facturers, along with a heightened focus on what I’ll 
call “dealer purity” activities ranging from signage, display, training, required stocking 
and access to inventory, and the like. My gut tells me that we will continue to see an 
increase in “those” communications as the manufacturers refocus on their goals. Please 
don’t hesitate to reach out to the association staff or give Hilary Holmes Rheaume 
at BERNSTEINSHUR a call should a question come up - we’re here to help!  
 Particularly on the OPE side we’ve also seen a significant i ncrease i n m anufacturers 
failing to follow warranty compensation provisions in state dealer laws.  Most manufac-
turers are following the laws; unfortunately, a few seem to be testing dealers to find their 
limits/attentiveness.  Please don’t hesitate to visit the association website, review the list-
ing of state dealer laws, or contact myself or any of the association staff if you have a 
question.  
 Like April, May was an especially busy month on the legislative front: we had Right-
to-Repair bills come before committee and added numerous other bills to our tracking 
list.  Unfortunately, many of the bill sponsors are from “urban” districts and it is one of the 
busiest times of year for equipment dealers, making it very difficult for “us”/the industry to 
educate and communicate with legislators and ensure that they understand why such bills 
aren’t in the best interest of their constituents and our industry. With primaries underway 
and elections just around the corner it’s absolutely critical that dealers and their staffs are 
engaged with their legislators, customers, and organizations such as the Grange, Farm 
Bureaus, and the like. Please invest time educating your staff, department heads, and 
customers on the issue. I would especially ask you to ensure that they understand that R2R 
legislation should really be called “right-to-modify” and could result in unintended con-
sequences detrimental to the dealership, their jobs, and your customers!  
 “Right-to-Modify” is just one of the issues NEDA is tracking on behalf of our mem-
bers, I’d like to invite all to review our legislative tracking report on the association website. 
The report function features an interactive states map and the ability to sort legislation 
by category.  It’s located under the NEDA new tab @ https://www.ne-equip.org/
legislative-update/.  Please also consider contributing to NEDA’s legislative fund and 
ensuring that NEDA can continue this important work on your behalf!  

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

Observations
from the FIELD

The general information provided in this publication 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

BRYAN MESSICK, 1st Vice President / Treasurer
Messick’s Farm Equip./ Elizabethtown, PA
717-361-4836 • Fax: 717-367-1319
New Holland, Kubota, Krone
bryanm@messicks.com 

LAURA OLINGER, 2nd Vice President  
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

DIRECTORS
PAUL BUCCHI
EDA & UEDA/NEDA OPE Council Member
Snow-White Outdoor Power
Equipment,Southington, CT
860-747-2020 • Fax: 860-747-6239
Paul@sno-whiteope.com
TORO, Echo, Hustler, Husqvarna, Shindaiwa

BRIAN CARPENTER, Past President 2009
Champlain Valley Equipment / Middlebury, VT
802-388-4967 • Fax: 802-388-9656
New Holland, Case IH, Kubota, Gehl
brian@champlainvalleyequipment.com

BRAD HERSHEY, Northeast EDA Region Director
Hoober, Inc. / Mifflintown, PA
717-436-6100 • Fax: 717-463-2312
Case IH, JCB, Kubota
bradh@hoober.com

ED HINES, Past President 2014, 2001
Hines Equipment / Cresson, PA
814-886-4183 • Fax: 814-886-8872
Case IH, Gehl, New Idea, Cub Cadet
ejh@hinesequipment.com

“EV” LLOYD LAMB
Lamb & Webster Inc., Springville, NY 14141
716-592-4924 • Fax: 716-592-4927
Case/IH, New Holland, Kubota, Kuhn/Knight, Kioti, Cub 
Cadet, Landoll/Brillion, Honda
evl@lwemail.com

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

NEDA Board of Directors
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TIM WENTZ
Field Director / Legislative

Committee Chairman

https://www.ne-equip.org/legislative-update/
https://www.ne-equip.org/legislative-update/
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Alone we can do so little ...
together we can

accomplish great things!
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NEW DEALER MEMBER
PEAKE OFF ROAD EQUIPMENT LLC
Principal:  Thad Peake
6551 Pratt Road  •  Williamson, NY, 14589
315-483-6916
E-mail:  tapfour@hotmail.com  •  www.peakeoffroad.com 
Wayne County
Lines sold:  Mahindra Tractors

Please Join Us In Welcoming Our 
New Member To NEDA.

North American Equipment Dealers 
Association Announces Board Members
 
 Kansas City, MO (May 25, 2022)  With the recent merger of three regional equipment dealer 
associations with the Equipment Dealers Association, the newly formed North American Equipment 
Dealers Association (NAEDA) is pleased to announce its Board of Directors. Appointments and 
elections of officers will be conducted on July 25, 2022, at the inaugural NAEDA Board Meeting in 
Kansas City, MO.

NAEDA 13 Board Members Include 
 Brad Hershey (Northeast Region), Hoober, Inc. - representing our association here in the 
northeast. 
 “I am personally delighted to welcome such a strong group of board members. I look forward to 
serving with each of them in the coming year,” said Kim Rominger, President and CEO of the North 
American Equipment Dealers Association. “These individuals represent successful, well-respected 
businesses, and we look forward to their input and recommendations on building an even stronger 
NAEDA”.

~ Media Contact: Melissa Palmer, 636/349-5000, mpalmer@equipmentdealer.org

 
Hoober Inc. Plans $3 Million Expansion
 Case IH dealer Hoober Inc. is planning a $3 million expansion project that will include a 
22,400 square foot building adjacent to the existing 51,580 square foot facility in Intercourse, 
Pa., reports Lancaster Online. The project will also include upgrades and site improvements to the 
existing building and will add a connection between the two structures resulting in a new entrance, 
offices, restrooms and a meeting room. The total project cost is $3.06 million, according to the report. 
Read More

 Atlantic Tractor to Acquire Smith’s Implements
 Soon-to-be 19-store John Deere dealer Atlantic Tractor announced on May 5, 2022, that it will 
be acquiring Smith’s Implements located in Hagerstown, Md., and Mercersburg, Chambersburg, 
and Carlisle, Penn., on or about June 6, 2022. Read More

NEW MEMBER

https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=fcc5c00c7f&e=2b9c8997a2
https://www.farm-equipment.com/articles/20375-atlantic-tractor-to-acquire-smiths-implements?utm_source=omail&utm_medium=email&utm_campaign=deu&utm_content=fe&oly_enc_id=5578G9102645J1J
https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=fcc5c00c7f&e=2b9c8997a2
https://www.peakemahindra.com/


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

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

And nobody delivers more responsive support. 

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

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

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

And nobody delivers more responsive support

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

can be easy.
 delivers simple, fast and 

needs of ag equipment dealers and those who buy 
from them. Along with our simple, fast and flexible 
financing, we offer purchase and leasing options, 
competitive rates and ag-friendly terms that keep 

. 

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

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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New York Illegal Tampering Legislation 
– Urgent Action Requested

This morning the New York Committee on Codes passed Illegal Tampering legislation (A7006-A). 
This bill now heads to the Rules Committee, which is 
the last step before reaching a floor vote. We are 
asking you to contact the members of this committee 
and oppose the legislation. In prior communications, 
we have requested you email the members. Because 
of the danger of this bill and where it is procedurally. 
Today, we ask you to call these representatives. 
  Currently, the legislation has strong momentum, 
and we need to do everything in our power to derail 
this legislation. Please take a few minutes and call 
the Chair Carl Heastie and as many representatives 
as you can to oppose this legislation. I have provid-
ed a list in this communication. 
  We encourage you to share this information 
with all in your dealership and ask all to call to voice 
your opposition to this bill. 

I have included a short script below:

Hello:  
My name is ___________. I am an equipment dealer in _________, New York. I am calling 
to oppose A7006-A. This bill is opposed by those in my industry, including the International 
Union of Operating Engineers. This legislation will allow safety and emissions features to 
be overridden. It will create unsafe equipment and harm the environment. I ask you to vote 
against A7006-A.  

Thank you.

CLICK HERE FOR NY RULES COMMITTEE - CONTACT LIST
 Please copy Tim (twentz@ne-equip.com) on your opposition memoranda/letter.

New York State Employee Electronic 
Monitoring Law Started May 5th
 Beginning May 7, 2022, all private-sector employers, regardless of size, must provide prior written 
notice of any electronic monitoring to employees upon hire. Further, employers must receive a written 
or electronic acknowledgment from the employees of receipt of the notice. Employers must also post the 
notice in a conspicuous place so that employees who are subject to electronic monitoring can readily 
review the notice.
 Read more on the policy

COVID Paid Sick Leave Is Still in Effect - NY
 The NYS Department of Labor recently issued a reminder for employers that New York State 
COVID Paid Sick Leave is still in effect for employees who are ordered to quarantine or isolate due to 
COVID-19 and are unable to work while in quarantine or isolation. Depending on the size of the 
business, employ-ers may be required to provide COVID Paid Sick Leave to employees without 
requiring employees
 to first use accrued paid time off. 
 All employees, regardless of the size of the business they work for, are entitled to 
job protection upon returning to work from COVID Sick Leave. Employees 
exercising these rights are protected under New York’s anti-retaliation laws.
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260% in
New Leads

35x in
reviews

6% in
units sold

An email might sit for a day or two
before someone gets back to you,
but with Kenect you get a quick
response. That efficiency leads to
more revenue.

UPDATES ON TEXT
Give service updates, coordinate pick-ups,
and save loads of time. The voicemail days
are over.

COLLECT PAYMENTS VIA TEXT
Get paid faster by sending payment
requests over text message. Customers
can make a payment in 3 clicks.

TEXT FROM MOBILE OR DESKTOP
Text from your existing dealership phone
line instead of giving out your personal
cell phone number.

Want to learn more? Call or text Kenect at

888-972-7422

WWW.KENECT.COM

YOUR CUSTOMERS WANT TO TEXT YOU. LET THEM.

DOUBLE WEBSITE LEADS
Install the Kenect 'Text Us' widget on
your website and see your leads
double in volume.

VIDEO CHAT WITH CUSTOMERS
Show service updates, upsell parts,
give walk-arounds, or share your
screen--all with a quick link via text.

ONLINE REVIEW GENERATION
Right now about 1% of your
customers leave reviews. Let's
increase that to 35% with Kenect. 

Mike Souza, BD Manager
F&W Equipment

Northeast
Equipment
Dealers
AssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers

WWW.KENECT.COM


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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LEARN HOW TO
SET YOUR DIAL ON LOW

LEARN
to help prevent the losses chipping 
away at your bottom line.

CONNECT
with industry peers facing similar 
challenges and insurance professionals 
committed to helping your business thrive.

APPLY
what you’ve learned to make a tangible 
difference at your business.

FEDERATED INSURANCE is pleased to provide  
you the opportunity to attend our 21/2-day 

All Industries
Risk Management Academy 

August 2-4, 2022 | Owatonna, MN

With more than 117 years in the industry, Federated Insurance is an excellent resource 
for claims data and safety practices information. As a benefit from your association, this 

world-class quality seminar is offered complimentary to you. You are responsible only 
for the cost of travel, lodging (at a discounted rate), and incidental meals.

REGISTER HERE
 If you have questions regarding the event or the 

registration process, please feel free to contact 
Amber Willert at Federated at 507.455.5958 

or email DRM@fedins.com.

Registration deadline: Friday, July 1, 2022.

One (1) Registration per company. 
 Space is limited, so please register today!

Attendance  
is limited

You are invited to attend an exclusive, complimentary 
Risk Management Academy session hosted by  
Federated Mutual Insurance Company. 

1. Losses impacting your industry,

2. Connect with industry peers facing similar 
challenges, and

3. Apply risk management best practices 
that make a difference at your business.

Owners, Human Resources Managers,  
and Designated Risk Managers are encouraged  
to attend.

KEY AGENDA ITEMS:
- mySHIELD®

- Cyber Risk Management

- Selection Risks and Pitfalls

- Underwriting Your Business

- Family and Business Succession Planning

- Claims Management

- Employment Practices 
Risk Management

- Managing Your Workers Compensation

- Risk Managing Your Drivers

Federated Mutual Insurance Company
Federated Service Insurance Company*

Federated Life Insurance Company
Federated Reserve Insurance Company* • Granite Re, Inc.*

†

*Not licensed in all states. 
†

Granite Re, Inc. conducts business in California as Granite Surety Insurance Company. 

RMA-13.1  Ed. 2/22  |  federatedinsurance.com  |  © 2021 Federated Mutual Insurance Company

Federated Insurance  
Offering Complimentary 
Risk Management Training
 Federated Insurance is offering complimentary risk management training for all 
industries on August 2-4, 2022. Through this valuable session, you will discover methods 
you can use immediately to help protect profits by reducing risk at your business.
  Companies that are the most successful at controlling losses and protecting profits 
have integrated risk management into their overall company culture. Many have 
designated a key person as their risk manager. This person is supported by your 
company’s top management and is both responsible and accountable for identifying 
loss exposures and implementing risk management solutions.
  This seminar’s objective is to help your risk manager learn the exposures specific 
to your industry, connect with peers from across the country and apply these best 
practices within your business.
  You can learn more by viewing a brief video about the Risk Management Academy. 
To reserve your spot in the upcoming session or for more information, please 
contact drm@fedins.com or call (800)533-0472 Ext. 455-5958. Or, visit Federated’s 
website.
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DEALER
CREATING BALANCE

IN YOUR DEALERSHIP The questions below were included in a handout, Sara Hey of Bob Clements International, 
provided to dealer principles and department managers attending the January 2022 
regional meetings. The handouts helped guide discussions and notetaking. Those 
dealerships not able to participate in the regional meeting due to weather or pandemic 
related concerns are encouraged to purchase a video recording of the NY meeting for the 
same registration fee of $80. Call the Association @ 800-932-0607 to secure your copy. One of the most challenging issues of change, is being honest about where you are. Where 

are we starting from? Ideally, total income distribution should be close to 60% for Whole 
goods, 25% for Parts, and 15% for Service. Our goal is to move toward Creating Balance in Your Dealership.

What best describes your sales department? 1. We had a race to the bottom on whole goods margins / "If the same was true for your 
dealership, then ask", are you negotiating with parts and service? Set up a negotiation 
package. 

2. My sales department is profitable, but my salespeople do not know how to generate more 
business. / "If your dealership has the same challenge, then ask" are you measuring 
touches in for your salespeople? Where are you going to get leads? Are outside sales 
staff making 5 to 9 calls a day, and inside sales 20 to 40 phone calls a day? Is there 
minimum required for calls/contacts for sales staff? Do you have a 5-to-7-year list of your best 
customers? How will you compensate sales staff?3. My sales department could run without me for six weeks at season. / "If you answered no, 
then" are you making your customers full circle customers? Do we have a plan to move the 
customer from one department to the next? If no, create one. 

What best describes the health of your parts department? 1. We have no idea how much inventory we have, or where it is. / “If that represents your 
dealership, then" pull a list of your fastest-moving parts and inventory them regularly. 
Question, what is your current inventory management plan? What needs to be tweaked?

2. My parts department is profitable, but we are not maximizing the opportunity. / "If you 
answered yes, then ask" are you up-selling and/or cross-selling at your parts counter? 
Create a list of three items you could up-sell and three items you could cross-sell. You need 
a plan to respond to inflation with your parts increase. Identify the difference between 
markup and margin on five parts. 3. The parts department could run without me for six weeks at season. / "If you answered 
no, then ask" are you investing in your staff? Do you have a career path? How are you 
measuring performance? Do you have an implementation plan? 

continued on page 4

https://www.federatedinsurance.com/home


LED Flood lights with DEUTSCH Connectors! 

 

 

     

 

Flood Beam* DT Connector* Pedestal Mount* 3 Year Limited Warranty 

June 2022 
Serving Farm, Industrial & Outdoor Power Equipment Dealers Since 1901 

WLP30SQ 
20-watts square
LED work light
4” Square

WLP20R 
20-watts round
LED work Light
4” Diameter

2350 Lumens
10-30 Volt Operation
IP67

Regular Price $38.77
Dealer Cost $34.89

WLP45SQ 
20-watts square
LED work light

5” Square 

3500 Lumens
10-30 Volt Operation
IP69

Regular Price $45.71
Dealer Cost $41.14

NEW 

Call Kelli at the Association to Order Yours Today
800-932-0607
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 The Agricultural Industry Electronics Foundation held a 
“plugfest” in the U.S. recently. What does that mean for farmers? 
– Apr 28, 2022
 The term ISO and ISOBUS are tossed around these days as if 
everyone understands what they mean. ISO is short for “International 
Standards Organization” and is often associated with a number, 
such as the 9000 series for quality standards, or 11783 for tractors and 
machinery in ag and forestry electronic communication. But what does 
that mean to a farmer?
 That 11783 is the backbone of the ISOBUS communication standard. 
A few months ago, during Commodity Classic in New Orleans, we 
caught the Agricultural Industry Electronics Foundation’s Plugfest. 
A plugfest is an electronic “speed dating,” where engineers test how their 
new tools connect to the electronics of tractors, as an example. Each 
prospective system gets a set amount of time to run a series of tests to see 
if its equipment can talk with the base “machine.”
 At the AEF Plugfest, you are seeing just the control systems — no 
tractors are brought into the room. These test beds, however, can run 
simulations of implement systems and determine if the base machine can 
link with the prospective implement. I call it speed dating because each 
prospective system gets a set amount of time to run the test.
 During the program, each tester got 50 minutes to go through 
simulations. Norbert Schlingmann, AEF general manager, notes that in 
North America, there are usually fewer testers. “In Europe, where ISOBUS 
is more popular, we can have so many at a plugfest that the testers get as 
little as 30 minutes to run their tests,” he says.
 The AEF Plugfest is a biannual event held in North America and 
Europe, rotating to different locations. Commodity Classic was the first 
time it was held in direct conjunction with a major show.
 Andrew Olliver, vice chairman of AEF, speaking for that organization, 

explains that at the New Orleans event, there were larger original 
equipment manufacturers on hand with a global presence and six project 
teams running tests. Also, 14 teams representing the engineering side 
tested their systems. They included not only implement makers but also 
software companies with farm management information systems that 
wanted to test how they could interface with an ISOBUS system to capture 
data.

Better communication, better results
 Many have heard of ISOBUS and, in its purest form, should not have 
to think about it and just hook up implements to make things work. But just 
like the early days of hydraulics or the invention of the PTO, standardizing 
connections and communication standards is important.
 The AEF Plugfest makes that happen. From verifying if a tractor 
implement management system works according to the AEF standards to 
verifying that data is passing back and forth accurately, Plugfest is a way 
to test a range of tools quickly.
 And during Plugfest, the engineers can retool software on the fly 
in some cases to solve problems. The idea is that an ISOBUS-certified 
implement can hook up to an ISOBUS-capable tractor and go to work. 
The tractor would “see” the implement on its monitor and, depending on 
the level of connectivity, be able to either capture application data or 
even control the system from that single monitor.
 And while farmers may want more than one monitor in the cab, 
ISOBUS can still help reduce the proliferation of monitors because of the 
communication and control standard.
 You can learn more at aef-online.org, including an ISOBUS database 
showing which equipment is certified under the standard.

~ Article courtesy of Farm Progress Magazine
Farmer Iron by:  Willie Vogt

EVENT HELPS MACHINES TALK 
TO ONE ANOTHER
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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

372,000+ Social Followers

47,000+ Farmer Email List

Fastline.com Traffic 
Growth of 50%

www.FastlineMarketingGroup.com
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•Responses were collected from 50 U.S. states and 10 Ca-
nadian provinces.

•On average, each respondent rated four manufacturers.
•84% of responses were from dealership owners or man-

agers.
 Results of the Dealer-Manufacturer Relations Survey are 
used to determine recipients of EDA’s annual Dealer’s Choice 
and Gold Level Awards. Awards are given in each of the four 
manufacturer categories; Full-Line, Tractor, Shortline, and OPE. 
EDA will announce Dealer’s Choice and Gold Level award re-
cipients later this month.
 “Given the uncertainty equipment dealers faced over the last 
year, we were pleased to see continued high participation in the 
Dealer-Manufacturer Relations Survey,” said Joe Dykes, EDA’s 
VP of Industry Relations. “We appreciate every response and be-
lieve this year’s data reflects the hardships that equipment dealers 
and their manufacturers faced due to supply chain challenges. As 
always, the information presented in this report will inspire reflec-
tion and growth within our industry and improve the relationship 
between equipment manufacturers and their dealers.”
 Please direct any questions about the Dealer-
Manufacturer Relations Survey and Report to Joe Dykes at 
Surveys@equip-mentdealer.org.

Equipment Dealers 
Association Releases 

2022 Dealer- 
Manufacturer

Relations Report
 The Equipment Dealers Association (EDA) is pleased to an-
nounce that it has released its Dealer-Manufacturer Relations Re-
port for 2022. This annual report is a compilation of anonymous 
ratings by equipment dealers in North America of the manufac-
turer lines they carry. Equipment dealers rate their manufacturers 
in 11 business categories plus a separate rating for Overall Satis-
faction.
 The report has been sent to all EDA members, who receive a 
complimentary copy as a benefit of membership, as well as the 
61 manufacturers named in the report. Dealers who are not 
mem-bers of EDA can purchase a copy of the report here. Each 
year, only the manufacturers who receive a minimum number of 
ratings are included in the report. Manufacturer members of 
EDA are eligible to receive additional statistics not available in 
the basic report as well as their dealer comments.  

In 2022...

FIRMS ARE TAKING ADVANTAGE
OF PRICING POWER

 Consumers are likely in a safe space for the current envi-
ronment, but what about businesses? The National Federation of 
Independent Business (NFIB) reports that small businesses are 
adjusting to a variety of current headwinds such as a tight la-
bor market with high quit rates and clogged supply chains push-
ing up raw material costs. As of March, roughly 50% of small 
businesses in the U.S. raised compensation to attract and retain 
workers according to the NFIB. In the same month, over 70% of 
firms raised prices to cover increased costs. Firms with the ability 
to pass along cost increases will be able to protect profit margins 
as labor and material costs increase.

~ Article courtesy of LPL Financial LLC

 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 cy-
bersecurity 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 
Secu-rity 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.

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=29b49b53a0&e=2b9c8997a2
https://www.equipmentdealer.org/dealer-manufacturer-relations-survey/


Electric and Gas Prices Are At 13 Year Highs.  We Can Help You!!!
 Did you know Energy deregulation has removed the utilities monopoly on the supply of

electricity and gas?

 Now companies are free to shop for their electric and gas supply on a competitive
basis, ensuring the best possible price.

 PGP Energy will guide you through the process.

All we need is your natural gas and electric bill for a 

FREE COST ANALYSIS
You will remain with the same utility, same energy, same service, same bill...

Energy Deregulation
Saving You Money 

Natural Gas

Electric
Powered By Savings

SERVING: *CA, CT, DC, DE, *FL, *GA, *ID, IL, MA, MD, ME, MI, NH, NJ, NY, OH, PA, RI, TX 
(*GAS ONLY) (ELECTRIC NOT CURRENTLY AVAILABLE IN LONG ISLAND NY)

For More Information: 
Contact Matt Lulley

O�ice: 631.951.9200 ext 182
Matt.Lulley@pgpenergy.com

Save Money On Your Natural Gas and Electric Bill

ENERGY
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 Commercial property fires are on the rise. What is causing this? Industry experts 
are often seeing these fires sparked by the deferred maintenance of buildings, equip-
ment, and electrical systems as well as delayed inspections of sprinkler systems, fire 
extinguishers, etc. Some of this is due to supply chain issues. We also recognize busi-
ness owners are faced with challenges, such as employee shortages and time.
 Fires at businesses are more common than you think. They can cause consider-
able property damage and endanger the lives of you, your employees, and others. 
The costs are also substantial — these fires cause an estimated annual average of more 
than $2 billion dollars in property losses.1 
  To help prevent fires, we encourage you to leverage these value-added associa-
tion member benefits:

•Video that shares how to help prevent the devastating effects of commercial
fires.

•Fire safety meeting talking points to help clients customize a conversation with
employees to meet their business’s needs.

•Standard fire prevention and safety checklist to help clients facilitate a walk-
through at their business.

  Lastly, Federated member clients can log in to mySHIELD® to order an interactive, 
employee training poster designed to highlight key fire hazards that could impact their 
business and facilitate a short discussion on fire prevention. If you are not registered for 
mySHIELD, call 1-888-333-4949 and ask to speak with a risk consultant.

At Federated Insurance, It’s Our Business to Protect Yours®

Partner with Federated Insurance® 
To Ignite Safety – Not Flames 

MEMBERSHIP
With dues renewal shortly, 
we thrive on doing everything 
pos-sible to ensure that your 
dealership information is as 
accurate as possible so you 
receive the most cur-rent 
information that is 
happening in our industry. 
Please click here and fill out the 
verification form and include 
everyone in your dealer-ship 
who will receive our monthly 
newsletter and either email back to 
davec@ne-equip.com or fax back 
at 315-451-3548. To help reduce 

cost, please remit ASAP

MEETING THE EXPECTATIONS 
OF OUR MEMBERS IS OUR 

NUMBER ONE GOAL!

https://www.ne-equip.org/wp-content/uploads/2017/06/NEDA-Membership-Data-Verification.pdf
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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.
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 & CONSULTANT
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 ADVICE 
Bernstein Shur
Hilary Holmes Rheaume, Esq.
O: 603-623-8839 - F: 603-623-7775
hrheaume@bernsteinshur.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
Kent Howard at 801-628-3358
kent.howard@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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To: Northeast Dealers Association Equipment Dealers/Members

Subject: Cost of Doing Business Study Deadline is July 15, 2022

 It’s that time of year again – time for the Northeast Equip-
ment Dealers Association (NEDA) Cost of Doing Business Survey 
(CODB) compilation.
 It is imperative that our organization continue this annual 
study/project:  

•Participants can compare their financial performance to
that of all dealers (regardless of lines or manufacturers rep-
resented);

•Dealers/Members need this information to assist in the
valuation process of their businesses for estate planning,
buy/sell agreements, sales, merger/consolidation pur-
poses;

•The CODB Report will include benchmarks in the survey
so dealership goals and budgets can be established for
future years;

•As your trade association we established the tradition of
generating this type of survey so that trends in business
can be established and information can be gleaned that
will help dealers improve financial performance in future
years.

The completed survey results will be priced as follows:
•Member/Dealers who submit financials – FREE
•Members who do not submit financial information – $350

per survey.
•Non-members who do not submit financial information –

$600 per survey.
 You have two (2) options in sending your financial informa-
tion to NEDA: 

Option 1:
Simply click on the link below and enter your information on-

line
Click here to input information Online

Option 2:
 Submit your most recent year-end financial statement(after 
prudent adjustments truly reflecting your year-end results have 
been made) and answer all questions on the Dealer Form or 
download and submit the Excel Template.
 Note: This statement may differ from your “13th month state-
ment.” 

Click here to get Dealer Form

Click here for Excel Template

 Please note that your information will be kept in strictest 
confidence and if you choose to not disclose your store/dealer-

2022 NEDA COST OF DOING BUSINESS SURVEY
GET YOUR COPY FREE!!!

SEND IN YOUR INFORMATION TODAY!!
ship name, that is certainly acceptable. (If you choose to submit 
anonymously, be sure to send us the tear-off from the dealer form 
separately to get the results at no charge.)

You may also mail all your forms to the Association office at:

Northeast Equipment Dealers Association 
Attn: CODB Study

128 Metropolitan Park Drive
Liverpool, NY 13088

Or e-mail results to: davec@ne-equip.com 

  Again this year, it is imperative that at least 100 equipment 
dealers submit financials for our Northeast Equipment Dealer  
Association CODB Report to be credible.  Please assist us in  
making the 2022 Study meaningful and useful to the entire in-
dustry. 
 Financial Statements returned later than July 15, 2022 will 
NOT be included in the 2022 Report.
 If you have any questions, comments or concerns please 
contact your Association office at 800-932-0607.
  Thank you again for your support in this years Cost of Doing 
Business.

Federated Insurance 
Urges Members to  
Prepare for Severe 
Weather and Natural 
Disasters Now –  
During the Calm Before 
 the Storm 
 Severe weather and natural disasters that were once 
considered unpredictable now feel inevitable. Hurricanes, 
tornadoes, and wildfires are occurring regularly across the 
United States. Members need to take action now – in the 
calm before the storm – to help avoid becoming one of 
the 1 in 4 businesses that fail following a natural disaster. 
Federated Insurance is encouraging member clients to take 
action today with the help of disaster planning and recov-
ery risk management resources. 

Learn more here

https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=61a46a15b5&e=2b9c8997a2
https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=8a720e77eb&e=2b9c8997a2
https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=f5899581f2&e=2b9c8997a2
https://www.federatedinsurance.com/services/risk-management-webinars


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

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

Advocacy Working but 
Tampering Advocates 
Try New Tactics
 EDA wanted to share with you that thanks to your efforts 
we continue beating back Illegal Tampering legislation. This year 
alone 54 bills were filed in 26 states. Many of these bills have 
been defeated, and we have built strong coalitions in states pre-
viously a concern.
  While many states in the Northeast continue to have  
active Illegal Tampering bills these pieces of legislation have 
not seen movement. In some states, time is running out for the 
advocates this session. Moreover, thanks to the tremendous  
efforts by INEDA and our coalition partners, a Nebraska  
Illegal Tampering bill was killed on the floor prior to a vote. Un-
fortunately, this note is not all about good news. There has been 
a new tactic employed by the Illegal Tampering Advocates, and 
we want to make you aware.
  Minnesota is considering an omnibus bill, which groups 
many small bills together for one vote. Usually, this move is seen 
when passing a spending package. However, Illegal Tampering 
advocates have slipped their language into a public safety om-
nibus bill. Ironic considering their bill makes equipment less safe. 
Nonetheless, PEDA and our coalition partners will be educating 
and working with legislators to stop this new ploy. We will keep 
you posted as this process unfolds. It is important for you to con-
tinue to have your voice heard on this issue. 
  Add DIY repair videos to your website. Contact your 
manufacturer for updates on customer diagnostic tools.  
Educate your staff on the diagnostic tools already available. En-
sure your reception and parts counter fully understands the diag-
nostic features available for your brand. 

https://www.ne-equip.org/
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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. 

 Kenect has partnered with Northeast Equipment Dealers Asso-
ciation (NEDA) to help dealers connect with customers quickly and 
efficiently. See below to sign up and get the webinar from April 13, 
2022. This exclusive webinar is just for NEDA members and if you 
sign up the set up fee is waved! 

What is Kenect?
 Kenect provides business texting from your main number, text-
to-pay, live video chat, online review generation, and text web 
leads.

• Generate online reviews: review requests via text are re-
sponded to 30x more than emails.

• Get more leads: capture more leads from your website with
the Kenect web widget.

• Get paid: stop sending out bills and waiting to get paid.
Simply send a text!

• Streamline communication: we streamline the process of
communicating with all clients – current or prospective.

•Stay connected: no more phone tag means less frustration!
Get quick and easy communication from your clients and
answer FAQ’s on the go.

 To view the live Webinar click here to see what you missed 
and what you can gain for your dealership.

OSHA – Proposed 
Changes to Injury/
Illness Reporting 
 OSHA proposed new rules that would expand electronic re-
porting for some industries while relieving requirements for others. 

Three main changes proposed include: 
• 29 CFR 1904.41(a)(1) only establishments with 20 or more

employees in industries listed in Appendix A would be re-
quired to electronically submit Form 300A to OSHA once
a year.

• 29 CFR 1904.41(a)(2) establishments with 100 or more
employees in industries listed in Appendix B (new) would
be required to electronically submit Forms 300, 301, and
300A to OSHA once a year.

• OSHA proposes to update the list of designated industries
in Appendix A and B to conform with the 2017 version of
the NAICS (North American Industry Classification System)

 For more information on this subject, click here:  Federal Regis-
ter :: Improve Tracking of Workplace Injuries and Illnesses

~ Article courtesy of Joey Barnes at United Consultants LLC

https://register.gotowebinar.com/recording/4238298889069099280
https://www.federalregister.gov/documents/2022/03/30/2022-06546/improve-tracking-of-workplace-injuries-and-illnesses
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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



NEDA Service 
Technician

Skill Test           
 Because industry standards define specific com-
petencies, they are closely tied to certifications and 
credentials. Without the foundation of industry stan-
dards, a credential for small engine repair or indus-
trial maintenance would hold far less value.
 To certify that workers can meet the standard,  
employers need a way to measure skills or compe-
tencies. A skills 
a s s e s s m e n t 
evaluates a 
potential or 
current work-
er’s skill ac-
cording to the  
i ndus t r y -de -
fined stan-
dard. These assessments help determine if test-takers 
have the necessary technical knowledge and skills to 
perform the job. 
 The employee skills tests are designed to help 
assess the readiness of an applicant or employee to 
undertake certain service tasks and responsibilities 
within a dealership. Click here to take the 
NEDA Skills Test.

Order your Compensation
& Benefits Report Today! 

EDA’s Compensation & Benefit Report, the most comprehensive industry report related to wages 
and benefits is now available! This report is completed every two years and is a perfect benchmark-
ing tool for dealerships. Dealerships who con-
tributed their data to the survey have already  
received their complimentary copy of the re-
port. For those who did not participate, reports 
are available for purchase at both a member and non-member price. You can purchase online 
by following the link below or contact surveys@equipmentdealer.org for additional information. 

Click here: Buy Now 

20| Northeast Dealer
JUNE 2022

co•nun•drum
/kə nəndrəm/

 The definition of the word Conundrum is: something that is  
puzzling or confusing to me.
 Here are six Conundrums of Socialism in the United States of 
America :

1. America is capitalist and greedy - yet half of the population
is subsidized.

2. Half of the population is subsidized - yet they think they are
victims.

3. They think they are victims - yet their representatives run the
government.

4. Their representatives run the government - yet the poor keep
getting poorer.

5. The poor keep getting poorer - yet they have things that peo-
ple in other  Countries only dream about.

6. They have things that people in other countries only dream
about, yet they want America to be more like those other countries.
 Think about it! And that pretty much sums up the USA in the 21st 
Century.

Makes you wonder who is doing the math. By the way ... 
1. We are advised to NOT judge ALL Muslims by the actions of

a few lunatics, But we are encouraged to judge ALL gun owners by 
the actions of a few lunatics.

Funny how that works. And here’s another one worth con-
sidering ...

2. Seems we constantly hear about how Social Security is go-
ing to run out of money. But we never hear about welfare or food 
stamps running out of money? What’s interesting is the first group 
“worked for” their money, but the second didn’t.

Think about it.....Am I the only one missing something?

https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=9028adb77c&e=2b9c8997a2
https://www.equipmentdealer.org/shop/p/3
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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/
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A Perfect Fit  
for Protecting Your  

American Dream
Federated Insurance’s partnership with your association has one 
goal: helping your business succeed. You deserve an insurance 

provider who understands your industry. Put our  
knowledge and experience to work for you.

Scan to learn about mySHIELD®, 
an online destination for risk 

management resources.

It’s Our Business to Protect Yours®

Northeast
Equipment
Dealers
AssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers

*




