
Helping Ag Teachers 
Adjust to Changing 

Technology
Jason Guarente – jguarente@lancasterfarming.com

 Is there a better way to teach agriculture mechanics? A development course was 
created with that question in mind.
 Technology never stops evolving. Education should do the same. Ten ag 
teachers gathered at Thaddeus Stevens College of Technology to learn new skills on  
June 14-15 in Lancaster, PA. 
 Tim Wentz, field director at the Northeast Equipment Dealers Associa-
tion, helped organize the gathering, which brought educators from around 
Pennsylvania to the Lancaster based school. Hydraulics, electrical systems and 
controls and diesel were among the topics. The purpose was to help teachers better 
prepare the ag technicians of tomorrow.
 “We’re trying to encourage those teachers to expand their curriculum to include 
these basic competencies,” Wentz said. “Regular maintenance of equipment, 
troubleshooting, so on and so forth. That way, as equipment dealers, our customers 
are happy. That is my long game.”
 Wentz credited Ag Secretary Russell Redding and the Pennsylvania Commission 
for Agricultural Education for providing the resources to offer the course.
 Matt Herr, a diesel technology instructor at Thaddeus Stevens, conducted the 
training. Herr said the first day focused on electrical systems and the second day was 
a basic class in diesel engines.
 “I’m taking that many of these instructors were never taught this,” Herr said. 
“They are trying to diversify. They are a jack-of-all-trades master of none. So, they 
never really got to learn the proper techniques of basic electricity, diesel engines and 
things like that.”
 Being a farmer now is different than it was 20 years ago. The requirements have 
changed.
 Wentz said ag teachers cannot teach what they do not know. If they become 
more comfortable with this subject matter, they can better assist their students.
 “Today’s equipment is electric over hydraulics,” Wentz said. “It is electric over 
diesel. It is electric over pneumatics. Every system has an electrical component to 
it. That is a skill most of these teachers have not had the opportunity to explore and 
master.”
 Each instructor left the two-day course with between $800 and $1,000 in grant 
money, according to Tim Bianchi, a special assistant to the president at Thaddeus 
Stevens.

Bianchi said the course will help teachers continue to adapt to changing times.
“There seemed to be a need to teach more advanced systems,” Bianchi 
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NEDA Workers’ Compensation Safety Group

Exclusive WC Program
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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%



Right-to-Modify legislation continues 
to be a significant focus for our legislative efforts, as 
legislatures take their summer breaks and candidates 
are out and about, please take the opportunity to invite 
them to visit your dealerships and learn more about your 
dealerships and the challenges ahead.  Telling your 
story ensures your representatives will 
have the tools they need to push back 
against misinformation!  
 Unfortunately, we aren’t the only industry facing a 
shortage of technicians.  I’m increasingly seeing articles 
with refrains like: “It’s not just hard to buy a new car these 
days — it’s getting tough to even get one fixed.  There 
just aren’t enough workers to do the job.”,  “It’s become 
especially difficult for dealers to retain service advisors, 
who interact with customers and service managers.”, 
“low pay, lack of a clearly defined career path and a generational shift away from jobs in 
the trades are making it tough to attract and retain people over the long 
term.”  (https://www.cnbc.com/2022/07/09/auto-dealerships-are-facing-a-
shortage-of-technicians-to-fix-cars-heres-why.html)
 Finding, hiring, and retaining quality employees, particularly technicians, have 
been the most persistent challenges that dealers have mentioned during my time with the 
association.  Demographics being what they are (https://www.census.gov/content/
dam/Census/library/publications/2020/demo/p25-1144.pdf), it is reasonable to  
expect that the challenge will persist, if not grow.  

How is your association trying to meet the challenge? 
•NEDA will continue our work with Ag Teachers, the DOL, and DOE with a focus on
equipping them with the information, skills, and tools necessary to help “us” build a sustain-
able pipeline of potential employees.  (I would like to thank those dealers 
who have stepped up to the plate and made equipment avail-
able to teachers in support of training sessions.  THANK YOU!  
Your support and participation is key to our work and success.)

•NEDA will work to develop and support outreach regarding our industry and edu-
cation partners and dealer members, while also developing career pathways and
creating opportunities for entry.

•NEDA will help facilitate and leverage dealership efforts focused on workforce de-
velopment, including career pathways, opportunities for promotion, and leadership
development programs

What can dealerships do? 
REEXAMINE YOUR POSITION DESCRIPTIONS
• Do they accurately reflect “what” the employee is tasked with?
• Do they rank responsibilities appropriately?
• Has the dealership provided adequate training/professional development?

continued on page 4
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The general information provided in this publication by Northeast Equipment Dealers Association, Inc., (NEDA) is not intended to be 
nor should it be treated as tax, legal, investment, accounting, or other professional advice. Before making any decision or taking any 
action, you should consult a qualified professional advisor who has been provided with all pertinent facts relevant to your situation. 
This publication is designed to provide accurate and authoritative information regarding the subject matter covered. Changes in the 
law duly render the information in this publication invalid. Some of the editorial material is copyrighted and should be reproduced only 
when permission is obtained from the publisher and the association. 
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Helping Ag Teachers 
continued from page 1 

said. “The electrical, the hydraulics 
and so on. What we are told is 
as the ag industry progresses 
technologically these are some of the 
skills that students need a stronger 
background in.”
 Herr said many teachers do 
not have the experience in proper 
maintenance of diesel engines. 
Wentz’s goal was to connect the 
skills needed in the industry to the 
employees entering the workforce.
 “You can’t be on a farm today 
and not have a piece of machinery,” 
Wentz said. “If they can help equip 
their students with some basic 
competencies, how to diagnose, how 
to troubleshoot and make general 
repairs, everybody wins.”

Ag teachers were given exercises 
in the classroom and lab. Herr said 
he put together 10 slide presentations that instructors could take with them. They could modify those 
lesson plans to fit their curricula.

The goal is to continue to help ag instructors in the future.
 “The teachers responded very positively,” Wentz said. “We’re hoping to continue that partnership 
and build upon that success with more advanced programming and introduce current ag teachers to 
the technologies and skills that their students are going to need moving down the road.”

Observations continued from page 3 
EVALUATE EXISTING POLICIES AND PROCEDURES 
• Is there a better way?
• Where are the bottlenecks?
• What mistakes have been made in the past?
DO YOUR EMPLOYEES HAVE A CLEAR “CAREER” PATHWAY?
• Are they communicating properly within the “pipeline” and with dealership staff?
• Are there adequate internal support mechanisms in place?
• Are there enough “prospects” in the pipeline?
• Are your employees participating in the development and recruitment processes?

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

Advertise in NEDA Monthly Newsletter Today!! 
 The Northeast Equipment Dealers Association (NEDA) newsletter serves as the monthly resource 
for anyone in the industry looking for information on regulations, laws, specific goods and services, 
as well as services for the OPE, Farm Equipment and Industrial dealers.
 All advertising should be submitted and received by the 20th of each month to be 
published in the following month's newsletter.
 Don't miss this opportunity to make sure your company is seen by thousands 
in the industry!

Advertising, specification and contract information is available here. 
Don't delay: The deadline to reserve your space is the 20th of each month! 

Ten ag teachers gathered at Thaddeus Stevens College 
on June 14-15 for a development program to help them 
better instruct the agriculture mechanics of tomorrow. 
Photo provided by Tim Wentz. (Article courtesy of Lancaster 
Farming newspapers.)

NEDA’S
APPRENTICESHIP

TRAINING
PROGRAM

https://www.ne-equip.org/wp-content/uploads/2022/07/NEDA-Newsletter-ad-rate-sheet.pdf


Simple. 
Fast. 
Flexible 
financing.®

AgDirect® financing helps seal 
the deal.

Equipment dealers like AgDirect® for its simple 
applications, quick response and competitive rates 
and terms. Explains why equipment buyers like 
AgDirect, too. 

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

AgDirect is an equipment fi nancing program offered by participating 
Farm Credit System Institutions with lease fi nancing provided by 
Farm Credit Leasing Services Corporation.
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UNIVERSITY PARK, PA | 7-8-2022 – The discovery this week of two spotted lanternfly nymphs on 
the University Park campus is a reminder to Penn State employees of their role in helping to stop the 
spread of the invasive pest, which poses a threat to Pennsylvania’s economy by damaging crops, 
landscapes, and natural ecosystems.

All Penn State employees across the commonwealth whose work duties require travel to, from 
and within the quarantine zone must take an online class on the spotted lantern ly 
at  https://lrn.psu.edu.
 Because Centre County now is included in the quarantine zone, this directive applies to all em-
ployees physically working at the University Park campus. The content of this course was created by 
the Pennsylvania Department of Agriculture in partnership with Penn State’s College of Agricul-
tural Sciences.
 When traveling within or leaving the quarantine zone, employees must do a quick inspection of 
the vehicles they are using and document it on an inspection log, according to Lysa Holland, environ-
mental compliance engineer in the Environmental Health and Safety office.
 This log and other related materials are part of spotted lanternfly kits, which are available from 
safety officers and/or spotted lanternfly designated employees in each college/unit at University 
Park. Those using a short-term fleet rental should request a spotted lanternfly kit when picking up the 
vehicle.
 Additionally, the state Department of Agriculture advises people traveling within the quarantine 
zone to keep a spotted lanternfly checklist in their vehicles. By signing the checklist, residents indicate 
that they have inspected their vehicles for the presence of the spotted lanternfly and have removed 
any present. A copy of the checklist can be downloaded from the Environmental Health 
and Safety website.
 Penn State has been at the forefront of the effort to stop the spotted lanternfly invasion. College 
of Agricultural Sciences faculty, Penn State Extension educators, research technicians, and gradu-
ate and undergraduate students are engaged in spotted lanternfly studies. Their research objectives 
regarding the spotted lanternfly are clear — to find sustainable long-term solutions that are effective 
and environmentally safe.
 More information about Penn State procedures for implementing the spotted lanternfly 
quarantine can be found on the Environmental Health and Safety website.
 To learn more about the spotted lanternfly, permitting regulations and 
management techniques, and how to report a sighting, visit the Penn State 
Extension website. (All areas in and out of PA should be on alert!)

~ Article courtesy of Amy Duke, ajd217@psu.edu, (814) 865-6616

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

www.ne-equip.com



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%

https://fastlinemarketinggroup.com/
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Scam Warning:
Fraudsters Impersonate
Department of Revenue

in Letters Targeting
Pennsylvania Businesses

The threatening letters encourage business 
owners to turn over accounting records containing sensitive financial 
information

Harrisburg, PA — Scam artists are impersonating the Department of Revenue by 
sending Pennsylvania business owners fraudulent letters in the mail that direct them 
to turn over their accounting records. The goal of this ploy is to trick unsuspecting 
taxpayers into providing sensitive financial information, which the criminals behind 
the scheme can use for a number of illicit activities that could seriously harm a busi-
ness’ financial standing.   
 “This is a prime example of fraudsters impersonating a government agency 
as they try to convince hardworking Pennsylvanians to turn over sensitive informa-
tion about their businesses,” Revenue Secretary Dan Hassell said. “We are urging 
Pennsylvania business owners to be on high alert if they receive a suspicious notice 
that includes the Department of Revenue name and logo. If you have any doubt 
at all about the legitimacy of a notice from the department, please use the contact 
information listed on our website, revenue.pa.gov. This is the best way to ensure 
you are speaking with a legitimate staff member at the Department of Revenue.”  
  Read More at: Scam Warning: Fraudsters Impersonate Depart-
ment of Revenue in Letters Targeting Pennsylvania Businesses

NEDA Service Technician Skills Test

 Because industry standards define specific competencies, 
they are closely tied to certifications and credentials. Without the 
foundation of industry standards, a credential for small engine 
repair or industrial maintenance would hold far less value.
 To certify that workers can meet the standard, employers 
need a way to measure skills or competencies. A skills assess-
ment evaluates a potential or current worker’s skill according to 
the industry-defined standard. 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 read-
iness of an applicant or employee to undertake certain service 
tasks and responsibilities within a dealership. Click “Online 
Exam”  to take the NEDA Skills Test.

New York Kubota 
Compact Tracked 

Loader
 On or around June 26, 
2022, the below described 
Caterpillar 289-D-3 
Compact Tracked Loader 
was stolen from a job site in 
Shirley, Suffolk County, NY.

Suffolk County Police 
Case: 22-63149  

Contact Travelers SIU 
Investigator Jorge 

Ramos 551-206-3096

Please forward this alert 
to anyone that may 
encounter the equipment 
and investigators working on 
similar thefts.

Equipment Details:
2021 Caterpillar 289-D-3 
Compact Tracked Loader

Product ID Number: 
CAT0289DHJX906603

Owner Applied 
Number: 96 

(black numbers inside a 
black circle on each side of 

the upper rear frame)
Markings for “BOVE” on 

loader arms. 

THEFT 
ALERT!

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=749843ffb9&e=2b9c8997a2
https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=f7202b6587&e=2b9c8997a2
https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=f7202b6587&e=2b9c8997a2
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LED  

Beacon 

Flasher 

SKU# HFMRR-A 

*Amber *Magnetic *Remote Control 

*Rechargeable Beacon with Key fob 

Technical Features 

* Key Fob remote 

* 3 flash and 4 rotating patterns 

* IP67 

* Magnetic with suction cup assist 

* 2 -Year Limited Warranty 

* 5.2” diameter x 5.5 “H 

ECE R65, SAE J845 approval 
4-hour charge time – 6-hour run time 

Charge Status light 
Green 70%-100% 
Yellow 30% -70% 

Red 10% - 30% 
 
 

Northeast Equipment Dealers Association 
128 Metropolitan Park Drive 

Liverpool, N.Y. 13088 
800-932-0607 

 
EXPIRES AUGUST 30, 2022 

Order Today! 
 

NEW 

Regular Price $85.00 

Dealer Cost  $59.99 

Special Price $53.99 

 

Turn On /Off 
Switch Patterns with Key Fob 
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Business Valuations
 Running your own business requires you to invest your life, money, time, and effort. Countless hours 
have been spent operating, maintaining, and adjusting the business to stay competitive, profitable, and 
valuable. After all your hard work, you may ask yourself, how much is my business actually worth? 
While most business owners could claim a value based on their income and assets, it is important to sit 
down and have an independent business valuation. Knowing the value of your business is necessary 
for a plethora of reasons. In this article, we will break down those very reasons, such as the benefits 
of knowing your business’s true value, how the true value is established, along with the importance of 
substantiating, defending, and explaining the said value to those in question.
 When it comes to buying or selling your business (M&A), business succession planning, estate 
planning, employee stock options (ESOP), business loans, or even divorce, a proper valuation is vital 
regarding proper planning, execution, and structure of the transaction. Along with this, a business valu-
ation is more than just a number arrived at through various methods used to calculate value. The value 
number arrived at is, in most cases, of secondary value to the actual methodology used in the calcula-
tion. For example, two shareholders enter into a Buy/Sell Agreement (an agreement necessary for all 
businesses with two or more shareholders) and a shareholder looks to exit the business or passes away 
unexpectedly. What is the value of the business is the shareholder or the shareholder’s estate owed? 
How are we able to calculate a number that is sure to be ever-changing as business value increases or 
decreases based on a weekly, monthly, and yearly basis. The answer is the valuation methodology pro-
posed and agreed upon by the shareholders in the executed Buy/Sell Agreement. This Buy/Sell Agree-
ment can provide a valuation methodology that can be calculated upon the time of the shareholder’s 
exit. This can avoid a battle of various methodologies leading to different values more beneficial to one 
party over the other.
 How are we sure we selected the right methodology to arrive at true value. The true value of your 
business will reflect the value a willing buyer would agree to pay in an arm’s length transaction. Or, 
as the IRS states “true value is the fair market value or the price at which the property would change 
hands between a willing buyer and a willing seller, when the former is not under any compulsion to 
buy and the latter is not under any compulsion to sell, with both parties having reasonable knowledge 
of the relevant facts.”  Rev. Rul. 59-60. The key to a credible valuation is to obtain and substantiate the 
value at which the asset or stock will change hands between a willing buyer and seller. In order to do 
this properly, the business needs to employ an unbiased, qualified appraiser with experience and train-
ing in both the area of valuations and the industry in question. Along with this, the qualified appraiser 
must understand and employ the various valuation methods, the discount, and premium variables, while 
weighting the result accordingly. Finally, the value calculation must be defended by a qualified ap-
praiser.                      
 A calculated value can only be as strong as the qualified appraiser’s ability to defend it. Looking 
at it from an M&A standpoint, the value put forth to potential purchasers will undoubtedly be reviewed, 
scrutinized, and potentially challenged to reduce the buyer’s purchase price. The buyer’s due diligence 
team will dissect the business’s internal financials to substantiate the numbers in the seller’s most recent 
financial statements. Next, the buyer’s due diligence team will then use their valuation methodology 
calculation to arrive at their proscribed value. If the seller’s value seems to be inflated or cannot be 
substantiated, a purchase price reduction may be sought, negotiation may ensue, and the transaction 
may be jeopardized. 
 Outside from the M&A perspective, an ESOP requires qualified appraisers to understand future 
implications of the valuation methodology being employed. The valuation methodology should not only 
encompass components of the business that drive value but also be able to provide a fair level of value 
to new shareholders while protecting the majority shareholders. When observing from a business suc-
cession planning standpoint, the valuation methodology should be tailored to best meet the needs of 
the successor, whether the needs be tax minimization analysis (TMA), payout terms, or level of value. 
The valuation method and transfer of assets/stock must remain valid under IRS rules about related party 
transfers. 
 The above examples can highlight the necessity of not only a valuation, but the necessity upon 
obtaining a qualified appraiser who calculates, substantiates, and defends the value. At The Center for 
Financial, Legal & Tax Planning, Inc. (The Center), we have performed, defended, and substantiated 
our valuations for over 40 plus years. Our President, Senior Advisor, and Senior CPA have a combined 
sixty-year experience valuing closely held corporations for a myriad of reasons. If you have questions 
regarding the value of your business, please call The Center at (618) 997-3436 for a free consultation. 
 ~ Article courtesy of IAN C PERRY AND ROMAN A. BASI 

Mergers & Acquisitions  • Business Valuation  • Strategic Planning and Negotiation for Buying or Selling a Business

BY ROMAN ROSI
and

IAN C. PERRY 

Certain fixed assets 

often accompany real 

property and must be 

analyzed to determine 

whether they are 

part of the real 

property. Machinery 

or equipment is not 

inherently known as a 

permanent structure.
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Terminating  a
Farm Lease
Legal Issues: It is important to know what needs 
to be done to terminate a farm lease. Read on to 
find out.
 As always, the summer months are flying by —which reminds me that farm lease termi-
nation time will soon be upon us. This week, I read an article discussing a bill introduced in 
the state of Ohio to establish a lease termination deadline of Sept. 1. As we all know, this 
has been the law in Iowa for many years. This area of the law is well-established in Iowa, 
and the Iowa Legislature has sought to protect farm tenancies for decades. In fact, the farm 
lease statute in Iowa was amended in 1973 to require notice by Sept. 1. 
 This month we are focusing on farm lease termination issues and leasing issues in 
general. Check your state for dates and information on changes, this is for your planning 
the future for your operation and/or your state. 
 Lease termination is a timely topic because, in Iowa, if a landlord wants to terminate 
a farm lease, Iowa law requires the landlord to issue a written notice of termination to the 
tenant by Sept. 1 for the following crop year. This issue always generates confusion, espe-
cially because different states have different notice-of-termination statutes. For example, 
Kansas farm lease termination law requires that only 30 days’ notice be given to a farm 
tenant. Since there are an increasing number of out-of-state owners of Iowa farmland, it is 
important for all landowners to understand the Iowa-specific law.

How should I send a lease termination? Remember that a notice of 
farm lease termination can be served personally, by certified mail, or by publication. (See 
Iowa Code §562.7 for specific requirements). The best policy for a landowner or tenant 
is to strictly comply with the farm lease termination provisions of Iowa Codes §§ 562.6 
and 562.7, and serve the party being terminated with written notice of termination prior to 
Sept. 1.
 There are several alternative methods of termination that may be used. One is by 
delivery of the notice (through the sheriff, process server or by personal service), with ac-
ceptance of service to be signed by the party receiving the notice. Another is by serving 
the notice by publication (which is used only if personal service cannot be achieved). The 
most common method, and probably the easiest, is by mailing the notice by certified mail 
(preferably return receipt requested). Certified mail uses a receipt that can be used to 
prove proper service. Service is complete when the notice is “enclosed in a sealed enve-
lope, with proper postage on the envelope, addressed to the party or a successor of the 
party at the last known mailing address, and deposited in a mail receptacle provided by 
the United States Postal Service.”

~ Article courtesy of Farm Progress Co, 6-22-2022 | Erin Herbold-Swalwell  
Herbold-Swalwell is with Parker & Geadelmann PLLC. 

Email her at erin.herbold-swalwell@ifblawyers.com.
For the balance of the article, please click here.

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. 

Right To 
Modify / 

Repair 
 “The EPA has made Stopping 
Aftermarket Defeat Devices for 
Vehicles and Engines a National 
Compliance Initiative for 2020-
2023. Manufacturers, dealers or 
service shops found in violation of 
the Clean Air Act may be subject 
to a civil penalty of up to $48,192. 
 Individuals may be charged 
up to $4,819 for each act of 
tampering, and $4,819 for each 
aftermarket defeat device. These 
amounts periodically increase with 
inflation.
 In addition, tampering with 
your emissions system can void 
your warranty and affect your 
trade-in value. Reputable dealers 
will not service a tuned machine 
or accept it as a trade-in. 
 That tune could also 
negatively impact other 
components of your machine, 
resulting in hefty out-of-pocket 
expenses once your warranty is 
blown. 
 Despite the allure of ditching 
DEF, it is not worth the risk.”

https://www.equipmentworld.com/
maintenance/article/15293395/
manufacturers-distributors-say-def-
supply-remains-steady

https://www.equipmentworld.com/maintenance/article/15293395/manufacturers-distributors-say-def-supply-remains-steady




14 | Northeast Dealer
August 2022

 In its most simplistic form, estate planning is the process of outlining 
today how you want your assets to be managed and transferred after 
your death. In reality, it is much more than that.
 In your estate plan, you designate who should receive which as-
sets and when they should get them. You choose who you want to 
make financial and medical decisions for you if you are unable to do 
so yourself, and who should care for your minor children when you are 
gone. You can include provisions to help minimize estate taxes and other 
settlement expenses and provide guidance to your family about your 
wishes for your funeral, burial, or end of life care. If you put this much 
thought into your personal affairs, wouldn’t you want to do the same with 
your business? One of the most important plans you can make is for the 
smooth transition of your business to the next generation. 
 For a business owner, estate planning also includes succes-
sion planning — who, when, and how your business will be taken 
over. Proper planning means peace of mind today, knowing that 
your desires for the future of your business will be fulfilled tomorrow.  
Federated can help you achieve your goals with specialized risk man-
agement support. A network of independent attorneys is available to 
assist in your estate and business continuation planning process. 
 Keep in mind that proper planning can help to ensure that the lega-
cy of your business will continue. A few simple planning techniques may 
include: 

•Making certain that your assets go to who you want, when you
want, and how you want.

•Avoiding the delay, publicity, and cost of probate in the event of
death or disability.

•Protecting your heirs from disability, creditors, and predators.
•Providing minimum business disruption and tax benefits to the

owner and the successor.
•Leaving a lasting legacy to charity.
Many business owners may also wish to include charitable

giving as a part of their legacy. There are many different options 
available as a part of your estate plan to accomplish these de-
sires. If the goal is not to give major gifts on an annual basis, an op-
tion could be to make a gift by using other types of assets, such as  
nnuities and life insurance policies, as well as more thoughtful planning 
through estate gifts and endowments. 
 Federated can help provide a holistic, team approach to  
effectively assist you with your estate and business succession plans. 
Specifically designed life insurance products are available to fund a va-
riety of planning needs. Federated can help to align you with a market-
ing representative, product specialist, and the independent professional 
advisors needed to create a successful plan. 
 Do not jeopardize your family’s financial future or create  
unnecessary difficulties by not having an estate plan or setting up busi-
ness succession plan. If you already have a plan in place, make sure 
it is up to date and continues to reflect your wishes. Not sure where to 
start? Talk to your Federated marketing representative for a referral to an 
independent attorney who specializes in estate and business succession 
planning to help you get the process started. Take the first step towards 
planning your legacy today!

It Is Your Life ... 
It Is Your Legacy
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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 / ATTORNEY 
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



 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. 

16 | 
Northeast Dealer

 Retired Army officer Pamela Keeton of 
Easton, Md., recently quit her job with coun-
ty government to focus full time on her farm, 
Maxmore Creek Flowers.“It suffocates me to 
work in an office. … My property and flowers 
bring me joy,” she said in her application to 
the Farmer Veteran Coalition, while applying 
for a 2022 Farmer Veteran Fellowship Fund 
grant. To advance her farm, which grows and 
sells cut flowers to both wholesale and retail, 
she needs a greenhouse and a garage with a 
shop.
 She and her husband, Doug, also an 
Army veteran, were one of more than 130 
farmer-veterans representing 41 states and 
all branches of service — with the exception 
of the Space Force — selected to receive an 
award ($1,000-$5,000) to buy things such 
as beekeeping equipment, fencing, livestock, 
tractor implements, walk-behind tractors and 
other supplies.
 In total, FVC awarded $470,000 in di-
rect assistance for crucial equipment to ad-
vance veterans in the agriculture industry. It is 
the largest amount awarded in the program’s 
12-year history.

“As the demand for the fellowship fund
continues to grow within the farmer-veteran 
community, so has the support from our spon-
sors,” says Rachel Petitt, FVC’s program direc-
tor for the Farmer Veteran Fellowship Fund. “At 
a time when farming is becoming increasingly 
challenging for farmer-veterans and the ag-
riculture industry as a whole, we have been 
fortunate to build upon the relationships with 
our current sponsors while also adding new 
ones to provide this much-needed assistance 
to farmer-veterans.”
 Keeton’s award of $4,000 will help offset 
the $25,000 improvement project she hopes 

will increase her flower farm by one-third 
and double sales this year. She also plans to 
branch into vegetable production.
 The grants are awarded annually, and 
the application cycle opens in January. Ap-
plications are judged based on the strength of 
a veteran’s business plan, personal investment 
in their business, vision and goals, and a clear 
need for assistance.
 Veterans who applied to the Farmer Vet-
eran Fellowship Fund had the option to apply 
for Kubota’s Geared to Give program, which 
donates five pieces of equipment and grants 
to FVC members each year — awardees were 
yet to be announced. The Geared to Give pro-
gram has provided 41 pieces of equipment 
and grants to Farmer Veteran Coalition mem-
bers since it was established in 2015.
 Retired Marine Michael O’Farrell of West 
Branch, Mich., farms just over 60 acres, pro-
ducing fresh strawberries, raspberries, assort-
ed vegetables, lamb, and pork on O’Farrell 
Farms. They also make jam out of their fruit and 
Christmas décor from fresh evergreens.
 He was awarded a $4,000 grant to buy 
fencing for a 1.5-acre section that is not farm-
able by modern machinery. “It would allow 
the sheep [30 ewes] with their guard dog to 
graze,” O’Farrell said in his application. “This 
would also change the natural deer flow on 
our property and help keep the deer away 
from the strawberries, which is one of the top 
reasons many in our area have failed in devel-
oping a strawberry U-pick.”

Making an impact
 “One of the great joys of managing the 
fellowship fund is connecting with each of the 
veterans and seeing the impact an award can 
have on their operation,” Petitt says. 

As a past recipient of a FVC grant, Ben Misko 
of Restless Roots in central Pennsylvania writes 
in a testimonial, “Having a brain injury can be 
very frustrating at times, but animals provide a 
reprieve for me. Farming keeps me sound in 
my mind, and the animal and plant care keeps 
me on schedule. I asked for this equipment so 
I can provide for more animals without addi-
tional financial burden. I am grateful for FVC, 
and this grant to make my long-term goals 
come true.”
 Major funding for this year’s program 
was provided by Wounded Warrior Project, 
Kubota Tractor Corp., Tractor Supply, and 
Northwest Farm Credit Services. Additional 
funding and support were provided by Home-
stead Implements, Farm Credit West, Lamps 
Plus, Sugar Bottom Farm, Unearth Campaigns, 
Vital Farms, and G&R Farms/Military Produce 
Group.
 Since it was established, the Farmer Vet-
eran Fellowship Fund has awarded $4 million 
in small grants and equipment to more than 
930 veterans. To learn more about the Farmer 
Veteran Fellowship Fund, visit farmvetco.org/
fvfellowship.
 “We’re always looking ahead to how 
we can assist even more farmer-veterans next 
year,” Pettit says. “Anyone interested in sup-
porting the Farmer Veteran Fellowship Fund 
can reach out to me directly at rachel@farm-
vetco.org.” 

~ Article courtesy of Farm Progress Show

Grants Support Veterans in Agriculture
Jennifer Kiel | Jun  2022 

BRANCHING OUT: Pamela Keeton, who retired from the Army, and her husband, Doug, also an Army veteran,
received one of 130 farmer-veteran grants awarded by the Farmer Veteran Coalition.

Farmer Veteran Coalition awards $470,000 in direct assistance to producers.
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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

+ NEDA:
Complete a Demo, Get Rewarded!

Complete a Kenect demo by 9/30/22
and receive a $50 Amazon gift card!

What Is Kenect?
Kenect is a business texting and reputation 

management platform that helps you improve 
customer experience, capture new leads, and 
generate online reviews.

• Text-to-pay - Gather payments via text.
• Speed up Service - Stop playing phone tag.

Text instead.
• More Leads - Put a ‘Text Us’ button on your

website and get more leads.
• Integration - Tie Kenect into operational

management software.
• Texting - Send

photos, videos, PDFs,
attachments, contracts
– all via texting from
your main business
phone number.

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

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

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

NEDA
Committed to Building a

Better Business Environment
for Northeast

Equipment Dealers

https://smart.kenect.com/neda-referral-partner-promotion-program
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Q  We just hired our first remote employee. The employee will be
completely remote and will be living and working in a different 
state than where our company is located. Which state laws apply to 
this employee—the laws of our company’s state or the laws of the 
employee’s state? What are some additional considerations we should 
be aware of?

A  While remote work may provide employees with a great degree of flexibility,
employers should be aware of the potential legal implications of such work 
arrangements. In general, the state and local employment laws that will govern an 
employment relationship are based on where the employee is physically working and 
earning wages. There is a common rule of “boots on the ground” implying that the 
applicable laws are those of the location where the employee is physically working. 
Federal law, by contrast, is the “law of the land” and applies no matter where in the 
United States an employee is working. Aside from wage and hour laws, other items 
that employers may need to consider include (but may not be limited to) workers’ 
compensation insurance, unemployment insurance and tax obligations.
 Additionally, in any remote work arrangement, an employer should set clear 
expectations regarding working hours, availability and time off, and the employer 
should address how equipment and expenses will be handled. Note that some states 
require reimbursement of employee business expenses, so it is important to check 
applicable state and local laws for any requirements. Employers should develop clear 
policies on remote work with the assistance of an experienced attorney.
 Furthermore, remember that an employee who works remotely should still be held 
to his or her position’s performance and productivity standards to ensure fairness 
and consistency. The employee should ensure that he or she has reliable internet and 
phone service (if needed for the role), as well as a quiet and private place to work 
(again, if needed for the role). As with any employee, remote or onsite, the employer 
should properly monitor the employee’s performance and hold the employee 
accountable.
The Question of the Month is provided by Enquiron®, a company wholly independent from Federated Insurance. Federated 
provides its clients access to this information through the Federated Employment Practices Network with the understanding that 
neither Federated nor its employees provide legal or employment advice. As such, Federated does not warrant the accuracy, 
adequacy, or completeness of the information herein. This information may be subject to restrictions and regulation in your 
state. Consult with your own qualified legal counsel regarding your specific facts and circumstances.

Published Date: July 19, 2022

HUMAN RESOURCES: Q & A

Did You Know? 
Did

  Go
logged

 you know you can update your dealer profile on our website?
 to www.ne-equip.com and login in with your user ID and password. Once your  
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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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

http://nedaapprentice.com/
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 There have been some R2R developments in Massachusetts as 
of last week.
  The Massachusetts Senate took up a large economic 
development package this week, S.3018, which included a number 
of amendments.  One of those amendments – the “Portable Wireless 
Device Repair Act” – was adopted; the text of the amendment 
(which is focused on cell phones and the like), is drafted broadly 
enough to encompass off road products and could be interpreted 
to include any product that has a receiver which includes many 
products across agriculture, construction, road building, etc. 
  The House economic development bill last week, which did not 
include any right to repair amendments.  

A Conference Committee on the House and Senate has been 
established and 
is tasked with on 
merging the two 
bills into one.  
Please contact 
each member of 
the conference 
c o m m i t t e e 
and ask that 
they include 
the attached 

exemption lan-guage ensuring there isn’t any 
misinterpretation of the legislature’s intent. 

Members are listed below:
 Representative Aaron Michlewitz, Chair, House Ways 
and Means Committee, Aaron.M.Michlewitz@mahouse.gov
 Representative Mark Cusack, House Chair, 
Economic Development Committee, Mark.Cusack@mahouse.gov
 Representative Michael Soter, Ranking Member, 
Economic Development, michael.soter@mahouse.gov
  Senator Michael Rodrigues, Chair, Senate Ways and 
Means Committee, Michael.Rodrigues@masenate.gov
Senator Eric Lesser, Senate Chair, Economic 
Development Committee, eric.lesser@masenate.gov
 Senator Patrick O'Connor, Ranking Member, Ways 
and Means, Patrick.OConnor@masenate.gov
  Session ends on 7/31 so deliberation on this bill will 
begin immediately.
 Click Here for the industry exemption language for quick 
reference.
 As you are aware, this language was added to the New York 
bill back in June.

We thank you for your support on this important issue.

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!

ATTN: NEDA Members in Massachusetts

PODCAST: Marketing Your AG Business Starts 
With Human Connection

Amanda Stanton knows that marketing an ag business starts with human connection. 
This week she talks to Chrissy Wozniak about their shared passion - marketing ag 
based companies. Amanda owns Stanton Small Business Marketing, providing 
simple, sustainable & social marketing solution. Read more – North American AG

John Deere Recalls Lawn Tractors Due to Crash 
and Injury Hazards
 This recall involves John Deere lawn tractors with model numbers X380 and X390. The tractors are green and yellow. John 
Deere and the model are printed on the side. The serial number is located on the frame on the right side of the machine near 
the engine. Read more - Rural Lifestyle Dealer

3 Tips or Getting Ahead of Inflation at Your Dealership
 Sara Hey and Bob Clements of Bob Clements International walk through three main areas dealers need to pay attention to help 
get ahead of inflation at their business. Clements say he expects we’ll see 10-12% inflation number in the U.S. and in Canada it 
will be about 5-6%. Read more - Rural Lifestyle Dealer

https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=273b9a2839&e=2b9c8997a2
https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=ad25b10888&e=2b9c8997a2
https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=12444e4d3b&e=2b9c8997a2
https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=54c5d2ac48&e=2b9c8997a2
https://www.ne-equip.org/donate-neda-legislative-initiatives/#!form/DonateNEDA
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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.

ON THE RULES OF LIFE FOR GRADUATES. 
Excerpt from Charles Sykes 

Some have said this was from Bill Gates talk to high school graduates, but probably he did not say this unless, he quoted Sykes. 

RULE 1. 
Life is not fair; get used to it. 

RULE 2. 
The world won’t care about your 
self-esteem. The world will expect 
you to accomplish something before 
you feel good about yourself. 

RULE 3. 
If you think your teacher is tough, wait 
until you get a boss. He doesn’t have 
tenure. 

RULE 4. 
You will not make fifty- thousand dollars 
a year right out of high school or  
college. You won’t be a vice-president 
with a company phone, until you earn 
both. 

RULE 5. 
Flipping burgers is not beneath your 
dignity. Your grandparents had a  
different word for burger flipping; they 
called it opportunity. 

RULE 6. 
If you mess up, it is not your parents’ 
fault, so don’t just whine about your  
mistakes, learn from them. 

RULE 7. 
Your school may have done away with 
winners and losers, but life has not. In 
some schools they have abolished failing 
grades; they will give you as many times 
as you want to get the right answer. This 
doesn’t bear the slightest resemblance to 
anything in real life. 

RULE 8. 
Before you were born, your parents 
weren’t as boring as they are now. They 
got that way from paying your bills, 
cleaning your clothes and listening to you 
talk about how cool you are. So before 
you save the rain forest from the parasites 
of your parents’ generation, try  
“delousing” the closet in your own room. 

RULE 9. 
Life is not divided into semesters. You 
don’t get summers off and very few  
employers are interested in helping you 
find yourself. Do that on your own time. 

RULE 10. 
Television is not real life. In real life 
people actually have to leave the coffee 
shop and go to work. 

RULE 11. 
Be nice to nerds. Chances are, you 
will end up working for one.

https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=008b91cb42&e=2b9c8997a2


You Hold the Keys
Confidently place people behind  

the wheel of your company vehicles 
with the help of driver screening 
tools and Federated Insurance’s  

risk management resources.

Commercial Insurance  Property & Casualty | Life & Disability Income | Workers Compensation | Business Succession and Estate Planning | Bonding

Federated Mutual Insurance Company and its subsidiaries** | federatedinsurance.com

22.06  Ed. 12/21  *View A.M. Best Rating Guide information at www.ambest.com. **Not licensed in all states.  © 2020 Federated Mutual Insurance Company

Scan to learn more about 
helping company drivers make 

it home safe today.

It’s Our Business to Protect Yours®

Northeast
Equipment
Dealers
AssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers

*




