
Employee Turnover Costs 
More Than You Think

 A new study from Wharton’s Ken Moon reveals the hidden cost of employee 
turnover by drawing a direct link between higher quit rates and product failure for 
a manufacturer.
 Henry “Ford created an automated system of work, but he recognized that 
to perform at a high standard the system involved having workers whose work is 
interconnected,” said Ken Moon, a Wharton professor of operations, information 
and decisions. “From his actions, I kind of suspect that he knew what we found in 
this study.”
 “When you have a lot of turnover, you may be able to replace people easily 
and quickly, but a team is still more than the sum of its parts.”
 The researchers partnered with a major Chinese manufacturer to track the 
failure rates for 50 million cellphones over four years of consumer use. When a 
device failed — defined as needing repair or replacement — they were able to 
trace the unit back to the exact date and location where it was assembled, the 
factory conditions, and the staffing level at the time.
 With such precise data, the researchers uncovered some significant 
correlations:

•Each percentage-point increase in the weekly turnover rate for workers 
increased product failure by 0.74% to 0.79%.

•Failure was 10.2% more common for devices produced in the high-turnover 
weeks following payday, which was once a month, than for devices 
produced during the lowest-turnover weeks immediately before payday.

•In other weeks, the assembly lines experiencing higher turnover produced 
an estimated 2% to 3% more field failures on average.

•The associated costs amounted to hundreds of millions of dollars.
 The authors say their study is the first to link worker turnover directly to product 
reliability in the manufacturing sector, and the results emphasize that there is a lot 
more for managers to consider about worker turnover than just the budget-line 
costs of recruiting and training replacements.
 ““It’s about reshaping workflows instead of trying to reshape people.”
 “The team we collaborated with had two reactions to the data findings. One, 
they realized that there is a connection and it’s more obvious than we thought. 
And two, they all started to run the numbers in their heads,” Moon said.
 The paper’s authors write that their findings prove that companies can 
“substantially benefit” by raising compensation and improving work conditions 

continued on page 14
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NEDA Workers’ Compensation Safety Group

Exclusive WC Program
 

DIVIDEND HISTORY

ELIGIBILITY

Average Dividend of 27.0% 
For the Last 10 Years

Policy Year
2020-2021
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2018-2019
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2016-2017
2015-2016
2014-2015
2013-2014
2012-2013
2011-2012

Dividend
35.0%
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40.0%
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 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%

www.haylor.com/NEDA


 Elections combined with the end of the legislative 
session years can sometimes result in unexpected and 
expedited actions as our legislators look to draw atten-
tion to themselves and/or avoid public scrutiny as ses-
sions draw to a close.  Knowing that the public and press 
are focused on the holidays, bills are rushed though, etc.  
Understanding that the last quarter is also one of the 
busiest times at our dealerships and how easily “urgent” 
matters can dominate planned tasks/schedules, I want 
to encourage dealers to take a minute or two reach out 
to both of their representatives – both current and newly 
elected.  Rest assured, the Right-to-Modify advocates 
will be!  
 Workforce development continues to be a major fo-
cus of the association’s work.  We continue to engage 
with legislators, administration leadership, AG Ed Com-
mission staff and leadership (PA), and expand our outreach and engagement with Ag 
teachers (PA and NY).  Long term we’re working on development of a “skills competition” 
focused on repair of agricultural equipment and systems.  In the long term, our goal is to 
use the competition(s) to help build student and teacher competencies, promote Ag techni-
cian careers/pathways and highlight the technological innovation found in our industry/
equipment.  Personally, I’m excited to work on the project and am looking forward to 
working with our members, educators, and the industry.  
 Last month I talked about finding, hiring, and retaining quality employees, changes in 
our workforce demographics and highlighted some solutions that might help dealers ad-
dress the problem.  As I thought back on the many  regional meeting presentations we’ve 
hosted, it occurred to me that all of the presenters in one fashion or another repeated the 
same mantra – “you can’t manage what you don’t measure”, usually followed by a strong 
suggestion that dealers use “data” to help them move from subjective to objective decision 
making.  Over the years, I have heard and often repeated the saying “you can’t sell it right 
if you haven’t bought it right”.  Frankly, I think the same can be said of hiring - hiring “right” 
solves lots of problems!  
 Looking back at my article, none of the suggestions I’d listed included incorporated 
“measuring” or “objectivity” into the HR department or hiring the “right”.  MY MISTAKE!  
It turns out that incorporating “objectivity” into the hiring process results in more successful 
hires.  Knowing what competencies the “job” requires (position descriptions) and measur-
ing/validating a candidate’s skills (testing) is one of the best ways to ensure a dealership 
is hiring the best candidate.  
 Don’t believe me, just ask Google “moving from subjective to objective hiring”!  
 For those of you looking to find the right “technician”, please consider incorporating 
our AG Technician Skills Validation test into your hiring process.  We received the follow-
ing feedback from one of our dealers service managers: “Overall, I think the test should 
give a pretty good indication of Tech’s general knowledge. Overall score was 94.8%. I 
think I spent maybe 35- 40 minutes on it.”

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

TIMOTHY CALL
Empire Tractor / Batavia, NY
315-343-1822 • Fax: 585-343-1848
New Holland, Kubota, Kioti
timc@empiretractor.com 

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 

NEDA Board of Directors
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 TIM WENTZ
Field Director / Legislative

Committee Chairman
717-576-6794



4 | Northeast Dealer
September 2022

Catherine B. Fletcher and William S. Fletcher
 A couple together in life and death 
— Catherine (Cathy) B. Fletcher, 88, 
passed away peacefully on June 23, 
2022, her beloved husband followed 
only eight days later. William (Bill) S. 
Fletcher, 89, passed away peacefully on 
July 1, 2022.
 In 1957, Bill went to work with his 
father at the family’s tractor dealership, 
Pinnacleview Equipment. Cathy left 
R.N. Johnson Equip. dealership -(since 
she had married the competition) and 
went to work beside Bill as a bookkeep-
er and business partner in Pinnacleview 
Equip. .
 In addition to work, Bill was active in the New England Equipment  
Dealers’ Association, serving as president in 1973 and then later as the New  
England Representative to the National Equipment Dealers Association 
Board of Directors. 
 They are survived by their two children: Mike Snide of Walpole; and Debbie 
Newman (Dwight) of Sammamish, WA;;  and their five grandchildren.
 Joint Services were held recently.
 In lieu of flowers, donations can be sent in memory of Cathy and Bill to the  
Alzheimer’s Association, 225 N. Michigan Ave., Fl. 17, Chicago IL 60601.
 Our sincere condolences go out to their entire family.

Paul Thomas Shover
 Paul Thomas “Tom” Shover, 93, of  
Carlisle, PA, passed away on July 30, 2022, 
at UPMC West Shore. He was born Septem-
ber 1, 1928, in Carlisle, PA to the late Paul E. 
and Hazel M. (Shughart) Shover. 
 After graduating from Carlisle High 
School, Tom proudly served in the Army dur-
ing the Korean War.
 After honorable discharge he began his 
career as a salesman for Massey Ferguson 
and  eventually owned and operated  Paul 
Shover Inc., in  Loysville and Carlisle, a 
farm machinery implement dealership along 
with his brothers. 
 He is survived by his devoted  wife, Linda K. (Dougherty) Shover of Carlisle; chil-
dren, Suzanne M. Shover, Shane Gilbert   and Shawna Scherer (Stephen) ; grand-
daughters, Elyssa and Jorja Gilbert; and siblings, Ronald Shover of Carlisle, and 
Linda Seltzer. 
 In lieu of flowers, memorial contributions may be made to Furry Friends  
Network, PO Box 519 Boiling Springs, PA 17007, or Cumberland Goodwill 
EMS, 519 S. Hanover St., Carlisle, PA 17013.
 Our sincere condolences go out to their entire family.

~ Article courtesy of THE WHARTON SCHOOL — 8-2022ASSOCIATION
NEWS

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

accomplish great things!

www.ne-equip.com

In Memoriam



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.

AgDirect®. There isn’t an easier way 
to earn the trust of your customers.

Along with its simple applications and quick 
response, AgDirect® offers competitive rates and 
terms. AgDirect helps you deliver the kind of 
financing your customers need most. 

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



NEW MEMBERS
NEW MEMBERS

LAWN AND GOLF SUPPLY COMPANY, INC. 
647 Nutt Rd., Phoenixville, PA 19460
P: 610-933-5801
www.lawn-golf.com
Ken Jeinnings
Lines Carried: Cut Cadet, DeWalt, Ryan, Husquvarna, Smithco

MORRIS MACHINERY, LLC
823 Dunn Station Road, Prosperity, PA 15329
P: 724-852-1060  •  F: 724-852-1060
www.morrismachinery.com
Robert Morris
Lines Carried: Branson, Gravely, Zetor

NEW ASSOCIATE MEMBER

AME INTERNATIONAL 
2347 Circuit Way, Brooksville, FL 34604
352-593-4987 • C. 352-238-4413
www.ameintl.net  • E: aglidden@ameintl.net
Sales:  Eric Frantz -  Autumn Glidden

Please Join Us In Welcoming Our 
New Members To NEDA.
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ASSOCIATION
NEWS
Alone we can do so little ...
together we can
accomplish great things!

www.ne-equip.com

MAINE ... New Non-Disclosure Agreements in Employment
 The New Law, Non-Disclosure Agreements in Employment, LD 965 prohibits an em-
ployer from requiring an employee to enter into a contract that prohibits the employee from 
reporting unlawful employment discrimination.

To read the new law CLICK HERE!

AgChoice and MidAtlantic Farm Credit Merged to Form 
Horizon Farm Credit

Regulatory approval from the Farm Credit Administration was given in June. 
 Horizon Farm Credit serves 100 counties in Delaware, Maryland, Pennsylvania, Virgin-
ia, and West Virginia and is made up of more than 20,000 member-borrowers. The merged 
entity has 25 offices across its five state footprint and is headquartered in Mechanicsburg, 
Pennsylvania. While the new Association’s footprint is larger, the focus on customers and 
dedication to serving agriculture and rural communities remains strong.

https://legislature.maine.gov/legis/bills/bills_129th/billtexts/HP111201.asp


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

Engage Fastline’s Audience
Like Never Before!

Put us to work. We can help you grow.

Our new Product Packages 
allow you to reach potential 

customers across print, email, 
digital and social media, 

giving you substantially more 
impressions than print alone.
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United Ag & Turf Opens 
All-New Facility in Greenwich, NY
 United Ag & Turf announced the opening of its new facility, 
a 25,200-sq.-ft. building 
located at 217 State Route 
29 in Greenwich, NY.
 The facility, sits directly 
next to the Washington 
County Fairgrounds. It is 
a full-service store fea-
turing an 11,500 sq. ft.  
service department, with 
6,000 sq. ft. of warehouse 
space, and a showroom selling John Deere, Stihl, Honda and 
other products to support residential and commercial landscap-
ing, compact construction equipment needs and area farms.
 United Ag & Turf President Scott Miller said, “We are  
extremely excited to have the opportunity to not only expand 
and better serve customers in the greater Schaghticoke/Easton/
Greenwich area, but also provide our excellent team here with 
the best in facilities and improvements to help them continue to 
perform at the highest level. We look forward to being a part of 
the community for many more years to come.”
 Eric Driscoll, CEO of United Ag & Turf NEand United  
Construction & Forestry, reported the company is following this 
opening with several other new facilities. United Ag & Turf is a 
John Deere dealer of agriculture, turf, utility vehicles and compact 
construction equipment that was formed in 2018 by consolidat-
ing several John Deere dealerships into one new organization. 
United Ag & Turf has a total of 68 locations throughout New York, 
New Hampshire, Vermont, Maine, Massachusetts, Rhode Island, 
Connecticut, Texas, Oklahoma and Arkansas.

COMPLIMENTARY WEBINAR
Family/Succession Planning

Tuesday, September 20, 2022 (1:00 PM CST)
60 minutes | Complimentary | Advance registration required

This presentation will cover the top legal issues faced by in-
dividuals and business owners. Learn how estate planning 
can impact your business with an estate planning attorney who 
does it every day. Mitch McCuistian from the law firm Evans & 
Davis will share how to properly draft business succession 
plans and personal estate plans that can help mitigate and 
prevent issues. Additional items to be discussed include 
upkeep of corporate documents, liability and asset protection 
planning, business en-tity structure, and employee retention. 
Lastly, the presentation will cover how the business owners’ 
own personal estate plan can have a meaningful impact for 
generations to come. REGISTER NOW!

 With 2022-23 dues renewal now being mailed, we thrive on  
doing everything possible to ensure that your dealership in-
formation is as accurate as possible, so you receive the most 
current information that is happening in our industry. Please 
click here and fill out the verification form and include all 
management personnel  in your dealership who are eligible 
to 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 after receiving the first renewal  
notice. 

MEETING THE EXPECTATIONS OF OUR MEMBERS
IS OUR NUMBER ONE GOAL!

NEDA Service
Technician Skills 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, em-
ployers need a way to measure skills or competen-
cies. A skills assessment evaluates a potential or cur-
rent 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 as-
sess the readiness of an applicant or employee to 
undertake certain service tasks and responsibilities 
within a dealership. Click here “Online Exam” 
to take the NEDA Skills Test.

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=3bec401c71&e=2b9c8997a2
https://teams.microsoft.com/registration/TYD7LgHYJUaEFRMeVKyeTg,1sK255GhiEqWmfsUIZ0V1g,_WyXcGhINU-at0qm2n3Erg,ZyYsMGdtXUGSaPp-UoCTIA,8xOQIzb_JU2KBhERpZ9Xkw,D_mNLa7OzUG8zTxrBfkDtQ?mode=read&tenantId=2efb804d-d801-4625-8415-131e54ac9e4e&_cldee=-5RH2elV0Dmzey12XeOvZ6B3CBGQL57ZFNU2FU2HUmi_sHBtdPIB88MNE_Iqljue&recipientid=contact-ba6fb74a23d4e61180cf00505690fa2f-a7c5ebcfc7e549528a2128f0ca2474ac&esid=68d25f0b-1d23-ed11-8133-00505690fa2f
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LED  

Safety 

Flashers 

Amber LED Hazard Flasher Kit 

Magnetic*Rechargeable 

Technical Features 

* 12 Bright LEDs on each light 
* 12-24 Volt operation 
* IP67 
* 4.1” x 4.3” x 2.6” 
* 2 -Year Limited Warranty 
* ECE R65, EMC R10 rating approval 
* On/Off switch with power indicator 
* 8 hours run time on full charge 
* 2 hours quick charging time  

ON /OFF 
SWITCH 

MAGNETIC 
BASE 

USB CHARGING 
PORT 

2 amber LED lights, 
USB adapter, charging 
cord, included with 
hard carrying case.  

SKU# HFMRWL-A 

Northeast Equipment Dealers Association 
128 Metropolitan Park Drive 

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

 
EXPIRES September 30, 2022 

Order Today! 
 

NEW 

Regular Price $80.00 
 

Dealer Price $56.46 
 

Special Price $50.81 
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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.

 Ag Progress Days is a chance to hear about issues on the 
ground, directly from farmers.
 For 90 minutes on Wednesday, Glenn Thompson, House Ag. 
Committee — along with Russell Redding, Pennsylvania secretary 
of agriculture, Richard Roush, the dean of the Penn State College of 
Agricultural Sciences and Tim Wentz, Northeast Equipment Dealers 
Association — heard from ag leaders and farmers themselves about 
the big issues facing farmers in the Keystone State.

Here are four issues that stood out:
1. Solar development.

Carrie Nace, legislative director for Pennsylvania State
Grange, said there is growing concern among her organization’s 
members about the loss of prime farmland to large-scale solar proj-
ects.

The Grange recently enacted a policy calling for the prohibi-
tion of large-scale solar projects on Class I and Class II soils, the 
highest-quality agricultural soils as classified by the Natural Re-
sources Conservation Service.
 Redding said the issue comes down to local zoning laws and 
how local governments plan for development and preservation of 
farmland.

2. Attracting young farmers.
One attendee talked about ways to help preserve small- and

medium-sized farms and get more young people excited about ca-
reers in the business.
 Thompson touted a bill that he co-sponsored last year, the 
Growing Opportunities in Agriculture Act, which would create a $5 
million grant program to help high schools cover the startup costs 
associated with agriculture education programs.

3. Development and bay cleanup.
Jeff Swinehart, president and CEO of Lancaster Farmland Trust,

and chairman of Lancaster Clean Water Partners — which brings 
together county organizations with the shared goal of cleaning up 

all the county’s impaired waters by 2040 — said the threat of de-
velopment and insufficient funding for county water cleanup efforts 
will threaten more farmland if changes are not made.
 Swinehart said a recent report by American Farmland Trust 
placed Lancaster County — along with Chester and York counties 
— at the top of counties that have lost productive farmland since 
2016. The report estimates that another 27,000 acres of produc-
tive farmland could be lost by 2040 — 18,000 acres of which are 
outside the county’s designated growth areas.

4. Mentoring future mechanics.
Tim Wentz, field director for the Northeast Equipment Dealers

Association, said dealers cannot find enough skilled mechanics to 
fill jobs, leading to overworked mechanics and new people who 
are not getting trained properly.
 He said current mechanics need training to help them teach 
new mechanics how to fix modern machines, which are becoming 
more electrical and computerized than ever before.
 He also called for middle school mentoring programs to get 
more young people excited about careers in ag machinery repair.
 “Today’s equipment is much more computerized, much more 
advanced,” Wentz said. “It takes real skill how to troubleshoot, and 
it is going to get more like this. So, you must have techs who under-
stand this.” 

~ See balance of article on page A20, 8-13-2022 of Lancaster Farming

4 Hot Topics at Ag Progress Days 
Listening Session

By Chris Torres | Aug 15, 2022
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Utah Based Kenect, 
Makes the Inc. 5000 
List for Second Year 
in a Row, With Three 
Year Revenue Growth 
of 641%
Pleasant Grove, UT, August 16, 2022 – Inc. magazine  
today revealed that Kenect, the platform that allows busi- 
nesses to connect with their customers, is ranked No. 1,014 on it’s  
annual Inc. 5000 list, the most prestigious ranking of the  
nation’s fastest-growing private companies. Kenect secured the 
spot, for the second year in a row, with a three-year revenue 
growth rate of 641 %. 
 Kenect is the 6th fastest growing software company 
in the state of Utah. We currently have 180 employees 
and could reach 200 employees by the end of the year. 
 Kenect’s strong growth is fueled by small businesses who 
realize that their customers want to text them. More than 89% 
of people say they would prefer to text a business rather than 
call a business. Kenect allows small businesses the ability to 
immediately text their customers rather than play phone tag. 
 Kenect also allows small businesses to generate reviews, 
conduct live video chats, and even collect payments via 
text. Per location usage of the Kenect payments platform has  
increased nearly 500% in the last 18 months, signaling a mas-
sive shift in the way customers want to pay small businesses. 
 “We’re honored to be on the Inc 5000 list for the second 
year in a row. It’s truly elite company,” said Shaun Sorensen, 
CEO of Kenect. “This honor is a testament to our team, our 
product and our amazing customers.”
 Complete results of the Inc. 5000 list, including company 
profiles and an interactive database that can be sorted by  
industry, region, and other criteria, can be found at www.inc. 
com/inc5000. 

About Kenect
 Kenect helps businesses connect with their customers. We 
build simple texting tools that are elegant and easy-to-use. 
Thousands of companies across North America use our plat-
form to text their customers, generate online reviews, gather 
leads from their websites, video chat, and collect payments. 
 Based in the Silicon Slopes of Utah, our team is commit-
ted helping businesses improve their customer experience and 
customer communication.  

To learn more about Kenect, visit Kenect.com or text us at 
(888) 972-7422.

CONTACT: 
Ben Leighton, Content Marketing Manager, Kenect 
bleighton@kenect.com

 The Italian Trade Agency would like to cordially invite you to 
participate in our East Coast AgTech Trade Mission luncheon in 
Lancaster, PA on Tuesday, September 13th from 11:30 AM - 
2:30 PM and in Geneva, NY on Thursday September 15th. 
  Attendees will be able to meet with the 11 industry-leading trav-
eling Italian AgTech companies and hear remarks from a panel 
of industry experts. Any dealer, distributor, farmer, or 
stakeholder in  agriculture is encouraged to attend.

CLICK HERE TO REGISTER 

Why Should I Attend? 
 The ITA East Coast trade mission offers a very unique opportunity 
for local industry players to meet dynamic international companies 
without having to leave their home state and the costs associated 
in doing so. The Trade Mission is directly supported by the Ministry 
of Foreign Affairs and FEDERUNACOMA -the Italian Agricultural 
Ma-chinery Manufacturers Federation. Italy sees the U.S. East Coast 
as a prime area to develop new inroads to develop a strong, 
sustainable, line of trade. 

 The trade mission is going to be the right occasion for the 
Italian Trade Agency to introduce the new incentive pilot program 
created to support an incentive business between Italy and the US.

 The pilot program has the objective of encouraging 
expansion of the portfolio of Italian brands offered by US 
importers, distribu-tors, and dealers. The ITA Agency plans to 
work closely with these commercial figures providing them with a 
series of support measures, assistance, and information on the 
Italian AgTech Industry offer, with reference to new brands for the 
American market.
 ITA intervention aka “the program” is devoted to reducing 

the financial exposure and the risk involved in adding a new 
brand. At the same time, the Italian Trade Agency aims to support 
the importers in finding the right brands for their market operating as 
a “gatekeep-er” for the level of maturity or preparedness of the 
prospective Italian partner. See ad on page 13.

YOU’RE

INVITED

https://www.itahouston.com/agtech22


https://www.itahouston.com/agtech22
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KUBOTA RTV520-A STOLEN
 NEDA has been notified by the NY State Police that they received a case yesterday of a stolen 
Kubota RTV520-A.

It is a 2021 with a serial number of A5KA1DGATMG011495.
 It was stolen sometime between 8/12/2021 - 8/15/2021 from Windsor High School in 
Windsor NY. The machine was part of their agricultural program that was grant funded for the 
students. The photo above is the actual UTV that was stolen.

Detective Matthew O’Brien is the point of contact and can be reached as follows: Detective 
Matthew O’Brien Broome, County Sheriff’s Office, Criminal Investigations Unit, 155 Lt. VanWinkle 
Drive, Binghamton, NY 13905 – (607) 778-2334 Desk; (607) 343-5937 Cell; (607) 778- 6097 
Fax.

. 

THEFT ALERT!

Employee Turnover Costs continued from page 1

to retain a stable employee base. Flexibility and standardization are critical to factory production, Moon said, but so is retention.
 “What we find from the data is that if you take an experienced person who left the line and find an equally experienced person 
and plug them in, it’s disruptive. That person who left has some knowledge that’s not easily replaced,” he said. “Even though an 
assembly line is not a deeply collaborative workplace, there is still a need to coordinate with those around you. And that matters.”
 “We’re chasing the idea of, ‘Let’s measure it.’ Let’s not let the workplace be a black box where we don’t see inside,” Moon said. 
“Putting sensors on folks is something to do very carefully and conscientiously, but can it lead us to do better? It’s about reshaping 
workflows instead of trying to reshape people.

~ Article courtesy of The Wharton School — 8-2022

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

  Go to www.ne-equip.com and login in with your user ID and password. Once your logged in place 
your cursor in the upper right hand corner and click on “Edit my Profile”.

Here you can put any events happening at your dealership, upload profile pictures, your company 
logo, etc…
  Email davec@ne-equip.com or call the Association, 800-932-0607 if you have any problems getting 
into the website. 

 Your business’s inventory can be an attractive target for thieves, 
whether items are found at jobsites, retail spaces, dealerships, ware-
houses, or other locations. Consider the layout of your business— the 
less likely a thief is to be detected, the more appealing the target. And 
lack of inventory management and the ease of selling stolen items can 
lead to low rates of recovery. So how do you keep your inventory safe?

Security Awareness
 As a business owner, you can help make it harder for would-be 
thieves by:

•Reminding employees to keep designated areas locked and se-
cure when the business is unattended.

•Having well-lit, monitored parking areas
•Not sharing keys, passcodes, or other confidential information

with outside parties.
•Installing motion sensor lights and video recording systems, es-

pecially around entrances, loading docks, or areas that require
extra security.

•Monitoring alarms or security systems and testing them monthly.
•Keeping detailed records of inventory.

Employee Training
 Your employees need to be aware of the value of your business’ in-
ventory. Take the time to work with them on regular security training and 
let them know what you expect in terms of following security protocols. 
New hires could also be potential security risks, as theft may occur as 

part of an inside job. Consider implementing a thorough evaluation and 
training period and verify their qualifications by using proper screenings 
and background checks, when appropriate and allowed by applicable 
law.

Security Survey
 If you have not recently completed a security survey at your busi-
ness, now may be the right time to do so. Consider the following to start:

•Are equipment, merchandise, and supplies property stored and
secured at night or after hours?

•Are gates and doors functioning well, and are they locked se-
curely each night?

•Do you use security lighting, clear signage, or use of technology
to monitor your business?

•Are equipment, merchandise, and supplies arranged in a way
where missing units can be easily noticed?

•If applicable, are employees using lockout devices on machines
to disable the ignition or fuel system after hours?

 While there are no ironclad defenses against theft, there are a num-
ber of ways that you can be proactive to help protect your business. Re-
inforce the importance of security to your employees, continue to keep 
records and an updated registry of your equipment, merchandise, and 
supplies, and obtain the right insurance to help keep you covered in the 
event of a loss.

~ Article courtesy of Federated Insurance Co.

PROTECTING YOUR INVENTORY 
–Theft Prevention Tips
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Northeast
Equipment
Dealers
AssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers

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

Planning for the Family Business Transition: 

“What’s Next”
 As a business owner, you understand that ultimately you 
may face the challenge that your role as a leader at your com-
pany will one day end. This can be difficult, especially if your 
business is family owned and operated. Or, you may have 
already experienced this kind of transition through an illness, 
death, sale, or the business being passed down through gen-
erations. If you are planning to pass your business to family, it 
is important to discuss it with them openly and honestly. Plan-
ning for the next generation can be challenging, but the cost of 
not facing this question may be substantial, both financially and 
personally. Investing the time now to ensure a successful transi-
tion can be impactful for the new owner, and it will show your 
employees that there is a bright future for the next generation of 
the business.

Understand the Barriers
 Some of the common barriers that can contribute to a lack 
of succession planning may include:

•Not having enough time to properly plan.
•Fear of giving up control of the company.
•Avoiding the issue due to its complexity.
•Holding on to fear of the unknown.
•Lacking clarity as to what the succession plan should 

look like.
 Acknowledging these possible barriers can help move 
the business toward starting the important process of business  
succession planning.

Make Your Transition a Success
 Ask yourself what you want the business to look like once 
you are no longer the leader. The right option for your business 
- whether it’s a sale, a gift, or a combination of the two - will 
depend on a variety of considerations and your individual cir-
cumstances. Success involves being proactive and preparing 
for the next generation of leaders for your company. Communi-
cating your wishes, determining a plan, and implementing those 
wishes will provide you with the answer to the question, “what’s 
next”?
 A qualified attorney can help you sort through your options 
and can help design a business succession plan that will be in 
sync with what you want. Talk to your local marketing repre-
sentative for a referral to a member of Federated’s network of 
independent attorneys.
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CHeck out 2022 cash rental rates
 With high commodity prices and increased competition for land, it is no surprise 
that cash rental rates are going up across the region.
 According to data from the National Agricultural Statistics Service, the U.S. av-
erage cash rental rate is $148 per acre, up $7 from last year. The national average 
for rented irrigated land is $227 per acre, up $10 from last year. Rented pastureland 
nationwide averaged $14 per acre, up slightly from last year’s $13 per acre.

How survey is conducted
 The target population for the program is all farms and ranches with $1,000 or 
more in agricultural sales (or potential sales) who rent land from others on a cash rent 
basis. It is unclear how many producers were contacted for this year’s survey, but in 
2021, the sample size was 260,000 producers.

Other resources
 Of course, there are many resources out there if you are interested in renting 
land or want to lease some of your land to another grower.
 This Farm Progress article from 2017 has some good tips on how to negotiate a 
land rental rate.
 Here are the 2020 cash rental rates by state in the Mid-Atlantic and Northeast:
  CONNECTICUT
   Nonirrigated: $86 per acre, up from $78 per acre
  DELAWARE
   Average: $117 per acre, up from $114 per acre
   Irrigated: $174 per acre, up from $166 per acre
   Nonirrigated: $94.5 per acre, up from $88 per acre
  MAINE
   Nonirrigated: $60 per acre, up from $59 per acre
  MARYLAND
   Average: $117 per acre, up from $111 per acre
   Irrigated: $201 per acre, up from $197 per acre
   Nonirrigated: $111 per acre, up from $103 per acre
   Pastureland: $51 per acre, down from $53 per acre
  MASSACHUSETTS
   Average: $106 per acre, up from $97 per acre
   Irrigated: $284 per acre, up from $260 per acre, large cranberry 
    growing industry
   Nonirrigated: $87.5 per acre, up from $78 per acre
  NEW HAMPSHIRE
   Average: $56 per acre, up from $54.50 per acre
   Irrigated: $49 per acre in 2021
   Nonirrigated: $51.5 per acre (no 2021 data)
  NEW JERSEY
   Average: $84.5 per acre, up from $82 per acre
   Irrigated: $136 per acre, up from $128 per acre
   Nonirrigated: $75.5 per acre, up from $66 per acre
   Pastureland: $46 per acre in 2021
  NEW YORK
   Average: $77 per acre, up from $69 per acre
   Irrigated: $163 per acre, up from $145 per acre
   Nonirrigated: $76 per acre, up from $68 per acre
   Pastureland: $25 per acre (unchanged)
  PENNSYLVANIA
   Average: $101 per acre, up from $94 per acre
   Irrigated: $162 per acre, unchanged
   Nonirrigated: $100 per acre, up from $93 per acre
   Pastureland: $40.5 per acre, up from $40 per acre
  VERMONT
   Average: $58.5 per acre, up from $52.5 per acre
   Nonirrigated: $58 per acre, up from $52 per acre

~ Article courtesy of American Agriculturists, Chris Torres | Aug 16, 2022 

Hire a Veteran
	 Commit	to	hiring	qualified	veterans.	It	is	the	smart	choice.
	 A	quick	internet	search	shows	articles	from	many	recognized	
business	leaders	who	endorse	hiring	veterans	as	a	good	business	
practice.	Why?	Veterans	bring	the	following	attributes	and	charac-
teristics	to	the	workplace:
	 •	 Proven	leadership	and	leadership	readiness	
	 •	 Mission-focused	approach	to	work
	 •	 Experience	working	in	diverse	teams	and	organizations	
	 •	 Adaptable	and	immediate	contributors
	 •	 Strong	work	ethics	
	 •	 Strong	performance	under	pressure
	 •	 Creative	problem-solving
	 •	 Self-starter
	 •	 Integrity
 • FACILITATE	EMPLOYING	A	VETERAN	WITH	AN	RVEC

Regional	 Veterans’	 Employment	 Coordinators	 (RVECs)	 en-
gage	with	local,	regional,	and	national	employers	and	con-
nect	them	with	Federal,	state,	and	local	resources	to	facilitate	
veterans’	employment.	

• DOL	EMPLOYER	GUIDE	TO	HIRING	VETERANS	(PDF)
The	 guide	 intends	 to	 provide	 accurate	 information	 about	
service	member	and	 veteran	demographics;	 share	 federal,	
state,	and	other	resources	for	employers	to	facilitate	veteran	
employment;	and	make	recommendations	on	how	to	attract,	
train,	and	retain	veterans.

• NATIONAL	LABOR	EXCHANGE:	POST	A	JOB
Veterans	who	find	your	 job	openings	on	 the	 search	 results	
page	will	be	taken	directly	to	the	job	opening	on	your	cor-
porate	website.

• CareerOneStop
	 HIRING	TOOLKIT
	 Customized	solutions	to	your	recruiting,	hiring,	and	training	
needs.
	 BUSINESS	CENTER
	 Your	source	for	help	hiring,	training,	and	retaining	a	strong	
workforce.
	 RECRUIT	AND	HIRE
	 Find	tools	and	best	practices	for	the	critical	steps	in	your	hir-
ing	process	and	including	diversity	in	your	workforce.	
•	 DOL	ETA:	Building	Registered	Apprenticeship	Programs	(PDF)

This	 toolkit	 provides	 helpful	 steps	 and	 resources	 to	 start	
and	register	an	apprenticeship	program,	from	exploring	the	 
apprenticeship	model	as	a	workforce	strategy	to	 launching	
a	new	program.	

•	 VA.gov	Vocational	Rehab	&	Employment	Programs
	 Explore	what	VA	offers	to	make	hiring	or	rehiring	a	Veteran	
with	a	service-connected	disability	that	much	easier.

Related Resources 
HIRE	VETS	MEDALLION	PROGRAM
	 The	HIRE	Vets	Medallion	Award	is	the	only	federal-level	veter-
ans’	employment	award	that	recognizes	a	company	or	organiza-
tion’s	commitment	to	veteran	hiring,	retention,	and	professional	
development.	
VIDEO:	DOL	AND	CAREERONESTOP
	 Find	out	how	the	Department	of	Labor	and	CareerOneStop	
can	help	veterans.
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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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Benefits of a Seller Carrying a 
Note for the Sale of a Business
Introduction
 After years of working long hours, dealing with moments that seem impossible, and successfully 
running your business, you have finally reached a point where you decide it’s time to sell.  This is an  
exciting time in any business owner’s life, the culminating event, that moment where all your hard work 
will pay off, time to cash out.  And then the inevitable, the IRS comes calling wanting a much larger piece 
of the pie than you were anticipating.  What if there was a way to get more money for your business and 
reduce your tax burden with the IRS at the same time?  Seems impossible right?  Well, it’s not, and the 
way to do it is by offering seller financing to the buyer of your business.
 Seller financing is where the sale of the business is completed through installments, where at least 
one payment is made after the tax year of the sale.  Seller financing, or carrying a note, is useful for 
situations where a buyer may not be able to get financing from a bank quick enough or maybe not at 
all.  By offering seller financing, you will be able to find a buyer for your business quicker, sell for more 
money, be able to reduce your tax liability by spreading out payments over a number of years and can 
offer greater flexibility in financing that banks cannot offer.

Seller Financing Offers Greater Flexibility
 Finding a buyer for your business has a lot of variables, one such variable is how the buyer is 
going to pay for your business.  Many buyers simply do not have the full capital required to purchase 
your business and will be required to get a loan either through traditional methods like banks or through 
nontraditional methods like seller financing.  Banks have very stringent standards, requiring proof of net 
worth, income, business experience, assets being purchased, tax records, credit checks, and many more 
requirements before they are even willing to part with their money.  All of this is very time-consuming 
and there is always the risk that a buyer will not get the full amount needed to buy the business, or 
even worse they could be denied the loan.  Buyers that may not qualify for a bank loan might still be  
appealing to a seller for a variety of reasons.  The buyer may perform poorly as a general consumer 
and have poor credit, or have previously failed financial situations, but in the business world, they are 
very capable of running a business successfully.  Here is where the flexibility of seller financing can 
come into play.  By offering seller financing, there is less red tape to deal with regarding the deal.  Both 
the buyer and seller are able to craft the deal in a way that works best for both parties.

Benefits of Seller Financing
 Seller Financing offers a wider range of buyers for your business.  In fact, it is estimated that up 
to 90% of small business sales and almost half of all mid-sized business sales offer some type of seller 
financing.  By not offering seller financing you are severely limiting the number of buyers available.  The 
seller has the opportunity here to be as lenient or strict as they want in regards to picking the right buyer 
for their business.
 Seller financing also allows you the potential to make more money than you would in a traditional 
single business transaction.  Under a traditional bank loan, assuming the loan was for $1 million over 
a 10-year period at a fixed interest rate of 5% per year, the bank is going to make a gross profit of 
$272,786 over the life of that loan.  If the seller had offered seller financing to the buyer, the seller would 
be the one to gross an additional $272,786 bringing the total sale of their business to $1,272,786 just 
by offering seller financing.
 A sample graph (see page 22) showing what you could expect to make if you invested 100% of 
the proceeds from selling the business in a single transaction versus seller financing (assuming an 8% 
rate of return and ignoring ordinary income tax on interest from seller financing).
 As you can see by the graph, at year nine the installment sale value surpasses the single transaction 
value.  By the end of year ten, the total value of an installment sale would be approximately $180,000 
greater than the value of a single transaction.

Reduction in Taxes
 Selling your business typically brings in new capital gains tax implications but by offering seller 
financing, you are able to spread out the payments made by the buyer over an agreed upon a number 
of years.  Instead of taking that big capital gains tax hit in year one under a traditional sale, you are 
able to spread it out and may even be able to remain in a lower tax bracket and maintain that level of 
income you are accustomed to over the course of many years.

continued on page 22
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Benefits of a Seller 
Carrying a Note for 
the Sale of a Business
continued from page 20

 To show the difference in tax sav-
ings let’s assume you have a business in  
Chicago, Illinois, and want to sell.  You 
pay yourself $100,000 per year and esti-
mate the initial value of the business to be 
roughly $250,000 and the business is now 
worth $1 million.  You can expect to pay 
approximately $193,000 in capital gains 
tax on that single transaction (Estimated 
Effective Tax Rate of 20.84% for Federal 
and 4.95% for State taxes).  If you sold 
that same business through seller financing 
over a ten-year period you could expect 
to pay approximately $120,000 in capital 
gains tax (disregarding interest income tax 
and using an Estimated Effective Tax Rate 
of 6.9% for Federal and 4.95% for State 
taxes), resulting in a tax savings of roughly 
$70,000 over a ten-year period.

How to Secure a Sellers Note
There are two key ways to secure a seller’s note.  First, there is a 

security agreement.  A security agreement is when the buyer grants 
a security interest over all or certain assets in favor of the seller.  A 
security interest is an interest in personal property or fixtures which 
secures payment or performance of the obligation.  The security 
agreement has three main purposes:  To satisfy Uniform Commer-
cial Code (UCC) requirements, to reflect the deal between the seller 
and buyer concerning collateral, and to provide protection in case 
of bankruptcy or breach of the buyer’s obligations to the seller.  To 
satisfy the UCC requirements there must be a description of the col-
lateral that reasonably identifies what is described, the value must be 
given to the seller by the buyer, the buyer must have rights in the col-
lateral, and the buyer must sign the security agreement.  The security 
agreement also balances the seller’s need to create and preserve its 
security interest in the collateral and the buyer’s need to use its assets 
and operate the business without interference.  It is imperative that the 
seller files UCC-1 with the Secretary of State so there is notice that 
a lien now exists on the business until the buyer satisfies the perfor-
mance of the note.

The second way is a personal guaranty.  A personal guaranty is 
a legal promise made by a buyer to repay credit issued to their busi-
ness using their own personal assets in the event that the business is 
unable to repay the debt.  If the buyer defaults, the seller has the right 
to seize the buyer’s personal assets to recoup losses.  These assets 
may include bank accounts, cars, real estate, and other liquid items.  
There are two types of personal guarantees.  First, the unlimited per-
sonal guaranty allows the seller to recover 100% of the loan plus any 
legal fees associated with the loan.  The second type is a limited 

personal guarantee which sets a limit on what can be collected from 
the buyer in the event that there is a default.  In seller financing trans-
actions, it is recommended to utilize both a security agreement and 
a personal guaranty as they will offer you the greatest security in the 
event a default occurs from the buyer.

Conclusion
There are many benefits a seller has when offering seller financ-

ing to a prospective buyer of their business.  You open yourself to a 
greater number of buyers, are able to collect interest on the note, 
will make more money over the life of the note compared to a sin-
gle transaction, and have the ability to reduce your tax burden by 
spreading out the payments over a number of years.
 For more information regarding seller financing and the tax  
implications of doing so, please reach out to the professionals at The 
Center for Financial, Legal, and Tax Planning, Inc., at (618) 
997-3436 or visit our website at    www.taxplanning.com.

Disclaimer:  The information contained in this article is intended 
only as general information regarding seller financing and is not to 
be considered financial, legal, or tax planning advice.

Dana Wiseman
Director of Communications

BP: 618-997-3436 – F: 618-997-8370
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