
Why the Inflation Reduction Act 
May Hurt Businesses 

 The proposed new taxes on share buybacks and book income are based on 
conceptual misunderstandings and will hurt investment, according to Wharton's 
Jennifer Blouin.
 The tax proposals in the recently enacted Inflation Reduction Act of 2022 
are, overall, unfriendly to business and investing, and a couple of those are also 
ill-conceived, according to Wharton accounting professor Jennifer Blouin. “The 
tax components are all increases on the business sector, so I do not think it is 
necessarily good news for investment in the short term or potentially in the long 
run.

Blouin picked on the proposal to levy a 1% excise tax on corporate share 
buybacks — she blamed legislators for misunderstanding why companies 
repurchase stock. “For the life of me, I fail to understand why Congress views 
stock buybacks or repurchases as a bad thing relative to a dividend, which in both 
cases are distribution of funds from corporations to the shareholders,” she said. 
“These distributions are made because the company is saying, ‘Hey, we have this 
excess cash, and we don’t have a great thing to do with it, so we’re going to pass it 
back to our investors so that they can invest.’ For whatever reason, Congress thinks 
that stock buybacks are a bad thing, and they are going to impose this 1% excise 
tax.”
 In some cases, share buybacks are efforts to maintain stock compensation for 
employees, but that is thankfully exempted from the new tax, Blouin said. “What 
[the excise tax] seems to really be attacking is distribution of excess funds.” She 
noted that the tax could cover a whole host of transactions, including redemptions in 
the case of SPACs (special purpose acquisition vehicles) and M&A activity. “All 
in all, I just don’t think it’s a terribly well-designed tax that will necessarily raise 
a lot of revenue because the firm could just pay a dividend instead.”

Avoidable Complexity?
 Blouin also faulted the Act’s proposal to levy a 15% minimum tax on 
corporations that report more than $1 billion in book profits o r i n t heir fi nancial 
statements, which tend to be higher than what they declare as taxable income. “I 
do not think this is a good idea,” she said. “We’re introducing just an enormous 
amount of complexity into the system.”
 Here again, she pointed to a conceptual misunderstanding of why 
corporations declare their book profits t he way t hey d o. 
“  The earnings and the continued on page 4
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 Last year I began my article with the phrase, “The 
Right-to-Repair (R2R) ‘field of play’ has changed”, 
and highlighted the president’s executive order, the 
subsequent FTC policy statement, and the introduction 
of Congressman Morelli’s “The Fair Repair Act”. I then 
noted that we were “going to need to step up our game!”    
 With help from our coalition of partners and  
member dealers, we are fortunate to have fended off 
enactment of R2R legislation, not exempting equip-
ment, in our nine (9) states - to date. Unfortunately, 
repair advocates continue to effectively drive the 
“conversation,” overlooking any negative conse-
quences, including the potential environmental, 
safety, or financial impact should the legislation as 
it is currently drafted be enacted. 
 It is not easy to do, but experience has taught me 
to listen to what the “other side” is advocating for and 
use that information to try find common ground, while at the same time trying to help them 
understand any of the unintended consequences of their “ask.”  Advocates often say that 
the goal of our campaign is to ensure that small family farms can survive in today’s econ-
omy. Farmers just want to repair their own equipment. This is a very effective sound bite 
that is vague yet relatable, particularly when paired with monopoly/big business talking 
points in the current media landscape and given abbreviated attention spans! 
 We know that the issue is far more complicated than the advocates would have the 
public (to include your customers) and legislators believe! The majority of repairs are 
performed by customers and independent shops – why else would a majority of parts 
sales be over the counter? Emissions is a false flag argument – why else would 15% 
of diesel pickups in the U.S. have emissions Defeat Devices (https://www.carscoops. 
com/2020/12/15-of-diesel-pickups-in-the-u-s-have-emissions-defeat-devices/)?  
How does a dealer value equipment that is being operated outside of factory 
design specifications, safety or emissions control/systems defeated? These are a 
few of the questions the advocates have conveniently called red herrings! 
 Is there common ground to be found? There is! Everyone,  agrees that a diverse 
population of profitable farmers is more resilient, produces more, is more sustainable, and 
is in both the public’s interest and our national security. Few would argue that labor is not 
a problem. Not as many will agree that technology is the most effective solution to the 
labor challenge – history has proven otherwise! As appealing as it is to wish that things 
would just go back to “the good old days,” that is not going to happen. The better choice 
would be for all to work cooperatively towards identifying a legislative policy focused on 
building and supporting a vibrant and profitable producer population. 
     Regardless of the pathway chosen by advocates, industry, and legislators we can be 
certain that the more voices we are able to bring to the table, the more likely it will be that 
legislators and the public will understand that R2R (modify) is a far more complicated issue 
than the sound bites driving both social and traditional media. 
 Please take some time and check out our updated legislative tracking report on the 
association’s website. The report function features an interactive states map and the ability 
to sort legislation by category. It is @ https://www.ne-equip.org/legislative-update/. 
 Please also consider contributing to NEDA’s legislative fund and ensuring that NEDA 
can continue this important work on your behalf! 

Observations
from the FIELD

The general information provided in this publication by Northeast Equipment Dealers Association, Inc., (NEDA) is not intended to be 
nor should it be treated as tax, legal, investment, accounting, or other professional advice. Before making any decision or taking any 
action, you should consult a qualified professional advisor who has been provided with all pertinent facts relevant to your situation. 
This publication is designed to provide accurate and authoritative information regarding the subject matter covered. Changes in the 
law duly render the information in this publication invalid. Some of the editorial material is copyrighted and should be reproduced only 
when permission is obtained from the publisher and the association. 
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Court Rules Rhode Island Tolling Scheme Unconstitutional
 On 9-21-2022, a federal judge ruled that Rhode Island’s truck only tolling scheme was 
unconstitutional. As a result, Rhode Island was forced to stop collecting the tolls within 48 hours of 
the rulemaking. Rhode Island had launched the tolling program in 2018.
 The American Trucking Associations immediately cheered the decision, issuing the following 
statement:
 Today, the American Trucking Associations hailed a decision by the U.S. District 
Court ruling Rhode Island’s predatory truck-only tolling plan RhodeWorks unconstitutional.

“We told Rhode Island’s leaders from the start that their crazy scheme was not only discriminatory, 
but illegal,” said ATA President and CEO Chris Spear. “We’re pleased the court agreed. To any state 
looking to target our industry, you better bring your A-game… because we’re not rolling over.”
 ATA, along with Cumberland Farms Inc., M&M Transport Services Inc., and New England Motor 
Freight, sued Rhode Island, arguing that the RhodeWorks plan violates the Constitution’s Commerce 
Clause by discriminating against out-of-state economic interests in order to favor in-state interests, 
and by designing the tolls in a way that does not fairly approximate motorists’ use of the roads.
 “It has been a long road to get to this point,” said Rhode Island Trucking Association President 
Chris Maxwell, “But this is a tremendous day for our industry – not just here in Rhode Island, but 
across the country. Had we not prevailed, these tolls would have spread across the country and this 
ruling sends a strong signal to other states that trucking is not to be targeted as a piggy bank.”
 “This is a strong ruling that provides our industry a significant win on a critical issue,” said ATA 
General Counsel Rich Pianka. “This ruling vindicates ATA’s contention that the Constitution prohibits 
states from tolling schemes targeted at the trucking industry, at the expense of interstate commerce.”
 TANY congratulates and thanks both the ATA and the Rhode Island Trucking Association for 
their hard work and dedication in achieving this important victory.

~ Article courtesy of TANY
Related news: Takeaways from Yesterday’s Rhode Island Tolling Decision

Inflation Reduction Act
continued from page 1

financial statements are something to reflect whether or not you should make an investment 
in this company; it’s not to reflect policies that we set by the government to help incentivize 
investment,” she said. Although the Act clarified that i t would not penalize companies 
opting for bonus depreciation to claim tax deductions on their capital investments, it 
would end up hurting investment appetites, she warned.
 “They certainly, in the long run, are trying to disincentivize companies [from putting] 
their best foot forward in their financial statements,” Blouin continued. As companies 
recast their financial statements around the new tax, they might “just put a whole lot more 
words in the body of the footnotes, which again makes it tougher for the average retail 
investor to wade through and understand what’s going on,” she added.

Bolstering the IRS
 One feature of the Act that Blouin rated as “good news” was the $80 billion allocation 
to the Internal Revenue Service over 10 years to help it modernize its systems and to 
recruit more staff. She said that with the tax collection gap at about $441 billion, “our IRS 
should be provided the best tools to combat tax avoidance and lack of payment.”
 Blouin was amused by a statement from Treasury secretary Janet Yellen that the 
IRS would not use the new funding to target taxpayers with income of less than 
$400,000 annually. “I cannot help but be a little bit tongue in cheek here … if a 
taxpayer is not reporting their income, then how do you know they have more than 
or less than $400,000? There is a little bit of management of the public perception 
about where these enforcement dollars are going to go.” She said the shortfall in 
tax payments is primarily from small businesses run by self-employed individuals, 
and not from the corporate sector.

~ Article courtesy of:  A business journal from the Wharton School
of the University of Pennsylvania—8-30-2022

https://home.treasury.gov/news/press-releases/jy0918
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 NEDA has been notified by a member of the Association on 
six (6) separate burglaries at AG & OPE dealerships taking place 
in Pennsylvania.
 They are focusing on safes and cash in the dealerships and 
are disabling security systems by clipping wires to not get 
recognized on camera.
 These thieves are very professional and very forward on 
what they are after.
 They are also focusing on inspection stickers at Inspection 
Stations. It seems they are selling these stickers in the Philadelphia 
area.
 Be alert and notify your local authorities or PA State Police if 
you have any information.

BE ALERT!

Granting Exemptions to Non-Commercial Haulers 
 I am happy to report an issue regarding non-commercial haulers has been resolved. My 
House Bill 54 to alleviate burdens on those participating in various amateur competitions who were 
frequently being pulled over and ticketed for failing to display a USDOT number on their personal 
vehicle, was amended into another bill and is now Act 91 of 2022. 
 The law adds an additional section of exemptions to federal statutes, regulations, standards, 
and criteria to allow drivers to transport property to or from an amateur competitive event, like a 
race, regardless of whether the participant is sponsored. 
 Unfortunately, motorists were being pulled over based on an unjustified assumption that the 
driver is engaged in commerce. The federal government gives states the option of enforcing USDOT 
requirements to vehicles under 26,001 pounds gross vehicle weight (including a combination weight) 
engaged in intrastate commerce. Pennsylvania elected to adopt these punitive requirements several 
years ago and they have negatively impacted many small business owners in Pennsylvania. 
I became aware of this problem after hearing from a local resident who had been pulled over even 
though he was not a commercial hauler. 

Getting this bill into law was certainly a big task but the hard work was well worth it. 
~ Courtesy of Rep.Keefer.com of PA

Federated Insurance – attend a risk management training program
 Federated Insurance is offering complimentary risk management training on November 7-9, 
2022. Through this valuable session, you will discover methods you can use immediately to help 
protect profits by reducing risk at your business.
  Companies that are the most successful at controlling losses and protecting profits have integrated 
risk management into their overall company culture. Many have designated a key person as their risk 
manager. This person is supported by your company’s top management and is both responsible and 
accountable for identifying loss exposures and implementing risk management solutions.
  This seminar’s objective is to help your risk manager learn the exposures specific to your industry, 
connect with peers from across the country and apply these best practices within your business.
  You can learn more by viewing a brief video about the Risk Management Academy. To reserve 
your spot in the upcoming session or for more information, please contact drm@fedins.com or call 

(800)533-0472 Ext. 455-5958. Or, visit Federated’s website.

Learn, Connect, Apply at Federated Insurance, It’s Our Business to Protect Yours®
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digital and social media, 

giving you substantially more 
impressions than print alone.
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FTC Safeguards Rule...
Does it Apply to Your Dealership?

 One of the most important compliance requirements for a 
dealership is to guard any financial information that a consumer 
gives it during a transaction. The Federal Trade Commission (FTC) 
has developed a new Safeguards Rule for the Gramm-Leach-Bliley 
Act (GLBA) that contains a series of extensive and complicated new 
cybersecurity requirements that some dealers must comply with by 
Dec. 9, 2022. Under the updated Rule, subject dealerships will be 
required to create or revise their information security programs and 
implement new compliance measures by Dec. 9. 
 Some farm equipment dealerships will be at least partially 
subject to the FTC Safeguards Rule and its recent updates. 
 When analyzing if this Rule applies to your organization, 
follow this flow chart:  

1. Does your organization offer retail installment sales
contracts to consumers or other forms of financing? 

a. If yes, you qualify as a financial institution, go to #2.
b. If no, you do not qualify as a financial institution and this

Rule will not apply to your organization. 

2. Are these financing products (or related, equipment
products) offered by your equipment dealership sold to 
individuals for primarily personal, family or household 
purposes? 

a. If yes, continue to #3.
b. If no, this Rule will not apply to your organization.

3. Has your company sold these financing products to
more than 5,000 non-business or commercial consumers and 
do you retain their nonpublic information? 

a. If yes, this Rule applies to your organization.
b. If no, this Rule will not apply to your organization.

However, the myriad requirements under the FTC
Safeguards Rule are only applicable to the offering, arranging 
or sale of financial products to customers for personal, family 
or household purposes. 
 The issues from an operational and business management 
perspective arise in deciding whether your dealership will 
comply with the FTC Safeguards Rule for all sales and 
financing transactions where the dealership offers 
or sells a financial product or retail installment 
sales contract to the customer, or only those 
involving customers purchasing equipment 
for primarily personal, family or household 
purposes. The former scenario is not required 
by the FTC Safeguards Rule but may be 
easier to implement from an administrative 
and compliance perspective. The latter 
scenario is the minimum required under 
the FTC Safeguards Rule for equipment 
dealers but could prove to be a nightmare 
in training dealership staff how to properly 

identify which procedure to follow and ensuring the requirements 
for the FTC Safeguards Rule are met for those transactions that are 
covered. Depending on how your information technology systems 
are structured at the dealership and how data sharing occurs with 
lenders for whom you sell financing products, a dealership may be 
faced with deciding whether to ensure all transactions comply with 
the FTC Safeguards Rule’s requirements (even though that is not 
technically required under the law) or creating an entirely separate 
information technology process for those primarily personal, family 
or household transactions that are covered by the FTC Safeguards 
Rule. As a best practice, implementing the requirements within FTC’s 
Safeguards Rule across your organization will not only ensure 
compliance, but also provide protection from a cybersecurity attack 
that could negatively impact or even bankrupt your organization. 

It must be noted that the FTC Safeguards Rule does not explicitly 
state that it covers equipment dealerships that offer financing to 
customers for personal, family or household purposes but it also 
does not explicitly exempt equipment dealerships either. 
 For those equipment dealerships that make sales to at least 
5,000 consumers for primarily personal, family or household 
purposes and offer financing products in conjunction with those 
transactions, we believe that equipment dealerships are covered 
by the FTC Safeguards Rule for those transactions. On the other 
hand, we can state with certainty that any equipment dealership 
that: 1) only sells to commercial or business customers or 
2) does not offer financial products to customers, would
not be subject to the FTC Safeguards Rule. There is also the
possibility that the application of the FTC Safeguards Rule to some
of these more nuanced situations is clarified before the deadline for
implementation and enforcement through further guidance from the
FTC. However, at this time, we are unaware of any resource that
directly addresses the question regarding the application of FTC
Safeguards Rule to equipment dealerships. While penalties have not 
been defined for the Rule specifically, the GLBA has provisions for

fines up to $100,000 per violation, which could be leveraged 
by the FTC. 

 There are consulting companies and other 
resources that can provide guidance on 

implementing an information technology 
program and related procedures to ensure 
compliance with the FTC Safeguards Rule 
updated requirements. You can find 
a detailed write up and video here for 
more information: 

https://www.eidebailly.com/insights/articles/2022/4/how-dealerships-can-comply-with-the-revised-safeguards-rule#:~:text=The%20Safeguards%20Rule%20is%20intended,that%20gather%20customer%20financial%20data.
https://www.eidebailly.com/insights/articles/2022/4/how-dealerships-can-comply-with-the-revised-safeguards-rule#:~:text=The%20Safeguards%20Rule%20is%20intended,that%20gather%20customer%20financial%20data.
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HF-OCT-AW  HF-OCT-RW 
Amber /White              Red /White 

 

Amber / White or Red / White LED Hazard Safety Flasher 
Stainless wire hanger for easy application, folds behind the light for 

storage. Packaged for retail sales. 

Technical Features 

* 4 modes: White Flashlight on, color     
warning flash, color and white flash, color 
steady on. 
 
* 140 hours flashing time and 40 hours steady 
light time 
 
* Uses 3 x AAA batteries (not included) 
 
* 2 -Year Limited Warranty 
 
* Magnetic back, stainless hook 
 
* Water Resistant IP65 
 
* 3” x 3” Octagon Design with 9 LEDs 
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BY JOHN CHAPIN

Has selling changed?Has selling changed? 
Will the latest tech and aWill the latest tech and apprpproaches help?oaches help?

MarkMarketing is not sales.eting is not sales.  
 Many sales leaders think that the latest technology, tool, trick, or angle is going to increase 
sales and solve all their problems suddenly and dramatically. As a result, I still see sales 
managers chasing the latest technology and latest approach thinking it is going to make their 
poor salespeople good, their good ones great, and their great one’s gods. It will not. Again, you 
cannot take a salesperson who is not talking to enough people and/or has poor sales skills and 
transform them into a sales machine with tech, tools, or a new approach. They have simply got to 
be cut out. 
 Einstein said, “If you can’t explain something in a single sentence, you don’t understand it 
well enough.” Sales are no exception. Sales is simply talking to enough of the right people the 
right way. Period. So, the real question is: Are your salespeople making enough calls to talk to 
enough of the right people and when they do talk, are they asking and saying the right things? 
Of course, along with plenty of listening. 
 What is the solution to all your sales problems? Start by hiring the right people. 
Next, train them to develop the right skill sets and the right habits. Next, clear the road for 
them. Your salespeople should be doing sales activities 80%, or more, of the time during 
prime calling hours. They should be prospecting, presenting, and closing during those key 
hours, not going to meetings, doing paperwork, installing equipment, servicing equipment, 
taking basic service calls that a ten-year-old could handle, or doing any other of myriad non-
sales related tasks. 
 The best salespeople have always focused on getting key sales activities done during 
the day. They have always practiced and honed their sales skills, focused on building 
relationships, focused on the other person versus making the sale, and they have always 
worked hard and taken the tried-and-true path to success versus looking for shortcuts.
 The above said, should you use technology and social media to support your efforts? Yes. 
Should you try new approaches and strategies? Sure. Just do not take your eye off the basics, 
the foundational sales skills and habits that work. And whatever you do, do not use new tech 
and techniques as your foundation for selling. Heck do not even use them as the icing on the 
cake. Use both as that extra final touch to go beyond and stand out from everyone else. That 
said, these days, if you execute basic, foundational sales activities properly, that alone will 
set you apart from 95% of the other salespeople out there. 

John Chapin is a motivational sales speaker, coach, and trainer. For his free eBook: 30 Ideas to 
Double Sales and monthly article, go to www.completeselling.com . John has over 34 years of sales 
experience as a number one sales rep and is the author of the 2010 sales book of the year: Sales 
Encyclopedia (Axiom Book Awards). E-mail: johnchapin@completeselling.com. or 508-243-7359.

“ ... you cannot take a 

salesperson who is not 

talking to enough people 

and/or has poor sales skills 

and transform them into a 

sales machine with tech, 

tools, or a new approach. 

They have simply got to be 

cut out. 

 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 assessment 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 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.

NEDA Service Technician Skills Test

Northeast
Equipment
Dealers
AssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers

www.completeselling.com
https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=e4222b9b40&e=2b9c8997a2
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Revisions to Company Policies? 
Q  When we revise a company policy, can we just send the updated 
policy to our employees, or should we also have employees sign some 
type of acknowledgement form? If the latter, what do we do if an 
employee refuses to sign the acknowledgement form? 

A  As a best practice, employers should give employees an opportunity to review 
any revised policy and to ask questions about the policy’s terms. Employees should 
sign and date a statement acknowledging receipt of the updated policy and agreeing 
to comply with it. The acknowledgement statement should make clear that the 
revised policy supersedes any prior ones. The employer should retain the signed 
acknowledgement form in each employee’s respective personnel file so that there is a 
record of receipt and agreement to comply.
 Depending on the circumstances, an employer may be able to condition continued 
employment upon each employee’s agreement to comply with the updated policy. In 
general, any employee who, without justification, refuses to comply with the updated 
policy can be disciplined, up to and including dismissal, if employment is otherwise 
at-will and if consistent with the employer’s policies and past practices.
 That said, an employee may have a legitimate reason for refusing to comply with 
a particular policy. For example, the employees sincerely held religious belief might 
prevent compliance, or the employee might perceive the policy to compromise safety 
or violate public policy. The employer should evaluate the employee’s individual 
concern and take responsive measures as the situation may warrant. Certainly, if
there is merit to the employee’s objection, the employer should take appropriate steps 
to remediate, depending upon the applicable facts. If, however, the employee lacks 
legitimate justification for refusing to comply with any revised policy statement, the 
employer may be able to take disciplinary action, as noted above.

At Will Employment? 
Q  I want to make sure that our company is compliant with all 
applicable requirements when we terminate an employee. I need to 
ensure that I understand exactly what “at-will” means. I believe if we 
have an at-will employment relationship, then we can terminate an 
employee at any time. Can you confirm my understanding?

A  Employment-at-will is a legal doctrine that states that the relationship between 
an employer and employee may be terminated by either party at any time, with 
or without reason, as long as the reason is not illegal (for example, due to illegal 
discrimination). This doctrine holds true in every state except Montana, which protects 
employees from wrongful discharge after they complete a probationary period. 
Otherwise, employment-at-will is a default presumption in the United States, but 
this presumption can be overcome by implied or explicit employment contracts, by 
governmental regulation or for public policy reasons. For example, it is generally 
against the public interest to terminate an employee’s employment for refusing to 
perform an illegal activity. 

continued on pae 14

HUMAN RESOURCES: Q & A



New York State Fairgrounds
Syracuse, New York
Thursday, Friday & SaturdayThursday, Friday & Saturday

8:30am to 4pm Daily8:30am to 4pm Daily

Tickets Available From Your Local Northeast Equipment Dealer
Co-sponsored by American Agriculturist Magazine and The Northeast Equipment Dealrs Association

NEW YORK
FARM SHOW®2019

Indoors Indoors and Outstandingand Outstanding

RRoberobert t WWatson atson MemorMemorial Tial Tooy y AAuctionuction
LeClar BrLeClar Bros.os.  AAuction Seruction Servicevice

FFor Moror More Infe Inforormationmation  

 Contact Scott Grigor - 315.457.8205 Contact Scott Grigor - 315.457.8205
www.newyorkfarmshow.com / sgrigor@ne-equip.comwww.newyorkfarmshow.com / sgrigor@ne-equip.com

FEBRUARY 23, 24, 25, 2023
Syracuse, New York
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HUMAN RESOURCES: Q & A
At Will Employment? continued from page 12

 Employment contracts exist when employers and individuals define the terms and 
expectations of the employment relationship. These can be defined over time, and
they do not need to be in writing. Depending on your state law, it could be possible to 
create an implied contract with an employee by making oral promises of employment 
for a specific period of time.
 It is a best practice for employers be clear when hiring a new employee that the 
employment is at-will. It is also generally recommended for employers to state in their 
employee handbooks that all employment with the company is at-will employment and 
that no contract of employment is being made with any employee.
 While it is correct that an at-will employee can generally be terminated at any time 
and for any reason, employers should also be sure that there were no illegal reasons 
for the termination, such as discrimination on the basis of a protected status like age, 
sex, race, religion or disability, or the exercise of any legally protected right, such as 
taking certain types of leave. Employers should be sure to document the reasons for 
each termination in the event that there is a dispute. Published April 22, 2022

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.
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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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Importance of Working Capital
 What is working capital? Working capital is defined as “the amount of a company’s current 
assets minus the number of its current liabilities.” This simply means a company’s available capital for 
daily operations at any given point in time. Working capital can provide measurements to determine 
a company’s operational efficiency and short-term financial health. Whether you are a company like 
Amazon or a small locally owned business, business owners need to understand the importance of 
working capital. The basis of working capital is the calculation, which is the difference between current 
assets and current liabilities. 
 To be considered a current asset, they must be an asset that can be converted into cash within 
one year or less. Some examples of this would be cash equivalents, accounts receivable, inventory, 
marketable securities, and prepaid expenses. Current liabilities can include short-term debt such as 
accounts payable, accrued liabilities, deferred revenue, and other similar types of debt. All these 
assets and liabilities are derived from the balance sheet. When you subtract your current liabilities from 
your current assets, you will be provided with the working capital figure. The working capital will be 
positive when there are excess current assets compared to the current liabilities. While working capital 
plays a role as a financial measuring tool, it also plays a large role in Mergers and Acquisition (M&A) 
transactions. 
 While at its simplest form, working capital is current assets and fewer current liabilities, there 
are some differences when it comes to working capital in an M&A transaction. The calculation of 
working capital can become far different as the formula will be dictated by the asset or stock purchase 
agreements. Some transactions may involve cash or debt in the working capital calculation, while other 
transactions may exclude certain assets or certain liabilities, which then creates an impact on the Seller 
that can vary on a spectrum. This spectrum will be determined within the Purchase Price or 
working capital section of the stock or asset purchase agreement. Whenever the working capital 
determination is made, a target will be set. This means that the operations of the selling company before 
the target date can have a drastic impact on the closing funds. To put into perspective, for example, the 
working capital language of an asset purchase agreement may state, “a purchase price of $6,000,000 
minus the amount by which the Working Capital as of the Closing Date varies from the six-month trailing 
average of the Working Capital.” The calculation methodology used for the working capital will then be 
described in the asset purchase agreement. 
 Therefore, a working capital target is set by a twelve-month average trailing the closing date of 
the transaction. If, when at closing, the working capital exceeds the average monthly working capital 
balance for the twelve months before the closing, the Seller will walk away with more funds upon 
closing. However, if the working capital at closing is less than the average monthly working capital 
balance for the six months before closing then the purchase price may be reduced by the amount equal 
to the difference of the twelve-month working capital average. Working capital is a key component 
when it comes to analyzing the efficiency of a company. 
 When a company has positive working capital, they are typically in good shape for expansion 
or at least maintaining its current course. Keep in mind, that some businesses operate with negative 
working capital just from their nature of business (inventory-based). Being able to know how working 
capital affects the business you are evaluating can help determine the viability of the business. Working 
capital at its basic formula is simple but applying it to a company can be difficult. If you need a 
business valuation through working capital, or have questions about your own business, reach out to 
the professionals at The Center for Financial, Legal, and Tax Planning by contacting us online at www.
taxplanning.com or calling us at (618) 997-3436—Bart Basi—8-2022.

~Article courtesy of The Center for Financial, Legal, and Tax Planning

Business 
and
Tax

Advisory
BY: AARON J. SMITH

and

ROMAN A. BASI
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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 

 With 2022-23 dues renewal now being mailed, 
we thrive on doing everything possible to ensure that 
your dealership information 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!

 Did You Know?
 Did you know you can update your 
dealer pro ile 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 
pro ile 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. 



260% in
New Leads

35x in
reviews

6% in
units sold

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

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

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

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

Want to learn more? Call or text Kenect at

888-972-7422

WWW.KENECT.COM

YOUR CUSTOMERS WANT TO TEXT YOU. LET THEM.

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

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

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

Mike Souza, BD Manager
F&W Equipment
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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



Advertising Space

The NORTHEAST DEALER, the Northeast Equipment Dealer 
Association’s monthly magazine, is designed primarily as a source 
of information for its dealer members and others involved in the 
farm, construction and outdoor power equipment industry. It is 
distributed electronically via e-mail to more than 850 members, 
dealers and their management personnel.

For additional information please contact:
Art Smith, Editor | Sja1203@gmail.com 
or NEDA, Dave Close | davec@ne-equip.com
128 Metropolitan Park Drive | Liverpool, NY 13088 | 800-932-0607
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NEW FEDERAL REQUIREMENTS FOR A 

COMMERCIAL DRIVER’S LICENSE (CDL) 

TOOK HOLD FEB. 7, 2022  

 CDL changes could have a major impact on anything from hauling grain or livestock to picking up a 

piece of equipment that is more than 150 miles from your farm. 

 According to the Illinois Fertilizer and Chemical Association (ILFA), the new requirements could have 

a major impact on the movement of inputs. The Association says the new requirements mean an entry-

level driver must successfully complete a prescribed program on theory and behind-the-wheel instruction 

provided by a school or other entity listed on FMCSA’s Training Provider Registry, all prior to taking the CDL 

test.
 "No longer will be the days of obtaining a learner’s permit, driving with a CDL holder for as little as a 

few hours and then taking the CDL road test," says ILFA. "This new process will become more detailed and 

will take more time than the previous CDL process."

 "For agriculture, it will really be the same impact as the transportation industry. If you need to obtain 

a CDL, it is more hoops to jump through. With the shortage of drivers already existing, adding in the new 

requirement will deter drivers from getting into transportation, further decreasing the pool of CDL drivers," 

says Kelly Krapu, safety director for True North Compliance Services in West Fargo, ND, a company that 

helps trucking companies and drivers navigate rules and regulations on the road. 

New CDL Requirements

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

level of training. According to the new ELDT regulations, the new training will be required for anyone:

• seeking a Class A or Class B CDL for the first time;

• upgrading an existing Class B CDL to Class A CDL;

• obtaining a first-time school bus (S), passenger (P) or hazardous materials (H)  endorsement.

With the changes, to either obtain a Class B or A, or upgrade from a Class B to a Class A: 

• Drivers will be required to obtain training (theory and behind-the wheel) PRIOR to taking the CDL 

knowledge test for a commercial learner’s permit (CLP);

• Training must be provided by an entity or individual listed on the FMCSA’s Training Provider 

Registry;

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

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

the trainer);

• If a new driver presents to the State Licensing Bureau without training, they will be turned away

 According to Krapu, the changes will be costly, not only in terms of money but also time. 

 "These classes range from $2,500 to $8,500, depending on the trainer, and can take from 3 days to 

20 days depending on the individuals experience," she says. 

 Krapu says farmers are exempt from CDL requirements if they stay within a 150-air-mile radius of their 

farm operation. However, there are some areas of which Krapu says farmers should take note.

 "If a farmer who is located in Ellendale, ND, wants to drive their one ton pick-up with a flatbed trailer 

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

continued on page 4
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   Ad Rates / Requirements for NORTHEAST DEALER Advertising
 Price Size

Full page $215  8.5” x 11”
Half Page $160  3.625” x 10” vertical  |  7.5” x 4.375” horizontal

Quarter Page $108  3.625” x 4.875”
One-Eighth Page  $71  3.625” x 2.25”
    Please be advised of the above sizes. Ads not to size will be proportionally reduced to fit. No additional charge for 4/color.

Ordered by: Company/Agency _________________________________________________________________________________________________________________________

    Contact Name ______________________________________________________________________________________________________________________________________________

       Phone_______________________________ Email _______________________________________________________________________________________________________________

          Address _________________________________________________________________________________________________________________________________________________

             City__________________________________________________________________________State_________________________ Zip ___________________________________

              PAYMENT:  ❍ Check payable to Northeast Equipment Dealers Assoc.

                      Credit Card:  ❍ VISA    ❍ Mastercard 

                         Card #__________________________________________________ ID#______________ Exp. Date _____________________________________________

                           Signature _____________________________________________________________________________________________________________________________

                                      Completed form with payment is due by the 10th of the month. Send checks to above address. Credit card 
                                        payments should be sent by fax to 315-451-3548. For your protection, DO NOT SUBMIT CREDIT CARD 
                                          INFORMATION BY EMAIL!
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Protecting Your Inventory
THEFT

PREVENTION TIPS
 Your business’s inventory can be an attractive target for thieves, whether 
items are found at jobsites, retail spaces, dealerships, warehouses, 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 secure 
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, especial-

ly 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’ inven-
tory. 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 business, 
now may be the right time to do so. Consider the following to start:

• Are equipment, merchandise, and supplies property stored and se-
cured at night or after hours?

• Are gates and doors functioning well, and are they locked securely 
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 number of 
ways that you can be proactive to help protect your business. Reinforce 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.

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!

https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=5f0c4862e7&e=2b9c8997a2
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Federated DriveSAFESM leverages technology to give 
you and your company drivers consistent meaningful 

feedback about their driving habits.

Partnering with 
You to DriveSAFE

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

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

22.01  Ed. 8/22  *View A.M. Best Rating Guide information at www.ambest.com. **Not licensed in all states.  © 2022 Federated Mutual Insurance Company

Scan to learn more about  
Federated DriveSAFESM

It’s Our Business to Protect Yours®
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Please Make It  Please Make It  
Home Safe Today.Home Safe Today.
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