
URGENT - New York Dealers
DOL Commissioner to Lower OT for 
Farmworkers, Minimum Wage

Increase Announced 
 New York State Labor Commissioner Roberta Reardon accepted the Farm 
Laborers Wage Board Report today and its recommendation to lower the 
farmworker overtime threshold to 40 hours. The threshold will drop in four-hour 
increments beginning at 56-hours in 2024. 
   New York Farm Bureau President David Fisher issued the following statement 
recently:
  “This is a difficult day for all those who care about New York being able to 
feed itself. Commissioner Reardon’s decision to lower the farm labor overtime 
threshold will make it even tougher to farm in this state and will be a financial blow 
to the workers we all support. 
   Moving forward, farms will be forced to make difficult decisions on what they 
grow, the available hours they can provide to their employees, and their ability to 
compete in the marketplace. All of this was highlighted in the testimony and data 
that the wage board report and the commissioner simply ignored.” 
   New York Farm Bureau would like to thank all of our members who have 
engaged on this issue and maintained a steadfast defense over the past three 
years. As President Fisher said in his dissent to the wage board report, the cards 
were stacked against agriculture from the very beginning, but we fought hard all 
along the way. New York Farm Bureau also greatly appreciates our partners in 
the Grow NY Farms coalition. We were passionate in our effort and spoke with 
one voice to represent the diversity of agriculture in the state. Our work did not 
go unnoticed. We will continue to advocate for our members and all of New York 
agriculture.
   Grow NY released this statement today folllowing the decision:
 “New York’s agriculture community is deeply disappointed in Commissioner 
Reardon’s ill-informed decision to lower the overtime threshold for our family 
farms. This decision threatens the security of our food supply, the retention of our 
skilled farmworkers, and the future of New York’s farms. If Gov. Hochul has the 
ability to step in and stop this damaging decision, she must do so immediately.”
   Compounding the today's overtime decision, Commissioner Reardon is 
moving ahead with raising the minimum wage in upstate New York.

continued on page 4
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NEDA Workers’ Compensation Safety Group

Exclusive WC Program
 

DIVIDEND HISTORY

ELIGIBILITY

Average Dividend of 27.0% 
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 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 
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25%
75%



 Last month’s article focused exclusively on right-to- 
repair (modify). Unfortunately, it is a complicated  
issue that is not going away anytime soon as much as  
dealers, manufacturers, legislators, and equipment  
owners would like to see it resolved with consideration 
for all concerned. 
 We continue to receive reports from dealers that 
parts staffs have been asked (most often via phone) to 
sell a diagnostic tool either by a customer or an advo-
cate posing as a customer. Often, the parts person will 
mistakenly (mainline manufacturer) tell the caller, “I’m 
sorry I can’t sell you that tool” providing yet another  
opportunity for the advocates to recruit another voice 
for their campaign or fodder for legislative testimony. 
Either way the interaction is a loss for our dealerships,  
customers, and the industry. 
 As an industry we have not done a very good job educating our staff and customers 
about the diagnostic tools, subscriptions, and the associated parts/equipment required. I 
recognize November and December are two of the busiest months at dealerships (harvest, 
hunting, holidays, yearend, etc.) but I want to ask again that “we” prioritize time to ensure 
that:

•our dealerships have educated sales, parts, and service staff
•established a standard operating policy regarding the sale of diagnostic

and specialty service tools (consider identifying a single POC for sale of
diagnostic tools)

•develop products/programing in support of customers who have
purchased diagnostic tools (like our precision Ag sales teams)

 It might be naïve of me, but as I look at the “software” industry and the number of com-
panies selling training and support I wonder if there is something to be learned from their 
lessons learned in combination with our own experience with precision Ag technology.
 Workforce development continues to be a focus of NEDA’s efforts with a particular 
focus on partnering with educators and administrations on the development of profes-
sional development opportunities and outreach to teachers, students, guidance counsel-
ors, parents, and industry partners. I am happy to report that NEDA has submitted 
another grant request for continuing education opportunities focused on diesel, 
hydraulics, and electrical/control systems. In addition, a request for support of 
the development and implementation of skills competitions focused on those same 
subjects. Hopefully both requests will be looked on favorably. 
 As the legislative calendars end, we often see a flurry of activity in legislatures. Please 
take some time to 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 
legis-lation 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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Federated Offers Complimentary Risk Management Training
 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®

You Heard Correctly ...
Free Limited Legal Assistance Counseling Available! 

What can the associations’ attorney, Bernstein-Shur, do for your dealership.
One free limited legal assistance counseling session is available to NEDA members.
How the  program works for you:  After the one (1) free initial limited legal assistance counseling 

session, if questions require additional research by the law firm, the dealer will be expected to pay 
the legal fees associated with this work. When this occurs, the dealer will be notified in advance 
– before legal charges are incurred.

Through NEDA, you have access to some of the finest legal minds in the equipment and
dealership area. For example, our partner attorneys have experience in these areas shown below. :

 Bankruptcy Extending Credit
Buying or Selling a Dealership Product Liability 
Dealer Terminations Succession Planning
Dealership Mergers Workers’ Compensation
Debt Collection  AND MORE!
Employee Policies
Enforcing Dealer Protection Laws

URGENT - New York Dealers continued from page 1

NYS DOL issued the following statement:
   "The New York State Department of Labor (NYSDOL) today announced next steps in the 
state’s $15 minimum hourly wage phase-in. Commissioner Roberta Reardon issued an Order 
calling for the minimum wage rate in counties outside of New York City, Long Island and 
Westchester to rise by $1 per hour, from $13.20 to $14.20, following a statutorily required 
economic analysis conducted by the New York State Division of the Budget (DOB). The division's 
analysis found evidence of pressure for wages to rise in the midst of a continued pandemic-
driven labor shortage. Currently, the minimum wage rate in New York City, Long Island, and 
Westchester County is $15 per hour, having reached that level following phased-in annual 
increases pursuant to statute.
   The Commissioner's Order will be enacted through rulemaking and is subject to 
public comment before a final decision is made. NYSDOL announced the start of the 
public comment period for New Yorkers to weigh in on the recommendation and 
invited New Yorkers to share feedback by e-mailing regulations@labor.ny.gov by 
Dec.11, 2022. If accepted, the wage increase would take effect on Dec. 31, 2022."  

~ Courtesy of New York Farm Bureau 
Email: info@nyb.org – Phone: 518-436-8495 

Toll-Free: 1-800-342-4143 – Fax: 518-431-5656

https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=76dcad24fb&e=2b9c8997a2


AgDirect® delivers simple, fast and 
flexible equipment financing. 

Selling good equipment is one thing – offering great 
financing is another. And no financing delivers an 
easier, more hassle-free experience than AgDirect®. 
Competitive rates, easy applications, fast credit 
decisions, flexible terms. Nobody finances ag 
equipment like AgDirect. 

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

AgDirect is an equipment financing program offered by Farm Credit 
Services of America and other lenders, including participating Farm 
Credit System Institutions.

Close the deal 
in less time, 
with less hassle.
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In Memoriam
William H. Potter III

 William H. Potter III, 79, of Middletown, NJ 
passed away recently. Born in Red Bank, NJ he resid-
ed in Middletown as an owner of W.H. Potter & Son 
Lawn Care & Garden Center, also known as the  
Potter’s Farm. He loved to appreciate his tractors like 
any good farmer would. 
 He was an Elder at Middletown Reformed Church, 
served on the boards of Monmouth County Board of 
Agriculture, Monmouth County Agriculture Develop-
ment Board & the Board of Fairview Cemetery. He 
was President of Penn-Jersey Farm Equipment 
Dealers Association in 1994. He was a lifelong 
member and leader of the Monmouth County 4-H 
program and the New Jersey Farm Bureau. 
 He is predeceased by his parents William H Potter Jr. and Marguerite Potter. 
William is survived by his beloved wife of 57 years Marlys Barrett Potter, their chil-
dren William Potter IV (Jennifer) and Wendy Potter-Levens (Herb); and many others 
as well as his brother Robert Potter. 
 In lieu of flowers, please make a donation in William’s name to the Middletown 
Reformed Church, Middletown, New Jersey. 

MARK YOUR CALENDARS. . .
NEDA  local dealer meetings coming up soon!!! 

JANUARY 23, 2023
Grantville, Pennsylvania – Visit ne-equip.org

JANUARY 25, 2023
Liverpool, New York – Visit ne-equip.org

JANUARY 27, 2023
Concord, New Hampshire – Visit ne-equip.org

MEMBERSHIP RENEWAL
With 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 verifica-tion 
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!

https://www.ne-equip.org/wp-content/uploads/2017/06/NEDA-Membership-Data-Verification.pdf


Call: (866) 806-0684       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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Solutions for ag’s labor crisis
Farmers and agricultural leaders talk about ways they are trying

to solve labor challenges.

 No farms, no food. But without an adequate workforce, Ameri-
can producers cannot raise the goods needed to feed a hungry 
nation.
 Agriculture leaders discussed ways to overcome this challenge 
during the recent National Association of State Departments of Ag-
riculture annual conference in Saratoga Springs, N.Y.
 The four-day event brought together several hundred people, 
including USDA Secretary Tom Vilsack.
 Carrie Castille, University of Tennessee senior vice chancellor 
and senior vice president, moderated a panel called “Public-Private 
Need for Careers in Agriculture.”
 “I am sure all of you have heard from growers and farmers in 
your state that, ‘I do not have any labor. The H-2A program is too 
hard to use. Nobody understands us. Nobody understands who 
and what we need on our farms,’” said Maureen Torrey of Torrey 
Farms Inc., a large vegetable and dairy operation with 14,000 
acres and 4,000 cows in western New York.
 More than 56% of farms use the H-2A program, which allows 
foreign laborers to do temporary ag work such as fruit picking. Tor-
rey’s farm employs 180 local people and brings in an additional 
240 H-2A workers each year.
 “Our biggest issue is that it’s only seasonal,” she said. “Work-
ers can only be here 10 months. We need these people on our 
dairy farms full time. We need them in our packing sheds for apples, 
onions and potatoes, full time. Mushroom farmers in Pennsylvania 
need them.”
 The House of Representatives has approved legislation that 
would extend the length of stay for H-2A and H-2B (nonagricul-
tural) workers. “We need to have the Senate pass a similar bill,” 
Torrey said. “It is very important to have partners. That is the only 
way we get to be successful.”
 In Pennsylvania, the state departments of agriculture and edu-
cation have bridged a gap and are working closely to promote 
“Ag for All” to entice people from diverse backgrounds to con-
sider farm-related careers.
 “Agriculture needs to understand how curriculums work. Edu-
cation needs to understand what the language is, what experiential 
learning and hands-on training is all about,” said Stephon Fitzpat-
rick, executive director of the Pennsylvania Commission for Agricul-
ture Education Excellence. “Agriculture is a people business. We 
want to ensure that everyone has access to this industry. We do a 
lot of development with youth organizations like Future Farmers of 
America.”
 But it is also important to engage teachers and industry leaders 
to ensure schools are doing what is needed to provide agriculture 
with the people it needs.
 Caelynn Prylo, dean for continuing education and workforce 
innovation at SUNY Adirondack Community College, said the 
state’s many community colleges do their best to meet workforce 
needs in their respective regions.
 “Ag is driving the workforce in Warren, Washington and Sara-

toga counties,” Prylo said. “It is a large economic driver as well. 
We work with farmers in our area and listen to them. We listen to 
county legislators to hear what programs are needed to support the 
ag industry.”
 The State University of New York system has 88 undergraduate 
ag-related programs, from agricultural business to animal husband-
ry. SUNY Adirondack has its own on-campus farm and greenhouse 
operation. This benefits agricultural students and exposes students in 
other disciplines to the value of agriculture, too, Prylo said.
 SUNY Adirondack has also adopted innovative ways to get 
more people interested in ag. A few years ago, for example, it 
hosted an “Arms to Farms” project to help military veterans pursue 
agricultural careers. The intensive weeklong program gave service 
members a chance to meet with farmers, see what opportunities  
exist and obtain training.
 Ohio-based Great Lakes Cheese works with high schools, tech-
nical schools, and universities to secure the workers it needs, said 
Mara Kamat, the company’s vice president of human resources. The 
firm is pursuing plans for a $550 million, state-of-the-art cheese 
manufacturing plant that will employ 350 people in Franklinville, 
just south of Buffalo.
 But the family-owned company’s most important strategy is a 
highly successful employee stock ownership plan that gives workers 
a 20% stake in the business.
 “That ownership culture really enables us to retain people 
for the long term,” she said. “A 20-year hourly employee making 
$40,000 has over $1 million in their ESOP account today. Employ-
ees own our business, so when they see opportunity for improve-
ment, they make that improvement. They go the extra mile because 
they know at the end of the day that’s money in their pocket, not just 
the company’s. It is an incredibly powerful recruiting and retention 
tool. We are always looking for opportunities to make employees 
feel more connected.”

~ Article courtesy of American Agriculturists magazine
Paul Post | Oct 13, 2022

Feb. 23, 24, 25, 2023
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Order today!  Expires 11-30-2022 
128 Metropolitan Park Drive, Liverpool, New York 13088 • PO Box 3470, Syracuse, New York 13220 

800-932-0607 / 315-457-0314      Fax: 315-451-3548             Website: www.ne-equip.com 

 

                        Visit our new website: WWW.CUSTERPRODUCTS.COM 

WL72WBARCB 

72-watts LED light bar * 24 CREE diodes * 6390 Lumens 
 * IP67 * 10-30 Volt operation * 14” long light bar  
3-year Limited Warranty with proof of purchase. 

Regular price $97.59 
Discount price $87.83 
Full Case (9) discount $77.50 
7” and 21” bar also on sale! 

 

Fall 2022 Sale Items 

Regular price $39.45 
Discount price $35.50 
Full Case (20) discount $31.50 

WL24HL 

24-Watts *1920 Lumens * High and Low Beam * Fits in Par36 Rubber 
Housing * Die-cast aluminum housing * Polycarbonate lens * IP67 
waterproof rating * CREE Diodes 
 

Great for daylight savings! 
 

WL54AW 

27-Watt LED Amber strobe on top row * 27-Watt LED Flood light (white) on 
bottom row * 54-Watts total * 12-24v DC operation * IP68 Waterproof operation 
* Die cast aluminum housing * 6-1/4″L x 1-1/2″H x 2″D 
 

Regular price $20.99 
Discount price $18.89 
Full Case (30) discount $16.95 

Amber Strobe with  
built in Work Light 
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BY JOHN CHAPIN

1. Keep in mind that all other industries are experiencing the
same shortage in inventory. Unless someone is living under a rock, 
they know this. Simply say to the prospect or customer, “Joe, as you 
know, cars, computer chips, every single industry is dealing with inven-
tory issues right now.” 

2. Over communicate. If someone is waiting for a machine, reach out 
to them often, to let them know the status. Even if you do not know, call 
people, and let them know you do not know. This let us people know you 
have not forgotten about them. The last thing you want is someone chasing 
you down for answers. Be proactive with communication. 

3. Under promise, over deliver. If the manufacturer says 3 
months, tell the customer 4 or even 5 months. If the manufacturer miss-
es the 3-month window and it takes six, adjust your number to 8 or 9 
months. 

4. T his is the first time something like this has happened in 50 
years. A lot of people know this, but some do not. Most people have 
never seen this before and are not used to it. You must let people know 
the gravity of the situation. This is another reason you must communicate 
with people. 

5.  If you know people are going to have to wait long pe-
riods to get equipment they order, be proactive and make sure 
they know this so they can order early. If someone is going to need 
equipment in the spring, have them order it in the fall, or even summer, 
to ensure they have it for the spring. Even if you are not sure whether a 
particular customer will need something, this is a good excuse to reach 
out and have a conversation. 
 See the reminder of his 16 methods and article at:  https://www. 
ne-equip.org/wp-content/uploads/2022/08/How-to-deal-with-
inventory-issues-with-customers-and-prospects.pdf
 John Chapin is a motivational sales speaker, coach, and trainer. For his 
free eBook: 30 Ideas to Double Sales articles, , go to www.comple-
teselling.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). also, the largest sales book on the 
planet (678 pages). 508-243-7359 www.completeselling.com

2022: The Last Year
of 100% Bonus 
Depreciation

 Most businesspeople are familiar with section 179 and  
bonus depreciation. Both tools allow additional deductions 
up-front on an asset. For instance, the purchase of $100,000 
of used equipment, without the use of section 179 or bonus  
depreciation, would be depreciated over a seven-year period. 
 Two notable differences between the methods for farmers 
are that section 179 does not apply to general purpose barns, 
where bonus depreciation does, and that only $1,080,000 of 
section 179 can be used in 2022 (up to a $2.7 million dollar 
threshold). Bonus depreciation has no dollar limitation on how 
much can be taken. Also, section 179 can be applied to some 
of the asset’s purchase, whereas bonus depreciation applies to 
the entire asset. 
 For example, a farmer can decide to take only $40,000 
of section 179 on the asset above, leaving $60,000 of the pur-
chase to be depreciated over a 7-year period. On the other 
hand, if bonus depreciation were used, the entire $100,000 
would be depreciated in the first year, leaving nothing for  
future years. Notably, for certain fruit and nut-bearing trees (i.e.,  
orchards and vineyards), 100% bonus depreciation is  
permitted to be taken in the year of planting or grafting under a 
special provision (Section 179 is not permitted until an asset is 
placed in service, which would depend on commercial viability 
of the crop in this example).
 The good news is that there is continued flexibility in 2022 
when choosing between section 179 and bonus depreciation. 
In 2023, there will still be the flexibility to decide which tools 
to use, but the calculation will get harder due to a phase-down 
of bonus depreciation. 100% bonus depreciation will begin to 
phase down in 2023, at which point it will only be 80%. In 
other words, that $100,000 piece of used equipment would 
get $80,000 of bonus depreciation in 2023 with $20,000  
being depreciated over a seven-year period. 
 Bonus depreciation will drop after that according to the 
following schedule:

• 60% in 2024
• 40% in 2025
• 20% in 2026
• 0% after December 31, 2026.
Keep in mind that not all states follow the same section 179

and bonus depreciation rules as the federal tax code. It may 
make sense to tax plan earlier this year as the phase-down of 
bonus depreciation could influence decisions on the farm.
 Contact Us to be connected with a Farm Credit East Tax 
Specialist for more information.
 Tags: business management, business management, busi-
ness management, business plan, expenses, expenses, tax 
planning, taxes.

~ Article courtesy of Farm Credit East
Tax Specialist, Dario Arezzo, 6-2-2022

https://www.farmcrediteast.com/en/resources/todays-harvest-
Blog/2022-the-last-year-of-100-percent-bonus-depreciation

See releated article on page 16

ALL EQUIPMENT DEALERS,
GET INVOLVE

 WITH APPRENTICESHIPS. 

How to Deal With
Inventory Issues
With Customers

and Prospects

https://www.farmcrediteast.com/en/resources/todays-harvest-Blog/2022-the-last-year-of-100-percent-bonus-depreciation
https://www.ne-equip.org/wp-content/uploads/2022/08/How-to-deal-with-inventory-issues-with-customers-and-prospects.pdf
www.completeselling.com
www.completeselling.com
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 I am bringing some good news regarding estate taxes and the IRS. Recent 
guidance will make it easier for surviving spouses to preserve unused estate tax 
exemptions after one spouse passes away.
 Let us do a quick estate tax refresher. Pretend Billy died in September 2022 
and is survived by his spouse, Irene. For dying in 2022, Billy receives $12.06 
million in federal estate tax exemption. If Billy is worth less than $12.06 mil-
lion upon his death, no federal estate taxes are due. For each dollar over the 
exemption threshold, it is a 40% tax rate. The exemption amount is indexed to 
inflation and increases each year.
 Billy’s estate ends up with a value of $7 million, leaving $5 million in  
unused estate tax exemption. Luckily, IRS rules allow Irene to file an estate tax 
return for Billy and add his unused $5 million exemption amount to her estate 
tax exemption amount. This process is called portability, and it could help 
save Billy and Irene’s heirs from costly estate taxes.
 Under past IRS guidance, Irene had nine months from the date of death 
to file for portability, or 15 months if you requested an extension. Furthermore, 
the portability election required a comprehensive return to be assembled. That 
means appraisals, date of death values and accurate numbers were required 
to move the unused exemption from Billy to Irene.

New IRS guidance issued earlier this year is designed to help surviving 
spouses make the portability elec-
tion. Instead of a 15-month filing 
timeline, surviving spouses can 
claim the unused exemption within 
five years of a spouse’s date of 
death.
 Furthermore, the IRS relaxed 
the filing standards for the return, 
including no requirement for ap-
praisals and amounts on the return 
can be rounded down to the near-
est $250,000. The new rules apply 
to deaths that occurred on or after 
July 8, 2022.
 This new set of guidelines can 

provide immense flexibility for families looking to manage estate taxes. Going 
forward the safest route for surviving spouses is to elect portability, preserve the 
unused exemption and maximize protection for family members. Keep in mind 
the higher estate tax exemptions sunset at the end of 2025 and will shrink to 
about $7 million to $8 million per person.
 As always, consult with your tax and legal professionals for the best course 
of action for your business and family.
 Conklin is an attorney and new owner of Wright & Moore Law Co., 
LPA – Ryan Conklin | Sep 28, 2022

~ Article courtesy of American Agriculturist

New IRS Guidance
for Estate Taxes

NEW RULES: IRS rules now allow a deceased spouse’s 
unused estate tax exemption to be added to the surviving 
spouse’s exemption amount. This process is called 
portability.

EDITOR’S NOTE:
QUESTIONS AND

COMMENTS APPRECIATED 
FROM OUR  READERSHIP 

 As editor of your monthly newsletter, I want 
to encourage you and all our dealer members 
and readers to reach out to me directly and let me 
know what you want  to read about or not to read 
about in this publication, your monthly Northeast 
Dealer Newsletter.
 This newsletter is custom-made for your deal-
ership  and our sponsored Associate members. We 
thank you for reading the newsletter and we hope 
you have a great November. Please, let us know 
what suggestions you feel would improve your 
newsletter on subjects interested to your dealership. 
 Art Smith, editor of the Northeast Dealer 
newsletter, email: sja1203@gmail.com or phone  
717-258-8476.

This new set of 

guidelines can 

provide immense 

flexibility for families 

looking to manage 

estate taxes.

Kenect / Friendemic
 Kenect, a texting platform, used by dealer-
ships to communicate with their customers, gener-
ate reviews, produce leads, collect payments, and 
increase revenue, has announced that it has com-
pleted the acquisition of Friendemic, a leading pro-
vider of online reputation and digital communica-
tion software solutions for powersports dealerships 
and manufacturers. This transaction brings together 
two companies with the shared mission of connect-
ing businesses with their customers. 
 With this combination, Kenect will have nearly 
8,000 customers across North America. Friendemic 
customers will now have access to Kenect’s world-
class texting, payment collection, and communica-
tion tools.
 “Putting Friendemic and Kenect together cre-
ates one of the best digital communication plat-
forms on the market,” says Friendemic CEO, Steve 
Pearson. “We’re thrilled for how this will advance 
the capabilities available to our customers and the 
industry.”

Northeast
Equipment
Dealers
AssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers



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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To all veterans of 
all branches: 

Thank you for your 
sacrifice, your 
bravery, and the 
example you set 
for us all. 

In short, thank you 
for your service
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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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Section 179 and Bonus Depreciation
 When planning to purchase or financing a new or used vehicle for your business, you may be 
eligible for a great tax benefit in doing so. Section 179 of tax deduction allows a taxpayer to deduct a 
portion of the cost of the vehicle within the first year of use. To do this, you need to meet the requirements 
of Section 179 of the Internal Revenue Code. Before you jump the gun and finance a new supercar, 
there are a few rules that you need to be aware of. First, every vehicle is not eligible for the Section 179 
treatment. Vans, pickup, and heavy SUVs being used for business for more than 50% of the time and 
exceeding 6,000 lbs. gross vehicle weight are eligible. 
 Obvious vehicles that are used solely for business purposes with no potential for personal use also 
qualify. An example of this would be a box delivery truck with no passenger seating or a classic cargo 
van. You could also include vehicles such as a hearse or an ambulance, which have almost no value 
for personal use. Let us move on to the price limits of Section 179. The limit for 2022 allows for up to 
$1,080,000 in eligible equipment to be deducted, with the “total equipment purchased” by a business 
being $2,700,000. If the equipment exceeds that amount, the deduction then calls for a reduction in the 
deduction on a dollar-for-dollar basis.
 Many business owners are surprised when they learn you do not have to purchase a vehicle out-
right to qualify. The tax deduction also qualifies on vehicles that are being financed. It also surprises 
taxpayers when they learn that the vehicle does not have to be brand new. If the vehicle is new to your 
business and meets all the other requirements, it is eligible for Section 179. Business owners need to 
make sure not to confuse Section 179 with bonus depreciation. Bonus depreciation is meant to be taken 
after the Section 179 deductions.
 It is typically used by large businesses that spend more than the spending limits for Section 179 
during the year. Another great thing about bonus depreciation is that businesses with a net loss in a 
given tax year qualify to carry forward the bonus depreciation to a future year. New and used heavy 
SUVs, pickups, and vans acquired and put to business use in 2022 are eligible for 100% first-year 
bonus depreciation. The only requirement is that the vehicle has more than 50% business use. If you 
happened to purchase in a prior year and want to claim the Section 179 deduction, unfortunately, that 
is not permissible. 
 To qualify for the Section 179 deduction in any given tax year, the equipment must be acquired 
and placed into service between January 1 and December 31 of that given tax year. On the bright side, 
Section 179 can be used every year. It was made to be a permanent part of our tax code. This last step 
is very crucial for business owners to note. Section 179 is NOT automatically applied. To receive the 
benefit of the deduction, the taxpayer MUST elect Section 179 treatment on their tax return.
 Form 4562 must disclose the acquisition in the year the vehicle is obtained to take the deduction. If 
business owners are purchasing/financing new vehicles for their company and are not knowledgeable 
about taking the Section 179 deduction (and Bonus Depreciation), then they are simply leaving money 
on the table for the company. These tax benefits could save tens of thousands for their business. If you 
are a business owner and have any questions regarding Section 179, bonus depreciation, or would like 
to discuss any other tax benefits you may be missing out on, reach out to the professionals at The Center 
for Financial, Legal, and Tax Planning, Inc at our website, www.taxplanning.com or by phone at (618) 
997-3436.

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

See related article on page 10

Business 
and
Tax

Advisory
BY BART BASI

and

ROMAN BASI

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.
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Are You Throwing 
Away Money 

Unnecessarily on 
Your Health Care? 

We can stop your 
dealership from 
wasting money! 

Current NEDA members are already 
saving BIG dollars with the Associations Health Program!

"'
Northeast 
Equipment 
Dealers 

,_,,,,. Association 

NEDA 
BENEFITS PROGRAM 

HEALTHCARE & BENEFITS 

"'
Northeast 
Equipment 
Dealers 

,__ Association 

REDUCE YOUR COST! 
IMPROVE YOUR BENEFITS! 

CARE CENTER -
1-866-676-2871 

Ii Finding doctors, specialists, hospitals 

� 
Easing eldercare concerns, including concerns 

and other providers. about Medicare and related issues. 

Scheduling appointments for Answering questions about test results, 
treatments and tests. .�, treatments, prescriptions and more. 

Coordinating second opinions Working with insurance companies to get 
and care. approvals and clarify coverage. 

,., ... Resolving issues with claims, medical i Helping transfer medical records, Including = 
=-. bills and benefit coordination. lab results, X-rays and more. -

CALL TODAY! 
(866) 676-2871

Ask for Carl Swanson

U.S. DOL Proposes Rule on 
Independent Contractors
 On Thursday, October 13, the U.S. Department of  
Labor published a Notice of Proposed Rulemaking (NPRM) 
that would provide guidance on classifying workers and seek to 
combat employee misclassification under the Fair Labor Stan-
dards Act.
 The NPRM proposes to repeal the Department’s prior 
regulation issued under the Trump administration (an earlier 
attempt at repeal was held improper by 
a federal district court) and replace 
it with a regulation it claims is more 
aligned with judicial precedent.  
Unlike the Trump-era rule, which 
gave weight to core factors to be 
used in determining economic de-
pendence, here “the Department is 
not proposing the use of ‘core factors’ but 
instead proposes to return to a totality-of-the-circumstances 
analysis of the economic reality test in which the factors do 
not have a predetermined weight and are considered in view 
of the economic reality of the whole activity.” This will make  
demonstrating independent contractor status more difficult.

“While independent contractors have an important role in 
our economy, we have seen in many cases that employers mis-
classify their employees as independent contractors, particularly 
among our nation’s most vulnerable workers,” said Secretary of 
Labor Marty Walsh. “Misclassification deprives workers of their 
federal labor protections, including their right to be paid their 
full, legally earned wages. The Department of Labor remains 
committed to addressing the issue of misclassification.”
 More information on the NPRM is available here – https://

www.dol.gov/newsroom/releases/WHD/WHD20221011-0
 Comments will be accepted through November 28, 2022. 

~ Article courtesy of TANY, NY Truckers Assn.

TRUCK HAULING PERMITS
NEDA and JJ Keller has teamed up and put 
together a fast and easy way to get all your 
trucking permits

• On Line
• Worry Free Compliance
• Great Service 24/7
• NEDA Special

Membership Pricing

Click here for more 
information on how on get 
your discounted trucking 
permits.

https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=796ecc0d23&e=2b9c8997a2
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Sending good wishes to you this Thanksgiving!Sending good wishes to you this Thanksgiving!
Good food that fills your table, good health as you work hard, Good food that fills your table, good health as you work hard, 

and good times with family and friends. and good times with family and friends. 
May you have all the best delights in life. May you have all the best delights in life.                   

Happy Thanksgiving fHappy Thanksgiving from the Staff, Officers and Board of Directorsrom the Staff, Officers and Board of Directors
of the Northeast Equipment Dealers Associationof the Northeast Equipment Dealers Association

What Does A $1 Million 
Electrical Cord Look Like?
 Recommended partner Federated Insurance® is asking: What 
does $1 million electrical cord look like? The answer is exactly like 
your electrical cords, except burnt. In recent years, we’ve seen a 
sharp increase in the number of devastating workplace fires among 
your industry peers. We don’t want you to experience the same fate. 
Fortunately, most fires are preventable and Federated Insurance has 
resources to help.
 Electrical cords and other equipment commonly used at your 
business can cost you millions if they spark a fire – which is why 
Federated is sending member clients three industry-specific fire 
prevention resources in advance of National Fire Prevention Week  
(October 9-15, 2022).

We strongly encourage all members to take action during Na-
tional Fire Prevention Week to identify fire hazards and bolster fire 
prevention practices at their businesses:

•Download an Electrical Cord Safety Guide to learn more 
about the fire hazard posed by overburdened and damaged 
electrical cords.

•Download a sample Fire Prevention and Safety Checklist to 
assist you in regularly evaluating your business for potential 
fire threats.

Thank you for helping prevent a deadly and devastating fire at 
your business.

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

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

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

NEDA
Committed to Building a

Better Business Environment
for Northeast

Equipment Dealers

https://www.federatedinsurance.com/document/prod_080551
https://www.federatedinsurance.com/document/prod_1306055
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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



 On October 19, 2022, the U.S. Equal Employment  
Opportunity Commission (EEOC) released the ‘Know Your 
Rights’ poster, which updates and replaces the previous “EEO 
is the Law” poster. Covered employers are required by federal 
law to prominently display the poster at their work sites. The 
EEOC’s web page for the poster provides information about 
where to post it. The poster also includes a QR code for appli-
cants or employees to link directly to instructions for how to file 
a charge of workplace discrimination with the EEOC.
A few the laws that the EEOC enforces require covered  
employers to post a notice describing the Federal laws prohib-
iting job discrimination. The poster summarizes these laws and 
explains that employees or applicants can file a charge if they 
believe that they have experienced discrimination. The poster 
shares information about discrimination based on:

 •Race, color, sex (including pregnancy and related con-
ditions, sexual orientation, or gender identity), national
origin, religion,

•Age (40 and older),
•Equal pay,
•Disability,
•Genetic information (including family medical history or

genetic tests or services), and includes
•Retaliation for filing a charge, opposing discrimination,

or participating in a discrimination lawsuit, investiga-
tion, or proceeding.

 “The new ‘Know Your Rights’ poster is a win-win for  
employers and workers alike,” said Chair Charlotte A. Bur-
rows. “By using plain language and bullet points, the new 
poster makes it easier for employers to understand their legal 
responsibilities and for workers to understand their legal rights 
and how to contact EEOC for assistance. The poster advances 
the EEOC’s mission both to prevent unlawful employment dis-
crimination and remedy discrimination when it occurs.”

The new “Know Your Rights” poster includes these changes: 
•Uses straightforward language and formatting.
•Notes that harassment is a prohibited form of discrimi-

nation.
•Clarifies that sex discrimination includes discrimina-

tion based on pregnancy and related conditions, sexual
orientation, or gender identity.

•Adds a QR code for fast digital access to the how to file
a charge webpage.

•Provides information about equal pay discrimination for
federal contractors.

The poster is available in English and Spanish and will be 
available in additional languages later.

The posters should be placed in a conspicuous location in 

the workplace where notices to applicants and employees are 
customarily posted. In addition to physically posting, covered 
employers are encouraged to post a notice digitally on their 
websites in a conspicuous location. In most cases, electronic 
posting supplements the physical posting requirement. In some 
situations (for example, for employers without a physical loca-
tion or for employees who telework or work remotely and do 
not visit the employer’s workplace on a regular basis), it may 
be the only posting. Covered employers are subject to fines for 
noncompliance. 
 The Americans with Disabilities Act (ADA) requires that 
notices of Federal laws prohibiting job discrimination be made 
available in a location that is accessible to applicants and em-
ployees with disabilities that limit mobility. 

The EEOC advances opportunity in the workplace by en-
forcing federal laws prohibiting employment discrimination. 
More information is available at www.eeoc.gov

20| Northeast Dealer
November 2022

EEOC Releases Updated
“Know Your Rights” Poster
Covered Employers Required by Law to Display Poster at Work Site

Know Your Rights:
Workplace Discrimination is Illegal 

The U.S. Equal Employment Opportunity Commission (EEOC) enforces Federal laws that protect you from 

discrimination in employment. If you believe you’ve been discriminated against at work or in applying for a 

job, the EEOC may be able to help.

Who is Protected? 

• Employees (current and • Union members and

former), including managers applicants for membership

and temporary employees in a union

• Job applicants

What Organizations are Covered?

• Most private employers

• State and local governments

(as employers)

• Educational institutions (as

employers)

• Unions

• Staffing agencies

What Types of Employment Discrimination are 

Illegal? 
Under the EEOC’s laws, an employer may not discriminate against 

you, regardless of your immigration status, on the bases of:

• Race

• Color

• Religion

• National origin

• Sex (including pregnancy

and related conditions,

sexual orientation, or gender

identity)

• Age (40 and older)

• Disability

• Genetic information

(including employer requests

for, or purchase, use, or

disclosure of genetic tests,

genetic services, or family

medical history)

• Retaliation for filing

a charge, reasonably

opposing discrimination,

or participating in a

discrimination lawsuit,

investigation, or proceeding.

What Employment Practices can be Challenged 

as Discriminatory? 

All aspects of employment, including:

• Discharge, firing, or lay-off

• Harassment (including 

unwelcome verbal or physical 

conduct)

• Hiring or promotion

• Assignment

• Pay (unequal wages or 

compensation)

• Failure to provide reasonable 

accommodation for a 

disability or a sincerely-held 

religious belief, observance 

or practice

• Benefits

• Job training

• Classification

• Referral

• Obtaining or disclosing

genetic information of

employees

• Requesting or disclosing

medical information of

employees

• Conduct that might

reasonably discourage

someone from opposing

discrimination, filing a

charge, or participating in an

investigation or proceeding.

What can You Do if You Believe Discrimination 

has Occurred? 

Contact the EEOC promptly if you suspect discrimination. Do not 

delay, because there are strict time limits for filing a charge of 

discrimination (180 or 300 days, depending on where you live/

work). You can reach the EEOC in any of the following ways:

Submit an inquiry through the EEOC’s public portal: 

Call

Visit 

E-Mail

Additional information about the EEOC, 

including information about filing a charge of 

discrimination, is available at www.eeoc.gov.

https://publicportal.eeoc.gov/Portal/Login.aspx 

1–800–669–4000 (toll free) 

1–800–669–6820 (TTY) 

1–844–234–5122 (ASL video phone)

an EEOC field office (information at 

www.eeoc.gov/field-office) 

info@eeoc.gov

EMPLOYERS HOLDING FEDERAL CONTRACTS OR SUBCONTRACTSThe Department of Labor’s Office of Federal Contract Compliance Programs (OFCCP) enforces the nondiscrimination and affirmative action commitments of companies doing business with the Federal Government. If you are applying for a job with, or are an employee of, a company with a Federal contract or subcontract, you are protected under Federal law from discrimination on the following bases:

Race, Color, Religion, Sex, Sexual Orientation, Gender Identity, National Origin 
Executive Order 11246, as amended, prohibits employment discrimination by Federal contractors based on race, color, religion, sex, sexual orientation, gender identity, or national origin, and requires affirmative action to ensure equality of opportunity in all aspects of employment.

Asking About, Disclosing, or Discussing Pay Executive Order 11246, as amended, protects applicants and employees of Federal contractors from discrimination based on inquiring about, disclosing, or discussing their compensation or the compensation of other applicants or employees.

Disability 
Section 503 of the Rehabilitation Act of 1973, as amended, protects qualified individuals with disabilities from discrimination in hiring, promotion, discharge, pay, fringe benefits, job training, classification, referral, and other aspects of employment by Federal contractors. Disability discrimination includes not making reasonable accommodation to the known physical or mental limitations of an otherwise qualified individual with a disability who is an applicant or employee, barring undue hardship to the employer. Section 503 also requires that Federal contractors take affirmative action to employ and advance in employment qualified individuals with disabilities at all levels of employment, including the executive level. 

Protected Veteran Status 
The Vietnam Era Veterans’ Readjustment Assistance Act of 1974, as amended, 38 U.S.C. 4212, prohibits employment discrimination against, and requires affirmative action to recruit, employ, and advance in employment, disabled veterans, recently separated veterans (i.e., within three years of discharge or release from active duty), active duty wartime or campaign badge veterans, or Armed Forces service medal veterans.

Retaliation
Retaliation is prohibited against a person who files a complaint of discrimination, participates in an OFCCP proceeding, or otherwise opposes discrimination by Federal contractors under these Federal laws.

Any person who believes a contractor has violated its nondiscrimination or affirmative action obligations under OFCCP’s authorities should contact immediately:
The Office of Federal Contract Compliance Programs (OFCCP)U.S. Department of Labor
200 Constitution Avenue, N.W.Washington, D.C. 20210
1–800–397–6251 (toll-free)
If you are deaf, hard of hearing, or have a speech disability, pleasedial 7–1–1 to access telecommunications relay services. OFCCP mayalso be contacted by submitting a question online to OFCCP’s HelpDesk at https://ofccphelpdesk.dol.gov/s/, or by calling an OFCCP regional or district office, listed in most telephone directories underU.S. Government, Department of Labor and on OFCCP’s “Contact Us”webpage at https://www.dol.gov/agencies/ofccp/contact.

PROGRAMS OR ACTIVITIES RECEIVING FEDERAL FINANCIAL ASSISTANCE
Race, Color, National Origin, Sex
In addition to the protections of Title VII of the Civil Rights Act of 1964, as amended, Title VI of the Civil Rights Act of 1964, as amended, prohibits discrimination on the basis of race, color or national origin in programs or activities receiving Federal finan-cial assistance. Employment discrimination is covered by Title VI if the primary objective of the financial assistance is provision of employment, or where employment discrimination causes or may cause discrimination in providing services under such programs. Title IX of the Education Amendments of 1972 prohibits employ-ment discrimination on the basis of sex in educational programs or activities which receive Federal financial assistance.

Individuals with Disabilities
Section 504 of the Rehabilitation Act of 1973, as amended, prohibitsemployment discrimination on the basis of disability in any programor activity which receives Federal financial assistance. Discriminationis prohibited in all aspects of employment against persons with disabilities who, with or without reasonable accommodation, canperform the essential functions of the job.

If you believe you have been discriminated against in a program of any institution which receives Federal financial assistance, you should immediately contact the Federal agency providing such assistance.

              (Revised 10/20/2022)

https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=1b7102351d&e=2b9c8997a2
https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=1b7102351d&e=2b9c8997a2
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NEDA Has Your
COVID 19
Supplies!

Northeast Equipment Dealers 
Association has your

COVID 19
supplies available!!

Get Quantity Discounts!!

Contact ne-equip.com for 
additional information

Contact NEDA first for a free quote on 
all business forms and supplies.

Required State and 
Federal Posters

Laser Checks

Envelopes
Repair/Work
Order Forms

Time Tickets

Machine Inventory 
Cards

Equipment Decals 

GUIDE BOOKS:
Construction 
Equipment

Farm Equipment

Antique Tractor

Compact Tractor/
OPE

DOT Truck Approved Signs –
Oversize Load

and Warning Flags

DOT Safety & Towing Lights

Forklift Safety Training
for Employees

& The Training Kit

Your Association will be happy to assist you with quotes or questions.
Please call Kelli today at the NORTHEAST EQUIPMENT DEALERS ASSOCIATION

128 Metropolitan Park Drive, Liverpool, NY 13088

800-932-0607 • 315-457-0314 • Fax 315-451-3548 • www.ne-equip.com

Driver’s Vehicle 
Inspection Report 

Forms

FMCS Regulations 
Handbook, Reports on 
Drivers and Vehicles

Inventory Seals
for Equipment

Arrow Lock Equipment 
Tags

and much more
WE CAN DUPLICATE YOUR EXISTING FORMS

OR MAKE ANY CHANGES DESIRED
FAST, COMPETITIVE, CONVENIENT AND EASY

NEDA Service Technician 
Skills Test

 Because industry standards define s pecific  
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 stan-
dard, employers need a way to measure skills or  
competencies. A skills assessment evaluates a poten-
tial or current worker’s skill according to the industry- 
defined standard. These assessments help determine 
if test-takers have the necessary technical knowl-
edge 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 “Online Exam” to 
take the NEDA Skills Test.

https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=4ea1f9f5d4&e=2b9c8997a2
http://ne-equip.com/


advertisingadvertising
“the activity or 

profession of 

producing 

advertisements for 

commercial 

products or services”

Advertising in NE Dealer 
newsletter is simple and 
effective.

Contract schedules can 
range from one month to 
annually. A hyperlink will 
be positioned on your ad 
enabling dealers to click 
straight through to your 
Web site.

Click here to advertise 
TODAY!!
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https://www.ne-equip.org/wp-content/uploads/2022/07/NEDA-Newsletter-ad-rate-sheet.pdf


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®

Northeast
Equipment
Dealers
AssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers

Please Make It  Please Make It  
Home Safe Today.Home Safe Today.

*




