
Driver Shortage 
Remains Near
Record High

 The American Trucking Associations is reporting the driver shortage 
has eased slightly but remains near its all-time high.
 Based on their estimates, the trucking industry is short 78,000 drivers, 
which is down slightly from 2021’s record of more than 81,000 – but still 
extremely high historically.
 ATA calculates the shortage estimates by determining the difference 
between the number of drivers currently in the market and the optimal 
number of drivers based on freight demand.
 Among the report’s findings:

• Based on current driver demographic trends, as well as projected 
growth in freight demand, the shortage could swell to more than 
160,000 over the next decade.

• To keep up with demand, the industry must hire 1.2 million new 
drivers over the next decade to replace those leaving trucking either 
through retirement or for other reasons.

• There are several causes of the shortage, which means there is no 
single solution. However, the shortage is having an impact on driver 
pay, pushing it up significantly. 

• The shortage is not a phenomena unique to the United States – 
Germany, Italy, Argentina, Mexico, and China have all reported 
shortages of drivers in the past year. 

~ Article courtesy of Trucking Assn. of New York
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MARK YOUR CALENDAR. . .
NEDA  local dealer meetings coming up soon!!! 

JANUARY 23, 2023 | Grantville, Pennsylvania

JANUARY 25, 2023 | Liverpool, New York

JANUARY 27, 2023 | Concord, New Hampshire 

Visit ne-equip.org for more information

https://www.ne-equip.org/events/#!event-list


NEDA Workers’ Compensation Safety Group

Exclusive WC Program
 

DIVIDEND HISTORY

ELIGIBILITY

Average Dividend of 27.0% 
For the Last 10 Years

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

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

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

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

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

75% of Eligible NEDA Dealers 
Purchasing Workers’Comp 

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

OTHER SOURCES

®

New York Members of the Northeast Equipment 
Dealers Association

25%
75%



 First off, I want to wish everyone a happy and joyous 
Holiday Season! Sharing time with friends and family is  
always a special bonus this time of year. I want to encour-
age everyone to make an extra special effort to ensure that 
this year’s opportunities do not become one of those “bless-
ings” so easily dismissed in the midst of all the distractions 
that 2022 has brought. Please take the time to be more  
deliberate about your plans and do the extra work neces-
sary to ensure that you can truly enjoy family and friends and 
rejoice in the spirit of the season. 
 Last year and in my 2020 column I wrote, “I don’t think 
any of us could have predicted that 2021 would bring so 
many challenges to the nation and our economy!” and went 
on to encourage dealers to adapt, be innovative and flexible 
in the year to come and praised dealers for their ability to 
innovate, adapt and respond to unforeseen challenges.  I am 
proud to once again sing your praises. Well done!
 Unfortunately, like last year it looks to me like at least the first two quarters if not the whole of 
2023 will be at least as demanding as 2022 as the economy and our industry continue to work 
through inflation, supply chain and labor challenges. Clearly the war in Ukraine, related trade 
restrictions on Russian exports and oil are both helping drive/maintain commodity and fertilizer, 
prices add in the Federal Reserve’s war on inflation (interest rate hikes) will continue to impact our 
industry (demand for new whole goods) and the economy in general (both US and Global). 
 Labor (hiring and retaining) is likely to be one of the most difficult. We are not alone! A recent 
article in Construction Equipment stated, “The No. 1 challenge for contractors continues to be 
securing sufficient numbers of skilled, motivated construction workers.”  Then went on to dig 
into U.S. Bureau of Labor Statistics data (https://www.constructionequipment.com/industry-
news/news/21437481/construction-job-openings-up-21).  The only good news I took away 
from their data was “quits” had decreased by 19%. Now for the bad news! “The construction 
industry had 422,000 job openings in September, up 21 percent from September 2021, and 
9 percent from August 2022, according to Associated Builders and Contractors.”  Worse yet, 
new construction industry hires only totaled 360,000 a deficit of 62,000. 
 Themes for NEDA’s scope of work in 2023 will primarily be workforce development and 
the continued expansion of our Agricultural Technician Apprentice and pre-apprenticeship 
programs. We will also be continuing our legislative advocacy efforts with particular focus on 
the fight against “Right-to-Repair” legislation in PA, ME, NY, RI, NH, VT, MA, and NJ. Legisla-
tion/regulation banning gas powered equipment is quickly becoming another issue along with  
expanding opportunities for transport of over-width equipment via the interstate highway system. 
 As 2022 draws to a close, please know that we are deeply grateful for your continuing  
support and participation in the association’s work. Thank you! 

REMEMBER! ,“When we work together as an Equipment Dealer Association,
we speak in a unified voice. Together we can achieve what individuals could not;

the ability to attain our mutual goals.”  

Observations
from the FIELD

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

OFFICERS
JOHN E. KOMARISKY, President
Main & Pinckney Equipment Inc. / Auburn, NY
315-253-6269 • Fax: 315-253-5110
New Holland, Simplicity, Brillion, Bush Hog
john@mainandpinckney.com

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

LAURA BENTLEY, 2nd Vice President  
Bentley Bros. Inc. / Albion, NY
585-589-9610 • Cell: 585-733-9602 
Kubota, Stihl, Landpride, Ariens
laura@bentleybrosinc.com • www.bentleybrosinc.com

CRAIG HOUSEKNECHT, Immediate Past President 2021
Moffett Turf Equipment (MTE) / West Henrietta, NY
585-334-0100 • Fax: 585-334-6332
chouseknecht@mte.us.com
Jacobsen, Mahindra, Ventrac, Smithco, Turfco, Redexim, 
Golf Lift, Lely, Ryan, RedMax 

RALPH GAISS, CEO and Executive Vice Pres.
800-932-0607, Ext. 222 • Fax: 315-451-3548
rgaiss@ne-equip.com

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

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

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

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

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

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

SCOTT MILLER
United Ag & Turf, Williston, VT 10924
802-309-1176 • Fax: 845-294-8223
John Deere
Scott.Miller@uatne.com

NATE SHATTUCK, Past President 2020
Devon Lane Farm Supply, Inc. / Belchertown, MA
413-323-6336 • Fax: 413-323-5080
Yanmar, Landini, Monosem, Ferris, Simplicity, Stihl, 
Husqvarna
nates@devonlane.com 

NEDA Board of Directors
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TIM WENTZ
Field Director / Legislative

Committee Chairman
717-576-6794

https://www.constructionequipment.com/industry-news/news/21437481/construction-job-openings-up-21
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Alone we can do so little ...
together we can

accomplish great things!

www.ne-equip.com

Maine | Vacation Pay: Know the Rules! 
 Last year, the Maine Legislature passed a law (LD 225) regarding how employers should 
handle paying out vacation pay at the separation of employment.
  Recently, the Maine Department of Labor shared some written guidance regarding this new law. 
The document can be found on this page, but it's frankly buried in the list of links:
 https://www.maine.gov/labor/labor_laws/wagehour.html 

It's the second bullet under Final Payment of Wages.

So be sure to check the link for the most recent information.
  We know most employers do pay out unused vacation pay at the cessation of employment, but 
if you do not, we urge you to understand the law.

Pennsylvania | Tax Credit for Farmers 
 You may be eligible to obtain a tax credit on your Pennsylvania income tax up to $32,000, 
if you sell, or up to $7,000, if you lease, agricultural assets, including agricultural land, livestock, 
facilities, buildings, and machinery used for farming, to a Beginning Farmer. 

Are you eligible for a Beginning Farmer Tax Credit? 
• You are eligible for this tax credit if you meet the following criteria:
• You must own real or personal property.
• You must sell or lease agricultural assets to a Beginning Farmer.
• You must be subject to Personal Income Tax.
• You must not be the spouse of a Beginning Farmer.
• You must not be an entity in which the Beginning Farmer or his/her spouse possesses an

interest or is a trustee; and
• You must not be a dealer, or in a similar business, which is not primarily engaged in farming.

Who qualifies as a Beginning Farmer? A Beginning Fanner must: 
• Have experience in . the agricultural industry.
• Have not received farming income for more than the ten most recent tax years.
• Intend to provide a majority of the labor and management involved in the farming; and
• Have obtained written certification from the Department of Agriculture confirming

Beginning Farmer status.

How can we help? 
 If you think you may be eligible to participate in this program and would like a qualified attorney 
to assist you in the initial steps of preparing the application for submission to the Pennsylvania 
Department of Community and Economic Development, please call our office today. 

NEWLY MERGED DEALER MEMBERS
AGRITEER LLC-LITITZ
Formerly Binkley & Hurst & MM Weaver 
133 Rothsville Station Road, Lititz, PA 17543
Lancaster County
800-414-4705 • F: 717-626-0996
www.agriteer.ag
Principal – Eugene Hurst
General Manager – Josh Hahn
Service Manager – Edwin Martin
Sales Manager – Edmund Byne
Parts Manager – Joe Bauder
Office Manager – Joseph Schappell



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

Ha� y Holidays Ha� y Holidays 

login �

Warm wishes for a joyful  holiday season and a successful  New Year! 
From your friends at  AgDirect.



6 | Northeast Dealer
December 2022

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

www.ne-equip.com

MM Weaver and Binkley & Hurst  
Two  become one serving you as #1! 
 Representing storied pasts, MM Weaver and Binkley & Hurst were each founded by farmers in 
the 1930’s and have since grown into multi-location AGCO branded dealerships serving the Mid-
Atlantic region with equipment sales and support. 
 Following on the heels of a longstanding competitive, yet respectful relationship, official merger 
discussions began in late 2021, with communication to Team Members and Customers taking place 
the week of February 22nd, 2022. These traits have been incorporated into the new branding and 
mission of the new company, Agriteer.  The meaning behind the name Agriteer is built from the 
combining of three distinct words. 

Agriculture, Grit, and Pioneer. 
 We are a company of agriculture, and so the name Agriteer captures our brand personality 
well.” 
 Building upon the pre-existing strengths of the two companies, the mission of Agriteer is: “to 
honor Jesus Christ as we serve the agricultural community with passion and integrity, by providing 
premium products and expert service.” 
 This mission will be carried out by over 220 team members based in the seven current strategically 
placed locations spread across the Mid-Atlantic region. The merging of resources, expertise, and 
inventory is intended to give customers peace of mind knowing that Agriteer will be able to serve the 
ag community as a ‘one stop shop’ for large ag equipment needs. 
 All seven Agriteer locations will maintain AGCO contracts, allowing inventory to be easily 
shared as needed. 

The official start date of the new company was Saturday October 1st.

Connecticut | Highway User Fee 
 Starting January 1, 2023, Connecticut will be imposing a new Highway Use Fee on motor 
carriers operating vehicles weighing 26,000 lbs. or more “for the privilege of using Connecticut 
roads.” The Highway Use Fee is calculated based on a vehicle’s weight and number of miles driven 
in the state. It ranges from 2.5 cents per mile to 17.5 cents per mile. The first Highway Use Fee 
return is due on or before February 28, 2023. Carriers traveling in the state must register with the 
Connecticut Department of Revenue Services by January 1, 2023. Learn more here.

Kubota Highlights New Equipment They Are Launching 
in 2023 at Their Annual Meeting

Kubota Tractor Corporation recently celebrated its 50th Anniversary at its annual dealers 
meeting in Grapevine, Texas. The Japan-
based company commemorated its past 
while also highlighting its future, displaying 
its first tractor imported to the U.S., the 
McCulloch D-20, up to a model of the 
future, an electric, cloud-connected, fully 
automated machine. 
 The company, which expanded into 
North America in 1972, is known for its 
large and compact tractors, hay equipment 
and utility vehicles, as well as its construction 
equipment and lawnmowers.
 "We started out the first year (in North 
America) with 2,000 units sold. Last year, in 
2021, we sold 220,000 units," said Todd 
Stucke, senior vice president.

The future? Kubota Wheelman Concept Tractor, a fully 
automated electric tractor, powered by a mounted 
rechargeable lithium battery and solar panels, was on display 
in the showroom at the Kubota’s annual dealer meeting.

https://nam11.safelinks.protection.outlook.com/?url=https%3A%2F%2Fr20.rs6.net%2Ftn.jsp%3Ff%3D001wbjC1DUPITLWl_1Cz3R3R_vGOuO0_vbPFYkGieiz4DDU4YX9gDHCKTM_Yb501UTKCCpQw8PPxavhXRBIKSD7vvrTo96b0wj1nYikrFSxeAPuLREaBquhE7WU4KagAuQ5bVUZ0nwbeikHVil_MMc5fwUYq4n6CGUsCarogyNpZ2MXuF4eajo1-qI9Srs5Ru9t%26c%3DX3VFN96ADZi92-u1V8mj6hZhyuRLotN6a5Ki3xcNnLe-WGZXj1gGAA%3D%3D%26ch%3D5lvyK7vemUgdeTXlIOXL7qpH9buASJODA4zbBVoavT8nO2XWhURYtQ%3D%3D&data=05%7C01%7Cduane.wright%40uatne.com%7C0edc4f6550bb436eb98f08dac9a54b5d%7C46a9d2deeedd4e1381a2cdccfc83b9bd%7C0%7C0%7C638044009046687794%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C3000%7C%7C%7C&sdata=t%2BOQhjkfAn3MT5I2oN01b%2FWRFNYOIfoYGpgW9cs3kkk%3D&reserved=0


Call: (866) 806-0684       Email: Info@FastlineMarketingGroup.com       Visit: FastlineMarketingGroup.com

Take advantage of our full suite of marketing solutions
backed by an industry leading

AUDIENCE
you can reach.

 Marketing Solutions Fastline

 Catalog/Magazine ✓

 Direct Mail ✓

 Email Campaigns ✓

 Aggi ✓

 Website Design/Hosting ✓

 SEO ✓

 Promoted Social Media Posts ✓

 Social Media Management ✓

 Smart Banners ✓

 PDM – Search/Display ✓

 PDM – Social Ads ✓

 Website – Banners ✓

 Website – Featured Hot Deals ✓

Reach Your AUDIENCE!

Put us to work. We can help you grow.

https://fastlinemarketinggroup.com/?utm_source=House_Ads&utm_medium=banner&utm_campaign=Association_Ads
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THEFT ALERT!
Equipment Theft Report Owner Information
Name: Daniel Mazza
Address: 602 S Elmer St., Syre, PA 18840, United States
Phone: 607-768-9162
Email: matthew.barcak@broomecountyny.gov

Equipment Description
Make: Kubota
Model: Unknown, Possibly a L2850
Year: 1986-1988
Type: Tractor with front loader
Component/Attachment Type 1: BF400G front loader
Serial Number 1: 15068
Component/Attachment Type 2: 
Serial Number 2: 

Theft Details
Theft Date: 10/12/2022-10/24/2022
Agency name: Broome County Sheriff’s Office / NY0030000
Incident Report Number: 22-24346 
Incident Report Date: 10/14/2022
Agency Contact: Det. J. Matthew Barcak
Agency Contact Phone: 607-778-8861
Alternate Police Contact: BCSO Dispatch Line: 607-778-1911
Theft Location: Vacant Residence
Theft Location Address:239 Dilly Rd, Port Crane, NY 13883, United States 
Theft Circumstances: Tractor stolen from outside an outbuilding at a vacant prop-
erty. Tractor runs but the gears to not engage. 

John Deere 
Launches 
New Tillage 
Tech, Tractor 
Update
BACK TO STRIP TILL
 John Deere launches new ST strip till 
machines. The drawn models include the  
10-ton fertilizer system and can use implement
guidance when a second StarFire receiver
is included (shown). Note with AutoPath the
strip-till system offers advanced precision
use, according to the company. The company
returns to strip till with an advanced rig,
launches TruSet Active for enhanced depth
control, and upgrades 7R tractors.

Kenect Ranked Number 292 
Fastest-Growing Company in 
North America
 Kenect today announced it ranked 292 on the Deloitte Tech-
nology Fast 500™, a ranking of the 500 fastest-growing technology, 
media, telecommunications, life sciences, fintech, and energy tech 
companies in North America, now in its 28th year. Kenect grew 
499% during this period.
 This is the second year in a row Kenect has made the Deloitte 
Technology Fast 500 list. It was also the second fastest growing 
company in Utah on the list.

About Kenect
 Kenect is a text messaging platform that is used by small busi-
nesses to improve customer communication. Kenect allows busi-
nesses to text their clients directly, generate new leads, improve 
communication, generate reviews, and collect payments--all via 
texting. Kenect was recently ranked the 36th fastest growing tech 
company in North America by Deloitte and is used by thousands 
of businesses across North America.

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



Available in Amber 
STR-XLA1 

************************************************************************************************** 

Available in Red, White, Green 
STRL4R, STRL4W, STRL4G 

************************************************************************************************** 

Available in Red and White 
STR-MXR, STR-MXW 

**************************************************************************************************
Order today!  Expires 12-31-2022 

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 

STR-XLAW1 
LED Class I Strobe 

Amber / White surface mount strobe 
Class I, 12-24V 24 flash patterns 

Retail Price $50.00 
Regular price $27.94 
Dealer price $25.15 

STR-MXA 

STRL4A 

4” Amber strobe, flush mount, brushed 
aluminum housing, steady on or strobe 
function, 3-wire, easy hook up.  

Retail Price $45.00 
Regular price $30.88 
Dealer Price $27.79 

LED Amber Strobe 

$25.15 each

$27.79 each

LED Mini Extreme Strobe 

Retail Price $45.00 
Regular price $23.82 
Dealer Price $21.44 

LED Mini Extreme amber strobe, 
surface mount, 17 flash patterns, 
1-1/2 diameter, 10-30 volts, IP67

$21.44 each
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Shops would do well to 
focus on culture when 

hiring young techs, 
Votech officials say

 

Hiring the best and the brightest diesel mechanics during a 
technician shortage can require a change in tactics.
 As trade school officials told CCJ, it is not just about offering a 
promising paycheck and a few tools to get started, it is more 
about the entire compensation package, culture and sometimes 
even a jet plane.
“We have employers come from all over the United States to 
recruit our students,” said Jim Mathis, president and CEO of 
WyoTech in Laramie, Wyoming. “Some employers fly their pri-
vate jets in and load up students and take them back to their area to 
show off their shops and wine and dine them.”
 Sandra Jordan, director of career services at Lincoln Tech’s 
Nashville campus said employers are fishing big time for the best 
students, which can lead to all-expense paid trips. She recalled a 
recent conversation with a student who landed a job following an 
enticing recruiting effort that they will not soon forget.

“I asked, ‘How did they get you onboarded?’” Jordan said.  
What came next was further confirmation of how far some shops 
are willing to go to attract tech students.

“[The student] said, ‘Well, they paid for me and my signifi-
cant other to come out to tour their facility. They gave us tickets to 
the aquarium. They bought us tickets to dinner. They paid for our 
hotel,’” Jordan said with a laugh. “I said, ‘All right, I don’t want to 
hear anything else.”
 Jordan explained that students are told to seriously consider 
job offers before accepting “because if it’s shiny and looks good 
doesn’t necessarily mean it is.”
 In addition to rolling out the red carpet, shops can win over 
students with a tuition reimbursement incentive plan (TRIP) said 
Robert Kessler, regional vice president of operations at Universal 
Technical Institute and president of UTI’s campus in Exton, Penn-
sylvania.
 “I would tell you that it’s not necessarily just the pay, but the 
whole compensation package,” Kessler said. “Many of the 
employers today offer some form of TRIP. They are offering to 
pay back students’  loans over the course of time, and that is 
certainly a very attractive piece of the compensation package. In 
other cases, it might be relocation assistance or tool allowances,  
different things like that.” Continue reading here

 ~ Article courtesy of  Commercial Carrier Journal, editor, 
Updated Oct 23, 2022

https://www.ccjdigital.com/maintenance/technician-training/article/15300778/shops-would-do-well-to-focus-on-culture-while-hiring-young-techs#:~:text=Technician%20training-
NEDA Laptop
Cross-Out
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 America needs more professional drivers.  The American 
Trucking Association estimates the current industry shortage to 
be 80,000 drivers, and expects it to double by 2030, further 
undermining the profession’s stability and the U.S. supply chain. 
Americans also recognize the importance of this workforce, as 
96% of us say that truck drivers are essential to the economy.
 This shortage comes amid increasing demand for freight, 
backlogs in licensing and training and an aging workforce. While 
the average age of new drivers is 35, the average age of all 
drivers is 47, which means the rate of incoming recruits is not high 
enough to offset coming retirees. 
 The American Transportation Research Institute proposed the 
following strategies:

1. Enact legislation to lower the eligible age for commer-
cial driver’s licenses from 21 to 18

2. Engage high school students by adding truck driving
electives and apprenticeships, and focus recruitment on
graduating seniors

3. Expand work visas for qualified drivers from other coun-
tries

 These are thoughtful and pragmatic solutions which can be  
supplemented in additional ways.

HERE ARE FOUR WAYS FLEETS CAN ATTRACT – 
AND KEEP – YOUNGER DRIVERS.

Enhance female recruitment efforts
 Women account for 47% of the U.S. workforce but only 
6% of truck drivers. Transportation companies should lean into  
cultural trends that highlight diversity in hiring, reward ambition, 
and training and advancement opportunities for the under-repre-
sented female workforce.  
 Transportation firms can further reduce female hiring fric-
tion by actively supporting organizations and efforts that pro-
vide gender-specific resources and skills development. Women 
in Trucking, a non-profit association, provides mentorship and 
safety training resources for women in the industry, in addition 
to encouraging their employment, promoting their accomplish-
ments, and addressing unique obstacles women face in the field.
 Ensuring women are visible, involved in key committees and 
initiatives, have a path to leadership roles, and are provided net-
working opportunities to build a community are all critical for at-
tracting more females into your workforce.

Look to the U.S. military
 Many discharged veterans are already experienced truck 
drivers, offering employers an express hiring route. That’s be-
cause the Federal Motor Carrier Safety Administration permits 

How to Recruit and 
Retain Drivers

Under the Age of 35

 In light of the events tied to the Russian and Ukrai-
nian conflict, there has been significant media cover-
age around concerns of increased business risk tied to 
cyber-attacks.   
 Our Association has partnered with Secuvant, 
a cybersecurity firm with strong ties to the Dealer  
community. Secuvant understands the typical busi-
ness risks Dealers manage to on a day-to-day basis 
and has prepared an Advisory for business leaders to 
review with their Security and IT personnel. 
 Should you need assistance better understand-
ing how these current events truly impact your orga-
nizations risk, please reach out to our security partner 
Secuvant at info@secuvant.com. 

states to offer a military skills test waiver for CDL applicants, mak-
ing a written exam the only requirement.
 In addition, the trucking industry can take hiring cues from 
the U.S. military, which shifted its recruitment messaging to attract 
younger talent and stem attrition. 
 The “Know Your Army” campaign highlights benefits that 
compete with private companies. While some cannot be easily 
countered in the private sector — such as VA loans for home own-
ership — others can be incorporated. These include 30 days of 
paid annual vacation, pensions after 20 years of service, paid 
parental leave, choice of locale, education benefits and signing 
bonuses. The military also now highlights shorter enlistment pe-
riods, which means the potential for attracting veterans in their 
mid-to-late 20’s is more likely, further increasing the longevity of 
this workforce overall.
 Continue reading here 

~ Article courtesy of Commercial Carrier Journal, Nov. 2022
  Susan Corscadden, contributor, Updated Nov 11, 2022

https://www.ccjdigital.com/workforce/recruiting-retention/article/15302899/tips-to-recruit-and-retain-drivers-under-the-age-of-35?utm_term=VersionB&utm_medium=email&utm_content=11-11-2022&utm_campaign=CM_NL_CCJ+Daily&utm_source=CM_NL_CCJ+Daily&ust_id=7efb60009831250efb1dc0ea7c6820d13152e88b&oly_enc_id=8631J4735401I0M\


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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BY JOHN CHAPIN

 Many of you are going to groan, 
wince, swear, or do all three when you 
hear this. In any case, without further ado, 
here is the idea: spend a minimum of three 
to four hours a day, Monday through Fri-
day, prospecting for new clients.
 While that may sound like a lot of time, 
it is fifteen to twenty hours a week, out of 
your total hours of 168. Now I know some 
of you are thinking, wait, closing the busi-
ness, not prospecting, is the most important 
task because without closing, nothing hap-
pens, and you would be right, at the same 
time, to get the sales, you need plenty of 
prospects. 
 Let me give you a couple of examples 
of people who have followed this. I have 
a friend who is one of the top Realtors in 
Central Massachusetts. When he started in 
the business, he was a transplant from New 
Jersey who knew absolutely no one in the 
area. He went to the manager of the office 
and asked him how he should get some 
sales. The manager told him to call the ex-
pired list (people who had listed their house 
with an agent, but it did not sell) and the list 
of FSBOs (for sale by owners). My friend 
was used to cold calling over the phone. 
One of his previous jobs was selling news-
papers over the phone, so he was used to 
making a lot of calls and getting rejected. 
He proceeded to make 603 phone calls 
over the next month. From those calls, six 
people decided to list their houses with him 
and that resulted in three sales over the next 
two months. 
 In a similar story I have another friend 
who lost his job in the banking industry 
when he was in his early 40s. Evaluating 
his life and options he decided to embark 
on a dream he had years ago when he was 
in college. His dream was to become a chi-
ropractor. He resumed and completed the 

studies he had started in college, got all the 
necessary training, and, since he was start-
ing a new career, decided to change his 
location too. He moved from Minnesota to 
San Diego. Upon his arrival in San Diego 
one of the first things he did was to visit the 
offices of the local association of chiroprac-
tors. They turned him away at the door. They 
told him, “We already have too many chi-
ropractors. My friend decided to stay. He 

had a questionnaire with him. The first ques-tion 
was: if a chiropractic office opened in your 
area, what would you like to see, just regular 
chiropractic, yoga, reiki, massage, other? The 
last question was: If I open a chi-ropractic office 
in the area, would you like an invite to the 
open house? In month nine he sent out the 
invites, opened the business in month ten, and 
in the next twelve months grossed 1.2 million 
in revenues which, at the time, put him in the 
top ten percent of chiropractic offices in San 
Diego, a city with too many chiropractors. 
 John Chapin is a motivational sales 
speaker, coach, and trainer. For his free eB-ook: 
30 Ideas to Double Sales and monthly article, 
go to www.completeselling.com John has 
over 35 years of sales and sales management 
experience as a number one sales rep and is 
the author of the 2010 sales book of the 
year: Sales Encyclopedia  (Axiom Book 
Awards). 508-243-7359,  E-mail: 
johnchapin@completeselling.com., 
www.completeselling.com
You can find previous articles at: http://

www.completeselling.com/blog/ 

How to 
Massively 
Increase Your 
Business

https://www.completeselling.com/sales-blog/
https://www.completeselling.com/
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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

During the holiday season more than 

ever, our thoughts turn gratefully to 

those who have made our  

progress possible. And, in this spirit 

we at Northeast Equipment Dealers 

Association  say, simply but sincerely

Thank You and Best Wishes 
for the Holiday Season and

a Happy New Year!



 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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Home Office Deduction
 Working from home has become much more common within the last couple of years. Many work-
ing Americans and small business owners have adopted the ability to work remotely from the comfort 
of their own homes. If you are self-employed and work from home, even part-time, you may be able to 
claim a tax deduction for expenses related to your home office.
 This deduction is known as the Home Office Deduction. You may qualify to claim the home office 
deduction if you solely use a portion of your home for your business and nothing else, in most cases. To 
be considered a home office, the area must be used regularly and exclusively for your self-employed 
business. The office space must be your primary place of business, or a separate structure used in con-
nection with your business. There is no requirement that your home office needs to be partitioned off from 
other areas with a wall or additional barrier. For example, if you have a desk in the corner of your dining 
room where you conduct your business, you can still qualify for the deduction provided you do not use 
that specific area of your home for any personal use. You can calculate the deduction in two different 
ways: The actual expenses method or the simplified method. 
 When using the actual expenses method, it is important to keep in mind that you can only count a 
portion of home-related expenses. For example, your house is 3,000 square feet. The area being used 
as your home office is 300 square feet. You are then eligible to claim 10 percent of your home’s annual 
heating, cooling, and water bills, along with other common housing expenses that make it possible for 
you to conduct your business there. 
 If you feel that crunching percentage numbers for your business expenses sounds like a lot of work, 
you can investigate using the simplified method instead. When using this method, you deduct a flat rate 
per square foot. For the tax year 2022, the flat rate would be $5 per square foot for up to 300 square 
feet. As the taxpayer, you can choose between the simplified method or the actual expense method. 
However, the simplified method is only available to self-employed individuals (like independent con-
tractors or freelancers) who run their businesses from their homes. 
 While many employers allow employees the flexibility to work remotely, W-2 employees are not 
eligible to use the home office deduction. The Tax Cuts and Jobs Act (TJCA) changed the home office 
deduction, including what traditional employees could deduct related to their work expenses. Before 
2018, you could deduct unreimbursed job expenses that exceed 2% of your adjusted gross income 
(AGI) on your federal tax return using Schedule A. Unfortunately, that is not the case anymore. Those 
who work at home as an employee, even for your employer’s convenience, can no longer deduct out-
of-pocket expenses.
 Your monthly mortgage or rent payment is a taxpayer’s largest home-related expense that is  
eligible to be counted toward the home office deduction. Many homeowners itemize and claim their 
home’s mortgage interest payments and property taxes on Schedule A. If you have a home office, you 
can apportion part of these payments, again using the square footage percentage.
 In today’s world, self-employed individuals and small business owners must receive as much  
money owed to them as possible come tax time. If you happen to be one of those self-employed indi-
viduals or small business owners and have questions about the proper deductions to take, including the 
home office deduction, reach out to the professionals at The Center for Financial, Legal, and Tax Plan-
ning, Inc at our website, www.taxplanning.com or by phone at (618) 997-3436. 

~ November 2022 Advisory

Business 
and
Tax

Advisory
BY IAN PERRY

and

ROMAN BASI

In today’s world,  

self-employed 

individuals and 

small business 

owners must receive 

as much  

money owed to 

them as possible 

come tax time. 
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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

Dealership Credit Card 
Fees Explained
 There is a reason the ability to compare and shop credit 
card merchants is so complex. It is designed that way. In build-
ing a system that involves a multitude of parties and layers within 
the system, it is easy to find areas where costs and fees can be 
added in, ones that are easy to overlook. Do you remember the 
movie where the guys modified a computer system so that the 
small amounts rounded off from transactions were deposited into 
their banking account? They thought that it would generate a 
few bucks, but quickly turned into millions of dollars. That movie 
could have easily been about the credit card industry. Each day 
you accept credit and debit cards, some of your profits are si-
phoned off by a third party.
 While it is almost impossible for a business to not accept 
credit cards, there are many steps that can be taken to minimize 
the cost for processing those cards. Understanding the costs and 
processing fees can also go a long way to helping dealers to 
negotiate reasonable rates. Dealers need to understand there 
are differences between credit and debit cards and the costs as-
sociated with each one, but for simplicity, in this article I am only 
going to focus on credit cards.

Costs for processing credit cards fall into 4 primary catego-
ries. There are other incremental fees, but these are the key items 
to focus on.

• TRANSACTION FEE – most processors charge a fixed
cost per transaction, and this will normally be the same regard-
less of the amount charged.

• INTERCHANGE FEE – this fee is a percentage set by
the credit card association that is deducted from each transac-
tion and a portion of this fee goes to the issuing bank. A standard 
bank issued card will typically have a lower interchange rate 
than a rewards or points type card.

• ASSESSMENT FEE – the Assessment fee is charged on
the total of your monthly sales for each credit card brand and 
the entire amount is paid to the card associations (Visa/MC/
AmEx/Etc.)

• PROCESSING FEE OR MARKUP – These are the di-
rect costs paid to your merchant processor, this is the money they 
use to pay for their reps, fund their technology, and what is left 
over is their profit.
 What can a business do to reduce the costs (a business 
tax) associated with accepting credit cards? Here are some of 
the tips I give to dealers.

Please read the balance of the article here  

~ Article courtesy of:  Power Sports Business, 11-9-2022
By: Dave McMahon 11-9-2022

Powersports Business contributor Mark J. Sheffield, a former dealer 
principal who now steers dealership owners in the right direction as 
a 20-Group facilitator for Spader Business Management, provides 
dealers with a timely piece on credit card fees. -- Mark has spent 
the last 30 years working in and around the power sports indus-
try. Although heading toward retirement, he still tackles occasional 
projects that interest him. If you’d like to see more of what he has to 
say, then check out his blog at  https://markjsheffield.com/blog  

https://powersportsbusiness.com/top-stories/2022/11/09/dealership-credit-card-fees-explained/?oly_enc_id=7798A5357267E8R
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SUCCESSION PLANNING 
Be diligent about details

SUCCESSION: Getting started with succession planning is sometimes the toughest 
part in tackling what is sometimes an emotionally and financially charged issue, said 
Mike Fraleigh, a Michigan attorney specializing in farm succession and estate planning.

Farm families should start planning about 10 years 
before someone intends to retire. This article is good 
for dealers and farmers, Ag.related. 

Studies by the Small Business Administration report that 30% of 
family businesses will make it to the second generation. Only 12% 
will make it to the third generation, and only 3% will make it to the 
fourth. The biggest factor for declining success is the lack of a writ-
ten succession plan.

“Failure to plan is planning to fail — it’s an old adage, but there’s 
truth to it,” said Mike Fraleigh, a Michigan attorney with more than 
20 years of experience specializing in farm succession and transi-
tion planning, as well as estate and trust planning. “That’s the way it 
is with succession planning. If you do not think it out ahead of time, 
the chance of you being able to successfully transfer that farm down 
as an operating business to the next generation is small.”

Getting started is sometimes the toughest part in tackling what 
is sometimes an emotionally and financially charged issue, said 
Fraleigh, who suggests farm families begin the process at least 10 
years before a generation removes itself from the operation.
 Giving yourself enough time allows for consideration of tax 
consequences and the financial foundation needed to transition the 
farm.

“A few years ago, I had a couple and their son come in with 
a farm succession plan, and they wanted me to legally finalize it,” 
Fraleigh recalled. “They had planned to sell some of the land and 
the equipment at a highly discounted rate, and their son would 
assume the $900,000 in debt the parents had. Well, they forgot 
to consider depreciation recapture on the equipment and capital 
gains tax on the land they were selling. And the big kicker was the 
assumption of debt income. So, when the son took over $900,000 
in debt, as far as Uncle Sam was concerned, the parents just had 
$900,000 in income.”

Had the document gone through without consulting a certified 
public accountant, they would have been just shy of a $1 million tax 
debt to the government. “We found another way to do the transac-
tion, but that’s just one of the reasons you need a fair amount of time 
to plan these transactions,” Fraleigh said. “Uncle Sam is the greediest 
relative I have, and I don’t like giving him any more than I have to.” 
Lenders

Another step in the process is to loop in the lenders to famil-
iarize the next generation with farm finances, what has been bor-
rowed, what has been paid back and what the payment plan is, 
Fraleigh said.

“There needs to be a relationship with the lenders before tak-
ing over, and the next generation needs to be educated on how the 
business operates and what it takes financially,” he said. “There is 
a big difference between working on a family farm and running the 
business. I may have all the skills I need to do the fieldwork and the 
maintenance work, but if I have not been exposed to the financial 
end of it or the marketing end, then I am going to have a problem.”
See the balance of the article here

~ Article courtesy of American Agriculturists 
Jennifer Kiel | Nov 08, 2022

2022 CODB Results
Order Your Copy Today

THE RESULTS 
ARE IN!

The 2022  
Northeast Equip-
ment Dealers  
Association Cost 
of Doing Business 
Survey (CODB) 
has been compiled.

Thanks to the many members who participated in 
our survey this year, the report continues to take on 
new significance in assisting dealers to:

• Compare their financial performance to
that of all dealers (regardless of lines or
manufacturers represented);

• Assist in the valuation process of their 
businesses for estate planning, buy/sell 
agreements; sales, mergers/consolidation 
purposes; Utilize benchmarks in the survey 
so that dealership goals and budgets can 
be established for future years.

CLICK HERE TO GET YOUR COPY NOW

https://www.farmprogress.com/farm-succession/succession-planning-be-diligent-about-details?NL=FP-001&Issue=FP-001_20221108_FP-001_769&sfvc4enews=42&cl=article_1_b&utm_rid=CPG02000002016547&utm_campaign=72177&utm_medium=email&elq2=4e6ccfdb17aa435e90a5ff5aad682116&sp_eh=0cc456eea4db6b2cc148a83639554392330d4641eaf7a0db8d2914f042e50b44
https://ne-equip.us9.list-manage.com/track/click?u=acd5826721597622e28f870f0&id=df78453d6f&e=2b9c8997a2
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Electric and Gas Prices Are At 13 Year Highs.  We Can Help You!!!
 Did you know Energy deregulation has removed the utilities monopoly on the supply of

electricity and gas?

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

 PGP Energy will guide you through the process.

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

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

Energy Deregulation
Saving You Money 

Natural Gas

Electric
Powered By Savings

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

For More Information: 
Contact Matt Lulley

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

Save Money On Your Natural Gas and Electric Bill

ENERGY
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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:

^ Bankruptcy
^ Buying or Selling a Dealership
^ Dealer Terminations
^ Dealership Mergers
^ Debt Collection
^ Employee Policies
^ Enforcing Dealer Protection Laws
^ Extending Credit
^ Product Liability
^ Succession Planning
^ Workers’ Compensation
^ and more…

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 December. 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.

Northeast
Equipment
Dealers
AssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers
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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

INVENTORY SEALS 
Self-locking seals are a quick and permanent method of identifying both new and used
machinery. These seals are embossed with your name and an identifying number, 
which eliminates the risk of the number becoming obliterated. Each number 
corresponds to a machine inventory card that is kept on file, providing quick and 
positive identification.

SELF LOCKING - The seal clicks closed instantly and effortlessly. No tools are 
required. Once it's snapped together, it can't be removed without cutting. 
PLASTIC SEALS - This seal won't rust like metal seals! And 
there are no sharp edges or burrs to cut your hands no 
matter how many you use. Available in Multiple Colors!! 

PPllaassttiicc IImmpprriinntteedd SSeeaallss
1000 ........... $320.00
2000 ........... $540.00
5000 ........... $950.00

PACKED 50 to a bundle in numerical order. 
OPTIONAL PACKAGING 10 to a mat in consecutive 
order, no extra charge, available upon request.

PPRRIICCEESS SSUUBBJEECCTT TTOO CCHAANNGGEE

I N V E N T O R Y  S E A L S
available from NEDA

Self-locking seals are a quick and permanent method of identifying both new and used machinery. These seals are embossed with 

your name and an identifying number, which eliminates the risk of the number becoming obliterated. 

Each number corresponds to a machine inventory card that is kept on file, providing quick and

positive identification.

SELF LOCKING - The seal clicks closed instantly and effortlessly. No tools are

required. Once it’s snapped together, it can’t be removed without cutting.

PLASTIC SEALS - This seal won’t rust like metal seals! And there are no sharp edges 

or burrs to cut your hands no matter how many you use. Available in Multiple Colors!!

Plastic Imprinted Seals

1000 ........... $320.00          2000 ........... $540.00          5000 ........... $950.00 (Prices subject to change!)

PACKED 50 to a bundle in numerical order.

OPTIONAL PACKAGING 10 to a mat in consecutive order, no extra charge, available upon request.

Contact Kelli Neider, kneider@ne-equip.com or 1-800-932-0607.
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One product to handle all of the 
intricate details that go along with 
running your business. 

Schedule a demo or talk to a sales 
representative today.

Paula McGuire, President/CEO

Primus will meet today’s demands of the necessity of remote 
productivity without the constraints of cumbersome connectivity. Your 
business system will be at your fingertips in full functionality at all times.

Introducing Primus

www.basic-software.com

Impacting your 
business on 
every level

Service sales from anywhere

Estimating & Invoicing from one place

Schedule service appointments from anywhere

Sales CRM in your pocket

INVENTORY SEALS 
Self-locking seals are a quick and permanent method of identifying both new and used 
machinery. These seals are embossed with your name and an identifying number, 
which eliminates the risk of the number becoming obliterated. Each number 
corresponds to a machine inventory card that is kept on file, providing quick and 
positive identification. 

SELF LOCKING - The seal clicks closed instantly and effortlessly. No tools are 
required. Once it's snapped together, it can't be removed without cutting. 
PLASTIC SEALS - This seal won't rust like metal seals! And 
there are no sharp edges or burrs to cut your hands no 
matter how many you use. Available in Multiple Colors!! 

PPllaassttiicc  IImmpprriinntteedd  SSeeaallss
1000 ........... $320.00
2000 ........... $540.00
5000 ........... $950.00

PACKED 50 to a bundle in numerical order. 
OPTIONAL PACKAGING 10 to a mat in consecutive 
order, no extra charge, available upon request.

PPRRIICCEESS  SSUUBBJEECCTT  TTOO  CCHAANNGGEE



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.

*




