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New Federal Reporting Requirement for
Beneficial Ownership Information (BOI) 
Beginning on January 1, 2024, many companies in the United 
States will have to report information about their beneficial 
owners, i.e., the individuals who ultimately own or control the 
company. They will have to report the information to the Financial 
Crimes Enforcement Network (FinCEN). FinCEN is a bureau of the 
U.S. Department of the Treasury.

In 2021, Congress enacted the Corporate Transparency Act. This law creates 
a beneficial ownership information reporting requirement as part of the U.S. 
government’s efforts to make it harder for bad actors to hide or benefit from 
their ill-gotten gains through shell companies or other opaque ownership 
structures.

Who Has to Report?
Companies required to report are called reporting companies. Reporting 
companies may have to obtain information from their beneficial owners and 
report that information to FinCEN.

Who Does Not Have to Report?
Twenty-three types of entities are exempt from the beneficial ownership
information reporting requirements. These entities include publicly traded 
companies, nonprofits, and certain large operating companies.

How Do I Report?
Reporting companies will have to report beneficial ownership information
electronically through FinCEN’s website: www.fincen.gov/boi

• The system will provide the filer with a confirmation of receipt once 
a completed report is filed with FinCEN.

When Do I Report?
Reports will be accepted starting on January 1, 2024.

• 	If your company was created or registered prior to January 1, 2024, 
you will have until January 1, 2025 to report BOI.

• 	If your company is created or registered on or after January 1, 
2024, you must report BOI within 30 days of notice of creation or 
registration.

• 	Any updates or corrections to beneficial ownership information that 
you previously filed with FinCEN must be submitted within 30 days.

Where Can I Learn More?
You can find guidance materials and additional information by visiting 
www.fincen.gov/boi.

https://www.fincen.gov/boi


NEDA Workers’ Compensation Safety Group

Exclusive WC Program
 

DIVIDEND HISTORY

ELIGIBILITY

Average Dividend of 30.0% 
For the Last 10 Years

Policy Year
2021-2022
2020-2021
2019-2020
2018-2019
2017-2018
2016-2017
2015-2016
2014-2015
2013-2014
2012-2013

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

 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%
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	 The holidays are coming! It’s easy to get 
distracted closing out deals, finalizing parts and 
whole goods orders, scheduling training, and the like.  
Realizing how challenging it can be to set time aside, I 
sincerely hope that you are able to spend quality time 
with family and friends as the year draws to a close.  
Personally, I find that it is easier to accomplish that 
goal when I’m purposeful and take time to actively 
plan.
	 While attending a workforce development 
convention breakout session focused on helping 
attendees build coalitions and advocacy initiatives, 
the presenter began her presentation by asking “What 
is your ‘why’?”.  As I thought about the session and 
how I/NEDA might apply some of the processes and 
strategies within our work on behalf of our member 
dealers, it occurred to me that dealers might also benefit from re-examining their 
dealership’s answer to the question.  
	 All too often I’ve seen businesses pull out last year’s budget update entries with a 
flat percentage increase across the board, save the file, and call it a day! That strategy 
can work, but my observation has been that dealerships/businesses who actively 
invest the time necessary to develop a fully vetted business plan are both more 
profitable and less stressful.  
	 Thinking back to the presenter’s question, I wondered how many dealers begin 
their planning processes by identifying their true why.  As with coalition building, it is 
reasonable to expect that dealers and manufacturers will have different “why’s”, and 
that department managers will have different goals and priorities. Digging deeper, 
do department manager’s “whys” match their staff’s? Finding ways to accomplish 
competing “why’s” can be challenging, particularly when manufacturers and dealers 
or management and staff have why’s that are in conflict. Add in unpredictable variables 
like commodity markets, interest rates, and labor and supply chain disruptions, and 
building a comprehensive plan can seem insurmountable. That’s not to say it is 
impossible! In fact, historical performance data regularly documents high rewards 
(ROI) for those who are able/willing to build broad coalitions (plans) focused on 
meeting as many “whys” as possible.  
	 No doubt you have heard that 2024 is an election year! Personally, I am not 
looking forward to all the spin, political ads, and mudslinging.  Candidates are quick to 
complain about how expensive the extended campaigns have become and are always 
looking for issues they can use to cost effectively promote/differentiate themselves.  
Unfortunately, “right-to-repair” is becoming one of those issues that lend themselves 
to fundraising, differentiation, and exposure (particularly on social media platforms).
	  In our region, Massachusetts and Maine voters both support ballot questions 
focused on expanding “Right to Repair” (of automobiles). I did not realize that Maine 
was the sixth state in the U.S. to approve such measures. Unfortunately, advocates 
have been successful presenting the issue as an “us vs them” issue that readily lends

continued on page 8 
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The general information provided in this publication by Northeast Equipment Dealers Association, Inc., (NEDA) is not intended to be 
nor should it be treated as tax, legal, investment, accounting, or other professional advice. Before making any decision or taking any 
action, you should consult a qualified professional advisor who has been provided with all pertinent facts relevant to your situation. 
This publication is designed to provide accurate and authoritative information regarding the subject matter covered. Changes in the 
law duly render the information in this publication invalid. Some of the editorial material is copyrighted and should be reproduced only 
when permission is obtained from the publisher and the association. 

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
NEDA & NAEDA OPE Council Member 
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 

DAVE CLOSE, CEO and Executive Vice Pres.
800-932-0607, Ext. 245 • Fax: 315-451-3548
davec@ne-equip.com

DIRECTORS
PAUL BUCCHI
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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In Memoriam
WILLIAM IRA SHATTUCK, JR.

	 Beloved William Ira Shattuck, Jr., 75, passed 
away on November 4, 2023. Born on May 21, 
1948, he was a lifelong resident of Belchertown, 
MA. After graduating Belchertown High School 
in 1966, he went on to earn a degree from the 
Stockbridge School of Agriculture at UMass 
Amherst.
	 Together with his brother Tom, he worked as 
owner/operator of the family business, Devon 
Lane Farm Supply and Power Equipment. He 
served clients across New England, helping 
farmers get their harvests in with working 
equipment in any weather and at all hours.
 	 Creating many sweet memories, Will 
enjoyed making maple syrup with his dear 
wife of 50 years, Judi, building Shattuck’s 
Sugarhouse since 1972. He was committed to 
the land maintaining the family’s farm property and caring for the Devon 
herd throughout his lifetime. He also found joy in tinkering and repairing 
large engines of all sorts, as well as a lifetime love of flying small planes 
and fast cars.
 	 For 50 years, he served both the Belchertown Firefighters Association 
and the Masonic Order. He was a Trustee for the Belchertown 
Congregational Church and founding member of the Belchertown 
Agricultural Commission. He served as past president and long-time 
member of the Franklin Harvest Club and Massachusetts Maple Producers 
Association, as well as the Northeast Equipment Dealers Association. He 
was generous with his time, engaging always in support of the community.
 	 Will leaves behind his wife, Judi, and their children: Nate, Emily, Kristin, 
and Dan. He was a proud grandfather to eight grandchildren who brought 
him immense happiness.
 	 A “Celebration of Life" Service to spread his ashes and honor his 
memory is planned at the farm for Saturday, July 27, 2024. In lieu of flowers 
and formal services, memorial contributions may be made in his name at 
Smith Vocational and Agricultural High School supporting the Agriculture 
Mechanics Program which suffered a great loss of essential equipment 
in the 2022 fire. Will was dedicated to supporting the students in the Ag 
Mech program for more than 50 years as did his father before him. Beers 
& Story Funeral Home of Belchertown, MA will handle the arrangements 
and their compassionate assistance during this difficult time is greatly 
appreciated.
 	 Will is remembered as a dedicated family man, a loving husband, 
father and grandfather, and a hardworking pillar of the community. May 
his legacy of service and generosity continue to inspire us all. For more 
information, please visit www.beersandstory.com.
	

https://beersandstory.com/tribute/all-services/index.html?search=Shattuck
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We have every light you 
need for Snow Plowing! 

 

Bright  80-watt LED Work Light 
 
80-watt LED Flood Light   
7200 Lumens 
IP67-IP69K 
3-year limited warranty 
4.5” x 5” x 3”  

LED 11” Amber /White Rooftop Magnetic Strobe 

11” long x 6.5” wide x 2” high 
 Power cord with cigarette plug and on/off switch 
IP66 waterproof rating 
4 strong magnets for mounting 
Or permanent mount option 
 
STR11AP (amber) 
STR11AW-MAG (amber /white) 
STR11RP (red) 

LED Strobe Beacon 4 colors in 1 Light 
Magnetic or Permanent Mount 
12-24 volts operation 
13’ cable from light to plug  
IP66 
15 flash patterns for each color 
5” tall x 5-1/2” base & 3-3/4” diameter lens 
SAE J845 Class I (amber) ECE R10 
 
STR-MACH4 

WL80W 

LED Low Profile 
Strobes 

Amber /Green for Snow 
Plows plus other colors 
available 
Surface Mount 
19 flash patterns 
IP67 
4.5” L x 1.25” H x 5” D 

STR61GA 

$65.00 -$78.00 
SALES PRICES 

$46.54 
SALE PRICE 

$19.83 each 
SALE PRICE 

$62.47 
SALE PRICE Expires 12-31-2023 

128 Metropolitan Park Drive, Liverpool, NY 13088 • PO Box 
3470, Syracuse, New York 13220 

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

 

www.ne-equip.com

http://www.ne-equip.com
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NEW MEMBER
CONTRACTORS SALES COMPANY
121 Karner Road, Albany, NY 12205
518-456-1445
www.contractorssales.com
Lines: Sandvik, Hitachi, Link Belt, Rammer & more

DIFFERENT NAMES, ONE TEAM
SAME DEDICATION TO CUSTOMER SERVICE AND UPTIME

The ownership of Contractors Sales has recently acquired Baschmann 
Services in Buffalo, New York. If you're in Western New York and looking 
for Kobelco, Hitachi, ASV products, and more, call our team to see how we 
can serve you.

Join us in welcoming our new member

Observations continued from page 3

itself to a simplistic “one size fits all” solution and ignoring/discounting any unintended 
consequences of “their” suggested solution. Knowing that politicians are likely to 
recognize overwhelming public support of those ballot measures as an opportunity to 
benefit/tap into the social media communities, it is even more important for dealers and 
the industry to engage with politicians, the public, our customers, and fellow members of 
the agricultural community. Please do your part! 
	 Another issue I want to put on our members’ radar is “data privacy”.  We have seen 
several bills introduced under the “data privacy” (consumer) umbrella.  All of which could 
have significant impacts on your dealership operations/processes.  Like “right-to-repair”, 
data privacy is an issue that readily lends itself to oversimplification, catchy sound bites, 
and social media campaigns. Please take time to review your dealership’s internal data 
policies and procedures and ensure that all “access” to that data is both limited and on a 
need-to-know basis. Not having the proper documentation, processes, access limits, and 
protections in place can quickly become an expensive oversight.  
	 Wishing all a wonderful holiday season and profitable New Year!

Messick's Christmas Light Show Returns 
for 11th Year
	 Messick's Equipment in 
Mount Joy, Pa., announced 
the opening of its Christmas 
Light Show for its 11th year.
	 The show is free and open to the public and the community is invited to either drive 
up and watch the show from their car, or park and watch the show from the bleachers. 
The show will be full of tractors, lights and energy-filled Christmas music.
	 Last year, Messick's collected $64,700 of donations at the Christmas Light Show, 
bringing the 10-year total of donations raised to $431,000.
	 Messick's Christmas Light Show opens Dec. 1 and runs every evening through Dec. 
29 from 6:00 - 9:30pm.
	 Messick's Farm Equipment is located at 1475 Strickler Road in Mount Joy.
	 For more information, visit www.messicks.com.
	  Posted online ConstructionEquipmentGuide.com – Northeast edition #24 | 11.14.23

https://www.contractorssales.com/
https://www.messicks.com/
ttps://www.constructionequipmentguide.com/messicks-christmas-light-show-returns-for-10th-year-of-christmas-cheer/59023


A Northeast __.r Equipment .!'' Dealers 
Association 

'I Healthcare Benefits 
• Health, dental, vision, STD, LTD and life insurance
• Strategic planning on all employee benefits to

maximize return on benefits investment
• EmployerCARE Advocate to assist with day-to-day

administrative items related to benefits
• Access to large employer benefits pricing
• Client branded CARE Center with personal CARE

advocates for all employees and their families
• New hire education
• Compliance assistance (COBRA, HIPAA, Medicare Part

D, etc.)

� Human Resources 
• Comprehensive Human Resources practices

consulting and support
• Robust, client branded HRIS system
• Employee handbook creation and/or assistance
• Personnel and HR record keeping
• Compliance assistance and support
• Termination assistance and support
• Wage and salary analysis

__ 5 SERVICES 
Poweredby@oc.us

� Retirement 
Northeast Equipment Dealer's Association Group Retirement Plan 
A unique retirement plan structure developed to make it 
easier and more affordable for smaller employers to offer 
their employees a high-quality, competitive retirement 
plan. Services include, but are not limited to: 

• 40l(k) Plans and retirement services
• Fee Testing/Optimization
• One-on-one retirement education sessions
• RetirementCARE advocate

[!] Payroll & Technology 
• Payroll processing and administration
• Electronic new hire onboarding
• Paperless payroll option including e-pay stubs
• Payroll and billing reports available online 2417
• W-2 preparation and delivery
• Payroll tax processing and payments
• Tracking and processing of paid time off (PTO)
• Time and attendance management with geo­

fencing User-friendly app

Learn more: onepointofcare.com/neda 

Northeast
Equipment
Dealers
AssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers

Learn more: onepointofcare.com/neda

https://www.onepointofcare.com/neda
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	 I attended the Apprenticeship PA Collaborative & Expo 
conference hosted by the PA Workforce Development Association 
and the PA Association of Career & Technical Administrators on 
November 13th and 14th at the Hershey Lodge and convention 
center.  It was interesting to listen to others working in the 
workforce development and apprenticeship space, participate in 
the breakout sessions, and listen to the Secretary of Labor (PA) 
and Governor Shapiro’s comments. I also had the opportunity 
to visit with staff and leadership from the Apprenticeship and 
Training Office (ATO), as well as other non-profit associations, 
and support services providers.  Virtually every panel and speaker 

talked about demographics, including what the available labor pool looks like, and encouraged participants to consider recruiting 
“outside” of their traditional/historical spaces.  There is a host of data at  www.bls.gov/cps/demographics if you would like to 
do a bit of research.     
	 It was clear that both the state and federal governments have chosen the apprenticeship model as their preferred workforce 
development pipeline and have focused funding accordingly.  That being the case, CareerLink, Workforce Development Boards, 
Educators, non-profit associations (to include chambers of commerce), and businesses (particularly those with German roots) 
have taken notice and are moving/building out “non-traditional” (other than the trades) apprenticeships.  
	 The unions, trades, and manufacturers seemed to be the most successful joint apprenticeship sponsors and programs.  
Members of leadership and managers from manufacturing-focused programs located in both Philadelphia and Pittsburgh 
participated on multiple panels and breakout sessions. Both programs were utilized by multiple employers and sponsored by a 
local association or chamber of commerce.  Another successful manufacturing-focused program that I’m familiar with operates 
in south central PA.   
	 As I understand it, the programs all partner with Career and Technical Education programs (CTE High Schools), provide 
additional adult education (including the ability to utilize WIOA/CareerLink tuition support funding), and allow participating 
employers to build a communication platform, clearly define skills and knowledge-based requirements, and promote career 
pathways to students, parents, adults, employers, and governmental support staff.  Doing the work to advocate for mechatronic 
systems instruction at CTE High Schools is paying huge dividends!  
	 As I thought about some of the reasons why manufacturers and trade unions are succeeding in the workforce development/
apprenticeship space and what “we” might learn from their successes to help accelerate or streamline our efforts and program 
development the following observations came to mind:

	 	 Consensus 
•	The industry (dealers and manufacturers) must agree on and identify the fundamental/basic skills knowledge base 
required.  Once those skills and knowledge bases are identified, “the industry” would be best served by a single set of 
skills validation testing/accreditation process.  

	 	 Co-operation 
•	Workforce development work is expensive – sharing time, expertise, and resources among “all” concerned is the pathway 
most likely to succeed.  

•	Think curriculum, validation testing, accreditation/data management/hosting, promotion, etc.  

	 	 Adaptability 
•	Not every dealership looks the same, nor does much of the equipment “we” sell and service. Today’s equipment also does 
not look like yesterday’s or tomorrow's – a static platform/program isn’t likely to succeed.  

•	My experience has been that one dealer isn’t able to support enough students/learners to support the development of a 
local CTE class.  Learning how to partner with and support existing CTE programs with additional curriculum, teaching 
aids, internship/pre-apprenticeship opportunities will be key.  

•	Adult Education programing and support should also be part of the puzzle.  

	 	 Engagement/Advocacy 
•	This includes the public, educators, legislators, fellow industry participants, and partners (associations, manufacturers, 
etc.).  

•	They don’t know what they don’t know.  
•	Equipment Dealers play a vital role in support of AG and Construction (the economy) – few understand the impact 
of that work on the economy and the health of the state and nation.  

	 I’m sure more thoughts will come to mind and am looking forward to engaging with you, your staff, and 
our industry partners as NEDA continues our workforce development work.  
	 Our success is directly tied to your success (profitability)!  

WORKFORCE 
DEVELOPMENT
UPDATE

http://ls.gov/cps/demographics.htm
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dealer management system from HBS Systems.
Rise above your competition with the NetViewECO

hbssystems.com

We can help you 
make more

hbssystems.com

https://hbssystems.com/
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	  In recognition of his service and as a token of grati-
tude, the North American Equipment Dealers Association  
(NAEDA) Board presented the NAEDA CEO, Kim Rominger, 
with a Distinguished Service Award at the association 
board meeting on Monday, November 6.
 	 Kim celebrated 40 years as an equipment dealers  
association executive on November 1.
 	 Kim is the son of a rural mail carrier and a part-time 
farmer. He grew up on a 300-acre farm that grew corn 
and beans and had the occasional hayfield in French Lick,  
Indiana.
 	 Coming out of college, he started his career working 
for Federated Insurance. He was with Federated for three 
short years, and it was through that relationship that he  
began working with dealer associations. Eventually, in 1983, 
he met David Lucy, who was the Executive Director of the 
Indiana Implement Retailers Association at that time.
 	 Dave was looking for a short-term field rep, but also a 
long-term “number two” - as he was planning to retire soon 
and was looking for his successor. However, he decided to 
hang around for another 17 years before Kim took the reins.

	 During his career, Kim has had the unique ability to 
wear two hats at the same time, and to wear them well. He 
found himself managing two separate associations simul-
taneously more than once.
 	 Kim managed a number several of association mergers, 
including Indiana joining Kentucky to create Mid-America. 
He then ran both Mid-America and the Ohio-Michigan 
Equipment Dealers Association for 15 years before their 
merger, which formed United. In June 2017, he took leader-
ship of United and EDA before they merged to form NAEDA 
in 2022.
 	 Since Kim started his journey as an equipment asso-
ciation executive 40 years ago, the industry has seen many 
changes.
     When Kim started, there were 34 regional equipment 
dealer associations, and he has been instrumental in  
several of those mergers. He has also seen first-hand the 
changing demographics of our dealerships, ownership 
groups and customer base. Most importantly, Kim has  
always had the dealers’ best interests at heart.
	  Posted online NAEDA Press Release | 11.8.23

NAEDA CEO Recognized With Distinguished 
Service Award for 40th Anniversary

	 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 Dave Close at 800-932-0607 for questions 
and support. 

http://entdealermagazine.com/naeda-ceo-recognized-with-distinguished-service-award-for-40th-anniversary/


New York State FairgroundsNew York State Fairgrounds
Syracuse, New YorkSyracuse, New York

February 22, 23 & 24 2024February 22, 23 & 24 2024
Thursday, Friday & SaturdayThursday, Friday & Saturday

8:30am to 4pm Daily8:30am to 4pm Daily
Robert Watson Memorial Toy Auction

Friday, February 23, 2024 5:00pm • Building 2, Arts & Home Center
 For More Information - Contact Scott Grigor - 315.457.8205

www.newyorkfarmshow.com / sgrigor@ne-equip.com

Tickets Available From Your Local Northeast Equipment Dealer

NEW YORK
FARM SHOW®2019

Indoors Indoors and Outstandingand Outstanding



	 As a result of the Tax Cuts and Jobs Act (TCJA), the 
trading of like-kind personal property for other personal 
property is now considered as a taxable event. Before the 
TCJA, 1031 exchanges applied to more than just real estate 
(franchise licenses, aircraft, equipment, etc.). In response 
to this change, taxpayers had numerous inquiries about the 
definition of “real property”, which included whether a like-
kind exchange would fail if incidental personal property 
happened to be received. Under Section 1031 of the United 
States Internal Revenue Code (26 U.S.C. § 1031), a taxpayer 
is eligible to defer their recognition of capital gains and 
related federal income tax liability when exchanging 
certain types of property. This is a process known as a 1031 
exchange. However, it is extremely important to note that 
the gain will not be eliminated, it is only deferred.
	 When broadly stated, a 1031 exchange is a swap of one 
investment property for another. Most swaps are taxable as 
sales, although if you meet the requirements for 1031, you 
can either have no tax or limited tax due at the time of the 
exchange. This gives you the ability to change the form of 
your investment without cashing out or recognizing a capital 
gain. You are then able to allow your investment to grow tax-
deferred. There is no limit on the frequency of engaging in 
a 1031 exchange, you can simply roll over the gain from one 
piece to another and another and another, etc.
	 The definition of real property also includes any 
permanent structures such as buildings, roads, and 
bridges. Real property, such as a structural component of 
an inherently permanent structure (i.e., walls, doors, and 
wiring) also qualifies under Section 1031. The regulations 
happen to provide a list of structures that qualify as real 
property, as well as factors that must be used to determine 
if the property is considered an inherently permanent 
structure. Even if a property happens to not be listed in 
the proposed regulations, it can still be considered real 
property, based upon a consideration of all the facts and 
circumstances.
	 Certain fixed assets often accompany real property 
and must be analyzed to determine whether they are part 
of the real property. Generally, machinery or equipment is 
not inherently known as a permanent structure and as a 
result, it is not real property, unless it serves an inherently 
permanent structure and does not produce or contribute 
to the production of income other than for the use or  
occupancy of space. Comparatively, some structural 
components may be personal property rather than real 
property for the same reason. Taxpayers may perform 
a functional test for these structural components to 
determine whether they serve an inherently permanent 
structure. For example, an argument can be made that 
under the Treasury regulations, a natural gas line to a 
furnace may be real property, but a similar gas line to a 
fryer and oven is not.

	 Along with this, we can take a moment to discuss 
incidental personal property. If a taxpayer happens to 
receive office furnishings in addition to an office building, 
does that make the Section 1031 exchange invalid? Based 
on the Treasury Department and its regulations, the 
answer would be NO. Personal property can be considered 
incidental to an acquisition of real property whenever 
personal property is customarily transferred together with 
an acquired real property and the fair market value (FMV) 
of the personal property does not exceed 15% of the FMV 
of the real property. However, the gain will have to be 
recognized equal to the lesser of the realized gain on the 
relinquished property or the FMV of the acquired personal 
property.
	 With there being a potential for the recognition of 
gain, taxpayers who are contemplating or undertaking a 
like-kind exchange should properly establish the purchase 
price allocation in a real estate transaction where a 1031 
exchange will take place. An appraisal is typically performed 
to allocate the purchase price among the categories of 
land, building, land improvement, and personal property. 
If a qualified appraisal is not obtained, everything will be 
fine, however, if the transaction happens to be audited then 
it may not seem as strong to the Internal Revenue Service. 
If a qualified appraisal is not used, then the values that are 
reported on the real estate tax bill can be used. Different 
than the sale of a business, the purchase price allocation 
for the purchase of real estate does not need to be agreed 
upon with the seller at the time of sale. The purchase price 
is not allocated to personal property most often since 
the intent of the buyer is to purchase the real property. 
However, buyers who seek to allocate more to personal 
property are still eligible to recognize a tax benefit.
	 Section 1031 exchanges can become over-complicated 
for no good reason. As long as a taxpayer sells a 
relinquished investment property and then purchases a 
replacement investment property within the applicable 
period using a qualified intermediary, the transfer will often 
be valid within the eyes of the Internal Revenue Service. 
Some other nuances and documents are required to 
facilitate the exchange, but these are the very basic and 
barebone requirements to facilitate a successful Section 
1031 exchange. Is your business looking towards selling 
real estate and reinvesting into other real estate? Contact 
the professionals at The Center for Financial, Legal, and 
Tax Planning, Inc. Our office is extremely knowledgeable 
about the real estate, legal, and accounting portions of a 
1031 exchange and we’d love to assist you in deferring your 
capital gain taxes. Please contact us at (618) 997-3436.
	 Ian C. Perry is a staff accountant for The Center for Financial, 
Legal & Tax Planning, Inc.
	 Roman A. Basi is an expert on closely held Enterprises. He Is 
an attorney/CPA and President of The Center for Financial, Legal 
& Tax Planning, Inc.

12 | Northeast Dealer
December 2023

1031 Exchange Explained
By IAN C PERRY and ROMAN A. BASI

https://www.taxplanning.com/
https://www.taxplanning.com/


Northeast Dealer | 13
December 2023

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
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Building Your Brand in a 
Post-Pandemic Market 
Wharton’s Americus Reed explains the brave new world of 
branding, where it’s no longer enough to rely on price, style, or 
convenience. Consumers want to connect on a deeper level.

By ANGIE BASIOUNY
	 The COVID-19 pandemic changed consumers.
	 After nearly three years of disruption, anxiety, and worry, shoppers 
are no longer content to buy products and services based just on price, 
style, or convenience. They want a deeper connection with companies 
that align with their values, said Wharton marketing professor Americus 
Reed. That’s why brands need to articulate their purpose and vision.
	 “Consumers are in this state of heightened self-awareness about 
what’s really important to them, so we’re seeing a lot of brands really lean 
into the notion of a meaning system — Why do I exist? How am I making 
the planet better?” he said. “Broader kinds of questions that are built into 
the brand’s DNA are rising to the surface because consumers care about 
that.”
	 Reed joined Wharton Business Daily on SiriusXM to talk about 
branding in the post-pandemic marketplace, and why it’s important for 
companies to shift their approach to meet consumers in this new stop 
along their journey. (Listen to the podcast.)
	 He said marketers must understand the sociological implications 
of their work and forge connections based on what matters to their 
target audience. It is social justice? Diversity, equity, and inclusion? The 
environment? Fair business practices?
	 “If you want to survive in a marketplace where competition is getting 
fierce, and you want to avoid a race to the bottom in terms of just matching 
features, you have to be able to come out and say something else,” he said.
	 One of the most significant changes in branding has come from the 
ubiquity of social media. Reed said everyone with a cell phone and internet 
access is now an “instant journalist, instant creator, instant documenter,” 
which has weakened brands’ ability to dictate a narrative to consumers. 
Instead of trying to wrestle back control, smart brands are learning how to 
share control, he said.
	 “The brands that realize this are making it easier to co-create with 
their consumers, because they understand that they have to give up a 
little bit of that control to be ultimately successful in the future,” Reed said.
	 He also encouraged brands to determine which platforms their 
audiences are most active on — LinkedIn, Facebook, X (formerly Twitter), 
etc. — and invest resources into reaching them on those platforms.
	 Advancements in AI and machine learning can also help marketers 
get better in this brave new world of branding. By leaving more of the 
communication tasks to machines, marketers can spend more time on 
other brand-building tasks that require their expertise, Reed said.

Recovering From Brand Failure
	 Companies make mistakes from time to time, and recovering from 
them is always difficult. Reed said whether consumers accept the failure 
often depends on how much social goodwill the company has been 
“depositing in the bank” in terms of the relationship they’ve built with their 
audience.
	 Entire article is available here.
	  Posted online Knowledge at Wharton  | 11.14.23

A business journal from the Wharton School of the University of Pennsylvania

Federated Insurance® 
Appoints New Chief 
Executive Officer
Owatonna, MN – Federated Insurance® 
Chairman Jeff Fetters recently announced 
that Nicholas R. Lower has been appointed 
the organization’s new President and Chief 
Executive Officer effective January 1, 2024, upon 
the retirement of its current Chief Executive 
Officer, Michael G. Kerr.
	 An Ohio native, Lower graduated from 
Muskingum University and joined Federated 
Insurance as a marketing representative in 
Ohio in 1999. Over the years, he has held all 
leadership roles in the company’s Marketing 
function, leading to him being named Director 
of Marketing in 2017. He has also overseen 
Federated’s Association Risk Management 
Services Department, as well as its Marketing 
Administration and Incentives areas. Most 
recently, he has served as President and Chief 
Operating Officer and chaired Federated’s 
Operations Team, with responsibility for 
the company’s Marketing, Field Services, 
Underwriting, Information Services, and 
Association Risk Management Services 
functions, as well as its Life Operations and 
Agency Operations.
	 As President and Chief Executive 
Officer, Lower will now also assume greater 
responsibility for Federated’s Claims, Actuarial, 
and Human Resources functions.
	 “Nick is among the most driven, disciplined, 
and dedicated individuals to walk our halls,” 
Fetters stated. “As a proven leader with 
extraordinary character, Nick energizes and 
elevates performance among us all. He brings 
a wealth of experience, operational knowledge, 
and a deep care for Federated people and 
clients to this role. Nick and his wife Jessica 
will continue to reside in Owatonna and serve 
as phenomenal ambassadors for Federated 
Insurance, the value we bring to clients, the 
career opportunity we provide employees, and 
the investments we make in our community.”
	 “This leadership transition also marks the 
end of a remarkable, 42-year Federated career 
for Mike Kerr and his wife, Jo Anne,” Fetters 
said. “It is impossible to overstate the impact 
Mike has made during his professional journey 
from marketing representative to CEO. He has 
been instrumental in numerous organizational 
achievements over the years and embodies 
the very best of our culture. We will be forever 
grateful for his and Jo Anne’s service.”

https://knowledge.wharton.upenn.edu/podcast/wharton-business-daily-podcast/the-most-successful-brands-are-making-it-easy-to-co-create-with-consumers/
https://knowledge.wharton.upenn.edu/article/building-your-brand-in-a-post-pandemic-market/?utm_campaign=KatW2023&utm_medium=email&utm_source=kw_campaign_monitor&utm_term=11-15-2023&utm_content=Building_Your_Brand_in_a_Post-pandemic_Market
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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
Dave Close, Executive VP/CEO
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

Jamie DePalma, Editor, NE Dealer
jamie.ne.dealer@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
Cameron Jarvis, Partner Manager
385.498.5117
E: cameron.jarvis@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

SALES TRAINING AND CONSULTING
John Chapin
602 Forest Park Dr. Suite 20 Auburn, MA 01501
866-443-6778
johnchapin@completeselling.com

SECUVANT
Kent Howard at 801-628-3358
kent.howard@secuvant.com
Ryan Layton at 801-390-0601
ryan.layton@secuvant.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

T-Shirts    Bags    Mugs   
 Pens   Custom Apparel   
  Corporate Gifts    
  And more

https://www.ne-equip.org/
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Dive Brief:

•	 The Senate on Wednesday, [November 15th] 
overwhelmingly approved a stopgap spending measure 
that included a one-year farm bill extension, which 
agricultural leaders say is necessary to avoid a lapse in 
critical funding for farmers.

•	 Lawmakers voted 87-11 to send the funding bill to 
President Joe Biden’s desk, averting a partial government 
shutdown before a Friday deadline. The president is 
expected to sign, despite calling the proposal “extreme” 
earlier this week.

•	 In addition to extending the farm bill, the short-term 
spending package funds various federal agencies. Money 
for some agencies including the U.S. Department of 
Agriculture will last until Jan. 19, while other departments 
will be funded through Feb. 2.

	 Agricultural groups breathed a collective sigh of relief at 
the news of a farm bill extension, which avoids the prospect 
of major disruption to the industry and a reversion back to 
Depression-era law. However, they also were quick to call on 
Congress to use the additional time to craft a strong farm bill in 
2024 that reflects the needs of farmers.
	 “We are grateful Congress passed a farm bill extension to 
avoid serious program disruptions and we encourage President 
Biden to sign it,” American Farm Bureau Federation President 
Zippy Duvall said in a statement Thursday. “However, we 
urge both the House and Senate to stay focused on a new, 
modernized farm bill that recognizes the many changes and 
challenges of the past five years.”
	 Passed every five years, the farm bill governs hundreds 
of billions of dollars in spending on food and farm programs 
including the Supplemental Nutrition Assistance Program, 
formerly known as food stamps. Farmers and ranchers have 
pushed for more money in the next farm bill to provide the 
agriculture industry with a stronger safety net in the face of 
inflation and rising input costs.
	 However, fights over funding — and the ability to find more 
of it — have held up negotiations. Far-right Republicans have 
eyed the farm bill as a way to make substantial cuts to nutrition 
and climate priorities, and many voted against a legislative 
extension in order to force leaders to address their demands.
	 Entire article available here.
	  Posted online Agriculture Dive | 11.16.23

Farm Bill Extension 
Heads to Biden’s Desk

The Senate approved a stopgap funding measure 
that averts a partial government shutdown and 
funds the USDA through Jan. 19. 

By SARAH ZIMMERMAN, Editor
Agriculture Dive

We Attend Kioti’s 
Dealer Meeting
	 “It’s about people,” said Tim Phillips, National 
Sales Manager for Kioti Tractor, when I asked him 
why dealers attend the company’s dealer meeting. 
The manufacturer did not unveil or announce new 
tractors or power equipment at its dealer meeting, 
held Nov. 13-14 in Raleigh, North Carolina. Kioti 
dealers already knew about the TL and SL750 
compact loaders; in fact, they have been waiting 
for a year or more for that compact construction 
equipment. They had heard about the new 7340 
tractor, the diesel zero-turn mower, the utility 
vehicles and more.
	 I kept asking Phillips and others the same 
question: Why do dealers attend this meeting? 
“The ‘Ride & Drive’ events are popular,” said 
Phillips. “Dealers can try machines in real-
world environments. But mostly dealers like the 
camaraderie; they can network and share tips. 
They build relationships and friendships.”
	 Before I could speak with Kioti dealers in 
attendance, I heard the same story line from 
Kirk Gibson, Kioti’s new Director of Dealer 
Development, and others wearing the Kioti gear 
at the event. “I have spent a lot of time in the 
field visiting dealers since I started in June,” said 
Gibson. “It’s about people, both in our dealerships 
and at Kioti.”
	 “We’ve talked about holding regional dealer 
meetings,” said Phillips, “but dealers have pushed 
back on that. They like gathering as a large group.”
	 I saw this camaraderie at the breakfast table 
before we loaded buses for the test drive session 
held at a nearby farm. I shared a table with three 
dealers from different parts of the country who 
talked and laughed like old friends. And I heard 
the same words from dealers I spoke with at the 
Ride & Drive.
	 “These meetings are important for 
relationships,” said Pat Lyons, owner of Pat’s Power 
Equipment, in Charlestown, RI, who attended the 
Kioti meeting with his son Tim. “The meeting 
includes a lot of good education sessions, and we 
do share and learn from other dealers. That kind 
of professional networking, that’s the number one 
thing.”
	 Tim Lyons agrees, saying, “This meeting is a 
good time, first of all. And the Ride & Drive helps a 
lot; we don’t get to try all these vehicles otherwise. 
It can be hard to make these equipment decisions 
based only on a visit from the manufacturer rep.
	 Entire article available here.
	  Posted online OPE Business | 11.20.23

https://www.agriculturedive.com/news/congress-passes-farm-bill-extension-senate/700025/
https://www.agriculturedive.com/
https://opebusiness.com/2023/11/20/we-attend-kiotis-dealer-meeting/18908/
https://opebusiness.com/
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Your team at
Northeast Equipment

Dealers Association
wishes you peace, joy

and prosperity throughout 
the coming year. 

Thank you for your continued 
support and partnership. 

We look forward to working with 
you in the years to come.



BY JOHN CHAPIN

	 Are salespeople born or made? This is a 
question that comes up from time to time and, 
for some reason, has been coming up in my 
conversations a lot lately. It’s the old nature 
versus nurture. While most people are open-
minded to both arguments, I’ve recently run 
into some people who are adamant about the 
subject, one in particular saying they are born, 
the other saying they are made. Here’s my two 
cents.
	 About ten years ago an acquaintance of 
mine was a guest host on a local radio station 
and asked me to come in and discuss sales and 
selling. After doing a brief introduction to the 
segment along with a short bio of me, he opened 
with, “So, I guess the consensus is pretty much 
that salespeople are born, huh?” He caught 
me completely off guard for two reasons, one, 
I’ve never had someone open a radio broadcast, podcast, or 
any other similar interview with that question, and two, and 
probably more significant, I don’t believe that at all. 
	 So, here I am on a radio show with my friend hosting and 
thousands of people listening and I’m hit with an assumptive 
statement about an industry I’d been involved with for almost 
three decades, that happened to contradict my beliefs. Yes, 
I’ve done three years of improv and I’m pretty creative, but 
there was more than a slight pause between his statement 
and the beginning of my response. 
	 Since that radio interview, my opinion that salespeople 
are 100% developed has changed a bit. First, we all have 
our own distinct personalities that we are born with. If you 
have kids, you know what I’m talking about. Some are natural 
extroverts, others introverts, some with good attitudes, and 
some with bad, and for the most part, we seem to be born as 
‘people’ people, in other words, we like and are able to relate 
to and connect with people easily, or ‘non-people’ people, in 
other words, we don’t naturally connect with people and tend 
to prefer to be on our own as opposed to around other people. 
	 While being introverted isn’t a particular problem, as a 
good number of salespeople are actually introverts, a lack 
of natural people skills can be a problem. It’s pretty simple, 
people skills are a factory setting in most people. If someone 
has zero people skills, or close to it, think Sheldon on The Big 
Bang Theory, or engineers, the odds of them making it in sales 
as a profession are pretty much nil. 
	 Another birth factor seems to be intelligence and the 
ability to learn. If someone is of at least average intelligence, 
perhaps even a hair below, they can still make it in sales. If, 
however, they are below that hair, they are most likely going to 
struggle. Once someone has the factory-installed people skills 
and an average or above-average intelligence level, nature 
exits the building and the focus is now on nurture.
    The vast majority of a salesperson’s skills will be acquired 
through study and learning. Are there some natural 
salespeople who just seem to be able to sell from day one? 

Yes. That said, they are the very rare exception 
to the rule. 99.9% of good and great salespeople 
get there by studying and honing their sales 
skills. I’m a perfect example of that. I’m an 
introvert by nature, have slightly above-average 
intelligence, and I have pretty good people skills. 
All of that considered, I had one of the slowest 
starts to my sales career imaginable. When I 
became a stockbroker, the average broker was 
opening their first account the second week. 
The first week all you did was cold called and 
got a bunch of leads. The second week, you 
picked a stock and called all those leads, about 
100 of them, and pitched the stock. Obviously, 
you didn’t get to all 100 or so people but you 
got to a decent number such that pretty much 
everyone opened an account that week. Before 
I showed up, the record time for opening that 

first new account was four weeks. I shattered the record ... it 
took me nine weeks to open my first new account. I almost 
literally made every mistake that someone could make. 
     By making all those mistakes I learned and rarely did I 
make the same mistake twice. As a result, within two years my 
sales numbers ranked in the top 5% of roughly 3000 brokers. 
Eventually, I’d get into the top 1% and even to number one at 
one point. When I tell you all of that was learned, all of that was 
learned. I walked around with a tape recorder and asked all 
the top brokers for their presentations, answers to objections, 
and closes and I wrote them out and learned them verbatim. 
Once I started saying the same things, I got the same results. 
Then, once I had mastered them, I improved them to get even 
better, and then I outworked everyone else. That’s basically 
how I became a top sales rep in three industries, I went to the 
top people, found out how they ran their businesses, copied 
their sales skills, and then outworked everyone and made a 
ton of calls. Oh, I also learned everything else I could about 
sales and selling from every resource available.
	 So, overall, it helps to be born with the right personality 
for sales and the proper factory-installed equipment, which 
most people have because human beings are herd creatures 
so connecting with other people is built into almost everyone’s 
DNA. Other than that, the vast majority of sales success, 95 
to 98% comes down to learning sales and selling. So, 3 to 5% 
can be attributed to what we’re born with, nature, and 95 to 
98% can be attributed to what we make of ourselves, nurture. 
	 John Chapin is a motivational sales speaker, coach, and 
trainer. For his free eBook: 30 Ideas to Double Sales and 
monthly article, or to have him speak at your next event, go to 
www.completeselling.com. John has over 36 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). You can reprint provided 
you keep contact information in place. E-mail: johnchapin@
completeselling.com.
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Electric Tractors 
Market Analysis 
and Latest 
Trends
	 Electric tractors are vehicles that use 
electric power for propulsion, eliminating the 
need for fossil fuels. They are designed to 
perform similar tasks to conventional tractors, 
such as plowing, planting, and harvesting, but 
with reduced environmental impact and lower 
operating costs.
	 The electric tractors market has been 
experiencing significant growth due to the 
increasing demand for sustainable farming 
practices and the rising adoption of electric 
vehicles across various industries. The market 
is expected to grow at a CAGR of % during the 
forecast period.
	 One of the major factors driving the 
growth of the electric tractors market is 
the implementation of stringent emission 
regulations by governments worldwide. 
Governments are encouraging the adoption 
of electric tractors to reduce greenhouse 
gas emissions and promote sustainable 
agriculture. The cost benefits associated 
with electric tractors, such as lower fuel and 
maintenance costs, are also driving their 
market growth.
	 Furthermore, advancements in battery 
technology have significantly improved the 
performance and range of electric tractors. 
Lithium-ion batteries, in particular, have gained 
popularity due to their higher energy density 
and longer lifespan. These advancements 
have further boosted the market growth of 
electric tractors.
	 The market is witnessing several trends, 
such as the integration of smart farming 
technologies with electric tractors. These 
technologies include GPS navigation systems, 
real-time monitoring, and data analytics, which 
enable farmers to optimize their operations 
and enhance productivity.
	 In conclusion, the electric tractors market 
is expected to grow rapidly in the coming 
years, fueled by the increasing demand 
for sustainable farming practices and the 
stringent emission regulations imposed 
by governments. Advancements in battery 
technology and the integration of smart 
farming technologies are also driving the 
market growth.
	 For related information, [click] here.
	  Posted online LinkedIn | 11.9.23
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The Benefits of Equipment 
Maintenance and Housekeeping
	 Your business’ success lies in your careful decisions – and that 
includes how you approach the safety and risk management of your 
workplace. 

Staying on Top of Safety at Your Business
	 Without functional equipment or a clean, organized workplace, 
the risk for injuries and losses can increase. At the end of the day, 
maintaining your tools and equipment, along with tackling regular 
housekeeping, can help in the following areas by: 

Equipment Maintenance:
•	 Increasing profits
•	 Enhancing employee safety 
•	 Reducing the risk of accidents, especially fires
•	 Increasing product quality and customer satisfaction
•	 Avoiding regulatory issues and financial penalties
•	 Improving energy efficiency, helping to lower operational costs
•	 Extending equipment lifespan, saving replacement costs
•	 Reducing downtime and production disruptions

Housekeeping:
•	 Increasing efficiencies
•	 Increasing profits
•	 Reducing Experience Modification (Ex Mod) costs (used by 
insurers to describe both past injuries and future risks)

•	 Helping to prevents accidents and injuries 
•	 Reducing fire hazards and claims risks
•	 Creating a safe and efficient work environment
•	 Minimizing potential pest infestations and damage
•	 Enhancing employee morale and productivity
•	 Improving the company's image and reputation

	 Federated® clients who are interested in learning more about these 
important topics can check out mySHIELD® for sample checklists, 
safety manuals, guides, and other resources. Reach out to your local 
marketing representative for additional information.
	  Provided by Federated Insurance

2023 CODB Results ... Order Your Copy Today
 

THE RESULTS ARE IN!
 

The 2023 Northeast Equipment 
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.

CLICK HERE
TO GET YOUR COPY NOW

https://www.linkedin.com/pulse/electric-tractors-market-research-report-unlocks-analysis-loome/
https://www.ne-equip.org/wp-content/uploads/2023/10/2023-CODB-Order-Form.pdf
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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
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I	Toro Announces
	 Layoffs in Workforce
	 Reduction

By NICK LONGWORTH
Business Fox 9

BLOOMINGTON, Minn. (FOX 9) - 
Outdoor equipment manufacturer Toro 
has confirmed the company has laid off 
roughly 100 employees as part of its global 
workforce reduction efforts.
	 In a statement provided to FOX 9, 
the company says, "While always difficult 
decisions, we did a reduction in workforce 
that affected approximately 100 employees 
in total, across our entire global workforce."
	 The company currently employs 
roughly 11,000 people worldwide.
	 Toro is known for its brands of  
products, which include Toro, Ditch 
Witch, Exmark, BOSS Snowplow, 
American Augers, Subsite Electronics and 
HammerHead.
	 Editor's note: A previous version of 
this story stated the layoffs were coming. 
The layoffs have already happened.

I	 Yanmar America
 	 Unveils Groundbreaking
	 E-Tractor at Equipment 	
	 Expo 2023
	 Yanmar America, a provider of 
agricultural and industrial solutions, 
debuted its cutting-edge e-tractor 
concept at Equipment Expo 2023.
	 This all-new development from 
Yanmar marks the first public appearance 
of the innovative electric tractor concept, 
offering users a versatile powertrain 
selection tailored to their specific work 
needs, the manufacturer said.
	 Read more here.
	 Published online 

AgriculturalEquipmentGuide.com| 
10.24.23

I	4WD Tractor Sales Continue Growth Trend Into
	 October
	 In the US, 4WD tractors grew year-over-year 12.6 Percent, the only segment to see
	 growth for the month

	 WASHINGTON — Unit sales of 4WD ag tractors continued growing in both 
the U.S. and Canada in October, making a strong opening of the final quarter of 
2023,  according to the latest data from the Association of Equipment Manufacturers 
(AEM).
	 In the U.S., 4WD tractors grew year-over-year 12.6 percent, the only segment 
to see growth for the month. Year-to-date, 4WD tractor sales are up 36.2 percent, 
leading all segments in unit sales growth. In Canada, 4WD unit sales were up 141 
percent for the month, and 38.3 percent year-to-date.
	 “The mixed sales results for October reflect the market as a whole,” said Curt 
Blades, senior vice president, industry sectors and product leadership at the 
Association of Equipment Manufacturers. “We are happy to see the continued sale’s 
strength in larger equipment market and remain optimistic for the long term market.”
	 Overall unit sales of U.S. tractors are down 5.6 percent compared to sales in 
October 2022, while combine sales finished 52.1 percent below this time last year. 
Canadian tractor sales, however, finished the month positive, up 4.6 percent with 
additional growth in the mid-range and high horsepower 2WD segments. Combines 
were down for the month, however, falling 16.1 percent.
	 The full reports can be found here.
	 Posted online Morning AgClips | Updated 11.13.23

I	Väderstad TopDown with E-services Winner
	 of Farm Machine 2024
	 Väderstad, one of the world’s leading companies in tillage, seeding and 
planting, is proud to see TopDown with E-services as winner of the Farm Machine 
2024 award in the tillage category. The award was announced at the ongoing 
Agritechnica exhibition in Hannover, Germany.

	 The Farm Machine of the Year award is voted by a jury from 16 agricultural magazines 
from all over Europe.
	 This award is good evidence that TopDown and Opus with E-services can be 
essential for farmers looking to optimize their tillage operation even further. The award 
is also something to feel proud about for many people at Väderstad, who have been 
involved in the TopDown project in many roles during the years. As with everything we 
do here at Väderstad, this award is a team effort, says Wolfram Hastolz, Director Tillage 
Product Management at Väderstad.
	 The introduction of E-Services on TopDown 400-700 and Opus 400-700 allows the 
machines to use prescription maps, to control the machine setting automatically on the 
go. This means that the farmer, before going to the field, can program how the individual 
working elements - discs, tines, leveller and packer - should behave at specific spots on 
the field based on for example soil type, or field characteristics.
	 The next step after the variable rate application of seed and fertiliser is to apply the 
same thinking to tillage. Here savings wait to be unleashed using the rule “as much 
as necessary, as little as possible”. Some of the benefits come as diesel savings and 
improved soil health, others by the possibility of increasing the working speed as well 
as reducing the wear. In addition, this enables an autonomous farming future, says 
Wolfram Hastolz.
	 TopDown and Opus with E-services is available from October 2023, with first 
machines delivered to farmers in the beginning of 2024.
 	 Published online Vvaderstad.com | 10.12.23

https://www.yanmar.com/us/
https://www.agriculturalequipmentguide.com/article/62888-yanmar-america-sm-series-tractor-at-equip-expo-2023
https://www.agriculturalequipmentguide.com/
https://www.aem.org/market-share-statistics/us-ag-tractor-and-combine-reports
https://www.morningagclips.com/4wd-tractor-sales-continue-growth-trend-into-october/S
https://www.vaderstad.com/en/campaigns/product-news/e-services-for-topdown-and-opus/
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I	Landmaster Adds Over 90 Dealer Locations
	 This Year

By DAVID PIERCY

	 The American-made UTV manufacturer, Landmaster is continuing to grow 
by adding over an additional 90 new dealers to its national and international mix 
of dealers. Landmaster’s primary focus this year has been adding dealers in the 
farm and agriculture segment. “By taking on the Landmaster product, several of 
our large implement and tractor dealers are starting to see more residential-based 
consumers stop by their dealership vs the typical farm and commercial user. Prior to 
this, dealers primarily dealt with commercial and farm customers, now dealers can 
benefit by selling our UTVs along with their other products to the residential large 
landowner.” Comments David Piercy, Director of marketing for Landmaster.
	 Landmaster only builds-to-order which benefits their dealers in multiple ways. 
For one it allows the dealer to build a fully customized unit that best meets the 
demands of their customers. Secondly, when a dealer places an order, it ships on 
average in 3-4 weeks. Landmaster states that they have the industry’s fastest lead 
times from order to shipment. “Building to order also ensures we’re not creating 
excess inventory that we later are forced to push onto dealers. When we build to order, 
we’re creating product that matches the needs and demand of the marketplace.” 
States Dustin Noble, VP of Sales and Marketing for Landmaster.
	 In addition to adding 90+ dealers, Landmaster has added on a new VP of sales 
and an additional three regional sales reps to help manage the added territories.
	 For dealers interested in becoming a Landmaster dealer, they should visit www.
Landmaster.com/dealer or contact Dustin Noble, VP of Sales and Marketing at 
(260) 438-1183

Published online Landmaster press release| 11.20.23

I	 Implement-tractor Connectivity and the
	 Crushing Reality of Going Electric in Ag

By Lyndsey Smith

	 It’s not just interest rates and the cost of things that’s changed significantly in 
the four years since Agritechnica was last held in Hannover, Germany, in 2019.
	 Then, the show was packed with all-electric every thing, or so it seemed. 
Agritechnica is often the home of prototype or concept machines, but as Nic 
Dubuc, farmer and ag engineer from near Montreal, Que., shares, many of those 
ideas presented in 2019 were just shells.
	 Fast forward four years and the world has changed. You could argue that 
climate action is at the forefront of many policies and government agendas, but 
at the show, at least, much of the move to going all-electric has backed off. Dubuc 
says that much of what he saw was more integration between implement and 
engine, and more mashing up of electric and diesel.
	 But changing regulations showed up in other ways, Dubuc says in the 
interview below, as he echoed what Tom Wolf observed, where non-chemical 
(tillage!?) weed control has come back in to fashion. Check out Dubuc’s full 
discussion with Shaun Haney, below, or download the podcast for later. Watch 
video here.

Published online CEDA Briefing - Real Agriculture | 11.17.23

MANUFACTURER
NEWS

I	Honda Introduces
	 Prototype Electric
	 Autonomous Work
	 Mower at Equip		
	 Exposition 2023
	 Honda  [recently] introduced 
the all-electric prototype Honda  
Autonomous Work Mower (AWM), the  
company's first battery-powered 
electric zero-turn riding (ZTR) mower 
aimed at boosting worksite efficien-
cies through autonomous solutions. 
The Honda AWM will be featured at 
the upcoming Equip Exposition, Oct. 
17-20, at the Kentucky Exposition 
Center in Louisville, Kentucky. Watch 
a demonstration of the Honda AWM 
at https://honda.us/Autonomous-
WorkMower.
	 The Autonomous Work Mower 
will learn the entire worksite, allowing 
for high-quality lawn striping and ac-
curacy.
	 The prototype Honda Autono-
mous Work Mower combines indus-
try leading cutting performance and 
operator comfort with high location 
accuracy and obstacle detection.
	 The prototype Honda Autono-
mous Work Mower (AWM) is the 
company's first battery-powered 
electric zero-turn riding mower. The 
AWM is designed to help improve the 
efficiency of lawn care and landscape 
maintenance companies while offer-
ing an eco-conscious solution with 
zero-emissions.
	 Read entire article here.

Published online 
CISIONPRNewswire | 

10.9.23 

https://landmaster.com/dealer
https://landmaster.com/dealer
https://landmaster.com/utv-life/news-and-articles/landmaster-adds-over-90-dealer-locations-this-year
https://www.realagriculture.com/2023/11/implement-tractor-connectivity-and-the-crushing-reality-of-going-electric-in-ag/
https://www.realagriculture.com/2023/11/implement-tractor-connectivity-and-the-crushing-reality-of-going-electric-in-ag/
https://www.realagriculture.com/2023/11/implement-tractor-connectivity-and-the-crushing-reality-of-going-electric-in-ag/
https://www.youtube.com/watch?v=ptN-qrEGqX0
https://www.youtube.com/watch?v=ptN-qrEGqX0
https://www.prnewswire.com/news-releases/honda-introduces-prototype-electric-autonomous-work-mower-at-equip-exposition-2023-301950617.html
https://www.agriculturalequipmentguide.com/article/62217-kubota-introduces-fourth-generation-m7-ag-tractors
https://www.prnewswire.com/
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