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	 NEDA reported to NER that over the weekend July 
1st to 2nd, the below described Kubota Zero Turn Mow-
er was stolen from a dealership in North Cohocton, Steu-
ben County, New York.

Equipment Details:
Make/Model: 2016 Kubota Z-122-EBR-48
Type: Zero Turn Mower with 48" deck

Machine Serial Number: 15297

•  •  •

	 NEDA reported to NER that sometime July 9th or 
10th, the below described John Deere Utility Vehicles 
were stolen from a dealership in Mohnton, Pennsylvania.
If you have any information, please contact the Pennsyl-
vania State Police, and reference  Report: PH2017-742215.  

Equipment Details:
Make/Model: 2016 John Deere XUV-825i Gator

Type: Utility Cart/Vehicle
Product Identification Number: 1M0825GEKGM117755 

Olive body color with silver alloy wheels

Make/Model: 2016 John Deere XUV-825i Gator
Type: Utility Cart/Vehicle

Product Identification Number: 1M0825GEPGM112604 
Camouflage body color

Make/Model: 2016 John Deere XUV-590i Gator
Type: Utility Cart/Vehicle

Product Identification Number: 1M0590TEPHM020238 
Camouflage body color, alloy wheels 

•  •  •

	 NER is forwarding this theft alert from Cayuga  
County Sheriff's Office regarding the theft on 6/23-6/24 
of a Terex machine from Sennett, New York. 
	 Please see the Cayuga County bulletin for more  
details, or contact Cayuga County Sheriff's Office directly 
at 315-253-1222.

Equipment Details:
Make/Model: 2016 Terex TC-35

Type: Mini Excavator
Serial Number: TC03520123

•  •  •

	 NEDA reported to NER that on June 14th, 2017, the 
below described John Deere XUV Gator Utility Vehicle 
was discovered missing from a new equipment dealer-
ship on State Route 14, East Palestine, Ohio. It is unclear 
when the theft occurred.   

continued on page 8  
  

EQUIPMENT THEFT AT 7 DEALERSHIPS
BE ON THE LOOKOUT!!!



NEDA Workers’ Compensation Safety Group

Exclusively for New York Members of the Northeast Equipment Dealers Association

DIVIDEND HISTORY

ELIGIBILITY

Over 23.00% Average Dividend
For The Last 10 Years!

Policy Year
2014-2015
2013-2014
2012-2013
2011-2012
2010-2011
2009-2010
2008-2009
2007-2008
2006-2007
2005-2006

Dividend
20.0%
15.0%
15.0%
  5.0%
20.0%
25.0%
37.5%
20.0%
35.0%
37.5%

  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 20%)
  Excellent Dividend Potential
  Claims Management & Loss Control Services
  Monthly Installments for Qualifying Dealers

To see if you qualify, call Pat Burns at Haylor, Freyer & Coon 315-703-9148 / 800-289-1501  or 
fax a current declaration page to 315-703-8159 or Call Ralph Gaiss (Executive Director of 

NEDA) at 315-457-0314 for more information.
You may also visit us at www.haylor.com/NEDA

Eligible 
NEDA Dealers 

Purchasing 
Workers’Comp 

From Safety Group 
#548

Eligible 
NEDA Dealers 

Purchasing 
Workers’ Comp 

From ALL OTHER 
SOURCES90
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The general information provided in this publication is not intended to be nor should it be treated as tax, legal, investment, account- 
ing, 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 authorita-
tive information in regard to the subject matter covered. It is furnished with the understanding that the Northeast Equipment Dealers 
Association, Inc., the publisher, is not engaged in rendering legal, accounting or other professional service. Changes in the law duly ren-
der the information in this publication invalid. Legal or other expert advice should be obtained from a competent professional. Some of 
the editorial material is copyrighted and may be reproduced only when permission is obtained from the publisher and the association.

	 Dealers continue to be cautiously 
optimistic, although a significant number 
voiced continuing frustration(s) with their 
manufacturer(s) relationship.  These frustra-
tions are primarily focused on being valued 
as an equal partner, parts pricing (double 
and triple fold increases), availability (parts 
and wholegoods), interest rates/floor plan 
finance programs, product quality and sup-
port (or lack thereof), warranty (process and 
payment), market share/performance stan-
dards and for a select few revised dealer 
agreements/company policies and their equal 
application to all retailer representing the 
manufacturer (Big Box stores included).  
	 With those frustrations in mind, I think 
it’s important to talk about the work NEDA, 

EDA and the IRTF (Industry Relations Task Force) undertake on behalf 
of our member dealers and how you maximize the value of your dues 
investment(s).  If I had to use one word it would be PARTICIPATION, and 
if I could add another it would be COMMUNICATION!  
	 Some of you have already read the AGCO and JD meeting notes 
(released in July) others received a solicitation for input in preparation 
for the upcoming New Holland IRTF visit and others the revised Cub 
Cadet Dealer agreement review.  Simply put the ITRF program works best 
when YOU participate in the process!  Please respond to the solicitations 
(what is working & what is not), ask to sign a “revised” dealer agree-
ment, receive addendums and ask us if they have been reviewed?  If you 
submitted a question to the IRTF and did not see the issue addressed in 
the manufacturer meeting notes challenge us, so we can follow up on 
your behalf. The question may have been addressed, but didn’t make the 
meeting minutes.   
	 In addition to the manufacturer visits, I’m aware of at least 4 dealer 
contract or captive finance agreement reviews that were completed by 
the IRTF in the last 12-18 months. Some of those reviews resulted in man-
ufacturers’ agreeing to make changes to the dealer agreement and others 
didn’t. More importantly, all of the reviews we conducted empowered 
dealers with a clearer understanding of the agreement and knowledge 
that they need to effectively evaluate their risk/position.  I have often said 
that, when push comes to shove, there are only two things that really 
matter: your dealer agreement and the state’s dealer law. Please know 
that NEDA is working hard to ensure that your dealership has the best of 
both!

NEDA’s Legislative report:
	 In June, I told you that NEDA was tracking 250 State and Federal bills 
on your behalf.  I’m happy to report that Dave has added a report func-
tion to our website at http://www.ne-equip.org/legislative-update/ for 
your reference and review.  

continued on page 4

Observations
from the FIELD

Board of Directors
Officers

ROBERT SPOHN, President / Past President - 2005
Sharon Springs Garage / Sharon Springs, NY
518-284-2346 • Fax: 518-284-2774
AGCO, White, Hesston, Gehl, Kubota, Allis, Simplicity
rtspohn@live.com

John E. KOMARISKY, 1st Vice President / Treasurer 
Past President 2015, 2012
Main & Pinckney Equipment Inc. / Auburn, NY
315-253-6269 - FAX 315-253-5110
New Holland, Simplicity, Brillion, Bush Hog 
john@mainandpinckney.com

NATE SHATTUCK, 2nd Vice Pres. / Past Pres.- 2010
Devon Lane Farm Supply, Inc. / Belchertown, MA
413-323-6336 • Fax: 413-323-5080
Yanmar, Landini, Monosem, Ferris, Simplicity,  
Stihl, Husqvarna
nates@devonlane.com

JOSH AHEARN, Immediate Past President 2016
Ahearn Equipment, Inc. / Spencer, MA
508-885-7085 • Fax: 508-885-7261
Kubota, Cub Cadet, Stihl, NAPA Dealer
jtahearn@ahearnequipment.com 

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

Directors

BRIAN CARPENTER, Chairman of the Board for EDA, 
2016-2017, St.Louis, MO / NEDA Past President 2009
Champlain Valley Equipment / Middlebury, VT
802-388-4967 • Fax: 802-388-9656
New Holland, Case IH, Kubota, Gehl
brian@champlainvalleyequipment.com

Scott Bair
Mountain View Equipment, Inc. / Plattsburgh, NY
518-561-3682 • Fax: 518-561-3724
John Deere AG/CCE,  Claas, Kuhn Knight, 
Kverneland,  Stihl, Husqvarna, Frontier, Servis, Rhino
scott@mtnviewequip.com 

Brad hershey
Hoober, Inc. / Mifflintown, PA
717-436-6100 • Fax: 717-463-2312
Case IH, JCB, Kubota
braddh@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

Craig Houseknecht, EDA & UEDA/NEDA OPE 
Council Member
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
 
SCOT L. STANTON, Past President - 2003
Stanton Equipment Inc. / East Windsor, CT
860-623-8296 • Fax: 860-627-9832
John Deere Ag., Knight, Athens, Hardi
scot@stantoneq.com

WENDELL WALLDROFF, Past President - 2002
Walldroff Farm Equip., Inc. / Watertown, NY
315-788-1115 • Fax: 315-782-4852
New Holland, Hesston, Woods, White-New Idea, 
AGCO, Allis
wendell@walldroffequip.com

David Warner
Warner Tractor & Equipment Inc., Troy, PA
570-297-2141 • Fax: 570-297-2074
Case, Case/IH, Takeuchi, LinkBelt, LandPride, Agr. & 
Construction 
davidwarner@warnertractor.com 

Tim Wentz
Field Director /

Legislative Committee 
Chairman

717.576.6794
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Rebates to Non Tax Exempt
Customer Procedures
To All Maine Dealers:
	 It has come to our attention from a member of the Northeast Equipment 
Dealers Association the State of Maine is starting to enforce polices on how sales 
tax is collected after rebates are taken on the purchase of equipment to non-tax 
exempt customers. This is law and the law states:
	 “Rebates provided by manufacturers to purchasers of tangible personal prop-
erty are not discounts allowed between the retailer and the purchaser. Sales tax 
is computed on the total sale price without any deduction for the manufacturer’s 
rebate. The fact that the rebate is assigned by the purchaser to the retailer does 
not change this result.”

	 A proper example of a sale like this with a rebate would be as follows:
		  Sale price of Equipment               	 $20,000
		  Maine State Sales Tax (5.5%)       	 $  1,100
		  Total Sale Price                             	 $21,100
		  Rebate                                            	 $  2,000  
		  Total Sale after Rebate                  	 $19,100

 	 The rebates are to be included in the sales price to which sales tax is charged. 
It's stated pretty clearly on the bottom of page 1 of this Sales Tax Bulletin.

https://www1.maine.gov/revenue/salesuse/Bull2410152015.pdf
	 Additionally, here's a second bulletin that is more general, but it also refer-
ences the rebate process: 

https://www1.maine.gov/revenue/salesuse/Bull3920160623.pdf
See page 6 for related article!

Observations continued from page 3

Dealer Laws:
	 CT SB 821 (amending the warranty section) passed out of the Connecticut 
Senate on a unanimous vote and was passed by the House on an 80-70 vote.  
Unfortunately the Governor vetoed the legislation and we will have to start 
anew in the next session.  
	 PA HB 1348 (amending the PA dealer law) has been introduced and is assigned 
to the House Ag Committee Chaired by Rep Causer. We are working hard to  
garner legislative support and are hopeful that this time around we will be able 
improve the language and keep the bill moving forward through the legislative 
process and enacted.  

Right-2-Repair:
	 NY - AB 8192 & A04066, MA - H2784 & SB 938 and NJ A4934, NJ A5130 have 
all been introduced.  NJ A5130 is specifically focused on Farm Equipment & Lawn 
Mowers.    
	 Successful dealers have learned to pay attention to the details and use every 
opportunity to exploit that KNOWLEDGE to their advantage!  

REAP the benefits of membership
and your PROFITS will follow!
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Dan Abrahamson
CT, ME, MA, NH, NJ, 
NY, RI, VT
(607) 765-6271

AgDirect is an equipment fi nancing program offered by participating Farm Credit System 
associations of AgDirect, LLP.

AgDirect® is built for agriculture and powered by Farm Credit. 
So along with knowing those who buy ag equipment, we 
understand the needs of those who sell it. 

It’s why we offer options to buy, lease or refinance, with simple 
applications, incredibly fast credit decisions, attractive rates 
and ag-friendly terms. And why we are rated so high in dealer 
satisfaction, with helpful service and responsive support.

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

Delivered by people 
who understand your 
business and work for 
your success.
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NEDA Member Empire Crane 
Company Earns EDA Foundation 
Scholarship Award
	 The Equipment Dealers Foundation (EDF), the charitable organization of the 
Equipment Dealers Association (EDA) has selected 15 men and women to receive 
a scholarship for the 2017-18 academic year.  The objective of EDF’s scholarship 
program is to support the education, training and advancement of current and 
potential employees in the equipment industry. Scholarships were awarded for 
a wide range of educational opportunities including technical training and four 
year degrees. Congratulations to the following NEDA member student:  Chloe 
Lonergan, Empire Crane Company, North Syracuse, NY.

Important Sales Tax Notice To 
All Dealers Selling Into The 
State of Maine
	 Starting Oct. 1, 2017, any seller of tangible personal property, whether the 
products are transferred electronically or delivered into Maine, must charge, col-
lect and remit sales tax if gross revenue from sales into Maine is greater than 
$100,000 or they had more than 200 separate transactions in Maine in the previ-
ous or current calendar years. See Bill # S.P. 483/L.D. 1405….read the bill at:

http://www.mainelegislature.org/legis/bills/getPDF.asp?paper=SP0483&item=4&snum=128
or:   

https://www.ne-equip.org/wp-content/uploads/2017/06/LD-1405-as-enacted.pdf 
~ Provided by HBK CPAs & Consultants

See page 4 for related article!

Did You Know? 
Did you know you can update your dealer profile on our 
website? 
Go to www.ne-equip.com and login in with your user ID and password. 
Once your logged in place your cursor in the upper right hand corner and 
click on “Edit my Profile”
 
Here you can put any events happening at your dealer-
ship, upload profile pictures, your company logo, etc…
 
Email davec@ne-equip.com or call the Association, 800-932-0607 if you have 
any problems getting into the website. 
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The Empire State Producers Expo provides a platform for producers from NY, surrounding states and eastern Canada to interact with and 
learn what others are doing in their prospective industries. Along with producer to producer interaction, exhibiting companies have the 
opportunity to conduct education based sessions, while showcasing products and services offered. A key focus of this event is the offering 
of DEC pesticide recertification credits and Certified Crop Advisor (CCA) credits during the appropriate educational sessions.

The Keystone Farm Show kicks off the farm show season each year. It’s the largest commercial farm equipment and service 
provider trade show in the state of Pennsylvania. Producers from Pennsylvania and surrounding states travel to York to 
view the newest products and technologies of exhibiting companies. This trade show provides a platform for a diversified 
marketplace. Companies on hand showcase products and services for dairy, beef, crops and a variety of small animals.

Ask yourself, can my business take advantage of an event that brings together a group of people from our area who embrace 
their upstate NY lifestyle?  Just such an event, The “Country Living Expo” is coming to the Herkimer County Fairgrounds 
in Frankfort, NY this October. A successful show needs to be at the right time of year, at the right location and properly 
promoted.  Presented by Lee Newspapers, Inc., publishers of the Country Editor and a company with over 30 years 
experience producing both consumer and commercial targeted expos, the Country Living Expo will have all three! 

The Virginia Farm Show is the only agricultural trade show in Virginia that caters to full-time as well as part-time 
farmers. In addition to exhibits of all the major lines of equipment and services, there is a Skid Steer Rodeo for 
attendees to participate in and watch. The Diamond Level Sponsor of this event is the Virginia Farm Bureau. This event 
enables participants to compete for trophies and cash prizes for all major lines of skid steers.

For over 30 years, the Hard Hat Expo has drawn a quality crowd of contractors and municipalities from the New York 
State market area. Annually held at the New York State fair grounds, it’s the only construction show east of the Mississippi. 
The two day show consistently draws between 4,000-8,000 attendees that are in the position to make buying decisions 
for their companies or municipalities. Exhibitors include businesses that provide equipment, products and services to the 
construction, municipal and industrial markets.

The Angus Convention is the industry-leading event hosted by the American Angus Association. It is defined by quality 
education seminars, a solution-oriented trade show, Certified Angus Beef® meals, ample networking opportunities and the 
Annual Meeting of Delegates for the American Angus Association.

ANGUS
CONVENTION

SYRACUSE, NY

800-218-5586 • 518-673-3237 • FAX: 518-673-2381  

info@leepub.com • www.leepub.com • Since 1965

Trade Show opporTuniTieS
FROM LEE TRADE SHOWS, INC.

October 13th, 14th, 15th, 2017 – Frankfort, NY

November 4th, 5th, 2017 – Fort Worth, TX

January 9th, 10th, 11th, 2018 – York, PA

January 16th, 17th, 18th, 2018 – SRC Arena, Syracuse, NY

January 17th, 18th, 19th, 2018 – Fisherville, VA

April 4th, 5th, 2018 – Syracuse, NY – Now in 2 Buildings. Early Pricing Deadline Sept 1st

EXPO

Country
    Living

REMEMBER OUR TRADE PUBLICATIONS

• Country Folks

• Country Folks Grower

• Country Folks Mane Stream

• Wine & Craft Beverage News

• Hard Hat News

• Waste Handling Equipment News

• North American Quarry News
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R. Glen Detweiler     Detlan Equipment, Inc.  | Silverdale,PA 

	 R. Glen Detweiler, 74, of Silverdale, PA; died on Saturday, March 4, 2017.
	 He was the loving husband of Diane R. (Derstine) Detweiler for 52 years. Glen was born in Sellersville, PA to 
the late Roland M. Detweiler and the late Margaret "Peg" (Landes) Detweiler.
	 He attended Pennridge High School and then attended Spring Garden Institute, Philadelphia. Glen worked as 
plumber's assistant, a truck mechanic, a mechanic/foreman.  His lifelong job was the owner and operator of Detlan 
Equipment, Inc. in Silverdale, PA for more than 45 years.
	 Glen and his wife, Diane volunteered from 1965-1966 in 1-W service at Hitchcock Hospital in Dartmouth, NH 
and then in 1972 with Mennonite Disaster Service during the Wilkes-Barre Flood.
	 In addition to his wife, he is survived by a son, Steve Detweiler & wife, Lori of Souderton, PA; a daughter, 
Sheryl Moyer & husband, Geoff of Franconia, Pa. 
	 Memorial contributions may be made to: Blooming Glen Mennonite Church, P.O. Box 238, Blooming Glen, PA 
18911.

Equipment Details:
Make/Model: John Deere XUV-825-i

Type: Gator Utility Vehicle
Product Identification Number: 1M0825GEAHM130237

•  •  •
Between Monday June 19th and Wednesday June 
21st, 2017 the below described Bobcat Skid Steer and  
attachments were stolen from the median of the 
Taconic State Parkway in New Castle, New York.  New 
York State Police report: 7634896. Contact Investigator 
Hoeverman 914-742-6395   

EQUIPMENT Details:
Make/Model: 2016 Bobcat S-650

Type: Skid Steer Loader
Product Identification Number: ALJ816960

Also taken were a hydraulic hammer attachment,  
pallet forks and a bucket. 

•  •  •

NEDA reported to NER that in the early morning hours 
of Saturday June 17th, 2017, thieves cut the fence and 
entered an adjoining property to an equipment deal-
ership in Clymer, New York with a box truck, and stole 
the two new commercial mowers described below. 
They also attempted to steal a Gator Utility Vehicle but 
abandoned it near where they cut the fence . Chautau-
qua County Sheriff case #: 17-21577 

 Equipment Details:
Make/Model: John Deere Z-920-M

Type: Commercial Zero Turn Mower, 60"
Product Identification Number: 1TC920MCHHT05150

 
Make/Model: John Deere Z-997-R

Type: Commercial Zero Turn Mower, 60"
Product Identification Number: 1TCZ997RVFC012068  

Law Enforcement - For access to NER's equipment own-
ership registration and theft records, and for machine 
identification assistance, call NICB: 800-447-6282. For 
online access, see  www.ner.net/law-enforcement.html.

•  •  •

Another reported theft occurred July 2, 2017 in New 
Holland, PA.  Call Dwight Hurst – 301-789-7577 with 
any information.

 Equipment Details:
Make /Model:2017 Hustler MDV 1200-D - Maximum 

Duty Vehicle
Model #: 934018 

Product #: AOE34018AHAD00061
Yellow & Black 4WD UTV with Hydraulic Level Lift Bed
Kohler Diesel Engine, Model D1200 --Inv. # 1705020

Report suspicious activity
involving equipment.

If something doesn't add up,
Dial 911!

BE ON THE LOOKOUT!!! continued from page 1
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Diversification Reasons Importance Fit Score

Draw: 
Most advertising is designed to bring customers to your operation in the hope that while they are 
there your salespeople will makes sales. “Draw” can replace that advertising cost with a product 
that makes a profit, but is still discounted enough to draw people to your operation.
Complements core product line: 
The customer is in your facility, and they are getting ready to purchase one of your core products – 
wouldn’t it be nice if you could also sell them several more things that go along with the item they’re 
already purchasing? 

It’s counter-cyclical to your core business: 
It’s counter-cyclical to your core business.
You want to enter a new market(s): 
Many markets haven’t changed in a long time, and this opens up opportunities to market and sell 
differently than your competition could ever dream of. This is an especially good direction if your 
core business is one of those mature markets where it is just tough making a living.
Compatibility with existing facility: 
Some businesses would make sense in your current facility, others would require a massive 
amount of renovation or construction. When you have to spend a lot up front, your risk is higher.
Compatibility with current skills/competencies: 
You have a team that has brought you this far. Building a new team is a potential challenge, and 
that raises your risk. On the other hand, you may be seeing the need to develop some new talent to 
help carry you forward into new markets and/or bring fresh thinking to your existing markets.
Profit margins are high: 
If your core market is relatively mature, your profit margins have probably been eroding. Adding a 
high margin product line can have significant benefits on your bottom line.
ROI is high: 
Think about it this way – your current business is covering your overhead and still showing a profit. 
If a new product line requires minimal additional equipment or staff, it can bring you a HUGE return 
on that investment.
Retain existing management: 
Skilled and loyal managers are difficult to find, and harder to retain. In most cases, you don’t want 
to consider a product line that will require you to add significant management talent. The other side 
of this argument is when your core business is in a declining market, and you don’t want to lose 
your skilled managers as things slow. Diversification can offer a future for those good managers.
Develop new management: 
Sometimes you want a way to develop new management talent without disturbing your current 
management team; your diversification can be a “talent incubator”.
Retain existing labor resources: 
Much like your management team, you have some skilled and loyal “front line troops”. They are 
hard to replace, and you don’t want to lose the best of your team. Diversification can shift some 
great employees into new opportunities. You win, and they have a chance to grow.

To use this tool, rate each Diversification Reason on a scale of 1 to 10, with 1 meaning that factor is not at all important to you, 
and 10 meaning that factor is something you absolutely must have in any diversification choice you would make.  Put that score 
next to each reason, in the Importance column.

When you are considering a diversification option, rate it on each of those Diversification Reasons, using the same 1 to 10 point 
scale, and place that number in the Fit column.  Now you simply multiply the Importance times the Fit and the resulting score will 
help you compare your options.

So, why bother with this tool?  This simple approach to analyzing your options should make it easier for you to see which 
diversification choices are right for you…and which you should be running away from.  The person encouraging you to choose a 
particular diversification opportunity may honestly believe it is a great choice for you, but in reality, only you can know if it meets 
your unique objectives.  This tool insures that you will focus on the opportunities that best fit your goals within your constraints.

Should You Diversify? 

If you feel more comfortable with a single “score”, you are free to sum the right column, but we suggest you begin by simply 
looking at the Diversification Reasons that got the high scores.  The high scores are telling you that you valued those reasons 
AND that you believe this particular option is a good fit.  Perhaps it’s time to ask yourself if this is the day you will take a step to 
transform your company…and if not today, which day would be the right day to begin making important changes?
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	 The EDA has announced the development of a series of six 
webinar specifically designed for equipment dealers who sell outdoor 
power products.  The series is set to kick off in August and will run 
through January with one webinar being produced each month.
	 EDA is pleased to be working with two Associate Members on 
this series, ARI and Team SI.  Each group has prepared three webinars 
that address issues and concerns that OPE dealers struggle with.  
Topics and schedule are as follows:

1.	 Thursday, August 17 – Team SI: Understanding the 
Customer Journey to Online Purchase

2.	 Thursday, September 21 – ARI: Charting Your 
Digital Marketing Game Plan

3.	 Thursday, October 26  – Team SI: Your Website: 
The Foundation of all Your Marketing

4.	 Thursday, November 16  – ARI: SEO for Beginners: 
Best Practices & Successful Tactics

5.	 Thursday, December 14  – Team SI: The Power of 
Data-Driven Marketing using TraDigital

6.	 Thursday, January 18  – ARI: Online Advertising 
101: Build Paid Campaigns that Drive ROI

ALL WEBINARS WILL BEGIN PROMPTLY AT 12:00PM (CST)
	 The entire webinar series is FREE to EDA members!  If you would 
like to join, please complete the membership application at:    http://

www.equipmentdealer.org/becomeMember .  If you have questions 
about membership or wish to confirm your membership status, 
please call our office at 636.349.5000.
In addition to these webinars, BOTH ARI at: https://arinet.com/ and 
Team SI at:  http://www.teamsi.com/  are offering a special deal for 
new EDA members!  ARI is offering members 50% off website set-
up fees and Team SI is offering a free website audit!  Please mention 
your EDA membership when contacting either company. REGISTER 
NOW!  
	 During registration you will be prompted to select as many 
webinars in the series as you would like to participate in.  After reg-
istering, you will receive a confirmation email containing information 
about joining the webinar.

How to Determine 
Used Equipment 
Values

By Kim Schmidt posted on June 7, 2017
Posted in Best Practices, Used Equipment Remarketing,

Operations & Finance
Updated on June 15, 2017, Ag. Equipment Intelligence 

	 1.	 Dealers should be consulting multiple sources 
and data fields in order to accurately assign values to 
used equipment.  
	 2.  	Assign the Right Value to Used Equipment.   
	 3. 	 Learn How to Appraise Equipment From Others.  
	 4. Reduce Remarketed Inventory. Please read the 
entire article at: https://www.farm-equipment.com/
articles/13996-how-to-determine-used-equipment- 
values-weekly

Some Dealer Takeaways
•	Consult multiple sources before assigning a value 

to a piece of used equipment. Possible sources 
include, recent auctions, your dealership’s sales 
history, inline dealers, competitive dealers and 
equipment jockeys.

•	 If you realize you priced a used unit incorrectly, 
address it immediately and adjust the price.

•	Educate your sales staff on what to look for when 
evaluating equipment, including tire condition, 
cosmetic damage, how many nicks or scrapes, any 
deep scars and the condition of the paint.

•	 In addition to the cosmetic condition of a unit, 
take what you know about the customer into 
consideration when determining its value. What 
does the farm look like? Does he work his equip-
ment hard? What history does he have with used 
equipment?

EDA Announces Webinar Series
for OPE Dealers 

equipment dealers ASSOCIATION

THE ELOG MANDATE 
IS HERE!

Fleet Management      System
          with ELogs

Dealerships with drivers who currently use paper log books may need to 
transition their drivers to electronic logs (ELOGS) by December 18, 2017.  

comply with Hours of Service regulations for over 60 years, as a trusted ELog 

make the transition to ELogs easier on you, your drivers, and your budget.  
Give them a call today and mention that you are a NEDA member.

A Simple Solution With Sophisticated Performance
The only system with an ELD that’s Apple®-certified 

and works with all vehicle classes (1-8).  
Installs in just 10 minutes.

The only system with thorough 
back-office reporting options 

from stand-alone ELogs to full 
compliance and performance management. 
Supported by our Encompass® internet-based 
dashboard.

The only system compatible with 
drivers’ iPad®, iPhone®, Android™, 
Motorola® Solutions TC55 Touch 
Mobile Computer, or the Intermec® 

CN51 Mobile Computer (Android™ 
OS).

Contact Aaron at 
J. J. Keller & Associates
to Learn more
Phone: 800-843-3174 ext. 2577
Email: azuberbier@jjkeller.com J. J. Keller Mobile® app can be downloaded 

on drivers’ mobile devices.

Apple, the Apple logo, iPhone and iPad are trademarks of Apple Inc., registered in the U.S. and other countries. App Store is a service mark of 
Apple Inc. Android is a trademark of Google Inc. The Bluetooth® word mark and logos are registered trademarks owned by Bluetooth SIG, Inc. 
and any use of such marks by J. J. Keller & Associates, Inc. is under license. Other trademarks and trade names are those of their respective

424509-126

Northeast
Equipment
Dealers
AssociationEstablished 1901

Committed to Building The Best Business
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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

FEDERATED INSURANCE COMPANY
Property & Casualty Insurance (8 states except VT), 
Health Insurance (PA only)
Workers' Comp (All states except NY)
Jerry Harness at 800-241-4925, C: 412-720-4697
Fax 507-455-7840
jvharness@fedins.com • www.federatedinsurance.com

HAYLOR, FREYER & COON, INC.
Health Insurance Program 
Jim McGarvey Supervisor Benefit Consulting 
315-703-3239 • jmcgarvey@haylor.com

Physical Damage Insurance (HF&C, Inc.),
Rental / Leasing Equipment
Patrick Burns at 800-289-1501, Ext. 2148
Pburns@haylor.com • www.haylor.com
Workers' Comp (Return Dividend Program for NY Dealers only)
Property & Casualty Insurance for VT 
Patrick Burns at 800-289-1501, Ext. 2148
Pburns@haylor.com • www.haylor.com

LEGAL ASSISTANCE – FREE LIMITED 
Dave Shay at 816-421-4460
Fax: 816-474-3447 • dshay@seigfreidbingham.com

NEDA On-Line Campus
Dave Close at 800-932-0607 x 235
davec@ne-equip.com

OSHA WORKPLACE SAFETY COMPLIANCE PROG.
Dave Close at 1-800-932-0607 Ext. 235
davec@ne-equip.com

PARTNERSHIP Freight Program
Yellow Freight, UPS Freight, FedEx Ground
Keith Korhely at 800-599-2902 x 2254
kkorhely@Partnership.com

DEKRA INSIGHT
CERTIFIED SPCC PLAN
Dave Close at 800-932-0607 x 235
Robb Roesch at 800-888-9596 x 222
robb.roesch@dekra.com

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
717-258-8476, F: 717-258-8479
arts@pa.net

CHARTER SOFTWARE BUSINESS SYSTEMS
Melissa Amen
303-932-6875 - Ext. 219
melissa.amen@chartersoftware.com
www.chartersoftware.com

CERTIFIED BUSINESS VALUATIONS
HBK, CPA's & Consultants
Rex A. Collins, CPA (IN), CVA Principal
Direct: (317) 886-1624
rcollins@hbkcpa.coml • www.hbkcpa.com

For Service / SPoNSoreD ProGrAMS,
cAll Your ASSociAtioN

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

TH  NK

Northeast Equipment
Dealers Association

www.ne-equip.com

st1
ASSOCIATION

rcollins@hbkcpa.com  | 317-886-1624 | hbkcpa.com

HBK is a multidisciplinary financial services firm, offering a wide range of tax, accounting, audit, 
business advisory, valuation, financial planning, wealth management and support services  

to improve the performance and effectiveness of businesses  
and personal financial well-being.

Working together sets us apart.

together



12 …”Committed to Building the Best Business Environment for the Northeast Equipment Dealer”

OPE Manufacturers Finish Strong in 
EDA's Dealer-Manufacturer Relations 
Survey
 
	 Since 2012 we have implemented several enhancements to the 
Dealer-Manufacturer Relations Survey, such as improved rating scales 
and manufacturer category comparisons. Most importantly we have 
added more OPE and tractor manufacturers to the survey rankings to 
beef up that side of our members' business and product offerings.
	 One of the most significant observations since we have included 
more OPE manufacturers in the survey is that OPE manufacturers consis-
tently rank higher than the agricultural OEMs
	 Read More at:  http://news.equipmentdealer.org/news/association-
news/ope-manufacturers-finish-strong-EDAs-dealer-manufacturer-rela-
tions-survey%0D%0A

What Keeps OPE Dealers Up at Night? 
	 Ever wonder what issues keep dealers up at night? The general con-
cerns that seem to be on dealers' minds include profit margins, cash flow, 
and finding qualified and engaged employees, among others. Over the 
years, several priority issues have been addressed by EDA's OPE Council.
 	 Read More at: http://
news.equipmentdealer.org/
news/manufacturer-news/
what-keeps-ope-dealers-
night  (EDA)

EDA Shipping 
Program 
Available Through 
PartnerShip
 
	 Many of your fellow EDA dealers 
know an easy way to save on ship-
ping. It's the EDA Shipping Program, 
managed by PartnerShip®. Through 
this free member benefit, you can 
save up to 29%* on select FedEx® 
services. You also save on LTL and 
truckload freight shipments with 
UPS Freight, YRC Freight, and other 
reputable carriers. Don't miss out on 
the savings – enroll today!
	 ENROLL :: https://www.partner-
ship.com/micro_site/enroll_now/
EDA
	 Visit PartnerShip.com/EDA 
::https://www.partnership.com/
micro_site/index/EDA  for com-
plete program details.  If you have 
any questions, call PartnerShip at 
800-599-2902 or email:  sales@
PartnerShip.com.

Hosted by Fastline Media Group, specifically with equipment dealers in mind.

“At Fastline Media Group we are always looking for new ways to disseminate important and timely informa-
tion to our equipment dealer customers,” said Susan Arterburn, Marketing Director. “As industry experts in 
the field of agriculture marketing, Webinar Wednesday provides a unique way for us to share and communi-
cate with equipment dealers.”

How to Boost Sales with an Integrated Marketing Plan

August 12, 2017 
3 PM EST, 45 minutes

This webinar is FREE, please register at: https://cc.readytalk.com/r/bkde7667eumo&eom  

	 An Integrated Marketing Plan offers the layered approach to promote your brand, special offers and more based 
on the ways that buyers shop for your products. Learn some tips and tricks on what makes a good balance of digital 
and print marketing and how to integrate it with the equipment buying cycle to get the best bang for your buck.
	 Visit www.FastlineMediaGroup.com/Resources at:   http://www.fastlinemediagroup.com/Resources/  to register 
for upcoming Webinars or view past episodes.

August

   Power Equipment
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	 A new U.S. Department of Transportation drug 
testing report shows that the overall 2016 random 
positive drug test rate for truck drivers and other DOT 
security-sensitive employees rose to its highest level 
since at least 2009, including year-over-year increases 
in three of five drug categories.
     The overall 2016 drug testing failure rate for all 
tests reported by certified labs increased to 1.98%, 
from 1.85% in 2015, the report said.
     Of all the drugs identified in DOT urine tests, more 
commercial motor vehicle drivers tested positive for 
marijuana in 2016 than any other drug category.
     The rate of positive tests for amphetamines con-
tinued to climb at a rapid rate, followed by increases 
in cocaine test failures. The positive rate for cocaine 
rose after declining the past three years, according to 
the data compiled by DOT's office of drug and alcohol 
policy and compliance.
     The failure rates for phencyclidine, or PCP, remained 
roughly the same, but declined slightly in the test cat-
egory that includes heroin, codeine and morphine.
     In 2016, roughly 97% of the 5.5 million lab-reported 
random DOT tests were taken by truck and bus driv-
ers, down from 6.3 million tested in 2015, according 
to the report. The decline in overall numbers of tests 
taken was largely due to a reduction in the agency's 
required random testing rate to 25% of commercial 
driver license holders in 2016, compared to 50% in 
2015.     
	 Drivers who fail their drug tests are immediately 
no longer permitted to drive until they voluntarily en-
ter a program for evaluation and treatment for sub-
stance abuse if they wish to return to duty. They also 
must pass a subsequent drug test, according to FMCSA 
regulations.
     Despite a nationwide opioid overdose epidemic, 
DOT has not yet approved testing for the highly-
abused pain medicine. However, in a January notice of 
proposed rulemaking, the agency took a step toward 
requiring opioid testing for the prescription medica-
tions of hydrocodone, hydromorphone, oxycodone 
and oxymorphone. A final rule to add the test panels 
has not yet been issued.
       Unlike marijuana, amphetamines stay in a user's 
system for a short time. She suspects that the steady 
increase in the amphetamines category since 2010, 
is due to the agency's decision to include a test for 
MDMA, or ecstasy, that year.  

~ Provided by Trucking Association of New York
Transport Topics

Truck Driver Drug 
Test Failure Rate  
Rises to Highest  
Level in Seven Years

GET YOUR
COMPACT
TRACTOR

GUIDE
TODAY!

Please fax this order
to 315.451.3548,

Attn: Kelli

Prices Subject to Change

Covering over 115 manufacturers of riding, garden 
and compact tractors dating back thru 1980.
•	 15	to	45	HP
•	 Specifications	such	as:	years	manufactured,	fuel	type,	make	of	

engine, horsepower, transmission, number of speeds, cubic inch 
displacement,	cooling,	blade	clutch,	steering,	whether	it	has	
hydraulics,	power	take	off,	ROPS,	type	of	hitch,	weight

•	 Serial	numbers
•	 Estimated	retail	pricing
•	 Manufacturers	suggested	retail	price
•	 List	of	actual	auction	pricing

SPECIAL PRICING FOR DEALERS
Please send me ____ copies of  the COMPACT	TRACTOR	
GUIDE at the special price of $19.95 plus tax and postage 
(Regularly $29.95)

Company Name __________________________________________________________

Type of  Business _________________________________________________________

Name ____________________________________________________________________

Address __________________________________________________________________

City_____________________________ State_____ Zip ___________________________

Phone___________________________ Email ___________________________________

 Bill me           Bill my credit card: _____ MasterCard     _____ VISA

Card #_________________________________________ Exp. Date ________________

Signature ________________________________________________________________

Northeast
Equipment
Dealers
AssociationEstablished 1901

Committed to Building The Best Business
Environment for Northeast Equipment Dealers
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Serving Farm, Industrial & Outdoor Power Equipment Dealers Since 1901 
***AUGUST 2017*** 

 
     6-watt BLUE LED Spot Light 
      8-watt BLUE LED Spot Light 

 
 

 
 

 
 
 
 
 

 
                    

  See Video : http://www.comatraled.com/agricultural.html 
   

This light will illuminate your sprayer boom and allow you to see  
accurate and properly functioning nozzles from the cab! 
 
1-6-watt spot light up about 60 ft. of sprayer boom. 

 
IP67- Protected from immersion between 15 centimeters  
 and 1 meter in depth. IP68 30 minutes underwater 

****************************************************************************************** 
  Order Form      Item #  Qty. Cost Ea. Total 
  Dealership Name: __________________________  FKL6W  _____   $23.04  __________ 
  Shipping Address: __________________________    FKL8W  ______   $42.35  __________ 
  City, State, and Zip: ____________________________                 
          SUB TOTAL    ________ 
  Terms:  NET 30 DAYS TO APPROVED MEMBERS         (If not for resale) TAX            ________ 
  Freight: PREPAID FREIGHT ON CASE QUANTITIES                 SHIPPING       _________ 
         TOTAL         _________      
  Payment Method (Prepayment is required) 
  Check Enclosed (Payable to NEDA) __________ 
  Credit Card (VISA or MC) Acct # ____________________________________ Exp. Date: ___________ 
  Cardholder Name:  _____________________________ Signature:  _______________________________ 
 

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 
OFFER EXPIRES August 31, 2017 

3 year 
Warranty Great for: 

AG Sprayers and 
Fork Lifts 

 
 

            FKL6W   
6-watt LED CREE Diodes 
10-80 volt operation 
8 degree Spot pattern 
IP67 
20 Pcs / Carton 
1.5 pounds 
3-3/4” L x 2-3/4” H x 1-3/4” D 
 

            FKL8W  
8-watt LED CREE Diodes  
600 Lumens 
9-32 volt operation 
IP68  
20 Pcs /Carton  
1.5 pounds  
5-3/4” L x 3-1/2” H x 3-1/2” D 

 

Regular Price $24.25 
Special Price $23.04 
Retail Price   $40.42 

Regular Price $47.06 
Special Price $42.35 
Retail Price   $78.84 
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NAEDA is pleased to offer the FREE NAEDA Shipping Program, 
managed by PartnerShip®. This free member benefi t provides 

signifi cant savings on every truckload shipment with our large pool 
of reputable national, regional, and specialized freight carriers.

PartnerShip.com/TLQuote

Get a FREE QUOTE today at

29077 Clemens Rd. • Cleveland, OH 44145 • 800-599-2902 • sales@PartnerShip.com

• Fast, free rate quotes
• Safe, reliable carriers
• Dry van, fl atbed, refrigerated
• Friendly, dedicated support
• Maximum cargo liability coverage

Charter Software Inc. Adds Dealer Spike 
Interface to the ASPEN Business 
Management System
New interface makes it fast and easy for deal-
ers to upload unit information and keep their 
online inventory up to date.

	 Charter Software Inc.’s July 2017 release includes 
the addition of the Dealer Spike Interface to the  
ASPEN Business Management System. Dealer Spike is 
a world-wide digital advertising company focused on 
helping dealers increase sales and service profitability 
through online digital advertising and training, in-
cluding mobile responsive websites.  Using the new 
Dealer Spike interface, ASPEN customers can access 
model data, view images and transact directly from 
the dealer's website showroom, increasing the deal-
er's online conversions. 
	 The Dealer Spike Interface makes managing an 
online store quick and easy. The Unit Inventory Feed 
component automatically uploads units and images 
from ASPEN to Dealer Spike to populate the dealer's 
website, making it faster and easier for dealers to 
manage and grow e-commerce sales.  Charter added 
similar functionality from Commercial Web Services 
(CWS) earlier this year.  
	 “Every month dealers spend hours manually man-
aging their online equipment listings. ASPEN’s new 

Dealer Spike interface allows them to store a public 
description and images for each unit and use our Busi-
ness Management System to seamlessly upload inven-
tory changes to their online store” said Anne Salemo, 
Charter Software Inc. President/CEO. “That’s impor-
tant because it allows the dealer to focus on selling 
their equipment and better serve their customers 
with an accurate, complete description of the avail-
able units.”    
	 ASPEN Business Management System uses Micro-
soft .NET and SQL Server to offer dealers strong secu-
rity, a reliable, manageable IT infrastructure, and easy 
integration with Microsoft applications. For more in-
formation on ASPEN, Charter Software and the Deal-
er Spike interface, please visit http://chartersoftware.
com/ or contact us via email at solutions@chartersoft-
ware.com, and phone at 303.932.6875.  
	 Charter Software provides scalable, integrated 
Microsoft-based business management software de-
signed to increase communication and profitability 
across all departments for equipment dealerships, 
golf car, and turf distributorships. ASPEN.  Charter 
Software is endorsed by the Northeast Equipment 
Dealers Association.
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EQUIPMENT INDUSTRY NEWS

Precision Technology Gets a Boost as Use of Strip-Till Expands
	 The 446 farmers who responded to the 4th Annual Strip-Till Operational Benchmark Study strip-tilled 
469,425 acres in 2016, up 12% over 
the previous year’s total of 433,004 
acres. On average, farmers reported 
strip-tilling about 75% of their total 
acreage, the highest total in the 
history of the survey and well ahead of 
the last two studies, which averaged 
about 63%.
	 Farmer’s use of strip-till has 
continued to grow as they seek to 
emphasize soil health along with 
effective soil seedbed preparation 
while reducing inputs and increasing 
crop yields. It’s often referred to as 
a “marriage of no-till and full-width 
tillage.” Along with strip-till’s growing 
use is the increasing adoption of 
precision farming technologies.  

~ Courtesy of
Agriculture Equipment Intelligence

Use of all articles in the Equipment Industry News pages are used with permission of Lessiter Media (LM), Ag Equipment 
Intelligence issue of July 15, 2017, Vol. 23, Issue 7. Use of any of the articles and information contained in Ag Equipment 
Intelligence, Rural Lifestyle Dealer or any other Lessiter Publication Media Brands requires permission of the publisher.

Large Ag Equipment 
Sales Drop Again
	 North American large ag 
equipment sales were down in June 
as Canadian year-over-year sales were 
negative, according to the latest 
numbers released by the Assn. of 
Equipment Manufacturers. 
	 U.S. sales declines narrowed to 
–11% in June compared to –16% 
in May. “Row-crop tractors and 
4WD tractors were responsible 
for the decline with both posting 
approximately 20% declines year-
over-year; combines grew 5% in 
June,” Mircea (Mig) Dobre, analyst 
with Baird Equipment Research says 
in a note to investors, “Mid-range and 
com¬pact tractors both continued 
growth trends in low single digits and 
low double digits, respectively.”  

  ~ Courtesy of
Agriculture Equipment Intelligence

July 15, 2017
Vol. 23, Issue 7

• Brazil, EU Sales Mixed

• Big Ag Still Slumping

• SDF Still Spending

The 446 farmers who responded to 
the 4th Annual Strip-Till Operational 
Benchmark Study strip-tilled 469,425 
acres in 2016, up 12% over the previ-
ous year’s total of 433,004 acres. On 
average, farmers reported strip-tilling 
about 75% of their total acreage, the 
highest total in the history of the 
survey and well ahead of the last two 
studies, which averaged about 63%.

Farmer’s use of strip-till has contin-
ued to grow as they seek to empha-
size soil health along with effective 
soil seedbed preparation while reduc-
ing inputs and increasing crop yields. 
It’s often referred to as a “marriage 
of no-till and full-width tillage.” Along 
with strip-till’s growing use is the 
increasing adoption of precision farm-
ing technologies.

Precision Technology Gets a Boost as Use of Strip-Till Expands

The contents of this report represent our interpretation and analysis of information generally available to the public or released by responsible individuals in  
the subject companies, but is not guaranteed as to accuracy or completeness. It does not contain material provided to us in confidence by our clients.  

Individual companies reported on and analyzed by Lessiter Media, may be clients of this and other Lessiter Media services.  
This information is not furnished in connection with a sale or offer to sell securities or in connection with the solicitation of an offer to buy securities.

A policy of enabling John Deere deal-
ers to fill out their product lines with 
equipment from subsidiaries and alli-
ance partners is continuing to be pur-
sued by Deere with the acquisition 
of an Italian manufacturer of self-pro-
pelled sprayers and a newly formed 
alliance with the German manufac-
turer of agricultural material handling 
equipment. The world’s largest manu-
facturer of farm machinery has taken 
a special interest in Europe as of late.

Last year, Deere acquired major-
ity ownership of U.S. high clearance 
sprayer maker Hagie Manufacturing 
and in 2015 announced an agreement 
to buy the precision planter manu-
facturing operations of Monosem in 
France and the U.S. (see Ag Equipment 

Intelligence, November 2015).
Italian Sprayers. As with these 

acquisitions, Italian sprayer manufac-
turer Mazzotti will maintain its name 
and insignia but benefit from the sup-
port and commitment of John Deere 
to enhance its business.

Deere already produces self-pro-
pelled sprayers for the European mar-
ket at a facility in The Netherlands 
but the front engine, mid-cab lay-
out is at odds with grower prefer-
ences in some countries where a 
forward-control cab layout as pro-
duced by Mazzotti and the majority of 
European manufacturers is preferred. 

The Italian company makes light-
weight sprayers of 1,500-3,000 liter 
capacity, a 3,200 liter ultra-high clear-

ance model, and the new 3,200-6,600 
liter MAF high capacity range. The 
chassis, cab and running gear of 
the MAF design is also supplied to 
Kverneland Group for its Vicon and 
Kverneland sprayer lines.

Other companies owned by John 
Deere but which retain their identity 
include Kemper, a German manu-
facturer of forage harvester headers; 
the Vapormatic parts company in 
the UK; and NavCom Technology in 
Torrance, Calif.

Deere acquired majority ownership 
of Hagie Manufacturing, located in 
Clarion, Iowa, in March last year.

John May, Deere & Co. president, 
Agricultural Solutions, said, “High-

Deere Shores Up Its Position in Europe with Ag Acquisitions

Continued on page 8

Continued on page 2
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Average Per-Bushel Yields for Strip-Till vs. No-Till — 2013-16

*No-till averages according to 9th Annual No-Till Benchmark Study
In 2016, 98.8% of respondents strip-tilled corn, consistent with the last 3 years when the aver-
age was 97.3%. However, for the first time, more than half of respondents (55.5%) said they 
strip-tilled soybeans in 2016, a double-digit increase over 2015 (44.1%).
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North American large ag equipment 
sales were down in June as Canadian 
year-over-year sales were negative, 
according to the latest numbers 
released by the Assn. of Equipment 
Manufacturers. U.S. sales declines nar-
rowed to –11% in June compared 
to –16% in May. “Row-crop tractors 
and 4WD tractors were responsible 
for the decline with both posting 
approximately 20% declines year-
over-year; combines grew 5% in June,” 
Mircea (Mig) Dobre, analyst with 
Baird Equipment Research says in a 
note to investors, “Mid-range and com-
pact tractors both continued growth 
trends in low single digits and low 
double digits, respectively.”

North American large tractor and 
combine sales decreased 14% year-over-
year in June after dropping 12% in May 
and increasing 1% in April. U.S. sales 
were down 11% (row-crop –17%, 4WD 
–14%, combines +19%) year-over-year 
for the month while Canadian sales fell 
28% with row-crop tractors 4WD and 
combine sales all down. 

  Combine sales increased 5.3% in 
June following 12% growth in May. 
U.S. combine inventories grew 3.9% 
year-over-year in May. June is typically 
an average month for combine sales, 
accounting for 8% of annual sales the 
last 5 years.

  Row-crop tractor sales declined 
19.1% year-over-year, compared with 
the 18.4% decrease in May. U.S. row-crop 
tractor inventories were 22.8% year-over-
year in May. June is usually a modestly 
below-average month for row-crop trac-
tor sales, accounting for 7.7% of annual 
sales over the last 5 years.

  4WD tractor sales decreased 
22.7% year-over-year in June vs. an 
8.5% increase in May. U.S. dealer inven-
tories of 4WD tractors decreased 
12.4% year-over-year in May. June is 
typically a below-average month for 
4WD tractor sales, accounting for 6.6% 
of annual sales the last 5 years.

  Mid-range tractor sales grew mod-
estly in June, up 0.6% year-over-year after 
a 3.7% increase last month. Compact 
tractor sales increased 12.5% year-over-
year after a 13.9% increase in May. 

Large Ag Equipment 
Sales Drop Again

JUNE U.S. UNIT RETAIL SALES

Equipment June 
2017

June 
2016

Percent 
Change

YTD  
20 17

YTD  
2016

Percent 
Change

May 2017 
Field 

Inventory

Farm Wheel Tractors-2WD

Under 40 HP 16,270 14,795 10.0 78,843 70,337 12.61 70,957

40-100 HP 5,842 5,891 –0.8 27,556 27,882 –1.2 33,474

100 HP Plus 1,335 1,608 –17.0 8,394 9,764 –14.0 8,146

Total-2WD 23,447 22,294 5.2 114,793 107,983 6.3 112,577

Total-4WD 160 186 –14.0 1,029 1,096 –6.1 754

Total Tractors 23,607 22,480 5.0 115,822 109,079 6.2 113,331

SP Combines 445 375 18.7 1,670 1,777 –6.0 988

JUNE CANADIAN UNIT RETAIL SALES

Equipment June 
2017

June 
2016

Percent 
Change

YTD  
2017

YTD  
2016

Percent 
Change

May 2017 
Field 

Inventory

Farm Wheel Tractors-2WD

Under 40 HP 1,837 1,299 41.4 7,013 5,501 27.5 8,107

40-100 HP 471 382 23.3 2,675 2,319 15.4 3,903

100 HP Plus 255 358 –28.8 1,743 1,780 –2.1 2,217

Total-2WD 2,563 2,039 25.7 11,431 9,600 19.1 14,227

Total-4WD 31 61 –49.2 540 444 21.6 231

Total Tractors 2,594 2,100 23.5 11,971 10,044 19.2 14,458

SP Combines 150 190 –21.1 801 626 28.0 616

— Assn. of Equipment Manufacturers

U.S. UNIT RETAIL SALES OF
2-4 WHEEL DRIVE TRACTORS & COMBINES

JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC
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2017 Mid-Year Review of 
N.A. Tractor Sales & Dealer 
Sentiments
	 Since the start of 2017, farm equipment 
dealers’ level of optimism has varied by as 
much as 10-11% from one month to the next. 
But compared to the same period last year, 
when their optimism level ranged from 31% 
“less optimistic” in January to 4% “less opti-
mistic” in May, you could safely say that dealers 
are feeling better about the business prospects 
this year. Which is pretty interesting when you 
consider the charts below that plot average 
monthly tractor sales for the first 6 months of 
each year from 2013 to 2016.  

  ~ Courtesy of
Agriculture Equipment Intelligence

Deere’s Path to 
Recovery
	 Following an investors’ meeting 
with Deere & Co., Mircea (Mig) Dobre, 
senior analyst with RW Baird, offered 
his thoughts on the company’s path 
to potential recovery when the big ag 
equipment market makes its turnaround.
	 In a note to investors, Dobre reported, 
“Deere is producing closer to retail 
demand in large ag, after meaningful 
underproduction last year. Management 
believes it is too early to call for inflexion 
in North America large ag demand with 
higher commodity prices needed to 
return to mid-cycle levels, yet signs of 
stabilization have emerged.” 

~ Courtesy of Agriculture Equipment Intelligence
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Since the start of 2017, farm equipment 
dealers’ level of optimism has varied 
by as much as 10-11% from one month 
to the next. But compared to the same 
period last year, when their optimism 
level ranged from 31% “less optimistic” 
in January to 4% “less optimistic” in May, 

you could safely say that dealers are 
feeling better about the business pros-
pects this year. Which is pretty inter-
esting when you consider the charts 
below that plot average monthly tractor 
sales for the first 6 months of each year 
from 2013 to 2016. 

2017 Mid-Year Review of N.A.  
Tractor Sales & Dealer Sentiments

Avg. U.S. Tractor Sales/Month — January–June 2013-17

Compact tractor sales have seen continuous growth since 2013. In the last 5 years, mid-range 
tractor sales have held their own, while row-crop and 4WD units continue to struggle for sales. 

Source: Assn. of Equipment Manufacturers
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North American Dealer Sentiments  
 Jan. – May 2016 vs. 2017

More Optimistic Less Optimistic Net

Jan. 2016 11% 43% –31%

Jan. 2017 31% 20% +11%

Feb. 2016 13% 36% –23%

Feb. 2017 21% 19% +2%

Mar. 2016 17% 28% –11%

Mar. 2017 26% 27% –1%

Apr. 2016 15% 26% –11%

Apr. 2017 17% 30% –13%

May 2016 22% 27% –5%

May 2017 19% 20% –1%

Source: Ag Equipment Intelligence Dealer Sentiments & Business Conditions Update survey

has been 3 years in planning and 
construction on a plot adjacent to 
the existing premises at Lauingen, 
southern Germany.

Together with a new customer 
center, the new “L” shaped factory 
represents a total commitment of 
€90 million ($103 million) and was 
the single largest individual invest-
ment in the group’s history.

In China, where SDF has 2 assem-
bly plants, product upgrades have 
been the main activity, with new 
emissions rules requiring electronic 
engines to meet China 3 (equivalent 
to Euro Stage IIIA) compliance.

Renewal of the local Shu He prod-
uct continued with a new synchro 
transmission for the 35-70 horse-
power and 90-130 horsepower  
models along with a new cab and 
introduction of a 140-180 horse-
power range. Deutz-Fahr 90-130  
horsepower models were also intro-
duced and  a 210 horsepower tractor 
assembly line completed along with 
an initial batch of the large tractors.

SDF ended the year with revenues 
of €1.36 billion ($1.56 billion), down 
1.7% on the prior year, and EBITDA 
of 8.7%, equivalent to €119 million 
($136 million). Net profit settled at 
€42 million ($48 million).

“Despite a drop of about 10% in 
the global agricultural machinery 
market, SDF managed to keep its rev-
enue stable and profitability in line 
with recent years,” says Bussolati.

In all, the group produced 42,170 
tractors and combines, with the 
Deutz-Fahr range contributing 62% 
of tractor revenues, which has the 
broadest selection and most power-
ful models in its lineup. 

AEI Copyright Notice

Ag Equipment Intelligence is a 
copyrighted publication of Lessiter 
Media. Copying an entire issue to 
share with others, by any means, is 
illegal. Duplicating individual items 
for internal use is permitted only with 
permission of the publisher. Licensing 
agreements that allow distribution 
of Ag Equipment Intelligence to a 
specified number of readers are 
available by contacting Lessiter Media 
at 262-777-2408.
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Following an investors’ meeting with Deere & Co., Mircea 
(Mig) Dobre, senior analyst with RW Baird, offered his 
thoughts on the company’s path to potential recovery when 
the big ag equipment market makes its turnaround.

In a note to investors, Dobre reported, “Deere is produc-
ing closer to retail demand in large ag, after meaningful 
underproduction last year. Management believes it is 
too early to call for inflexion in North America large ag 
demand with higher commodity prices needed to return 
to mid-cycle levels, yet signs of stabilization have emerged.”

These include some replacement demand and progress 
dealers have made in clearing used inventories “which 
improved [their] ability to accept trade-ins from farmers.” 

On Deere’s current capacity, Dobre noted, “Deere man-
ages each product line with an OROA [operating return on 
assets] target of 12%/20%/28% at trough/mid/peak cycle. 
This approach has resulted in restraint on capacity additions 
as the ag cycle ran hot in 2012-13 and subsequently a lower 
need to eliminate capacity in the downturn. Large ag has 
seen variable cost cuts but no capacity reductions in spite of 
North American volume contracting more than 60%.

“This is different from many machinery OEMs we cover 
which have experienced meaningful cash restructuring 
outlays aimed at capacity reductions,” Dobre explains. “We 
think this approach will result in differentiated perfor-
mance in a future market upswing as well.” 

Deere’s Path to Recovery

FARM MACHINERY TICKER (AS OF 7/11/17)

MANUFACTURERS Symbol 7/11/17 
Price

6/12/17 
Price

1-Year 
High

1-Year 
Low

P/E 
Ratio

Avg. 
Volume

Market 
Cap. 

Ag Growth Int’l. AFN $57.45 $58.69 $60.26 $39.10 46.22 47,230 921.65M

AGCO AGCO $70.41 $66.74 $68.93 $46.22 39.98 628,720 5.60B

AgJunction Inc. AJX $0.58 $0.66 $0.74 $0.45 N/A 54,530 72.30M

Alamo ALG $92.58 $91.34 $93.44 $58.30 24.62 56,150 1.07B

Art’s Way Mfg. ARTW $3.00 $2.90 $4.70 $2.50 N/A 4,370 12.47M

Buhler Industries BUI $4.23 $4.21 $6.00 $4.21 58.75 749 105.75M

Caterpillar CAT $108.24 $106.07 $108.18 $78.30 N/A 4,940,000 63.76B

CNH Industrial CNHI $12.00 $11.25 $11.79 $6.49 53.33 1,770,000 16.37B

Deere & Co. DE $128.06 $126.00 $128.37 $76.73 23.05 2,570,000 40.76B

Kubota KUBTY $85.98 $85.31 $87.72 $67.07 19.34 9,390 21.90B

Lindsay LNN $90.26 $85.64 $92.74 $66.99 39.11 70,560 964.84M

Raven Industries RAVN $35.20 $36.45 $37.40 $18.81 47.12 168,460 1.27B

Titan Int’l. TWI $12.21 $11.95 $14.23 $5.98 N/A 407,010 728.42M

Trimble Navigation TRMB $37.01 $36.31 $37.37 $24.60 57.83 977,240 9.36B

Valmont Industries VMI $149.90 $151.85 $165.20 $120.65 18.97 139,290 3.39B

RETAILERS

Cervus 
Equipment CERV $11.56 $11.75 $15.45 $10.98 9.27 4,680 182.69M

Rocky Mountain  
Equipment RME $9.92 $10.20 $11.25 $7.03 11.42 11,930 192.29M

Titan Machinery TITN $17.58 $18.56 $19.22 $8.68 N/A 165,330 374.97M

Tractor Supply TSCO $50.05 $57.72 $94.62 $50.92 15.45 2,510,000    6.43B

Deere’s Issues Retail Sales Comment for June

John Deere issued its monthly retail sales report for June 
2017 following the Assn. of Equipment Manufacturers’ release 
of June ag equipment sales for North America.

June 2017 Retail Sales
U.S. & Canada Ag Industry* Deere**

2WD Tractors (< 40 PTO HP) Up 13% Up single digit

2WD Tractors (40 < 100 PTO HP) Up 1% Down single digit

2WD Tractors (100+ PTO HP) Down 19% Down slightly more

4WD Tractors Down 23% Down slightly more

Combines Up 5% Down single digit
* As reported by the Assn. of Equipment Manufacturers
**As reported to the Assn. of Equipment Manufacturers

May 2017 Dealer Inventories***
U.S. & Canada Ag Industry* Deere**

2WD Tractors (< 40 PTO HP) 52% Lower than industry

2WD Tractors (40 < 100 PTO HP) 59% Lower than industry

2WD Tractors (100+ PTO HP) 49% Lower than industry

4WD Tractors 31% Lower than industry

Combines 28% Slightly lower than 
industry

* As reported by the Assn. of Equipment Manufacturers
**As reported to the Assn. of Equipment Manufacturers
*** In units as a % of trailing 12 months retail sales, as reported to the 
Assn. of Equipment Manufacturers
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Endorsed BMS

• Mobile access to information, 24/7 
• Multiple location management 
• Integrated accounting, sales & marketing tools, including CRM 
• Track ALL technicians' time with the built- in service clock 
• Rental scheduling, utilization, and depreciation

Use ASPEN complete Business Management System 
to increase your margins & market share: 

To learn more contact us at Sales@CharterSoftware.com 

Your dealership is growing – shouldn't your dealer management software grow with you? 
Business Software Designed for Ag Dealers

Phone 303.932.6875www.CharterSoftware.com 

POWERED BY

	 Recently the Federal Motor Carrier Safety Admin-
istration (FMCSA) posted new guidance clarifying a 
slight modification to how they interpret the HOS ag-
ricultural exemption, and how it will work with the up-
coming ELD mandate. 
     This new guidance was issued in response to a slight 
change in how the agency is interpreting the exemp-
tion. Traditionally we have interpreted the 150 air 
mileage exemption as counting towards work done 
within the radius throughout the day, however, now 
the interpretation is being applied to any work being 
done within the radius (loading/detention time/etc.) 
whether they are operating within the radius through-
out the day or just at the beginning of their trip. 
     For example, if a carrier hauling cattle from Mon-
tana to Colorado starts their day at a hotel location 
near the loading point then all time spent waiting to 
load, loading and driving within the first 150 air miles 
(172 actual miles) is covered under the exemption and 
not until the carrier is outside that radius does the 
hours of service clock begin. The document also goes 
on to explain how this interpretation will work with 
the new electronic logging mandate.

     A copy of the guidance can be found here: https://
www.fmcsa.dot.gov/hours-service/elds/electronic-log-
ging-devices-elds-hours-service-hos-and-agricultural-
exemptions

~ Courtesy of ATA Ag & Food Transporters Conference

Federal Labor Laws and 
Penalties by Company Size
	 Click on the link for an overview of various civil  
penalties that may apply if an employer is found 
to have violated certain federal employment laws.  
Depending on the law and violation, employers may 
be subject to lawsuits brought by individuals or the 
federal agency responsible for enforcement of the 
law, as well as civil fines. Criminal penalties, which are 
not covered in this summary, may also apply. HR360, 
50 Washington Street, Suite 411, Norwalk, CT 06854, 
Phone: (203) 977-8100, visit www.hr360.com or read 
more at:  https://www.ne-equip.org/wp-content/up-
loads/2017/07/Federal_Labor_Law_Penalties_by_Com-
pany_Size.pdf

FMCSA Publishes Guidance on  
HOS Exemption, Clarifies ELD Requirement
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