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EDMspotlight

NORTH AMERICAN
DEALER CONFERENCE
NOVEMBER 15 - 17, 2022

North American Equipment Dealers Association invites 
you to the 2022 North American Dealer Conference!
Register today for the 2022 North American Dealer Conference in Nashville, Tennessee, from  

November 15 - 17 for two days of learning, collaborating, and networking. 
At the North American Dealer Conference, you’ll get the answers, solutions and information you need to 

gain greater clarity—and create a vision for your dealership’s success for years to come.

• Insight through a full slate of educational sessions designed to keep your sights set on efficiency, 
profitability and continual improvement.

• Thought leaders and innovators who will challenge the way you think about your dealership.

• Energy of being around hundreds of positive, talented equipment dealers who share your passion for 
agriculture and thirst for knowledge.

REGISTER TODAY! NADEALERCONFERENCE.COM

http://NADEALERCONFERENCE.COM
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If you are an independent thinker with provocative 
vision and drive to make it happen, don’t miss out 
on #NADC2022.

From music and culture to food and shopping, there is 
plenty to do and see just steps from The Westin Nashville. 
Nestled in the city's downtown district, our boutique luxury 
hotel connects you with iconic attractions like Music City 
Center, Music Row, and Broadway. 
A soothing contrast to Nashville’s pulsing vibe, we help our 
guests relax with massages, facials, and body treatments 
at the Rhapsody Spa. Or maintain your exercise routine 
at our hotel's 24-hour WestinWORKOUT® Fitness Studio. 
Stay energized in Nashville, TN, with Decker & Dyer, 
which serves up creative cuisine and live entertainment. 
L27 showcases rooftop views of Nashville, along with 
nourishing light bites and craft cocktails.

Maximize Your 
Takeaways

New this year, we will feature two days of  
inspiring talks that will deliver insights, 
strategies, networking, and motivation to drive 

growth like never before. And, of course, that comes 
with the Awards Banquet, Live Auction, and Special 
Private Event in Downtown Nashville.

LEARN
Get the latest, timely information on workforce devel-

opment, legislative and regulatory issues, mergers and 
acquisitions, cybersecurity, and additional issues facing 
the industry. 

NETWORK
Join your peers who spend every day dealing with the 

same challenges that you face. Meet up with like-mind-
ed equipment dealers, learn from their experiences, and 
feel empowered. At NADC 2022, you’ll create stronger  
relationships, and build better connections. 

SUCCEED
We don’t just give you the knowledge to take to your 

dealership to the next level – we inspire you to do it! Hear 
the latest from spotlight speakers and dealer panels  
covering a range of topics including: Right to Repair,  
Midterm Election Results, Market Trends, Repricing  
Used Equipment, and much more.

SUPPORT
A great way to support both the Equipment Dealers 

Foundation (EDF) and Canada Equipment Dealers Foun-
dation (CEDF) is through the live auction at the confer-
ence. All money raised goes towards our foundations, 
which support educational programs and scholarships 
for the benefit of dealers, employees and the equipment 
industry. A fun and exciting way to give back to the  
industry that has given so much to you.

CELEBRATE
There’s no reason serious business has to be such  

serious business. On top of the learning, join us as we 
celebrate dealer accomplishments at the evening  
banquet. From Dealer of the Year, to the Safety and  
Loss Award winners, this is our evening to celebrate  
our industry. A great time for networking and  
celebrating the fruits of your labor.

After all… you help feed the world and that's a big deal…  
You are a big deal… Our industry is a big deal.  
Let’s celebrate!
See our engaging NADC 2022 Agenda  
on the following pages.

Venue

THE WESTIN NASHVILLE
807 Clark Pl, Nashville, TN 37203
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This year's conference agenda includes engaging sessions and remarkable speakers who will make 
#NADC2022 the conference you can’t miss.

Tuesday, November 15

7:00 a.m. - 5:00 p.m. Partner & Sponsor Booth Set Up - Vanderbilt Foyer
12:00 p.m. - 5:00 p.m. Conference Registration  - Vanderbilt Foyer
 5:30 p.m. - 7:00 p.m. OPENING COCKTAIL RECEPTION - Vanderbilt Foyer

Wednesday, November 16

7:00 a.m. - 8:00 a.m. Breakfast - Gulch
8:00 a.m. - 8:15 a.m.  Registration & Information Desk - Vanderbilt Foyer
8:00 a.m. - 8:30 a.m. OPENING REMARKS - Introductions & Celebrating the New NAEDA - Vanderbilt Ballroom
 It’s an exciting time to be a part of the North American Equipment Dealers Association. Learn about our 

leadership, how we got here and what is to come.
8:30 a.m. - 10:00 a.m. Government Affairs From D.C. to Ottawa - Panel Discussion - Vanderbilt Ballroom
 Government affairs is one of the key pillars of the North American Equipment Dealers Association. Federal, 

state and provincial legislation, regulation and policy impact our members operations, and NAEDA tries to 
take a proactive approach in addressing issues of concern to dealers. To bring to everyone’s attention the 
current government issues impacting the industry, we have a panel of key government relations leads that 
will provide their perspectives on government affairs.  

10:00 a.m. - 10:30 a.m.  Morning Break - Vanderbilt Foyer
10:30 a.m. - 11:30 a.m.  A View from Wall Street - Jerry Revich, Senior Finance Officer, Goldman Sachs - Vanderbilt Ballroom
 A deep dive on the economic cycle, agriculture machinery industry trends, precision agriculture 

addressable market, and agriculture machinery OEM strategies. 
12:00 p.m. - 1:00 p.m.  Lunch - Gulch
1:30 p.m. - 2:30 p.m.  BREAKOUT SESSION: FOOD 5.0: How We Feed the Future - Vanderbilt Ballroom
 Robert D. Saik is a veteran ag tech entrepreneur, author and speaker and recognized as one of Canada's 

Top 50 Most Influential Agriculture Leaders, will take a pragmatic look at the five iterations of agriculture, 
culminating in an examination of how technology convergence is reshaping the farm and the consumer. 

 BREAKOUT SESSION: Workforce Development - Help!  They’re Leaving and I Can’t Find More! - SoBro III
 Workforce development continues to be a top-of-the-line conversation.  The equipment industry has 

struggled to figure out how to help our employee base grow professionally, which has caused a “leave to 
excel” situation for many looking to go to the next level.  Combine that with failing senior and mid-level 
managers who continue to cycle through the industry, with the difficulty of attracting new talent, and it’s 
easy to see we need corrective action.  We’re going to discuss the challenges and the avenues available to 
keep and find.

2:30 p.m. - 3:00 p.m.  Afternoon Break - Vanderbilt Foyer
3:00 p.m. - 4:30 p.m.  Proactively Defending Your Organization  

Secuvant: Cybersecurity and Risk Management - Vanderbilt Ballroom
  The Internet has unleashed an explosion of malicious activity worldwide. Our adversaries are evolving and 

adapting to exploit our (low) compliance framework requirements. Most organizations are struggling to 
keep up with the blistering pace being set by advanced threat actors. We’ve learned that success has more 
to do with becoming hyperefficient at the fundamentals than focusing exclusively on technology.  After this 
presentation, you’ll be armed with the data and information needed to focus your cybersecurity efforts to 
defend your organization effectively and proactively.

5:30 p.m. - 8:00 p.m.  RECEPTION & INDUSTRY AWARDS BANQUET DINNER - Vanderbilt Foyer & Ballroom
 Join us for a vibrant networking reception and delicious dinner as we recognize our industry's successes 

including Dealer of the Year, Advocacy Award and more. Don’t miss the opportunity to bid during our live 
auction to raise funds for the foundations that support technician and industry education scholarships. This 
is an evening to support your industry.

8:00 p.m.  Day 1 Adjourns - Enjoy Nashville for the remainder of the evening.

EDMspotlight Agenda

Nashville, Tennessee, 
is the place to be for 
actionable insights, 
tactics and technol-
ogies to move your 
business ahead.
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Thursday, November 17

6:30 a.m. - 5:00 p.m.  Registration & Information Desk - Vanderbilt Foyer
7:00 a.m. - 8:00 a.m.  Breakfast - Gulch
8:00 a.m. - 9:00 a.m.  Repair Done Right: Changing the Narrative on Right to Repair - Panel Discussion - Vanderbilt Ballroom
 The Right to Repair issue reared its ugly head in state legislative sessions for the sixth year in a row in 2022. Following an executive order 

by President Biden, Right to Repair also gained attention at the federal level and Congress now entertains several Right to Repair bills. In 
this panel we will give an overview of the status of legislation throughout North America and what the association is doing to proactively 
change the narrative about what our industry does to support customer repair with our Repair Done Right campaign. 

 Panelists: Jason Francque - Director, Corporate Affairs, John Deere; George Whitaker - State Government Relations, CNHI;  
Tom Walter -  Manager, State Governmental Affairs, Caterpillar Inc.

9:00 a.m. - 10:00 a.m.   Road Map to the 2022 Midterms  - David Wasserman, Senior Election Analyst,  
The Cook Political Report with Amy Walter, and NBC Contributor - Vanderbilt Ballroom

 The November midterm elections are just around the corner. Change is coming to Washington. Partisan control of the House and Senate is 
on a knife's edge, and following a topsy-turvy round of redistricting, there could be more than 100 new members of Congress in 2023. In a 
lively, entertaining and strictly nonpartisan presentation, Wasserman takes audiences on a tour of 2022's hottest elections and the ever-
evolving D.C. landscape.  

10:00 a.m. - 10:30 a.m.  Morning Break - Vanderbilt Foyer
10:30 a.m. - 11:45 a.m.  Merger & Acquisitions – Where Is My Future? - Panel Discussion - Vanderbilt Ballroom
 It’s no secret consolidation has been accelerated to help with market share, dealer growth issues, and industry partner  

sophistication.  It’s a perfect storm as industry dealer leaders are aging and looking to navigate their way out of the business  
while protecting the next generation.  In today’s environment, dealers should have a clear understanding of their options.   
We’re going to discuss how to find those options. 

12:00 p.m. - 1:15 p.m.  Lunch - Gulch
1:30 p.m. - 2:30 p.m.  BREAKOUT SESSION - Spotting Leading Indicators of a Market Turn - Vanderbilt Ballroom
 The supply chain uncertainties linger in 2022 causing unusual shifts in used ag equipment pricing and availability. Markets are ever-

changing, but this one presents unique challenges. Dealers are asking: What are some early indicators that might reveal a market change 
in used ag equipment? Are we destined to repeat the oversupply problems of 2014? How does the current average days-in-stock for 
used inventory compare to years past? Cameron Hurnard, Iron Solutions' Director of Data Services and Software Development, will be 
presenting data on these topics and more with time for Q&A.

 BREAKOUT SESSION - Repricing in a Dynamic Market - SoBro III 
 Repricing used equipment has a significant effect on the bottom line of a dealership. In this presentation, we will share and discuss 

multiple strategies and methods dealers throughout North America are using to reprice equipment so they can improve turns in a down 
market and capitalize on full revenue potential in an up market. To complement this, we will also share the data and trends we are seeing 
in the used equipment market to help get an early indication of the current market direction. 

2:30 p.m. - 3:00 p.m. Afternoon Break - Vanderbilt Foyer
3:00 p.m. - 4:00 p.m. Organizational Integration: How Do The Pieces Fit Together? - Panel Discussion - Vanderbilt Ballroom
 One of the most difficult issues consolidating dealers face is bringing multiple modes of operation together.  When organizations merge or 

are acquired, a variety of personalities must come together to be successful. We’re going to discuss how to bring the pieces together.
4:00 p.m. - 5:15 p.m. KEYNOTE SPEAKER - Sgt. Dakota Meyer, United States Marine Corps Veteran and Medal of Honor Recipient 
 The Way Forward: Mastering Life’s Toughest Battles and Discovering Your Purpose - Vanderbilt Ballroom
 Dakota Meyer draws from his military memoirs and lessons learned in his post-military experiences to lead a candid conversation on 

what it takes to survive, thrive, and tackle your biggest obstacles — whether in combat or in everyday life.
7:00 p.m. - 10:00 p.m. SPECIAL EVENT - Luke’s 32 Bridges Food + Drink
 Enjoy drinks, food, music and networking on the Nash Vegas Strip.  CONT. ON PG 6
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Special Events

LIVE AUCTION 
BENEFITING  
OUR FOUNDATIONS
Wednesday,  
November 16, 2022
5:30 PM - 8:00 PM
Join us to support our U.S. and 
Canada Foundations to raise 
funds for service technician and 
industry education scholarships. 
Enjoy a savory dinner with special 
awards and exciting live auction.

PRIVATE EVENT at 
LUKE'S 32 BRIDGE 
FOOD + DRINK BAR
Thursday,  
November 17, 2022
7:00 PM - 10:00 PM

CANADA 
EQUIPMENT DEALERS
F O U N D A T I O N

EQUIPMENT
DEALERS FOUNDATION

Enjoy Nashville’s genuine hospitality including 
complimentary drinks, food, live music, dancing 
and networking at country music artist Luke 
Bryan's downtown Nashville bar. 
This newly remodeled 30,000 sq. ft. venue offers 
room to dance, sit and chat, or venture out on the 
rooftop with views of the Nash Vegas Strip.
The space includes two main bars, stage with 
band, private restrooms and VIP invitation only 
loft with private bar. 
Join us for our Party on Broadway.

EDMspotlight
Speaker Bios

Register today at NADEALERCONFERENCE.COM

Jerry Revich, CFA, is the head of Americas Machinery, 
Infrastructure, and Sustainable Technologies research at 
Goldman Sachs. He is also Deputy Business Unit Leader 
for Industrials & Materials. Jerry has been consistently 
recognized by the Wall Street Journal, Financial Times and 

Bloomberg as the top performing analyst in his industries 
for stock selection and forecasting accuracy. Jerry has deep 

expertise in assessing a broad range of business models, corporate strategies, 
and industry trends to uncover shifting profit pools and cyclical investing 
opportunities. Jerry joined Goldman Sachs in 2003 and over his tenure he’s 
contributed to the firm’s coverage of a wide range of Energy, Healthcare, and 
Industrial sectors. 

Jerry earned an MBA, with distinction, from the Stern School of Business 
at New York University, specializing in Supply Chain Management, Finance, 
and Change Management. Jerry earned his B.S. in Finance and Information 
Systems, summa cum laude, from New York University's Stern School of 
Business. He is also a CFA charterholder.  Jerry was born in Kishinev, Moldova, 
and now lives in Forest Hills, New York, with his wife and three daughters.

David Wasserman, Senior Election Analyst, The Cook 
Political Report with Amy Walter, and NBC Contributor

David Wasserman is the Senior Election Analyst for 
the non-partisan newsletter, The Cook Political Report 
with Amy Walter, and a contributor to NBC News. Founded 

in 1984, The Cook Political Report with Amy Walter provides 
analyses of U.S. presidential, Senate, House, and gubernatorial 

races. The New York Times called The Cook Political Report with Amy Walter,  
“a newsletter that both parties regard as authoritative.”

Wasserman analyzes the current political environment in lively and 
entertaining presentations that he can tailor to his audiences’ specific 
interests or locales. His data-driven forecasting looks at both national and 
local trends, the relationship between consumer brand loyalty and voting,  
and what the future holds for American elections. 

A native of New Jersey, Wasserman is a graduate of the University  
of Virginia, where he was awarded the 2006 Emmerich-Wright  
Outstanding Thesis prize.

Dakota Meyer, Medal of Honor Recipient &  
New York Times Best-Selling Author of Into the Fire  
and The Way Forward

Sergeant Dakota L. Meyer is a United States Marine 
Corps veteran and recipient of the military’s highest honor, 

the Medal of Honor. He is the New York Times best-selling 
author of the book, Into the Fire: A Firsthand Account of the Most 

Extraordinary Battle in the Afghan War. Meyer earned his medal for his actions 
during the Battle of Ganjigal, which was part of Operation Enduring Freedom in 
Afghanistan. He is the first living Marine to have received the medal since 1973 
and one of the youngest. 

Humble and propelled by a respect for his fallen comrades, Meyer insists 
that he is not a hero, and that any Marine would do the same thing. Dakota 
Meyer addresses inspiration, motivation, courage, leadership, believing in 
yourself, doing what is right, and what happened that day in Afghanistan. 
Meyer is a successful entrepreneur who also currently serves in the Individual 
Ready Reserve of the US Marine Corps Reserve.

CONT. FROM PG 5

http://nadealerconference.com
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Farming is Northern Ireland’s biggest industry, with 75% of our land used for agriculture, 
but we’re also global leaders in technology and equipment manufacturing. 

Our sophisticated, productive farming practices can help increase profits, manage land, 
boost yields and safeguard food quality. Our suppliers are bringing this success to the 
global agricultural industry, exporting cutting-edge technology and products including:

•  World-class equipment: trailers, slurry tankers and dribble bars, livestock handling 
equipment, farm handling machinery and telehandlers

•  Software solutions for farm management
• Agri-engineering and precision farming to increase yields and efficiencies
• Animal husbandry and healthcare products
• Pioneering research and expertise in food safety
• Specialist R&D, statutory, analytical, and diagnostic testing for the agri-food sector.

If you’re seeking market-led innovation and quality equipment and technology,  
the team at Invest Northern Ireland would love to help you.

Visit InvestNI.com/International for more information.

Northern Ireland.  
Altogether more for Agriculture.

Are you farming with  
the future in mind?
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“You are terminated.”  

 Not. So. Fast. Arnold. 
by NAEDA STAFF

T  hose familiar with the series 
of Terminator movies starring 
Arnold Schwarzenegger 

have heard the phrase “you are 
terminated.” Schwarzenegger’s 
character was a cyborg and he 
said “you are terminated” when 
he destroyed other cyborgs. 
It was something moviegoers 
expected to hear. 

However, it’s not something an equipment 
dealer expects to hear, especially when, by vol-
ume, you’re one of the top dealers in the coun-
try in sales of a particular brand. But happen 
it did to a Missouri dealer who was “termi-
nated” because he wouldn’t yield to pressure 
from a manufacturer to clear his showroom of 
competitive commercial mowing equipment. 

Under Missouri law, one of eight defined 
conditions that could lead a supplier to termi-
nate an equipment dealer’s contract with good 
cause is “The retailer has consistently failed to 
meet the manufacturer’s, wholesaler’s or dis-
tributor’s requirements for reasonable mar-
ket penetration based on the manufacturer’s, 
wholesaler’s, or distributor’s experience in oth-
er comparable marketing areas.” 

In addition, the law, which is Chapter 407 
Merchandising Practices, Missouri Fair Deal-
ership Statutes for Farm, Lawn & Garden and 
Industrial and Construction Equipment, also 
allows termination of a dealer agreement for 
good cause if there is “failure by the retail-
er to substantially comply with essential and 

FEATURE

reasonable requirements im-
posed upon the retailer by the 
contract if such requirements 
are not different from those re-
quirements imposed on other 
similarly situated retailers ei-
ther by their terms or in the 
manner of their enforcement.”  

The dealer had been recognized as the 
manufacturer’s top dealer multiple times and 
awarded the manufacturer’s top tier dealer sta-
tus for several years in a row (including the 
year of termination) so it would normally be 
safe to assume the dealer was meeting its con-
tract obligations.  But when a dealer pushes a 
button with a manufacturer like taking on the 
wrong competitive line, sometimes all bets are 
off and, in this case, caused the manufacturer 
to immediately terminate the dealer.

When the dealer received this news, he 
didn’t accept the outcome and he turned to 
the association and its legal counsel. The as-
sociation has an excellent legal team, which 
is considered by many in the industry as the 
best of its kind. 

The legal team reviews contracts for many 
brands of equipment, and encourages dealers 
to provide new or revised contracts for review 
before signing. They also frequently help deal-
ers work through difficult situations that relate 
to termination of dealer agreements. 

But this termination was unusual because 
it didn’t seem to fit any of the so-called “good 
cause” definitions in the Missouri buy-back 
statutes and the manufacturer didn’t seem in-
terested in trying to resolve the situation.  

What’s implied in contracts?
We turned to Lance Formwalt, the associ-

ation’s legal counsel and leader of the Equip-
ment Dealer Group with Seigfreid Bingham 
in Kansas City, Missouri. 

We asked Formwalt if there are provisions 
in dealer-supplier contracts that imply selling 
competitive equipment is not an option or dis-
couraged? 

“I don’t think a contract is needed to tell 
you that a manufacturer may not always en-
courage a dealer to carry a competitive line 
since there is always a natural tension between 
a manufacturer and dealer about this topic. 
But that tension is different than a legal obliga-
tion,” noted Formwalt. “When working with 
dealers and manufacturers, it is possible to 
have “implied” or oral dealer agreements but, 
in my experience, manufacturers that prohibit 
dealers from carrying other lines put that very 
specifically in writing. In this situation, there 
was nothing to suggest that competitive lines 
were prohibited and, in fact, this dealer had al-
ways carried four or five competitive commer-
cial mowing lines, similar to other dealers.” 

The dealer’s next step
As noted, the dealer and the association’s 

legal counsel were not able to get the manu-
facturer interested in resolving the situation 
so they had to file a lawsuit. That’s when the 
association became involved again to provide 
a little help from one of the association’s sel-
dom used but most powerful member benefits. 

That benefit is the Industry Relations 
Fund. The fund is administered by NAEDA 
and was created nearly 50 years ago by deal-
er associations and their members to address 
situations that could have industry-wide im-
plications. 

In essence, the fund can be a source of fi-
nancial assistance in the form of a loan to assist 

... the association became involved again to provide a little help from one of 
the association’s seldom used but most powerful member benefits... the Industry 
Relations Fund. 

The fund is administered by NAEDA and was created nearly 50 years ago by 
dealer associations and their members to address situations that could have 
industry-wide implications. 

In essence, the fund can be a source of financial assistance in the form of a loan 
to assist a dealer’s legal challenge but only after specific requirements are met.

…when a dealer pushes a button with a 
manufacturer like taking on the wrong competitive 
line, sometimes all bets are off and, in this case, 
caused the manufacturer to immediately terminate 
the dealer.
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a dealer’s legal challenge but only after specific 
requirements are met. Chief among those re-
quirements is the dealer must have first tried to 
resolve the issue through communication and, 
where possible, negotiation with the manu-
facturer. This would ideally include enlisting 
the assistance of the dealer’s association exec-
utive through his or her relationship with the 
manufacturer.

If this path doesn’t offer the dealer any re-
lief, the dealer can apply for a loan from the 
Industry Relations Fund. It’s a process, notes 
Kim Rominger, NAEDA CEO, but it ensures 
the fund is used wisely and for its intended 
purposes.

“The fund is there to assist dealers and not 
fund an entire lawsuit,” said NAEDA CEO 
Kim Rominger. “Generally, when the fund is 
needed it’s because all options and alternatives 
to resolve the issue have been exhausted.”

Some, but not all, of the reasons that sup-
port use of the fund include:  

• contract language that is detrimental 
to all dealers, 

• policies that would unfairly circum-
vent the dealer network, or 

• challenging (or bypassing) existing 
dealer laws.

However, before any approval of a fund 

disbursement is made, dealers must agree in 
writing to the following conditions: 

1. … furnish a written summary of dis-
bursements/expenditures and provide 
updates on the progress of discussions 
and/or litigation on a regular basis until 
the dispute is resolved. 

2. … sign a promissory note that in the 
event money is recovered from litigation 
or a settlement, the dealer will reimburse 
money advanced from the Industry Re-
lations Fund including interest. 

3. … may include a commitment to make 
an additional payment to the Industry 
Relations Fund in an amount mutual-
ly agreed to by the dealer and NAEDA 
based on the recovery from litigation or 
settlement.

Dealer prevails
The best part of this article is this para-

graph. The Missouri dealer who challenged 
the outcome of a termination letter, won a 
multimillion-dollar jury verdict against the 
manufacturer that terminated his contract. 
The manufacturer was also ordered to reim-
burse the dealer for attorneys’ fees and oth-
er costs incurred by the dealer in pursuing its 
claim.

No one is jumping for joy over this because 
this should never have happened. But there 
are times when you believe you have right 
on your side, but need a little help to prove it 
and that’s where the association came in. The 
Industry Relations Fund is an unseen bene-
fit that makes association membership more 
than a dues statement. It’s a partnership where 
the commitment to serve members is as strong 
as ever. 

“When the Industry Relations Fund was 
created, there was a strong consensus that this 
could be a valuable initiative to help protect 
our dealers’ interests,” noted John Schmeiser, 
NAEDA COO. “This case was a reminder 
that the creation of this fund was one of the 
most important initiatives of our association.” 

“This situation was a really unfortunate 
one,” added Schmeiser. “We and our legal 
counsel always strive to avoid lawsuits and find 
that these are almost never involved in situ-
ations where the association and the manu-
facturer engage in an active ongoing dialogue 
about dealer network issues.”

It should also be noted, the dealer no longer 
represents the brand in question. Under Mis-
souri law, inventory, which included parts, has 
been repurchased by the manufacturer. 

GOT TRACKS? 
T A K E  T H E  G U E S S  W O R K  O U T  O F

Y O U R  E V A L U A T I O N  P R O C E S S .

DOWNLOAD THE APP TODAY
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NAEDA
The New North American  
Equipment Dealers Association  

Meet the NAEDA management team
by NAEDA STAFF

Kim Rominger | CEO 

“Is it good for dealers? That basic ques-
tion has been the foundation of evaluation 
by staff and board members in so many of 
the decisions made in the past by the associ-
ation. That will continue to be the case. As-
sociation management and staff will focus on 
what dealer members need, issues and events 
that affect dealers and industry trends.

“For dealers in the merged areas, increased 
staff, services and programs will be available. A very familiar and ded-
icated staff will be there to serve dealers and help them solve problems 
just as today. NAEDA will continue to provide state legislative and reg-
ulatory oversight for dealers in this area. For dealer members outside 
the merged area, NAEDA will work with the regional/state associations 
just as it has in the past. NAEDA will provide the federal government 
efforts on behalf of all members and work to support the regional/state 
association with needed information as they manage state legislative is-
sues and regulations.

“NAEDA members will continue to have access to the legal assistance 
program regardless of the area they are in. NAEDA will continue our 
supplier contract reviews and other legal support for our dealer mem-
bers. NAEDA will offer these services and programs from a vibrant, fi-
nancially sound organization with the oversight of a board of directors 
that represents all associations participating in NAEDA. NAEDA will 
also have a dedicated, effective and efficient staff deep enough to handle 
the programs, services, and issues dealers face day to day. NAEDA mem-
bers will see an increase in data they need to operate in the fast-moving 
business environment they operate in today.

“NAEDA will continue to ask, ‘Is it good for dealers’ and operate and 
engage accordingly.”

Kim Rominger Bio
Kim Rominger served as president and CEO of the Equipment Dealers As-

sociation since 2017. In that role, Rominger managed the day-to-day oper-
ations of the association and its foundation, including activities involving 
manufacturer relations, government relations, membership, communica-
tions, and marketing. Rominger also served as president and CEO of the Unit-
ed Equipment Dealers Association, a regional equipment dealer association 
representing Kentucky, Indiana, Ohio, and Michigan. Rominger has spent the 
last 35 years in equipment dealer association management and has exten-
sive experience with dealer-manufacturer relations having served on EDA’s 
Industry Relations Task Force since 2012. Rominger received a bachelor of 
science in marketing from Indiana State University and a masters of busi-
ness administration from Indiana Wesleyan University. Rominger and his wife, 
Monica, reside in the Indianapolis area.

NEWS

John Schmeiser | COO  
President, NAEDA – Canada 

“It’s an exciting time to be in an associa-
tion. When I started 26 years ago, the dealer 
demographics and the needs of dealers were so 
different than they are today. I’ve really seen 
how things have changed, and where associa-
tions are more relevant. We’re the voice of an 
industry, and an industry that truly needs that 
voice. Advocacy has been our key pillar. We 
are ensuring that there is some balance in the 

dealer-manufacturer relationship, and we are advocating dealer interests 
on state and federal legislation that impacts the industry.

“The pandemic underscored all this. The pandemic hit, and we were 
very active in securing essential designations so dealerships could re-
main open and operate safely while they took care of their customers. 
The pandemic also created new challenges and, once again, the associ-
ation has been leading conversations with manufacturers as they deal 
with supply chain issues.

“I look at associations being more relevant than they ever were. And 
one of the reasons I’ve stayed for 26 years and support this merger ef-
fort is that I saw this important transition in the dealership industry. As 
our dealers changed, we needed to change, too. This merger gives us the 
ability to strengthen our advocacy efforts, while at the same time pro-
vide more programs and services to help dealers in their day-to-day op-
erations.”

John Schmeiser Bio
In addition to growing up in a third-generation equipment dealership, John 

Schmeiser has served equipment dealer associations for over 25 years. He 
had been the CEO of the Western Equipment Dealers Association since 2014 
following the merger of the former SouthWestern and Canada West Equip-
ment Dealers Associations. He became a dealer association executive in 1996 
when he was named CEO of CWEDA.

Schmeiser serves as a director for several organizations; a chair of Equip-
ment Dealer Consulting LLC; a director for Advanced Intelligence Systems, 
and secretary/treasurer for the Canada Equipment Dealers Foundation. He 
is a past director of the Saskatchewan Opportunities Corporation, the Sas-
katchewan Scrap Tire Corporation, past secretary/treasurer for the West-
ern Equipment Dealers Foundation, and past chairman of Iron Solutions LLC.

“The merger of the associations gives more dealers greater access to 
services to help them become more successful, and the associations 
will be in a stronger financial position to provide these services.” 
-  Curt Kleoppel | Chief Financial Officer/Treasurer
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Curt Kleoppel | Chief Financial Officer/Treasurer
“The equipment industry is more multi-

faceted than ever before. Not too long ago, 
dealer principals held multiple titles. In addi-
tion to owning the business, they were large-
ly responsible for every area of the business 
– parts and inventory management, service, 
sales, human resources, employee training, 
and accounting. This has changed consider-
ably, even with dealers who operate single-

store operations. Dealers now need a management team that can han-
dle almost anything that comes their way. 

“The merger of the associations gives more dealers greater access to 
services to help them become more successful, and the associations will 
be in a stronger financial position to provide these services. This will in-
clude stronger legislative representation, better relationships with man-
ufacturers, greater access to training programs from the Dealer Institute, 
and an experienced staff to work with dealers to address their concerns 
and work to find solutions and answers efficiently and effectively.

“By agreeing to merge, the new NAEDA also will give more dealers 
access to Equipment Dealer Consulting. EDC performs business val-
uations throughout the United States and Canada. Moreover, with the 
association’s larger footprint, 24 states and nine Canadian provinces, 
dealer-members will have access to tax consulting services, audits, es-
tate planning, and 401(k) limited scope audits.”

Curt Kleoppel Bio
Curt Kleoppel has 41 years of experience with the association as CFO, trea-

surer, and certified public accountant. Additionally, Kleoppel has served as 
president of Equipment Dealer Consulting since 2009. Headquartered in Kan-
sas City, Missouri, EDC works with clients in both the United States and Canada 
and specializes in accounting services for farm equipment, construction, in-
dustrial, outdoor power equipment, hardware and home centers, and building 
materials industries. At EDC, we have extensive experience and provide pro-
fessional and customized service to support each client’s needs and concerns.

Gary W. Manke | Senior Vice President 
Manufacturer Relations 

“A lot of our members have been in this in-
dustry for over 40 years and had to make ad-
justments and changes in how their dealer-
ship organization is run. Members have had 
to recruit specialists, i.e., IT personnel, agron-
omists, etc., to meet the needs of their cus-
tomers. Customers expect quality service and 
support from their dealership and our mem-
bers expect the same from their association. 

“The North America Equipment Dealers Association is being struc-
tured to provide our members with the specialists that will help them 

operate their dealerships more efficiently and provide guidance on is-
sues our members may have. Not many people like change, but our in-
dustry continues to change, which, in turn, makes our members oper-
ations change and your association will do the same. Will it help the 
dealer? Definitely.”

Gary W. Manke Bio
Gary W. Manke, CAE, has served as president and chief executive officer 

of the Midwest-SouthEastern Equipment Dealers Association and MSEDA Ser-
vices, Inc. Manke joined the association in July of 1975 as a field staff accoun-
tant. In June of 1983, he was appointed director of management information 
services. Manke was appointed administrative vice president of the associ-
ation in 1989. He was named president and CEO of MSEDA in 1991.

Joe Dykes | Vice President, Industry Relations
“The merger and formation of the ‘new’ 

NAEDA provides many benefits for equip-
ment dealers operationally and, most impor-
tantly, combining resources and capital will 
allow the association to better serve dealer 
members in an ever-changing industry and 
business environment.  

“One of the major benefits involves the 
Equipment Dealers Foundation and its op-

erations and initiatives on behalf of equipment dealers. The charitable 
foundations of each of the merging associations will be combined with 
current EDF funds in the new organization.  This will provide increased 
funds to continue with initiatives of the regional foundations and EDF’s 
current initiatives focusing on workforce development with the Tech-
nicians for Tomorrow awareness campaign, disaster relief for dealer-
ship employees impacted by natural disasters and educational efforts.” 

Joe Dykes Bio
Joe Dykes most recently served as vice president of industry relations 

for the Equipment Dealers Association, one of the associations that merged 
to create the new NAEDA. Dykes has over 30 years of experience in the equip-
ment industry. He joined the EDA staff in 2008 while also serving as the execu-
tive vice president of the Missouri Valley Equipment Association a position he 
held since 1990. Dykes works closely with manufacturer and industry part-
ners and is also responsible for the association’s data collection and produc-
tion of the association’s Dealer-Manufacturer Relations, Compensation and 

"NAEDA will have a dedicated, effective and efficient staff deep enough 
to handle the programs, services, and issues dealers face day to day. "  
 -  Kim Rominger, CEO | NAEDA

"We’re the voice of an industry, and an industry that truly needs that 
voice. Advocacy has been our key pillar. "  
 - John Schmeiser, COO | President, NAEDA – Canada

CONT. ON PG 12
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NAEDA NEWS

Benefits and other industry surveys. Dykes also serves as secretary/trea-
surer of the Equipment Dealers Foundation, a 501c3 organization that raises 
money for disaster relief and workforce development for equipment deal-
ers throughout North America. 

Eric Wareham | Senior Vice President
Government Affairs 

“Here is what members can expect from 
the new association: A larger voice with lo-
cal control. The government affairs mission 
is to present a clear and consistent govern-
ment affairs strategy in the pursuit of public 
policy outcomes that benefit successful deal-
ers. That really says it all about what we do. 
Bringing together more dealers only increas-
es the strength of their voice on state and na-
tional issues.

“And how we do it is just as important. The association is a deal-
er-driven organization and we take our direction from the consensus 
of the members. On issues that span across state lines or at the federal 
level, that means the board of directors sets the policy. It’s also my be-
lief that those closest to the problem come up with the best solutions. 
That’s why at the state and provincial levels, there will be dealer adviso-
ry boards for each state and province determining the direction of our 
advocacy, keeping local control intact.

“The intersection of business, law, and government seems ever-in-
creasing. It’s also more evident that if you don’t have a seat at the table, 
you’re probably on the menu. On day one dealers can count on a strong, 
experienced government affairs team looking out for them. Most im-
portantly, the association needs dealer engagement to be effective. I look 
forward to working with dealers on the board, our state and provincial 
advisory committees and dealers across our new footprint to achieve suc-
cess in the legislative arena that benefits their business.” 

Eric Wareham Bio
Eric Wareham is senior vice president of government affairs for NAE-

DA. He has extensive legal and policy experience in both a trade association 
and the private sector. Prior to joining the association, he was general coun-
sel for an Oregon-based heavy civil construction company. He also served 
as the director of government relations and general counsel for an associa-
tion in the wood products industry, has managed state and national political 
campaigns and held numerous positions in a state legislature. Wareham is a 
graduate of the Willamette University College of Law and Augusta University.

Jennifer Luce | Vice President
Member Engagement

With the merger, Jennifer Luce is assum-
ing a new role as vice president of member en-
gagement. With over 12 years of experience 
working with equipment dealers, Luce not 
only understands the industry, but the chal-
lenges dealers face filtering through the noise 
to get to the most important information. 

“With the first graduates of Generation 

Z entering the workforce, it’s important the association provides mul-
tiple channels of communication that fit each generational preference, 
from email and social media to its magazine and new member commu-
nity platform. We are continually looking for new ways to reach mem-
bers, especially, the management level of dealerships. 

“It used to be simpler when we were only communicating with the 
dealer principals, but today, in these larger organizations, most deci-
sions are made at the management or department level. It’s important 
that management in a dealer organization understands the importance 
of the association and what it does on an advocacy level, but also the ser-
vices and solutions we provide to help them succeed.” 

As vice president of member engagement, Luce will manage mar-
keting, communications, events, member database, and other member 
touch points. She will also work closely with Michael Piercy, vice pres-
ident of dealer development to manage the territories of dealer devel-
opment managers as they provide meaningful solutions through deal-
er visits and ongoing engagement. 

“I am very excited to be in this new role that allows me to truly focus 
on what our members need and to make sure we deliver.”

Jennifer Luce Bio
Jennifer Luce was the chief operating officer of WEDA for four years. Her 

responsibilities covered several areas, including marketing and communi-
cations, budgets, managing the Pacific Northwest region, OSUIT Tech Training 
Program, the Equipment Dealers Foundation, special projects, and more. Be-
fore becoming COO, Luce was hired as the vice president of the former Pacific 
Northwest Association following its merger with WEDA in 2016. Luce’s experi-
ence in the equipment industry began at Iron Solutions in 2010 where she was 
a senior account executive working with dealers, financial institutions, and 
manufacturers on equipment data, quoting and inventory management, and 
customer relationship management solutions. Understanding dealer opera-
tions was key to her success and led to her joining the association.

Larry Hertz | Vice President
NAEDA – Canada

“I’m excited for WEDA Canada to be-
come NAEDA Canada. Back in 2014, we 
went from the Canada West Equipment 
Dealers Association (CWEDA) to become 
part of the new WEDA through the merg-
er with the Southwest Association based in 
Kansas City. Our office stayed in Calgary, 
our long-term staff stayed the same and it was 
business as usual with one key difference, be-

ing part of a larger international organization, we were able to provide 
even more advocacy, education, programs, products and services for 
dealers. Our mantra has always been, “Will it help the dealer?” and what 
really helps dealers, whether they’re in the lower mainland of British 
Columbia, on the prairies of western Canada, or in Ontario or Atlantic 
Canada, is a strong voice with manufacturers, and provincial and fed-
eral governments. Going from CWEDA to WEDA and now to NAE-
DA really helps grow our voice. Over the past number of years, we’ve 
been seen as the voice of dealers and now that will be even greater from 
representing dealers throughout North America. 

“We also try to help dealers save money to add to their bottom line. 

CONT. FROM PG 11
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Take our UniFirst uniform and janitorial supplies program, for ex-
ample. When we negotiated the pricing, we leveraged the potential of 
dealerships throughout North America to establish national pricing 
that would potentially save dealers thousands of dollars. One partic-
ular dealer comes to mind. The dealership was already with UniFirst 
and earning national pricing due to its size. When the dealership en-
rolled in the WEDA UniFirst program, it saved an additional 6%. That 
might not sound like much, but 6% saved them big dollars. Some oth-
er examples of Preferred Partner Programs that save dealers money in-
clude SiteDocs, which offers industry leading safety management soft-
ware, Moneris, which offers Canadian dealers preferred rates on both 
online and counter payment solutions and processing fees for credit 
cards, and Corpay, which offer cross border payment and currency risk 
management solutions. 

“Plus, our longstanding partnerships with Federated Insurance, 
Farm Credit Canada, MNP and BLG offer dealers reduced insurance 
premiums, additional or more extensive coverage, lease finance program 
rebates, access to capital for acquisitions, new buildings, land or other 
capital purchases, or expert accounting, tax planning, succession plan-
ning, consulting or legal hotline services. It’s only because we’ve grown 
in size, that we’re able to offer such a broad range of programs, products 
and services that either save dealers money or offer them additional in-
sights or expertise they might not have access to on their own. 

“Other areas that members will benefit from are the Cost of Doing 
Business Study, which allows dealers to compare their annual financial 
results with other dealerships across the continent, the Compensation 
and Benefits Report to compare salaries and compensation for each per-
son on their management team, and access to the association’s Data Se-
curity Program to help dealers protect their customers’ data and allevi-
ate potential breaches.

“Since our merger, U.S. dealers have begun to use the association’s 
Online Ag Technician test, which is an excellent tool for gauging the 
knowledge for new hires from other dealerships or related skilled trades. 
I’ve heard from a number of U.S. dealers how much they appreciate this 
test that was developed years ago by the Canada West Association. I 
could go on and on, from our Canada Equipment Dealers Foundation 
that provides scholarships, program support and helps to fund capital 
projects, to our industry leading Performance Groups, to our publica-
tions and microsite at EquipmentDealerMagazine.com, to our North 
American Dealer Conference, which offers dealers industry leading 
information that they can take back to their dealerships and put it to 
good use. 

“I’m incredibly excited for our Canadian dealers to be a part of our 
growth to become an integral part of NAEDA, the benefits are incredi-
ble for just $650 per year per location. I’m currently enrolled in the Cer-
tified Association Executive course and when I compare NAEDA’s of-
fering through our three core pillars of Advocate, Elevate and Educate, 
our members get tremendous value from their association. Whether 
you run a single location, or 10 or 20 locations, we support our dealers 
100% and treat every dealer with kid gloves and strive to provide them 
a solution within 24 hours.” 

Larry Hertz Bio
Larry Hertz has extensive agri-business experience having spent the 

majority of his career in ag media, marketing, communications, sales, and 
general management. Prior to joining the association five years ago as vice 
president – WEDA Canada, Hertz was a territory business manager with New 
Holland North America in Saskatchewan. He also worked with Marketing 
and Communications agency AdFarm based in Calgary, Alberta and was Ad-
vertising Director and Publisher with The Western Producer based in Sas-
katoon, Saskatchewan.

Michael Piercy | Vice President
Dealer Development  

“The new unified association provides an 
incredible and powerful opportunity for the 
equipment industry. Unified efforts are al-
ways more impactful than individual. This is 
magnified considering the extraordinary mo-
ment we’re in, where everything we thought 
we knew and understood about life, and busi-
ness, and the world, has been turned upside 
down, and in many cases, thrown out the 

window. Everyone wants stability and security, so, I’m not sure there’s 
been a more pertinent time for the associations to come together as a 
more unified voice and offer a more stable and secure environment for 
its dealer members.”

As Piercy notes, workforce development and shortages of skilled la-
bor are at the forefront of dealer issues. “It allows us to be more granular 
in our research and more cohesive in our approach to addressing deal-
er issues as an industry, instead of pockets.  

“The DI’s mission doesn’t change – the territory just expands. Our 
mission is, and will continue to be, developing people to grow your 
business, and we expect our broader reach to help the industry work-
force move forward faster in its effort to develop more high-perform-
ing dealer organizations. 

“Our vision is to help create a healthy industry where dealers can 
grow, be productive and profitable, and be the community partner 
they strive to be. Our ability to create that industry culture is stronger 
through the NAEDA unification and offers every dealer that more sta-
ble and secure environment.

“As we make this transition, Dealer Institute will continue to provide 
industry leading training, educational and consulting services to dealers 
across North America.  However, we are most excited to expand NAE-
DA representation on the ground, forward facing our dealer members, 
in our regions.  Our members need to see us and know we’re there for 
them.  The commitment to member engagement on all levels is top pri-
ority.  This is an incredible moment for our industry and our members.

"Bringing together more dealers only increases the strength of their voice on state and national issues. How we do it is just as 
important. The association is a dealer-driven organization and we take our direction from the consensus of the members. "  
-  Eric Wareham, Senior Vice President | Government Affairs

"Our mantra has always been, “Will it help the dealer?” and what really helps dealers, whether they’re in the lower mainland of 
British Columbia, on the prairies of western Canada, or in Ontario or Atlantic Canada, is a strong voice with manufacturers, and 
provincial and federal governments.  "  - Larry Hertz | Vice President, NAEDA – Canada

CONT. ON PG 14
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Michael Piercy Bio
Michael Piercy is the vice president of dealer development for NAEDA.  

He has over 20 years’ experience in organizational leadership training and de-
velopment and succession planning. He’s worked exclusively with the agri-
cultural and construction equipment industry for the last 10 years where he’s 
designed and developed strategic initiatives and helping dealers develop their 
people and grow their business. Piercy joined the association in 2015 to help 
WEDA build the Dealer Institute as a complete solution for industry training 
and consulting needs. Along with DI Trainers, Piercy was instrumental in de-
veloping the library of training and consulting opportunities DI offers dealer 
organizations today. His current role, leading NAEDA’s Dealer Institute, allows 
him and his team to guide dealer organizations through training and consul-
tative initiatives, as well as merger, acquisition, and succession planning.

View from a dealer’s desk 
The merger of the three associations that created the new NAEDA 
does more than increase the association’s footprint. It also merges the 
cultures of dealers who have been dealing with industry changes for 
quite a while. 

While dealership service areas have grown and boundaries have 
been erased in many areas through industry consolidation, the role of 
the association could not be clearer. Dealers still rank manufacturer 
and government relations as top of dealer priorities, but the 
combination of services previously offered by the associations are now 
under one name and that’s meaningful to members.  

Here is what several dealers told Equipment Dealer Magazine when 
asked about their expectations for the new NAEDA. 

Wally Butler | CFO
Mazergroup, Winnipeg, Manitoba

“NAEDA will take the strengths of the 
merging associations and then offer them to 
dealers across the new footprint. Not only will 
it enhance the current offerings each associ-
ation has, but it will be in a position to offer 
more resources to support dealers, regardless 
of the dealer’s scale,” says Wally Butler, CFO, 
Mazergroup, Winnipeg, Manitoba. 

“Smaller dealerships will appreciate the 
programs available to provide services that 

may be difficult to secure on their own. Larger dealerships will appre-
ciate the scale of the association and the voice it will carry with policy 
makers and manufacturers. Large dealers may have locations that span 
across multiple association footprints. With this merger, many will find 
that they now will have one association to represent all of their loca-
tions,” continues Butler.

“This merger was not embarked upon for the sake of doing it. It was 
a dealer-driven initiative that was done to anticipate dealer needs in a 
changing landscape and then provide supports and solutions to make 
all dealers better.”

NAEDA NEWS

Jim McCartney | Corporate Parts Manager
A.C. McCartney Farm Equipment, Durand, Illinois 

“I believe dealers can expect to get the 
same experience and results they were get-
ting before with the new NAEDA,” says 
McCartney. “Nobody likes change, but 
times are changing on the farms, with the 
manufacturers, and with dealers today. It is 
important to allow all dealers to have a voice 
and be relevant in the markets in their terri-
tories. Each of the merging associations have 

become comfortable and familiar with their own way of doing things. 
We have leaned on our association representatives, like Gary Manke, 
for years to answer our questions and represent our industry. Many of 
the benefits, legal issues and legislative activities are common among 
all of our regions. We have been fighting the same battles just in dif-
ferent states.”

“Will there be bumps in the road as we move forward? Possibly. But 
I absolutely believe we will have a stronger and more unified voice on 
national and legislative issues,” adds McCartney. “The Midwest-South-
eastern Equipment Dealers Association has been a great resource for the 
dealers and me in my region to rely on. The new NAEDA is being setup 
with the same principles. MSEDA has excellent representation in the 
new NAEDA and I feel very confident in the direction we are heading.” 

Steve Hunt | Vice President 
H&R Agri-Power, Hopkinsville, Kentucky

“Dealers can expect the new association 
to better cover their needs in the ever-chang-
ing face of agriculture today. The new asso-
ciation will have more resources better suit-
ed for all dealerships, big or small. This was 
one of the main objectives to make sure ALL 
dealer needs are met in the new association 
no matter their size. The new association will 
have more resources to offer all dealers that 

will help in everyone’s ability to be a better dealer and more profitable 
dealers of the future. 

“Each merging association brought something different to the ta-
ble and, when merged, forged a stronger and more sustainable new as-
sociation that will be here many years to come. If the merger had not 
taken place, I’m not sure all associations would have been sustainable. 
Today, we have a much stronger, more diverse association ready to as-
sist in all dealers’ needs into our future.

“My expectation of the new association is we must not lose the local 
and regional input we had as separate associations. We will still have 
representation in all regions as we had before the merger to assist all 
dealers’ needs. NAEDA must make sure this is carried forward into the 
future with the new stronger association structure.

“Today, I feel better as a dealer because I can see succession in the 
new organization to move us into the future. Our old structure would 
have been difficult to have this vision with all the groups separate, but 
now are united as one association with common goals and a plan for 
the future.” EDM

CONT. FROM PG 13
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HR SOLUTIONS

BONNIE JOHNSON 
is a professional marketing 
specialist. She supports 
the AgCareers.com team 
and brand through her 
extensive marketing and 
communications experience.

PAULA WEST has a passion for digital marketing and project management. She has over ten years of experience working 
within a leadership role and over 25 years of building and supporting client relations. As a Digital Experience Project 
Manager, she supports the AgCareers.com team and brand through their communication channels, user experience, and 
data analysis. Please send questions and/or comments to paula.west@agcareers.com.

EDM

PAULA WEST is a 
Digital Experience Project 
Manager. She supports 
the AgCareers.com team 
and brand through their 
communication channels, 
user experience, and data 
analysis. 

Reduce costs and turnover rates 
by  keeping your employees 
engaged, supported, and feeling 
like they are cared for as 
individuals. 

Reducing turnover at  
your Dealership
Cultivating employee loyalty 
by PAULA WEST, AgCareers.com

T he AgCareers.com Agribusiness 
HR Review 2021-2022 data 
release reported that employee 

turnover was over 20% in both 
Canada and the United States. 
Replacing employees can take 
on average 3-8 weeks. Training 
those new employees comes with 
a financial cost. Imagine reducing 
those costs and turnover rates by 
keeping your employees engaged, 
supported, and feeling like they are 
cared for as individuals. Below are 
five tips to practice keeping your 
turnover rate low.

1. Education reimbursement
Ensure that you invest in your employees. 

By providing the opportunity for your em-
ployees to expand their knowledge and in-
crease your company’s overall expertise. 

In the Agribusiness Benefits Survey, pro-
duced by AgCareers.com, two-thirds of com-
panies in the United States and Canada pro-
vide tuition reimbursement. This survey is 
available upon request and can help provide 
you with common industry practices.

2. Volunteer opportunities 
Allowing your employees time to volunteer 

in the community shows that you as the em-
ployer and that the com-
pany, overall, cares about 
the community. Many 
companies allow for four 
hours a year. These hours 
need to be approved by 
management. Your com-
pany can use this time to 

bring your equipment dealership team togeth-
er. Volunteering also permits your employees 
to gain skills they may not get from their nor-
mal day-to-day work duties.

3. Respect vacation time 
When your employees are on vacation, it 

is important to respect their time to rest from 
work. Encourage them to turn off from work 
and not respond to emails. Encourage the en-
tire dealership team to respect the time that 
an individual is on holiday; let them know it 
is the corporate practice to allow those on va-
cation time or paid time off (PTO) to rest. As 
the employer, set an example that it is NOT 
appropriate to expect responses from employ-
ees when away from work. Yes, sometimes cer-
tain roles and responsibilities may be required 
during their time off. This should only result 
from an emergency, and the time interrupted 
should be replaced or compensated. 

4. Team building fun 
Team-building activities are not outdat-

ed. When you provide your dealership team 
with the opportunities to collaborate and have 
fun aside from work-specific tasks, you pro-
vide them with an opportunity to gain valu-
able knowledge about how each person works, 
what they are good at and a time to smile and 
laugh together. These activities help build a 
healthy workplace culture and remind your 
employees that they love working for your 
company.

There are many ways for an employer to 
provide their employees with some social fun 

that does not involve leaving the office. For ex-
ample, a simple putting competition on Tues-
days. Employees take a few minutes of their 
day to try to make the put. Co-workers gather 
around and participate by playing or by cheer-
ing and supporting one another. This gives 
employees time to smile and laugh together 
and, depending on the size of the dealership, 
to meet employees from other departments or 
groups. It is the old team-building efforts that 
have been lost in some companies. These ac-
tivities are always networking opportunities, 
and an invitation to show others who you are 
away from your desk.

5. Clear path to growth within your company
When employees feel they have no room to 

grow in their current work environments, they 
look for new opportunities. Consider setting 
up a path of success for your employees. Al-
low them to provide you with their goals with-
in the company and work along with them as 
to how they are going to get that promotion 
or to take part in specific tasks that really in-
terest them. By allowing your employees the 
opportunity to communicate with you about 
career growth, you indicate to them their val-
ue to the dealership. 

AgCareers.com has several tools that you 
can use to help keep your employees engaged, 
and they are available to access on our web-
site. We have a dedicated Employer Resource 
Library, a Compensation Benchmark Review, 
and an Agribusiness HR Review.

http://AgCareers.com
mailto:paula.west%40agcareers.com?subject=
https://linkprotect.cudasvc.com/url?a=https%3a%2f%2fAgCareers.com&c=E,1,slIxbakr9nBCMDExO8vkHSuTsTSbQigB9LG5TJbNhqaUmTQv7IO2fRGdLOm-Ilo_PTTKDQ0OA5Z-rwAaYIQE47UTkGDbJK9C4p-IjSKLwg,,&typo=1&ancr_add=1
https://www.agcareers.com/agribusiness-human-resources-review.cfm
https://www.agcareers.com/agribusiness-human-resources-review.cfm
https://www.agcareers.com/agribusiness-human-resources-review.cfm
https://www.agcareers.com/
https://www.agcareers.com/employers/resource-library/
https://www.agcareers.com/employers/resource-library/
https://www.agcareers.com/compensation-benchmark-review/
https://www.agcareers.com/agribusiness-human-resources-review.cfm
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PEOPLE-smart LEADERSHIP PRINCIPLES

LARRY COLE, PH.D., is a lead trainer for and consultant to the North American Equipment Dealers Association’s Dealer Institute. He provides onsite training 
and public courses to improve business leadership effectiveness and internal and external customer service. Please send questions and / or comments to Larry 
at teammax100@gmail.com

Another look at workforce  
development surveys  
reveal top needs 
by  DR. LARRY COLE

EDM

Seventy-seven percent of the 
2020 participants in the as-
sociation’s Workforce Devel-

opment Survey rated leadership 
development as their number one 
training need for their employees. 

To learn more about the type of leadership 
training needed, we defined several leadership 
topics to help us meet the needs of members 
in the 2021 Workforce Development Survey. 
By the way, over 70% of the 2021 participants 
also rated leadership as a number one need. 

The participants were asked to rate which 
of the following leadership characteristics rep-
resented their greatest needs. Dealers used a 
seven-point scale ranging from low needs to 
high needs:

1. Strategic Thinking
2. Leading Change
3. Empowerment
4. Workforce Development
5. Results Focus
6. Accountability
7. Interpersonal Skills
8. Implementing Vision, Mission and Values
9. Collaborative Teamwork
10. Inspirational 
11. Relationships
12. Customer Service
13. Persistence
14. Humility
15. Ethics  

The data were analyzed by OEM and the 
top five listed for each OEM is shown in the 
graphs:

AGCO 
1. Workforce Development
2. Empowerment
3. Strategic Thinking
4. Interpersonal Skills
5. Collaborative Teamwork

CASE IH 
1. Leading Change
2. Strategic Thinking
3. Inspirational
4. Workforce Development
5. Results Focused

JOHN DEERE 
1. Customer Service
2. Leading Change
3. Workforce Development
4. Empowerment
5. Strategic Thinking

KUBOTA
1. Strategic Thinking
2. Results Focused
3. Workforce Development
4. Accountability
5. Relationships

NEW HOLLAND
1. Leading Change
2. Strategic Thinking
3. Workforce Development
4. Empowerment
5. Inspirational

As you can see by the yellow and gray high-
lights, the two areas common to all OEMs 
were:

1. Workforce Development
2. Strategic Thinking

The data were also examined by the num-
ber of locations for each dealership: 1 – 4, 5 
– 9, 10 – 14, and 15 or more. This analysis 
similarly showed that (1) Workforce Devel-
opment and (2) Strategic Thinking were com-
mon to the number of locations. This analysis 
also showed (3) Leading Change and (4) Em-
powerment were common to all dealerships.

How is the Dealer Institute going  
to put this data to work?  

First, the Dealer Institute is developing 
a course that is offering a systemic, compre-

hensive Workforce Development process that 
dealerships can implement. This course is 
scheduled to be available this fall.

Second, we’re exploring what can be done 
to help dealerships with Strategic Thinking. 
We expect to finalize our offerings this sum-
mer. Please send your ideas for this program 
to Michael Piercy, vice president of dealer de-
velopment, at mpiercy@naeda.com.  

Third, Leading Change was shown to be 
another strategic need, and it’s a critical top-
ic. We offer a segment on managing change 
in our leadership courses and we’ve learned 
that course participants don’t have a work-
ing knowledge of how to manage change. It 
is surprising that most often used strategy is 
“We’re going to discard the old and start doing…”  
Then supervisors wonder why there is resis-
tance to change. Thus, we are exploring ex-
panding the course content. We plan to ob-
tain additional input from members about the 
specific content that needs to be added to the 
revised course.

Fourth, we included the topic of Collab-
orative Teamwork among the 15 selections, 
but in retrospect that topic should have been 
titled to focus on conflict resolution. There is 
a common perception that conflict is a nor-
mal consequence between parts, sales, and 
service as well with customer relations. Thus, 
many dealers have expressed the need for this 
course. We are likewise addressing this topic 
with a new course offering, Positive Resolu-
tion of Differences of Opinion. All I’ll say at 
this point is differences of opinion should not 
reach the conflict stage.

We learned a great deal with the 2021 
Workforce Development Survey to help the 
Dealer Institute prepare targeted programing 
for members and make revisions to the survey 
that will be completed 
in November 2022. We 
want to thank those of 
you who offered input 
into the 2021 survey 
and ask for your partic-
ipation in the 2022 sur-
vey, which will be com-
pleted this fall.

#1
TRAINING NEED

DR. LARRY COLE 
is a lead trainer for the 
North American Equipment 
Dealers Association’s 
Dealers Institute.

*The Moneris service is available if the Moneris host system processing platform is operational. Service availability is measured by Moneris each calendar 
quarter and is subject to certain exclusions as determined by Moneris. 
MONERIS and MONERIS & Design are registered trademarks of Moneris Solutions Corporation. All other marks or registered trademarks are the property 
of their respective owners.

Take advantage of your WEDA membership today to receive preferred rates from Moneris.
Call 1-888-552-0341 or visit moneris.com/associations.

Preferred rates for your business
Moneris is committed to providing a wide range of industry-leading
payment solutions to WEDA members.

SecureReliable Advanced
You work too hard to be held back 
by network downtime. Moneris’ 
99.9% system reliability* ensures a 
great customer experience.

All debit and credit card payments 
are protected by industry-leading 
security standards.

We’re constantly working to bring 
you innovative new business tools 
to empower your business.

Take advantage of your NAEDA membership today to receive preferred rates from Moneris.

Moneris is committed to providing a wide range of industry-leading 
payment solutions to NAEDA members.

mailto:teammax100%40gmail.com?subject=
mailto:mpiercy@naeda.com
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TOPmetrics TO WATCH

How do you handle onboard-
ing at your locations? We 
are all looking for quali-

fied employees. Some dealers 
are complaining about not be-
ing able to keep their people, yet 
how much effort are we putting 
into the onboarding process?  
The days of hiring a new employee and 

having them sign 30 documents and showing 
them where the restrooms are, what their work 
hours are and saying good luck and welcome 
aboard are over. Some of you who are reading 
this article may have experienced this or some-
thing similar in the past when you were hired.

Some dealers have allocated substantial re-
sources into this project and I have seen or 
heard some really good ideas about onboard-
ing. I know that onboarding takes effort and 
serious commitment, but I believe it will pay 
dividends. The time we invest in people when 
they are first hired has proven to improve re-
tention and increased employee satisfaction.

Parts Onboarding
by  WAYNE BROZEK

EDM

WAYNE BROZEK is a trainer with NAEDA’s Dealer Institute. Prior to starting his own consulting business, Wayne trained dealers all over the globe on ways to 
improve both their parts and/or service operations. 

TOP METRICS TO WATCH is an ongoing feature brought to you by the association’s Dealer Institute to help dealers better understand key performance 
indicators and industry metrics to effectively manage their businesses. 

An onboarding list 
The onboarding process should include these items as well as processing HR new 

hire paperwork:
• Sharing the company’s core values and guiding principles.
• How the job duties are performed, measured and rewarded.
• Members of the executive team should stop by and introduce themselves to the 

new hire.
• If they need training on how to use a dealer business system, this is the best 

time to provide basic training on how to use the system to perform the job du-
ties the new hire will be expected to know.

• Build a 30-60-90-day plan. That plan should include additional training require-
ments that you feel all new hires should be expected to know… and I would rec-
ommend that some of this 30-60-90-day plan is created with the help of the new 
hire. Let the new hire share with you what they would like to accomplish in their 
new position.

• Pair the new hire up with a “mentor/work buddy.” This would be someone the 
new hire can ask questions or reach out to for guidance vs. searching out their 
manager.

DI trainer Wayne Brozek, left, speaks with 
attendees during a break in his class on 
service department training.

The time we invest in people 
when they are first hired has 
proven to improve retention 
and increased employee 
satisfaction.

This type of onboarding may take several 
days to a week vs. a one-day orientation event.  
This type of onboarding requires some well 
thought-out and organized effort. You will 
need to have several people involved in this 
type of onboarding to provide different levels 
of engagement. 

I truly believe that if we invest in this type 
of onboarding the new hire will be more pro-
ductive and more engaged in the company’s 
growth. If you decide to change or implement 
a true onboarding process vs. an HR paper-

work event, I would recommend that you fol-
low-up with new hires after their first 180 days 
and get their input on what they viewed as 
highly beneficial from the onboarding effort 
and ask if they would add anything to the pro-
cess or what they didn’t see as a high benefit to 
continually improve your onboarding.

WAYNE BROZEK 
is a trainer with NAEDA’s 
Dealer Institute. 
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How equipment is 
bought is changing.
Are you adapting? 

Today’s dealer needs to deliver 
faster quotes and make deals 
faster to make more sales.

Visit multiple  
dealer locations  
before buying

Say their local dealer 
relationship influences 

purchase decisions

AG dealers believe 
brand loyalty will 

continue to decline

©Iron Solutions, Inc | www.ironsolutions.com

Sales people want to sell 
they don’t want to have to 

go look for information. The 
more we put it in one place 

and make it easily accessible 
the more they can do what 

they’re supposed to be doing and 
what they truly wanted to do.

IronHQ Customer, Delta Power Equipment,  
Mark Dawson, Marketing Specialist

Faster Quotes + Faster Deals = More Sales

41% 31%38%

INTEGRATION
• Business System
• Inventory
• IronGuides valuation data

ACCURACY
• Up-to-date Pricebooks
• OEM Programs
• Real-time Insights

How? With IronHQ®.

SPEED

Sources: EDA AG Equipment Buyer Survey and proprietary Randall-Reilly survey.

Find out more and request a demo 
ironhqnow.com!

SCAN ME!
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Inside the Walls  

Your key association contacts
by NAEDA STAFF

“T  eamwork makes the dream work…” That 
phrase was coined 20 years ago in a book 
of the same name by John C. Maxwell, an 

author, speaker and pastor. The complete phrase 
reads “Teamwork makes the dream work, but a 
vision becomes a nightmare when the leader has 
a big dream and a bad team.” 

One of the hallmarks of dealer associations is taking ownership of 
calls from members. With the recent merger of three associations to 
form the new NAEDA, dealers from 24 states and nine Canadian prov-
inces will have access to association staff who approach their work as 
more than a job. 

When a member calls, the people inside the walls of the Canadian 
and U.S. association offices consider that call a priority. They ask ques-
tions about the reason for the call, get contact information and follow 
through until the caller’s needs are met. Simply, they take ownership 
of the call. 

The association’s office phones are not push-button systems. When 
members call, they’re going to get real person not a robot that offers push-
button menu options, including the worst option of all: If you’d like to 
hear the menu options again, press 7, 8, 9… whatever. 

Let’s meet some of the people inside the walls. 
Joanne Olson
Office Manager / Corporate Secretary / Managing Editor

Joanne Olson joined the association in 
1999 as executive assistant. Since then, Ol-
son’s role at the association has been shaped 
to meets the needs of the organization and 
its members.  

She currently serves as corporate secretary 
and managing editor of the association’s mag-
azines, Equipment Dealer – U.S. and Equip-
ment Dealer – Canada. Additionally, she is 
manager of the association’s Canadian office 
in Calgary, Alberta.  

Her responsibilities are varied. In addition to being corporate secre-
tary and managing editor of association magazines, Olson is involved 
in board governance, event planning and organization of golf tourna-
ments, board meetings, and conferences. She writes articles for the mag-
azines and provides copy editing for corporate communications, includ-
ing email marketing. Olson also oversees database management, the 
Canada Equipment Dealers Foundation Scholarship program, billing 
and invoicing; member requests, and assists with website management. 

Olson prides herself in being organized, motivated, detail-oriented, 

NEWS

respectful, personable, and professional. She appreciates the many re-
lationships she has formulated with the dealers she serves, and the peo-
ple involved in the industry. Incidentally, Olson is author of Grandpa’s 
Farm Colouring Book for children, which is free of charge to association 
members.  She works from the association office in Calgary, Alberta.

Phone: 403-250-7581    Toll Free 800-661-2452
jolson@naeda.com 

Angela Mosco
Administrative Coordinator / Graphic Designer 

Angela Mosco joined the association as ad-
ministrative coordinator and graphic design-
er in 2021 as a full-time employee. 

Her relationship with the association be-
gan more than 15 years ago while working 
with Keystone Graphics, Ltd. and Mountain 
View Printing in Calgary, Alberta. While at 
both of these companies, Mosco worked with 
association staff in designing and coordinat-
ing Canadian Equipment Dealer magazine. 

She also worked on and continues to provide creative talent for numer-
ous other association projects, including the design of association mag-
azines for Canadian and U.S. members.  

As administrative coordinator, Mosco ensures that the office runs 
smoothly. This includes answering the phone, assisting with dealer mem-
ber requests, such as forms and tag orders, general inquiries, billing 
and invoicing, and member database management. She also collabo-
rates with staff on the Canada Equipment Dealers Foundation Scholar-
ship program, and CEDF fundraising events. Mosco has enjoyed being 
a successful graphic designer for more than 25 years. She works from the 
association office in Calgary, Alberta.

Phone: 403-250-7581    Toll Free 800-661-2452
Email: amosco@naeda.com 

Jennifer Orr
Member Services Manager / Corporate Secretary

Jennifer Orr has more than 25 years’ ex-
perience working with association mem-
bers. She joined the association February 
2020 as member services manager. Orr works 
with members in varied capacities, including 
member inquiries, dues, association confer-
ences, dealer meetings, scholarships, and fun-
draising events. 

Orr also plans association board meetings 
in the U.S. and has oversite responsibility for 
the board of directors of the John Deere User 

NAEDA

mailto:jolson@naeda.com
mailto:amosco@naeda.com
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Group, known as JDUG, and works with the North American Vermeer 
Dealers Association on its board meetings and annual conference. She 
works from the association office in Kansas City, Missouri. 

Phone: 816-561-5323    Toll Free 800-762-5616
Email: jorr@naeda.com 

Deanna Brinton
Administrative Assistant and Member Specialist 

Deanna Brinton joined the association in 
January of this year. In addition to answer-
ing calls, Brinton is involved in keeping the 
member database current. That’s not a small 
task. There is a steady flow of new entries to 
the database and plenty of information to be 
updated. 

Brinton brings a lot of versatility to her 
job. She helps with mail, shipping, receiving, 
providing members with information pack-

ets. Brinton also assists the Dealer Institute as needed and helps with as-
sociation events. She works from the association office in Kansas City, 
Missouri. 

Phone: 816-561-5323    Toll Free 800-762-5616
Email: dbrinton@naeda.com

Melissa Palmer
NAEDA Communications

Melissa Palmer joined the former Equip-
ment Dealers Association in 2021 as commu-
nications manager. Her primary responsibil-
ities include building the association’s brand, 
marketing membership, programs and servic-
es, and promoting the new NAEDA at trade-
shows and other industry events. Palmer will 
also work with association staff across all com-
munications’ platforms, including the website,  
e-newsletter, socia l media, press re-

leases, and advertising. Palmer has more than 15 years in mar-
keting, communication, and development. She has spent the 
bulk of her career working for associations, including roles with 
the Lincoln Chamber of Commerce in Lincoln, Nebraska, and, 
most recently, the American Parkinson Disease Association. 
Palmer was born and raised in the Washington, D.C. area. She received 
her undergraduate degree from the University of Maryland. She now 
lives in St. Louis, Missouri, with her husband and their two children. 

Email: mpalmer@naeda.com EDM

KNOWLEDGE, TRUST,  
GROWTH & COMMITMENT. 
The future of education matters.

CANADA 
EQUIPMENT DEALERS
F O U N D A T I O N

Questions? Interested in Corporate Giving / Donations  
and Foundation Sponsorships?  
Contact our office for more information at:
800.661.2452 
info@naeda.com 
www.canadaequipfoundation.org

Partner with 
CEDF today!

OUR GOAL - to provide scholarships for the benefit of dealers, employees and the 
equipment industry.
Students are the future of our industry’s success - and NAEDA is committed to help members get one step closer 
to filling vacancies with the Canada Equipment Dealers Foundation (CEDF). Scholarships are awarded annually 
to students and member employees interested in pursuing a degree program relative to the equipment industry. 
From ag economics and business management to technician training, we’re committed to building a prosperous 
future for the equipment industry. 

Tax Benefits for Your Dealership 
Tax breaks for charitable giving aren’t limited to individuals, your business can benefit as well.  
Be a part of the future by including CEDF in your charitable contributions. 

mailto:jorr@naeda.com
mailto:dbrinton@naeda.com
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RISK INSIGHTS

Cyber Threats
by FEDERATED INSURANCE 

Create policies and procedures
• Manage user privileges and restrict 

network access to employees and to third-
parties, as required.

• Communicate any changes to the network.
• Make sure employees create strong 

passwords and that they change their 
passwords routinely.

• Tell employees not to write passwords on 
paper, as they can be found laying around.

• Create a protocol for what to do when a 
device has been stolen or lost.

• Ensure policies are being followed by 
performing audit checks and scanning 
desks to see if anyone’s password is being 
publicly shown.

• Establish appropriate/corrective action 
when security policies aren’t being 
followed.

Be prepared
• Encrypt all sensitive information when 

transferring or storing information online.
• Prepare backup and recovery strategies.
• Prepare a contingency plan for when 

systems go down.
• Monitor systems to detect and react to 

attacks.

Summary
Your organization is a vulnerable target 

for cybercrime if you don’t take the initiative 
to protect your online information. You can 
reduce the risk of having your information 
stolen, as well as its associated costs, by 
educating employees, enforcing policies 
and procedures, and being prepared for the 
unexpected.

[3584-052-ed01E | 11.2019] | © Federated Insurance. All rights 
reserved. Risk Insights is a trademark of Northbridge Financial 
Corporation, licensed by Federated Insurance Company of Canada 
(insurer of Federated Insurance policies). This Risk Insight is 
provided for information only and is not a substitute for professional 
advice. We make no representations or warranties regarding the 
accuracy or completeness of the information and will not be 
responsible for any loss arising out of reliance on the information.

T echnology is advancing every day 
to meet the growing demands of 
users, but with evolving technolo-

gy comes dangerous, advanced cyber 
threats. In recent years, the number of 
cyber breaches in Canadian business-
es has reached almost 70%, with total 
financial losses adding up to over  
$5 million. Businesses are unaware 
of the scale of risk that cyber threats 
pose in today’s world and cyber crimi-
nals are taking advantage of this.

The threat of cyber criminals
Cyber criminals are working hard to 

access your company’s financial and personal 
information, as well as trade secrets. New 
emerging threats are appearing every day and 
cyber criminals’ strategies are changing. They 
are taking a long-term approach by stealing 
information over a longer period without 
being detected. Some cyber criminals are 
capable of hacking into a system in fifteen 
minutes, while it can take an organization’s 
IT department up to a year to even detect a 
cyber-breach. 

The process begins with cyber criminals 
attacking an employee’s device through 
phishing emails or calls, and using social 
engineering methods to gain access to their 
device. They will then scan the network to 
find targets and begin uploading malicious 
programs to download the targeted 
information. Cyber criminals are also capable 
of creating fake accounts on the server with 
administrative access.

Three of the most common channels that 
pose the greatest threats for cyber crime are: 
Bring Your Own Devices (BYOD), email 
systems and social networks. As companies 
begin to incorporate BYOD into their daily 

routine, the development of mobile malware 
continues to increase. These devices are highly 
susceptible to theft. It would be wise to have 
policies relating to their use. Cyber criminals 
have many more resources to work with, 
such as social networks, and are able to create 
customized emails to approach users. Beware 
of links within an email and be cautious of 
emails with poor grammar and spelling. 
Social networks were designed for people to 
connect with one another but unfortunately, 
cyber criminals take advantage of accessible 
information so that they can use it for identity 
theft.

Recommendations
Educate employees
• Teach employees how to recognize cyber 

threats and how cyber threats operate.
• Provide examples of phishing scams or 

simulate a phishing attack.
• Demonstrate how to hover a mouse cursor 

over a link to view a link’s real website 
address.

• Phishing emai ls usua l ly conta in 
attachments, links to fake websites, forms 
and other downloadable content.

• Instruct employees to be cautious of the 
information that they post online, which 
can be used to acquire passwords or create 
scams.

• Avoid using personal information when 
creating passwords.

• Warn employees of using BYOD and 
public Wi-Fi and how they can protect 
themselves from it.

EDM

About 64% of cyber breaches were 
a result of human error which could 
have easily been prevented.

We believe that knowing your business matters. With industry-specific expertise and 
decades of experience, we can provide valuable insights, consulting and training to help 
keep your business safe.

• We specialize in your market and work with you directly 
• 100% Canadian-owned 
• Insuring companies for almost a century 
• Member of the Fairfax family 
• Endorsed by more than 50 trade associations

KNOWING YOUR
BUSINESS MATTERS
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How businesses can avoid being burned 
by the underground economy

Alexander Callahan

Director, Client Strategy 
& Business Development, 
Mississauga

The Canadian underground 
economy, sometimes referred to 
as the black market, can simply 
be described as unreported or 
underreported business activity. 
It can also be described as a $41 
billion industry that annually results 
in $2 billion of lost revenue for the 
Canadian government.

The construction sector alone 
accounts for 28% of this  
underground activity.

So what does that mean to business 
owners who are looking to hire 
contractors? Well for one thing, it means 
you should avoid deals that sound too 
good to be true. While it’s tempting to  
go with the cheapest option and 
pay cash when building, repairing, or 
renovating your property, the reason 
some contractors cost less is that  
they’re not playing by the same rules  
as the others.

They’re likely unlicensed, operating 
illegally, or avoiding taxes. Either way, 
they usually don’t leave a paper trail 
(in the form of a contract) or charge 
as much as legitimate, above-board 
tradespeople.

We’ll now delve deeper into the risks 
associated with hiring unlicensed 
contractors and how to go about  
hiring the right person for the job.

Six reasons to avoid unlicensed 
contractors 

• Limited training: Chances are they 
aren’t properly trained or certi ied and 
have less work experience than their 
licensed counterparts;

• Unethical hiring: They’re more likely to 
employ illegal workers;

• Subpar materials: If their work isn’t held 
to a high standard, their materials may 
not be either;

• No permits: Cutting corners often 
includes permits, without which you 
may be required to redo the work at 
additional cost;

• Tax avoidance: When someone cheats 
the system, we all pay for it. Insurance 
fraud leads to higher premiums for 
everyone — tax fraud has the same 
effects on taxpayers; and

• Underinsured: If a contractor damages 
property while working, their insurance 
takes care of it…unless they don’t have 
enough coverage or any at all. 

How to avoid hiring unlicensed 
contractors

The best way to avoid hiring unlicensed 
contractors is to do the necessary 
homework before they begin working on 
your business property.

by Alex Callahan, DIRECTOR, CLIENT STRATEGY & BUSINESS DEVELOPMENT – MISSISSAUGA   |  www.federated.ca

www.federated.ca
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It begins with a vision, a mission and a plan
by ERIC WAREHAM 

T he establishment of any new 
entity begins with a vision and 
if consistently worked toward, 

over time that vision becomes a 
reality. That statement is true for 
the entity as a whole and the com-
ponents that comprise it. One of 
those key components in an asso-
ciation is government affairs. 

For the North American Equipment Dealers Association, that means 
representing the voice of dealers in legislative and regulatory arenas at 
the state/provincial and federal levels.

It’s a big job. For worse or better, the intersection of business, law and 
government continues to expand. The need for effective advocacy has 
never been greater than today. And the new NAEDA is well equipped to 
meet the challenges facing dealers with a larger voice and local control. 

That strength begins with a clear government affairs vision and mis-
sion statement:

GOVERNMENT AFFAIRS VISION
To establish the North American Equipment Dealers Asso-

ciation as a trusted resource for policymakers in the develop-
ment of legislation and regulations affecting the equipment 
dealer industry, and be viewed by industry partners and our 
members as effective advocates.

GOVERNMENT AFFAIRS MISSION
To present a clear and consistent government affairs strate-

gy in the pursuit of public policy outcomes that benefit success-
ful dealers.

These are the key elements of our strategic plan, which fo-
cuses our efforts on creating a better business environment for 
dealers to thrive in. By following the vision and mission state-
ments, it is the goal of the government affairs team to raise the 
profile and stature of NEADA as the preeminent organization 
representing equipment dealers in North America. 

Action Plans
Any good strategic plan also needs to lay out how the vision and mis-

sion will be executed. This includes how decisions are made and how we 
go about our business. 

As a consensus driven organization led by dealers, the decision-mak-
ing process for government affairs is straightforward and ensures those 
closest to the problems come up with the best solutions. There are two 
parts to this. First, the board of directors has the final say on the policies 

of the organization. For federal legislation and issues that span across 
state lines or provincial boundaries, that means dealers on the board will 
set the direction. The second level of decision making is a state or pro-
vincial advisory board made up of dealers from each individual state or 
province that set the direction of the government affairs strategy in their 
respective states. At every step, dealers are informing and controlling the 
decision making of the government affairs team.

Once the decisions are made, it’s up to the government affairs team 
to execute. There are a myriad of ways in which to effectively advocate 
that can be categorized under the umbrella of “setting the table.” That is 
a good analogy because it highlights that most government affairs work 
is about preparation. Whether it is identifying emerging issues, estab-
lishing relationships, or educating legislators about our industry, to be 
effective requires looking ahead and setting the table early to achieve 
the best outcomes. Because if you don’t have a seat at the table in today’s 
legislative environment, you’re probably on the menu. 

Politics is still about the power of persuasion 
and having a larger voice always makes an organi-
zation more persuasive. However, it has become 
increasingly apparent that legislators are not en-
tirely familiar with the critical role equipment 
dealers have in the agricultural industry. 

ERIC WAREHAM  
is senior vice president 
of government affairs for 
NAEDA. 

ERIC WAREHAM is senior vice president of government affairs 
for NAEDA. He has extensive legal and policy experience in 
both a trade association and the private sector. Prior to joining 
the association, he was general counsel for an Oregon-based 
heavy civil construction company. He also served as the 
director of government relations and general counsel for 
an association in the wood products industry, has managed 
state and national political campaigns and held numerous 
positions in a state legislature. Wareham is a graduate of the 
Willamette University College of Law and Augusta University.

GOVERNMENT AFFAIRS

Politics is still about the power of persuasion 
and having a larger voice always makes an 
organization more persuasive… the new NAEDA 
is perfectly positioned to close the gap between 
legislators and dealers. 

A VISION, A MISSION AND A PLAN
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As North America becomes more urban 
than rural, this is something that needs to 
be remedied. The only way to do that is by 
creating relationships that lead to more un-
derstanding. In practical terms, that means 
elected officials need to be familiar with their 
constituent dealers and their operations by vis-
iting dealerships. With thousands of locations 
represented, the new NAEDA is perfectly po-
sitioned to close the gap between legislators 
and dealers. Without being overtly political, 
establishing a legislative tour program is crit-
ical to maintaining our relevance going for-
ward.

The final key to effective advocacy is com-
munication. Both external and internal com-
munication to members, stakeholders and 
policy makers is paramount in successfully 
advancing our goals. 

In the new NAEDA, dealers can expect 
regular updates on legislative and regulatory 
issues affecting your dealership, and more in-
depth analysis through communications, in-
cluding our magazines. And of course, the as-
sociation is always a phone call or email away 
from hearing about any issues or input you 
have. 

As a dealer-driven consensus organiza-
tion, our government affairs strategy relies on 
our members being engaged. We hope to hear 
from you in the coming months about how 
we can represent you and pursue public policy 
outcomes that benefit your dealership. EDM

As Eric Wareham, senior vice president of government affairs, noted, the association is a 
dealer-driven organization that relies on members being engaged. How the association re-
acts to member engagement determines the organization’s commitment to advocacy. 

The association’s commitment to being an advocate for dealers hasn’t changed for more than 
a century. In the beginning, advocacy centered on resolving disputes between dealers and their 
suppliers. Essentially, both parties wanted the same things, but struggled to find the best solutions 
to nagging issues.

Some age-old issues still crop up, but they’re fading like the ruts of the great trails used by people 
to move around North America. What isn’t fading is the need to be alert and ready to respond to 
dealers’ needs immediately and with precise information. This is where the association’s hotline 
comes into play. It’s how dealers reach out to us. 

The burden on today’s businesses is enormous. Like other industries, the equipment industry 
has to deal with a long list of things, which include but certainly aren’t limited to legal issues, 
taxation issues, human resource issues, regulatory issues, supplier issues, and provincial, state and 
federal transportation issues.  

When faced with a question where an answer is difficult to come by, the association encourages 
dealers to call the hotline. With one phone call, dealers are in touch with a real person and not 
an automated system. Member questions are typically answered within 24 hours. There are two 
numbers – one for Canada and one for the U.S.

U.S. Dealer Hotline      Canada Dealer Hotline 
800-762-5616       800-661-2452

 There are a myriad of ways in which to effectively advocate that can be categorized under the umbrella of “setting the table.” 
That is a good analogy because it highlights that most government affairs work is about preparation.

ASSOCIATION 
H O T L I N E 
It’s how dealers 
reach out to us
by NAEDA STAFF

Find a place on your  
desk for these numbers:

HERE'S WHAT YOU SOLD    Equipment Retail Sales In Units
Canada - JULY 2022 
Ag Tractor and Combine Report

JULY Y-T-D JULY JULY 2022
DATA PROVIDED BY THE ASSOCIATION OF EQUIPMENT MANUFACTURERS

2WD < 40 HP  1,730  1,873  -7.6  11,710  12,960  -9.6  6,688

2WD < 100 HP 534  640  -16.6  3,402  3,571  -4.7  2,630

2WD 100+ HP 317  403  -21.3  2,056  2,113  -2.7  1,447

TOTAL 2WD FARM TRACTORS 2,581  2,916  -11.5  17,168  18,644  -7.9  10,765

TOTAL 4WD FARM TRACTORS 78  61  27.9  427  546  -21.8  116

TOTAL FARM TRACTORS 2,659  2,977  -10.7  17,595  19,190  -8.3  10,881

SELF-PROPELLED COMBINES 247  365  -32.3  728  934  -22.1  485

 2022 2021 %CHG  2022 2021 %CHG BEGINNING INVENTORY
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EDM FEATURE

The Dealer Institute is in session
Association program helps dealers 
make sense of training
by NAEDA STAFF

Before you become immersed in 
this article, consider this: North 
American businesses spend a 

lot of money on training year in and 
year out. Trying to put a number on 
it will give you a headache, but it’s 
not a stretch to say the amount is 
between $50 billion to nearly $100 
billion annually.  

As the association has learned in the last 
two years, surveys of what dealers need to 
move forward centers on the overall bench 
strength within their dealerships. While the 
shortage of technicians is well-known, the sur-
veys revealed an increased need for middle and 
executive managers. 

In many places, there is a line between 
hard and soft skills. Hard skills are considered 
teachable and mostly technical, but with some 
elements of soft skills. However, soft skills are 
categorized as interpersonal and, according 
to a 2018 LinkedIn Workforce Report, “… 
the four most in-demand soft skills are with-
in leadership, communication, collaboration, 
and time management.”  

The association noticed the demand for 
soft-skills leadership training long before the 
LinkedIn study was published. In 2014, the 
Dealer Institute was on the drawing board. In 
less than a year, the Dealer Institute was fully 
operational and in session. 

“For years, when dealers needed or want-

ed to use training or consulting services, they 
would contact their association, which would 
direct them to a third-party partner or provid-
er,” explains Michael Piercy, vice president of 
dealer development. “The biggest issue was we 
never offered a complete service, which meant 
dealers had to use several sources to deliver 
a complete solution. In other words, dealers 
were struggling to find long-term corrective 
or performance enhancing development to en-
sure better functioning teams and more effi-
cient operations.” 

Online Campus
Over the years, the Dealer Institute has 

amassed a sizable library of self-help train-
ing videos and programs in its Online Cam-
pus. According to Piercy, “The Online Cam-
pus still provides a much-needed tool in the 
industry and remains a staple for many deal-
ers. But we have expanded the DI’s focus to 
help dealers keep their workforce development 
plans moving forward.

“The neat thing about where we are today is 
how well our offerings complement each oth-
er. The Online Campus helps in areas where 
classes and consulting can’t, and it provides 
much-needed reinforcement in between in-
person initiatives.”

Dealers help shape training
Even with an excellent group of trainers, 

the DI relies on training feedback from deal-
ers. As Piercy explains, dealers have always 
been key with development of DI programs 

to provide solutions to relevant issues. 
“With change happening so quickly in our 

industry today, it’s imperative DI training and 
consulting providers are able to adapt quick-
ly,” says Piercy. 

“There are things that will always be staples 
in running a successful dealership, and those 
will be relevant 100 years from now. Howev-
er, with evolving HR issues, recruiting issues, 
more educated customers, more online com-
petition, right to repair conversations, rapidly 
evolving technological advances, and a pleth-
ora of other issues, relevancy is of the utmost 
importance. This means we have to be able to 
evolve with the industry and stay close to our 
members and their issues.”  

In addition to DI-specific training, deal-
er performance groups are also a part of train-
ing offered through the association. Piercy ex-
plains what distinguishes these groups from 
other DI training.  

“The performance groups are specifically 
designed to grow the executive leadership of a 
dealer organization, through an environment 
that holds them accountable to their peers 
for improvement and performance,” he says. 
“Our groups help dealers formulate their an-
nual goals and objectives and, in essence, cre-
ate an executive board they answer to when as-
sessing their goals. So, while the training and 
consulting projects focus more on workforce 
development, performance groups focus more 
specifically on organizational growth and per-
formance.”

DEALER INSTITUTE

Dealer Institute trainers 
meet on-site with dealership 
employees who participate in 
various programs. When you put 
trainers in front of dealership 
staff, both reap the benefits. 
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Workforce development surveys 
In the last two years, the association has 

conducted dealer surveys about workforce de-
velopment. The surveys provided DI a look 
inside dealerships and what dealers say their 
needs are. 

The results show that employee training is 
something dealers want, but they may not have 
the resources or time to do it and do it well. 
Piercy says the surveys affirmed what DI train-
ers have observed for years. “The confirmation 
of those needs from dealers helped to validate 
our message. It also speaks to one of the great-
est frustrations in our industry, and this isn’t 
exclusive to training and development, which 
is how reactive we are,” says Piercy.   

“Having worked in development roles 
outside of the equipment industry, it’s been 
daunting to see how far behind other indus-
tries we are when it comes to developing our 
people. The Harvard Business Review did a 
study across all industries four to five years 
ago and found the average organization loses 
25% of its bottom-line profit to people issues,” 
continues Piercy. 

“When looking at our industry, that num-
ber exceeds 45%. We also know the number 
one reason people leave an organization is be-
cause of management. It doesn’t take long to 
see the correlation between needing a bet-
ter trained workforce and people issues being 
costly. A prime example, which has been beat-
en to death over the years, is taking top tech-
nicians and making them service managers 
and expecting them to run one of the most 
critical departments in the dealership with-
out training on financials, scheduling, war-
ranty reimbursement requirements, leader-
ship, and a slew of other things. We have to 
do a better job giving our people the tools to 
be successful.”

And, according to Piercy, there is a thirst 
for training. “The good news is we have some 
of the best people on earth working in our 
dealer organizations. Moreover, we have 
learned that not only do our mid- and execu-
tive-level managers need development, most 
of them want it. They want to get better, to be 
more successful, and to help drive their orga-
nizations forward.  

“One last thing I would say about the sur-
veys is it’s been refreshing to see a turn in con-

versations with dealers, who are now interest-
ed in training and developing their employees 
as opposed to checking a box that suggests ‘it’s 
been done.’ It’s a great thing to see.”

Moving the needle on management 
training 

The Dealer Institute is working to quench 
the thirst of dealers and management staff 
who need help with developing the next gen-
eration of mid- to executive-level personnel. 
He says the DI is focused on four critical areas.

“The first is a holistic development pro-
gram (Dealer Management) designed to help 
organizational leaders have a more complete 
understanding of dealership operations, and 
how everything needs to harmonize to max-
imize efficiency, effectiveness and profitabil-
ity. The second is an aftermarket program 
(Aftermarket Management) that brings parts 
and service managers together to learn how to 
work together effectively, eliminate silos and 
to help each other achieve the highest perfor-
mance possible.”

The third is a leadership development se-
ries called People Smart Leaders, focused spe-
cifically on developing leadership interper-
sonal skills, elevating leadership effectiveness 
and creating cultural expectations for the en-
terprise.

The fourth, says Piercy, is “a complete-
ly customized on-site program, where we use 
root- cause analysis to determine organiza-
tional issues, prioritize them, and develop a 
long-term solution to deal with each of them 
over a period of time. We spend too much time 
trying to control mature weeds instead of pull-
ing them up by the roots.” 

Feasibility of helping dealers devel-
op management staff

The culture of a dealership is personal and 
it’s driven by what management sees as the 
best path to success. The question is whether 
it’s feasible for the DI and its trainers to help 
dealers shape and train their management 
teams?

“It’s very feasible and it should be a goal, or 
necessity, for people who are moving into roles 
where they’re required to have a real working 

knowledge of key areas,” says Piercy. “For ex-
ample, we’ve had discussions with progressive, 
high-performing dealerships with veteran af-
termarket managers who know what absorp-
tion is and when it’s good or bad, but can’t tell 
you why it was good or bad.”  

“In other words, they can tell you when 
they had a bad quarter, but can’t explain how 
it happened or what levers to pull to improve 
it,” continues Piercy. “They may understand a 
financial statement, but not be able to under-
stand when it’s okay for a key performance in-
dicator to not line up to the industry standard 
because of the effect of something else. They 
may know how to use software for schedul-
ing technicians, but are they budgeting labor 
hours appropriately?

“Over the last seven years, we’ve completed 
over 25 Service Management installs and the 
average return back to dealers was in excess of 
$267,000 in additional revenue per location, 
most of which is recovered from plugging de-
partmental leaks. Most of these installs were 
in high-performing organizations and the 
corporate and location aftermarket managers 
were excited to learn how to do some things 
better. People want to grow. We all want to 
do better, regardless of where we are on the 
chain.”   

Working with larger dealer organi-
zations

Like the merger of associations to create a 
new NAEDA to expand services, dealer orga-
nizations have also been increasing their foot-
prints to serve their growing customer bases. 
Piercy discusses how the DI works with deal-
ership groups that continue to grow larger in 
their number of locations and employees.

“We’ve worked with large dealer groups in 
a number of ways from large scale, multiyear 

The Dealer Institute is working to quench 
the thirst of dealers and management staff 
who need help with developing the next 
generation of mid- to executive- 
level personnel. 

CONT. ON PG 28
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projects focused specifically on their organization to coordinating 
multiple departments and people in our public offerings to a hybrid 
approach of both of these,” adds Piercy. “The growing trend is what I 
mentioned earlier with root cause analysis, the prioritization of needs, 
and a multiyear training and consulting package to get the entire orga-
nization moving forward together. Another reason this trend is grow-
ing is that multiunit organizations face blending multiple cultures, 
employee habits, and business processes.  So, to have short- and long-
term plans to bring all of those pieces together is extremely vital. Most 
organizations are too complex to not have a plan.”

Working with manufacturers
For a variety of reasons, manufacturer-based training is used by 

dealers and the DI has worked with manufacturers on training pro-
grams.  

“The DI has worked with every mainline manufacturer and 
many shortlines in a variety of capacities. We’ve provided training 
to the dealer channel through various manufacturers, been involved 
in merger and acquisition transactions, are managing performance 
groups, and helped develop internal and field personnel by helping 
them better understand the dealership business,” says Piercy. “Man-
ufacturer training isn’t going away, especially with product chang-
es rolling out every year.  But we have been fortunate to help dealers 
through those relationships.”

Training investment
Irrespective of a dealership’s footprint, one or more locations, 

training is an investment. 
“The reality is some dealer organizations suffer the consequenc-

es because they don’t properly train their employees. People leave, 
or struggle, or perform poorly when they feel unappreciated,” says 
Piercy. “Workforce development is a major force in today’s business 
world, and it behooves our dealer leaders to change their training 
views and methods.”

“Most employees want to be a part of something bigger than they 
are, belong to something they can contribute to, and be recognized 
for those contributions. But ultimately, the proof is in the pudding, 
as my grandmother used to say. The proof is found in high-perform-
ing organizations that have made the decision to invest in training 
and not just check a box,” continues Piercy. 

“They have real numbers associated with the investment per em-
ployee and the return on that investment, and the increase is often 
staggering. When trying to help dealers change their thinking about 
training, the most effective way is to share numbers that show im-
provements when employees are engaged. Employees shape the suc-
cess or failure of an organization. When they’re engaged at a higher 
level, they become more efficient and effective. When dealers invest 
in training their employees, every aspect of their business benefits.”

Henry Ford, founder of Ford Motor Company, understood the 
value of training when he said, “The only thing worse than training 
your employees and having them leave is not training them and having  
them stay.” 

That leaves dealers with two options – train or not train and the 
Dealer Institute is in session.

EDM FEATURE DI Trainers
Experience makes  
the difference

Dealer Institute programs are entirely dealer- 
focused and aimed at helping dealers tackle 
their industry-specific business challenges. 

“The farm equipment business is unique, regardless of your 
OEM. Developing the talent to fill entry-level management posi-
tions, such as parts and service managers, is vital to growing our busi-
ness,” says Owen Palm, 21st Century Equipment. “We have found 
that utilizing the six-module management training program provided 
by the association’s Dealer Institute exposes our emerging leadership 
team to industry experts across the entire range of dealership opera-
tions. We found the training to be flexible and when we have brought 
it on-site, it was especially effective.” 

As a trusted resource for dealers looking for a business develop-
ment partner to help them excel within their marketplace and thrive 
in an ever-changing business environment, it’s vital to have a strong 
stable of trainers with industry experience and the ability to work with 
dealership operations of all sizes. 

“One of the things that’s noticeable about the DI is the quality of 
its trainers, most of whom have actual dealership experience,” says 
Michael Piercy, vice president of dealer development. 

“We can’t say this enough, our trainers make all the difference. Ev-
ery one of our technical trainers – parts, service, wholegoods, finan-
cials, dealership operations, mergers and acquisitions – come from the 
equipment industry,” notes Piercy. 

“They are all former successful owners or corporate leaders with 
the experience and success to backup what they’re teaching. The only 
exception is Dr. Larry Cole, who has worked in this industry for the 
last 15 years. Dr. Cole’s primary focus is helping our industry become 
more aware of the need to develop the people side of the business, and 
his influence in our industry has been huge. These guys truly live and 
breathe this industry and are passionate about making it better, by 
helping our dealers do business better, through methods proven suc-
cessful in this industry.”

Shawn Skaggs, Livingston Equipment, agrees DI trainers make 
the difference. 

“The Dealer Institute has become a critical part of our person-
nel development program. It’s training that our people come back 
from with actionable knowledge that their excited to put to work in 
the dealership.” 

Let’s meet the DI Trainers. 

Brett Barriage 
Specialties: Performance Group Facilitator 

For nearly a decade Brett Barriage was 
CEO of Premier Equipment, a 300-plus em-
ployee, eight-store John Deere dealership in 
Ontario, Canada, where he brought coach-
ing and leadership to the organization dur-
ing a complex merger.

Premier Equipment was created when 
Barriage successfully led the merger of two 

CONT. FROM PG 27
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separate John Deere dealerships, including Elmira Farm Service where 
he held the position of general manager for six years.

During his tenures as general manager and CEO, Elmira Farm Ser-
vice and Premier experienced incredible revenue growth, both premerg-
er and post-merger, and a significant reduction in expenses. Barriage led 
the committee that constructed a new corporate office and largest store 
location. A big reason for the company’s success was his focus on lead-
ership development and culture.

Under his leadership, the company developed its own internal lead-
ership assessment based on its unique culture, launched Premier Lead-
ership University to prioritize development, and revitalized its perfor-
mance management system through a focus on coaching leadership. Not 
only was Barriage a client of Building Champions for years, but he also 
brought the company’s coaching and tools to employees through one-
on-one coaching and customized leadership experiences.

Dann Olesen 
Specialties: Leadership, Operations, Aftermarket 

Dann Olesen has more than 30 years’ ex-
perience in the equipment industry. He start-
ed his career behind the parts counter at his 
family’s farm equipment dealership. In 1983, 
Olesen became a partner and took the role of 
parts manager and later trained his replacement 
when he moved into equipment sales. Olesen 
became CEO of the company in 1995, and led 

many years of double-digit growth and expansion. Throughout this pe-
riod, he also spent time working in every department in order to gain a 
full understanding of how everything works together. His career growth 
was supported by membership in a 20 group and participation in a TEC 
Group, a talent recruiter for companies. 

Olesen also was active in the Canada East Equipment Dealers As-
sociation, where he held many positions, including chairman of the as-
sociation. 

After closing the dealership in 2012, Olesen joined a larger dealer-
ship group as vice president of aftermarket sales. In addition to leading 
the parts and service teams to year-over-year growth and profitability, he 
spearheaded a leadership development program for all managers with-
in the company. This program involved customized training that fo-
cused on leadership skills, financial management and operational man-
agement, all of which was supported by ongoing coaching/mentoring. 

As a lifelong student of business, Olesen helped plan the dealership’s 
long-term strategy and successfully execute its objectives. He joined the 
Dealer Institute in 2021 to continue sharing his knowledge, experience 
and passion to others in the industry.

Gord Thompson 
Specialties: Financial Management, Mergers and Acquisitions

Gord Thompson has more than 28 years’ 
experience in the equipment industry finan-
cial management sector. He began his career 
with a national accounting firm prior to join-
ing his family’s Case IH dealership in 1986. 
He was dealer principal and general manager of 
the two-store dealership in Saskatchewan until 
2014, when he sold it to Redhead Equipment. 

He retired from Redhead in 2015. 
As a dealer, Thompson served on the board and as president of the 

former Canada West Dealers Association. His dealership also belonged 

to a 20 group throughout that time.
In 2016, Thompson joined the Dealer Institute as a trainer, special-

izing in dealership financial management and training dealer staff on 
understanding and using financial information.

Jim Kelley 
Specialties: Wholegoods, Operations, Sales

Jim Kelley has spent most of his career in the 
agricultural industry. Born and raised on the 
family farm in Weyburn, Saskatchewan, where 
the Kelley family began farming in 1916, he has 
had a distinguished 30-year career in agricul-
ture.

Kelley understands all aspects of equipment 
dealerships, having experience with three ma-

jor equipment manufacturers. Starting as a technician, he transitioned 
to sales where he progressed from salesman to sales management, re-
gional sales management, and then partner in a multistore operation. 

Kelley has developed a non-theoretical, hands-on agriculture sales 
training program focusing on account management and relationship 
sales. Using this long-term proven technique, he has guided sales repre-
sentatives to develop and grow their relationship-based strategies, allow-
ing them to successfully increase customer loyalty, sales and profitability. 

Kelley’s approach to training is practical and straightforward. He is 
able to effectively connect with the individuals he trains having been in 
their shoes. His non-theoretical approach ensures successful implemen-
tation of the training. 

Wayne Brozek 
Specialties: Aftermarket, Parts, Service, Operations

Wayne Brozek started his career in the au-
tomotive industry in high school as a parts de-
livery driver. After graduation, he moved to 
Colorado and decided to stay in the automo-
tive business while attending college. He held 
several positions within a dealership’s parts de-
partment: shop counter/wholesale phones/re-
tail counter/assistant manager, and finally parts 
manager.  

Brozek worked to improve the health of the dealership’s parts inven-
tory. He became well known as an expert in inventory management and 
prided himself on having best-in-class inventory performance. He was 
asked to be the service manager and went to work on building a new way 
to pay his technicians on their productivity and their ability to increase 
maintenance penetration. After several years of being the fixed opera-
tions director, Brozek was moved into the sales department as sales man-
ager. He always joked that the sales guys got cookies and treats for selling 
vehicles and the fixed operation departments got the bill for those treats. 

As sales manager, Brozek had the opportunity to partner with a group 
to purchase the dealership where he started his career. A few years later, 
he left the partnership to join an ag dealer group that had six locations. 
He brought his experience in service operations to improve the groups 
service profitability and changed the entire technician compensation 
program.  Over the next several years, the group had grown from six lo-
cations to 16 locations.  

Brozek was asked to be part of a dealer performance group and helped 
work on a new performance metric for all John Deere dealers. The com-
pany that started the performance group then asked him to assist with 

CONT. ON PG 30
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consulting and training John Deere dealers globally.  Brozek trained 
dealers all over the globe on ways to improve both their parts and ser-
vice operations and eventually started his own consulting business. He 
and his team pride themselves on improving their customers finan-
cial health and making their employees more productive and engaged.  

Larry Cole, Ph.D.
Specialties: Leadership, Management, Culture, Customer Service

Larry Cole earned a doctorate in psycholo-
gy from the University of Oklahoma.

He was on the faculty of Arkansas Tech 
University and served as CEO of a Compre-
hensive Mental Health Center before founding 
his consulting company, TeamMax®, in 1989.

Since t hen,  Cole  ha s  spec ia l -
ized in improving leadership effective-

ness and teamwork while fostering the fact that frustration is 
your best friend. He created the TeamMax® Advantage method-
ologies to measure behavior change in real-time. In addition to the  
books and manuscripts shown here, he has written numerous articles 
for professional, business and trade magazines, and written several un-
published manuscripts that he offers. He has worked in the agriculture 
industry for over 15 years.

EDM FEATURE

Books

• “Frustration is Your Best Friend”
• “People-Smart Leaders” (with Michael Cole, Ph.D.)
• “Communication in Poultry Grower Relations”
• “Teamwork in Poultry Production”
• “97 Things to Take Your Sales Career to the Next Level” (with Byrd 

Baggett, CSP)
• “Charismatic Leadership” (with Byrd Baggett, CSP)

eBooks

• “Smart People Work People Smart” (with Byrd Baggett, CSP, and Mi-
chael Cole, Ph.D.)

• “Being the Leaders Followers Like to Follow” (with Byrd Baggett, CSP, 
and Michael Cole, Ph.D.)

• “People-Smart Coaching” (with Byrd Baggett CSP, and Michael Cole, 
Ph.D.)

• “A Handbook on Transformational Leadership” (with Byrd Baggett, 
CSP, and Michael Cole, Ph.D.)

• “Putting the Work in Teamwork to Work”
• “What Quantum Physics and Leadership Have in Common”
• “The Leadership Difference”
• “What the 12 Step Program Teaches Leaders about Leadership”
• “The Journey to Vulnerability Trust Travels Through Transparency”

Unpublished manuscripts are available upon request. 
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Register today for the 2022 North American Dealer Conference 
in Nashville, Tennessee, from November 15 - 17 for two days of 

learning, collaborating, and networking. 
At the North American Dealer Conference, you’ll get the answers, 

solutions and information you need to gain greater clarity—and create 
a vision for your dealership’s success for years to come.

REGISTER TODAY! NADEALERCONFERENCE.COM

NORTH AMERICAN
DEALER CONFERENCE
NOVEMBER 15 - 17, 2022
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Equipment Dealer Consulting 
Helping dealers survive and thrive
by NAEDA STAFF

With the unification of asso-
ciations to create the new 
NAEDA, members of the 

new association will have access 
to a broader range of programs, 
products and services than ever 
before. 

One of the foremost services offered by the 
association is Equipment Dealer Consulting. 
EDC was formed under a different name over 
75 years ago, according to Curt Kleoppel, 
who’s spent 41 years serving the association 
and its members in various capacities. 

Under the new NAEDA, Kleoppel will re-
main what he was premerger, chief financial 
officer and treasurer. He will also continue as 
president of EDC. 

EDC’s roots are deep
The accounting department was always 

a fixture at the former Western Equipment 
Dealers Association. Beginning in 1945, 
Western began providing accounting and tax 
services to its farm equipment and retail hard-
ware members.

“In 1986, the accounting department be-
came its own public accounting firm, after 
I passed the CPA exam,” explains Kleoppel. 
“The firm started as Robert M. Charbonneau, 
CPA, P.C, then became SWA Financial Con-
sulting, P.C and then changed to Equipment 
Dealer Consulting, LLC around 2013.”  

Since becoming a public accounting firm, 
EDC services have expanded beyond account-
ing and tax services. “EDC worked with the 
association’s former legislative director in 
2016 to assist with the Tax Reform bill. We 
met several times with congressional tax com-
mittees over the proposed interest deduction 
allowed for companies,” says Kleoppel. “We 
were able to add the ‘floor plan interest deduc-
tion’ to the bill to allow farm equipment deal-
ers and other eligible businesses to continue 
to deduct floor plan interest paid on invento-
ry for sale. This was a big tax deduction that 
was able to stay in place.  

“The Cost of Doing Business Study was also 

FEATURE

instrumental in our argument on the negative 
impact it would have had on businesses not be-
ing allowed to deduct 100% of their floor plan 
interest. So, this is one reason we encourage 
members to participate in the CODB to help 
promote future tax legislation for equipment 
dealers,” adds Kleoppel.  

The EDC performs the analyses of CODB 
data and prepares the study for members and 
has done so since 2007.

“The other big deduction in the tax bill 
that EDC helped to get enacted was the 20% 
pass-through deduction on income from pass-
through entities, such as partnerships, S-Cor-
porations, LLCs, etc.,” adds Kleoppel.    

Mergers and acquisitions
The rate of change in the equipment in-

dustry has been rapid and shows few signs of 
tapering off. As a result, dealers with plans to 
expand or exit the industry have come to rely 
on EDC to help determine the fair value of the 
assets they’re buying or selling. According to 
Kleoppel, EDC has been involved in over 600 
valuations since 2003.  

“We were involved in one of the first multi-
dealer mergers on the East Coast back in 2004 
to 2006. Since that merger of several dealer-
ships, EDC has been involved in mergers and 
acquisitions all over the United States and 
Canada. We have helped several companies 
accomplish the mission that they wanted to 
see happen, either through merging or acqui-
sition,” adds Kleoppel.   

“EDC has also done valuations for many 
dealers involving estate tax and gifting needs.  
We have valued several companies for estate 
planning to determine the fair market value 
on the date of a shareholder’s death. We have 
done various estate and gifting valuations for 
dealers to pass stock to trusts, kids and other 
appropriate parties. The CODB is very impor-
tant in valuing dealerships for estate and gift-
ing purposes since the study is specific to the 
industry, breaks it down by volume and repre-
sents an average of all dealers, no matter what 
brand of equipment.  

“EDC also answers questions from deal-
ers who call the association hotline regarding 

sales tax, payroll taxes, some human resource 
questions, tax/audit questions, merger/acqui-
sitions, property tax, general accounting ques-
tions, and more.”  

The EDC staff has over 65 years of experi-
ence in the farm equipment, construction and 
hardware retailing industries.  

EDC is licensed in over six states and will 
be licensed in any state the firm does attesta-
tion work, which is audits and reviews. 

Equipment Dealer Consulting, LLC 
offers the following:
• Certified Audits
• Certified Reviews
• Certified 401K audits
• Compilations
• Tax preparation and consulting
• Valuations for mergers/acqui-

sitions
• Valuations for estate/gifting 

purposes
• Analysis of data and prepa-

ration of annual Cost of Doing 
Business Study

• Quarterly payroll tax reporting
• Preparation of W-2s and 1099s

“Equipment Dealer Consulting, LLC is 
here to help in any way to make their dealer-
ships more efficient and meet their financial 
expectations,” says Kleoppel. EDM

“We were involved in 
one of the first multi-

dealer mergers on 
the East Coast back 

in 2004 to 2006. 
Since that merger 
of several dealer-

ships, EDC has been 
involved in mergers 
and acquisitions all 

over the United States 
and Canada."
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About Us
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industries. This industry knowledge and
experience enables the team to provide the best
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info@naeda.com 
eqdealerconsulting.com

(800) 762-5616

Services
Certified Audits
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Business and/or Individual
Reviews and Compilations
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General Accounting

Serving equipment dealers since 1984
Free Consultation
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Cyber security threats have 
become so prevalent that, re-
gardless of the size or loca-

tion of your dealership, you must 
consider yourself as a potential 
target for cyber attacks.

A survey conducted by MNP found “half 
of Canadian C-suite executives and nearly a 
quarter of entrepreneurs said their business’s 
cyber security was breached in the past year.” 
While 93 percent of the combined groups said 
they felt their companies were effective in pro-
tecting customer data, nearly three in five of 
those polled “either suspect or know for cer-
tain” they were victims of hacking attempts.

The most prudent approach to managing 
your dealership’s sensitive data is to assume cy-
ber attacks will come, if they haven’t already. 
You can’t eliminate all your risks and threats 
with one silver bullet solution, but a strate-
gic approach to cyber security can prevent the 
most likely attacks and help you deal with a 
breach quickly and minimize its impact.

The most common attacks today
News headlines often draw attention to the 

most sensational types of attacks. These sto-
ries usually involve the theft of large amounts 
of compromising data or the release of sensi-
tive information online.

Most cyber attacks never make it into the 
news; but they can still cause catastrophic 
damage. 

According to IBM’s 2020 Data Breach 
Study malicious cyber attacks were respon-
sible for over half of all data breaches over the 
previous year. Of these, the following root 
causes were responsible for nearly 70 percent 
of attacks:

MNP KNOWLEDGE CENTRE

EDM

SEAN KOSIOR, CPA, CA, is a Partner in MNP’s Regina office and is our Provincial Dealership Leader for Saskatchewan. Sean works closely with businesses of 
all sizes, but specializes in heavy equipment dealers. Sean delivers a full suite of assurance services and tailored solutions to help his clients reach new levels 
of success. He gets to know his clients and their businesses to provide them with the most effective advice and services tailored to their needs. He helps them 
stay successful, conducting audits and reviews and delivering corporate tax planning and business consultations. He takes pride in helping his clients discover 
efficiencies within their companies and maximize their opportunities. Sean earned a Bachelor of Business Administration (BBA) from the University of Regina in 
2011. He is a Chartered Professional Accountant (CPA), qualifying as a Chartered Accountant (CA).

• Compromised credentials (19%):  Attackers 
exploited weak passwords or leveraged re-
used passwords recovered from previous 
breaches.

• Cloud misconfiguration (19%): In-house IT 
teams or technology contractors failed to 
properly address security vulnerabilities 
in cloud installations such as Office365 or 
Amazon Web Services.

• Third party software vulnerabilities (16%): So-
called zero-day software flaws (e.g., the 
Solarwinds Orion vulnerability) allowed 
attackers to compromise a business.

• Email phishing (14%): A cyber attacker sends 
a malicious email prompting the recipient 
to click an infected link, download an 
infected attachment, or willingly submit 
login credentials or personal information.

Building an inventory of risks  
and resources

Companies risk investing in their limited 
time and resources in the wrong type of secu-
rity if they simply follow the headlines. Breach 
methods and vulnerabilities vary widely by in-
dustry. Running a dealership, especially if you 
have an in-house financing arm, requires you 
to collect significant amounts of sensitive cus-
tomer data. You also have to maintain ready 
access to a wide range of financial and insur-
ance information.

Generally speaking, the more information 
you collect, the more attractive you are to cy-
ber criminals and the more exposed you are 
to litigation.

There are broadly applicable steps your 
dealership can take to protect itself — invest-
ing in training your staff, using strong pass-
words, obtaining a 24/7 monitoring system, 
and conducting regular reviews of your sys-
tem logs and backups. But going beyond the 
basics requires you to assess where your deal-
ership is most exposed. 

A cyber security health check can help 
identify your dealership’s greatest vulnera-

bilities, capture a snapshot of the assets that 
could be lost, and assess the resources you need 
for protection or to respond an incident. With 
this information, you can set specific prior-
ities and implement a strategic plan to miti-
gate the risks.

Knowing the potential fall out of an at-
tack can also help prepare your team to re-
act quickly and minimize the interruption on 
your dealership.

Be realistic and prepared
According to the 2017 Cyberthreat Defense 

Report by CyberEdge Group, Canadian com-
panies continue to be optimistic when it comes 
to cyber security. And yet, based on their data, 
74 percent of Canadian respondents indicat-
ed that they ha d been compromised by at least 
one successful attack in the past year.

Given the numbers, this optimism may 
be misplaced. Rather than hoping an attack 
doesn’t happen, your dealership, regardless of 
size, needs to be prepared and make security a 
top priority. A strategic plan also allows com-
panies to develop effective employee educa-
tion, build appropriate monitoring systems, 
and invest in modern technology to reduce 
the potential for attacks.

Cyber security  
is inseparable  
from strategy
by  SEAN KOSIOR 

The most prudent approach to managing your 
dealership’s sensitive data is to assume cyber 
attacks will come, if they haven’t already. 

SEAN KOSIOR, CPA, CA, 
is a Partner in MNP’s Regina  
office and is our Provincial 
Dealership Leader for 
Saskatchewan. 

To learn more, contact: 

Sean Kosior CPA, CA 
Provincial Dealerships Leader, SK 
Phone: 306.790.7939 
Sean.Kosior@mnp.ca

Chris Schaufele CPA, CA 
National Leader, Dealerships 
Phone: 604.542.6768 
Chris.Schaufele@mnp.ca 

https://i.crn.com/sites/default/files/ckfinderimages/userfiles/images/crn/custom/Webroot_Q3_2017_CyberEdge_Cyberthreat_Defense_Report.pdf
https://i.crn.com/sites/default/files/ckfinderimages/userfiles/images/crn/custom/Webroot_Q3_2017_CyberEdge_Cyberthreat_Defense_Report.pdf
mailto:Sean.Kosior@mnp.ca
mailto:Chris.Schaufele@mnp.ca
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Let us help you 
with the heavy 
lifting

You make sure your customers always have the right tool for 
the job. You deserve an advisor who will do the same for you. 

Sean Kosior, CPA, CA, Dealership Provincial Lead (SK) | 306.790.7939 | sean.kosior@mnp.ca 
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INDUSTRY
Data sharing between dealers and OEMs  

It helps dealerships succeed 
by MARK MOORE

This is Part 1 in a two-part series. 

Direct and open 
communications with 
OEM suppliers can be a 

vital part of the management 
process. 

Randy Tye, who 
served as vice pres-
ident of invento-
ry management for 
Mazergroup, was re-
sponsible for oversee-
ing the largest New 
Holland dealership 
group in North Amer-
ica, one that encom-

passed 18 locations and 
more than 300 employ-
ees across Manitoba and 
southeastern Saskatche-
wan. His job was to en-

sure that he had the right equipment on the lot. 
Ask anyone in that position today – it’s a very 
challenging job in a market where supply chains 
are stretched thin.

 A veteran with more than four decades of 
experience in the equipment marketplace, Tye 
shared how during his time with Mazergroup 
he promoted and encouraged sharing of infor-
mation among dealership management, sales 
staff, and OEMs. 

OEMs want to know what’s moving and 
what’s in demand. And dealerships want to 
know when the equipment they are quoting to 
customers will be available for delivery. Tye ex-
plains that the system that was in place worked 
but was cumbersome and added to the work-
load of his sales managers. 

“The manufacturer representative would 
call our sales managers on Friday afternoon 
to get a report on the sales activity,” Tye says. 
“That’s just good business because everybody 
wants to know what’s going on, including how 
many products are being quoted, is sales activ-
ity good or slow, or what incentive programs 

NEWS

MARK MOORE has more than 30 years of experience in agricultural communications. His work has appeared in numerous 
publications, including Successful Farming, Progressive Farming, Farm Industry News, Corn and Soybean Digest, Hay and 
Forage Grower, No-Till Farmer.

EDITOR’S NOTE: Randy Tye has spent his entire career in the agricultural equipment industry, working in a variety of sales and 
management positions and with major equipment OEMs.Tye recently brought his industry expertise to the Iron Solutions sales team.

may be on the horizon.” 
“We decided that we should be sharing that 

information with New Holland more directly, 
so we started to provide our sales information 
automatically,” Tye adds. “With the exception 
of our customer information, we would share 
information like what units we were quoting, 
what units were being sold and our projected 
sales activity.” 

System proves its worth 
Tye implemented a system nearly a decade 

ago, and it proved its worth. He added other 
manufacturers to the system and noticed sig-
nificant advantages in helping sales staff pro-
vide the best service to customers. 

Tye says it’s a win-win situation for the deal-
ership and the OEM. “I’ve spent the majority of 
my career talking about tools that can aid sales-
people and make them more professional,” he 
says. And a key step in this process was to deliv-
er products in a timely fashion.

The program Tye built captured all relevant 
information on the sales process, including in-
formation on trade-ins as well as all data on the 
tractor being quoted. Sharing this information 
added benefits to the sales staff. 

“If the regional manager sees that we were 
working on a quote for a specific piece of equip-
ment, he can alert us if there are any discounts 
available,” Tye says. “For example, there’s a 
quote on a certain model tractor on a Friday 
and he has a target program that will be im-
plemented on Monday for that model tractor. 
With the system we used, the regional manager 
knows who to contact immediately to say there’s 
an extra discount that may be coming from the 
manufacturer.” 

That knowledge in a competitive environ-
ment can make the difference in closing the 
sale.

Tye understands there may be some hesitan-
cy when it comes to sharing sales information 
with OEMs. 

“But there is a way to be proactive in sharing 
information with an OEM that provides critical 
information that benefits the OEM and bene-
fits the dealership,” Tye says. “We saw first-hand 
how this program helped us close sales.” 

This proactive sharing of information on the 

sales process proved very helpful. Tye stresses 
that data shared did not include customer in-
formation. “We were careful to safeguard cus-
tomer information,” Tye says. “We were very 
protective of what we shared with the OEMs.” 

“Throughout my career I have worked with 
OEMs and treated them as a partner,” Tye says. 
“Sharing this information benefitted our deal-
ership and the OEM because we both want-
ed the same thing: increased sales and satisfied 
customers.” 

Timely information to customers 
Having this kind of sales data available to 

sales staff across multiple locations proved to 
be a valuable resource in ensuring timely and 
efficient quotes to customers, as well as sharing 
critical sales and marketing data to help man-
age inventory and lock in additional sales. In-
stant information on what was on the lot, the 
status of orders from OEMs, and what quotes 
were out on equipment was shared, taking the 
place of endless phone calls. 

Tye says one example would be if dealerships 
were losing out on sales of balers. He says Ma-
zergroup could look at the information across 
other dealerships to determine the reasons for 
the lost sales, and share that information with 
the OEMs. “Perhaps it’s a new incentive that is 
needed to be more competitive,” he says. “We 
could make those determinations faster with all 
the information in one place.” 

Tye notes that the information shared helped 
him pinpoint areas where he could work with 
the sales staff to drive more sales. “If we found 
that we are losing sales on certain products, we 
could look at our sales data and share with the 
OEM what is happening in the market,” Tye 
says. “If our regional manager knows we were 
quoting a specific machine and he could pick up 
the phone and tell our salespeople that there’s an 
incentive available, we 
could offer that to the 
customer.” 

And because the 
sales systems are inte-
grated, information 
is available in an in-
stant, without a series 
of phone calls, emails 
or paperwork that 
takes time and effort. 
Because speed and ef-
ficiency can make the 
difference. 

“Throughout my career 
I have worked with 
OEMs and treated  
them as a partner,” 
Tye says.

EDM

MARK MOORE  
has more than 30 years of 
experience in agricultural 
communications. 
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DEALERINSTITUTE.ORG

Custom on-site training

Public classroom & virtual training

Performance groups

Custom on-site consulting

Learning management system

ACHIEVING YOUR WORKFORCE

DEVELOPMENT GOALS
JUST GOT EASIER

DEALER INSTITUTE

FEATURED SERVICES

Equipment Dealer Magazine is your one-stop shop for 
news updates from the association on policy, government 
regulations, manufacturer relations, dealership surveys, public 
awareness campaigns, CODB Study, North American Dealer Conference,  
and much more.

Check out the NAEDA Connect podcast series that explores all the hot topics affecting the equipment dealer industry.  
You'll  find featured webinars, Industry Insights, as well as insightful videos and training opportunities from Dealer Institute.
Also enjoy access to digital content of NAEDA’s flagship publication, Equipment Dealer Magazine, featuring some of the 
equipment industry’s most notable experts in dealership management.

www.equipmentdealermagazine.comYour online NAEDA Connection
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NAEDA NOTABLES

Association leader earns honorary degree

John Schmeiser, COO and president of NAEDA-Canada,  
might not be comfortable in a cap and gown, but he  
was comfortable (and deserving) when he received an  

honorary degree in Applied Sciences from a Western Canada  
institution that’s been helping students achieve academic  
excellence for more than 80 years. 

Schmeiser was presented his honorary degree during convocation 
ceremonies in June at the Moose Jaw campus of Saskatchewan Poly-
technic. 

The honorary degree in Applied Studies recognizes extraordinary 
individuals who are making a difference in communities throughout 

Saskatchewan and beyond. Honorary degrees are presented to individ-
uals who have made a significant contribution to education, business 
and industry, or government, and who are supportive of Saskatche-
wan Polytech’s vision, values and overall roles in the local and provin-
cial communities.

The purpose, vision and mission of the four-campus institution com-
plements Schmeiser’s personal passion to motivate higher learning and 
inspire community improvement. 

This is what defines Saskatchewan Polytechnic.

 •  Purpose: We empower a better Saskatchewan.

 •  Vision: To lead the rise of polytechnic education.

 •  Mission: Inspire success in every learning journey.

These characteristics also define John Schmeiser. 

Schmeiser is the longest serving board member for Innovation Place, 
one of the world’s best research and technology parks, where he chairs 
the Human Resources & Governance Committee. He also serves as 
the secretary/treasurer of the Canada Equipment Dealers Foundation. 

He is a member of the advisory board of Advanced Intelligent Sys-
tems, an advisor/consultant for Coleman Research and chair of Equip-
ment Dealer Consulting LLC. 

Schmeiser has served as president of the North American  
Equipment Association Executives, past chairman of the Board for 
IRON Solutions, a Tennessee based technology company, and past 
chair of the Saskatchewan Scrap Tire Corporation.

Schmeiser is a graduate of the University of Saskatchewan, the  
University of Arizona and Western Academy Broadcasting College. He 
successfully completed the Directors College accredited Corporate Di-
rector Development Program through McMaster University and holds 
a Chartered Director designation.

Congratulations, John. 

Association leader earns honorary degree; 
CEDF Golf Tournaments — from rain delays to sunny days
by NAEDA STAFF

Dr. Larry Rosia (left), president and CEO, Saskatchewan Polytechnic, 
presents John Schmeiser with an honorary degree. Schmesier  
said he’s “humbled to receive this honor.”

CONT. ON PG 40

John Schmeiser

CEDF Golf Tournaments – from 
rain delays to sunny days

The association’s golf tournaments were 
anything but sunny days… at first. 
The Saskatchewan golf tournament in Elbow was postponed to June 

27th due to unprecedented rain and cool weather at the beginning of 
June which caused a delay in seeding. We were pleased that all golfers 
were able to make the date change work and a successful Saskatche-
wan tournament was held on the links of Harbor Golf Club at Elbow. 

The Bridges Golf Club in Starbuck, MB was a resounding success 
as the rain held off and the course was in tip-top shape. A great venue 
for those who attended the Manitoba tournament.

(l-r) John Schmeiser, CEO, WEDA presenting a cheque to Kris Brown, AVP 
Advancement, Saskatchewan Polytechnic at the Harbor Golf Club in Elbow, SK. 
The five-year capital funding agreement was made on behalf of the Canada 
Equipment Dealers Foundation to support their new Trades Center  
and campus at Innovation Place in Saskatoon.

CANADA 
EQUIPMENT DEALERS
F O U N D A T I O N
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We look good together.®

We’re invested in how you look, providing 

products and services that enhance your 

business image and your bottom line. 

That’s because if you don’t look good, we 

don’t look good. And when you look good, 

customers take notice.

• Customized uniform programs

• Flame Resistant (FR) and visibility garments

• Restroom and facility services

• Industry leading service and value

• 300,000-plus business customers

UniFirst.com | 800.934.8641 
Alan_Pipe@UniFirst.com 

UniFirst is an Endorsed Vendor for the WEDA network.UniFirst is an Endorsed Vendor for the NAEDA network.
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Equipment Dealer Magazine is the official publication of  
the North American Equipment Dealers Association.
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We hope you have found this issue of Equipment Dealer Magazine both 
informative and educational. We welcome your feedback and invite you to 
submit any ideas you have for upcoming issues. Feel free to contact us at...

info@naeda.com  |  www.naeda.com 
www.equipmentdealermagazine.com
Managing Editor: Joanne Olson

NAEDA NOTABLES

EDM

The Alberta tournament was also postponed due to buckets of rain 
on game day. We were fortunate to postpone the tournament to August 
15th, although due to early harvest our numbers dwindled. With sun-
ny skies and a high of 32°, a great day was had by all who attended at Al-
berta Springs Golf Club in Red Deer.

The British Columbia tournament in Kamloops was postponed, 
however Larry Hertz, Vice President – Canada, will be meeting with 
dealers in BC at a later date. So, keep those golf clubs dusted off for an 
upcoming day on the links with our VP.

Great Sponsors - The value of our sponsors can’t be overstated. 
The association is extremely grateful to our event’s title sponsors, 

Farm Credit Canada, Federated Insurance, Q-Line Trucking, and 
Ritchie Bros. Auctioneers; Case IH and Highline Manufacturing, din-
ner sponsors; Agri-Trade, Canada’s Farm Show and Manitoba Ag Days, 
beverage sponsors; AgDealer, cart sponsor; Federated Insurance, hole-
in-one sponsor; and, BLG and SeedMaster, lunch sponsors. Hole spon-
sors included: Assiniboine Community College, Basic Software, Bour-
gault, Brandt, Careers: The Next Generation, CKRM620 & GX94, 
Corpay, Invest Northern Ireland, Iron Solutions, Kubota Canada,  
MacDon, MNP, MSA, Olds College, RDK Transportation, Saskatch-
ewan Polytechnic, Scott Builders, UniFirst and Versatile.

CONT. FROM PG 39

(l-r) Evan Mosco, Angela 
Mosco of NAEDA and  
Chris Leahey of Federated 
Insurance, enjoying a bit 
of shade on the sunny 
links of Alberta Springs 
Golf Club in Red Deer, AB.

(l-r) Larry Hertz, VP - Canada, 
NAEDA with Nancy Green 
and Wally Butler, both of 
Mazergroup, at Bridges Golf 
Course in Starbuck, MB.

Claude Rouault, of Highline 
Manufacturing (c), flanked by Kevin 
Pauls (l) and Marcus Neufeld (r) both 
of Thunderstruck Ag Equipment, at the 
Starbuck, Manitoba tournament.

Thank you to our sponsors

Innovative tools, services, and 
solutions to help you buy, manage, 
and sell commercial assets.  
Learn more at: RitchieBros.com

DISCOVER THE NEW RITCHIE BROS.
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DREAM. GROW. THRIVE.

MAKE IT EASY TO 
CLOSE THE DEAL
Make it easy to close the deal 
with 0% down payments 
for your customers on loans 
under $100,000.

Call your  
FCC contact  
for more  
information.
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