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What started as a focus on 
repairing electronics in 
the Canadian Parliament 

has become a concern for the 
agricultural and construction 
equipment industry. But with 
the help of dealers, an industry 
solution could be on the horizon.

With several Right to Repair bills being 
pushed in the United States, the North Amer-
ican Equipment Dealers Association (NAE-
DA) has been standing its ground to make sure 
agricultural and construction equipment are 
exempted from such legislation. It was only a 
matter of time before the issue would make its 
way into Canada.

“When Bill C-244 was introduced in Par-
liament during 1st Reading, there were zero 
references to farm or construction equip-
ment,” said NAEDA Canada President John 
Schmeiser. “Then, when other Members of 
Parliament spoke about the bill during 2nd 
Reading, all of a sudden, they brought farm 
equipment into the conversation. That was a 
little concerning, so we immediately reached 
out to all of the Members of Parliament on the 
committee as well as the Members of Parlia-
ment who spoke on the 2nd Reading and told 
them about the industry commitment and 
that legislation was not needed.”

Prior to this 1st Reading of Bill C-244 
in Canada, any Right to Repair legislation 
in the United States that included farm and 
construction equipment had failed or they  
removed language that would affect the in-
dustry.

Upon the vote on 2nd Reading passing 
the House of Commons in October, it was re-
ferred to Parliament’s Industry and Technol-
ogy (INDU) Committee. During the INDU 
Committee meeting on November 14, NAE-
DA was one of three invited groups to testify 
in support or opposition to the bill. Schmeiser 

With Help from Dealer Members, NAEDA 
Continues to Lobby for Industry Solution  
to Right to Repair in Canada
By NAEDA STAFF

and Eric Wareham, NAEDA VP of Govern-
ment Affairs, represented Canadian dealers 
during this session with a 5-minute statement 
followed by a Q&A session for the next 90 
minutes.

“Because of our lobbying effort, we were 
one of the few groups that were invited to 
speak on the bill,” Schmeiser said. “It’s not 
automatic that you get the opportunity to 
speak for or against legislation, but because 
we had contacted enough Members of Parlia-
ment and the Chair of the Committee, and 
they saw how active we were in our lobbying 
efforts, they gave us the opportunity to pro-
vide testimony against the bill.”

When they spoke to the committee, the 
focus remained that NAEDA supports a cus-
tomer’s right to repair their own equipment.

“Nobody has taken away that customers’ 
right to repair their own equipment,” Sch-
meiser said. “What we’ve done is gone even 
further, and we will provide service manuals, 
diagnostic equipment, or special tools to the 
customer if they want to purchase them, as 
part of our industry commitment.”

As a collective, NAEDA believes that Right 
to Repair legislation tends to pit the dealership 
against the customer. Dealers want to see their 
customers succeed and be viewed as a solution 
provider to the customer. An industry solu-
tion, like the MOU between John Deere and 
The American Farm Bureau Federation, or the 
most recent ones with CNH, Kubota, CLAAS 
and AGCO, are the outcomes they are hop-
ing for overall.

“An industry solution is much better than a 

“Because of our lobbying effort, we were one of the few groups 
that were invited to speak on the bill. It’s not automatic that you get 
the opportunity to speak for or against legislation, but because we 
had contacted enough Members of Parliament and the Chair of the 
Committee, and they saw how active we were in our lobbying efforts, 
they gave us the opportunity to provide testimony against the bill.”  
- John Schmeiser | COO, President, NAEDA – Canada

legislated solution,” Schmeiser said. “We also 
made the statement that if a customer pur-
chases the available tools, they can make 98% 
of the repairs themselves. Now, that remain-
ing 2% revolves around emission or safety fea-
tures or the altering of software. As an indus-
try, we cannot support access to those items.”

Because altering emissions or safety fea-
tures is illegal in both the U.S. and Canada, 
NAEDA stands by following the legal proce-
dures put in place for consumer safety.

“If you are monkeying around in the soft-
ware, there are some unintended consequenc-
es that could happen, and a good example of a 
safety feature is the brakes on a tractor,” Sch-
meiser said. 

Every part of a tractor, combine or high 
clearance sprayer is created to handle the man-
ufacturer’s specifications, so when someone 
modifies something, like the maximum speed, 
it impacts the ability of the brakes, transmis-
sion, and engine to continue to perform with-
out harm.

“This can happen even if the customer isn’t 
trying to change the maximum speed in miles 
per hour,” Schmeiser said. “It can happen un-
intentionally with access to the software, so 
for safety and legal concerns, I think we have 
a very compelling argument.”

It all boils down to a “lack of education.” 
Since its inception, NAEDA has been work-
ing to advocate for equipment dealers, which 
in turn is advocating for their customers. 

The mechanics shortage is one of the many 
industry challenges and areas where educa-
tion is needed. NAEDA’s appearance before 
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the INDU Committee also provided an ave-
nue to share these challenges with Members 
of Parliament.

“Our workforce development efforts show 
that what we’re doing is putting a whole bunch 
of money into colleges, training, and scholar-
ships so that more kids come into the industry, 
and hopefully, that will help with our work-
force development,” Schmeiser said.

A common complaint among dealership 
customers regarding repairs is that they do not 
have the time to wait for mechanics to make it 
to the field on a service call or they don’t want 
to pay for the travel time a dealership charg-
es to make the trip. So, a request for improved 
rural broadband access in Canada’s remote ar-
eas was also brought before the INDU Com-
mittee.

Another argument made before the INDU 
Committee was that dealers do not have a mo-
nopoly on repairs. A recent NAEDA – Farm 
Equipment Magazine survey shows that about 
60% of the parts sold at dealerships go direct-
ly to the customers to make their own repairs. 

“A very important message that we’ve tried 
to get across to all of our elected representa-
tives is that the majority of parts that we sell 
right now are being sold over the counter to 
the customer, so the customer is doing the vast 
majority of their repair,” Schmeiser said.

Another argument Schmeiser and NAE-
DA legal counsel are focusing on has ties to 
the Ukraine and Russian War where tractors 
were stolen by the Russian military.

“The manufacturer was able to remotely 
shut down those stolen tractors,” Schmeiser 
said. “So, if you open up the software on a trac-
tor or combine potentially somebody could 
access that tractor remotely and shut it down. 
It becomes a threat to U.S. and Canadian ag-
riculture.”

At this point, Schmeiser and NAEDA 
members hope Bill C-244 stalls out in the par-
liamentary process and procedures, as the bill 
currently has come out of Committee, but did 
not receive 3rd Reading prior to the House ad-
journing for the summer.  

In June, NAEDA met with bill sponsor, 
Wilson Miao, MP for Richmond Centre, as 
part of the ongoing, yet focused lobbying ef-
fort undertaken on this bill.

“We’ve asked for changes,” Schmeiser said. 
“When we met with MP Miao, we expressed 
our concern that this bill will have unintend-
ed consequences for our industry if passed in 
its current form. So, we provided him with ex-
emption language that we would like to see.”

There is some speculation that the Liber-
al Government will prorogue Parliament this 
summer and start a new session this fall. Also, 
rumours of a federal election are also out there. 
If either of those things happen Bill C-244 is 
dead. However, regardless of if that doesn’t 
happen, NAEDA still is asking for everything 
to be put on hold, or for the bill to be amended. 
Additionally, NAEDA is also planning Right 
to Repair demonstrations later this year to 
continue to explain why an industry solution 
rather than legislation is warranted.

“We explained to MP Miao that in April, 
we met with the Canadian Federation of Agri-
culture (CFA) and made a presentation on the 
issue, setting the stage for similar discussions 
on an MOU like in the U.S. Later this year, 
we plan to make a presentation at the CFA’s 
summer meeting. We will call it a ‘Right to 
Repair Demonstration’ where we will show 
all of the tools that are available to their del-
egates about how we support their repairs,” 
Schmeiser said. “Instead of being in the dark 
about what’s available, we’re going to take time 
to fill them in about everything that is avail-

able to them to repair their own equipment.”
The association has done this in Elmi-

ra, Ontario; Portage la Prairie, Manitoba;  
Emerald Park, Saskatchewan; and Red Deer, 
Alberta.

“In each of these meetings, we invit-
ed stakeholder groups and government offi-
cials, and we showed them the tools available 
through the industry commitment,” Sch-
meiser said. “They all pretty much agreed that 
we don’t need legislation because all of this 
stuff is there for purchase should the custom-
er or third-party repair shop wish to.”

MP Miao encouraged NAEDA to keep 
working with the CFA but did not commit 
to pulling the bill back or amending it at this 
point. NAEDA also pointed out to him that 
the 2023-24 federal budget also made refer-
ence to industry consultations on right to re-
pair, and that perhaps this bill was premature. 
MP Miao shared that Bill C-244 provided 
changes to The Copyright Act that will set the 
framework for these consultations later on.

At the time of this article the bill was still in committee and the next step would be to move towards a 3rd Reading before moving 
to the Senate. However, NAEDA has asked for everything to be put on hold, or for the bill to be amended, so demonstrations can 
take place later this year to explain why an industry solution rather than legislation is warranted.

Schmeiser emphasized that one of the 
most significant impacts on this process 
has been individual dealerships reaching 
out to their elected officials and vocalizing 
their stance.

“Our dealers are their constituents, and 
Members of Parliament like to hear from 
their constituents,” Schmeiser said. “That 
has been a critical part of the process; 
dealers stepping up to provide insight into 
what we are doing to help the customer 
and why legislation is not needed. I think 
the Members of Parliament have been 
impressed with the information our dealers 
have provided as part of this lobbying 
effort.”

“Nobody has taken away that 
customers’ right to repair 
their own equipment. What 
we’ve done is gone even 
further, and we will provide 
service manuals, diagnostic 
equipment, or special tools 
to the customer if they want 
to purchase them, as part of 
our industry commitment.”
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I am often asked at 
conferences and in casual 
conversation what I think 

is the most important thing 
that any citizen, business or 
trade association can ask of 
those asking for their vote or 
political support.  

In response, I often quote the brief remind-
er note that former Clinton political strategist 
James Carville famously gave to his candidate, 
Bill Clinton, in the run-up to the 1992 Presi-
dential election. 

“It’s the economy, stupid.”
I may not agree on all policy matters with 

Mr. Carville, but he was right about this, and 
the contents of his note are as true today as 
ever.  

In North American democracies, the econ-
omy, and the taxes that the economy can sup-
port pay for every single public good. Every 
safety net, every farm support program, roads, 
schools, etc., etc…. have as their source of sup-
port - the economy. 

Even for those public goods that receive 
private AND public support - the economy 
must provide that too. 

Policies that help facilitate a strong econ-
omy must be the number one priority, or as I 
used to refer to it when I was in government, 
the North Star of any government that wants 
to leave things better than they found them.  

Is your political priority lower taxes? Do 
you want more infrastructure spending than 
is currently happening in your jurisdiction? A 
growing economy is going to be needed to sup-
port that spending within a fiscally probative 
and long-term plan. A growing economy will 
help avoid deficit financing to achieve this.

Do you want more education support? 
Well, given budget constraint, the surest way 
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POLICIES THAT HELP FACILITATE A STRONG ECONOMY 
MUST BE THE NUMBER ONE PRIORITY.

“It’s the 
Economy, 
Stupid.”
by BRAD WALL

to be able to afford increased education spend-
ing is - you guessed it - a growing economy 
and the increased tax revenue (without tax rate 
hikes) that comes with it. 

All of this seems quite obvious, perhaps. 
Surely, North American governments are fo-
cused on the economy first. Are they?

Culture wars, identity politics and the pro-
gram spending that is the reverse end of an 
economy-first approach seems to be dominat-
ing government and political priorities on all 
sides of the spectrum. 

Sure, we have specific industry-related is-
sues we need to continue to bring forward to 
regulators and governments. But as individu-

als, we can advocate for the common sense of 
an economy-first approach to all levels of gov-
ernment and policy. NAEDA is uniquely po-
sitioned with its very effective government re-
lations and engagement program at the local, 
state, provincial and federal levels to help re-
mind legislators of this basic fact.    

We can remind candidates and sitting pol-
iticians of Carville’s message to his candidate.  

During my last weeks in office, while the 
party was selecting a new leader, I asked for a 
sign to be installed above the door to the cab-
inet room that we exited after each meeting. 

It asked then and still asks, “Did you leave 
things better than you found them?”

It is an interesting exercise to think about 
the answer to that question every now and 
then. When I do, and when I can answer in 
the affirmative it is usually because of some ac-
tion or decision we took in government that 
cost money. Taxpayers’ money that was avail-
able and proffered on the strength of a grow-
ing economy.  

 “It’s the economy, stupid.”

BRAD WALL was the 14th 
Premier of Saskatchewan, 
and is an advisor to the 
North American Equipment 
Dealers Association.

BRAD WALL was the 14th Premier of Saskatchewan. He is the Principal of Flying W Consulting, 
a partner in the CW Cattle Co. Ltd, and serves on various private, public, and non-profit boards. 
He is an advisor to the North American Equipment Dealers Association and moderated a panel 
discussion at the NADC conference in Nashville, TN, November 15-17, 2022. 

In North American 
democracies, the 
economy, and the taxes 
that the economy can 
support pay for every 
single public good. Every 
safety net, every farm 
support program, roads, 
schools, etc., etc…. 
have as their source of 
support - the economy. 

EDM
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Canadian equipment dealers 
should be pleased with a 
recent victory that took place 

in Ottawa this spring when Bill 
C-294 passed 3rd Reading in the 
House of Commons. 

And it’s not a symbolic victory either; it’s 
one that will not only ensure that our custom-
ers have choices when they buy equipment 
from us, but one that will safeguard thou-
sands of Canadian jobs located mostly on the 
Prairies.

Most notably, this victory was achieved 
through the efforts of industry working to-
gether with the support of bipartisan, all-par-
ty consensus in Ottawa.

Every dealer in Canada compliments their 
main product line by holding a retail contract 
for shortlines or specialty pieces of equip-
ment. This is necessary to broaden each deal-
ership’s product offering while acknowledging 
that our full-line manufacturers do not cre-
ate farm and construction equipment for every 
application on the farm or construction site. 
Additionally, in some cases, products manu-
factured by shortline manufacturers are more 
suitable for our local growing conditions or 
construction projects, may be commodity-
specific or may be more innovative or cost ef-
fective.

Canadian manufacturers have gained a 
well-deserved international reputation for 
expertise, quality, and innovation in mak-
ing this equipment. The total number of Ca-
nadian manufacturers, who have had an im-
pact on the world stage, is perhaps one of our 
best-kept secrets. In conversations with deal-
ers and manufacturers across North America, 
I proudly state that “where I grew up, nowhere 
else in the world is there a higher concentra-
tion of agricultural equipment manufacturing 
than in a 200-mile radius of central Saskatch-
ewan.” People are surprised to hear that state-
ment. But it is true. We have an industry that 
is an international champion on the Prairies 
selling innovation around the globe.

These manufacturers make good products 
that have high customer satisfaction rates, and 
our dealers fight for the right to carry them. 

Parliament Passes Bill C-294, Ensuring Interoperability 
in the Canadian Equipment Industry
By JOHN SCHMEISER, COO, President NAEDA Canada

But it should be noted that these manufac-
turers also have created thousands of jobs and 
make a significant contribution to our econ-
omy. 

Yet, Canada almost lost this industry along 
with the jobs and the small rural communities 
those jobs support because of an oversight in 
the last USMCA discussions.

For modern farm and construction equip-
ment to work (i.e., implements), it must be able 
to ‘talk’ to or “interoperate” with the combines 
and tractors that it is attached to. This interop-
erability has been threatened and eroded by 
makers of tractors and combines with digital 
locks that prevent other parties from accessing 
software on combines and tractors. The inten-
tion of digital locks is to prevent software theft 
or altering the software for nefarious purposes. 

Even more frustrating, the U.S. govern-
ment has language in its Copyright protec-
tions to allow for interoperability. We are in an 
integrated farm and construction equipment 
market in North America, and having two 
sets of rules on interoperability would create 
confusion, discourage choice and could pro-
vide an unfair advantage to a dominant play-
er. Canada was truly out of step on this, and it 
had to be addressed.

That is why Bill C-294 was necessary. Bill 
C-294 allows ag and construction equipment 
manufacturers to legally circumvent “digi-
tal locks” on software allowing for legal data 
transfer and communication between the two 
pieces of equipment.

We maintain that it is not only in our deal-
er’s and customers’ best interests to have in-
teroperability in our equipment, but it is also 
in both the mainline and shortline manufac-
turers’ best interests as well. Imagine the is-
sues we would have if farmers didn’t have their 
powered unit and implement talking to each 
other. And that is why we needed to be in-
volved – we must ensure this practice contin-
ues.

Our first success in our lobbying effort  
was gaining a sympathetic ear from Jeremy 
Patzer, a Conservative MP for Cypress Hills 
- Grasslands in Saskatchewan. On the in-
dustry’s behalf, he introduced the private 
member’s bill (which ultimately became Bill 
C-294).  He championed it through 2nd Read-

ing in the House of Commons and through 
the testimony and debate before Parliament’s 
Industry & Technology Committee. When 
it went to the 3rd Reading in Parliament, it 
passed unanimously. 

So now, with its passage, we have a lev-
el playing field and have ensured interopera-
bility harmonization between Canadian and 
U.S. law. 

And for our Canadian manufacturers, Bill 
C-294 gives the industry the certainty it needs 
to continue to be a Canadian innovation and 
export champion. It also safeguards the jobs 
that go with this. 

The work to save the Canadian ag and 
construction equipment sector was led by one 
of the companies most affected: Honey Bee 
Manufacturing Ltd. of Frontier, Saskatche-
wan, a village of 372. NAEDA Canada was 
pleased to join the fight and the Agricultural 
Manufacturers of Canada (AMC) also played 
an important and critical role.  Other enti-
ties also assisted us, and these deserve credit 
for their involvement. The former federal de-
partment of Western Economic Diversifica-
tion undertook an economic impact study of 
the industry, and the Canada West Founda-
tion provided research, analysis, and advice 
every step of the way.

The ag equipment, or shortline sector, has 
become everything federal and provincial gov-
ernments and economists have said that Can-
ada needs to succeed — innovators, building 
on the production of commodities to create 
new value-added products and selling to mar-
kets other than the U.S. and China. And it has 
built this sector without the millions in sub-
sidies now being handed out by governments 
to the auto and aerospace sector and others. 

The victory we gained in Parliament not 
only ensured customer choice, but secures the 
future for these companies, and the men and 
women who make the equipment that farm-
ers need to attach to their combines to harvest 
crops and to their tractors to seed crops.

Bill C-294 is truly a win for Canada.

EDM FEATURE

For our Canadian manufacturers, 
Bill C-294 gives the industry the 
certainty it needs to continue to be 
a Canadian innovation and export 
champion. It also safeguards the 
jobs that go with this. 
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NAEDA EVENTS

NADC 2024

T E X A S
DALLAS

Join the North American Equipment Dealers Association team and other 
like-minded equipment dealers as they work together to find greater success 

at the 2024 North American Dealer Conference, held at the Renaissance Dallas 
Hotel from January 29-31 in Dallas, Texas.

Successful dealers all have one thing in common – they want to continue to grow 
their knowledge to expand their dealerships to greater heights.

Take on the intensive two days of learning and networking by diving into topics related 
to U.S. and Canadian legislation, culture, leadership, and department success. 

Learn from knowledgeable and renowned speakers including our keynote speaker, Matt 
Mayberry, Wall Street Journal bestselling author.

Get out of your every day. Learn. Connect. Unlock the full potential of your  
GROWTH ENGINE at NADC2024.

NORTH AMERICAN
DEALER CONFERENCE

KEYNOTE SPEAKER | Matt Mayberry
Matt Mayberry’s story began playing linebacker for the  

Indiana Hoosiers and Chicago Bears where the team 
environment laid a foundation for his belief in leader-
ship and peak performance. He is now the author of the 
Wall Street Journal bestseller; Culture is the Way. 

Mayberry has become an expert in his field focusing 
on helping organizations with their culture, leadership 
performance and teamwork. He has made appearances 
in media outlets including Forbes, Inc, Harvard Busi-
ness Review, Fortune, Fox News and Business Insider. In 
addition to speaking engagements, he has worked with 

industry leaders including JP Morgan Chase, NAPA Auto Parts, DuPont, 
Allstate Insurance, Autodesk, and the Federal Bureau of Investigation 
to create positive cultural shifts for their companies. 
In his presentation, Mayberry will focus on three objectives:
•	 How to build a culture where people can become the best ver-

sion of themselves and transform organizational performance;
•	 Discover five common roadblocks that prevent leaders from 

using culture to get the best from their people and how to over-
come them; and

•	 How to implement your playbook for cultural excellence across 
your entire organization.
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North American Equip-
ment Dealers Associ-
ation has joined forces 

with Specialty Equipment  
Insurance Services to create 
the NAEDA member-exclu-
sive extended warranty pro-
gram, NAEDA Protect.

This extended warranty program is geared 
towards making sure not only dealers, but 
their clients are not losing time or money due 
to a piece of equipment needing service, ac-
cording to Edgar Gonzalez, Vice President 
of Sales and Chief Sales Officer for Special-
ty Equipment Insurance Services and liaison 
for NAEDA Protect.

“From the construction firms that are 
making holes where we make skyscrapers, 
these pieces of equipment, push dirt, they 
harvest crops, it’s important to protect them,” 
Gonzalez said. “It’s important to understand 
that our customers have made investments, 
and we, on the other side of that business, 
want to streamline the business at the deal-
er level. So, we are very proud of partnering 
and creating the NAEDA Protect brand and 
program because we feel that this is a virtuous 
and value-added product that’s going to go 
ahead and keep the customer, whoever that 
may be, up and running.”

The importance of the heavy machinery 
used in the agricultural and construction in-
dustries is what drives their dedication to 
dealers and clients. 

“Ultimately, we’ve all been posed the 
question of, ‘Do you want an extended war-
ranty?’” Gonzalez said. “Unless you use your 
vehicle to deliver pizzas or work for Uber, 
which there’s nothing wrong with that, but 
our business is quite different. So, when 
someone asks one of our customers that ques-

A Look into the 
NAEDA Protect 
Program
by NAEDA STAFF

tion, they do take pause, and they do think 
about it, because it isn’t like using your vehi-
cle to get from point A to point B. A farmer 
has to plant his crops, they may have to dig a 
ditch, they may have to go to work… On the 
other side of the business, are construction 
customers. They have to, obviously, pour con-
crete and do roadwork. These are large com-
mercial pieces of equipment. If they’re down, 
it costs time and money.”

According to Lou Klein, Western Region-
al Sales Manager at SEIS and program man-
ager for NAEDA Protect, the white label pro-
gram helps dealer members in Canada and 
the United States by providing protection to 
meet members where their needs are, by of-
fering extended service contracts and warran-
ties on their customers’ machines.

“One of the main things that we like to 
promote is that it does help drive customers 
back to your dealership for, you know, parts 
and services to handle warranties,” Klein 
said. “So, it’s just an all-around way for deal-
ers to expand their business and protect their 
customers at the same time.”

Dealer members have the opportunity to 
sign up through the website - NAEDA - A 
Specialty Equipment Insurance Services Pro-
gram (naeda-seis-program-enroll.com). 

“You can quote business, you can com-
pare prices, make your claims,” Klein said. 
“Everything is a one-stop shop for NAEDA 
members to handle this type of business for 
themselves.”

The program started in late summer 2022 
when John Schmeiser, COO of NAEDA, and 
Kim Rominger, CEO, approached SEIS with 
the overall goal of creating a program that 
would help dealer members protect their  
clients. That led to a discussion with the 

Amynta Group’s Executive Vice President, 
Anthony Slimowicz, and Chief Operating 
Officer of SEIS, Ted Wagner. 

From there, they had plans put togeth-
er by October and hit the ground running 
in November when they announced the pro-
gram at the NAEDA conference in Nashville, 
Tennessee.

Another way dealers can take advantage 
of the program is by applying the warranties 
to their own rental fleets.

“The dealer themselves can treat them-
selves as the customer,” Gonzalez said. “They 
can go ahead and put protection on their 
rental fleets… let’s say that this is someone 
that they are very concerned about absorp-
tion costs; they have an enormous success-
ful rental fleet. But they also have rental fleet 
costs. Well, we can’t speak to the preventative 
maintenance and the wear and tear. But what 
we can speak to is, of course, extended war-
ranty portion. So maybe, obviously an item is 
no longer new. So, an item is not in base war-
ranty; they can go ahead and work this plan, 
treat themselves as the customer and add the 
protection they need.”

Some of the many benefits include ex-
tended service contracts, asset remarketing, 
in-house claim adjustments, 48-hour turn-
around on claims, access to industry experts, 
24/7 registration and processing portals, and 
so much more.

“What dealers really appreciate is our 
fast, quick responses to claims,” Klein said. 
“With an average of being paid within three 
days, that it’s really something that the deal-
ers have come to appreciate knowing that we 
have their back, and they can go to their cli-
ents and let them know that.”

“We are very proud of partnering and creating the NAEDA Protect brand and program because 
we feel that this is a virtuous and value-added product that’s going to go ahead and keep the 
customer, whoever that may be, up and running.” - Edgar Gonzalez, Vice President of Sales and Chief 
Sales Officer for Specialty Equipment Insurance Services and liaison for NAEDA Protect.



SUMMER 2023 • EQUIPMENT DEALER MAGAZINE  9

www.axontire.com

There isn’t a more vast inventory in North America 
dedicated to helping dealers move more iron. 
Leverage over 250,000 square feet of inventory to 
solve any problem a grower may have.

TIRE AND WHEEL
SOLUTIONS FOR
AGRICULTURE
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SERVICE
When you work with AXON,  
you will have a dedicated 
solutions consultant. We 
think Cory Pennington at 
Sydenstricker Implement said  
it best, “They’re never more 
than a text, email or phone  
call away. AXON helps us 
become more efficient.”

INVENTORY
There isn’t a more vast 
inventory in the country 
dedicated to helping dealers 
move more iron. Leverage  
our 230,000 square feet  
of inventory to solve any  
problem a grower may have.

SOLUTIONS
We will never push products,  

but we will always solve 

problems. Think of us as  

a trusted advisor helping  

to improve your bottom line.

9A  C F I  C OMPAN Y  | 

6 |  A XON

NAEDA ADVERTORIAL

DEDICATED TO HELPING YOU MOVE MORE IRON.

This company was started almost 100 years ago out of  
a passion for keeping agriculture moving. It’s that same  
passion that drives us today. 
With a vision for a better experience for both farmers and 
dealers, we set out to create a better way to move more iron. 

why we are here.

FOUR PILLARS OF BUSINESS 
AXON has four key pillars that differentiate us as the best tire  
and wheel option for dealers across North America. 

KNOWLEDGE
Like you, AXON has 
a legacy spanning 
generations in supporting 
the agriculture industry. 
We support more than 
750 dealers annually but, 
most importantly, help 
those dealers move  
more iron.

1 SERVICE
When you work with 
AXON, you will have 
a dedicated solutions 
consultant. We think 
Cory Pennington 
at Sydenstricker 
Implement said it 
best, “They’re never 
more than a text, 
email or phone call 
away. AXON helps 
us become more 
efficient.”

2 INVENTORY
There isn’t a more vast 
inventory in the country 
dedicated to helping 
dealers move more iron. 
Leverage our 230,000 
square feet of inventory 
to solve any problem a 
grower may have.

3 SOLUTIONS
We will never push 
products, but we  
will always solve 
problems. Think of us 
as a trusted advisor 
helping to improve 
your bottom line.

4

WHEN YOU PARTNER WITH US
When you partner with us you immediately gain access to a 
full range of products and solutions designed to meet today’s 
growers’ complex needs. We carry all major brands and sizes of 
tires, wheels, and tracks. From custom colors and sizes to fully 
customized wheels, you can have the solution for virtually any 
problem your customer is trying to solve. 
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6 |  A XON

SUBMIT. SOLVE. SELECT. 
Common Problems We Can Help You 
Solve for Your Customers…

6 |  A XON

COMPETITIVE ADVANTAGE  
TO HELP YOU SELL EQUIPMENT
Whether you represent the sales, parts, or management department of an 
implement dealership, there’s a surprising amount of complexity when it comes 
to ag tire, wheel, and track technology – let AXON worry about that so you can get 
back to supporting your customers. 

m o v e 
m o r e 
ir   n

OUR GOAL? MAKE YOUR 
CUSTOMERS HAPPY.
VISIT     AXONTIRE.COM 
CALL     888-890-1208
EMAIL   sales@axontire.com

TRACTOR SOLUTIONS
With AXON as your guide, feel confident in selling products perfectly suited to your customer’s 
unique applications. From narrow-row specialty tire and wheel combinations to large flotation 
options, we’ll help you move more iron. 

SPECIALTY CROP SOLUTIONS
With offices throughout the Midwest, Texas, and California, leverage our experience in helping 
growers of all kinds. From almond orchards to vineyards and more, we can help you move even 
the most unconventional machinery. 

SPRAYER & SPREADER SOLUTIONS
When it comes to today’s large chemical applicators, the right tire and wheel solution can make 
all the difference. Our industry-leading inventory and product knowledge can help grow your 
bottom line. 

HARVEST SOLUTIONS 
Our solution experts can help you solve various harvest problems, from grain cart flotation, 
single and dual float packages, and specialty tread setups for sidehills. As these machines get 
bigger and heavier, the right tire and wheel setup had never been more important. 
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Stepping Up:
Brett Barriage works 
with Dealer Institute  
to help John Deere 
dealers succeed
by NAEDA STAFF

BRETT BARRIAGE is a trainer at NAEDA’s Dealer Institute as well as a CEO Mentor with Building Champions. Prior to joining both organizations, Brett served 
nearly a decade as the CEO and President of Premier Equipment, a 10-store John Deere dealer in Ontario, Canada.

BRETT BARRIAGE is a 
trainer at NAEDA’s Dealer 
Institute as well as a CEO 
Mentor with Building 
Champions.

After making the move to 
step down as the CEO and 
shareholder at a successful 

John Deere dealership in Jan-
uary 2020, Brett Barriage con-
siders himself “semi-retired” as 
he facilitates annual meetings 
within the Dealer Institute and 
is a CEO member at a company 
called Building Champions.

Prior to his retirement, Barriage was a 
member of the pre-merged version of NAEDA 
(North American Equipment Dealers Associ-
ation), WEDA, where he helped lead growth 
of Premier and took advantage of member-ex-
clusive opportunities.

“I was familiar with the association, used 
different resources, attended conferences, 
used some of the personnel service training, 
and just knew Michael and knew John and 
Larry through that interaction,” Barriage said. 
“Then, back in 2020, I retired as CEO and 
shareholder from the dealership. I was just 
looking to slow down; a different pace of life.”

He sat through many of the various train-
ings provided by Dealer Institute and took the 
opportunity to work as a trainer when present-
ed by Michael Piercy, Vice President of Dealer 
Development at the Dealer Institute.

Through the Dealer Institute, Barriage fo-
cuses on meetings at least once to twice a year 
with John Deere dealers to share “financial in-
formation, set goals and targets that are ap-
proved by their peers, be accountable for their 

performance and how they did on those goals 
and targets.”

In addition to facilitating those meetings, 
which typically take place in January or Feb-
ruary with a standard follow-up around June, 
he works to compile scorecards that evaluate 
dealers performance in comparison to estab-
lished benchmarks that challenge dealers to 
perform with excellence.

Barriage’s experience as CEO of a dealer-
ship helps him understand exactly what these 
dealers might need and how to help them get 
the most out of each meeting.

“There’s a unique perspective with the ex-
perience of having run a dealership,” Barriage 
said. “I understand. I’ve been there in their 
seats. All these guys and ladies are great leaders 
and are great at what they do, but you can ask 
the questions sometimes and just challenge a 
little bit.”

He believes his understanding of the chal-
lenges of running a dealership helps him guide 
the dealers through their growth process.

“Having sat in their seat in the actual 
groups themselves and having gone through 
the goal and benchmark process a number of 
times as a dealer, just gives me a good sense of 
what you as a dealer go through on a daily ba-
sis. It’s important because you’re investing a 
fair bit to be there,” he said.

With his time at Dealer Institute, Bar-
riage wants to emphasize that dealers should 
take advantage of their membership in NAE-
DA and have the courage to step outside their 
comfort zone to find greater success.

“There’s just some great resources and be as 
aware of that as you can… and don’t hesitate 

to improve your staff; improve yourself, your 
organization, which is hard because a lot of 
the leaders of dealerships are often sharehold-
ers or entrepreneurs, so sometimes, it takes a 
little bit of humility to reach outside of your 
organization to get some help,” Barriage said.

In addition to his work with the Dealer 
Institute, Barriage spends his semi-retired 
work-life working with CEO’s and senior ex-
ecs through Building Champions.

“I’ve always had a passion for excellence 
and leadership,” he said. “It’s always been 
something that I’ve strived to do for myself… 
but also other leaders around me to be excel-
lent. That covers so many areas, whether it’s 
performance goals, performance to metrics.”

Building Champions and Dealer Insti-
tute allows Barriage the opportunity to use 
his knowledge and experience to help others 
grow and reach their full potential.

“There’s so many great resources out there 
(through NAEDA) to help you grow your 
dealership,” Barriage said. “Take the step and 
make sure you reach out to find what’s best 
for you, but don’t be too proud to reach be-
yond your own background and experience 
to get what you can outside of the organiza-
tion, through NAEDA, or whoever, to re-
ally help you grow. 
Sometimes, that out-
side perspective can 
be  very powerful in 
terms of growth.”

With his time at Dealer Institute, Barriage wants to emphasize that dealers 
should take advantage of their membership in NAEDA and have the 
courage to step outside their comfort zone to find greater success.

USE YOUR 
RESOURCES 
TO GROW YOUR 
DEALERSHIP
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FOR COURSE SCHEDULE AND REGISTRATION
VISIT DEALERINSTITUTE.ORG

U.S. 800-762-5616 | Canada 800-661-2452

The Dealer Institute is an all-inclusive
integrated approach to training,
development, and consulting
designed to help our customers
achieve operational excellence and
long-term success. Our goal is to be
your trusted advisor and first choice
for business strategy, leadership, and
employee development in the
equipment industry. 
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DEVELOPING
PEOPLE TO
GROW YOUR BUSINESS
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INDUSTRY NEWS

T he debate rages on about which 
is better: battery or internal 
combustion engines; however, 

litigation, mandates, and populari-
ty among certain demographics are 
pushing towards a battery-powered 
future. 

Equipment dealers need to start thinking 
about how battery-operated equipment will 
impact their dealerships – particularly the out-
door power equipment dealers - to stay ahead 
of the curve.

This starts with making sure manufactur-
ers provide instructions and communications 
to inform customers of the proper care and 
safety handling for each unique high-voltage 
battery.

“I think as an Association, and myself pre-
viously being a dealer, we have to really ask 
these manufacturers for more, and I know 
Joe Dykes is working with OPEI trying to get 
answers,” said Dale Magie, part of the deal-
er development team at the Dealer Institute. 
“Because there’s not enough information and 
answers out there on these products coming 
out. It’s a push across the country from autos 
right on down through all equipment. I think 
it’s a gorilla in the room for outdoor power 
equipment.”

Magie’s primary focus at Dealer Institute 
and through NAEDA is within the Outdoor 
Power Equipment sector. Along with others, 
he has found that the safety protocols for han-
dling batteries are not as in-depth as dealers 
need. Even though batteries have been seen 
in smaller equipment like weed trimmers and 
leaf blowers for over a decade, this is slowly 
moving towards equipment such as lawnmow-

SAFETY MATTERS: How to Prepare 
for High-Voltage Batteries at Your 
Outdoor Power Equipment Dealership
by NAEDA STAFF

ers and eventually much larger pieces of ma-
chinery. 

In addition to the growth in popularity 
of battery-powered lawn equipment, munic-
ipalities within cities are starting to set regu-
lations mandating electric mowers and more. 
State and provincial legislation could be close 
behind.

“Change is going to continue to occur,” 
Magie said. “Obviously, if you’ve been in busi-
ness, you know that change is always a part of 
every day, every year, every week. As a dealer, 
you have got to be proactive and be accepting 
to change by looking for the best avenues to 
maximize the change. As government man-
dates continue to come out, this category is 
going to grow; it’s not just about using the as-
sociation to get ourselves educated, and it’s up 
to working with the manufacturers to come 
up with the best business plan we can for how 
this affects their dealerships moving forward.”

For example, one of the six batteries used 
to power a EGO Power+ 42” Z6 Turn Riding 
lawnmower is 56 volts. Because OSHA de-
fines a high-voltage battery as 50v or more, 
this puts each of those six batteries in that cat-
egory. 

Large manufacturers like John Deere are 
also taking the leap into electric. By 2026, 
they plan to have a battery-powered option 
for each of their riding lawnmowers; there-
fore, precautions as a dealer and owner will be 
necessary. That starts with manufacturers be-
ing transparent about their batteries and pro-
viding protocols to the equipment dealers sell-
ing these products.

“The small, handheld equipment has been 
pretty much uniform. It’s not really a concern 
in comparison to the bigger ride-on products, 
and the even bigger products coming out,” 
Magie said. “It’s knowing the products that 

you’re bringing in – what the chemistry of that 
battery is – because that adds variables as well 
to the safety protocol.”

Lawnmowers are the beginning of these 
higher voltage batteries. Companies like Sole-
trac are releasing tractors that use 72v. The risk 
of electric shock or fire increases with these 
larger batteries – not to mention the heavier 
batteries will require proper lifting techniques 
and potentially, a forklift.

“I would recommend that you know what 
the manufacturer can supply you with the in-
formation you need to make the best decision 
on what safety protocols need to be in place 
when bringing in this category of equipment,” 
Magie said. “Because, in a lot of cases, dealer-
ships need to do some enhancements to their 
facilities before they truly stock battery-op-
erated products… We’re continuing to work 
with the manufacturers and KPA (safety and 
compliance team) on trying to get better sys-
tems in place.”

Equipment dealerships need to start pre-
paring for this inevitable shift by taking the 
steps to ensure the best safety practices for 
handling, storing and shipping batteries that 
could be so large that they will need teams or 
forklifts to move them.

Regardless of a dealership’s manufacturer, 
dealers need to focus on a few things:

1.	 Potential Risks
2.	 Safety Precautions
3.	 Employee Training

NAEDA and KPA hosted an on-demand 
webinar focusing on “Creating a Safe & Com-
pliant Li-Ion Workplace” in May of this year.

Mitigating and Planning for  
Potential Risks

The risks related to handling lithium-ion 
batteries are very similar to that of combus-
tion engines but require some early interven-
tions and plans. They should create a founda-
tion for safety which includes:

•	 Hazard Assessments
•	 Hazard Communication Programs

“CHANGE IS GOING TO CONTINUE TO OCCUR. Obviously, if you’ve been in business, you 
know that change is always a part of every day, every year, every week. As a dealer,  

you have got to be proactive and be accepting to change by looking for the best  
avenues to maximize the change."  -  Dale Magie, Dealer Institute, NAEDA 
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•	 Hazard Communication Employee Training
•	 Emergency Plans and Evacuation Maps
•	 Emergency Response Training
•	 Chemical Inventory, Safety Data Sheets, 

and Platform Training
•	 Forklift Operator, Lift Safety, and DOT 

Hazmat for those who will be shipping 
these batteries

Analyzing these risks is just the start. Once 
a dealership has established its hazard assess-
ments, they need to start purchasing the ap-
propriate material to avoid injury and be pre-
pared for any fires or shocks along the way.

Taking Safety Precautions
Safety precautions can be taken in the form 

of the physical environment as well as with 
protective equipment.

Protective equipment includes insulat-
ed tools with rubber grips, electrician rubber 
gloves, and leather gloves to wear over them. 
Each of these items help prevent potential 
electrical shock. 

In addition to the gloves, the dealership 
and technicians will need to have a glove in-
flator to check for air leaks daily. If air can get 
into the glove, then so can electricity. Making 
sure they are airtight will make sure techni-
cians are safe from shock.

Electrician gloves must also be electrostat-
ically tested every six months by a certified 
lab to ensure that the gloves prevent electric-
ity from moving across their non-permeable 
barrier.

The leather gloves protect the rubber and 
make them last longer. Still, some dealerships 
might consider getting Arc Flash full-body 
protective equipment in case of extremely 
high-voltage batteries.

Another safety precaution includes phys-
ical storage of the batteries on site. Many 
brand-new batteries are low risk, but used bat-
teries pose a higher threat.

Ensure your dealership has a specific lo-
cation to store batteries in a well-ventilated, 
regulated space away from other equipment.

Defective batteries in thermal runaway re-
lease a form of gas that can cause fires or oth-
er disastrous situations, so all employees must 
be aware of what damaged or defective bat-
teries look like.

Employee Training
Teaching employees the calling signs for 

damaged batteries will help mitigate the risk 
of shock and fire.

Three types of battery damage:

1.	 MECHANICAL: when the battery is physical-
ly compromised by being crushed, dropped, pene-
trated, etc.

2.	 THERMAL:  this can be the result of faulty cell 
design, cell manufacturing flaws, external abuse 
of cells, in-efficient battery package design, or in-
adequate charging system design.

3.	 ELECTRICAL ABUSE: a common mistake made 
is leaving certain batteries on the charger past 
their full charge. This can cause failure within the 
circuits and should be avoided for specific types 
of batteries. It is suggested that owners read the 
user manual to know whether their battery can be 
on the charger longer or not.

In addition to knowing the types of battery 
damage, seeing early signs of failure can also 
help reduce risks.

Early signs of failure can include physical 
deterioration to the point of thermal runaway, 
a change in batter charging efficiency, battery 
heating to unseen temperatures during charg-
ing – particularly near the end of a charging 
cycle, and the charging capacity is higher than 
the amount of energy used before needing a 
new charge.

Because battery failure can lead to fires, 
keeping a fire extinguisher nearby is a good 
idea. The thing about electric fires versus those 
of a combustion engine is that they do not go 
out in a traditional way. 

Electric fires tend to reignite with little 
warning, so a common practice is to initially 
extinguish the flames to then be able to move 

the battery to a designated battery burn loca-
tion that is outside and away from any other 
combustible material. Once in a safe location, 
the battery could then be allowed to burn it-
self out. 

Once the fire is out, or even if a battery has 
been determined to be a failure, the next step 
is to dispose of the now useless item. 

One thing dealers, technicians, or individ-
uals should not do with their failed batteries 
is throw them away. This can cause fires on 
the dump truck, landfills and anywhere in-
between. 

Cirba Solutions has created a recycling 
process for high-voltage batteries. There are 
two protocols.

The first is for non-damaged batteries. Sup-
pose your dealership is looking to send back 
batteries that were the wrong order. In that 
case, they can purchase a collection contain-
er from Cirba Solutions, tape the terminals to 
prevent short circuits, place the batteries in 
the purchased container, and ship as normal.

For damaged batteries, dealerships can 
purchase containers that range from $86-275 
USD. They can then line the container with a 
provided bag, seal each battery in its own anti-
static bag, cover with the provided packaging 
material, secure the lid, seal it within the over-
pack box, and attach the appropriate label.

Equipment dealers need to  
start thinking about how  
battery-operated equipment 
will impact their dealerships – 
particularly the outdoor power 
equipment dealers - to stay 
ahead of the curve.

Shown above, the EGO POWER+ 42” Z6 ZERO TURN MOWER. For 
example, one of the six batteries used to power it is 56 volts. 

Because OSHA defines a high-voltage battery as 50v or more, 
this puts each of those six batteries in that category.

EDM
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HR SOLUTIONS

A Look at Canadian 
Agribusiness Trends  
by BONNIE JOHNSON, AgCareers.com 

EDM

is a member of the Talent Solutions Team at AgCareers.

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

BONNIE JOHNSON has more than twenty years of professional marketing experience, including nine years with AgCareers.com. As a marketing specialist, 
she supports the AgCareers.com team and brand through marketing and communications efforts. This includes internal and external communications, email 
marketing, company branding, market research, and data analysis. Please send questions and/or comments to bonnie.johnson@agcareers.com. 

The number of positions posted on AgCareers.com by employers in 
this remote/work-from-home category increased by more than 300% 
from 2020 to 2022. This growth trend continues to climb, with 34% 
growth again in 2022. Canadian remote positions were most frequent-
ly posted in the Communications, Promotion & Public Relations; Crop 
Production; and Equipment/Manufacturing & Technical industry 
types. Looking at career types, remote positions were most frequent-
ly posted in the Sales/Retail and Business Development career types.

MOST COMMON CANADIAN REMOTE / WORK-FROM-HOME  
JOBS ON AGCAREERS.COM
TOP INDUSTRY TYPES	 TOP CAREER TYPES
Communications, Promotion 	 Sales / Retail 
& Public Relations	
Crop Production	 Business Development / Strategic 	
	 Management
Equipment, Manufacturing 	 Marketing & Branding 
& Technical	
Chemical, Pesticide & Fertilizer	 Customer Support
Plant & Soil Sciences, 	 Agronomist 
Seed & Biotechnology	

Candidates’ interest in remote positions illustrates prolonged growth 
in response to work-from-home availability; the needs and expectations 
have persisted post-pandemic. Searches for the keyword “remote” were 
up 40% in the past year on AgCareers.com. 

COVID changed the way agricultural organizations manage peo-
ple. More than half of employers surveyed in the AgCareers.com 2022-
2023 Canadian Agribusiness HR Review™, offer a hybrid work sched-
ule, and 20% offer a fully remote option. More employers are also using 
flexible work arrangements. 

While flexibility isn’t always possible in every role, if used correctly, 
it is a powerful recruiting and retention tool. Canadian agribusinesses 
taking part in the HR Review™,noted their most 
common flexible work arrangement offered was 
flexibility in schedule. The second most common 
arrangement was a hybrid schedule.

Continuing to rebound, the Canadian unemploy-
ment rate dropped again in 2022. Strong hiring 
in the agricultural sector also grew, with a 31% 

increase in Canadian jobs posted on AgCareers.com. 
Annually, AgCareers.com reviews trends in jobs, candidates, and 

site activity in our Canadian Agriculture & Food Job Report. This re-
view of trends helps the industry identify career trends and look forward.
Careers

AgCareers.com and employers categorize job postings by career type. 
Nationwide, Sales/Retail was the top career type in Canada, followed 
closely by Operator/General Labourer. There were also strong numbers 
of agronomists, maintenance/repair, and operations careers. 

Additionally, we examined the top trending career types of jobs post-
ed on AgCareers.com. Maintenance/Repair positions experienced the 
largest growth over the year. 

TOP TRENDING JOBS BY CAREER TYPE	 % Increase
1	 Maintenance / Repair	 184%
2	 Engineering	 167%
3	 Consultant / Agent	 94%
4	 Education / Training	 82%
5	 Marketing / Branding	 61%
6	 Accounting / Finance / Asset Management	 39%
7	 Transportation / Truck Driver	 37%
8	 Agronomist	 27%
9	 Warehouse / Cellar Worker / Inventory	 20%
10	 Operations	 8%

Remote & Work-from-Home
AgCareers.com added a new work environment option for employers 

to specify in 2020: Remote/Work-from-Home. We added this because of 
employers’ increased offerings of remote opportunities and heightened 
demand from job seekers. 

For additional 2022 trends including a closer look at candidates’ education level, location and 
experience, download a copy of the full report at www.AgCareers.com under market research, 
or review the Agribusiness Job Report at www.agcareers.com/reports.cfm.

*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.
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PEOPLEsmart LEADERSHIP 
PRINCIPLES

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

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

Many of us are inflicted 
with a terrible disease of 
thinking - knowing only 

what I want to know! Is that be-
ing hardheaded and stubborn? 
The problem with this attitude 
is you don’t know what crucial 
information you’re missing. 
Let’s complete an exercise. Look at one of 

your hands. See it? Identify something you 
don’t like about it. Got it? Now for the crucial 
point– did you notice that you didn’t see what 
you like while staring at what you don’t like? 
That’s what happens with a made-up opinion, 
you only see one facet of the object or issue.

Have you ever assumed something to only 
later find out that you were wrong? We all 
have. Study the dynamics. We made a con-
clusion based on a set of information. Eventu-
ally we changed our mind when new informa-
tion became available. But we had an option 
that was to stubbornly continue believing in 
our original thought regardless of how true 
the new information might be. Doesn’t make 
good sense, does it? Why would anyone cling 
to a thought that was wrong?  

I am bewildered by supervisors who only 
want to know information that aligns with 
their set of beliefs. It seems such thinking is 
akin to cutting off your nose to spit in your 
face. I’m not going to focus on the “whys” peo-
ple are so short sighted in this article, but I en-
courage leaders and supervisors to think about 
two things. One is that a made-up mind loses 
its objectivity according to a Chinese proverb. 
(I can hear some of your thinking right now… 
I’m not believing a damn thing that comes out 
of China!) Just for a moment open your mind 
and think about the implications of that prov-
erb. The closed mind can prevent the best de-
cision from being made which leads to the sec-
ond point — leaders/supervisors don’t have 
the luxury to be closed minded.  These people 
are responsible to ensure the best decisions to 
advance the success of the dealership.

One additional thought  Have you noticed 

Do I Want To Know What 
I Don’t Want To Know?
by  DR. LARRY COLE

EDM

that while talking to some-
one that your brain is con-
stantly thinking? Sure, you 
have, and you’ve taken ad-
vantage of your thoughts 
that were stimulated by the 
discussion. That’s the beau-
ty of the mind — to find 
the best idea. Again, closed 
minded people miss such 
phenomenal insights.

I see closed minded thinking whenever 
one person or department wants a decision 
that is best for them. An argument and con-
flict quickly emerges. I’ve been told numer-
ous times such conflicts between parts, service 
and sales are “normal.” Such thinking perpet-
uates such conflict. All I have space to say, at 
this time, is; Yes, different opinions are natu-
ral. No, different opinions should not lead to 
an argument if the involved parties are com-
mitted to make a decision to support the deal-
ership’s success.
Mental Formula to Open Your Mind

Now let’s address the mental formula that 
each of us must employ to expand our beliefs. 
First is the agreement that we’re closed mind-
ed. Without this understanding, there is no 
hope to expand one’s thinking. A side note is 
if others perceive you as closed minded while 
your self-perception is open-minded you may 
have a serious issue on your hands.

Second is the self-awareness to your closed 
mind. At that precise moment of being aware 
of a closed mind, self-discipline is required 
to (1) truncate such disastrous thinking, (2) 
agree that your thinking might be wrong, and 
(3) implement the plan to solicit and listen to 
understand different opinions in search of the 
best idea. 

While listening as others present ideas, be 
acutely aware of your thought pattern as it is 

easy for your thoughts to automatically revert 
to being “closed mindedness” and increase the 
urge to argue your point.  When that happens, 
you must open-back-up and continue listen-
ing to understand. Being driven by the com-
mitment to secure the best idea or make the 
best decision will help open your mind.  

Another tool to stimulate thinking and 
discussion is to offer a dissenting opinion to 
the one initially presented and observe the 
openness of the ensuing conversation.  If the 
introduction of the dissenting opinion shuts 
down the conversation, you may have an in-
timidation operating within the team.  Obvi-
ously, that’s not good. 

Here’s the bottom line. All of us are re-
quired to make the decision as to the repu-
tation we want to create with our colleagues. 
I’m currently working with a young employee 
with this very issue. He tells me that he wants 
a reputation of being an elite performer and to 
use others’ opinions to improve performance, 
but his actions tell the story of the polar oppo-
site — “I’m always right.” Time will tell if he 
will use the necessary self-control to become 
the person he professes he wants to be. If not, 
his colleagues will contin-
ue to talk about him behind 
his back while hoping that 
he leaves the company.

The closed mind can prevent the best decision 
from being made which leads to the second point — 
leaders/supervisors don’t have the luxury to  
be closed minded.  These people are responsible  
to ensure the best decisions to advance the  
success of the dealership.



SUMMER 2023 • EQUIPMENT DEALER MAGAZINE  19

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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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 

TOPmetrics TO WATCH

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. 

WAYNE BROZEK 
is a trainer with NAEDA’s 
Dealer Institute. 

How service managers  
can create better  
systems and save time
by  WAYNE BROZEK

I think, as managers, we 
need to make sure we have 
had some time management 
training. I participated in a 
time management training  
class several years ago, and 
it had a lasting impression 
on my day-to-day activities. 

EDM

Service managers how 
do we get more hours 
per day? 

The answer is that we can’t, can we? How 
can we implement tools to help us organize 
our days better? How many of you have a dai-
ly task list that you follow? 

I know, I know you say daily task list that I 
can follow…. I never know what my day will 
be like, and I say I agree. I have been a Service 
Manager. I know how our days can implode 
and all our best plans can 
be altered by taking care of 
emergencies that come up, 
but I do believe we can gain 
some control over our days 
if we stay structured. 

I think, as managers, we 
need to make sure we have 
had some time manage-
ment training. I participat-
ed in a time management 
training class several years 
ago, and it had a lasting im-
pression on my day-to-day activities. 

I have worked on call log books and sched-
ule pads for several years, and I wonder how 
many of you service managers have an actual 
process for handling your daily calls. How do 
you log those or transfer those calls to your ser-
vice scheduling system? I have seen everything 
from yellow legal pads where calls are logged 
on a blank format to sticky notes that are then 
attached to the computer display monitor or 
wallpaper the desktop. 

They are prone to getting lost or misplaced 
over and over. I have implemented a call log 
book for service managers that helps keep their 
daily calls logged in one place with a struc-
tured form, so that same information for each 
call has a place to log what has been done as 
far as a scheduling plan. All these items add up 
to help save you time and keep you organized. 

Once you have utilized some of these call 

log books and scheduling systems to track 
and log your activities, you have the ability to 
actually leave your office for a couple of days 
of PTO and not spend that time thinking “I 
hope the train stays on the tracks” or end up 

fielding several calls a 
day asking about cus-
tomer information 
that someone should 
be able to find in your 
call log book.

We all know that 
if we can save a cou-
ple minutes here and 
there, they add up to 
hours on the week 
and month. This is 
one way to keep you 
organized and be able 

to actually leave and let others know exactly 
what is going on and where you are with each 
customer. 

I would also encourage service managers to 
make time with your day to do a service walk 
at 10 am and 2 pm everyday to check on your 
technicians and update your schedule board. 
We should have a list of all work orders that are 
assigned to specific technicians and visit with 
each tech to ensure they are on target to fin-
ish the work order in the time frame in which 
you promised your customer. 

The service walk performed daily will help 
you update your schedule and call customers 

proactively and update them if the promised 
times need to be adjusted. Now this might 
seem like I am asking you to do even more in-
stead of taking items off your daily tasks so 
how is this going to save me time? 

The issue is I have seen so many phone calls 
that come into a service department daily that 
are customers checking on their equipment, 
and they come in at some of the worst times of 
the day. So, instead of being reactive, we need 
to be more proactive, and if we update our 
customers of a new promise time versus all of 
those customers calling us when we are trying 
to complete other tasks. It burns up our day. 

When we have those calls coming in, we 
then have to stop doing what we are doing and 
deal with another time distraction instead of 
controlling our day. I would encourage any 
service manager reading this that would like 
to gain some control over your day and gain 
some free time call or email me, and let’s dis-
cuss how you can implement just these two 
ideas and how they will give you back more 
control and freedom. 

Our service managers have one of the hard-
est jobs inside the dealership, so anything we 
can do to reduce stress and increase a few free 
minutes to your day is a huge success. 

Thanks for all you do, and if you’re interest-
ed, I look forward to help-
ing anyway we can!

Our service 
managers have 
one of the hardest 
jobs inside the 
dealership, so 
anything we can 
do to reduce 
stress and 
increase a few 
free minutes to 
your day is a huge 
success. 
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RISK INSIGHTS

Across Canada, using 
handheld devices while 
behind the wheel is con-

sidered distracted driving. 
Distracted driving is illegal 
and considered a form of im-
pairment, similar to driving 
while intoxicated. 

According to the Government of Ontar-
io, one person is injured in a distracted driv-
ing collision every half hour. Penalties for 
distracted driving can include fines, demer-
it points, license suspensions, or worse, de-
pending on your driving history.

The best way to avoid penalties is by simply 
putting down handheld devices while driving. 
Handheld devices can include:

•	 Mobile phones
•	 Tablets
•	 Laptops
•	 Music players
•	 Non-mounted GPS devices

Examples of prohibited activities can in-
clude texting, dialing, scrolling, checking 
emails, and selecting music or destinations.

What is a road safety policy?
In addition to complying with the law, you 

can develop your own road safety policy and 
add it to your business’ risk management pro-
gram. A road safety policy can include best 
practices, dos and don’ts, and additional re-
sources for employees that may be driving on 
the job.

Enforcing a strict policy on handheld 
device use while operating motor vehicles, 

How handheld devices can factor 
into your road safety policy
by CHRIS LEAHEY, Federated Insurance 

CHRIS LEAHEY is the 
Regional Association 
Manager at Federated 
Insurance.

CHRIS LEAHEY is the Regional Association Manager at Federated Insurance. Originally from Florenceville, a small farming community in New Brunswick (home 
of McCain Foods) Chris came out west right after high school, making Alberta his home. He has a background in Law Enforcement, Security Management, 
Government and the Insurance Industry. Chris has been working with Federated Insurance since 2006. 

equipment, and machinery can help inform 
employees and possibly mitigate the risk of a 
potential accident.

Consider highlighting the following 
points in your road safety policy:

•	 Pre-plan your route and designate 
stops where you can lawfully park 
to safely check your voicemails, 
text messages, and emails.

•	 Store handheld devices before op-
erating motor vehicles, equipment, 
and machinery.

•	 Avoid talking on the phone (even 
with hands-free technology) in 
hazardous situations, poor weath-
er conditions, and in areas you’re 
unfamiliar with.

•	 Don’t drive when you’re stressed 
or emotional as your mental state 
can amplify distracted driving, es-
pecially when your job involves us-
ing hands-free technology.

•	 Keep both hands on the wheel and 
eyes on the road.

 
When can I use my handheld device?

There are lawful ways to use handheld de-
vices while operating motor vehicles, such as:

•	 Calling 911 in emergency situations 
while you’re safely pulled over with 
the hazard lights turned on.

•	 Using hands-free technology, such 
as Bluetooth, to control devices 
through voice commands, steering 
wheel controls, and earpieces.

•	 Viewing a pre-set and mounted GPS 
for maps and directions.

•	 Viewing screens that display the 
status of systems associated with 
your motor vehicle, such as colli-
sion avoidance systems, instru-
ments, and gauges.

Laws and penalties for distracted driving
Consider educating staff on your provin-

cial legislation and provide training on prop-
er driving protocols to eliminate driver dis-
tractions.

In addition to complying with the law, you can develop your 
own road safety policy and add it to your business’ risk 
management program. A road safety policy can include 
best practices, dos and don’ts, and additional resources for 
employees that may be driving on the job.
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Federated and Federated Insurance are registered 
trademarks of Federated Mutual Insurance Company. 
Used under license. Federated Insurance Company 
of Canada is the insurer of Federated Insurance 
policies. Terms, conditions, and exclusions apply. See 
policy for details. 

This article is intended to be general in nature and 
may not apply in all circumstances or jurisdictions. 
The advice of independent legal or other business 
advisors should be obtained in developing forms and 
procedures for your business. The recommendations 
in this article are designed to reduce risk butshould 
not be construed as eliminating any risk or loss. We 
make no representations or warranties regarding 
the accuracy, completeness, or applicability of 
the information provided herein and will not be 
responsible for any loss rising out of reliance on the 
information.

KNOWING YOUR
BUSINESS MATTERS

page 13282-005-ed01-EN

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

1.833.692.4112
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Enforcing a strict poli-
cy on handheld device 
use while operating mo-
tor vehicles, equipment, 
and machinery can help 
inform employees and 
possibly mitigate the risk 
of a potential accident.

But no matter the laws, keep in mind that 
talking on the phone through hands-free tech-
nology can still be a major source of distrac-
tion. And at the end of the day, the primary re-
sponsibility of a driver is to drive safely.

To review the laws and penalties by prov-
ince/territory, visit your provincial govern-
ment websites and search "distracted driving 
laws and penalties".

Protect yourself and your business
As a business owner, you’ve got a lot to 

manage. But despite your best efforts, you 
can’t control everything and unfortunately 
you can’t supervise every driver while they’re 
on the road. So, if you’re looking for more ways 
to protect yourself and your business, visit our 
Commercial Auto Insurance page today at 
www.federated.ca/types-of-insurance/com-
mercial-auto-insurance/.

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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You own a small- to mid-sized 
dealership, your name hangs 
over the door, and you’re 

starting to think about retirement. 
Your transition out of the dealer-
ship could be smooth or rocky, de-
pending on the decisions you make 
now, and how early you started the 
process of succession planning. 
Consider, for example, how you would 

handle an unsolicited approach from a third 
party buyer — would you know what the right 
number would be, how you would explain and 
discuss it with family, how it would impact 
you personally long term?

Your succession plan will play a signifi-
cant role in determining what becomes of the 
dealership — in some cases your life’s work. 
You have the option to pass the dealership to 
your children, your employees, or a third-par-
ty buyer, and each path has its own pros and 
cons. If your goal is to transition it within your 
family, the most important thing to keep in 
mind is balancing financial issues with non-
financial issues. 

MNP KNOWLEDGE CENTRE

Financial considerations
Like any family business, transitioning 

your dealership to family members (usual-
ly your children) will almost always mean 
you are getting bought out over time. While 
a third-party purchaser would just cut you a 
large cheque for the full price tag of your busi-
ness, your kids would likely acquire it over the 
course of a decade or more.

The most common means of passing a deal-
ership to children is through a share freeze or 
estate freeze. As the dealership owner, you can 
freeze your ownership shares tax-free at their 
current value, allowing your family members 
to accrue any future growth in value while 
they slowly buy you out.

While a third-party buyer will almost al-
ways pay more for your dealership than your 
next-generation family members, your cash 
flow needs and preferences in retirement are 
sometimes just as important as the price tag of 
the business. Do you prefer to receive a large 
one-time payment and then stretch it out over 
many years, or do you prefer to get a regular 
flow of cash through progressive redemption 
of the shares?

Also worth noting is the risk of not being 
bought out in full when being bought out over 
time. Whether through mismanagement or 
because of external factors like a recession, if 
the valuation of your dealership declines after 
your share freeze, you could face a scenario of 
not being fully paid.

Finally, keep in mind that under the rules 
of the lifetime capital gains exemption, you 
could gain certain tax advantages by passing 
the dealership within your family or leverag-
ing a family trust. 

Non-financial issues
The emotional and relationship side of the 

transition can be even more important than 
the financial side. As an over-arching prin-
ciple, the best way to avoid family conflicts 
resulting from the family business is to have 
conversations about succession early, build 
consensus, and put agreements in writing 
where needed.

A roadmap for 
passing the 
family dealership 
to the next 
generation
by CHRIS SCHAUFELE

CHRIS SCHAUFELE , CPA, CA 
is MNP’s National dealership 
service leader and a Business 
Advisor with the Firm’s 
Assurance and Accounting 
group in Surrey. 

CHRIS SCHAUFELE is MNP’s National dealership service leader and a Business Advisor with the Firm’s Assurance and Accounting group in Surrey. With more than 15 
years of experience in the automotive industry, Chris oversees a dedicated team of professionals and the Firm’s delivery of dealership services across Canada.

Chris helps automobile dealers and leasing companies, as well as business owners in other industries, ensuring they have the information they require to make strong 
business decisions. He delivers a full suite of assurance services, including audits, reviews and compilations, helps with tax planning and compliance and advises on a 
broad range of business issues. His expertise in accounting and assurance standards and keen understanding of the automotive industry allow him to identify opportunities 
to help his clients succeed.

Chris earned a Bachelor of Business Administration (BBA, Co-operative) in accounting from Simon Fraser University in 2008. He is a Chartered Professional Accountant 
(CPA), qualifying as a Chartered Accountant (CA) in 2010.

For family-owned dealerships, passing ownership of 
the business to the next generation means considering 
more than just the financials.

CONT. ON PG 26
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▫  Award-winning service and 
customizable solutions, including 
strong, simple online trading 
technology, access to 145+ currencies, 
plus in-country and same day delivery

▫  Take advantage of currency 
fluctuations, manage your exposure to 
FX volatilty, and execute hedging 
solutions

▫  Confidence-inspiring experts to keep 
you informed of trends, allowing you to 
stay on top of markets
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you informed of trends, allowing you to 
stay on top of markets

“Cambridge Global Payments” and “AFEX” are trading names that may be used for the international payment solutions and risk management solutions provided by certain affiliated entities using the brand “Corpay”.
Please refer to http://cross-border.corpay.com/brochure-disclaimers for important terms and information.

The Power to 
Make Smarter 
Cross-Border 
Payments 
and Manage 
Currency Risk 
with Ease

Cross-Border.Corpay.com/NAEDA
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To learn more, contact: 

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

Kerry Smith, CPA, CA, TEP | National Leader,  
Family Office Services 
Kerry.Smith@mnp.ca | 778.374.2189

Join us for the 2024 North American Dealer Conference in Dallas, 
Texas, from January 29 - 31, 2024 at the Renaissance Dallas Hotel.

NADC 2024 kicks off on January 29th with a Cocktail Reception  
at 5:30 pm. 

With an intensive two-day agenda of learning and networking, this 
conference takes the issues you’ve identified as key, and dives fast and 

deep to give you answers. You and your management team will go home 
informed and inspired to turn today’s challenges into opportunities.

WATCH FOR UPCOMING CONFERENCE DETAILS & REGISTRATION

NORTH AMERICAN
DEALER CONFERENCE
JANUARY 29 - 31, 2024

S A V E  T H E  D A T E  F O R

T E X A S

NADC 2024

DALLAS

CONT. FROM PG 24

•	 Legacy versus money: Passing your 
dealership to your kids should ideally be a 
very proud moment. If the dealership bears 
your last name, that legacy will continue 
with you into your retirement. Ask yourself if 
you trust your children to carry that legacy, 
and to what degree you want to be involved 
in decision making after you retire. As 
important as it is to keep your legacy intact, 
also acknowledge the dealership industry 
is evolving, and even if they could, your kids 
may not run it exactly as you did. 

•	 Multiple roles for multiple children: If your 
children already work in the dealership prior 
to your exit, they likely have different roles. 
Not everyone can hold the title of Dealer 
Principal or president, both logistically and 
based on their skillsets. Will you create 
resentment by giving the role of Dealer 
Principal or president to one child, while the 
other(s) have different roles? Do all your 
children have the management prowess 
to run the business? Do they even want to 
inherit it? Taking these questions seriously 
is crucial; answering them will require 
honest and transparent conversations, 
possibly with the help of a third-party 
facilitator.

•	 Dividing assets fairly: In a hypothetical 
situation where you have three children, 
but only one works in the dealership, you 
need to consider whether it’s fair that each 
receive a third of ownership after you exit 
the business. Should the child who has put 
more into the dealership inherit more of it? 
What would that do to family dynamics? Is 
“equalizing” through other assets (cash, 
vacation property, etc.) a possibility? It’s 
possible the child who has worked there 
is more invested in the success of the 
dealership and would therefore want to 
pour more money back into it, while the 
other two would prefer to pocket the money 
themselves. All are issues that need to be 
managed early via succession planning.

Succession is a family matter 
Because succession impacts both you and 

your loved ones, many of the decisions about 
your future should be made as a family. A fam-
ily office practitioner brings the skills and ex-
perience you need to have informed and pro-
ductive discussions with your family about the 
future of your dealership. 



SUMMER 2023 • EQUIPMENT DEALER MAGAZINE  27

ironsolutions.com/findbuyers  |  (855) 603-5513

Combine the accurate data valuations you trust from Iron Solutions 
with EDA to find in-market buyers of specific ag equipment. 
Get a 15 minute demo.

checks that box.

Know what your 
equipment is worth.

Find a buyer for 
your equipment.

96% of the
Farm Equipment Top 100TM use
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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.

717051_E_DFP_Equipment-Dealer-Magazine_Summer-Print-Ad.indd   1717051_E_DFP_Equipment-Dealer-Magazine_Summer-Print-Ad.indd   1 2023-05-24   11:35 AM2023-05-24   11:35 AM
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KNOWLEDGE,  
TRUST, GROWTH  
& COMMITMENT. 
The future of  
education matters. 

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

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. 

EDUCATE

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

PARTNER WITH  
CEDF TODAY!
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NAEDA NOTABLES

NAEDA Welcomes New Staff
by NAEDA STAFF

Born and raised in Green Bay, Wisconsin, Tom Healy started his career at Burnips Equipment while attending 
Ferris State University where he received his bachelors in engineering. As an inexperienced intern, and due 
to circumstances, he found himself operating as the branch service manager within his first several weeks of 
employment. With zero agricultural background, Tom was forced to quickly learn the industry, its practices, 
and the importance of customer relationships. 

As acting Operations Manager and Corporate Sales Manager, Tom used his personal skills to gain the trust and loy-
alty of the industry, his colleagues, and his employers. His past roles required him to oversee the daily operations of eight 
locations while keeping focus on future growth and minimizing complacency in the company. His driver personality 
keeps everyone on their toes while his outgoing personality allows him to gain the respect needed to steer the culture of 
the company away from the single store mentality towards a more corporate structure. 

In 2013, Tom started working on the corporate structure of Burnips Equipment by creating several new positions. Tom filled the first position of 
Corporate Service Manager overseeing all location service departments.  Hiring a CFO followed by Corporate Sales Manager and Corporate Parts 
Manager were the next tasks completed. These new roles gave Burnips Equipment the ability to grow while creating uniformity across their stores. 

After seventeen years in the service department, Tom moved into his final role as Corporate Sales Manager. He brought new life to the sales team 
and helped to bridge the gap between the service, sales, and parts departments.  After twenty plus years in the dealership, Tom has moved to the next 
chapter in his life.  Taking a role working for NAEDA as a Dealer Development Manager, Tom plans to use his skills alongside NAEDA’s to help deal-
ers move forward in an ever more challenging industry. 

BIO  |  Outside of work, Tom spends time with his eight-year-old son, one-year-old daughter, and wife Melinda.  Together they enjoy operating a food truck on week-
ends and any project outdoors.
Tom’s career will be guided by opportunity and challenges. His motivations are fed by frustration and the need for change. You can bet that you won’t find Tom among 
the complacent.

Tom Healy 
DEALER DEVELOPMENT 
MANAGER

Born and raised in central Kansas, Amanda Bauman found her initial interests in photography and 
storytelling by running around her grandma’s farm taking pictures of horses and barn cats for 4-H. 
She then continued her passion through high school and college as part of her school newspapers. 
After graduating from Emporia State University with a double major in secondary education English 
and journalism, she became a high school journalism and digital media teacher. 

Amanda joined the association in April 2023, as the Communications Manager and Associate Maga-
zine Editor. She works to maintain a solid social media presence, sends newsletters and updates, and edits 
and contributes to the digital and print version of Equipment Dealer Magazine.

After seven years in the classroom teaching digital media and advising high school yearbook, video pro-
duction and newspaper, Amanda is returning to her roots of sharing stories and informing dealerships of 
best practices. “I am beyond excited to use my skills from the classroom to inform dealers of best practices. 
There’s nothing I enjoy more than helping people excel and reach their goals, and I feel like I can do that for 
our dealers through communications with NAEDA.”

BIO  |  Amanda and her husband welcomed their first-born in June and will celebrate their fourth wedding anniversary this fall. She enjoys 
spending her free time with her newborn, her husband and her three dogs and cat. If she’s not with them, she can be found running her pho-
tography business and helping capture the memories and milestones for others. 

Amanda Bauman 
COMMUNICATIONS 
MANAGER & ASSOCIATE 
MAGAZINE EDITOR
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Dale Magie was raised on a farm in Butler County, Liberty Twp. Ohio. Dale grew up helping his father on the 
farm raising hogs, cattle, and grain crop farming. He attended Lakota High School and participated in 4H, FFA 
and played basketball. In 1980, Dale graduated from high school and began farming maintaining a grain crop 
operation of 600 plus acres. While farming, he also worked part time construction jobs.

In 1985, Dale joined his father and purchased a lawn care company. Over the next three years, the lawn care 
business evolved into retail, parts and service of outdoor power equipment including John Deere, Toro, Stihl 
and other allied lines of equipment. In 2003, Dale became sole owner of the business and built a new facility. He 
added a second location in 2010 that included Ace Hardware as well as outdoor power equipment. During this 
time, Dale was involved in Manufacture Dealer Council, Association Regional and National Dealer Counsel until 
selling his business in February 2018.

Currently, Dale sits on a bank board and manages the family farms. He also wanted to stay involved in the industry, so Dale joined UEDA, in 2019, 
in a part time role as a field services director. He called upon dealers in Ohio, Kentucky, Indiana, and Michigan. In July 2022, UEDA merged with 
NAEDA where Dale continued his work moving on to join the Dealer Institute team in April 2023, as a dealer development manager for NAEDA.

“I enjoy the opportunity of visiting and helping dealers, while working with a great team of people. I appreciate helping dealers get answers to their 
questions and creating relationships with many great people in the industry.”

BIO  |  In his free time, Dale enjoys fishing, hunting, camping and various outdoor activities. He lives for catching bigger fish while deep sea fishing and enjoys 
spending time with friends and family at cookouts on his back porch where they play cornhole and various yard games. Dale is excited about becoming a grandpa for 
the first time this fall.

Dale W. Magie
FIELD SERVICES  
DIRECTOR

Kipp grew up in the American west – born in Wyoming and graduated high school in Montana. His 
family has always made a living in rural communities doing everything from working as hired hands 
to appointment as the local water commissioner – his father reminds him often that “whiskeys for 
drinking and waters for fighting.” 

Kipp McGuire is the director of government affairs for NAEDA. He comes from the consulting world, 
where he was an advisor to the U.S. Navy’s Commander of Pacific Fleet as a member of the Commander’s  
Action Group and Government Affairs and Outreach teams. Prior to his time as a consultant, he was an  
Advance Officer for the Office of the Secretary of Defense, which took him across the globe coordinating na-
tion-to-nation engagements. He has extensive experience in the legislative and policy fields, and has previously 
worked for state and federal legislators, as well as an advisor on several political campaigns. His military ser-
vice includes five years enlisted with the Marine Corps and is presently an Intelligence Officer with the Navy 
Reserves. He has degrees from the University of Montana and the Institute of World Politics.  

BIO  |  Kipp’s wife – Maggie – is an active-duty Officer with the U.S. Marine Corps currently serving as a Congressional Defense  
Fellow in Washington, D.C. They have a year and a half old daughter, and she is where most of his attention is focused when not  
conducting business for NAEDA or attending to his obligations as a Naval Reserve Officer. 

Kipp McGuire
DIRECTOR OF 
GOVERNMENT AFFAIRS

EDM
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Equipment Dealer Magazine is the official publication of  
the North American Equipment Dealers Association.
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ADVERTISER INDEX

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

HERE'S WHAT YOU SOLD    Equipment Retail Sales In Units
Canada - MAY 2023 
Ag Tractor and Combine Report

MAY Y-T-D MAY MAY 2023
DATA PROVIDED BY THE ASSOCIATION OF EQUIPMENT MANUFACTURERS

2WD < 40 HP	 1,824 	 2,138 	 -14.7 	 6,103 	 7,866 	 -22.4 	 13,100

2WD < 100 HP	 470 	 541 	 -13.1 	 2,241 	 2,310 	 -3.0 	 4,115

2WD 100+ HP	 365 	 345 	 5.8 	 1,471 	 1,434 	 2.6 	 1,783

TOTAL 2WD FARM TRACTORS	 2,659 	 3,024 	 -12.1 	 9,815 	 11,610 	 -15.5 	 18,998

TOTAL 4WD FARM TRACTORS	 81 	 64 	 26.6 	 385 	 264 	 45.8 	 108

TOTAL FARM TRACTORS	 2,740 	 3,088	  -11.3	  10,200 	 11,874 	 -14.1	  19,106

SELF-PROPELLED COMBINES	 101 	 78 	 29.5 	 673 	 324	  107.7 	 431

	 2023	 2022	 %CHG 	 2023	 2022	 %CHG BEGINNING INVENTORY

Grandpa’s Farm Colouring Book
To date, NAEDA dealer members have received over 300,000 "Grandpa's Farm" 
Colouring Books to distribute to their farmer customers to promote the value of 
a technician to a farmer's operations. The colouring books are free, all you pay 
is shipping – contact our office to place your order. 

Ben remembered going to the farm equipment dealership 

with Grandpa. This is where the technician would fix 

Grandpa’s equipment and prepare it for the farming 

season. Ben especially liked the special tools they used  
to work on Grandpa’s machinery.

 Page 6

COLOURING BOOK

Written by Joanne Olson

Illustrated by Eldon R. Walls

Ten-year-old Ben, as his Grandpa called him,  

had wanted to be a farm equipment technician  

since he could walk.  

His favourite toy had been a 
tractor his Grandpa 

gave him when he was only two years old.

 Page 2

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

DISCOVER THE NEW RITCHIE BROS.

EVERYTHING YOU NEED 
TO SUCCEED

Comprehensive  
FLEET MANAGEMENT

Multiple  
TRANSACTION SOLUTIONS

Industry-leading  
MARKET INSIGHTS
Unmatched  
GLOBAL BUYER DEMAND



THE EXPERTISE YOU NEED
FOR YOUR INDUSTRY

Certified Audits
401(k) Audits
Reviews
Compilations

 

Business Valuations
Valuations for Estate Planning
Valuations of Goodwill
Mergers & Acquisitions

 

Income Tax Prep & Consultation
Business and/or Individual

General Accounting & Consulting

AUDITS VALUATIONS TAXES

Equipment Dealer Consulting, LLC accountants have more than 60+ years of combined experience
working with farm equipment, construction, industrial, outdoor power equipment, hardware and home
center, and building materials industries. This industry knowledge and experience enables the team to
provide the best possible service and consultation in a more efficient and effective way.

(800) 762-5616
Free Consultation

eqdealerconsulting.com


