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“Great value,
great rates and
good people.”

- Real dealer survey response

We want all dealers to be able to
say the same.

In a 2023 dealer experience survey, 99%

of respondents said they were likely to
recommend AgDirecte to their next customer.
And along with knowledgeable and friendly
service, dealers value our innovative tools and
streamlined processes.

The survey also revealed that 94% were “very
satisfied” or “satisfied” with AgDirect. They
said AgDirect treats them with respect and is
easy to do business with.

Here’s what else AgDirect dealers like about
doing business with us:

2-7 year financing terms’

As low as $0 down & delayed payments
No prepay penalties™

No recourse or reserve for dealership

It pays to recommend financing that’'s as
committed to the business of agriculture as
you are. That’s AgDirect.

888.525.9805 | agdirect.com

AgDirect.

Based on a 2023 online survey by Walker Research of 414
employees of equipment dealers that offer AgDirect financing.
‘Subject to approval. “Excludes leases over $500,000.
AgDirect is an equipment financing program offered by

Farm Credit Services of America and other lenders, including
participating Farm Credit System Institutions.
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EDMspotlight

DRIVING SUCCESS:
The Power of Culture

by MICHAEL PIERCY

rganizational culture is

a critical element that

profoundly impacts the
environment and dynamics
within any company.

It consists of shared values, beliefs, atti-
tudes, and behaviors that collectively define
the character and identity of an organization.

This cultural framework not only reflects
how an organization views itself but also shapes
how it is perceived by others, both internally
and externally. Understanding and nurturing
this culture is paramount for leaders and man-
agers, as it influences various facets of organi-
zational life, including employee morale, en-
gagement, productivity, and overall success. By
fostering a positive culture, companies can cre-
ate a nurturing and empowering environment
that promotes innovation, collaboration, and
high performance.

Culture in Equipment Dealerships

In the context of equipment dealerships,
culture isa complex and multifaceted concept,
especially given the consolidation the industry
has experienced in recent years. This consoli-
dation often brings together diverse practices
and philosophies, making it crucial to develop
a unified cultural framework. The values and
beliefs that guide behavior and decision-mak-
ing should be firmly rooted in the dealership’s
mission and vision statements and deeply em-
bedded in its organizational ethos. Unfortu-
nately, in many dealerships, mission and vision
statements are often just that—statements—
rather than guiding principles driving the or-
ganization forward.

Fostering a Strong Dealership Culture

By fostering a strong and positive culture,
equipment dealerships can create an environ-

ment where all team members are aligned with
the organization’s goals and values. This align-
ment not only facilitates smoother operations
but also enhances employee morale, engage-
ment, and productivity. Additionally, a well-
defined culture promotes innovation and col-
laboration, driving the dealership toward
greater success if the dealership puts its mis-
sion and vision to work. Emphasizing the im-
portance of shared values and a unified vision
can help navigate the complexities of consoli-
dation, ensuring that the organization thrives
in a competitive industry landscape.

The Role of Leadership

Leaders play a crucial role in establishing
and maintaining organizational culture. They
set the tone by demonstrating desired values
and behaviors, thus influencing the entire or-
ganization. Effective leaders clearly communi-
cate the organization’s vision, mission, and val-
ues, ensuring everyone understands the shared
goals and objectives. This alignment fosters a
cohesive culture. Inclusive leaders who encour-
age participation and feedback from all levels
of the organization help create a sense of own-
ership and commitmentamong employees. By
recognizing and rewarding behaviors thatalign
with the desired culture, leaders reinforce the
importance of these behaviors and motivate
others to follow suit.

Impact on Employees

A positive dealership culture has a pro-
found impact on employees. When employ-
ees feel valued and part of a supportive culture,
their job satisfaction and morale increase, lead-
ing to higher retention rates and reduced turn-
over. Engaged employees, who are emotionally

In the context of
equipment dealerships,
culture is a complex
and multifaceted
concept, especially
given the consolidation
the industry has
experienced in

recent years. This
consolidation often
brings together
diverse practices and
philosophies, making

it crucial to develop

a unified cultural
framework.

invested in their work and the dealership, are
more productive, perform better, and improve
their quality of work. A culture that encourag-
es creativity and risk-taking can lead to signif-
icant innovations. When employees feel safe
to express their ideas without fear of ridicule
or punishment, they are more likely to con-
tribute innovative solutions. A collaborative
culture encourages teamwork and open com-
munication, leading to better problem-solving
and more effective project execution.

Overall Success of the Dealership

Culture within a dealership is a key deter-
minant of its overall success. A strong culture
aligns the dealership’s goals with those of its
employees, ensuring everyone is working to-
ward the same objectives. This alignment is
crucial for achieving long-term success. A pos-
itive organizational culture often translates to
better customer service, as happy and engaged
employees are more likely to go above and be-
yond to meet customer
needs. Dealerships with
astrong and positive cul-
ture are more attractive

MICHAEL PIERCY is the vice president of dealer development for NAEDA. He has over 20 years’ experience in organizational leadership training
and development and succession planning. Piercy joined the association in 2015 to help build the Dealer Institute as a complete solution for industry
training and consulting needs. Along with DI Trainers, Piercy was instrumental in developing the library of training and consulting opportunities DI
offers dealer organizations today. His current role, leading NAEDA's Dealer Institute, allows him and his team to guide dealer organizations through

training and consultative initiatives, as well as merger, acquisition, and succession planning.
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the vice president of dealer
development for NAEDA.




to potential employees. In a competitive job
market, a reputation for a great workplace cul-
ture can be a significant advantage in attract-
ing top talent. Dealerships with a robust cul-
ture are better equipped to handle changes and

challenges. Their employees are more adapt-
able and resilient, which is essential in today’s
rapidly changing business environment. Un-
fortunately, many dealer organizations do not
take the time to establish and harness the pow-

YOU e

STEPS TO CULTIVATE A POSITIVE DEALERSHIP CULTURE

To cultivate a positive dealership culture, leaders and managers should take several key steps:

» Establish and Communicate Mission and Vision Statements
Clearly establish and articulate the dealership’s mission and vision statements, ensuring they serve as the foundation for all business
activities. Integrate these statements into every aspect of the dealership, from strategic planning and decision-making to daily operations
and employee engagement. This alignment ensures that everyone within the organization understands and is committed to the dealership’s

overarching goals and long-term vision.

» Define and Communicate Core Values

er of a strong culture. By neglecting this vital
element, they miss out on the numerous ben-
efits a positive and cohesive culture can bring
to the organization.

RK
AR

0T HARD

Clearly define and communicate the core values that will guide the dealership, ensuring these values are integrated into all business
aspects, from hiring practices to daily operations.

» Lead by Example

Leaders at all levels should embody the values and behaviors that define the dealership’s culture, as their actions set the tone for the entire

organization.

« Promote Inclusivity and Diversity

Promotinginclusivity and diversity is crucial for amore dynamic and innovative workforce. Encouraging diverse perspectives and creating
an environment where everyone feels valued and included is essential.

» Investin Employee Development

Providing opportunities for professional growth enhances employees’ skills and demonstrates the dealership’'s commitment to their well-
being and success. It shows the dealership cares about their employee’s personal and professional development.

» Foster Open Communication

Creating an environment that encourages open and honest communication builds trust and ensures that issues are addressed promptly

and effectively.

» Recognize and Reward Positive Behaviors

Implementing a system for recognizing and rewarding employees who exemplify the desired culture reinforces positive behaviors and

motivates others to follow suit.

D DEALER INSTITUTE

Dealership culture is more than just a mission, vision and a set of values and heliefs; it is the lifeblood of an organization. It shapes the work
environment, influences employee behavior, and ultimately determines the organization’s success. By understanding and actively cultivating
a positive culture, leaders can create an empowering and nurturing environment that drives innovation, collaboration, and high performance.
Intoday’s competitive business landscape, a strong organizational culture is not just an asset but a necessity for long-term success. Do all you
cantoensure your dealership is cultivating a culture poised to sustain your future and elevate the success of your employees and, in turn, your
dealer organization. Use the Power of Culture to Drive Your Success. EIl

SUMMER 2024 - EQUIPMENT DEALER MAGAZINE 3



DEALER INSTITUTE

For Free
Consultation Call:

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

DEVELOPING
PEOPLET0

SUMMER 2024 & SPRING crow vour Business

2023 PUBLIC COURSES
COURSE SCHEDULE

*All course dates are subject to change

AUGUST 20, 2024 DEGEMBER 17,2024

Parts Counter Sales Training Parts Counter Sales Training
SEPTEMBER 24, 2024 (IN-PERSON) JANUARY 7, 2025

OPE Dealer Management - Indianapolis Parts Counter Sales Training
OCTOBER 22-24, 2024 (IN-PERSON) MARCH 18, 2025

Iron Management - Minneapolis Service Warranty & Recovery
NOVEMBER 7, 2024 (IN-PERSON) JUNE 24, 2025

Parts Counter Sales Training - Indianapolis Parts Counter Sales Training

NOVEMBER 12, 2024

Parts Counter Sales Training

NOVEMBER 14, 2024 SN
DEA

Service Counter Sales Training




ENERGY FOR EVERYONE

propane

Vi'\'] - e e g [

with Propane Generators

Whether you need primary or backup power, propane generators deliver quieter,
more efficient, and far more environmentally friendly performance than
diesel options. In fact, propane is the cleanest alternative energy for
power generation, able to significantly improve local air quality. With the
capability to meet any need, propane generators provide power that's

quiet, versatile, reliable, and available anywhere you need it.

Visit propane.com/powergen
to explore propane power generation
options for your needs.
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Buckle Up:
The Used Equipment

Market Might Be
Changing

by IRON SOLUTIONS

any ag dealers are

currently feeling the

hurt as skyrocketing
prices, low demand,
and a flooded market of
equipment are making it
harder-and-harder to find
buyers. But this could be the
beginning of the end.

According to some, we might be heading
towards a new normal for the ag used equip-
ment market. But when is it coming and will
it be reminiscent of a market we once knew?

The Current State of the Market

The current state of the ag used equipment
market leaves much to be desired as lots are
as full now as they were pre-COVID, but no-
body’s buying. One of the main reasons for
that is the current price hike that the equip-
ment market is experiencing, along with the
general economy.

Lot rot is costing dealers money every day, and farmers just aren’t prioritizing
new equipment purchases. Is there any light at the end of the tunnel?

According to an article he wrote for Suc-
cessful Farming, Casey Seymour, owner of
Moving Iron, LLC, says that “equipment has
seen a40% to 60% price increase over the last
six years, and in the same period, interest rates
have increased a staggering 188%.” But that
doesn’t even include the cost that dealers are
facing to hold that equipment on their lot. For
dealers, the average cost per year, per machine
is $28,000 to $35,000.

For us here at Iron Solutions, none of that
is surprising. Based on the trends we’ve seen
in our Used-Equipment Trends data, there
doesn’t seem to be a single equipment type
that’s notin trouble at this point. Dealers have,
and are continuing to wholesale and auction
equipment at a higher rate than they have in
years because no one is ready to buy.

But why is that?

Jon Wommack, Iron Solutions’ Managing
Guide Editor, had this to say, “In my opin-
ion, a farmer is probably going to spend mon-
ey on increasing their volume or being able to
reduce their risk in the market. Both of these

currently matter more to a farmer than new
equipment, unless they have a problem child
in the fleet.”

Are We Heading for a New Normal?

So, lot rot is costing dealers money every
day, and farmers just aren’t prioritizing new
equipment purchases. Is there any light at the
end of the tunnel?

Well, Casey Seymour predicts that a new
normal is right around the corner and will
hopefully present itself some time in 2025.
He’s also predicting the market might look
something like what we saw from 2017 to
2020.

Here are the four things he says to be on
the lookout for to determine what the new
normal will be like:

- Auction prices remain relatively stable,
with fluctuations staying below 2%
over a span of four months. It's crucial
to closely monitor auctions during the
peak period from August to December.

- Retail prices and auction values hover
around 15% to 20% of each other.

Casey Seymour predicts that a new normal is right around the corner
and will hopefully present itself some time in 2025. He's also predicting
the market might look something like what we saw from 2017 to 2020.
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- The quantity of machines in each hour
band varies and avoids overcrowding
at either extreme.

- Yearly inventories experience slight
fluctuations, typically within the range
of 2% to 3%.

Casey also says that “What interest rates
do over the next 18 to 24 months also will im-
pacthow soon the new normal shows its face”.

He notes that once the new normal comes,
used-equipment buyers will have two choices:
buy late-model, low-hour equipment that have
the same build codes from when machines
were new, or upgrade their fleets through per-
formance upgrade kits (PUKs) or retrofit.

If that’s the case, it’s important for dealers
to know how they can better prepare for this
new normal and, more importantly, steps they
can take now to profit off of their full lots be-
fore taking a loss at an auction house.

How Can Dealers Prepare?

Here are some ways dealers can better pre-
pare for the new normal the used equipment
market might be facing:

1. Lean on Iron Guides

With Iron Guides, you have access to pre-
cise equipment valuations at all times. That
means you can stay up-to-date on exactly how
much the equipment on your lot is worth and
know when it’s time to push for a sale, or send
it to auction.

That way, if the lot rot is setting in, you
won’tlose a penny more than you have to. And
when asale does come in, you can avoid selling
your used equipment for less than its worth.

Don’t have a subscription to Iron Guides?
Take alook at everything it can do for you, so
you're ready to face whatever happens with the
used equipment market.

Je
‘iﬁa FUSABLE

+-lron Guides®

BY FUSABLE

With Iron Guides,

you have access to
precise equipment
valuations at all times.
That means you can
stay up-to-date on
exactly how much the
equipment on your

lot is worth and know
when it’s time to push
for asale, or send it to
auction.

2. Uncover Buyer Insights

Ifyoure not ready to give up and send your
equipment to auction, don’t worry! There are
still ways you can find the right buyers before
your tractors, combines, or machinerylose too
much of their value.

There are data products you can use to
learn everything about your current prospects,
and help you find new buyers you might not
have known about previously. For example,
with Fusable’s data product EDA, you can see
what pieces of equipment the farmers or buy-
ers in your AOR currently own or lease. From
there, you can see what pieces in your inven-
tory might interest them.

But data tools can be way more power-

Julthan that.

You can take your search and analysis even
further by seeing which prospects tend to buy
used and the likelihood of them makinga pur-
chase on a new piece of equipment within the
year.

Ifyou’re hoping to get that used equipment
off yourlotbefore it goes to auction, data is the
perfect first step to finding the right buyer.

3. Communicate with Buyers Early

Did you know that 42% of ag equipment
buyers tend to plan their purchases 6-12
months in advance?

Well, now you do. So, it’s time to get pro-
active!

At the end of his article, Casey Seymour
advises farmers to wait until fall before they
make any of their significant purchases. If
that’s what buyers are planning to do, then
now’s the time to start communicating with
them.

Take alook at your past customers and see
which ones might be in the market to replace

_EDA_

BY FUSABLE

With Fusable’s data
product EDA, you can
see what pieces of
equipment the farmers
or buyersin your

AOR currently own or
lease. From there, you
can see what pieces in
your inventory might
interest them.

some of their old equipment. Call them up and
see what their plans are. Let them know that
your dealership is still able and ready to help
them find the perfect replacement for what-
ever they need.

But why stop there?

It’s good to communicate with your buy-
ers on as many channels as possible. Don’t
just call them, but create marketing cam-
paigns that are sure to reach your audience
and inform them of the equipment you have
available. That can include email marketing
campaigns, social media messaging, and paid
advertising campaigns. But when you run a
paid campaign,you need to ensure that all
your marketing efforts are reaching the right
people.

Fusable not only offers helpful valuation
products, like Iron Guides, we also offer data
that creates targeted advertising campaigns.
You tell us who you want to target, and we
use our data to create an audience list that’s
sure to get your advertisements in front of the
right buyers.

Fallis less than 6 months away. Now is
the time to talk with buyers, tell them
about what equipment you have to offer,
and plan for a new normal that’s coming
to the used equipment market. With
Fusable, you can ensure you have the
right data to get in some last minute
sales, value your equipment accordingly,
and communicate with your buyers
effectively before the lot rot sets in. EI
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Navigating High Prices
and Market Demands

AgDirecte equipment financing
positions farmers and dealers

for success.
by AgDirect.

quipment financing is a critical
tool for both farmers and
equipment dealers in today’s
high-cost machinery market.
For many producers, access to
financing ensures growth and
stability amidst rising prices.

For equipment dealers, facilitating financ-
ing solutions isn’t just about closing a sale; it’s
about meeting the needs of customers while
navigating competitive pressures and evolv-
ing market demands.

Independent financing programs like
AgDirect understand these dynamics well.
Since 1998, AgDirect has offered creative fi-
nancing options that work with every brand
and every type of equipment to help keep
farms and dealerships running strong.

The program’s simple, fast and flexible
point-of-purchase model has proven mu-
tually beneficial for customers like Dennis
Brinkman, and his equipment dealer, Jordan
Schwarck.

Affordable financing solutions

Brinkman, a grain producer from Charles
City, lowa, first became familiar with
AgDirect through the Farm Credit System.
Additionally, McRoberts Red Power, the local
Case IH dealership where Brinkman does
business, offers AgDirect equipment financing.

“When I look at my financing,
Jordan and I sit down, discuss what my op-
tions are and usually I choose
AgDirect,” says Brinkman. “My dealership
offers other financing options, but I contin-
ue to work with AgDirect because theyre
competitive and easy to work with.”

Optimizing an equipment fleet can be an
expensive endeavor, but thanks to the variety
of affordable financing solutions AgDirect of-
fers, Brinkman has made several new and used

FINANCING SOLUTIONS
FOR AG EQUIPMENT

From a dealer’s point of view, a major selling point of offering AgDirect is being able
to make financing recommendations based on each customer’s unique situation.

machinery upgrades. He has financed com-
bines, several tractors, a skid loader, corn and
bean heads as well as a grain cart.

“Throughout my farming career I've tried
to keep up with late model, used equipment
so I don’t have to worry about being broken
down when I'm ready to go to the field,” says
Brinkman. “I've always used financing to do
that. When there’s a good opportunity to
trade to a newer, used model I usually try to
jump on it.”

While AgDirect’s quick and streamlined
application process has helped Brinkman
move quickly on equipment deals, one of the
biggest benefits of his long-term relationship
with the equipment financing company is the
cash flow he has freed up for his operation.

“AgDirect equipment financing helps me
with my cash flow by not having to pour out
alot of money on one particular item,” shares
Brinkman. “In this business, you always have
all kinds of bills to pay, so by using financ-
ing you can stretch things out and afford to
upgrade.”

Competitive rates and terms

From a dealer’s point of view, a major sell-
ing point of offering AgDirect is being able to
make financing recommendations based on
each customer’s unique situation.

Jordan Schwarck, a sales representative
with McRoberts Red Power, says competitive
rates and terms plus the different lease and
purchase options AgDirect offers is a huge ad-
vantage for his dealership and his customers.

“Every customer has a particular goal in
mind, whether it’s a certain payment or inter-
estrate, and leasing has become a larger part of
reaching those goals,” shares Schwarck. “With
AgDirect, financing isn’t one-size-fits-all. It’s
nice to have a lender that is willing to work
with you to explore different avenues and not
just your standard purchase options.”

“Whether it’s leasing, extending terms or
working with a customer on rates to get to a
certain payment theyre looking for, AgDirect
will work with you in those types of cases,
whereas some other lenders may not,” he adds.

For Schwarck, another advantage of work-
ing with AgDirect is the knowledgeable and
personalized service he has experienced work-
ing with the AgDirect team.

“Whatkeeps me coming back to AgDirect
is the relationships I've built with the staff over
the years,” he says. “I've developed great rela-
tionships with my territory manager all the
way down to the underwriting team, and the
people who work there are one of the primary
reasons I would recommend AgDirect to oth-
er equipment dealers.” Elll

Learn more by calling your AgDirect territory manager or 888-525-9805.
Check rates, quote payments and compare options at agdirect.com. Or scan

the code to download the free AgDirect Mobile app available from the App Store and Google

Play TM.*

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

participating Farm Credit System Institutions.

*Your mobile carrier's messaging data rates apply. The App Store is a service mark of Apple, Inc. Google Play is a

trademark of Google, Inc.
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We can help you
make more

Rise above your competition with the NetViewECO
dealer management system from HBS System:s.

hbssystems.com
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2024 Legislative Review &
Advocacy Looking Forward

By KIPP MCGUIRE,
DIRECTOR OF GOVERNMENT AFFAIRS, NAEDA

t's almost June—as we are writing this article—
which means the NAEDA Government Affairs
team is shifting some of their focus.

The majority of state legislative sessions are at an end, with
only 18 still in session and nine of those ending by early July.
That means a shift from non-stop bill tracking, calls, emails,
meetings, and hearings to a time to reflect and analyze what is
happening across the political landscape. Here are how things
look from our perspective.

From an industry standpoint, the legislative developments
are not alarming. Two Right to Repair bills have been success-
fully passed and signed into law. In Colorado, the ag-specific
bill, initially passed in 2023, has been expanded in 2024 to in-
clude electronic consumer goods. However, no changes have
been made to the equipment portions that would raise con-
cerns for NAEDA members. Similarly, the second bill signed
into law in Oregon relates to consumer electronics and con-
tains exemption language provided by NAEDA and our indus-
try partners. This means that in 2024, there are no new Right
to Repair mandates for equipment dealers to navigate.

There were a few intriguing trends for those interested in
public policy and politics. Across the nation, 58 active bills
aimed to establish Right to Repair mandates — down from 71
last year. Notably, ag-specific bills, for the first time, comprised
the largest portion of bills introduced with 22 active this ses-
sion —up from 19 in 2023. Those were followed by two groups
- consumer electronics and broad-based bills— with ten bills
each, and six wheelchair-specific bills. A novel development
was the introduction of attempts to mandate “repairability
scores” for the first time, requiring manufacturers and retailers
to disclose how easily a product can be repaired. This could po-
tentially be similar to Energy Star ratings.

Despite fewer bills being introduced, we saw an increase in
bill sponsorship. In 2024 there were 471 total primary and
co-sponsors of legislation, up from 427 in 2023. And, as we
had predicted earlier this year in our legislative priorities webi-
nar, there was a slight increase in sponsorship from Democrats,
with 81% in 2024, compared to 77% in 2023. Moving the
Right to Repair towards being a more partisan issue.

In observing the sponsorship trends, Colorado stood out
as an interesting case. Their ag-specific bill passed in 2023 had
four sponsors—three Democrats and one Republican. The
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White House even held up this bill as an example of the bipar-
tisan nature of this issue in a call coordinated in the fall 0£2023.
However, the Colorado bill extending mandates to consumer
electronics that passed in 2024 had a surge of support, totaling
38 sponsors, all of whom were Democrats.

Of course, NAEDA's purpose isn't to bring you interesting
political statistics and factoids; per our three core
competencies, our purpose is to Advocate, Elevate, and
Educate. So, how effective is our advocacy? We did great from
the perspective of no new Right to Repair mandates affecting
our members. But we can’t rest on our laurels.

I’'m sure we at NAEDA, along with any of you reading this,
hope and pray that Right to Repair will not be the all-con-
suming issue it has been for some years. Regardless, we always
seek to improve and refine our effectiveness as advocates for
our members, which means looking at things strategically. We
must put our finite resources towards actions matching our ul-
timate objective of creating positive public policy outcomes for
successful dealers. And our priority is increasing dealers’ op-
portunity to engage with their elected officials.

We have repeatedly seen that dealers’ sharing their perspec-
tives with elected officials has an outsized impact. Similarly,
when dealers regularly engage with their elected officials, that
relationship increases the likelihood of our industry’s perspec-
tives and considerations being included in policy deliberations.

SPONSORS OF R2R LEGISLATION BY PARTY
2024 2023

I REPUBLICANS Il DEMOCRATS I INDEPENDENTS



NAEDA must intentionally
work with members

from both political

parties. To maximize

our effectiveness, we

must cultivate working
relationships with elected
officials who share dealers’
values regardless of
political party.

We like to call this “setting the table,” and it is critical to have a
seat at the table once you need to advocate for or against policy.

Dealer engagement with elected representatives is critical
and will be our primary focus, but it will probably not always
be enough to succeed in our advocacy efforts. Why do I say
that? Looking at state legislators who sponsored Right to Re-
pair bills in 2024, we find that very few had NAEDA member
locations in their districts — only 19%.

STATE R2R SPONSORS WITH
NAEDA MEMBER LOCATIONS

M Legislators with NAEDA
Members in District

M Legislators without NAEDA
Members in District

NAEDA members are constituents of far more Federal leg-
islators, with 64% of Right to Repair sponsors having dealer-
ships in their districts. However, most of those dealerships were
in Republican districts—81%. These numbers present us with
two challenges: Many state elected officials do not have our
members in their districts, and dealerships are predominantly
located in Republican districts at the federal level—of course,
this last piece can change from election to election. How do we
plan for effective advocacy knowing these facts?

First, we must intentionally work with members from both
political parties. To maximize our effectiveness, we must cul-
tivate working relationships with elected officials who share
dealers values regardless of political party.

Second, we must recognize that most state
elected officials do not have NAEDA mem-
bers as constituents. Dealer engagement still
goes a long way with those officials. We seek

to augment that by building and participating in coalitions and
partnerships across industries and interest groups. One exam-
ple of this already exists and has multiplied our efforts — the
Coalition Against Illegal Tampering.

The Coalition Against Illegal Tampering is an informal
group of 27 regional and national organizations that came to-
gether out of concern over Right to Repair mandates on their
respective industries and businesses. Since the formation of
NAEDA, we have hosted a monthly call for coalition members
to share information about Right to Repair legislation they
are tracking and its status in the legislative process. These rela-
tionships and continued participation by coalition members
have proven invaluable in amplifying our position on the issue.
Thank you to any coalition members who may read this article.
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Back to the point, NAEDA’s advocacy success will certain-
ly rely on our ability to find like-minded partners and build co-
alitions. That, alongside our primary focus of increasing dealer
engagement with their elected officials, is how we will achieve

our goal of defeating misguided and unnecessary legislation
like Right to Repair.

If you would like to know more about how you can get involved
in NAEDA’s advocacy efforts, please get in touch with NAEDA's
Senior Vice President of Government Affairs, Eric Wareham,
at ewareham@naeda.com, or Director of Government Affairs,
Kipp McGuire, at kmcguire@naeda.com. ETI

KIPP McGUIRE is the
director of government
affairs for NAEDA.

and the Institute of World Politics.

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 nation-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 service
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
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lgniting Concerns:
The Fire Hazards

of Lithium-lon Batteries

by JERRY LEEMKUIL

By fostering a culture of safety and awareness around the
potential hazards of lithium-ion batteries, you can minimize
risks and ensure a safer work environment for everyone.

ithium-ion batteries power
everything from laptops and

smartphones to power tools Fire Prevention Strategies

) X P . . . intainine P .
and vehicles with efficiency and To hf:lp mitigate these ﬁr? l‘lSkS. at your Maintaining Proper Stofage
. L. dealership, consider the following guidelines: Conduct all battery charging away
portability. However, their wide- from combustible materials, and keep
. e g ¢ Using Certified Equipment: Ensure ; oY >
spread use comes with significant that batteries. ch d devi batteries and devices in cool, dry places.

; i at vatteries, CRArgers, and cevices are Ensure charged devices are removed
risks, as these batteries are con- listed by a qualified testing laboratory, f b & full s .
tributing toa growing number of and avoid low-quality aftermarket Or\?;ldclafgrig;g once fufl to preven
workplace fires. replacements, . ,

. * Ensuring Safe Disposal: Damaged
¢ Adhering to Manufacturer batteries should be placed in a f
Thermal Runaway Da“gers Guidelines: For storage, use, and at.terles shou . cp acef 1 afres
) . , resistant container away from
“Thermal runaway,” a process triggered .chargmg, followu.lg t.he manufacturer’s combustibles and dispgse dofin
by incorrect handling, storage, or charging, instructions can slgmﬁ.cantly reduce the accordance with instructions from a
can cause a battery cell to fail. This failure likelihood of battery failure. battery recycling center.
generates heat at a rate that outpaces its * Inspecting Equipment Regularly:
dissipation, potentially causing explosions, Check batteries and devices for damage |mpleme“t|“g SafEty Measures
smoke, and fire'. Battling these fires can be before use. Cracks, bulging, leaks, By fostering a culture of safety and
tough’ Often needing thOuSandS Ofgallons Of elevated temperatures, or any indication awareness around the Potential hazards Of
water and carr?rlng the threat of reigniting of distress warrant immediate removal these batteries, you can minimize risks and
over the following hours or days. from service. ensurea safer work environment for everyone.

To learn more about lithium-ion batteries
and fire safety, reach out to your local
Federated® marketing representative today.

A @‘é‘kﬁ’ " Federated Insurance® is proud to work with
- a L wd NAEDA for the benefit of all members. EI

'F70-1005 - Fire Prevention and Risk Management

Lithium-Ion Batteries. Federated resource 2024.
Cell Failure Thermal Runaway Propagation

This article is for general information and risk prevention only and should not be considered legal or other expert advice. The recommendations herein may help
reduce, but are not guaranteed to eliminate, any or all risk of loss. The information herein may be subject to, and is not a substitute for, any laws or regulations
that may apply. Some of the services referenced herein may be provided by third parties wholly independent of Federated. Federated provides access to these JERRY LEEMKUIL
services with the understanding that neither Federated nor its employees provide legal or other expert advice. All products and services not available in all states.

Qualified counsel should be sought with questions specific to your circumstances and applicable laws. . anleqmpmentdeale.r

specialist for Association
It's Our Business to Protect Yours Risk Management
Services, Federated

mmrm Federated Mutual Insurance Company ¢ Federated Service Insurance Company* Insurance Company. For
]NS UM NCE .’® Federated Life Insurance Company * Federated Reserve Insurance Company* * Granite Re, Inc.*t inf_qrmatinq, writg toJerry
@ *Not licensed in all states. 'Granite Re, Inc. conducts business in California as Granite Surety Insurance Company. atjjleemkuil@fedins.com

ea.1/24 | federatedinsurance.com | © 2024 Federated Mutual Insurance Company or call 1-507-455-5507.
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arety mmg Resources
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Access industry-specific training, sample
forms and policies, an employee handbook

builder tool, and more 24/7 with mySHIELD®.

Risk Management Training

AN ASSOCIATION MEMBER BENEFIT FOR 119 YEARS
DIRECT, LOCAL ) NTATIVES AUTO
PROPERTY AND CASUALTY SELF-INSURED RETENTION
POLICYHOLDER SURPLUS LIVE VOICE CUSTOMER SERVICE
MYSHIELD®  TAILORED, INDUSTRY-SPECIFIC COVERAGE

BUSINESS SUCCESSION AND ESTATE PLANNING STABLE

FACE-TO-FACE RELATIONSHIPS FINANCIAL STRENGTH
MUTUAL COMPANY DIRECT CLAIMS REPRESENTATIVES
500+ EXCLUSIVE ASSOCIATION RECOMMENDATIONS
ESTATE  PLANNING ATTORNEY NETWORK ANNUITIES

IT'S OUR BUSINESS TO PROTECT
NAEDA MEMBERS

WE'RE BETTERTOGETHER LIFE AND DISABILITY INCOME
PRIVATE BONUS PLANS KEY PERSON COVERAGE
WORKERS COMPENSATION HIRING PRACTICES
FEDERATED DRIVESAFES™ TELEMATICS SOLUTION Scanto learn
RISK MANAGEMENT RESOURCE CENTER o more about
EMPLOYMENT RELATED PRACTICES LIABILITY: mySHIELD®.
EMPLOYMENT LAW ATTORNEY NETWORK
BONDING EMPLOYEE SAFETY TRAINING
RISK MANAGEMENT ACADEMY
JIENT CONTACT CENTER
LD RISK CONSULTANTS
CENTER
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The content of this publication is for general information
purposes only. Consult with a qualified professional when you
have detailed questions regarding any topic in this publication.

Commercial Insurance Property & Casualty | Life & Disability Income | Workers Compensation | Business Succession and Estate Planning | Bonding
Federated Mutual Insurance Company and its subsidiaries* * | federatedinsurance.com

23.02 Ed. 4/24 *View A.M. Best Rating Guide information at www.ambest.com. **Not licensed in all states. © 2022 Federated Mutual Insurance Company
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Corporate “Transparency” Act:
What Dealers Need to

Know to Comply

by LANCE FORMWALT

he US government has fo-

cused significant efforts to

combat the problems asso-
ciated with tracking the financial
resources used to fund terror-
ism or other illegal activities and
the use of complicated corporate
structures to facilitate tax fraud
and money-laundering.

While these are important issues, laws
and regulatory schemes put in place to ad-
dress these issues can place burdens on legiti-
mate businesses. A good example of this is the
adoption of the Corporate Transparency Act
(“CTA”), a law that creates new reporting re-
quirements on US business entities, including
your dealerships. This article will give you the
background on the key requirements of the
CTA as well as some practical tips to comply.

Reporting Requirements

The basic premise of the CTA is simple
enough. Each business entity that is formed
by filing with a state (e.g., corporation, limit-
ed partnership or LLC) must report basic in-
formation to the Department of Treasury’s
Financial Crimes Enforcement Network
(“FINCEN?”). This information includes
name, d/b/a, state of organization and EIN.
While this sounds easy, the CTA goes one step
further and also requires each entity to report
information on its “Beneficial Owners”, in-
cluding name, date of birth, home address,
unique identification document number and
a photocopy of the document (e.g., driver’s li-
cense or passport). Very few states require any
reporting on owners of entities so this type of
reporting represents a new level of detail and
is more akin to the type of information you
may have to provide to your bank under their
“know your customer” rules.

Who are Beneficial Owners?

Before you can report information on your

B Regulations ‘,//

“Beneficial Owners”, you need to first deter-
mine who qualifies. Unfortunately, the defi-
nition is pretty broad and making this deter-
mination may not always be straightforward,
especially with larger organizations. The CTA
defines a “Beneficial Owner” as any individu-
al who “directly or indirectly” either “(i) exer-
cises substantial control over the entity; or (ii)
owns or controls not less than 25% of the own-
ership interests of the entity”. “Substantial
control” has been further defined to include
any “senior officers” such as a CEO or COO,
but this title is broad enough that it mightalso
pick up a store manager in a single-store deal-
ership. It is also possible that members of the
Board of Directors might be covered. Finally,
even the 25% ownership rule is not black and
white since a person might be found to have
“control” over ownership interests thatareina
trust or thatare voted through a voting agree-
ment. The bottom line is that making a de-
termination of who constitutes a “Beneficial
Owner” will be fact-specific and may require
consultation with your legal counsel.

When do Dealers Have to Report this

Information?

If you have formed a new entity since Jan-
uary 1, 2024, you have already likely run into
the CTA since the required information has
to be reported within 90 days after the entity
is formed. However, preexisting entities have
until January 1, 2025 to file their initial re-
port. The chart below lays out the timing re-
quirement:

Date of Formation Reporting Deadline
Before 1/1/2024 January1,2025
1/1/2024 - 12/31/2024 90 days

After 1/1/2025 30 days

In addition to the initial report, the CTA
also require entities to report any changes to
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the initial information within 30 days of the

change of information. It is this ongoing re-
porting obligation (and the need to also track

changes with your “Beneficial Owners”) that
will create the most challenges with the CTA.
Please note that the willful failure to timely re-
port information can also come with signifi-
cant potential penalties, including a $500 dai-
ly fine for each entity, a fine of $10,000 and the
potential fora prison sentence of up to 2 years.

Are there any Exemptions Available?

Some types of entities are exempt from the
CTA. Of these exemptions, the one that may
apply to equipmentdealers is called the “Large
Operating Company” exemption. To qualify
for this exemption, the entity must have more
than 20 employees on a full-time basis in the
US, a location in the US and reported over
$5,000,000 in gross sales on its US federal in-
come tax return for the prior year. Since the
financial test is based on revenue and not in-
come, the good news is that we expect many
dealerships to be able to qualify for this ex-
emption for their operating entity. However,
please note that there are a number of common
situations thatwill still require some dealer en-
tities to comply with the CTA despite this ex-
emption:

Holding Companies

Many dealer organizations have established
a holding company that owns the dealer-
ship operating company and perhaps other
subsidiaries. Although revenues can be con-
solidated between affiliated entities to reach
$5,000,000, entities cannot be consolidat-
ed for purposes of calculating the number of
employees. Asaresult, if you have a holding
company structure but the holding com-
pany does not have over 20 employees, the
CTA will still apply to your holding com-
pany (and its owners) even if the operating
company is exempt.



Until the courts reach a final determination on
the constitutionality of the CTA, or Congress
approves legislation repealing the CTA, the
reporting requirements still apply.

Real Estate Companies

Many dealer organizations also own real es-
tate in a separate entity. Since these entities
normally do not have employees, it is also
likely that these entities will be subject to
compliance with the CTA.

Subsidiaries

One piece of good news is that if you have
an operating company that qualifies for
the Large Operating Company exemption,
then all wholly-owned subsidiaries of that
entity are also exempt through the “Subsid-
iary” exemption. Note, to qualify for this
exemption, the subsidiary must be wholly
(100%) owned by one or more exempt en-
tities. If any non-exempt individual or en-
tity owns an interest in the subsidiary, the
entity will not qualify for the subsidiary ex-
emption.

Practical Tips
We have two primary recommendations to
help reduce risk to the dealerships with enti-
ties that are subject to the CTA. The first rec-
ommendation is to require each “Beneficial
Owner” to register individually with FinCEN
to obtaina personal FinCEN ID number. The
process is relatively quick (10-15 minutes) and
the benefit of thisapproach is that it eliminates
the need for that individual to have to pro-
vide personal information to the dealership
and the dealership can simply report the Fin-
CEN ID number as part of its filing, which
can help accelerate the
- ability to form a new enti-
! a ty. The other benefit of this
' approach is that the bur-
den of reporting changes

‘“‘ relating to the individual
Al

Beneficial Owners (and related penalties) falls
on the individual. Beneficial Owners can ob-
tain a FinCEN ID number by taking the fol-
lowing steps:

* Visit https:/fincenid.fincen.gov/landing

* Sign-up for an account with Login.gov
and then proceed to obtain a FinCEN ID
following the instructions in the attached
PDF.

e Eachindividual will need to provide cur-
rent name, DOB, current residential ad-
dress (generally, Company Applicants
ONLY can use a business address), and a
scan of a non-expired government issued
ID document to submit through the Fin-
CEN portal.

The second recommendation is that each
entity subject to reporting adopt language as
part of its corporate documents (e.g., bylaws
or operating agreement) to include language
obligating the owners and the company to file
the appropriate updates with FinCEN. While
this language can help provide protection to
the dealership for the failure of a Beneficial
Owner to timely report, the main benefit of
this is to try to keep the obligation top of mind
to limit chances that a Beneficial Owner will
forget about the obligations. Along with this
language, we also think it would be a good
idea for the dealership entity to adopt a quar-
terly survey/certification that Beneficial Own-
ers are required to complete to help identify
potential issues and allow for an updated re-
port to be filed as soon as possible. While this
does not representa “safe harbor” for avoiding
liability, such a policy, if followed, should be
helpful in establishing that any violation was
not “willful” and therefore avoid fines.

Current Status of the Law

The CTA has been the subject of multiple
legal challenges since it took effect this year.
In March, the Northern District of Alabama

sided with the National Small Business As-
sociation (“NSBA”), ruling that the CTA is
unconstitutional as exceeding Congress’ enu-
merated powers. The court did not reach the
other constitutional claims and the case is cur-
rently awaiting appeal in the 11th Circuit.

Importantly, while FinCEN announced it
will honor the court’s ruling during the ap-
peal process, the decision is limited to mem-
bers of the NSBA at the time of the decision.
Thus, any individuals or entities that were not
members of the NSBA when the ruling was
made remain subject to the CTA.

On the legislative front, members of both
houses of Congress have introduced legisla-
tion to repeal the CTA (H.R. 8147, S. 4297).
Both bills have been referred to Congressional
committees for further review.

Until the courts reach a final determina-
tion on the constitutionality of the CTA, or
Congress approves legislation repealing the
CTA, the reporting requirements still apply.
Accordingly, while there is general uncertain-
ty surrounding the validity of the CTA, deal-
ers should continue to take appropriate mea-
sures to comply with the law’s requirements.

Conclusion

With the upcoming deadline of January 1,
2025 for preexisting entities, it is important
for dealers to begin the process of assessing
whether they will be required to file reports
with FinCEN and, if so, the Beneficial Own-
ers that will also be required to report. We en-
courage you to contact your legal counsel to
assist in this assessment and to help with any
applicable policy language to assist with fu-
ture compliance. Inaddition, please be aware
that many professional firms are electing to
NOT form entities for clients because the at-
torney or accountant forming the entity can
also be personally liable if the correct infor-
mation is not provided at the time the enti-
ty is formed. For those professional firms that
are forming entities, including our firm, you
should expect that those firms will require that
you have provided all information needed to
make the filings with FinCEN before the en-
tity is formed as a way to reduce liability. The
consequence of this is that you may not be
able to form entities as quickly as before and
therefore need to plan accordingly. This arti-
cle is intended to provide general recommen-
dations and is not intended to be legal advice.
You should always consult your attorney for
advice unique to you and your business. EIl

LANCE FORMWALT
is the leader of the
Equipment Dealer Group
at Seigfreid Bingham, PC.

LANCE FORMWALT is the leader of the Equipment Dealer Group at Seigfreid Bingham, P.C. The firm serves as legal counsel to the North American
Equipment Dealers Association and many individual equipment dealers. Lance may be contacted at lancef@sb-kc.com or 816-265-4106. Also see
www.sh-kc.com. This article is intended to provide general recommendations and is not intended to be legal advice. You should always consult your
attorney for advice unique to you and your business.
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Developing a Parts
Product Specialist

by SCOTT BRIGDEN

still remember my first
week as a front counter
parts person.

I grew up on a family farm, and when the
job posting for a parts person came up in our
local newspaper, I thought this would be a
very easy job with my background. As the
questions started coming at me from custom-
ers, the realization set in very fast that, wow, I
had alot to learn.

‘The challenges of becoming a product spe-
cialist in parts are quite daunting when we
step back and look at how much knowledge is
needed to find all the solutions they are asked
for. There are so many different models and
types of equipment, and as the season chang-
es, so does the equipment being used. Tech-
nology is changing at a rapid pace, and the
expectation of our custom-
ers, when they come to the

s
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Your shop is full of training opportunities for both new and experienced parts staff.
Creating a plan that encourages parts people to feel comfortable asking questions

in the shop is a key step.

sharing can go a long way. This doesnt need to
be a deep dive into the equipment but to teach
them the main components and terminolo-
gy that customers will be talking about. I have
watched new employees become fascinated
when you show them the basic principles of
how a planter or air seeder works, or all the dif-
ferent sections on a combine
that the crop goes through

countet, is that your parts
counter person is a product
specialist. Keeping up with
these changes can be very
intimidating for a new em-
ployee or even a seasoned
veteran of the parts coun-
ter. Having a strategic plan
to build the necessary prod-
uct knowledge will make

Technology is changing
at a rapid pace, and
the expectation of our
customers, when they
come to the counter,

is that your parts
counter personisa
product specialist.

to produce the final prod-
uct. This equipment is fasci-
nating, and sparking their in-
terest early on will encourage
them to ask more questions.
Your shop is full of train-
ing opportunities for both
new and experienced parts
staff. Creating a plan that en-
courages parts people to feel

your parts staff truly spe-
cialists and let them deliver
an exceptional customer experience.

Building confidence in the first few days of
employment for a new parts counter person
can set the stage for their learning path — the
key is to utilize your product experts to give
them the knowledge they will need. Going out
into the equipment lot with a staff member
who knows the key components of the equip-
ment for some basic ag equipment knowledge

comfortable asking questions

in the shop is a key step. A
picture on a computer screen can only convey
so much, but when someone can physically see
where a part is located on a machine, how it
is installed or what that part does, the infor-
mation becomes more tangible and memora-
ble. The next time they look at a parts break-
down on a computer screen or in a book, they
see more than justa picture. Observing equip-
ment setups or inspections being done in the

shop provides a comprehensive overview of
the machinery, boosting their confidence and
helping them become product specialists.

A simple one-hour walk around a piece of
equipment before that season starts can be a
great refresher for staff. Take advantage of your
technicians who are out in the fields, keeping
your customer’s equipment running every sea-
son to help build a good walk-around. These
technicians are hearing and seeing firsthand
the issues your customers will call about when
a new season starts, making them excellent
teachers for your front-line staff. The first time
you plan a pre-season walk around, it takes
some time, but once the template is in place,
it can be a very easy and incredibly impactful
partnership between parts and service.

Your customers expect product special-
ists when they walk through the door or when
someone takes their call. Building a parts
product specialist takes planning and a com-
mitment to continuous, hands-on training.
Engage your managers to develop and imple-
ment a training plan that will encourage your
parts staff to always learn from the experts in
your dealership. Your customers and your staff
will thank you.

SCOTT BRIGDEN is a trainer with NAEDA's Dealer Institute. Prior to joining DI as an aftermarket specialist and trainer, Scott held various training
and leadership positions across several dealerships in Canada, and he currently manages a truck repair shop. He looks forward to helping dealers
succeed by improving their parts and 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.
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SCOTT BRIGDEN,
Aftermarket Specialist
and Trainer with NAEDA'S
Dealer Institute.
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KENECT

YOUR CUSTOMERS WANT TO TEXT YOU. LET THEM.

TEXT FROM MOBILE OR DESKTOP SERVICE RUNS ON TEXT
Text from your existing dealership phone Give service updates, cooridnate pick-ups,

line instead of giving out your personal and save loads of time. The voicemail days
cell phone number. are over.

DOUBLE WEBSITE LEADS COLLECT PAYMENTS VIA TEXT
Install the Kenect 'Text Us' widget on e Get paid faster by sending payment
your website and see your leads requests over text message. Customers
double in volume. can make a payment in 3 clicks.

VIDEO CHAT WITH CUSTOMERS ONLINE REVIEW GENERATION
° Show service updates, upsell parts, @ Right now about 1% of your

give walk-arounds, or share your customers leave reviews. Let's

screen--all with a quick link via text. increase that to 35% with Kenect.

AN
>/

&6 An email might sit for a day or two 6% in 35xin 260% in
units sold reviews New Leads

before someone gets back to you,
but with Kenect you get a quick
response. That efficiency leads to

more revenue. 99§ oy ok TRtk ot ol
in today. Would you like to
Mike Souza, BD Manager plit'a deposit down anihe

unit you looked at?

F&W Equipment

Yes let's do that. Should | call
in with my credit card #?

No need! I'll text a link to our |
online payment. ‘

Payment '
‘ payment kenect.com I\
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INTERNATIONAL
e RECRUITMENT

CONSULTING N PROGRAM

Arch Stafﬂng - United States

Our program Is designed to recruit experienced Service Technicians
to Canada and the U.S. from South Africa and other countries as the
program evolves. This Is a full-service program that offers a variety
of services to support end-to-end recruiting solutions for dealers.
The program Is supported by an experienced team of professionals,
including on-the-ground recruiters who understand the South
African market. Arch Staffing & Consulting also has global
experience with on-the-ground recruiters in several geographies
across the world.

PROGRAM PHASES:
* PHASE 1
Pre-Recruitment
Visa Applications: Obtaining approvals to hire a
Permanent Skilled Worker from outside the US.

Marketing Materials: Develop materialsto profile
vour Dealer and job opportunities effectively.

« PHASE 2
Recruitment
Partner with Dealers: Develop candidate
requirements, interview process, and assessment
tools to manage expectations.

e PHASE 3
Immigration
Fulfilling Requirements: Getting work visas/and
determining fixed costs associated with bringing
new hire and their families to the U.S. [

» PHASE 4
Post Hire
Employee Settlement:Design settlement package
for relocation. l.

Cultural Awareness Training: Mandatory training for

new hires and optional training for Dealers.
CONTACT US:
r Dale Hindmarsh
m 403.519.0669

dale.hindmarsh@archstaffing.ca >




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

“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.



LEADERSHIP PRINCIPLES

Are You Consciously or
Unconsciously Incompetent?

by DR. LARRY COLE

elf-awareness is a critical topic for employees who
strive to be the best performers.

We have two self-awareness sets of nerves. One is our physical
nerves designed to keep us healthy. A case in point is trying to grab a hot
frying pan! The other set is psychological nerves designed to keep us emo-
tionally healthy, but the need to protect ourselves can become an Achilles’
heel, leading to demise in our performance. For instance, our defensive
nature when someone criticizes us. Our body automatically becomes “de-
fensive,” and we may act inappropriately to protect ourselves.

We are acutely aware of what our physical nerves tell us, which is the
reason we don’t pick up the hot pan. Unfortunately, the psychological
awareness system is less acute than the physical feedback. Leadership gu-
rus tell us that becoming psychologically self-aware is our greatest chal-
lenge. (The authors of The 100X Leader remind us of this fact.)

Examine the following table:

COMPETENCE INCOMPETENCE
AWARE AlC AlIC
NOT AWARE NA/C NA/IC

Obviously, we want to be acutely aware of both our competence and
incompetence. Not being aware of our incompetence can derail our ca-
reers.

Our psychological defenses can blind us. Whenever we receive in-
formation about ourselves, our psychological system will engage in one
of three options:

1. Deny.
2. Accept but do nothing.
3. Useinformation received through psychological messaging as a gift.

The need to protect us from psychological “harm” through denial is
precisely why leadership gurus tell us that psychological self-awareness
is our greatest challenge. Denial, though, jeopardizes our careers and,
ultimately, personal happiness. I'm reminded of the three monkeys dis-
playing the “I see no evil, hear no evil, or speak no evil.” Receiving con-
structive feedback is not evil, it is a gift.

My 35+ years of consulting tell me that “deniers” are everywhere.
How many times have we heard that it is part’s fault or the service de-
partment’s fault? I'm sure you've heard these stories.

Lookat the picture. Do you see at least three fingers pointing back at
the hand? Mother Nature is telling us that 60% of the time, it’s our fault

when we point our fingers. Finger pointers may

Can | convert unconscious incompetence to conscious incompetence?
The short answer is yes. The long answer is with hard work. The be-

lack the necessary self-awareness to know what
they are really saying — I don’t have the emotional
maturity to accept responsibility for my actions. Or,
perhaps they just don’t care.

havioral sequence I'm sharing with you is true for any behavior.
Our very first step is “wanting” to know. A sidebar: The best per-
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Converting unconscious incompetence to conscious incompetence
requires considerable effort, and that is just the first step.

formers seck feedback from every source. These performers want to know
when their behavior negatively impacts working relationships so they
can respond more appropriately.

Itis essential to become aware when we're getting ready to use inap-
propriate behaviors. We can’t change any behavior that we’re not aware
of. Whenever our body tells us that we’re getting defensive, we can say to
ourselves, ['m guilty until proven innocent as that will help quieten our de-
fensive self-talk designed to protect ourselves. Then, we open our minds
to listen to what is being said for several reasons. One, the information
we are about to hear could be true, and it is our fault. The second is to
listen to understand and learn. Third, we can ask what we could have
done better so we're turning this uncomfortable moment into a learn-
ing opportunity.

What I'm about to suggest requires considerable maturity and confi-
dence to be vulnerable. We can ask those with whom we work to be our
accountability buddies and offer real-time feedback when they see us
about to or acting inappropriately. Yes, that is asking our colleagues to
take a psychological risk, particularly if we have the reputation of strik-
ing out like a snake. Hopefully, we will have one or two colleagues who
will provide honest, real-time feedback. Feedback is a gift; we really need
it when trying to change behavior.

Let’s be optimistic and assume that we want to always use more ap-
propriate behavior, which requires extreme vigilance on our part when-
ever we enter a conversation that even hints at the possibility of us be-
coming defensive. At that precise moment, we can exert the necessary
self-discipline to open our minds to fully listen to understand while tell-
ing ourselves to look for the learning opportunities. Just remember, we
find that which we look for!

Converting unconscious incompetence to conscious incompetence
requires considerable effort, and that is just the first step. The next step is
the effort needed for us to use the alternate, more appropriate behavior
and create habit strength through focused practice. The work required
to change behavior may be the reason many choose to take the path of
least resistance — and not walk down the path of change. What we de-
cide to do is guided by the answer to this question — do we want to be
the person our colleagues want to work with or to —
avoid like the plague? EI ¥ "q“

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

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

Dealer Institute.



VWe look good together.

We're invested in how you look, providing

products and services that enhance your
business image and your bottom line.
That's because if you don't look good, we
don't look good. And when you look good,
customers take notice.

« Customized uniform programs

- Flame Resistant (FR) and visibility garments
- Restroom and facility services

« Industry leading service and value

» 300,000-plus business customers

UniFirst is an Endorsed Vendor for the NAEDA network.

UniFirst

Uniforms Services Solutions

UniFirst.com | 800.934.8641
Alan_Pipe@UniFirst.com




The Presidential Election Ripple
Effect: How Political Dynamics
Influence the Stock Market

by DAVID WENTZ

s the United States gears

up for another presidential

election, the nation is not
only contemplating the future of
its governance but also the po-
tential impact on its financial
markets.

The relationship between presidential
elections and the stock market has long been
a subject of interest and debate among econ-
omists, analysts, and investors. While it’s
tempting to draw direct correlations, the re-
ality is far more nuanced, with various fac-
tors at play.

Sectors Impacted Differently

The two major party candidates typical-
ly have very different agendas when it comes
to issues like taxes, regulation, trade, spend-
ing priorities, and more. Depending on who
wins, this can signal potential major policy
shifts that will impact different industries.
For example, if a Democratic president gets
elected, stocks of renewable energy compa-
nies may rise in anticipation of greener poli-
cies, while fossil fuel companies could fall. A
Republican president might boost the stocks
of oil/gas companies and industries that fa-
vor deregulation. Policies aimed at making
college more affordable could negatively im-
pact for-profit education companies. It’s im-
mensely important for the public, especial-
ly advisors, to stay informed when looking
at the impact a Presidential Candidate can
make on the market. Keep abreast of election-
related developments, including proposed
policies and potential market impacts. Un-
derstanding how different outcomes could af-
fect various sectors will enable one to make
levelheaded decisions economically.

Historically, presidential election years
have often been accompanied by heightened

TAXfavored EEVEE

market volatility. Uncertainty surrounding
policy changes, shifts in regulatory environ-
ments, and potential alterations to fiscal and
monetary policies can lead to fluctuations in
investor sentiment. However, the impact of
elections on the stock market is not uniform.
‘The market’s response can vary depending on
a multitude of factors, including the prevail-
ing economic conditions, geopolitical events,
and the candidates’ proposed policies.

Elections do have consequences. But if
the past century is any guide, the long-
term consequences of US presidential
election years on investor portfolios,
including 401(k)s, is minimal at best.

According to CNN, in a recent study con-
ducted by retirement planning firm TIAA,
the performance of a moderate-risk portfo-
lio consisting of 60% stocks and 40% bonds
was examined across all presidential elec-
tion years dating back to 1928. Surprisingly,
only four years experienced negative returns:
1932 (with a decrease of 1.4%); 1940 (with a
decrease of 4.7%); 2000 (with a decrease of
0.8%); and 2008 (with a significant decrease
of 20.1%). Unsurprisingly, those four pres-
idential election years occurred at times of
seismic events: The Great Depression. World
War II. The implosion of the tech bubble. And
the housing and financial crisis that created
the Great Recession'.

“Over a very long period of time, it wash-
es out,”-Niladri Mukherjee, chiefinvestment
officer at TTAA.

Advisors should proactively reach out to
clients during a presidential election year to
address any concerns they may have about
the potential impact on their investments.
Heightened market volatility is normal in the
months leading up to and immediately after
the election as uncertainty increases. Coun-

While the stock market's short-term
movements around presidential
elections can be dramatic at times,
individual investors should avoid
making decisions based solely on
those short-term fluctuations.

seling clients to expect turbulence and resist
emotional reactions to short-term swings is
critical. Reinforce the importance of sticking
to their long-term strategies and diversified
portfolios. Clients will need their advisors
to be a trusted voice of reason and expertise.
This helps avoid rash, panicked decisions. Put
the circus of campaigning in perspective and
reiterate each client's personalized investment
plan. Advisors are there to prevent knee-jerk
reactions to transitory market fluctuations
during the election cycle. Their role is to be a
stable, rational ally focused on helping clients
stay disciplined to achieve their long-term fi-
nancial goals, regardless of the short-term po-
litical noise.

While the stock market's short-term
movements around presidential elections
can be dramaticat times, individual investors
should avoid making decisions based solely
on those short-term fluctuations. Maintain-
ingabalanced, diversified portfolio matched
to individual risk tolerance and time hori-
zon is the wisest approach through the in-
evitable policy shifts and market cycles that
will come with any administration. In short,
the stock market reflects the economy's over-
all health, remaining strong despite political
changes during elections. EIl

'It's a presidential election year. Here's what that could mean for

your 401(k). (New York CNN, Jeanne Sahadi, May 7, 2024)
Content s created in full or part by Claude at the request of David
B. Wentz, ].D., LUTCF

David B. Wentz offers products and services using the following
business names: Tax Favored Benefits, Inc. — insurance and
financial services | Ameritas
Investment Company, LLC (AIC),
Member FINRA/SIPC - securities
and investments | TFB Advisors,
LLC or Ameritas Advisory Services
(AAS) —investment advisory services.
AICand AAS are not affiliated with
Tax Favored Benefits, Inc. or TFB
Adpvisors, LLC

DAVID WENTZ is CEO of TFB, Inc. David frequently speaks at various seminars about profit sharing, 401(k) plans and investment programs. The North American
Dealers Association (NAEDA) endorses Tax Favored Benefits as a 401(k) provider. No compensation is received. More information is available at www.

taxfavoredbenefits.com.
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TECHNICIANS

FRTOMORROW
YOUR LINK TO HIRING GREAT TECHS

WE WANT YOUR INPUT!

Technicians for Tomorrow prepares students for future SCAN THE QR CODE
careers in the Ag Service Tech industry. Help us understand TO COMPLETE
what you look for in a service technician candidate — scan OUR SURVEY

the QR Code, or visit us online and fill out a short survey.

The information you provide will assist us in tailoring our
program to train a workforce that will meet the needs of
your customers — now and in the future.

TECHNICIANSFORTOMORROW.ORG
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Equipment Dealers Foundation
Over $15,000 raised to date at popular

clay shooting events.

by NAEDA STAFF

his year, each clay shoot
event kicked off with a one-
hour dealer meeting led by
a member of our DDM team.
These executive sessions offered a
comprehensive overview of pressing issues
in the equipment dealer industry, including
manufacturer relations, legislative updates at
both state and federal levels, insights from our
OPE Dealer Council and highlights of our
preferred partners and NAEDA services.
We hosted successful dealer meeting/clay
shoot fundraisers in Memphis and Columbus,
both first-time locations that drew a notable

2024 EVENT SCHEDULE

GOLF TOURNAMENT
August 23

CLAY SHOOTS
September 13

October 3
November 15
December 13

turnout - 20 shooters in Memphis and 33
in Columbus. In late July, we hosted our
fourth annual event in the Kansas City area
with 55 shooters participating. Together,
these events have netted more than $15,000
for Equipment Dealer Foundation initiatives.

Supporting the EDF supports

your industry!

Since its inception, EDF has been focused
on education within the equipment industry,
particularly in the promotion of the service
technician - providing scholarships to current
and prospective dealership employees to attend
technical training to further their skills and
career.

Falcon Lakes Golf Club, Basehor, KS

Snake Creek Shooting Sports, Beggs, 0K
Milford Hills, Johnson Creek, WI

Hub City Clays, Lubbock, TX

Kidd's Place, Raleigh, NC

Visit www.equipmentdealersfoundation.org/event-list for additional details.

For sponsorship and registration information about these events, please contact
Jennifer Orr at 816-412-6151 or email jorr@neada.com.

To stay informed on EDF events and more, make sure you have adjusted your email
contact settings to include EDF events, follow NAEDA on Facebook, Instagram,
Twitter/X and/or LinkedIn, and have joined the NAEDA community.

If you have any questions on how to keep up-to-date, please reach out to Lindsey Cook,
Communications Manager, at lcook@naeda.com or Jennifer Luce, Vice President of

Member Engagement, at jluce@naeda.com. Em
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EQUIPMENT

DEALERS FOUNDATION

THE CLAYS AT
LONE OAKS FARM
Memphis, TN

TOP SHOOTING TEAM
Tennessee Tractor (279)

TOP SHOOTER
Zach Ward (79)

TOP SHOOTING TEAM
Tennessee Tractor (279)

U S o === =1 «A THE CARDINAL CENTER
| R f‘f? CL S8 T TLUEER. - Columbus, OH

..._\ — '
PACE TEAM1
v Ken Sweeny Jr. shooting

TOP SHOOTING TEAM
0POC (336)

TOP SHOOTING TEAM - OPOC (336) : ' ] TOP SHOOTER
TOP SHOOTER - Colin Evans (92) - | = Colin Evans (92)

CONT. ON PAGE 26
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CONT. FROM PAGE 25

EQUIPMENT

DEALERS FOUNDATION

DERR EQUIPMENT TEAM

Garrett Derr shooting | PUWDER CREEK
Lenexa, KS

TOP SHOOTING TEAM - Vermeer Great Plains (326) . Nl TOP SHOOTING TEA_‘M
TOP SHOOTER - JC Corneliusen (82) Tl ' Vermeer Great Plains (326)

TOP SHOOTER
JC Corneliusen (82)
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NAEDA Elrsnss
NAEDA Welcomes New Staff

by NAEDA STAFF

Lindsey joined NAEDA on June 17, 2024, taking on the roles of Communications Manager and Associate
Magazine Editor. Her focus will be keeping members in the loop with the latest NAEDA and industry updates
across all of the Association's communication platforms.

“I'm thrilled to take part in a mission to educate, elevate and advocate for members by sharing stories that matter and
keeping them in the know,” Lindsey says. “I look forward to learning more about our members, sharing their stories and
engaging with the issues that matter most to them.”

Lindsey Cook

COMMUNICATIONS

MANAGER & BIO | Lindsey started her career in journalism in 2010, and later earned her master's degree from Northwestern University in 2014
ASSOCIATE and spent time working at a newspaper in Phnom Penh, Cambodia. She's since had various roles in nonprofit organizations like the
MAGAZINE EDITOR University of Nebraska Foundation and the National WWI Museum and Memorial. Settling in Kansas City in 2017, Lindsey has loved

volunteering at local museums and exploring the city's historical sites in her spare time.
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DEALER INSTITUTE

FEATURED SERVICES

Custom on-site consulting
Custom on-site training
GROW YOUR BUSINESS Public classroom & virtual training
Performance groups
r{ U.S. (800) 762-5616 | CANADA (800) 661-2452

Learning management system
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WARRANTY PROCESSING SERVICES ©) Accurate
(2511509-6545
WWW.WARRANTYPROCESSINGSERVICES.COM a’e“"e

Warranty processing on agriculture, harvesting, and construction equipment
MADE EASY!

\/Over 40 years of experience

V/A team of administrators with a success rate of more than 90% when filing claims

/ Quick filing, no hassle, and follow up until claims are approved E?E
kL.
.
\/'Weekly tracking and management reporting :‘L;ﬁ?
[=]53

AGRICULTURE | CONSTRUCTION
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EQUIPMENT dealer
y |

Online resources for successful dealers

Equipment Dealer Magazine is your one-stap 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.

Your online NAEDA Connection

Grandpa’s Farm
Coloring Books

WY i \
mmili %ii;:‘

COLORING BOOK

To date, NAEDA dealer members have received

over 300,000 “Grandpa's Farm" Coloring Books to
distribute to their farmer customers to promote the
value of a technician to a farmer's operations. The
coloring books are free, all you pay is shipping -
contact our office to place your order. EX

HERE'S WHAT YOU SOLD Equipment Retail Sales In Units AEM:al

DATA PROVIDED BY THE ASSOCIATION OF EQUIPMENT MANUFACTURERS

US. - MAY 2024 MAY Y-T-D MAY MAY 2024

Ag Tractor and Combine Report  [gAYZA 2023 | %CHG | 2024 2023 | %CHG BEGINNING INVENTORY

2WD < 40 HP 16,650 | 19047 | -126 | 59,913 | 68603 | -127 87,544

2WD <100 HP 5046 | 5657 | -108 | 20813 | 22672 | -82 38,007

2WD 100+ HP 2039 | 2113 6.2 9,650 | 9,827 18 1,898

TOTAL 2WD FARMTRACTORS | 23,735 | 26,877 | -1.7 | 90376 | 101102 | -10.6 137,459

TOTAL 4WD FARM TRACTORS 291 266 9.4 1,611 1,561 3.2 797

TOTAL FARM TRACTORS 26026 | 27143 | -N5 | 91,987 | 102,663 | -10.4 138,256

SELF-PROPELLED COMBINES | 401 487 17 | 2205 | 2561 | -139 1,347
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We hope you have found this issue of Equipment Dealer Magazine both informative and educational. We welcome your
e a e r feedback and invite you to submit any ideas you have for upcoming issues. Feel free to contact us at info@naeda.com.

RESOURCES FOR SUCCESSFUL DEALERS i . . 0 a
Mmagazine Managing Editor: Joanne Olson www.naeda.com | www.equipmentdealermagazine.com

Equipment Dealer Magazine is the official publication of the North American Equipment Dealers Association.
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RITCHIE BROS.

The Global Marketplace
for Insights, Services,
and Transaction Solutions

* Buy assets with confidence
* Sell assets with flexible solutions

* Make smart decisions with data-driven insights

* Manage assets with cutting-edge tools

Innovative tools, services, and solutions to help you buy, manage, and sell commercial assets.
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@DEALER
AUDIT SERVICES

FOR EQUIPMENT DEALERS

Dedicated to enhancing your business' efficiency, compliance,
and overall success, Equipment Dealer Consulting, LLC's team of
experienced CPAs provides audit services to equipment
dealerships all over the US.

A\

2

Financial Analysis Expert Insight Custom Solutions

Curtis A. Kleoppel, CPA, CVA
Equipment Dealer Consulting, LLC
curt@naeda.com

CONTACTUS TODAY!

eqgdealerconsulting.com | (800) 762-5616




