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DRIVING DEALERSHIP SUCCESS

ASCO EQUIPMENT COUNTS ON e-EMPHASYS

“e-Emphasys' ability to produce valid data reports so far
exceeds our previous business system that so far it's been
a real addition to our company. A lot of the decisions that
were made in those days were made just on some gut
instinct, those decisions are still gut instinct but we have
the support for them and proof we are making the right
decision with e-Emphasys.”

BRAX WRIGHT, CEO
ASCO EQUIPMENT

Fully-Integrated Software Solutions Designed for the Equipment Dealer and Rental Industry
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YOUR AED MEMBERSHIP PROVIDES
SOLUTIONS AND OPTIONS
AED’s membership services and beneﬁts are designed to enhance
and develop the proﬁtability and continuity of construction
equipment dealers by providing tools and resources.

AED’S
CALL COUNSEL! PROGRAM
AED’s Call Counsel! Program is a FREE legal hotline for AED Members
provided by Airdo Werwas, AED’s General Counsel.

TAKE ADVANTAGE OF THIS MEMBER BENEFIT TODAY
Visit www.airdowerwas.com or call 312-506-4480.
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Everything you
need to list and
sell privately

from
Ritchie Bros.

RitchieList.com

We give you the tools, technology, pricing data and unrivalled
reach to make private sale easy, eﬃcient, and profitable.
▸ Easy-to-use, self-serve interface with multiple ways to upload inventory
▸ Included Inventory Management System for eﬃcient workflow
▸
▸
▸
▸
▸
▸

Ability to push assets to other sales channels
No paid ad obligations
Access to powerful pricing tools & market data
Convenient “a la carte” services
Multiple ways for buyers to contact you
Unlimited listings only US$99/month (CA$129/month)

1.866.749.2606 | RitchieList.com

THE GRASSROOTS MATTER MOST:

LAYING THE GROUNDWORK
FOR LONG-TERM POLITICAL
ADVOCACY

A

fter a very successful trip to Washington, D.C. for
AED’s Policy Conference and Advocacy Day in
June, it’s imperative that AED members remain
effective as an advocate for the equipment industry back
home.

education programs. The substantial progress we all have
made as an association is due to the fact that members of
Congress/Parliament see what’s happening on the ground,
and our members continue to develop relationships with
their representatives, regardless of their political party.

AED is proud to have a full-time presence in the U.S. and
Canadian capitals. However, grassroots engagement is the
single most important influence on federal decisions (or
the lawmaker won’t be in office very long). It’s critical that
you host lawmakers for facility visits and tours to ensure
they hear directly from the job creators in their states.
This gives them a firsthand look at your company and the
impact it has on the local economy. Above and beyond
the national narrative, the stories of local businesses drive
debates forward.

AED employs a three-pronged approach to political
advocacy in the United States: 1. A full-time presence in
D.C., 2. A robust Political Action Committee to support
candidates that champion AED’s pro-growth policy agenda,
and 3. A vibrant grassroots effort. This last component
is YOU! I wish to thank all of those who have hosted
lawmakers at their facilities. As new legislative issues arise,
its vital that you have the relationships with your elected
officials to ensure bad policies don’t become terrible laws.

While the bipartisan infrastructure law was a resounding
victory for the equipment industry, there are other legislative
issues that have a significant impact on AED members. Socalled “right to repair” legislation is gaining traction on
Capitol Hill and Parliament Hill. Important pro-growth
tax provisions, such as 100 percent bonus depreciation,
are phasing out in the United States. We also must remain
vigilant in securing funding for career and technical

The time to build a relationship with your representative
is when times are good and well before you need them to
act on your behalf. Regardless of party affiliation, having an
established rapport with your government representatives
is important (at the local, state and federal levels!). The day
that piece of legislation comes to a vote, you’ll be happy
you laid the groundwork. So, reach out to your Regional
Manager today and tell them, “I want to host my member
of Congress!”
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Did you know?

YOUR INVOLVEMENT
IN GOVERNMENT CAN
MAKE A DIFFERENCE

W

hen my father, Tom Taylor Jr., was president
of AED (the position we now call chairman),
he wrote in the June 1989 issue of the AED
magazine about the importance of getting involved with the
political process. Back then, he was writing about section
89 of the IRS code, which was passed as part of the 1986
tax legislation and was projected to cost businesses over $1
billion in complying with the complicated regulations. He
also warned of the threats family-owned businesses faced
from 2036(c) of the IRS code, which would negatively
impact the ability to pass company control and growth to
succeeding generations.
My father argued that he and other AED members must
“get off our collective duffs and make it happen. Let’s make
a difference!” As a result of this focus on “external factors
that shape the climate in which we transact business,” he and
the collective AED organization, through their interaction
with elected officials, influenced legislation, leaving the
legacy of a better business environment for family-owned
businesses for his own generation and for generations to
come.

I learned from my father the importance of AED
involvement and participation in the political process,
and I have witnessed myself the reality that our political
engagement works. One only needs to look to our recent
past to see important results that have come from AED’s
commitment in Washington D.C.
For decades, AED advocated for Congress and the
administration to pass legislation to rebuild America’s
crumbling infrastructure. Last November, President Biden
signed into law the $1.2 trillion bipartisan Infrastructure
Investment and Jobs Act. The long road to the signing of
this historic bill was a direct result of the hard work of AED,
its members, and other associations and interested parties.
Over the years, AED hosted hundreds of congressional
facility visits and meetings, conducted Driving for
Dealers RV tours to highlight the nation’s dilapidated
transportation network, and facilitated a grassroots letterwriting campaign that resulted in thousands of letters being
sent to U.S. senators urging them to make infrastructure
a top priority. Additionally, hundreds of AED members
participated in recent Washington Fly-Ins, resulting in
countless meetings on Capitol Hill to deliver the industry’s
message.

Another very important example of AED’s influence
on the political process was back in 2017. Soon after the
introduction of the House version of the Tax Cuts and
Jobs Act (TCJA), the House Ways and Means Committee
adopted an amendment damaging to construction
equipment dealers. Specifically, a select group of “motor
vehicles” dealers were prohibited from taking advantage of
the legislation’s 100 percent bonus depreciation provision
both in favor of and in exchange for an increased business
interest deduction level (allowing for 30 percent of EBITDA
plus total floor plan financing amount). The “dealer
floor plan” language defined “motor vehicle” and listed
“construction equipment and machinery” in the definition.
Unlike the other dealers in the list (automobile, truck,
recreational vehicle, motorcycle, boat, farm machinery
and equipment), construction equipment dealers maintain
significant rental fleets that require large amounts of
capital investment, which is aided by 100 percent bonus
depreciation. Additionally, prohibiting construction
equipment dealers from utilizing full expensing, while at
the same time repealing the use of like-kind exchanges
for personal property, would severely impact many AED
members.
Consequently, AED acted swiftly and successfully, with
the help and support of member engagement, to ensure
that construction equipment was removed from the “carveout” in the Senate’s legislation. In addition, AED persuaded
House and Senate conferees, who were negotiating the final
legislative language, to omit construction equipment from

any compromise reached between the two chambers. As
a result, the new tax law ultimately allowed construction
equipment dealers to take advantage of the 100 percent
bonus depreciation provision and deduct business interest
of up to 30 percent of EBITDA.
Moreover, various drafts of the TCJA even contemplated
eliminating the business interest deduction, thereby
eliminating parity between the tax treatment of corporations
and pass-throughs and targeting the trusts that many in
our industry use to ensure the continuity of our businesses
from generation to generation. Without AED’s involvement
and organizing of AED member outreach to lawmakers,
our equipment industry’s tax outlook since 2017 could have
been very much different.
Equally important is what hasn’t happened! Congress
hasn’t passed legislation to increase taxes, implement
Green New Deal types of environmental policies, or turn
into law the pro-labor union bills promised by the Biden
administration and Democratic leadership.
In light of all this, it is more important than ever that
we stay involved in Washington D.C. Without the direct
involvement of AED members, right to repair legislation
recently introduced in the U.S. House and Senate could
pass, threatening the OEM-authorized distribution model
that has served our industry so well. If my father were here
today, I know he would still be touting the same message
he did over thirty years ago—and probably with more
colorful language. I can hear him now saying, “Get off your
collective @$$s and make it happen!”

R E A D T H E L AT E S T I S S U E AT
T

he truth is, unlike the consumer electronics sector and
other industries targeted by right to repair proponents,
original equipment manufacturers (OEMs) and authorized
distributors of heavy equipment already make diagnostic tools, parts
and repair manuals available to their customers. However, a false
perception remains that farmers and other end users are prevented
from making necessary repairs to their tractors.

AEDMAGAZINE.COM

In President Biden’s executive order from last summer “promoting
competition in the American economy,” he encouraged the Federal
Trade Commission to address “unfair anticompetitive restrictions
on third-party repair or self-repair of items, such as the restrictions
imposed by powerful manufacturers that prevent farmers from
repairing their own equipment.” Presidential candidates, U.S.
senators and representatives, members of the Canadian Parliament
and state lawmakers have all repeated similar claims.

AED MEMBER AND
EQUIPMENT DISTRIBUTOR

C&B

TAKES PROACTIVE APPROACH TO
SO-CALLED RIGHT TO REPAIR
B Y D A NIEL F ISH ER

The so-called “Right to Repair” movement, which is pushing
legislation at all levels of government, is based on the false
narrative that equipment end users are denied the ability to
repair and maintain their own equipment.
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With state legislatures reconvening and mandates being proposed
in both Washington, D.C., and Ottawa, OEMs and equipment
distributors must go on offense and be clear in pointing out that
customers already can repair their own equipment. What they are
prohibited from doing is modifying their equipment, particularly to
circumvent important safety and environmental controls.
AED views government-mandated right to repair policies
as a solution in search of a problem. Accordingly, the industry
must be persistent in its efforts to educate customers about the
misinformation surrounding right to repair and to highlight the
information, tools and parts that are readily available to customers.
If not, right to repair advocates will continue to shape the narrative
and win the public relations battle.
C & B Operations LLC, a John Deere agricultural equipment
dealer with 37 locations across South Dakota, Minnesota, Iowa,
Montana, Wyoming, and Idaho, has taken a particularly proactive
strategy to inform and educate its customers about their rights when
it comes to repairing their equipment.
“We support the right to repair,” says Jack Gerhardt, Vice President
of Aftermarket Strategy & Support for C & B. C & B makes service
manuals and tools available and fully supports a customer’s right to
operate, maintain, troubleshoot, and repair their equipment.
If equipment customers already have the right to repair, then
what are proponents of government mandates pursuing? “'Right to
Repair' is misleading,” Gerhardt explains. “The legislation is really
proposing the right to modify.”

J

“Call it what it is,” Peter Burwell, C & B's
Chairman and Chief Executive Officer,,
says with conviction. “It’s really the right
to modify – and that needs a deeper
discussion. There is more to this legislation
than right to repair.”
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INDUSTRY NEWS

MCCANN INDUSTRIES NOW CARRIES
KOBELCO EXCAVATORS

M

THE FULL LINE INCLUDES MINI, SR,
C O N V E N T I O N A L , A N D S P E C I A LT Y M O D E L S

cCann Industries, Inc. is pleased to announce
that the company now represents the full line of
Kobelco excavators. In addition to offering their
specialty, compact, mid size, and large machines, McCann
will also add them to their rental fleet and provide Kobelco
parts and service. They will represent the product line in
Cook, DuPage, Ford, Grundy, Iroquois, Kane, Kankakee,
Kendall, Lake, Livingston, McHenry, and Will counties in
Illinois.
“As part of our strategic plan to continue to scale
and grow the breadth of products and services to our
customers, we are very excited to be a licensed dealer now
for Kobelco Construction Machinery,” says Jim McCann,
CEO at McCann Industries. “We will provide their full
line of excavator products and specialized application
machines, parts, and repair services at select locations in
Illinois.”
“Kobelco makes an excellent addition to our already
wide range of equipment products,” explains Steve
Roggeman, president at McCann Industries. “Their focus
is solely on excavators, and Kobelco is at the forefront of
new innovations in the industry. From their noise and dust
reduction system and industry leading fuel economy, to
hybrid excavator technology and specialty machines, our

customers will greatly benefit from what they offer.”
“It’s a rare occurrence in our industry when a high
quality product, with decades in the market, strong
market share and industry acceptance becomes available
to represent, and this is why McCann is excited to be
the new dealer for the full line of Kobelco excavators in
the Northern Illinois area,” adds Jay Courtney, heavy
equipment division sales manager at McCann Industries.
“We look forward to expanding our offerings to both our
existing customers and to new ones. Our goal is always to
exceed the expectations of our customers, and we believe
the addition of the Kobelco lineup will help us to continue
to do so.”
Kobelco builds an excavator for nearly any job that
contractors, earthmoving, or construction crews will face
in Northern Illinois. Their mini and short rear swing
excavators are compact with light footprints, perfect
for urban or residential projects. Kobelco conventional
excavators cover the requirements of the largest digging,
grading, and demolition jobs, with a large variety of
attachment options, and they feature 360° sightlines. Plus,
they have specialty long reach models and excavators
designed specifically for building demolition.

INDUSTRY NEWS

LOXAM

JOINS THE
SMARTEQUIP
NETWORK
COMPANY TO UTILIZE
SMARTEQUIP’S
SERVICE SUPPORT
AND PROCUREMENT
SOLUTION ACROSS
SEVEN COUNTRIES

S

martEquip, a Ritchie Bros. company,
welcomes Europe’s largest equipment
rental company, Loxam, to its global
equipment service and parts procurement
network. In addition to supporting Loxam
locations across France, where the solution is
scheduled to go into its pilot testing phase in
autumn, the platform is subsequently scheduled
also to cover the company’s international
business units in Belgium, Denmark, Germany,
Ireland, the Netherlands, and Switzerland.
“We are delighted to welcome European industry leader
Loxam to the SmartEquip Network, and to work together
in creating a broad set of equipment lifecycle efficiencies
for the company,” says Alexander Schuessler, SmartEquip’s
founder and president of its international group. “And
while Loxam’s equipment base is diverse and covers a wide
geographic footprint, many of the company’s suppliers are
already part of the global SmartEquip Network and are
eager to further expand their use of the platform with this
implementation.”
SmartEquip’s platform will connect suppliers directly
with the parts and service workflow of Loxam’s individual
locations, providing benefits to both sides. These suppliers
will be able to provide real-time, equipment-specific
service support at reduced effort and begin to receive
electronic orders for parts and other items. Loxam, in turn,
expects to benefit from service technician time savings,

improved spare part procurement efficiencies, as well as
increased equipment uptime.
“SmartEquip’s platform represents a natural fit with
Loxam’s current digitization initiatives,” adds Thierry
Lahuppe, Loxam Equipment Director. “The solution’s
combined approach to electronic spare parts procurement,
digital service technician support, and to reducing
equipment downtime, represents large opportunities
for lifecycle efficiency improvements and enhanced
profitability.”
With Loxam’s addition, SmartEquip now supports the
five largest construction equipment rental companies
in the world, including United Rentals, Sunbelt Rentals,
Aktio, and Herc, alongside approximately 100 rental
fleets and more than 650 suppliers across North America,
Europe, and Japan.

INDUSTRY NEWS

FECON

ANNOUNCES NEW COO

F

econ announces the hiring of new personnel as
Brandon Flexsenhar joins the company as Chief
Operating Officer (COO), a new position within the
company. He has served in a variety of production and
operations positions with companies such as Caterpillar,
LB Steel, Fairbanks Morse Engine, Putzmeister, and
most recently as VP of Operations for KION. He holds
a BS in Organizational Leadership and Supervision,
Industrial Technology from the Purdue University, and
an MBA from the University of Wisconsin-Madison. As
COO, he is responsible for the operational effectiveness
of the company, and will focus on improving supply
chain reliability, lean manufacturing, continuous quality
improvement, and production footprint optimization. His
goal is “to produce best in class products with competitive
lead times, and create value through people, process, and
technology.”

“We’re excited to welcome Brandon to
the Fecon team,” said CEO Bob Dieckman.
“His extensive industry experience
coupled with a results-driven approach,
and passion and energy will benefit Fecon
as well as our customers.”
Established in 1992 near Cincinnati, Fecon manufactures
the Bull Hog® the #1 selling forestry mulcher. They also
manufacture tracked carriers and tractors, as well as a full
range of attachments and other equipment for vegetation
management. Their products are sold through equipment
dealers and distributors worldwide. For more information
on Fecon products, contact Mark Middendorf at (513)
696-4430, or via e-mail at mjmiddendorf@fecon.com, or
visit them online at www.Fecon.com.

Glynn General Brings You a Bucketful of
Extended Service Coverage Programs.
Coverage Types/Coverage Terms
● Extended service protection plans for New and Used Equipment
● Powertrain, Powertrain plus Hydraulics and Full Machine
● Used Equipment Terms available from 3 months (375 hours) to
3 years (4,000 hours)
● New Equipment Terms available from 2 years (2,000 hours) to
5 years (10,000 hours)
● Competitive Premiums/Fair and Reasonable Claims Reimbursement
● Insurer Nationwide
Loss Damage Waiver (LDW) programs available.

171 Follins Lane
St. Simons Island, Georgia 31522
912-638-4320 | www.glynngeneral.com

GGC_04_05_AED22.indd 1

Midwest/East/Southeast Territories: Eric Strickland | 912-577-9799
Central/West Territories: Michael Raley | 817-301-7984
VP Sales: Slade Rowland | 912-222-4268
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INDUSTRY NEWS

AARON O’SHAUGHNESSY
JOINS THE CONNECT
WORK TOOLS TEAM
Connect Work Tools is pleased to
announce that Aaron O’Shaughnessy has
joined the Connect Work Tools team as
a Regional Business Manager - Midwest

“I

am super excited to join the Connect Work
Tool team. I started my career with a different
division of Exodus, but the essence is the same:
do the right thing and have a good time doing it! It’s been a
smooth process transitioning over to Connect Work Tools,
and it’s been a blast meeting our customers and learning
about our breakers and demolition tools. I’ve got a great
team around me, and I’m excited to absorb everything I
can about our products and the industries they serve, so
I can become a real resource for our end customers and
dealer partners," states Aaron.
Aaron earned his bachelor’s degree last year in finance
and marketing from the University of Minnesota, Duluth
and was brought on to Exodus as Inside Sales Specialist
– BladeCore. There he immersed himself in all aspects of
the business including customer service, order entry, and
even packaging and shipping blades. We knew Aaron was
a young up and comer and when the opportunity arose to
offer him an outside sales position it was a no brainer.
Geordie Stewart, Director of Sales, states “I am thrilled
to add Aaron to the sales team in the Midwest. The work
ethic Aaron demonstrated and his ability to learn fast in

his position at BladeCore made him an easy choice to
move into outside sales. He is genuine, a hard worker,
and is willing to go the extra mile to get the job done. He
has all the skills you can’t teach, and customers will really
appreciate what he has to offer!"
Connect Work Tools, located in Cleburne, TX, is a
division of Exodus Global, a privately owned company.
Founded in 2015, Connect Work Tools offers premium
attachments – hydraulic breakers, compactors, rotating
grapples, and pulverizers for the construction, demolition,
recycling, and mining industries. Additionally, Connect
Work Tools offers rebuild services and reconditioned
equipment. With world-class product support,
manufacturing and warehouse spaces, and parts
inventory, Connect Work Tools offers quality products
and outstanding customer support. Learn more about the
products at ConnectWorkTools.com.

MORE CONFIDENCE = MORE SALES

TAKE OUR ONLINE
TECHNICAL COURSES
B I T. LY / A E D C O U R S E S

INDUSTRY NEWS

SLR EQUIPMENT FINANCE expands
its business development capabilities
and announces that Michael Biesiada
has joined the company

S

LR Equipment Finance is pleased to announce
Michael Biesiada has joined our company as a
Senior Vice President of Business Development. In
his role, Michael will help grow SLR Equipment Finance’s
leasing and lending activities with equipment dealers in
Texas, Louisiana, Arkansas, Oklahoma, Colorado, New
Mexico, Kansas, North Dakota, and South Dakota. Michael
began his career with Paccar Financial Corporation. He
most recently was with BNP Paribas / Bank of the West.
Michael brings many years of account development, client
relations and client focus to SLR Equipment Finance.
“I look forward to bringing my experience working
with equipment dealers across the South Western United
States,” Michael said. “SLR has established itself as a leader
in providing unique and creative financing solutions to its
partner clients. I look forward to growing SLR’s presence
in the vendor finance equipment platform.”

Randy Hicks, Chief Commercial Officer & Chief
Operations Officer added, “We welcome Michael to
SLR Equipment Finance. He has a terrific track record
of working dealers and their clients to craft equipment
finance solutions. Michael will enhance our ability to build
lasting relationships with new and existing customers now
and in the future.”
Michael Biesiada can be reached at (936) 697 - 6773 and
mbiesiada@SLREQF.com.
SLR Equipment Finance is celebrating its twelfth year
as a distinguished equipment finance provider serving a
broad base of companies throughout North America. SLR
Equipment Finance continues to provide customers with
timely, creative and straightforward solutions to their
financing needs.

Equipment Financing Solutions
We STRENGTHEN YOUR Customer's BUSINESS

(817) 490-6800

INDUSTRY NEWS

FECON APPOINTS LINDER
INDUSTRIAL MACHINERY
AS DISTRIBUTOR IN FLORIDA AND CAROLINAS

F

econ announces the addition of Linder Industrial
Machinery as a new stocking distributor for the full
lineup of Fecon mulching tractors, forestry mulchers,
and attachments in the states of Florida, North Carolina,
and South Carolina. They have 16 locations in Jacksonville,
Ocala, Orlando, Plant City, Ft. Myers, West Palm Beach,
and Pembroke Pines, Florida, Greer, Columbia, and North
Charleston, South Carolina, and High Point, Raleigh,
Greenville, Asheville, Charlotte, and Wilmington, North
Carolina. In addition to new machinery sales, Linder
also provides rentals and has extensive parts and service
capabilities in each location.
“We’re glad to have a dealer of this caliber representing
Fecon in this important territory” says Mark Middendorf,
Fecon Executive VP. “This partnership provides access to
the full lineup of Fecon products with the reliability and
professionalism that Linder is well known for. We know
that our customers are in good hands.”
“We’re excited to add these premium mulching tractors
and forestry mulching products to our equipment lineup,”
said Linder President and CEO John Coughlin. “For nearly
7 decades customers have relied on Linder for the best
equipment in the industry, so Fecon is a natural extension
into this growing market segment.”

Mining, as well as attachments from companies like
Komatsu, Bomag, Topcon, Terramac, Atlas, Konecranes,
Werk-Brau, Esco, Hensely, and more.
About Fecon:
Established in 1992 near Cincinnati, Fecon manufactures
the Bull Hog® the #1 selling forestry mulcher. They also
manufacture tracked carriers and tractors, as well as a full
range of attachments and other equipment for vegetation
management. Their products are sold through equipment
dealers and distributors worldwide. For more information
on Fecon products, contact Courtney Haag at (513) 6964430, or via e-mail at chaag@fecon.com, or visit them
online at www.Fecon.com.
About Linder:
Linder Industrial Machinery was established in 1953
and operates from 16 branch locations throughout Florida,
North Carolina, and South Carolina. The company
represents industry leading manufacturers including
Komatsu, Bomag, Topcon, Terramac, Atlas, Konecranes,
Werk-Brau, Esco, Hensley, and more. In addition to sales
of new and used equipment, and rental, they provide parts
and service at all locations. For additional information
contact John Coughlin, John.Coughlin@Linder.com, or
call (813) 754-2727, or visit www.Linder.com.

In addition to Fecon, Linder sells new and used equipment
for Construction, Roadbuilding, Material Handling,

REFER A MEMBER
AND RECEIVE EVEN
MORE BENEFITS!

Contact Mike Kondrath

for details at 630-642-9045
or mkondrath@aednet.org

INDUSTRY NEWS

Wolff Named Felling Trailers'
Inside Sales - National
Accounts Coordinator

F

elling Trailers Inc., a national leader in industrial and
commercial trailers, recently appointed Mike Wolff to
Inside Sales – National Accounts Coordinator. Wolff
will manage the day-to-day account activity for the company’s
top national rental partners and inside sales calls. He will
be responsible for sales development, activity, and account
support.
Before accepting the Inside Sales - National Accounts
Coordinator position, Wolff held the role of Sales
Coordinator. "For close to two years, I worked with the sales
team assisting with customized trailers and options. Before
that, I had worked in our (Felling Trailers) parts & service
department for about 4-years. Starting there and working my
way through the Parts & Service department has given me
a better understanding of our products and more in-depth
knowledge of how they work,” said Wolff. “Mike is a great
addition to our sales team. The knowledge he brings from
working in various capacities with Felling Trailers makes for
a stronger sales team. I too, transitioned from Parts & Service

to the Sales team. That
experience builds a
strong foundation of
product knowledge and customer/dealer support,” said
Nathan Uphus Felling Trailers sales manager. “Mike brings a
great amount of experience and enthusiasm to the position,
and I am excited that he is a part of our Felling Trailers Sales
team," said Pat Jennissen Felling Trailers, SVP of sales and
marketing.
Before his time with Felling Trailers, Wolff worked in an
AG-based business as a Parts Manager and Route Specialist.
He worked with business owners to implement system
upgrades and repairs and maintain their parts and supply
needs. "It's been six years since I joined the Felling Trailers
team,” said Wolff. “Felling is the kind of company that is
willing to listen to my (employee) suggestions and finds ways
to improve the company and improve myself. I feel that is
part of what makes a great company. I look forward to my
new adventure with Felling Trailers!

SAVINGS
Is it time to replace the Hydraulic system on
your customer's equipment or your rental
fleet? Keep your equipment running and
prevent costly unplanned downtime.
When you buy from TVH, you can save up to
35% on quality hydraulic cylinders that meet
or exceed OEM requirements. We offer
millions of construction, industrial and
material handling equipment parts with
same-day shipping and next-day delivery.
Order today and save on quality parts from
TVH!

35%
WWW.TVH.COM

BY KYLE LARKIN

IS THE ONTARIO ELECTION A
SIGN OF THE FUTURE?

O

nly 43% of Ontarians voted on June 2, but the
results couldn’t have been clearer for Premier
Doug Ford and the Progressive Conservative
Party of Canada. Not only were they able to secure
another majority government, but they also were able to
grow their seat count in the legislature. The Progressive
Conservatives will be returning with 83 seats; the NDP
won 31, and the Liberals will continue without official
party status with eight.
While the majority of Ontarians didn’t vote, it's clear
that Premier Ford has gotten another strong mandate. The
next provincial election in Canada will be in the fall, in
Quebec, but it may not be the most important election to
come. June 3 was the deadline for candidates seeking the
leadership of the Conservative Party of Canada to sign
up their own supporters as members. Over the summer
months, the candidates will be busy trying to convince
members to vote for them. The race will end on September
10, when a new leader is announced at an event in Ottawa.
So the biggest question remains, is the Ontario election
a sign of the future? Ontario continues to be the bastion of
support for Prime Minister Justin Trudeau and the Liberal
Party of Canada. They currently hold every single seat
in Toronto and the Greater Toronto Area except two. If
the federal Conservatives are unable to gain traction in
the GTA, it will be nearly impossible for them to form a

government. That’s why their current leadership election
will likely decide their fate in the next election.
Premier Doug Ford ran what many saw as a middle-ofthe-road campaign. As a progressive conservative, he (and
the party) has governed as a centrist. This, coupled with
his likeability, according to multiple polling firms, allowed
his party to retain and add more seats from the GTA.
Brampton East is a great example of this. Federally, the
seat is currently held by the Liberals. But provincially,
the seat was held by Gurratan Singh, brother of Jagmeet
Singh, the current federal NDP leader. Gurratan lost
to the Progressive Conservatives, a seat that he should
have retained or that the Ontario Liberals should have
picked up.
Ridings like Brampton East will be essential for the
federal Conservatives to win in the next election if they
hope to form a majority government. Former Prime
Minister Stephen Harper was only able to form his
majority government in 2011 thanks to the GTA.
Whoever the next leader of their party is will
need to be popular in the area and will need
to know how to sway those suburban voters.
If they’re lucky, maybe Premier Ford will share
a page or two from his victory playbook.

Parliament
Hill Day

NOVEMBER 2-3
Fairmont Chateau Laurier
1 Rideau St, Ottawa
ON K1N 8S7, CANADA

For more information or to
register, visit: www.aednet.org/
events/parliament-hill-day

LEADERSHIP PITFALLS
TO AVOID AT ALL COSTS
B Y T HE A S SOCIATIO N O F EQ UIPMEN T MAN UFACTUR ER S (AEM)

N

ot everyone is born to be a leader. The good news,
however, is that leadership skills can be developed
and refined over time, opening the door to career
advancement and higher wages for many in the equipment
manufacturing industry.
According to leadership expert Terry Tennant, who has
presented in the past at CONEXPO-CON/AGG, North
America's largest construction trade show, the first step is
recognizing what constitutes a good leader.
“The measure of a good leader is how well their team
functions without them,” said Terry.
It’s not the easiest concept to grasp, particularly for those
who have worked their way up the corporate ladder. They
tend to rely on tried-and-true technical skills, and they
often have a hard time letting go of the day-to-day tasks
they’ve grown accustomed to doing over the course of
years. But, in the end, they must, because their ability to
embrace a new role as a leader and what that responsibility
entails depends on it.

COMMON L EAD ER SH IP PITFALLS TO
B E AVOIDED

• Using the power of the position rather than coaching
• Reactively putting out fires rather than proactively
developing longer-term solutions
• Making decisions their employees should be making
• Micromanaging employees rather than helping them
develop
• Not clearly communicating expectations
• Not holding employees accountable for performance
• Not providing effective performance feedback and
training
• Assuming what motivates them will motivate their
employees

“These are all symptoms that leadership development
is needed,” said Terry, who, with his wife, Linda, owns
Attainment Inc., a Phoenix, Arizona-based consulting firm
that helps successful people move to the next level.
“Great leaders find out what motivates each and every
person they are managing,” he continued.

Similarly, leaders should look for the root cause of poor
employee performance. Many times, the cause can be
traced right back to the leader. For example:
• Employees don’t know what to do – likely a
communication problem
• Employees don’t know why it’s important – likely a
communication problem
• Employees don’t know how to do the job – likely a
training problem
• Employees don’t want to do the job – possibly a
motivation problem

L EAR N TO PR I O R I TI ZE AN D MA N A G E
B Y G O AL S

Linda Tennant says that one of the biggest challenges for
many aspiring leaders today is transitioning from a reactive
mindset to a proactive one. This requires leaders to have
a plan that essentially prioritizes tasks – with total team
performance in mind.
“Recognize that efficient and effective are two
different things,” said Linda. “Efficient is about
getting everything done as quickly as possible. Effective
is about getting the right things done. It’s important for a
leader to get the right things on the task list.”
High-payoff activities (HPAs) are those six most
important activities to which a person should dedicate at
least 80 percent of their time. First, however, leaders should
identify their own HPAs. Then they will have time to help
employees develop theirs.
Leadership HPAs vary from company to company
because every organization and circumstance is different.
In some companies, leaders will be responsible for certain
day-to-day technical tasks. That said, there are some
common leadership HPAs that all leaders should include
on their priority list:
• Achieve business financial goals
• Communicate company vision, values and goals
• Identify HPAs, key performance indicators,
scorecards for employees
• Provide employee performance feedback and
coaching

• Help employees develop motivation, career plans
and training plans
• Develop, document and improve processes
“These areas are where a leader should spend most of
their time,” said Linda. “The focus of a leader is all about
their employees’ performance. A leader’s job is to make the
team more productive.”
Once leadership HPAs are developed, the next challenge
for a leader is to get on track in terms of spending most of
their time on them. Linda offered some advice:
• Schedule blocks of time to plan and work on HPAs
• Control interruptions during those blocks of time
• Delegate low-payoff activities that others could be
doing

E STA BL IS H A D ELEGATIO N PLAN

Delegation is a significant challenge for many leaders. It
can be all too easy to assume that employees will never do
a job as well or as quickly as the leader. At the same time,
the leader sometimes fears being viewed by their superiors
as not working hard enough or making a big enough
contribution.
Proper delegation is instrumental to a company’s ability
to thrive and grow. Effective delegation allows more
employees to learn more tasks, which enables more people
to take on more responsibility as a company expands.
Delegation also helps leaders free up more of their time
to spend on their own HPAs, which is the real secret to
maximizing team performance.
“If a leader can delegate one task that takes a half-hour
each day to complete, the leader will free up an entire
month of time over the course of a year,” said Linda.
Leaders can start by successfully identifying a task one
of their employees could do, either better than they can,
for less time or money, or simply for the sake of his or her
personal development.
“Start with tasks that are pretty straightforward, almost
mechanical in how they are accomplished,” she continued.

About the Association of Equipment
Manufacturers (AEM):
AEM is the North America-based international trade
group representing off-road equipment manufacturers
and suppliers with more than 1,000 companies and more
than 200 product lines in the agriculture and constructionrelated industry sectors worldwide. The equipment
manufacturing industry in the United States supports 2.8
million jobs and contributes roughly $288 billion to the
economy every year.

Doing so, she added, will help leaders begin delegating
tasks quickly because less time will be needed on training
and oversight.

H O W L EAD ER S EFFECTI V ELY US E
AUTH O R I TY

“Authority must be used effectively,” said Terry. By
following some basic rules of thumb, it can be done.
Leaders shouldn’t try to be their employees’ friend.
Leaders don’t want to be the enemy, either. The focus
simply needs to be on getting the job done.
Leaders must consistently provide feedback, not to
mention coaching. This is how they help their teams
improve. Leaders should never ask if they can provide
some “constructive criticism,” a popular phrase often used
in management.
“All the employee hears is the second word: criticism,”
said Terry. “Leaders should simply offer to provide some
coaching. Coaching is a positive word because it’s about
getting better and winning as a team.”
It’s important to provide feedback and coaching in a
private setting with the employee. On the other hand, it’s
okay to publicly praise employees for a job well done. In
fact, it’s advised. Public recognition when an employee(s)
follows through on a commitment is essential to building a
self-motivating team.
At the same time, leaders must follow through on their
own commitments. This is how they build credibility and
inspire their teams.
“Leaders need a system to make sure that when
they say they are going to do something, they
follow through and do it,” said Terry.
Finally, leaders must provide clear job expectations –
and in writing. “Then leaders can provide performance
measurements, offer feedback and hold people accountable,”
said Terry. “When employees understand what is expected
of them, that actually makes the leader’s job a lot easier.”

About CONEXPO-CON/AGewG:
Held every three years, CONEXPO-CON/AGG is the
must-attend event for construction industry professionals.
The show features the latest equipment, products, services
and technologies for the construction industry, as well as
industry-leading education. The next CONEXPO-CON/
AGG will be held March 14-18, 2023, in Las Vegas, Nevada.
For more information on CONEXPO-CON/AGG, visit
https://www.conexpoconagg.com.
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very year MacKay & Company surveys hundreds of owners and maintainers of construction and
agriculture equipment to understand their parts buying and service practices and rationale. The goal is
to size the aftermarket for replacement parts and lubricants for services MacKay & Company provides
to our clients for these markets. In addition, we review the current operating populations of the different types
of construction and agriculture equipment and how they are used and will be used. To answer those questions
for our DataMac construction equipment (CE) and Ag services, we must examine the current and prospective
conditions in both markets.

C ONS TR UCTION M ARKET

At the time of this writing, the US economy is in the 26th month of the
expansion that began in April 2020 following the shortest and deepest
recession on record. The recession of 2020, according to the National
Bureau of Economic Research, the official arbiter in these matters, began
in February of 2020 and ended in April of 2020. These dates roughly
correspond to the lockdown of the economy associated with the early
stages of the COVID-19 pandemic.
The impacts of the pandemic, as well as the recovery from its
effects, were not felt evenly across the economy. As we shall see in the
following charts, the effects of the pandemic were felt unevenly across
the construction economy. As a result, the assessment of current and
prospective conditions is going to be different across the major sectors of
construction.

T tal Construction
To

Figure 1 shows the
history of the components
of construction activity we
follow as part of our measure
of the trucking economy
called Truckable Economic
Activity, TEA.
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As you can see, the 2020
recession, like the 2001
recession, did not blunt
the growth of construction
activity, which is something
you see in all the other
recessions on the chart. But
the 2020 event already has
had effects that could, in the
long run, have much greater
impact on the industry.

There are three main components of total
construction, and their shares of activity over
time are displayed in Figure 2. Between 1967
and 2019, nonresidential construction averaged a
39% share of the total. Included in this category
are all forms of buildings that are not used for
habitation. This is where we find factories, oil
wells, mines, shopping centers, hospitals and the
like. Residential construction, which averaged
37% between 1967 and 2020, includes singlefamily and multi-family dwellings, along with
hotels, dormitories and other places of habitation.
Government construction, which accounted for
the other 24% of the total, is mostly comprised of
activity at the state and local levels. This includes
roads and other infrastructure, as well as schools
and other types of structures. The reason we
broke the analysis at 2019 is that 2020 and its
aftermath have resulted in shares for each of the
components that are significantly different from
their historical patterns.
And that is most easily seen in Figure 3,
where we have computed 10-year averages for
each of the decades starting in 1970. While there
was some variation in the shares over time for
each of the series, those variations were in fairly
narrow ranges. What we see for the past two years
is quite different. And the question, which we will
attempt to address in the analysis that follows, is
how much of this might be the temporary direct
effects of the pandemic and how much might be
the permanent direct effects of the pandemic.
In other words, cyclical effects versus structural
change.
With the lion’s share of construction activity in
the private sector, we will start our look into the
current and prospective conditions in the industry
there. As you see in Figure 4, with only the two
exceptions we noted above, those being 2001 and
2020, the private construction sector has been
impacted by the contraction phase of the business
cycle. In other words, where there are recessions
we find falling construction activity.
It is for that reason that we pay particular
attention to the information we get about
business cycle conditions from several sources.
The question is why private construction held
up during the last recession and what the latest
news about conditions in both the business cycle
and the major components of construction means
going forward.
The first part of the answer to both questions is
seen in Figure 5.
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Private residential construction is now the
largest component of total construction, and
the reason why it has moved into that position
has to do with both the demand for housing
and the ability of this sector to maintain
production during and immediately after the
pandemic.

Private Residential Construction
Billions of Constant 2012 Dollars
1200

1000

Single-family housing starts, which are
800
the largest component of private residential
construction, rebounded quickly from the
600
pandemic-induced shutdown in 2020 and
400
then ran at, or above, the 1-million annualized
rate of activity throughout 2021. They have
200
been able to maintain that pace in the opening
months of 2022. Single-family permits, which
0
are the leading indicator of starts, continue
to be extended at the 1-million annualized
Recessions are in Yellow
5145–Summary Charts - 5
pace as well. The primary issue, to date, is not
starts but completions. Shortages of parts and
labor have prevented builders from bringing
units to the market – although we have heard of some cases of buyers willing to go to closing with the unit not completed.
© 2022 MacKay & Company. All Rights Reserved.

How much longer this pace of starts and sales can be maintained with interest rates rising and personal income growth
slowing is the issue for the rest of 2022 and into 2023.
Based on what we are seeing now in both the statistical and anecdotal evidence, it seems reasonable to expect activity
to slow, most likely along the dimensions of the decreases seen in the recessions in the 1980s and 1990s. The collapse of
activity that took place during the 2007-2011 period had more to do with the financial excesses that produced the housing
boom of 2005-2007 than the demographics
of the housing market.

Private NonResidential Construction
Private NonResidential Construction
Billions of Constant 2012 Dollars

Nonresidential
construction
activity
began to slide during the pandemic, as most
of the construction sites were shut down
during the lockdown. And, unlike many of
the residential sites (single-family or multifamily), construction sites were slow to
reopen when the restrictions were lifted.
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As you can see in Figure 6, the path of
activity in the nonresidential components of
construction has been pretty much what one
would expect in and around a recession.

© 2022 MacKay & Company. All Rights Reserved.

From what we read about industry
conditions, it appears that the current
softness has mostly to do with the hesitancy
associated
with
uncertain
business
conditions. There is, however, one additional
element of uncertainty now that was not
present when the pandemic began.

That uncertainty centers around how
and where people will work. The most talked-about changes are those that involve the use of office space. But closer
examination of the situation has shown that changes in the supply chain are bringing about more demand for warehouses.
Also affected are retail spaces, with major changes in how and where we shop.
It's by no means clear how many of these changes are temporary and how many are permanent. But there is no doubt
that the planning and execution of spending plans in all these areas of nonresidential construction are receiving very
close scrutiny. As an added complication, we have a changing interest rate environment and a profit margin squeeze to

contend with. How willing firms will be to undertake
new construction and how they will pay for it are two
questions that will take the balance of 2022 to answer.
Our next area to review is government construction,
which, as can be seen in Figure 7, slowed somewhat
in 2021.
Among the major reasons for the slowdown in
government construction was the decrease at the federal
level following the boost that was received during the
recession. As you can see in Figure 8, acceleration
of federal construction spending during recessions is
normal, because one of the preferred measures of fiscal
stimulus, perhaps second only to tax cuts, is spending
on construction projects. This is for two reasons. The
first is that they are visible, which makes them popular
among politicians who can be seen “doing something.”
The second is that they have large multiplier effects,
which makes them popular in the business community,
since jobs are created both in the construction sector
and in the attendant service and supply areas. Given
the political calendar and the current priorities of both
the executive and legislative branches, it is unlikely
that the pace of federal construction spending will
increase over the next year to year and a half.
Our final area to review is state and local government
construction. As seen in Figure 9, there are business
cycle effects in this sector, but they are not as consistent
as those found elsewhere in the construction sector.
The reasons why the cycle effects are less consistent
have to do with the budget process that governs
spending at the state and local levels. Most states and
municipalities run on fiscal years that end in June.
This is because, back in the day, state legislatures met
in the summer when the crops were in and the roads
were passable.
Current anecdotal evidence suggests that most states,
especially the large states, are in good fiscal condition
and that the path of spending will have more to do
with their plans and preferences than any businesscycle-related issues.
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Federal Government Construction
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State and Local Government Construction
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The construction sector faces a variety of headwinds
that are likely to trim, if not impede, growth over the
next year to year and a half.
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In private residential construction, the principal concerns
on the demand side are the effects of higher mortgage rates on home buying. With the Federal Reserve expected to undertake
several more increases in the federal funds rate over the balance of 2022, this pressure will get greater. Also of concern are
supply chain issues affecting the completion of units. In private nonresidential construction, the principal concerns are the
structural changes brought about by the pandemic to the demand for office space, retail space and warehouse space. These
are a mix of positives and negatives, so it is not yet clear what the net effects will be.
In the public sector it appears that activity will be little changed.Taken together, these factors suggest that 2022 and 2023
could be particularly challenging for the construction sector.

AGRIC U LT U RE M ARKET

For this market, we primarily need to examine anticipated planted acres and harvested acres by type of crop. The initial
task is quantification and compilation of current year equipment utilization from data published by the U.S. Department of
Agriculture. This information serves as the overall framework within which to interpret current output data generated by
MacKay & Company’s DataMac® Ag models.
The expected recovery from the Midwest spring-rain-driven 5.6% drop in total 2019 planted acreage was stalled by the
worldwide COVID-19 pandemic of 2020. Uncertainty about an already plunging U.S. economy in the spring of 2020 limited
planting to 311 million acres, 2.3% more than in 2019 but still 3.4% less than in 2018. Planting in 2021 was up 2.3% for the
year, nearly returned to the 2018 level at 318 million acres, producing an average for the most recent 12 years of 318.8 million
acres.
According to the monthly Crop Progress report as of
the end of May, the percentages of nearly all planted crops
are at levels lower than reported a year ago at this time,
due to a wet planting season. Despite this, plantings in
2022 are estimated to be up 1%, to 320 million acres.
Production of five major crops (commonly known
as principal crops) continues to dominate agricultural
activity in the United States. These crops are corn,
soybeans, wheat, hay and cotton. Historical planted
acreage for these crops is presented in the following chart.
In a pattern similar to that found for total plantings, the
amount of land devoted to principal crops has moved in
a narrow band during the 21st century. Principal crop
plantings for 2020, projected a year ago to gain 2.2% to
283 million acres, actually reached that final total. Yearend estimated principal crop plantings for 2021 of 289
million acres are up 2.2% in one year and 1.4% below the
2018 peak of 293 million acres.
On average, for the 18 states that planted 92% of the 2021
corn acreage, 86% of the corn crop has been planted as of
the end of May, down from 94% a year ago. Additionally,
the crop is emerging at a slower pace than last year. The
same is true for soybeans. All of this reinforces the reports
of a very wet planting season, so wet that planting crops
has been delayed and, in some cases, crops have had to be
replanted. For 2022, we estimate that 291 million acres of
principal crops will be planted, up 1% compared to 2021.
Obviously, weather is always a factor in final harvest
numbers, but as of today the year looks strong for
production. The not-so-good this year is the cost of
inputs for farmers, which is high and rising across the
board, but especially for fertilizer and fuel. This will likely
impact farmers’ parts and service budgets.
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U.S. Agricultural Activity
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Source: U.S. Department of
Agriculture

ROBERT F. DIELI is MacKay & Company’s in-house economist, author of MacKay & Company’s
(www.MacKayco.com) quarterly TEA (Truckable Economic Activity) Report and president and
founder of RDLB Inc., an economic research and management consulting firm based in Lombard,
Illinois. Mr. Dieli left the Northern Trust in 2001 to start RDLB Inc. In addition to being an advisor
to firms in the marketing, trucking, management consulting, and financial services sectors, RDLB
Inc. also publishes Mr. Model, a monthly series of reports on current and prospective conditions in
the US economy, from its website at www.nospinforecast.com

INCREASING
SALES USING
STATE-OF-THE-ART
FINANCING
R I C H A R D

M .

C O N T I N O

T

he financing of equipment in the United States exceeds
one trillion U.S. dollars annually. Such strong market
activity undoubtedly means that product vendors can
increase product sales and competitive advantage simply by
making financing readily available for equipment and other
products. Proposing the sale of equipment without offering
on-the-spot customer leasing or other financing options
that many customers need opens the door for competitors
with fast and easy “in-house” financing to walk in and win
the business. Simply referring a customer to a third-party
leasing company or bank, or leaving the customer on its
own to work out a financing arrangement, can create issues
and friction that rob your business of a sale.

I N-HOU SE F IN ANCING CAN SELL
Y OU R PRODUCTS

The majority of equipment users look for favorable,
cost-effective ways to finance their needed equipment
acquisitions, often preferring financing provided by
product vendors (referred to as “in-house” financing),
believing that the arrangement will offer better terms than
those available from their banks or independent financing
companies. Generally, they are correct. So, clearly, those
product vendors with readily available in-house leasing or
product financing fare better and enjoy a distinct marketing
advantage over competitors who do not.

S E TT ING U P AN IN-H O USE FINAN CI N G
O P ERATION

Establishing an in-house financing operation can
not only increase product sales but can add a valuable
new profit center. In the past, setup proved difficult and
costly because of highly specialized components that an
in-house financing activity typically requires, such as

credit assessment, documentation, deal processing and
operational management. Consequently, companies were
generally well advised to rely on outside financing sources.
However, notwithstanding the operational and expertise
challenges and the added cost of setting up and running a
financing activity, a few product vendors, including Cisco
Systems Inc., benefited greatly in increased product sales
and profits from establishing their own in-house facility.
In today’s market, the availability of cost-effective thirdparty service providers that offer virtually all the technology
products and services needed to establish and operate a
financing activity has substantially reduced associated setup
and operational costs and challenges. Thanks to relatively
recent innovative product and service offerings, which
include specialized financing-related software and easy-toaccess third-party operational service providers, product
vendors can now set up an efficient, user-friendly and costeffective product financing operation for increased product
sales and profit.
For example, companies like Terra Vista Software
(terravistasoftware.com) offer software that processes and
manages, online, a product financing activity. The Terra
Vista software can automatically process a customer’s
credit application, price optional financing offers, deliver a
customer proposal and, if a proposal is accepted, set up and
deliver the financing documentation, all easily managed by
the software licensee. Additionally, qualified back-office
service providers, such as GreatAmerica Financial Services
(greatamerica.com) can handle the billing and collection
of financing payments and assess applicable state and local
taxes due and payable. Easy access to software, technology
and third-party services minimizes the expertise a product
vendor needs to set up an effective financing process as a
part of its product marketing strategy.

T HE PROS AND CONS OF
E S TA BL ISHIN G A PROD UCT
F I NA NC ING O PER ATION

Customer financing capabilities offer product vendors
a number of obvious, as well as less obvious, advantages.
Offering prospective customers excellent products, along
with a quick and simple way to finance the products’
acquisition, has historically been shown to increase
product sales, and the financing interest component can
add to product vendor profits.
The existence of a secondary (used equipment) market
for products financed is something often overlooked by
product vendors. A bank or independent leasing company
typically makes its money primarily from its interest rate
spread over its cost of money and operations and then
looks to add substantial profits from end-of-lease product
re-leasing or sales, referred to as residual profits. As
most leasing companies have relatively small
equipment remarketing departments, they
typically dump end-of-lease equipment
quickly into the market, often through
equipment brokers. This type of used
aftermarket equipment fire sale can
dramatically and adversely affect a
vendor’s new product sales, particularly
for products with a long useful life.
By controlling the aftermarket sales
through their own in-house financing
operation, a product vendor can not only
protect their new product sales, but they
can generate additional profits from secondary
market activity.
It is a well-known sales fact that once a company has
developed a customer relationship, such as through a longterm and ongoing equipment financing relationship, the
customer rapport that’s established can ease discussions
and facilitate repeat business, including the sales of
additional products, services and supplies. For example,
many customers take time initially to thoroughly review
and negotiate a lease contract, but once the document has
been agreed to, they are often comfortable using the same
document for new transactions without further review,
which minimizes legal and other document review time
and costs. Having a lease or other financing document
in place with a customer can provide an advantage
over a competitor who’s introducing new financing
documentation that needs time-consuming legal review
and negotiation.
While there are many advantages to an in-house product
financing operation, there are some distinct challenges,
which, with the right strategy, are manageable. Clearly,
providing in-house financing for a customer potentially
exposes the product vendor to customer credit risk.
Making a credit assessment takes a particular expertise,
but today, readily available software from companies such

as PayNet (paynet.com) can
dramatically reduce credit
assessment risk by drawing
on a wealth of customer
historical data and existing
and historical market trends
to benchmark, online, where
there may be an undue credit
risk. Hiring an experienced
credit manager, however, is often an
essential part of any financing activity,
to reduce and manage customer credit
risk. Additionally, behind-the-scenes third-party
financing arrangements can be structured so the credit
risk is passed on to a product vendor’s bank or a leasing
company working with the product vendor.
Getting used equipment back at the end of a lease term
when the product has dropped significantly in value in
the used marketplace can jeopardize anticipated profits.
In these situations, product vendors with their inherent
product knowledge, particularly if they have product
refurbishment capabilities and existing customer base
contacts, can offset this risk through secondary-market
product marketing, something independent leasing
companies without similar capabilities can rarely do.

CO N CL USI O N

Setting up an in-house leasing activity reduces cost,
increases profit and ensures competitive advantage, by
making it easier to win and retain new business and sales
and to hedge against changing market conditions. A stateof-the-art customer financing strategy that combines
essential in-house processes with reliable third-party tech,
software and service providers makes it eminently easy
and affordable for any product vendor to leverage this
advantage.
RICHARD M. CONTINO, Esq., is the CEO of Captive
Lease Advisors (captivelease advisors.com), a company
that develops and manages equipment vendor financing
programs. He is an internationally recognized equipment
leasing expert, with an extensive legal, business, marketing,
tax, transaction structuring, financial and management
background. He is the author of eleven books on business,
negotiating and equipment leasing, including Equipment
Leasing and Financing: A Product Sales and Business
Profit Strategy, Business Expert Press, 2019. Mr. Contino
is offering a free ebook to the first 20 readers to contact
him at dick@captiveleaseadvisors.com.
Mr. Contino holds an LL.M. in corporate law from
New York University Graduate School of Law, a Juris
Doctor from University of Maryland School of Law, and
a bachelor’s in aeronautical engineering from Rensselaer
Polytechnic Institute.

EVERYBODY
HERE IS MY
F A M I LY
BY JOSH FLACCAVENTO

G

regory Crider is the regional product support manager at
Fabick Cat, a family-run Caterpillar parts dealership in Fenton,
Missouri, on the outskirts of St. Louis – but he very nearly wasn’t.
He first became aware of the company after finishing six years in the Air
Force and not long after the birth of his twin daughters. He had recently
acquired a college degree in criminal justice, completed during his military
service, when a job in East St. Louis caught his eye.
“There was an education counselor position opening at one of the prisons here.”
Their focus on transitioning inmates back into civilian life struck him: “I thought, this
is a great opportunity – I could really use my degree, my knowledge, and really help people.”
But something odd happened on his way to the interview that changed not only his life, but the
way things would turn out at Fabick Cat for years to come. “Honestly, I drove on Interstate 44 right by Fabick
Cat – the building I’m sitting in right now – and I was like, 'Man, that is an awesome-looking building.’
It was beautiful! I'm not joking.” While he sat in the waiting room at the prison before his interview, he
looked up Fabick Cat online and applied for a job there, despite being an outsider to the business. “It was
something new. I had never been in the heavy equipment industry, so it intrigued me.”

organization. He's not afraid to smack me on
the back of the head if I do something wrong,
and I respect that, because I want to have that
open line of communication with executives
and leadership.”

Cut to today, six years later, and Crider has risen
through the ranks and become someone that both
employees and owners feel they can – and want – to
turn to. “When I first started, I was only in the parts
department. They’d had 14 or 15 supervisors in a span of
about 22 years, in my same position. I mean, a year and a
half, two years tops, for some of these guys.” The lack of
trust in leadership made for poor morale among the staff,
a state of affairs that Crider inherited but felt compelled
to improve. “Before, they didn't have that person to go
to. They just said, 'well, it is what it is' and moved on.” He
rebuilt that trust by staying positive, being willing to get
his hands dirty, and treating people like family. “One of
the things I think myself and my team have done really
well is we've collaborated – we've grown together. And
we've been more successful in the last six years, together.”
Crider gets similar collaboration and trust from
above: the owners of the company, the Fabick family.
The business has been in the area for over 100 years,
Crider tells me, and is built on that spirit of cooperation
and mutual support. “That's what Fabick's founded on.”
Five generations of Fabicks have owned and worked this
business, including current boss John Fabick IV, with
whom Crider has a strong rapport. “He comes into my
office every morning at six to talk to me. We shoot the
bull and have a good time.” That bond allows them to
communicate openly and honestly with each other about
what needs to be done to help the business continue to
thrive. “He tells me, ‘Greg, you've got to get this stuff
figured out,’ and he trusts me to do it. I love that about an

Having that trust and mutual respect is
what allowed Crider to make big changes to
the Fenton operation at a time when they
were needed most. “We had a disaster about
three years ago. We had a pipe burst – flooded
the foyer, flooded offices ... It did everything.
I'm up here in my office squeegeeing sewer
water out of my office at 1 a.m. I'm not happy,
but I'm not gonna make my employees do
it if I'm not there with them.” At that point,
he had already been talking about how to
improve the company’s warehouse, which
was not ideal: “It was set up oddly. It was very
rectangular – very long and narrow.” He had
been looking for ways to improve not only
service to customers, but morale and safety
for team members, by reducing the amount
of walking and repetitive motion required in
the oddly rectangular warehouse. When it
suffered significant damage due to the burst
pipe, Crider knew it was time. “We had to
remodel a lot of stuff after the flood. So I thought, this
would be a great opportunity for us to take a bad situation
and make it good.”
He was able to persuade the leadership to change the
warehouse space and another building at the Fenton
facility: a mostly empty garage. “It was a demo garage. It's
where you'd pull a machine in and we'd show you how it
works, where the cab is, where the safety features are.” Or
at least it was supposed to be. “No one used it. It was just a
vacant space.” Meanwhile, his team had been languishing
in other parts of the facility. “My countermen had sat in
a broom closet, basically – no windows, no nothing – for
years. It was bad for morale. Nobody was excited about
coming to work.”
When Crider proposed a series of fixes that would
do more than just repair the damage from the flood,
the confidence he had built up with Fabick’s executive
team came into play. “When we were doing the remodel,
everybody got stressed about it. 'Oh man, we gotta spend
all this money to do this and this ...' I said, well, let's take a
step back, let's look at it, and see how we can come out of
this positively. Luckily, at the time the COO agreed with
me. So we revamped the entire warehouse.” Crider shifted
the parts counter to the center of the warehouse, moving
team members who had been sitting in windowless
rooms to the place where the action was. “Basically, we
cut our walking time in half. They were walking 15, 16
miles a day in the warehouse, just pulling parts. Now
they're down to maybe six or seven.” Customers can

move about the space more freely too, talking to Fabick’s
parts advisors at the counter and then going directly to
the shelves. “It's all right there together,” says Crider. “It's
really made overall efficiencies a lot better.”
The improvements that Crider has seen during his time
at Fabick are even more remarkable in light of the fact
that his life could have taken several different directions.
There was more than just the job as a prison educator.
After six years serving in the Air Force, he had the
experience and the education to be a serious contender
for a coveted position: the flying crew chief on Air Force
One. A flying crew chief, as Crider puts it, is “a jack of
all trades, master of none. You kinda fix everything. Can
you dive in and rebuild an engine right there? No, that's
what a jet trooper would do. But you know the basics of
everything.” He had spent much of his time serving in the
U.S. Air Force on presidential support duty, appearing
at ceremonial occasions as a member of the president’s
honor guard.
What’s more, he had already worked as a flying crew
chief on a KC-135 Stratotanker, an aerial refueling aircraft
in use by the U.S. military since the late 1950s.
It was a combination Crider knew would work out in
his favor. “I had a lot of experience, and being already
in presidential support, I knew that would give me a leg
up against most.” His application to be flying crew chief
on Air Force One went through while he was waiting to
hear back about the other two positions he had applied
for, and he ended up having his pick. “It was either select
Fabick or select Air Force One, is basically what my
decision was.”

The thing that drove Crider to choose a job in a new
industry over the honor of continuing to serve his country
ended up being the same thing that has been responsible
for his success at Fabick Cat: family. In the first case, it
was his twin girls: “Honestly, I was looking to get out of
the military, to be around them. I missed the first two
years of their life because I was traveling so much.” It
certainly wasn’t a lack of love for the Air Force, which
gave this small-town boy the chance to see 49 states and
14 countries, including Jordan, Guam and Qatar. But
once he was in, he was all the way in. “I separated out of
the military on June 30th and I started July 1st at Fabick.
I actually didn't even have a place to live yet. My U-Haul
was on the back of my truck on my first day.”

TH AT G AMB L E H AS PAI D O FF,
AN D CR I D ER N O W FI N D S H I M S E LF
CL O SER N O T O N LY TO H I S O W N
FAMI LY, B UT AL SO TO TH E O N E
TH AT EMPL O Y S H I M.
In addition to his rapport with current president John
Fabick IV, he has worked closely with fifth-generation
Fabicks, including heir apparent Kelly (a “rock star”) and
her cousin Jackson. “He had his first job under me,” says
Crider. “He reported directly to me, pulling parts in the
warehouse. I love that they trust me enough to work with
him and teach him what a work ethic is ... It's not like a
typical family that you would see that owns a company.
They're very, very vested.” It's easy to think, especially in
a tough industry and in uncertain times, that the only
way to thrive is to beat the competition. But if there’s one
thing we can learn from Greg Crider and Fabick Cat, it’s
that cooperation can be a winning strategy too.

THE ORIGIN
OF WEB3
A N D W H AT I T M E A N S T O O E M S
AND DEALER NETWORKS

Web3 represents a new paradigm shift
in how we interact with the internet. It
is a movement to enable decentralized
applications and data on the World Wide
Web so that power can be shifted back to
individual users from big tech giants.
WHAT IS WEB3?

Web3 – also known as Web 3 or Web 3.0 – is a term used
in the blockchain and cryptocurrency fields to describe
a new generation of web technologies that are being
developed to give decentralized control to users.
At its core, Web3 builds on previous iterations of the
internet by creating decentralized architectures that
remove single points of failure or control from web
platforms. Instead, users are given more power and
control over their data and how it is used.
One of the most important promises of Web3 is that
it could enable true peer-to-peer applications, where
individuals interact directly with each other instead of
relying on intermediaries or third parties. This would
help to reduce costs and deliver higher levels of privacy
and security for online interactions.

TH E O R I G I N O F W EB 3

The origins of Web3 can be traced back several years
to the development of blockchain technology, which
first emerged in the early 1990s. In 2008, an anonymous
person or group under the pseudonym Satoshi Nakamoto
introduced a groundbreaking new cryptocurrency called
Bitcoin that was built using blockchain architecture.
Since its inception, blockchain has become a highly
disruptive force in many industries, including finance,
supply chain management, and identity verification. As
people began to understand the power of this technology,
the idea of building decentralized applications on top of
it naturally arose.
One important precursor to Web3 was Ethereum, a
platform for smart contracts that was launched in 2015
by Vitalik Buterin and his team. It provided developers
with tools for building decentralized applications (dapps)
on top of a blockchain. While Ethereum was not the first
platform to offer this capability, it was the most popular
and widely used one.
Ethereum’s popularity spurred the development of
other platforms that were designed for specific use cases,
such as EOS, Tezos and Cardano. These projects helped
to lay the foundation for what would eventually become
Web 3.0.

WHAT WEB3 M EANS FO R O EM S AN D
D EA L ER NE TWO R KS

OEM (original equipment manufacturer) and dealer
networks are two of the most important channels for
selling and servicing vehicles. An OEM is a company that
manufactures products or components that are then sold
to another company, which assembles them into a finished
product. In the equipment industry, OEMs are the
companies that design, develop, and produce equipment
and their parts.
A dealer network is a group of independently owned
businesses that have been authorized by an OEM to
sell and service its equipment. Dealer networks play a
vital role in connecting OEMs with customers. The rise
of Web3 could have a major impact on both OEMs and
dealer networks.

WEB3: REVOLUTIO NIZING TH E WAY
O E MS W ORK

As the equipment industry evolves, so too does the way
original equipment manufacturers (OEMs) operate. The
rise of Web3 is set to have a significant impact on how
OEMs design, develop, and produce equipment and their
parts. Here's a look at how Web3 can revolutionize the way
OEMs work:

A MORE S TR EAMLINED APPROA CH

One of the key advantages of Web3 is that it provides a
secure, decentralized platform for companies to interact
and transact with one another. This can have significant
benefits for OEMs, as it allows them to streamline their
operations and eliminate many of the middlemen involved
in the manufacturing and distribution process.
In addition, Web3 has the potential to transform
traditional dealer networks by facilitating more direct
communication between manufacturers and consumers.
With access to real-time data and analytics, dealer networks
will be better equipped to match customers with the right
equipment and provide them with the information they
need to make informed purchase decisions.

B E TT E R DATA ACCESS AND INSI G H TS

OEMs can also expect increased data access and insights
from Web3. The ability to collect, analyze and act on large
amounts of data in real time gives OEMs the potential
for a much deeper understanding of their customers and
products. This could enable OEMs to more effectively
target marketing efforts, optimize production processes,
identify new business opportunities and more. For
example, an OEM might use Web3 technologies to gain
insight into customer preferences and buying patterns,
enabling them to better understand which equipment is
most popular among different types of customers.

L EV ER AG I N G
MACH I N E
L EAR N I N G AN D AI

Web3 also enables new
tools and applications to be
created on top of its blockchain
infrastructure, allowing OEMs
to take advantage of emerging
technologies like machine learning
and artificial intelligence. For
example, an OEM might use Web3enabled machine learning algorithms to
instantly identify equipment issues, or they could
use an AI system to provide real-time customer support
through chatbots. This gives them a competitive edge by
helping them improve product design, reduce costs, and
better serve their customers.

AUTO MATI N G O PER ATI O N S

Web3 could also help dealerships improve their
operations by automating tasks like scheduling service
appointments, processing payments and managing
inventory. This would free up time and resources that
could be reinvested in other areas of the business, such as
customer service and sales.
Overall, the emergence of Web3 is likely to have a
significant impact on how OEMs work in the years ahead.
While it may be too early for companies to make major
changes at this point, OEMs should begin thinking about
what strategic opportunities and challenges may arise
from this emerging technology ecosystem.

TH E B O TTO M L I N E

Web3 presents exciting possibilities for the future of the
equipment industry. Whether you’re an OEM or a dealer,
many benefits can be gained by embracing this new
technology paradigm. As more companies explore ways to
leverage Web3 capabilities for competitive advantage, it’s
important to stay ahead of the curve and keep your finger
on the pulse of this rapidly evolving ecosystem.
At EquipmentFX, we believe in the transformative
power of Web3 and are committed to helping our clients
leverage this emerging technology to improve their
businesses. We offer a wide range of services that can
help you take advantage of the opportunities presented by
Web3, including consulting, development and marketing.
We also provide access to our blockchain-based platform,
which can be used to facilitate transactions between
companies and consumers. Contact us today to learn
more about how we can help you harness the power of
Web3 for your business!

HOW TO FILL OPEN
TECHNICIAN POSITIONS
BY APPEALING TO GEN Z
TH O MAS J .
AR MI TAG E

The Great Resignation. Effects of
COVID. The new work-from-home
mentality.

N

o matter what you call it or where you place
blame, it’s evident there’s a national hiring crisis
at hand, with no signs of slowing.

Unfortunately for the AED community, equipment
companies are one of the hardest-hit sectors.
• Monster.com noted those in “skilled trades” as the
third most-needed workers in the U.S., trailing only
behind doctors and scientists.
• Fortune claimed that, among the 4.4 million
workers who quit their jobs last September, “Trade,
Transportation and Utilities” was the secondhardest-hit industry (only behind “Leisure and
Hospitality”).
• Forbes said that the top industries struggling the
most to fill positions include construction (60% of
companies), transportation (56% of companies),
and manufacturing (50% of companies) – with half
of those companies reporting a loss of sales due to
their labor shortages.

From accountants to parts managers, many jobs exist
(and need to be filled) across any dealership, large or
small.
But it’s quite clear that the positions in greatest need of
filling are those of equipment service technicians.
The scarcity of equipment techs often leads to downtime
and delays, and this can wreak havoc on operational
efficiency (leading to a decrease in revenue and lower
profit margins).
Dealers must find ways to hire more skilled techs.

R EACH I N G TH E G EN Z AUD I EN C E

For filling open positions, it’s best to lean on branding
and marketing to help HR get the job done. And for tech
positions in particular, it’s important to understand and
tap into Gen Z.
This generation, sometimes called Zoomers, is very
different than previous age groups. They’re entering the
workforce in droves and are considered “digital natives,”
meaning they don’t know of a time without technology,
smartphones or social media.
Research has shown that they are much more diverse
than their generational counterparts. They are passionate

about working for companies that care, aren’t afraid to
change jobs, and want flexibility in both their personal
and professional lives.
They’re also highly connected and use social media to
consume all forms of content, from communication with
friends to reading the news to following brands they love.
If leadership feels that Gen Z is the primary audience to
target when filling technician roles, it’s best to meet this
group where they are. That’s going to be through content
and the content channels that appeal most to them.
Video and Audio Content
You likely won’t find this age group present on the same
types of platforms as your buyers.
Certainly your sales and marketing teams have long put
heavy emphasis on channels like Google Search, Facebook
Ads, and LinkedIn Sales Navigator. But embracing Gen
Z from a recruitment standpoint will require time and
attention on other platforms.
SnapChat is the No. 1 Gen Z platform, with 42 million
young users. This is followed by TikTok (which is gaining
massive momentum). Instagram places third.
Brands should understand the nuances of these
platforms, learn how to create fun, engaging reels and
other video-based content, and find ways to connect and
interact with potential candidates.
Gen Z is considered to be music-obsessed, too. Beyond
video, think about audio content.
Equipment companies can record regular podcasts
about the company and its jobs and then stream/publish
on sites like YouTube and Spotify. This helps them brand
the company and get in front of these coveted potential
employees.
Reviews
Consumer Reports who?
Peer-to-peer reviews are all Gen Z has ever known. Make
sure that happy employees are writing positive reviews on
job board sites. Before applying, candidates will check

these out to read what past or current employees have to
say about the company and its culture.
Advertising
It’s important that you not only create organic (free)
content, but that you lean on paid options too. In doing so,
you can get your brand’s content and its messages in front
of the right people.
In this case, you’ll use each of the platform’s strong
targeting abilities to zero in on Gen Z users who might be
interested in working for you.
I might run a campaign that includes targeting like this:
• Channel: YouTube
• Goal: Views
• Campaign: Technicians
• Targeting: Male, 18-24 years old, lives in Wisconsin,
interested in Caterpillar and hunting.
• Creative/messaging: Let’s get dirty at work
Employee Advocacy
It’s true that personal content travels much further
than company content. Because of this, it’s important to
consider an employee advocacy program.
An employee advocacy program allows and encourages
your employees to post content about the company on
their personal channels. Doing so helps generate more
buzz about the brand.
Of course, this is easier for outward-facing folks like
sales, marketing and customer service. But it shouldn’t be
limited to just these white-collar roles.
If your goal is to use employees to help with recruitment,
those in the trenches could and should be posting too!
Create a policy (and maybe offer incentives) that gives
your folks in the yard, in the garage, and under the hood
permission to talk about the company in their daily jobs
– what they love about the company and the benefits of
working in this industry.

Grassroots Efforts
Finally, don’t neglect off-line tactics.
Though they aren’t as trackable and are sometimes more
costly, they can make a big difference in reaching young
candidates and having an impact. Plus, they’ll give you
more content to share on your social channels!
Consider opportunities like this:
• Job shadow programs with the local high school
• Local job fairs
• A “volunteer day” at a local nonprofit
• Your service manager filling in as a guest lecturer at
the local community college
Don’t forget to sponsor events or scholarships at your
local trade schools too, which can directly impact the career
pursuit of select students.

I D ENT IF Y YOUR PER KS AND
M ES SA G ING

Now that you’ve decided where to interact, you need to
decide what to say.
It’s important that those on the HR team fully understand
the role(s) they are trying to fill.
Tech jobs can be tiring, labor-intensive and dirty. They
require you to clean equipment, diagnose issues, replace
parts, make repairs, keep up with manufacturer specs
and safety standards, fix electrical systems, and perform
scheduled maintenance.
From a promotional standpoint, it’s necessary that HR
and marketing lean into what makes these types of positions
– and your company – unique and appealing. Consider the
reasons why someone would want to work for you.

S UMMA RY

Branding and digital marketing are long-term plays. It’s
the collection of all the micro-moments that prospects (or,
in this case, potential employees) have with your company
and what they ultimately think of you. Branding and digital
marketing can play an influential role in helping with
recruitment efforts and filling your most desperate-to-fill
positions – like heavy equipment technician.

• PAY & BENEFITS: It’s important to be competitive
and to communicate (especially to Gen Z) that they
don’t have to sacrifice quality of life when pursuing
blue-collar jobs.
• EDUCATION & COST SAVINGS: Tech positions
don’t require any advanced college degrees. Some
companies require/recommend certifications, technical
school or trade programs. Focus on the cost savings that
come from attending a two-year or trade school compared
to a traditional four-year college, and emphasize the
ability to begin your working life debt-free. Also consider
offering an internship or apprentice program to make an
early investment in someone’s future.
• ON-THE-JOB TRAINING: If there are ways to
go from novice to skilled professional quickly, that’s
a significant selling point. Knowing this will help
candidates feel confident in applying – even if they
don’t have the necessary skills just yet – and will also
reassure them that there are ways to grow with added
skills, responsibilities, and promotions throughout
their careers.
• COMPANY CULTURE: What makes your company
different from others? Do you support the local
community? Is it a family-like environment? What’s
the average tenure of your staff? Produce content that
highlights what makes your brand great.
The HR team (and the company as a whole) should
remember to keep retention a top priority too. It’s a lot
easier and less costly to keep great employees than to invest
in the recruitment and training of new ones. Plus, it will
help to keep other companies from poaching your techs
and putting you in an even worse hiring bind. Make sure
your current team feels the love with perks and benefits,
continuing education opportunities, and fair compensation.

Embrace the proper channels, incorporate the right
promotional messages, show off your brand, and speak to
the needs/wants of the Gen Z audience. It will help you
fill vacancies and avoid costly downtime, and it will have a
long-term impact on your bottom line.

SOLUTIONS FOR IMPROVING COMMUNICATION
IN YOUR SERVICE DEPARTMENT
B EN

A

LEI GHT O N

s we head into the second half of 2022, service
departments are starting to see a boost in business.
It’s a good time to make sure communication is
the best it can be.
While phone calls are still being used, texting is by
far the best way to reach customers with information on
important service updates and purchases. The average
open rate is 12% for an email sent from a business. And
that doesn’t mean that those people who do open the
email are actually reading it or even know what’s in it. In
comparison, texts are opened 98% of the time, with 95% of
those read within three minutes.
People open texts because their phone is in their hand or
in their pocket, and they see the notification right away. It
takes just seconds to respond. This ease of communication
is why many service departments are running their entire
operation through texting.

S ERVIC E DEPARTMENTS ARE
T URNING TO TEXTING?

In the past two years, customers have gotten familiar
with limited interactions with dealerships. They now go
from spending hours on the phone, in some cases, to just
minutes via text.
We have also found that nearly three-quarters of all
customers would rather text a dealership with a question
than give them a call. Since dealers don’t need to see
customers face-to-face, some are now completing entire
transactions, from lead to payment, via texting. When
service departments use texting, it saves them time and
increases revenue.

H O W S E RVICE D EPARTM ENTS AR E
I MPROVING COM MUNICATION

With texts, employees can send customers quick
messages with updates on parts or service, so the
department does not get backlogged and employees don’t
have to spend all day playing phone tag with customers.

A texting platform, like the one offered through Kenect,
also allows service departments to send pictures or do a
video chat with customers to show them what they are
working on. The platform is added to each worker’s phone,
and they can just pull up the app and start interacting with
customers.
One of the dealerships that uses the Kenect app says the
text-to-pay system has pretty much eliminated lines in
their service department and cuts down on a lot of wasted
time.
They send customers a text with a link to the invoice,
and the customer fills out their credit card information and
sends it right back. No face-to-face meetings, no phone
tag and no wait times. With text-to-pay, this company
completed $65,000 dollars in transactions through the
platform in the first two months.
By offering text-to-pay, you are taking that burden
off employees who are forced to play phone tag to
get customers to pay. If customers have to complete
transactions themselves, then there is less confusion about
where credit card information is coming from and how
they will pay.
In addition to text-to-pay, businesses can send invoices
and documents to customers through the platform. This
is helpful in the service department when talking to
customers about costs of parts and work you plan to do.
Another business using the Kenect platform says they
can keep a paper trail of transactions right inside the
system. If customers call in, there is not always a way to
verify that they left their information, especially if workers
are busy, write something down and then forget about it.
Now they can just send them the PDF invoice by text.
The pandemic has changed the way dealerships operate.
Texting may have seemed like a daunting change just five
years ago, but now it’s a common tool. It’s technology that
customers are demanding of businesses because of its
simplicity and convenience, and smaller dealerships are
catching up with the trend.

About Kenect:
Kenect helps businesses connect with their customers. We build
simple texting tools that are elegant and easy to use. Thousands
of companies across North America use our platform to text
their customers, generate online reviews, gather leads from their
websites, video chat, and collect payments. Based in the Silicon
Slopes of Utah, our team is committed helping businesses improve
their customer experience and customer communication. To learn more
about Kenect, visit kenect.com or text us at 888-972-7422.

About the author:
Ben Leighton is a content
marketing
manager
with
Kenect. He worked in the
journalism industry for over
a decade, creating multimedia
content on various platforms.
You can find Ben on LinkedIn
and Twitter.

JONATHAN FLETCHER
REGIONAL MANAGER
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On June 1, I met with Peter Baschmann, president of Baschmann
Services Inc. With one location headquartered in Elma, New York,
Baschmann Services provides a wide range of equipment, service,
and rental opportunities for their customers in Western New York.
Pete and his wife Cindy have been active with AED for many years
and continue to be regular supporters of The AED Foundation.
Their attention to excellent service for all customers, big and small,
continues to drive them toward growth in the industry.

J U NE

2

On June 2, I visited with Janet and Chris Felosky at Monroe
Tractor. Monroe serves four states through 15 locations, covering
both construction and agricultural equipment. Founded in 1951
in Henrietta, New York (and still headquartered there today), they
are celebrating over 70 years of business serving customers in New
York and New England.
Their care for both employees and customers has given them an
impressive reputation in their community. Thanks to Janet for
giving me a tour of their great facility.

I was also able to visit with the team at Tracey Road Equipment in East
Syracuse, New York, on June 2. Their seven locations across the state of
New York offer a diversified range of equipment for both construction
and on-highway equipment needs. They are currently expanding
their headquarters in Syracuse to accommodate more service bays for
construction equipment.
They have been working diligently to help build a pipeline of industry
technicians, and they even host a Board of Cooperative Educational
Services (BOCES) campus for diesel technology courses right on their
headquarters campus. With decades of service to the construction
and trucking industries, the Tracey Road family continues to offer a
great customer experience for their community. I appreciate the team
for giving me a great behind-the-scenes tour, and I look forward to
seeing everything in action soon.

TIME FOR AN

EQUIPMENT
UPGRADE?

Get started at gocurrency.com
877-358-4595
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2022 attachment Showcase
AMI ATTACHMENTS INC.
AMI ATTACHMENTS SETS NEW STANDARD FOR TILT BUCKETS. Versatility is the benchmark of tilt buckets,
and AMI Attachments is setting a new standard, adding durability like never before. The all new AMI Attachments Tilt Bucket
powered by RAMCAMTM is ideal for almost any application and available for 13-50 ton excavators. Built for battling the elements,
AMI Attachments’ Tilt Bucket powered by RAMCAMTM has every angle covered. Hydraulic cylinders are fully protected and the
hydraulic hoses have minimal exposure, reducing the risk of damage and downtime. No more broken cylinders from rocks getting
caught. Material build-up no longer interferes with the tilt range. Frozen dirt stays away from the bucket’s mechanical components.
Designed by the engineering team at AMI Attachments, RAMCAMTM is a revolutionary new drivetrain that allows for mechanical
rotation using hydraulic cylinders within
a protective casing. This simple but
powerful idea has forever changed the
expectations for tilt bucket operators
everywhere.
The AMI Tilt Bucket powered by
RAMCAMTM features:

With a strong focus on developing new, innovative products, AMI Attachments serves the
heavy equipment attachment market across North America, helping customers increase
productivity and remain competitive in an ever-changing and challenging industry sector.
Quality, reliable attachments for excavators, backhoes, wheel loaders and other heavy
construction equipment are manufactured in their Canadian facility located just west of

• Splined driveshaft for maximum torque
in a smooth and powerful mechanical
movement
• Grease bank for simple and routine
maintenance
• Full 90-degree rotation
• Tapered sidewalls to reduce friction
between material and bucket
• Replaceable bolt-on cutting edge
• Dual radius heel to minimize surface
contact while curling
Built using Hardox wear plate and Strenx
performance steel, this bucket is made to
last, even in tough, rocky terrain. The AMI
Tilt Bucket powered by RAMCAMTM
provides all the advantages you expect in
a tilting bucket – only now cleaner, sleeker
and ready for all conditions.

Toronto, Ontario, in Waterloo region.

Backed by AMI Attachments’ 2-Year
Limited Warranty.

REAL-TIME PRICING
LIVE LEAD TIMES
AUTOMATIC SHIPPING NOTIFICATIONS
WWW.AMIATTACHMENTS.COM/BLACKBIRD

1.800.556.9452 amiattachments.com

TOUGH

JOBS
WANTED

®

Contact your local ESCO representative and put the
field-proven combination of ESCO buckets and the
Ultralok or Nemisys tooth system to work for you.
®

®

www.esco.weir

®

Copyright ©2022 ESCO Group LLC, The Weir Group PLC. All rights reserved.

2022 attachment Showcase
ESCO GROUP LLC
ESCO® ATTACHMENTS AND INDUSTRY-LEADING ULTRALOK® AND
NEMISYS® TOOTH SYSTEMS
ESCO produces reliable, performance-driven excavator and wheel loader buckets built for the
world’s most demanding conditions. Engineered to deliver payloads that increase production and
reduce operating costs, buckets are available in a range of duty classes, including extra heavy-duty.
XHD buckets are made to withstand heavy, high density material, severe-duty and high impact.
The cost-eﬃcient, low profile Ultralok tooth system performs in a full range of machine
applications. The integrated lock makes it a true two-piece system, reducing inventory over
traditional three-piece systems. Ultralok points are easily installed and removed with a simple pry
tool, and the integrated lock means no pins to order, lose or mismatch. The Ultralok tooth system
is available for both excavator and wheel loader buckets.
The Nemisys tooth system is a field-proven performer with installations on over 750 machines
worldwide. Initially developed for large mining shovels and excavators, the system is now
configured for optimum performance on wheel loaders. The Nemisys tooth system features an
integrated single-side lock for easier and faster removal to minimize machine downtime during
maintenance cycles. The hammerless lock provides improved
engagement with the nose to significantly reduce the chance of
point loss and unplanned downtime.
Learn more about ESCO attachment products: www.esco.weir.

FAE USA, INC.
THE FAE PT-300, THE BEST-IN-CLASS TRACKED CARRIER FOR CHALLENGING OPERATIONS. The PT300 is FAE’s mid size tracked carrier, designed for heavy duty forestry and land clearing work in challenging conditions. It is known
for its outstanding performance when it comes to productivity, maneuverability, reliability, low ground pressure and comfort. This
unit features a fuel eﬃcient CUMMINS L9 turbocharged and after-cooled engine. The Tier 4 Final/Stage V version of this engine
delivers an impressive 325 hp.
The hydrostatic transmission features a dedicated control unit with electronically-controlled pumps and sensors that work together
to deliver maximum performance. It also serves to dampen operating loads ensuring that
the carrier and key components are subjected to less stress, increasing durability. The
unit’s undercarriage provides maximum operating performance and reliability. With
prime quality Berco components, chains with lifetime lubrication that offer longer life
than conventional chains, reliable dozer type rollers, oscillating undercarriage technology
for superior traction and two options available for roller guards to better adapt to different
working environments.
The cabin offers second to none operating comfort with lots of space, soundproof
technology, low vibration, ergonomic layout of controls, digital color displays, optimal
visibility and more headroom, making it an industry benchmark.
The FAE PT-300 is designed to be effortless, from operation to maintenance with a
strategic layout of all components, hoses and wiring harnesses for quick access to every
part and easy cleaning and maintenance.
A range of front attachments are available for the PT-300,
including forestry mulchers, subsoiler, stump cutter, grader
blade, rock crusher and asphalt grinder, making it an incredibly
versatile and productive carrier. Loaded with the newest
technology and unmatched quality, this carrier is undoubtedly
the best utility player available in the market today.

FAE PT LINE:
GET USED TO BEST IN CLASS

The FAE PT LINE is the ideal mulching equipment for your forestry management needs.
Available in 3 sizes: PT-175 with CAT 173 HP engine, PT-300 with CAT 302 HP engine and
PT-475 with CAT 475 HP engine.

Contact us to find the right FAE product for you:
(770) 407 2014 - info@faeusa.com

fae-group.com

2022 attachment Showcase
HKX, INC.
HKX EXCLUSIVE! Active Control Technology 3.0 (ACT 3.0) saves time
& money and ensures your hydraulic attachments are operating within the
manufacturer specifications.
ACT 3.0 is designed for machines and organizations where tool changes are
commonplace. The system adjusts flow quantity, pressure relief setting, oil
path (1-way or 2-way) and control input type based on preset tool operating
parameters. The result is an attachment change as fast and as precise as possible.
Attachments can be enabled or disabled with the use of a passcode, preventing
unauthorized changes or use. Attachment selection at your fingertips means a
tool swap no longer requires flow meters, pressure gauges, or manual circuit
adjustments. HKX’s ACT 3.0 returns your investment in as few as 10 tool
changes by reducing labor costs and machine downtime.
Call or Email HKX today to learn more about the time and money saving
benefits of ACT 3.0!

2022 attachment Showcase
HYDRAULICIRCUIT TECHNOLOGY, INC.
HydrauliCircuit Technology (HCT) is North America’s largest privately owned
company that specializes in manufacturing the industry’s premier excavator
hydraulic kits. With HCT, you will receive our excellent engineering capabilities,
attention to details, high quality manufacturing, a strong team of caring
professionals. HCT has an extensive inventory that enables us to offer quick, ontime shipments.
HCT kits come with easy to follow, detailed installation manuals that include
colored photos, CAD drawings and step-by-step instructions. Our Tech Support
staff are second to none, and are readily available to provide your installers
assistance as needed, during the hydraulic kit install.
Our skilled Sales Application staff will collaborate with you to ensure you get
your correct and preferred kit each time you order with us. Chose HydrauliCircuit
Technology premier excavator hydraulic kits. They install easily, and are built to
last.

EXTREME DUTY HYDRAULIC KITS
WHEN DURABILITY AND
RELIABILITY MATTER
MOST...

CHOOSE HCT KITS

(888) 603-0080

www.HCTkits.com
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2022 attachment Showcase
MONTABERT
This year is a very important milestone for Montabert. Montabert has upgraded one of its most
famous products: the Silver Clip. Launched in 2004, the Silver Clip range was a breakthrough,
with key features and innovations have driven the industry since the: no tie rods, floating bushing,
single retainer, etc. With tens of thousands of units sold, Montabert has accumulated knowledge
and is now ablet o significantly upgrade this product line.
The new range is named SD, and will feature eight models (6, 8, 12, 16, 22, 28,
36, and 42). These new breakers will have a new design, allowing in particular
low sound levels for urban environments. The tool changing system has been
modified to become a lot more operator friendly: simple, safe, and quick.
These breakers are also the only compact class models on the market with two
lifting points, to sling and handle them with perfect balance and safety. As the
technology has passed the test of time, the range will now get a standard two
year warranty, which can be extended by two extra years.
THESE BREAKERS ARE NOW AVAIALBE, ALL AROUND THE WORLD.
We welcome you to visit the Gran Destino Suite on the 10th floor at the AED
Summit to learn how we can support your dealership. Please
contact ussales@montabert.com or call 866-472-4373.
Visit montabertusa.com to learn more about our products.

Safe &
discreet

SAFE

2022 attachment Showcase
NPK CONSTRUCTION EQUIPMENT INC.
NPK has expanded our Concrete Crusher line to handle more of your demolition needs! We now offer the new X-SERIES: sized to fit
smaller carriers within excavator classes ranging from 4-14 metric tons. The compact and slim design makes them well suited for smaller
carriers that can fit into tight spaces; ideal for internal demolition and other specialty applications, allowing for concentrated forces that
fracture material to expose reinforcement wire/steel that can be efficiently cut with the cutter blades located in the throat of the unit.
KEY FEATURES:
• Equipped with NPK’s exclusive Hydraulic Intensifier System providing maximum crushing/cutting force and industry leading cycle
times
• Simultaneously closing jaws with integrated cutting blades. Blades can be flipped, allowing for
both sides to be utilized and they can also be shimmed as wear occurs.
• Replaceable carbide teeth for longer service life and allowing for quick replacement in the
field, thus increasing uptime
• Hydraulic components and hoses are protected inside the crusher's frame
3 ROTATION OPTIONS AVAILABLE:
1. Mechanical/Free: “AFR” Models: The free rotation bearing allows the crusher to self-position
on material and rotate throughout the bite, eliminating twist on the machine arm
2. Full Hydraulic: “AR” Models: Equipped with a full hydraulic rotation system which requires a
secondary hydraulic circuit
3. Electro-Hydraulic: “AREH” Models: Equipped with an electro-hydraulic selector valve allowing
operation for both jaw and rotation off of a single auxiliary
circuit and 12V power connection
All NPK Attachments are designed for maximum dependability,
manufactured and tested to the highest quality standards, and backed
by the industry’s best customer service and product support staff !

 




  

     
   
     
  

 


 

 


 

  










  
    



2022 attachment Showcase
OKADA AMERICA, INC.
Okada America Inc.’s boom-mounted compactors/drivers are offered in five models:
OAC 100, OAC 200, OAC 300, OAC 400 and OAC 500, designed for mounting on your
loader/backhoe or excavator. They range from 4,000 to 86,000 pounds. Impulse forces
range from 3,150 to 22,000 pounds, and lifts range from 1-3 feet to 5-7 feet. These OAC
models are rugged, versatile and reliable. Each packs plenty of power and performs a
variety of jobs. Delivering job cost-efficiency, they operate off the carrier’s own hydraulic
system and reach out to work anywhere the carrier’s boom can reach.
Their rugged construction and proven compaction technology make quick work of
any compaction or driving job while keeping your work crew safely out of the trench
and eliminating the need for expensive shoring. Okada has made its compactors/drivers
even better with an optional backfill blade for compacting trenches. This cuts down on
the need for switching to a bucket. It’s available on all models except the OAC 100. Here
are some advantages of Okada compactors/drivers:
• Heavy-duty single-piece formed base plate for extra strength and stability.
• Heavy-duty rubber isolators for operator comfort and to maximize energy forces
to the compaction plate.
• Standard flow-control valve on all models for prevention
of overflowing and over-speeding, which also helps ensure
extended motor life.
• Custom mounting brackets available to fit most carriers.

OKADA. ON THE JOB.
DOING THE JOB.
Carriers prefer demolition attachments
made by Okada America, Inc. Okada’s
demolition attachments expand the
versatility of the excavator, miniexcavator, loader/backhoe, skid-steer
and track loader carriers.
Okada has a wide range of attachments.
Breakers. Demolition Shears. Crushers.
Pulverizers. Processors. Grapples.
Compactors. Screening Buckets. These attachments are
precision-engineered, productive and dependable.
Call 1-800-270-0600 for the name of the Okada America, Inc.
Distributor nearest you.
Okada. On the job. Doing the job.
www.okadaamerica.com

12950 SE Highway 212
Clackamas, Oregon 97015

OkadaCED_AED22_ad_14_2022.indd 1

3701 Windmill Road
Joshua, Texas 76058

904 Medina Road
Medina, Ohio 44256

4/5/22 11:07 AM

2022 attachment Showcase
ROCKLAND MANUFACTURING CO.
Looking for a custom, top-of-the-line, pin-mounted thumb that works seamlessly with your machine, bucket, and coupler? Specify
Rockland!
Every pin-mounted thumb from Rockland is engineered to match the teeth on your bucket, allowing you to precisely pick and place
all material types and sizes. Choose from Pin-Mounted [up to 120° rotation], Progressive Link [up to 180° rotation], or Full Rotation
style. We build and test the dual-cushioned cylinders in-house, guaranteeing years of dependable service and saving you an incredible
amount of time when serviceable parts or full replacements are needed. All Rockland Progressive
Link thumbs install using a one-piece mounting pad, saving you tons of time and money during the
installation process. No more lineup issues or managing loose parts. Every Rockland Pin-Mounted
Thumb is backed by our no-hassle, no-nonsense 2 year, 4,000 hour warranty.
Add a Rockland bucket and coupler to the mix, and you have the ultimate excavator setup. Custom
logos, ID tags, and colors are available at no extra charge.
Additionally, Rockland offers guaranteed ship dates, Rapid lead time
options, and the best service and warranty in the business on over 225
attachments manufactured for excavators, loaders, dozers, skid steers,
graders, and haul trucks.

2022 attachment Showcase
SEPPI M. USA
THE FORESTRY MULCHER FOR ROW AND UTILITY WORK. SEPPI M. Miniforst CL with revolutionary “CUT CONTROL” rotor.
The MINIFORST CL with new CUT CONTROL rotor has been engineered to meet the demands of mulching contractors where a sharpenable
blade is desired. The goal was to manufacture a rotor using the existing Mini BladE and proven tool holder but with the addition of a gauge to
reduce the depth of cut being made by the aggressive Mini Blades. The result is a rotor that maintains SEPPI’s unprecedented recovery rate,
improves efficiency and allows the operator to reach the ground if desired to mulch all material to ground level with ease. The MINIFORST CL
is rated to mulch material up to 8” in diameter on carriers with up to 63 GPM. With its exposed
rotor and fixed tools with Tungsten carbide inserts or Mini Blades, the MINIFORST CL can mulch
everything from standing timber to brush and slash on the ground. An optional hydraulic hood is
available on machines equipped with Tungsten carbide inserts and allows the operator to control the
direction of flying material, making this MINIFORST CL one of the safest compact loader mulchers
available. The powerful and reliable SEPPI MINIFORST CL was engineered using wear-resistant,
high tensile steel to be lighter and stronger. All units are standard with multiple rows of counter
cutters to provide a consistent, quality mulch. When paired with variable displacement motors with
M-BOOST technology, performance in compact loader mulchers is taken to a new level. Ease of
service is key! The SEPPI MINIFORST CL is designed so no tools are needed for daily service. All
grease points are well protected and accessible without needing to remove any panels. And with US
sourced components, there is minimal downtime in the event of a ruptured hose or belt. The SEPPI
MINIFORST CL is the perfect combination of performance, durability and affordability. Founded in
1939 and specializing in mulching mowers since 1971, Seppi M. is one
of the foremost manufacturers in the industry and around the world.
SEPPI M. engineers and manufactures mulchers for standard flow
skid steer loaders up to mulchers designed for dedicated carriers with
190 GPM or more.

patented fixed hammer system

• FORESTRY MULCHERS
• STUMP GRINDERS
• STONE CRUSHERS
for pto-tractors
excavators or prime movers

Contact us today to learn
about dealership opportunities
in your area!
ISOBUS control system
The mulcher functions are
monitored and controlled
directly by the on-board
computer in the tractor.

Call. USA +1 513-443-6339
info.usa@seppi.com
Contact us on:
www.seppi.com
www.youtube.com/seppimulcher

J U LY C O M I C
O R I G I N A L LY P U B L I S H E D I N A P R I L 1 9 7 6

"...tell you what...to help fight inflation, I'm gonna knock 50
bucks off the price!"
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BEST PRACTICES FOR YOUR
RENTAL PROGRAM

F

rom short-term rentals for single projects to longterm supplements in fleet operations, renting
or leasing can be attractive profit centers for
dealerships.
But keep in mind that when you offer equipment—such
as forklifts, work platforms, cranes, and bucket lifts—for
rental by your customers, it can pose large risks. Making
sure you have the appropriate policies and procedures in
place will greatly benefit your business and help improve
the safety of your employees and customers. As the rental
company, you’re responsible for maintaining safe and
operational equipment.

R ENTA L A GR EEMENTS

A rental agreement defines the obligations and rights
of both you and the person renting the equipment. Be
sure the legal agreement you put in place before renting
out your equipment includes the following:
• An indemnification and hold harmless clause
• Directions detailing the equipment’s intended use
and how to safely operate it
• A provision that the customer will not compromise
the integrity of any safety system
• Statements clarifying
• ...that the customer is the sole operator of
the equipment
• ...that operation is limited to trained
personnel
• Confirmation of renters insurance
• Who’s responsible for repairs and any injuries due
to equipment operation
Additionally, determine whether any of these items
apply to your situation:
• Prequalifying customers
• Rental/lease agreements
• Equipment demonstrations
• Managing rental and leased equipment
• Special equipment

TR AI N I N G AN D I N SPECTI O N S
Prior to renting out your equipment:
• Conduct a thorough inspection of the equipment
• Service the equipment
• Ensure that it works properly and all safety devices
are operational
• Verify that safety decals are in place
• Provide the customer with a safety checklist and
operator’s manual
Ensuring that your customers are capable of safely
operating the equipment before releasing the machine to
them is critical. Consider providing them with training
resources. If you’re not confident in a customer’s ability
to safely operate the machinery, you shouldn’t rent it out
to them.

SER V I CE W O R K

A detailed preventative maintenance program will help
keep equipment in good working condition. Put a written
program in place to ensure that all equipment is regularly
inspected and serviced. Offering equipment to customers
that hasn’t been serviced is risky and could lead to
machinery failure, injury, and unforeseen expenses.

TR AN SPO RTATI O N

Implement and enforce company policies on auto and
safety controls. This is vital to mitigating your risk when
transporting the equipment to your customer’s location
or having your customer pick it up. Additionally, train
your drivers how to secure and haul large loads.

As you can see, many of these recommendations are
based on creating and implementing processes and
procedures for your rental program. Taking the time to
create these processes will help you reduce your risk and
potentially prevent losses over time. Be sure to consult
local experts and attorneys for help and advice.

ERIC STILES is an account executive in the Direct Writer business unit of Sentry Insurance. He puts his 30+ years of
insurance experience to good use, building longstanding relationships with businesses across a range of industries.

The future is yours to build.
We’re all adapting to a changing world. With change comes challenges,
but also the chance to chart a path forward.
As an equipment dealer, you understand the importance of seeing a plan
go forward for the good of your customers. We do too. You can count on us
to provide the insurance coverages, risk management services, and industry
expertise you need. sentry.com
Property and casualty coverages are underwritten, and safety services are provided, by a member of the Sentry Insurance Group, Stevens Point, WI.
For a complete listing of companies, visit sentry.com. Policies, coverages, benefits, and discounts are not available in all states. See policy for
complete coverage details.
73-773

1396087

11/3/20

