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Upcoming Events
of Interest

SouthW estern Association and
OSU Okmulgee Offer T echnician
Training Program

Western Farm Show - Feb. 25-27,
2006 at the American Royal Complex,
Kansas City, Mo.

     One of the toughest challenges facing equipment dealers
throughout SouthWestern Association’s territory is the availability of
equipment technicians. The short supply of qualified technicians and
the ever-increasing complexity of farm and construction/industrial
equipment often leaves dealership service departments in a bind
during the busiest times of the year. SouthWestern Association,
working in cooperation with Oklahoma State University at
Okmulgee, Okla., has established a program specifically designed to
educate technicians for SouthWestern dealer members.

Classroom and Real-World Training
     The technician training program features a unique blend of
classroom education and real-world dealership experience. The two-
year program includes six semesters of classroom/lab work at
Okmulgee and five internships at sponsoring dealerships. According
to David Martin, program instructor, “Students and dealership
personnel are encouraged to use the previous semester’s service topics
at the following dealership internship to reinforce the service topic
with real-world experience. One of the most beneficial and unique
aspects of the program is the internship at the sponsoring dealerships
during the two-year commitment. The internships do a great job of
reinforcing what we are teaching here at Okmulgee.”
     At the end of the two-year program, students graduate with a
major in industrial and farm equipment technology and an associate
degree in applied science. “The program as a whole gives students a
basic understanding of how to do a particular job in the service
department. As an example, the student will have the basic knowledge
of hydraulics systems and they will be able to troubleshoot and repair
typical systems. Specialized training for specific manufacturer’s
equipment comes on the job,” Martin commented. “We typically look
for students that have some background around farm equipment or a
strong interest in learning about equipment. Students that have grown
up in a farming environment are usually good candidates for the
program,”  Martin added.

Service Topics Covered
     Students are sponsored by a dealership and the dealership agrees
to pay the student a wage during the internship periods. During a
recent interview with Martin, he outlined the areas covered
                                                                                  Continued on page 7
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Opportunity Does Fall Into Your Lap...
By Bob Janet, Sales Growth Expert

     On Aug. 16, 1977, I had been playing blackjack all night
and lost a bit more than I should have in the Stardust hotel in
Las Vegas. It was 9 p.m. as I sat at the hotel bar, perhaps
contemplating how I was going to explain the lack of money
to my wife, when a news flash came across the bar television.
Elvis Presley had died. As an aggressive marketer I knew

immediately I was about to make a lot
more money than I ever lost in a card
game.
     You see, one of the retail stores I
owned and operated was a record store.
Back in 1977 we sold vinyl and 8-track
and cassette tapes. In Las Vegas it was 9
p.m., but back in Pennsylvania, my

home, the time was 12 midnight and no one had yet heard
the news of Elvis’ death. I left the bar, found a telephone in
the hotel lobby and called my record store manager. I
instructed her to phone our two record/tape suppliers at
8:30 a.m., the time they opened, and order every piece of
Elvis they had in stock and back order 50 of every title on
the market.
     The rest is history. Everyone knows the sales mania that
started for every Elvis record and tape. I cornered the
market on Elvis titles for three months.
     Was I lucky? Well, I don’t believe in luck. I believe if you
put yourself in the right place at the right time and do the
right thing, your outcome will be much more successful. By
being aggressive I am always in the right place. The time is
always right to be aggressive. And I am always doing the
right thing to make opportunity fall into my lap.

Be Aware of New Products and Services
     “Catch the wave” is an expression meaning finding and
grabbing the opportunity as it comes by. I guess the saying
comes from the ocean surfing sport where they wait out in
the ocean to catch the right wave to get the best ride to
shore.
     You will “catch your waves” by being alert and aware of
what is happening around you that will help you and your
business succeed and by being willing to make changes,
sometimes instantly, to your business. To catch the wave on
new products that will be popular in your area you must
watch what products are hot sellers in other places of the
world or with the same demographics your customers and
prospects have.
     I caught the wave on CB radios in the late 70s simply by
watching news broadcasts about the trucker’s strikes in the
Western and Midwestern parts of the country. The

truckers were using a radio I had never heard of to stay in
communication with each other on the highway. I did not
know what it was but if truckers in other parts of the
country were paying $200 for it, I was sure truckers in
Pennsylvania where I did business would also and so would
passenger car drivers. For those of you too young to
remember, CB radios turned out to be a multi-billion dollar
business.
     We were one of the first independent tire dealers in the
country to sell radial tires because I overheard a new car
dealer telling a group of business owners about a new type
of tire that rode smoother than any tire he had ever seen and
was rated to give 40,000 miles of service while all other tires
of  the time were good for between 10,000 and 15,000 miles.
     A new wave in restaurants is the low carbohydrate diets.
Subways and TGI Fridays are being aggressive and offering
low carbohydrate items, and even the beer companies are
catching the low-carb wave.
     Always know exactly what your competition is doing;
they may catch a wave before you but if you spot their
success immediately it is not too late for you to catch and
ride the wave to profits.
     You can also catch the wave in the form of making
changes to the way you do business. In the early 1980s the
standard of financing home appliances was interest accrued
from the first day of financing. I subscribed to newspapers
from New York, Detroit and Los Angeles. One day, in one
of these papers, I saw an advertisement offering 90 days
same as cash. I saw this as a wave to catch. I not only used
their 90 days same as cash, but expanded it to six months
same as cash. I soon became the leader in financing customer
purchases going from six months to 12 months, then 18 and
24. Sure, a lot of my competitors caught the wave of free
financing also but I made sure I was always the leader. And
as you see in automobile, appliance and furniture ads today,
that wave of opportunity is still being ridden.
     Increasing your sales success by aggressively looking for
opportunities is a very low cost way to grow your business.
     If  you need help becoming aggressive to make
opportunities fall into your lap, contact Bob Janet.

     Bob Janet will be the featured speaker at the SouthWestern
Regional Conference, held Feb. 24 at the Marriott Country Club Plaza
Hotel, Kansas City, Mo. Contact Olivia Holcombe at SouthWestern
Association, 800-762-5616, for more information.
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     Unfinished Business – Congress begins the New Year
where it ended the old – with two big budget reconciliation
bills. One would reduce deficit spending by $40 billion; the
other would extend some $70 billion in expiring tax relief
measures. The House and Senate passed differing versions of
both bills.
     Negotiators from both houses agreed on a version of the
deficit reduction bill and the House passed it. But at the last
minute, after the House had adjourned for the year, Senate
Democrats forced the removal of several provisions. This
sent the bill back to the House where it was scheduled to be
first up on the agenda when the House reconvenes at the end
of  January.
     The tax relief bill didn’t get that far. Both houses passed
versions of the tax bill, but disagreed on two critical
provisions. The House extended the 15% tax rate on
dividends and capital gains while the Senate extended higher
exemptions to the individual alternative minimum tax. They
agreed to extend the higher limits on small business
expensing, which are set to revert to earlier limits in 2008.
     Conferees were expected to meet early in the session, but
reaching an agreement acceptable to both chambers could
prove difficult.
     Internet Sales Tax Bill – Five years of work to
implement the Streamlined Sales & Use Tax Agreement
(SSUTA) seems to be paying off. SSUTA simplifies sales tax
rates and collection procedures to make it easier for sellers
such as on-line, catalog and direct mail retailers to collect sales
taxes. States must pass legislation to bring their sales tax
policies and procedures into compliance with the agreement.
     Currently, states cannot require merchants to collect sales
taxes unless they have a physical presence – a store,
distribution center, call center, etc. – in the state. For years,
remote sellers complained about the complexity of differing
sales tax rates. Congress agreed and refused to consider
legislation that would allow states to require sales tax
collection.
     As of Oct. 1, 2005, 19 states had passed laws bringing
their sales tax rates and procedures into full compliance with
SSUTA and the agreement went into effect. This was reason
enough to convince two senators to introduce legislation that
would allow states to require remote sellers to collect sales
taxes.
     Sen. Michael Enzi (R-WY), who introduced the Sales Tax
Fairness & Simplification Act, said, “The states have made
tremendous progress in changing their laws to become
compliant. It is now time for Congress to provide states that
enact the Streamlined Sales & Use Tax Agreement with the
authority to collect sales and use taxes from remote retailers.”
     Sen. Byron Dorgan (D-ND) introduced a similar bill. The
major difference is in an exemption for merchants with low
volume in remote sales. Enzi’s bill exempts retailers with less
than $5 million in gross annual remote sales. Dorgan’s bill
requires the Small Business Administration to come up with a
definition of small sellers.

Federal Legislative Up date
     Because state governments view these untaxed sales as a
major source of revenue, the Conference of State
Legislatures has been a driving force in implementing SSUTA
and advocating for federal legislation. However, the National
League of Cities, the U.S. Conference of Mayors and the
Government Finance Officers Administration expressed
immediate opposition to the legislation. They said the
legislation could cause cities to lose significant revenue from
fees they impose on telecommunications services such as
right-of-way fees, per-line subscriber charges and franchise
fees.
     Immigration Bill Focuses on Employers – The House
passed the Border Protection, Antiterrorism & Illegal
Immigration Control Act which places responsibility for
verifying employees’ legal right to work in the U.S. on
employers.
     It would require employers to use an existing federal
program called the Basic Pilot Program to verify that a
prospective employee is a U.S. citizen or has proper legal
documentation. This voluntary program has been around
since 1996, but, according to some who have used it, it is
riddled with numerous problems such as delays and errors.
     Under this bill, employers would have to verify the legal
status of new hires within two years of passage and reverify
all employees within six years. Failing to comply could bring
fines of up to $25,000 per employee.
     Both the Senate and the Bush administration seem to be
taking a dim view of this legislation and the Senate is
expected to come up with a different approach.
     2006 Mileage Deduction – The IRS set the business
mileage deduction rate at 44.5 cents per mile for 2006. The
deductible rate for medical and moving expenses is 18 cents
per mile; the rate for mileage related to charitable services
remains at 14 cents per mile.
Source: North American Retail Hardware Association

Association Services - We’ve
Got The Answers
     Look to your SouthWestern Association for answers to all
your business issues. SouthWestern has assembled a team of
industry experts to answer your questions on many different
business issues including:

Accounting Services Mergers & Acquisitions
Legal Services Insurance Information
Business Forms Benefits & Retirement
Regulatory Advice Education & Training
Certif ied Valuations

     Contact SouthWestern Association at 1-800-762-5616 for
more information on any of these services.
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Human Resources...
     If  an employee violates a company policy, you may not
want to go to the extreme of firing him or her, but you can’t
avoid the situation. Issuing a written warning assures the
incident is committed to the record and gives you your best
opportunity at clearly stating your reasons for discipline.
HRinsight, a monthly publication for human resource
professionals, offers some advice on formulating a written
warning so you make sure you say everything you should and
make the message as effective as possible. Always refer to
any other oral or written warnings you may have already
issued to the individual. Include the dates of those warnings.
State clearly why you are issuing the current warning and
describe the violation in detail by telling who, what, where,
when, why and how. Then explain how those actions
negatively affected the company and other employees. Clearly
describe the disciplinary action you have decided to take.

     If  that action differs from the way you normally handle
this type of situation, say why. Also tell the employee what
will happen if his or her behavior does not improve. Always
avoid personal attacks or any statements that cannot be
supported by facts. Include the date of the warning and list
the names of all the people present when you delivered the
warning. Be sure to keep that delivery businesslike and
unemotional as possible. Provide space for the employee to
sign the warning and add his own comments. You may not
be firing the employee, but to emphasize the nature of the
employee/employer agreement, at the bottom of the note
include the phrase: “The Employment Relationship is At
Will.”

Source: Home Center Institute, Feb. 2, 2006

President Makes Strong
Push for Increased
Ethanol Use
     In the recent State of the Union address.
President George W. Bush said, “America is
addicted to oil” – a statement few would expect
to hear from a Texan president. Bush laid out
how biobased fuels can play a critical role in
moving America beyond foreign-oil dependence
in the next decade. Bush didn’t call for complete
energy independence in his address, but his
promise to replace more than 75 percent of oil
imports from the Middle East by 2025 is
ambitious.
     The President’s 2007 budget will include $150
million – a $59 million increase over fiscal year
2006 – to help develop cellulosic ethanol from
agricultural waste products such as wood chips,
stalks and switchgrass. Research scientists say
accelerating research in cellulosic ethanol can
make it cost-competitive by 2012, offering the
potential to replace up to 30 percent of the
nation’s current fuel use. Farmer groups
expressed optimism about agriculture’s ability to
meet the growing domestic-energy need.

Source: FarmProgress Friday, Feb. 3, 2006



• The Home Depot will be sending 33 of its associates to the
2006 Olympic Winter Games in Torino, Italy. That’s a record
for the retailer, which is part of  the U.S. Olympic
Committee’s Olympic Opportunities Program (OJOP),
which allows U.S. Olympic and Paralympic hopefuls to work
part time in exchange for full-time compensation and
benefits. More than 200 Olympic hopefuls work for Home
Depot under the OJOP program and Home Depot
associates account for almost 11 percent of all medals won
by Team USA.

• Consumer confidence may have fallen a bit after the
devastating storms of September and October of last year,
but according to a report by the Conference Board, the
consumer confidence index rose to 106.3 last January. That is
the highest the index has been since June 2005 when it hit
106.2. Researchers at the Conference Board didn’t get too
excited about the news, saying consumers are still nervous
about the future. But the high index does say that consumers
have a more positive view of the job market, which helps
boost their optimism of current economic conditions.
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Housing Market...
    Sales of new single-family homes hit a record in 2005,
closing the year at 1.28 million. According to the Commerce
Department, that is 6 percent more than the record set last
year. For December alone, new home sales hit a seasonally
adjusted annual rate of 1.269 million units, up 2.9 percent
from November’s pace of 1.233 million units but down 6.6
percent from October’s pace. “While new home sales have
been quite strong throughout 2005, we see a cooling of the

market to a healthy and
more sustainable pace in the
months ahead, as
substantiated by recent
surveys of our builders,”
said National Association of
Home Builders Chief
Economist David Seiders.

“For 2006, we expect to see a 6-percent to 7-percent drop in
sales, but certainly no reason for alarm. This would make
2006 the second or third best year in housing history.” New-
home sales for the year across the regions were mixed. In the
South, sales were up by 13.3 percent and the West had gains
of 3.4 percent. In the Northeast, sales were down 2.4 percent
and 2.9 percent in the Midwest. The inventory of new single-
family homes at the end of 2005 was 516,000, a 4.9 months’
supply at the December sales pace.

Retailing...

• The Home Depot has signed a definitive agreement to
acquire Hughes Supply, Inc., a leading distributor of
construction, repair and maintenance products, for $3.47
billion, including the payment of $46.50 per outstanding
share and the assumption of $285 million in net debt.
Hughes Supply will be part of  The Home Depot Supply,
which serves business-to-business customers such as
homebuilders, professional contractors, municipalities and
maintenance professionals. The addition of Hughes Supply
more than doubles the size of the Home Depot Supply with
projected 2006 combined sales approaching $12 billion.
Together, the two companies will serve a $410 billion
market, addressing the continuum from infrastructure and
construction to maintenance, repair and remodel. Founded in
1928 and based in Orlando, Fla., Hughes Supply is one of
the nation’s largest distributors of construction, repair and
maintenance-related products, with more than 500 locations
in 40 states. Home Depot also announced it has acquired
Chem-Dry, the franchisor for the world’s largest carpet and
upholstery cleaning and service provider network. Chem-Dry
has nearly 4,000 franchises worldwide, including 2,500 in the
U.S. Terms of the acquisition were not announced.

Source: Home Center Institute, Feb. 2, 2006
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      The North American Equipment Dealers Association
(NAEDA) is calling a recent ruling by the IRS significant and
great for equipment dealers. At issue was a potential rewrite
of audit guidelines on “dual purpose property” that sought
to tighten rules that would treat lease equipment as inventory
that could not be depreciated.
     If these guidelines had not been withdrawn, many
equipment leases would have been challenged during audits
under the IRS’s proposed narrow guidelines. Many millions
of dollars of depreciation deductions would have been
denied.
     In a letter for consideration to the IRS office of the chief
counsel, NAEDA argued the guidelines under which the IRS
proposed to base its audit decisions on leased equipment
were wrong and did not reflect the current status of the law.
NAEDA pointed out that the proposed guidelines were too
narrow and ignored guidelines that have been established by
the courts over many decades.
     “Had the IRS adopted the proposed guidelines, the action
could have had an effect on hundreds of equipment dealers,”
according to Jack Selzer, NAEDA counsel. “Instead, audits
will be based on current guidelines established by the U.S. Tax
Court and other federal courts.”
     “While the law on dual use property (inventory treatment
vs. lease treatment) is still not concise or clear, it’s great for
dealers that no immediate action is being taken to rewrite and
narrow the rules by the Internal Revenue Service,” says Paul
Kindinger, CEO, NAEDA. “By allowing the current
guidelines to stand, the depreciation of equipment that
dealers typically lease to their customers is preserved.”

NAEDA Calls IRS Ruling
“Great For Dealers”

McCormick and Landini
Combine to Form ARGO
Tractors
     ARGO S.p.A. of  San Martino in Rio, Italy, announced a
reorganization creating ARGO Tractors to manufacture and
market McCormick and Landini brand products throughout
the world.
     This new division of ARGO S.p.A. (the holding company
of the group) will control the manufacturing of tractors and
components in France, Italy and the United Kingdom, as well
as marketing them through a worldwide Landini-
McCormick dealer network.

Background
     ARGO S.p.A. was established in 1988 as a limited liability
enterprise. Between the end of the 1980s and the beginning
of  the 1990s, the company’s core business in the iron and
steel industry led to various mergers and acquisitions.
     ARGO acquired LANDINI S.p.A. in 1994. This marked
a very important turning point for Landini, a brand that had
been a force in the agricultural industry for more than a
hundred years, but had recently been struggling.
     After acquiring Landini, ARGO experienced a period of
strong growth during which it acquired additional companies
strategic for the development of the group.
     VALPADAN A S.p.A. (compact tractors) and SEP S.r.l.
(industrial mowers) were acquired during the second half of
the 1990s.
     In 2000, following the merger of Case and New Holland
(CNH), antitrust intervention ordered CNH to sell certain
factories. ARGO acquired the plants of:
     • Doncaster in the United Kingdom, where Case-IH

Magnum® tractors were assembled.
     • St. Diziers in France, which manufactured the

transmissions and powertrains for the tractors
assembled in Doncaster.

     • Breganze (VI) in Italy, i.e., the Laverda factory, where
combine harvesters were made.

     These acquisitions, which were formally concluded in
early 2001, led to an increase in production that amounted to
more than double that of  the previous years.
     ARGO also acquired the “McCormick” name which
enjoys high recognition and esteem, particularly in the British
and North American markets.
     The company, subsequently founded under the business
name of McCormick Tractors International Ltd., went on to
establish an important sales network that now includes more
than 300 dealers.

Feb. 23-25 - Orgill Inc. - Spring Dealer Market,
   Orlando, FL

March 9-12, 2006 - Ace Hardware Corp. - Spring
   Convention - Dallas, TX

March 17-19, 2006 - True Value Co. - Spring Market
   Houston, TX
March 24-26, 2006 - Blish-Mize Co. - Buying Market
   Overland Park, KS
May 20-23, 2006 - Do it Best Corp. - May Market
   Indianapolis, IN

North American Retail Hardware Association - 2006
Convention and Annual Meeting - July 10-12,
Kingsmill Resort, Williamsburg, VA - Contact Diane
Allen, NRHA,  317-290-0338 for information.

Upcoming Hardware Market s
and Shows
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during the classroom portion of the two-year program.
During the first seven and one-half week period, students are
taught fundamentals of maintenance, predelivery and
preventive maintenance. After this session, students return to
the sponsoring dealer for the first internship. While working
at the dealership students are asked to perform some of the
service components that were taught during the previous
classroom session - this reinforces the classroom education
with real-world experiences.
     In the next two classroom sessions students learn
hydraulics and electrical systems. Students return to the
dealership between these two sessions for another internship.
The classroom training is designed to build upon knowledge
gained from previous sessions. Both the hydraulics and
electrical sessions are taught by studying the individual
components of the systems and then the systems as a whole
with all the components functioning together.
     Another area covered in the classroom is engines, fuel
systems and air conditioning. Students once again return to
the sponsoring dealership for an internship after this session is
complete.
     The final classroom session includes information on
powertrain and the business/economics behind working in
an ag or construction equipment dealership. The growing

Technician T raining Program
Continued from page 1

area of precision ag and precision construction are also
covered during this session. According to Martin, a key
component of the final seven and one-half week session is
the capstone lab. “The capstone lab allows us to go back to
the earlier session topics and update the information with any
new technologies that have come on-line in the past two
years. The technology going into today’s equipment is
advancing so fast that in a two-year period important new
procedures and products have been introduced that students
need to be aware of in order to have the best training
experience available,” Martin remarked.

Dealer Benefits
     The program offers solid benefits for dealers. The
students graduating from the school have an excellent, basic
understanding of the most common areas in the technician
field. These students have been working for a dealer as an
intern for two years - dealers know the students skills and
work habits. In addition, these students have shown a
commitment to you as the dealer and demonstrated a
willingness to stay in the community and build a solid
foundation for a career in the equipment industry.
     Dealers interested in sponsoring a student or needing
more information should contact Jeff  Flora, CEO, at
SouthWestern Association - 800-762-5616 or Tag Webb,
SouthWestern Association Regional Manager, 918-232-2830.
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Watch For The Survey

The SouthWestern Association and NAEDA are putting
the final touches on the 2006 Dealer-Manufacturer
Relations Survey. The survey is conducted every two

years to measure the level of satisfaction dealers have with
their major suppliers. The 2006 survey will include new
equipment lines, new questions and several shortline-related
questions from the Farm Equipment Manufacturers
Association (FEMA).
     The survey, scheduled for distribution in March, will be
conducted by e-mail. Dealers will receive the survey from the
SouthWestern Association and 2006 Dealer-Manufacturer
Relations Survey will appear on the subject line. Completing the
survey should take 10 minutes or less.
     The survey is an important tool for the SouthWestern
Association, NAEDA and manufacturers. Responses are used
to address areas that need improvement as well as show where
improvements have been made since the 2004 survey was
conducted. We hope you’ll complete the survey when it arrives.

Honda Power Equipment Sells 20
Millionth Power Product in the U.S.

Member News
    Myron McCready, 56, Minneapolis, Kan., died
Wednesday, Feb. 1. Myron was born Aug. 7, 1949, in
Corcordia, Kan. He owned and operated Green Line Service
Center in Minneapolis. Survivors include his wife, Judy, of
Minneapolis; two daughters, Becky Myers of Minneapolis
and Amy Stover of Prairie Village; his parents, Frank and
Jean McCready, of  Bennington; two brothers, Mark and Ted,
both of Mentor; a sister, Beth Morrison of Salina; and a
granddaughter.

     Honda Power Equipment announced recently that it has
shipped 20 million power products to domestic dealers and
distributors since it began offering outdoor power
equipment in the United States in 1972. Beginning U.S.
operations with only engines, tillers and generators for sale
more than 34 years ago, Honda Power Equipment has
evolved into the world’s largest engine manufacturer and one
of  the leading global power products suppliers. Honda
currently provides more than 60 models of power products,
37 models of general-purpose engines and the industry’s
widest variety of four-stroke outboard engines.


