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Upcoming Events
of Interest

       The SouthWestern Association and Federated Insurance
will be hosting another Designated Risk Manager Seminar May
16, 2006 in Austin, Tex.
     The SouthWestern Association and Federated Insurance partnered
on Feb. 7, 2006 in Overland Park, Kan., to present a designated risk
manager training seminar to 16 equipment dealers. The day opened
with a review of equipment dealer losses covering the past seven
years. The remainder of the day was spent sharing industry “best
practices” on how to prevent or reduce losses in the areas of
equipment theft, autos, workers compensation, and employment
related practices liability. A special emphasis was placed on the
importance of hiring quality employees and the tools to do so were
provided.
     One attendee commented, ‘Excellent Seminar; one of the best
investments I have made for the money spent.” Another wrote,
“Good Stuff ! I was glad that some of the information exchanged in
Federated’s Dealer Input sessions last summer was discussed in this
session.”
     Each attendee developed his or her own risk management action
plan as the day went on to take home, discuss with their management
team and ultimately implement a plan to prevent or reduce losses in
their business. Two major factors that figure into the cost of
commercial insurance for an equipment dealer are loss experience and
business practices. Proactive businesses that designate a risk manager
are taking ownership of their loss experience to better control their
insurance costs.
     Any questions regarding this program can be directed to Olivia at
SouthWestern Association, 800-762-5616, or Dave Cameron or Tom
Koenig at Federated Insurance - 800-533-0472.

Federated’ s Designated Risk
Manager Training Seminars

Designated Risk Manager Seminar
May 16, 2006
Austin, Texas

Dealers of Tomorrow Seminar
July 25-26, 2006
Wichita, Kansas

Dealers of Tomorrow Seminar
Oct. 18-19, 2006
Austin, Texas

Dealers of T omorrow Seminar
July 25-26, 2006
Hyatt Regency Hotel, Wichita, Kansas

Oct. 18-19, 2006
Capitol Place Hotel, Austin, Texas
Both Seminars Feature Bill Sharp and Ron Willis

Contact Olivia Holcombe, SouthWestern Association,
816-561-5323 or 800-762-5616 for more information
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Federal Legislative Up date
•   There’s positive news on several of NRHA’s priority issues.
Legislative Counsel John Satagaj said during a national
legislative teleconference that there is talk in the Senate of a
compromise on relief from the federal estate tax. It likely
would not be a full repeal, but it could raise the amount of
an estate exempt from the tax and lower the rate on the
taxable portion. Senate majority leader Bill Frist (R-TN) has
said he wants a vote on the estate tax by the end of May.
     Satagaj also indicated that doubling Section 179 small
business expensing to
$200,000 and the phase-
out cap to $800,000
would likely be included
in the Tax Relief
Extension Reconciliation
Act, currently being
considered by a House-
Senate conference. In
related action, Sens.
Olympia Snowe (R-ME)
and Trent Lott (R-MS)
and Rep. Wally Herger
(R-CA) introduced
stand-alone legislation in
both houses to double
the Senate 179
deduction, make it
permanent and index it
for inflation and raise the
phase-out limit to
$800,000.
     He was hesitant
about progress on
legislation to allow states
to require online, catalog
and direct mail merchants
to collect sales taxes. Bills
have been introduced in
the Senate to allow sales
tax collection and the
House Small Business
Subcommittee on
Regulatory Reform &
Oversight conducted a
hearing on the matter.
Satagaj suggested, though,
that confusion is growing
over separating sales tax
simplification from
Internet access and
business activity tax
collection.

•   Sen. Edward Kennedy (D-MA) proposed a package of
employee assistance measures he characterizes as improving
U.S. competitiveness in a global economy. Called the Right
TRACK Act, it includes an increase in the minimum wage to
$7.25 an hour. He proposed government assistance for
workers who lose jobs to overseas competitors and accept
lower-paying jobs and expansion of trade adjustment
assistance to service workers whose jobs moved overseas.
Source: North American Retail Hardware Association
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APPI Savings Solutions -
Electricity and Utility Up date
What to Expect in 2006 - Energy Demand Increasing

     Total domestic energy demand is expected to increase
through 2006 and 2007.
     Prices for regular grade gasoline are expected to increase
over last year’s average, going from $2.27 in 2005 to $2.45 in
2006.
     Oil prices are expected to remain high due to the cold
weather in much of Asia and Europe as well as uncertainties in
oil supplies. Experts anticipate increased world oil demand
because of the economic growth that is occurring in developing
Asian countries.
     This year’s total natural gas demand is projected to mimic
demand of 2005. While industrial natural gas demand will
increase, demand for natural gas used in the generation of
electricity for residential accounts will likely decrease because
of  moderate temperatures.
     Electricity demand is expected to increase by half a percent
(0.5%) in 2006; much of this demand is attributed to economic
growth.
     Finally, coal demand is also projected to increase. A good
amount of the demand for coal is a result of the high natural
gas and oil prices that have characterized the market. As a
result, the price of coal will almost certainly rise.
     The above information is based on the Energy Information
Administration’s “Short Term Energy Outlook,”  which can be
assessed at www.eia.doe.gov.

APPI Savings Solutions
Avoid Increasing Cost s
     All members in the U.S. can take advantage of a utility
analysis. Savings opportunities exist in telecommunications,
water/sewer, waste removal/recycling, electricity and freight
services.
     Texas businesses have opportunities for significant savings
on electricity.
     Contact APPI to discuss a customized solution for your
business to realize a 10-20 percent reduction in expenses.
There is no obligation – implement APPI’s recommendations
only if you feel it is in the best interest of your business.
• Start the process by faxing your recentutility bills to APPI

at 410-749-8769 (no obligation).
• An APPI utility consultant will follow up with you to

answer any questions you may have.
     Take full advantage of your membership benefits with
APPI Savings Solutions.
     Trusted Solutions for All of  Your Utility Needs
     Contact APPI:
     Phone: 800-520-6685
     Fax: 410-749-8769, info@appienergy.com

Congratulations to Schmidt and Sons, Inc., an Agco Equipment
dealership in Mt. Hope, Kans., on their recent 40th Anniversary
celebration. Pictured above are owners Marlene and Leroy
Schmidt.

Member News

Association Health Insurance
Pools
     The Senate Health, Education, Labor & Pensions
Committee is working on details of the Health Insurance
Marketplace Modernization & Affordability Act, which
would allow trade associations to set up insurance pools to
offer health insurance to small business members. The
committee is expected to approve the bill and it could see
action on the Senate floor in May.
    According to early reports, the bill would not require
plans to meet all state coverage mandates. However, if  a
plan deviated from these mandates, the group would have
to offer an alternative plan with benefits available through a
state employee health plan in one of the five most populous
states (California, New York, Texas, Florida and Illinois).
     The bill would specify that associations be at least three
years old, exist for purposes other than offering health
insurance, obtain federal certification and not condition
membership or coverage on health status. State insurance
commissioners would continue to oversee the plans, but
National Association of Insurance Commissioners (NAIC)
rules would become the standard by which insurance
premiums can vary from state rules.

Source: North American Retail Hardware Association, Mar. 14,
2006
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Reporting Dealers For Spring Official Guide

     Our thanks to these dealers in SouthWestern Association’s
trade territory who reported for the Iron Solutions Spring
Official Guide. The reporting period was Oct. 27, 2005
through Jan. 26, 2006.
Ag-Power, Inc., Sulphur Springs, TX
Ag-Power, Inc., McKinney, TX
Alamo Ag- Con Equipment Inc, San Antonio, TX
Alamo Ag-Con Equipment, Inc., Boerne, TX
Alvin Equipment Company Inc, Alvin, TX
American Implement - Scott City, Scott City, KS
American Implement Inc, Garden City, KS
Arnett New Holland  Tractor, Arnett, OK
B E Implement Partners Ltd., Brownfield, TX
Bailey Implement Company, Hillsboro, TX
Barbee-Neuhaus Implement Co, Raymondville, TX
Barbee-Neuhaus Implement Company, Weslaco, TX
Barton County Imp/dba Purinton’s, Lockwood, MO
Barton County Implement Company, Lamar, MO
Barton County Implement Company, Lamar, MO
Blackland Implement Company Inc, Temple, TX
Bob Lowe Inc, Chickasha, OK
Boettcher-Hlavinka, Taft, TX
Boettcher-Hlavinka Company, Rosenberg, TX
Bowie County Equipment, De Kalb, TX
Bretz Inc, Dighton, KS
Browns Implement Inc, Floydada, TX
Brown’s Power & Equipment Inc, Tulia, TX
Bruna Brothers Inc, Washington, KS
Bruna Implement Co., Marysville, KS
Bruna Implement Company, Clay Center, KS
C & H Equipment, Muleshoe, TX
C & L Sales, Higginsville, MO
C & L Sales, Warrensburg, MO
C & L Sales, Ottawa, KS
Carrico Implement Co Inc, Lincoln, KS
Carrico Implement Co Inc, Hays, KS
Carrico Implement Company Inc, Beloit, KS
Central New Holland, Oklahoma City, OK
Chickasha Ford New Holland, Chickasha, OK
Colby Ag Center LC, Colby, KS
Colby Implement, Colby, KS
Collins Tractor & Equipment Inc., Crockett, TX
Conrady Western, Winfield, KS
Conrady Western Inc, Anthony, KS
Conrady Western Inc, Wichita, KS
Conroy Ford Tractor, Inc., Mount Pleasant, TX
Crown Power & Equipment, Eldon, MO
Crown Power & Equipment, Columbia, MO
Crown Power & Equipment, Jefferson City, MO
Crown Power & Equipment, Salisbury, MO
Crown Power & Equipment, La Monte, MO
Cusack Equipment, Oklahoma City, OK
Dairyland New Holland Tractor Co., Sulphur Springs, TX
Dauer Implement Company, Salina, KS
Deems Farm Equipment of Marshall, Marshall, MO
Deems Farm Equipment of Nevada, Nevada, MO
Deerfield Ag, Deerfield, KS
Delaney Implement Company Inc, Burdett, KS
Derr Equipment, Savannah, MO
Dodge City Implement Inc, Dodge City, KS
Dougherty Implement Company Inc, Colby, KS
E & E Equipment Co., Fort Worth, TX

Earley Tractor Inc., Cameron, MO
Edgeller & Harper, Cabool, MO
Edgeller & Harper International, West Plains, MO
Enid New Holland, Enid, OK
Ericson Equipment Company, Artesia, NM
Fertilizer Dealer Supply Co., Boonville, MO
Five Star Equipment Inc, Spearman, TX
Four Brothers Outdoor Power, Royse City, TX
Fritz Implement Inc, Monett, MO
Fuller Tractor Co, Beeville, TX
Gallatin Truck & Tractor Inc, Gallatin, MO
Garden City Farm Equipment Inc, Garden City, KS
Glasgow Equipment Company Inc, Glasgow, MO
Golden Valley Ford Tractor Co., Clinton, MO
Goodland Greenline Inc, Goodland, KS
Goodland Yost Farm Supply, Goodland, KS
Great Bend Farm Equipment, Great Bend, KS
Green Hills Ag, Inc., Brookfield, MO
Grissom Implement, Checotah, OK
Grissom Implement Company, Prague, OK
Hansford Implement Company, Spearman, TX
Hansford Implement Company, Dumas, TX
Harlingen Implement Co, Brownsville, TX
Harlingen Implement Co, Harlingen, TX
Harper Equipment, Stringtown, OK
Harpster Equipment Co, Moberly, MO
Hartzler Equipment Company, Nevada, MO
Hartzler Equipment Company, Harrisonville, MO
Continued on next page
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March 24-26, 2006 - Blish-Mize Co. - Buying Market
   Overland Park, KS
May 20-23, 2006 - Do it Best Corp. - May Market
   Indianapolis, IN
Aug. 17-19, 2006 - Orgill Inc . - Fall Dealer Market
   Chicago, IL

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

Hendershot Equipment Company, Stephenville, TX
Hendershot Equipment Inc, Decatur, TX
Heuer Sons Implement, Cape Girardeau, MO
Hiawatha Implement Company Inc, Hiawatha, KS
Hi-Plains Farm Equipment Inc, Dodge City, KS
Hlavinka Equipment Co, East Bernard, TX
Hlavinka Equipment Co, El Campo, TX
Hlavinka Equipment Company, Tivoli, TX
Hlavinka Equipment Company, Nome, TX
Houston County Equipment Co, Crockett, TX
Hoxie Implement Company Inc, Hoxie, KS
Hurst Farm Supply Co Inc., Lubbock, TX
Hurst Farm Supply Inc, Lorenzo, TX
Jack’s Farm Equipment, Vernon, TX
Jensen Tractor Ranch, Bartlesville, OK
Jewell Implement Company Inc, Jewell, KS
John Deere Parts Store, Hollis, OK
John Schmidt & Sons Inc, Mt Hope, KS
Joplin Farm & Lawn, Joplin, MO
KanEquip Inc, Herington, KS
KanEquip Inc, Topeka, KS
KanEquip Inc, Clay Center, KS
KanEquip Inc., Garden City, KS
KanEquip, Inc., Dodge City, KS
KanEquip, Inc., Marysville, KS
KanEquip, Inc., Wamego, KS
Kay Jan, Inc., Leoti, KS
Kelley’s Lawn & Garden, Bartlesville, OK
Kincheloes Inc, Pratt, KS
Kiowa New Holland, Kiowa, KS
Kleiber Tractor & Equipment Inc, La Grange, TX
Kuhlman Impl. & Hdwr., Inc., Linn, KS
Landmark Equipment, Inc, Fort Worth, TX
Landmark Equipment, Inc., McKinney, TX
Landmark Equipment, Inc., Irving, TX
LandMark Implement, Inc., Smith Center, KS
Lang Diesel Inc, Hays, KS
Lang Diesel, Inc., Smith Center, KS
Lansdowne Moody Co Inc, Cypress, TX
Lansdowne Moody Co Inc, Webster, TX
Lansdowne Moody Co./Accts. Payable, Houston, TX
Lansdowne Moody Company LP, Houston, TX
Lauf Equipment Company Inc, Jefferson City, MO
Lincoln Farm Supply Inc, Lincoln, KS
Linn Tractor Inc, Linn, MO
Livingston Machinery Co, Fairview, OK

Livingston Machinery Company, Chickasha, OK
Lott Implement Inc, Minneapolis, KS
Malsom Implement Company Inc, Collyer, KS
Marshfield Machinery Company Inc, Marshfield, MO
Martin Farm Power, Chanute, KS
Martin Tractor Co., Chanute, KS
Martin Tractor Co., Topeka, KS
Martin Tractor Company, Concordia, KS
Martin Tractor Company, Inc., Colby, KS
McConnell Machinery, Ottawa, KS
McConnell Machinery, Ottawa, KS
McConnell Machinery Company, Lawrence, KS
McLaughlin Equipment Inc, Cheney, KS
Mid-Co Implement Inc, Pratt, KS
Modern Farm Equipment Company, Fulton, MO
Nueces Farm Center, Robstown, TX
Oakley Ag Center, Oakley, KS
Oglesby Equipment Co., Inc., Hereford, TX
Olathe Ford Tractor & Equipment Co, Olathe, KS
Oregon Trail Equipment, Inc, Marysville, KS
Ozark Power Center Inc, Springfield, MO
P & K Equipment Inc, Kingfisher, OK
P & K Equipment Inc., Enid, OK
P & K Riverside, Norman, OK
P & K Riverside Tractor, Purcell, OK
Pankratz Implement Company, Hutchinson, KS
Parmer County Implement Co, Friona, TX
Payne County Implement Co, Stillwater, OK
Porter Henderson Impl. Co., San Angelo, TX
Porter Henderson Implement, Big Spring, TX
Porter Henderson Implement Co I, Ballinger, TX
Quality Implement Co, Frederick, OK
Quality Implement Co, Abilene, TX
Quality Implement Co, Stamford, TX
Quality Implement Co., Seymour, TX
Quality Implement Co., Rotan, TX
Quality Implement Co., Burkburnett, TX
Quality Implement Company, Munday, TX
R & H Implement Company Inc, Syracuse, KS
Ray Lee Equipment Co Ltd, Dimmitt, TX
Ray Lee Equipment Co Ltd, Floydada, TX
Ray Lee Equipment Co. Ltd, Olton, TX
Ray Lee Equipment Co. Ltd, Plainview, TX
Riggins R-Co. Inc., Marshall, MO
Robt Yost Ent dba Yost Farm Supply, St Francis, KS
Rother Bros. Inc., Fairview, OK
Rother Bros. Inc., Clinton, OK
Rother Brothers Inc, Kingfisher, OK
S & H Farm Supply Inc, Rogersville, MO
S & H Farm Supply Inc, Lockwood, MO
Saginaw Implement Company Inc, Rhome, TX
Scott Power & Equip, Dalhart, TX
Scott Power & Equipment Inc, Elkhart, KS
Scott Tractor & Equipment, Amarillo, TX
Scott Tractor Co, Plainview, TX
Scott Tractor Co, Lamesa, TX
Scott Tractor Company, Lubbock, TX
Scott’s Tractor & Equipment, Smithville, MO
Seiver Implement Company Inc, Donna, TX
Service Ag Equipment, Lehigh, OK
Shuck Implement Company, Lawrence, KS
Simpson Farm Enterprise, Ransom, KS
Skyview Equipment, Inc., Hiawatha, KS
St. Joseph Tractor Inc, St Joseph, MO
Straub International, Larned, KS
Continued on next page
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Straub International, Marion, KS
Straub International, So. Hutchinson, KS
Straub International, Great Bend, KS
Straub International, Salina, KS
Sun Rise Tractor, Smithville, MO
Sydenstricker Farm & Lawn, Macon, MO
Sydenstricker Farm & Lawn, Chillicothe, MO
Sydenstricker Implement Co., Rocheport, MO
T & S Tractor Inc, Gilmer, TX
Terry Implement, Inc., Gallatin, MO
Thomas Implement, Cimarron, KS
Thomas Implement, Inc., Altamont, KS
Tompkins Impl Co, Eldon, MO
Tri-County Implement Inc, Oakley, KS
Tulsa New Holland Inc, Tulsa, OK
Tuttle Motor Co, Poteet, TX
Unruh Foster, Inc., Montezuma, KS
Vahrenberg Implement Inc, Higginsville, MO
Vater Implement Inc, Enid, OK
Washington Tractor Company, Washington, MO
Watson Tractor & Implement, Farmington, NM
Watts Tractor Company, Anson, TX
WB Equipment, Dimmitt, TX
WB Equipment, Dimmitt, TX
Wells Implement Inc, Maysville, MO
Western Equipment LLC, Clinton, OK
Western Equipment LLC, Weatherford, OK
Western Equipment LLC, Woodward, OK
Western Equipment LLC, Altus, OK
Western Equipment LLC, Hobart, OK
Western Equipment LLC, Amarillo, TX

Western Equipment, L. L. C., Memphis, TX
Western Implement, Lubbock, TX
Wharton Tractor Co, Wharton, TX
Wichita Tractor Co., Wichita, KS
Winchell’s, Inc., Phillipsburg, KS
Witzel & Rhea Implement Co., Inc., Sharon Springs, KS
Witzel & Rhea Implement Company, Goodland, KS
Wood Equipment Company, Clovis, NM

Additional Responsibilities for
Bob Robeson
     IRON Solutions, LLC is pleased to announce that Bob
Robeson has accepted additional responsibilities as Director,
Professional Services. In his new role, Bob will continue to
direct the training and education for advanced products, as
well as the deployment of our software installations.
Additionally, he will work with the sales and development
teams to identify individual dealer needs, requirements, and
solutions as part of  a dealer-focused diagnostic sales process.
     Robeson’s vast experience with equipment dealers and
technology solutions provides him with a unique background
and expertise for this position. Bob has held several
management positions within the dealers’ association and was
a founding Director on the IRON Solutions Board. He
joined the IRON Solutions management team in 2005 as
Director of Education and Training.
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Protect Yourself From Online Scam Artist s
By Scott Derksen - VP  Technology , IRON Solutions LLC

     Email and Internet are great resources that have
revolutionized the way humans communicate, market
products, and access information. Unfortunately, it has also
proven to be a very fertile medium for the unscrupulous and
the morally challenged.
     Scammers regularly use email and online response forms
from your website or online advertising in attempts to steal
money or personal information from unsuspecting victims.
Both the experienced and those less experienced in the ways
of  the Internet have fallen prey.
     Recently, we have seen an increase of this type of activity
targeting equipment dealers, so I thought I would collect
some information which will help us all to recognize scam
attempts and online fraud. What follows is a combination of
some reading I did today and some recent experiences we
have helped our customers deal with. The good news is that
it is not difficult to learn how to recognize these scam
attempts.
     Here are descriptions of four of the most common types
of online scams as well as some general indicators that
should help you recognize trouble when it approaches you.

Bogus Purchase Scams
     In the Bogus purchase scam, you receive an email or an
online response form from a prospect who has visited your
website or seen your product available for sale online. The
most common ways this goes wrong are the overpayment
scam and the falsified payment instrument.
     For any transaction you are considering - keep these tips
in mind:
     1) Never accept a cashier’s check without verifying by
telephone from the issuing bank that the check is bona fide.
There are several schemes in existence using falsified cashier’s
checks.
     2) Don’t accept any payment method that requires you to
“give back” an amount representing an “overpayment” made
for your equipment. This includes freight overpayment
portrayed to make your life easier.
     3) The only reliable methods of receiving payments from
overseas or domestic buyers is a wire transfer into your
account before the goods are shipped out, or a bank letter
of  credit from the buyer’s bank to your bank. Have your
bank review it for any clauses that would be difficult to
comply with. In domestic sales you may take other
instruments, but make it a condition of the sale that you hold
the item until your bank confirms that the cash has been
secured.
     4) For an overseas sale, make sure you get the telephone
number, name, and address of the U.S. forwarding agent to
be used by the buyer.

     The number one rule to remember when making an
online sale is that if something seems fishy or too good to be
true ... you’re probably right! Don’t assume that phone
contact validates an identity either - many recent scam reports
have ongoing phone conversations over months. Ask for
some North American supplier references. A good buyer will
not be offended by you doing some homework.

Phisher Scams
     In the phisher scam, the main target is your information
which will be used to do you financial harm. You receive an
email from a bank/online service provider/financial
institution that asks you to click a link and visit a website in
order to provide personal information. Such an email is
more than likely the type of Internet scam known as
“phishing.” A phisher scam is one in which victims are tricked
into providing personal information such as account
numbers and passwords to what they believe to be a
legitimate company or organization.
     In order to carry out this trick, the scammers often create
a “look-a-like” website that is designed to resemble the
legitimate company’s official website. Be wary of any email
that asks you to click on a link and provide sensitive personal
information such as banking details.
     Information submitted on these bogus websites is
harvested and may then be used to steal funds from the
user’s accounts and/or steal the victim’s identity. Most
legitimate companies would not request sensitive information
from customers via email. Do not click on the links in these
emails. Do not provide any information about yourself. If
you have any doubts at all about the veracity of an email,
contact the company directly.

Nigerian Scams
     With the Nigerian or “419” scam, you receive an email/
letter/fax that asks for your help to access a large sum of
money in a foreign bank account. The message says that you
will get a percentage of the funds in exchange for your help.
The “large sum of money” does not exist. The messages are
an opening temptation designed to draw potential victims
deeper into the scam. Those who initiate a dialogue by
replying to the scam messages will eventually be asked for
advance fees supposedly required to allow the deal to
proceed. They may also become the victims of identity theft.
The scammers use a variety of stories to explain why they
need your help to access the funds ranging from political
climate to a charitable angle, to suggesting you are a distant
relative entitled to the money.
     If you receive one of these scam emails, it is important
                                                                Continued on next page
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that you do not respond to it in any way. The fraud
perpetrators are likely to act upon any response from those
they see as potential victims and it is likely to waste a lot of
your time, or worse yet set you up as a target.

Lottery Scams
     In the lottery scam, you may receive an email/letter/fax
that claims that you have won a great deal of money in an
international lottery even though you have never bought a
ticket. The email may claim that your email address was
randomly chosen out of a large pool of addresses as a
“winning entry.” Such emails are almost certainly fraudulent.
In some cases, the emails claim to be endorsed by well-
known companies such as Microsoft or include links to
legitimate lottery organization websites. Any relationships
implied by these endorsements and links will be completely
bogus. There is no lottery and no prize. Those who initiate a
dialogue with the scammers by replying to the messages will
be first asked to provide a great deal of personal
information.
     Eventually, they will be asked to send money to cover
expenses associated with delivery of the supposed “winning.”
They may also become the victims of identity theft. DO
NOT respond to these messages. DO NOT supply any
personal information to the scammers.

General Scam Indicators
     The scams described above are some of the most
common types of Internet fraud. However, these are very
clever people who may use many variations of these
concepts to achieve their less than admirable goal of parting
you and your money!
     In general, be wary of any offering that promises you
money, jobs or prizes, asks for donations, proposes lucrative
business deals, asks you to provide sensitive personal
information, or asks you to follow a link to a website and
log on to an account.
     In closing, trust your instincts - if something sounds too
good to be true, more often than not - that turns out to be
the case. If an equipment dealer comes across any specific
cases of these sorts of activity, I encourage them to visit the
secure area of www.irondealer.com to discuss it in our spam
alert discussion area. There you will find details of current
scam artists and you may help another dealer avoid a
problem!

Editor’s Note: This article was reprinted with permission
from the IRON Solutions Customer Newsletter, March 2006.
IRON Solutions can be reached at 636-343-8000 or toll free
at 877-266-4766.
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