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Natural disasters can happen anywhere at any time to those who least expect it. In 2005, 
the North American Equipment Dealers Association (now Equipment Dealers Associa-
tion, EDA) established the Equipment Dealers Foundation (EDF) Disaster Relief Fund in 
response to Hurricanes Katrina and Rita. 

This Fund provides grants to equipment dealers and their employees affected by natural 
disasters such as floods, tornadoes and hurricanes. Specifically, the fund provides grants 
up to $2,500 per dealership employee to help offset some of the personal financial  
demands they might face, such as food, living expenses, temporary accommodations, 
home repair, home replacement, permanent home construction, transportation  
accommodations and other approved needs. 

Since 2005, EDF has provided $270,000 in grants to 160 employees of equipment  
dealers across North America. Employees of Iowa and Nebraska dealerships received  
21 grants totaling $42,500 during that time in response to flood and tornado damage.  
A 2016 grant recipient from an Iowa dealership also serves as Fire Chief for his  
community. The flood not only impacted his home, but also the firemen (including him) 
who worked overtime in response to the disaster. It was a pretty difficult time for him. 
When he received an EDF grant he said, “I’m just happy someone cares enough about us 
to try to do something for us, whether we get a grant or not.” 

In response to Hurricanes Irma and Harvey, the Equipment Dealers Foundation has  
received 79 applications from dealership employees in the Houston area (as of  
September 30, 2017). This is by far the most applicants ever received from any one 
event. As of that date, employee grants totaling $66,750 have been distributed to Irma 
and Harvey victims.

The Equipment Dealers Foundation cannot provide this type of disaster relief without the 
support of our industry. All EDF funds come from voluntary contributions from dealers, 
distributors, suppliers, associations and others in the industry. If you have not recently 
made a voluntary contribution to the EDF fund, please consider doing so. Keep in mind 
that INEDA will match member contributions to the EDF fund. At the time of this  
writing, INEDA members have contributed $8,850 in 2017. Make your tax deductible 
contribution payable to: Equipment Dealers Foundation Fund | 165 N. Meramec Ave, 
Suite 430 | St. Louis, Mo 63105. For more information, visit equipmentdealer.org/aboute-
da/ourfoundation or call EDF Administrator Joe Dykes at 636.349.5000. 
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NEbrASkA SALES TAx LAW:  

THE Ag SALES TAx  
ExEMPTIoN

mArk oThmer, Nebraska Field Director
[mothmer@neb.rr.com]

NEBRASKA

field notes

The best resource for most decisions concerning the ag sales tax exemption is the Nebraska Agricultural 
Machinery and Equipment Sales Tax Exemption information guide, a publication found on the Nebraska 
Department of Revenue website revenue.nebraska.gov. While this guide should answer most questions  
concerning the ag sales tax exemption, the English language can be difficult to interpret when the  
speaker is not in front of the listener, so tone inflection and body language cannot be understood. I know 
that sounds a little deep coming from me, but it is all too true. The way a sentence is delivered can often 
change the meaning of the sentence to the listener.

The very first line of the information guide gives the best information a retailer must understand. It states 
that, “Farmers and ranchers are not exempt from sales or use tax on equipment, supplies and services they 
use in the course of doing business. However, purchases and leases of depreciable agricultural machinery 
and equipment are exempt from Nebraska and local sales and use taxes when purchased or leased for 
direct use in commercial agriculture.”

Commercial agriculture is defined in the guide as the business of producing food products or other useful 
and valuable crops or raising animal life. The crops or animal life may be sold or used by the producer or 
grower to produce other products for sale.

The last two paragraphs definitely spell out that there is an exemption from sales tax for items that will 
be used in production ag. As with all government actions, the proper paperwork must be filled out and 
retained to verify the who and what of the exemption. The all-encompassing form used for this is Form 
13, the Nebraska resale or Exempt Sale Certificate. The guide shows how to properly fill out the form, the 
exact boxes that must be checked and the proper nomenclature that should be used to describe the reason 
for the exemption.

One of the most important things INEDA does for its members is to make sure they are 
up to date and current on their interpretation of laws and regulations that guide and 
govern their daily activities. One law that requires continuous attention is the Nebraska 
sales tax law, and in particular, the ag sales tax exemption that goes along with the sales 
tax law. It’s not surprising that attempts are frequently made to expand, contract, validate 
and invalidate this exemption by actions of both the retailer and the proposed receiver of 
the exemption.
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Unfortunately, a great deal of confusion surrounds the use of Form 13. In the past, the retailer was respon-
sible for determining if a purchaser deserved the ag sales tax exemption and could become responsible for 
the uncollected sales tax if the determination was incorrect. That is no longer the case. Today, Sec. 317 
of the SSUTA (Streamlined Sales and Use Tax Agreement) states that “Each member state shall relieve 
sellers that follow the requirements of this section from the tax otherwise applicable if it is determined that 
the purchaser improperly claimed an exemption and to hold the purchaser liable for the nonpayment of 
tax. This relief from liability does not apply to a seller who fraudulently fails to collect tax; to a seller who 
solicits purchasers to participate in the unlawful claim of an exemption.”  

The Nebraska Department of revenue reflects this requirement in reg-1-014.06. “The retailer or certified 
service provider (CSP) holding a properly completed exempt sale certificate is relieved from liability for tax, 
penalty and interest. However, retailers or CSP’s who fraudulently fail to collect tax or who solicit  
purchasers to participate in unlawful claims of exemption are liable for the tax not collected, and any  
penalty and interest.”

So now, armed with all of this knowledge, a farm customer who has a signed Form 13 on file with you that 
is in effect until revoked comes to your dealership to buy a lawn mower. You know that mowing the lawn 
at the farmstead is not production agriculture, which is the allowed exemption, but the farmer states he 
is claiming the ag exemption for the sale. As long as you are not the one that solicited the sale on a tax 
exempt basis, you may sell the item without collecting sales tax without the fear of having to pay the tax 
during a Department of Revenue sales tax audit. Just make sure that you have a properly completed and 
signed Form 13 on file for the customer.

In Summation
Obviously, lawn mowers are not the only item that can get a retailer caught in a tight spot with a farm 
customer. There are many other items that often are attempted to be purchased and the ag sales tax 
exemption claimed. As always, as long as you have the proper paperwork completed, the sale can be made 
without fear of an unexpected cost down the road during an audit. Unfortunately, there are retailers out 
there that will cloud the air with claims to a customer that sales tax need not be paid if they are a farmer. 
Those retailers are doing a great disservice to their customer and also to the State of Nebraska. 

 Q: Are extended warranties on new or used farm equipment subject to sales tax?

A: No. Now that repair and replacement parts are no longer subject to sales tax, extended warranties on machines   
 that qualified for the ag equipment sales tax exemption at the time of purchase will also be sales tax exempt.

nebraska SALES TAX spotlight
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ExCITINg CHANgES To 
WINTEr EVENTS

IOWA

field notes

Tom JUNGe, Iowa Field Director
[tomj@ineda.com]

NEBRASKA POWER FARMING SHOW | December 5-7 

 • 11th consecutive sellout of exhibitor booths 

 • NEW mobile interactive floor plan, exhibitor list and product category directory

 • NEW mobile responsive website: NebraskaPowerShow.com

 • 98 NEW exhibitors 

 • bigger and better Nebraska Farm bureau Day | Wed., Dec. 6

  > 2018 Yamaha kodiak 450 ATV giveaway

  > FrEE t-shirts to the first 100 people to visit the Farm bureau booth (#2210)

  > Farm bureau members receive FrEE work gloves and a FrEE cup to use for FrEE refills  
   during the show

 • AgPhD LIVE broadcast [with host brian Hefty] | Tues., Dec. 5 

  > LIVE broadcast | 2 pm

  > LIVE recording | 11 am

  > Agronomy presentations | 10:30 am & 1:30 pm

  > broadcast on Sirius xM Channel 147 & nearly 60 radio stations

 • Expanded parking for easy access to Pavilion 3

 • NEW sponsor: Mitas 

 • 31 MorE exhibitors than 2016 show

 NOW THAT’S A GREAT FARM SHOW! 

It’s not just status quo this winter for popular events conducted by the Iowa-Nebraska Equipment 
Dealers Association. With direct input from our Nebraska and Iowa Exhibit Committees and Iowa 
Legislative Committee, several changes have been made to both farm shows and the Iowa Legislative 
Reception. I encourage you to mark your calendar and check out these terrific events. 

“NOW THAT’S A  
GREAT FARM SHOW!”

DECEMBER 5-7, 2017
LANCASTER EVENT CENTER

LINCOLN, NE



IOWA POWER FARMING SHOW | January 30-February 1 

	 • Show expansion to Hy-Vee Hall lower level = up to 75 additional booths & buffet lunch area

	 • NEW	mobile	interactive	floorplan,	exhibitor	list	and	product	category	directory

	 • NEW mobile responsive website: IowaPowerShow.com

	 • 79 NEW exhibitors 

	 • Ag	Incubator	presentation	|	Wed.,	Jan.	31	|	9-11	am	

	 • New	shuttle	bus	drop	off	point	[NE	corner	of	Wells	Fargo	Arena]

	 • 30	more	exhibitors	than	2017	show

 NOW THAT’S A GREAT FARM SHOW! 

IOWA LEGISLATIVE LUNCHEON | Iowa Capitol | Thurs., Feb. 1 | 11:30 am

	 • Dealer/Legislator	luncheon	|	Room	116	|	11:30	am	–	12:30	pm

	 • FREE	lunch	for	INEDA	members

	 • Shuttle	departs	from	Iowa	Power	Farming	Show	to	the	Capitol	|	11:15	am

	 • Shuttle	returns	to	Iowa	Power	Farming	Show	from	the	Capitol	|	1:00	pm

	 • Note:	Replaces	the	Iowa	Legislative	Reception	previously	held	on	Wednesday	after	the	show	
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ExCItINg	ChANgES	to	
WINtER	EvENtS

Q: Would an optional/extended warranty be taxed on a tractor that qualifies for the ag exemption?

A: Yes. The optional warranty is a separate sale of tangible personal property. So while the tractor and replacement parts 
used in ag production are exempt, that does not exempt the sale of a repair warranty from tax because a tractor repair 
warranty is not a tractor, nor a replacement part for a tractor.

iowa SALES TAX spotlight

“NOW THAT’S A  
GREAT FARM SHOW!”

JANUARY 30-FEBRUARY 1, 2018
IOWA EVENTS CENTER

DES MOINES, IA



The Research Shows....Iowa Farmer Today is
The Best Read      •      Best Liked      •      Most Useful

 FARM PUBLICATION IN IOWA

•	 93%	of	Iowa	Farmers	with	250	or	more	acres	of	corn	and/or	250	acres	of	soybeans	have	read	
or	looked	through	Iowa	Farmer	Today	in	the	last	six	months.

•	 85%	of	our	subscribers	report	that	they	have	read	or	looked	through	3	of	the	last	4	issues	with	

•	 84%	saying	they	read	about	half	or	more	of	each	issue.

2015 Readex Reader Preference Study

Farmer TodayIowa 
800-475-6655

www.IowaFarmerToday.com

IFT Ad - INEDA - Hay Full Pg.indd   1 11/10/2016   9:20:58 AM

Have You Heard  
tHe one about tHe  

data breacH?
[Keep Your Business Out of the Headlines]



Have You Heard  
tHe one about tHe  

data breacH?
[Keep Your Business Out of the Headlines]



10 | The Retailer Magazine | Nov/Dec

Every day, businesses collect and store personal information about customers and employees, such as 
credit card data, driver’s license numbers or Social Security numbers. Data compromise – the theft, loss, 
or mistaken release of private information – has become an increasing public concern. 

Stories about data breaches and identity theft make the news daily, and it’s not just a “big business” 
problem. Nearly 45% of small businesses have reported being the victim of a cyberattack, with an average 
cost of $9,000 per attack. of those, almost 59% did not have a contingency plan outlining procedures for 
responding to and reporting data breach losses. 

Hackers increasingly target small businesses because there is a low risk they will be caught and a high 
probability they will succeed. Maintaining personal identity information such as names, addresses and  
employment information on a computer connected to the Internet creates a nearly unavoidable risk.  
Banking, credit and vendor account information also remains vulnerable. 

take tHe bullseYe off of Your business
If your business suffers a data breach, it not only affects your reputation and productivity, but client rela-
tionships and employee morale as well. Understanding the potential for a breach plays an important role in 
keeping confidential information safe from accidental or unauthorized disclosure. 

Implement the following business practices to make your cyber security system even stronger:

• Train and educate employees. Routinely educate employees about new and emerging cyber 
threats and how to protect your organization’s data. Hold them accountable to Internet secu-
rity policies and procedures and require that they use strong passwords and regularly change 
them. Establish a policy regarding privacy and data security. Put it in writing and communi-
cate it to all employees. Then enforce it.

• Keep only what you need. Reduce the volume of information you collect and retain only what is 
necessary, subject to record retention laws and company policies. 

• Safeguard data. Lock private information in a secure location. restrict access to only those 
employees who must use the information during the course of their jobs. Conduct employee 
background checks. Never give temporary workers or vendors access to employee or customer 
personal information.

• Destroy before disposing. Shred personal and confidential files that are no longer needed before 
disposing of them. This includes paper files, disks, CDs/DVDs and other portable media. 
Deleting files or reformatting hard drives does not guarantee the data is erased. Instead, use 
software designed to permanently wipe the hard drive or physically destroy the drive itself.

• Back up critical information. Establish a schedule to perform critical data backups to ensure 
that critical data is not lost in the event of a cyberattack or natural disaster. Store all backups 
in remote locations away from the office, and encrypt sensitive data about the organization and 
its customers. Invest in data loss protection software and use two-factor authentication  
where possible. 

• Secure information, computers and networks. Keep machines clean by utilizing the latest secu-
rity software, web browser and operating system. Install other key software updates as soon as 
they are available. keep security patches for computers up-to-date. Use firewall, anti-virus and 
anti-spyware software, and update virus/spyware definitions daily. Implement password protec-
tion and time-out functions for all computers. 
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• Limit employee access to data and information, and limit authority to install software. Limit em-
ployee computer use to business purposes only. Employees should only be given access to the 
specific data systems they need for their jobs and should not be able to install any software 
without permission. Block access to inappropriate websites and prohibit use of unapproved 
software on company computers.

• Create a mobile device action plan. Require mobile users to password protect their devices, en-
crypt their data and install security apps. Set reporting procedures for lost/stolen equipment.

• Manage use of portable media. Portable media such as DVDs, CDs and USb flash drives are 
more susceptible to loss or theft. Only allow encrypted data to be downloaded to portable  
storage devices.

• Employ best practices on payment cards. Work with banks or processors to ensure the most trust-
ed and validated tools and anti-fraud services are being used. Isolate payment systems from 
other, less secure programs and don’t use the same computer to process payments and surf 
the Internet. 

• Set up a funds transfer policy. Put a policy in place to have an in-person or telephone conversa-
tion to confirm email requests for funds or personal information. This can greatly reduce the 
likelihood of fraudulent transfers or information sharing. 

• Verify emails. Phishing can be substantially reduced by verifying that the email originated from 
the domain it is associated with. Instruct employees to refrain from clicking links or attach-
ments in emails, and not to pay an invoice until the sender is confirmed. Train employees to 
copy and paste links or type UrLs into a browser to see if the address is valid.

• Create a contingency plan. Establish security practices and policies to protect your organiza-
tion’s sensitive information and its employees, patrons and stakeholders. 

For additional information on cyber security visit fcc.gov/cyberplanner to create a free  
customized Cyber Security Planning guide for your small business and  

dhs.gov/stopthinkconnect to download resources on cyber security awareness. 

Source: Federated Insurance & U.S. Department of Homeland Security
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Losses resulting from cybercrimes – which can severely damage a business’s reputation – often outweigh 
the costs associated with implementing a simple security program. Combining these best practices with a 
risk management program that includes both data compromise and cyber coverage (purchased through a 
knowledgeable insurance provider) can go a long way toward fighting cybercrime. It offers your business an 
extra layer of protection against the consequences of a breach. 

Data compromise coverage includes two main components:

Response Expenses – Help with preparing notification obligations, including legal counsel, forensic IT 
review and mailing costs. It also provides services to affected individuals, like informational materials, 
a toll-free help line, credit reports and credit monitoring, identity restoration and case management.

Defense & Liability Expenses – Covers costs to defend and settle suits brought by affected individuals.

Federated Insurance offers Cyber ShieldSM, a two-part coverage program designed to help provide protec-
tion against many of the critical cyber and privacy exposures businesses face. Their Data Compromise 
Coverage and Cyber Coverage can help your business cover many of the expenses related to the loss, theft 
or accidental release of personal information in your care, custody or control, and help you respond and 
comply with your state’s legal obligations to notify individuals affected by the breach. Visit federatedinsur-
ance.com for more information.

Insurance products like these continue to grow in popularity due to the frequent reports of data breaches. 
While they can provide coverage in the event of data compromise, wouldn’t you agree that, for the sake of 
your employees, customers and reputation of your company, it is better to prevent a breach than to react 
after one has occurred?

Source: Federated Insurance 

data compromise &  
cYber coverage
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Preventing 
equiPment 

theft
Equipment theft is driven by two things:  

easy access and resale value. 
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Heavy equipment theft costs U.S. businesses about $400 million per year, with only 23% of stolen ma-
chines recovered, according to a report by the National Equipment register and National Insurance Crime 
Bureau. For businesses that incur these losses, the costs can really add up. 

research shows that the uninsured portion of these losses is far more than just the deductible. Lost  
productivity, investigation time, loss of potential sales and service, revenue and increased insurance costs 
are prime examples of uninsured costs (see chart). 

So, what can you do to protect your equipment and your dealership’s bottom line? 

Lot Security – Pay special attention to target items such as lawn & garden equipment, gators, skid steers 
and excavators. Chain them together, store in a secure area or move inside. Utilize a security fence around 
the perimeter and park large machinery to block gated entrances/exits. Maintain bright lighting and utilize 
security cameras. Use security devices from equipment manufacturers or aftermarket distributors, such as 
ignition locks, stabilizer arm locks, fuel shutoff valves and lockable fuel caps.

Building Security – Lock overhead doors with padlocks in the track above one roller on each side of the 
door. Turn off the power to automatic door openers after business hours. Install an alarm system.

Miscellaneous – Perform a daily walkthrough to make sure the building(s) and lot areas are secure. Record 
all inventoried equipment product identification numbers and descriptions. Inventory and mark/engrave 
business equipment and shop tools.

LAWN &
GARDEN

FARM
EQUIPMENT

MOBILE
INDUSTRIAL

YOUR
COSTS

Unit Stolen Mower Small Tractor Skid Loader

Wholesale Price of Unit $6,000 $12,000 $20,000 $____________

Insurance Claim Payment (less deductible) (-$5,000) (-$11,000) (-$19,000) $____________

Dealer's Uninsured Loss

Deductible $1,000 $1,000 $1,000 $____________

Investigating & Reporting Loss (4-6 hours) $200 $200 $200 $____________

Lost Profit from Sale $800 $1,200 $2,000 $____________

Loss of Future Service/Parts Revenues $500 $800 $1,500 $____________

Increased Deductibles & Insurance Costs $? $? $? $____________

Loss of Goodwill when Customer's Property is Stolen $? $? $? $____________

Dealer's Total Uninsured Loss $2,500 $3,200 $4,700 $____________

EXAMPLE OF SALES THAT WENT INTO PAYING FOR A LOSS
Loss Amount ÷ Profit Retention = Sales to Recover a Loss

$2,500 ÷ 3% = $83,333

YOUR DEALERSHIP
Loss Amount ÷ Profit Retention = Sales to Recover a Loss

$________ ÷ _____% = $__________

COST OF THEFT
Using the examples below, a typical dealer with a 3% net profit on sales has to sell about 10 units to recover from the theft of only one unit!

Source: Federated Insurance
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Anti-theft technology
In addition to basic theft preventatives such as those mentioned on the previous page, there a several 
high-tech devices available to help. Here are three to consider:

1. Keyless Ignition System 
Equipment manufacturers have traditionally opted for a one-key-fits-all approach that makes it convenient 
for equipment operators at job sites to operate any one of a number of similar machines without having to 
carry numerous unique keys. But this approach also makes it much more convenient for thieves, who can 
easily purchase these keys online. 

Start-Smart by keytroller provides a hidden wireless relay installed in the starter circuit that – when the 
relay is disabled – cuts off power to the starter, preventing a key or even an attempted hot-wire of the 
machine from being able to start the engine. The operator then uses the Start-Smart programmable keypad 
ignition to input a valid code or radio-frequency identification card, which enables the wireless relay and 
provides power to the starter circuit. At that point, the user can press start on the keypad and the engine 
will fire up.

2. Telematics 
Telematics uses wireless gPS technology to capture and transmit equipment location, condition and per-
formance data via satellite or cell signal to authorized employees, who can then access that information 
through a website or have it sent directly to their smartphone as a text message or push notification. 

Most telematics systems provided by equipment manufacturers or third-party vendors offer the option to 
set up geofencing alerts, where you create a virtual perimeter around a specified area. This way, when a 
thief attempts to move a machine outside its authorized area, you’ll know instantly and can respond  
quickly, giving law enforcement the real-time tracking information they need to recover the unit before  
it’s too late.

3. Radio-Frequency Tracking 
While early detection through telematics can prove helpful, one of the downsides of gPS tracking is that 
these systems require line of sight with satellites or cell towers to transmit signals. And that means the 
tracking device needs to be installed on a highly visible area of the machine, making it easier for thieves to 
locate and disable the system. 

radio-frequency (rF) tracking devices, such as the LoJack Stolen Vehicle recovery System, don’t require 
line of sight with satellites or cell towers. So, the LoJack system can track stolen equipment in places 
where gPS and cellular devices can’t – even if the machine is hidden in a parking garage, a heavily wood-
ed area or a container on a ship. This allows the LoJack transceiver to be installed on a discreet area of the 
machine, making it harder for a thief to find and disarm it. (LoJack is currently not available in Iowa  
or Nebraska.)
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Specializing in Retirement Plans, Employee Benefit Programs, Personal Planning & Investments 

tf: 800.683.3440  |  f: 913.648.6798
e: tfb@taxfavoredbenefits.com  |  www.taxfavoredbenefits.com

4801 W. 110th Street  |  Overland Park, KS 66211

Tax Favored Benefits, Inc. is a multi- 
generational, full service benefits firm  
committed to long-term relationships  
with clients through high quality-service 
and excellent investments.  
 
TFB specializes in 401(k), Pension, Profit 
Sharing and Deferred Compensation Plans.

• Plan design, participant education,  
administration and investment options

• Custom design and selection of plan  
type by your company

• Reduced cost

• All Services “under one roof”

• All plan types available

• Free study of suggested plans

• Free review of existing plans

RETIREMENT PLAN SERVICES

Recommended Benefit Program

Or call Peter Flora – Regional Service Manager | 515.450.5294 | 1601 Golden Aspen Drive, #106C | Ames, IA 50010
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WhAt Are members currently Doing?
Nick’s Farm Store utilizes a dozen security cameras both in and outside the dealership that are hooked to 
DVRs so they record whenever motion is detected. The Nebraska dealership also features motion activated 
dusk-to-dawn lighting, including bright LED lights on its new building. 

It works. The cameras caught a clear image of a young person vandalizing the dealership, bringing an end 
to a summer-long vandalism spree throughout the community. “Businesses were being targeted by a group 
of kids all summer long with red paint,” said Scott Eichelberger, owner. “Thanks to the image we captured, 
13 arrests were made after he turned on all of his friends.”  

Eichelberger feels the cameras and lighting have been a good deterrent. “once word spread that 13 kids 
were caught as a result of our high tech cameras, we haven’t experienced any vandalism or break-ins since. 
Our cameras are very visible, which is important, because I’d rather deter someone than catch them in the 
act or after the fact.”

Star Equipment recently installed closed circuit television video surveillance at all four of its Iowa locations. 
“With 3,500 pieces of equipment, something is bound to get out without paperwork being done,” said 
Bruce Bowman, co-owner. “Video surveillance allows us to see who’s coming and going.” 

The dealership utilizes Pedigree Technologies to monitor vehicles in its fleet requiring an electronic logging 
device (ELD). In addition, they are testing it on eight machines. “We are testing primarily for the location 
of the equipment so when we need to do repairs, we will know exactly where the item is versus having to 
call the customer,” said bowman. “Most of our rental fleet is pretty mobile so it can be hard to make sure 
it’s in the same spot.” He expects to put telematics on 100 units by 2018. 

“We have alerts set up so if they are getting in trouble with the engine, we can call them before it gets to 
the point of a service call and let them know what needs to be done to avoid service,” said Bowman. “We 
think we will get more billable hours out of our technicians simply by receiving data directly from the ma-
chine and saving man hours since we know where our equipment is located.”

The dealership also has a security company patrol the dealership after hours and on weekends. The Des 
Moines location works heavily with its Neighborhood Watch group, too. “We report anything that happens 
at our dealership – from vandalism to theft – to the group,” said bowman. “With 52 other neighborhood 
businesses reporting as well, it helps keep police patrols up in our area.”

More construction manufacturers are looking at ways to better secure equipment while on jobsites, includ-
ing touch pads to authorize starting a machine, removable switch plates and more. “These are meant to 
serve as a deterrent and make the equipment less appealing to steal,” said Bowman.

WhAt hAve some DeAlers leArneD?
We asked some members who recently experienced a theft at their dealerships what, if anything, they have 
done to improve security. 

Dealer #1 – After experiencing a large theft of STIHL equipment at two of its locations, one dealer is work-
ing to upgrade its security. Since the break-ins the dealership has improved lighting, added cameras and 
installed security systems with motion sensors at every location. The dealership spends about $650 per 
year, per location on a security monitoring service. The installation of the security systems averaged around 
$10,000 per location initially, with another $7,000-$10,000 to install the camera system. The dealership 
currently doesn’t utilize telematics since it hasn’t approached a theft level that management feels would 
justify the expense. 
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Dealer #2 – Another dealer who had a gator and three mowers stolen off the lot is also in the process of 
adding larger, brighter lights and cameras to each dealership location. The dealership also switched to a 
different cable through their equipment that is plugged into their security team. Now if the cable gets cut 
an alarm will go off and the police will be notified. “While cameras aren’t a solve-all, when combined with 
enhanced lighting they will definitely cause someone to think twice before stealing a piece of equipment.”    

While neither one has invested in high tech security systems, both agree that the addition of cameras and 
brighter lighting have made their dealerships more secure.

WhAt Are mAnufActurers Doing?
Some manufacturers have started taking theft prevention into their own hands by installing technology, 
such as telematics, into their machines before they reach the dealership. Here’s a look at two…  

STIHL

STIHL is the first company to adopt Mi-
croCESAr, an equipment security marking 
system designed to provide added security 
for their customers. 

“Over recent years we have seen an in-
crease in incidents of theft in the industry. 
With loss of equipment, damage to property 
and insurance issues – the impact on the 
dealer is huge. As a leading equipment 
manufacturer we feel it is our duty to 
respond and help our dealers protect their 
stock and offer their customers peace of 
mind,” said STIHL Managing Director, 
robin Lennie.

MicroCESAr uses datatag security marking technologies to give each piece of equipment a unique and 
permanent “fingerprint” that cannot be removed. When (or if) a piece of stolen equipment is recovered, a 
combination of FRID transponder technology and a tamper-proof warning/registration label with an inte-
grated QR code is used to identify ownership. The technology can also be used by dealers or owners to 
assist with inventory management and more.
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Currently, the technology is in-
stalled in STIHL’s full range of 
cut-off saws, prior to shipping to 
dealers. When a piece of equipment 
is sold, the dealer registers it on 
MicroCESAr’s database. STIHL 
is monitoring its success and may 
consider rolling out the technology 
to other product categories. 

While this technology is currently 
limited to Great Britain because 
of the established CESAr system, 
a rep for STIHL in the U.S. said, 
“There are no current implemen-
tation plans here in the U.S., but 
similar technologies could be con-
sidered down the road.”

Bobcat

bobcat recently introduced its first “connected” machine – the r Series compact excavator. This new  
excavator comes standard with telematics designed to track the machine’s location and functions. 

The feature is currently being phased in on r-Series excavators and loaders. Customers will experience this 
service at no cost to them. Over time, Bobcat is expected to make telematics standard on all of its new 
product offerings.

Brian Jansen (Bobcat of Ames) feels this will help dealerships like his save time and generate revenue. 
“While it’s handy for those managing a large fleet, it’s also good for service providers,” said Jansen. “With 
nearly 75 machines in our rental fleet it can be difficult tracking where each piece of equipment is going. 
This technology will allow us to pinpoint our rental machines in just minutes, not hours.” 

He added, “The machine will let us know when it needs serviced or has critical codes, so we can take care 
of it before it becomes a bigger problem.” The dealership will also receive an alert when the equipment 
goes outside of a geofence set by the owner, helping with recovery of the equipment if the item is stolen. 

Bobcat just made kits available to install on older equipment. “I think some people will take advantage 
of these kits for their older bobcat equipment, especially those with large fleets who are currently using a 
different, more expensive gPS system,” said Jansen. 

the bottom line
While there’s no one silver-bullet technology that can completely protect equipment from theft; there are 
plenty of things you can do to help improve your odds of not being burglarized. 
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Equipment Dealer Theft Prevention Security Survey

OPEN LOT SECURITY:  YES NO
1.  Are target items such as lawn and garden equipment, skid loaders and small tractors: ❍	 ❍
	 •	 Cabled	or	chained	together?		 ❍	 ❍
	 •	 Moved	inside	a	building?		 ❍	 ❍
	 •	 Stored	in	a	separate	fenced	or	secured	area?		 ❍	 ❍
2.		 Would	a	security	fence	improve	your	lot	security?		 ❍	 ❍
3.		 Are	gates	secured	with	a	casehardened	chain	and	a	good	padlock?		 ❍	 ❍
4.		 Are	all	gates,	posts,	hinges	and	related	hardware	in	good	repair?		 ❍	 ❍
5.		 Is	non-self-propelled	machinery	parked	around	the	inside	perimeter	of	the	fence	or	barrier?		 ❍	 ❍
6.		 Is	machinery	parked	to	block	gated	entrances	and	exits	if	lot	has	a	perimeter	fence?		 ❍	 ❍
7.		 Are	all	accessible	openings	well	illuminated	by	signs,	street	lights	or	security	lighting?		 ❍	 ❍
8.		 Is	housekeeping	maintained	around	the	building	and	lot	areas	to	allow	good	visibility?		 ❍	 ❍
9.		 Is	equipment	arranged	so	a	missing	unit	can	be	noticed	easily?		 ❍	 ❍
10.		 Are	the	barrier	posts	at	least	four	to	six	feet	in	the	ground	and	two	to	three	feet	above	ground?		 ❍	 ❍
11.		 Are	the	barrier	posts	close	enough	together	to	prevent	a	thief	from	moving	equipment		  
	 between	them?		 ❍	 ❍

BUILDING SECURITY: 
1.		 Are	overhead	doors	locked	with	padlocks	in	the	track	above	one	roller	on	each	side	of	the	door?		❍	 ❍
2.		 Is	the	power	to	the	automatic	door	openers	turned	off	after	business	hours?		 ❍	 ❍
3.		 Is	there	an	alarm	system?		 ❍	 ❍
4.		 Is	the	alarm	system	tested	regularly?		 ❍	 ❍
5.		 If	the	building	has	been	remodeled,	has	the	alarm	system	been	updated?		 ❍	 ❍

MISCELLANEOUS: 
1.		 Is	a	daily	walk-through	done	to	make	sure	the	buildings	and	lot	areas	are	secure?		 ❍	 ❍
2.		 Have	the	police	been	informed	of	the	facility	and	grounds	layout?		 ❍	 ❍
3.		 Are	all	inventoried	equipment	product	identification	numbers	and	descriptions	recorded?		 ❍	 ❍
4.		 Are	business	equipment	and	shop	tools	inventoried	by	serial	number	and	marked	or	 
	 engraved	with	identification	numbers?		 ❍	 ❍
5.		 Have	employees	been	instructed	to	report	suspicious	activity	to	management?		 ❍	 ❍
6.		 Is	inventory	taken	at	least	monthly?		 ❍	 ❍

Federated provides this information as a service to our policyholders. It should not be  
considered legal advice nor exhaustive of the topic. The advice of independent legal or  

other business advisors should be obtained regarding your specific circumstances.

Source: Federated Insurance
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WITH OVER 60 YEARS OF  
TRANSPORTATION EXPERIENCE,  

OUR #1 GOAL IS  
CUSTOMER SATISFACTION!

QUESTION OF THE MONTH:
Q. Have there been any changes to the ELD (Electronic Logging 

Devices) mandate?

A. The only significant change is that trucks with engines 
produced before 2000 are now ELD exempt. This mandate 
takes effect December 18, 2017.

The experienced team at  
Transportation Consultants  
offers the following services:
R US DOT# & MC# applications
R Fuel Tax Reporting
R IFTA Filings & Renewals
R UCR Filings & Renewals
R 2290 Filings & Renewals

I-NEDA’s Truck Compliance HELPLINE: 515.278.1010   |   www.tcipermits.com

RESOURCE
Find Manufacturers

Find Dealers

RESOURCE
Find Manufacturers

Find Dealers

Ag Resource is Revolutionizing The Way Farmers Search For Businesses
DON’T MISS THIS OPPORTUNITY!

800-626-6409
Ag Resource is a comprehensive resource directory on Fastline.com of thousands of ag 
related businesses. With a home page positioning on Fastline.com, farmers are easily able 
to search by category, dealership and manufacturer all within proximity to their location. 

STAY ABOVE THE 
COMPETITION WITH AG 
RESOURCE! Ask us how your 
business can be featured at the top of this 
online Resource Directory. Priority listings 
include video, email, photo galleries, 
coupons/ads and social media links.
Learn more by watching our quick video here: 
fastlinemediagroup.com/fastline
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Today’s buyers are walking onto dealer lots looking 
to get the most from their farm machinery pur-
chases. Cost containment is the name of the 
game for many crop producers today, and machin-
ery plays a big part in that equation.

Sometimes, that means buying or trading alto-
gether different machinery, while in other cases, 
financing mechanisms can lead to a transaction 
that keeps the buyer’s expenses low while moving 
machinery from a dealer’s lot. 

An interest rate lock is one of those mechanisms. 
By employing a rate lock, a buyer can lock in the 
rate on a machinery purchase for a period of 45 
days, with the option to extend that locked rate. 
Rate locks help dealers ensure their customers 
capitalize on the cost savings of lower interest 
rates during a time when increases are expected.

When Rate Locks Work

The potential that rates could continue to increase 
is stirring increased demand in rate locks. Though 
they’re likely on pause through the remainder 
of 2017, the U.S. Federal reserve has already 
begun raising interest rates with more increases 
possible in 2018, said AgDirect Territory Manager 
Jill Beck. 

The demand for rate locks is especially strong for 
big-ticket purchases due to the difference a lower 
rate can make in overall cost. Generally, there is  
a small fee for a rate lock, typically 0.01% of  
the total purchase price of financed machinery  
per day. 

“When we go eight to 10 years without a rate in-
crease from the Fed, we don’t worry about this as 
much. But now we’ve had three, with the possi-
bility of more, as the markets remain uncertain,” 
said Beck. “Rate locks make the most sense when 
purchasing something larger, like a cotton harvest-
er or combine.”

Weighing Other Financing Tools

On the right purchases and in the right circum-
stances, a rate lock is the best savings tool for 
buyers. In some cases, however, a lower rate may 
not necessarily mean the lowest purchase price, 
making it important for the buyer to do his/her 
homework before paying for a rate lock.

“If a producer commits to purchasing a combine, 
sprayer or tractor through an early-order program 
but won’t take delivery until March or April, a rate 
lock might be best. But, if rates go up a quarter of 
a percentage point, there may not be the concern 
to justify a rate lock,” beck said. “Sometimes, 
the dealer has to help the buyer determine what 
is more cost-effective: paying the fees for a rate 
lock or paying higher interest rates. Just because 
a manufacturer is offering zero percent financing, 
it may not be the best deal. Often, there is a cash 
incentive that is more cost-effective than the 
zero-percent financing offer. 

“Taking the cash incentive and using outside 
financing frequently produces the lowest total cost 
to purchase,” Beck added.

Relationships are Key

That’s where a strong relationship between dealer 
and buyer is so important. rate locks may not fit 
into every machinery purchase scenario, making 
it important for dealers to actively work with their 
customers to ensure whatever financing tool is 
leveraged is the right fit for both parties. 

“This is a time when it’s important to know all of 
the numbers and have a good relationship with 
your customers and financial partners,” beck  
added. “Cooperation among all parties involved 
can lead to the best decision for dealer and  
customer alike.”

   RATE LOCKS FOR  
FARM MACHINERY PURCHASES
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Your Machinery Financing Partner

AgDirect offers financing options for purchases 
at the dealership, whether for lease or outright 
sale. The company is dedicated to agriculture and 
offers many financing options to fit any operation, 
whether buying used or new machinery. AgDirect 
offers financing for buying, leasing or refinanc-
ing; with fixed- and variable-rate terms from two 
to seven years, as well as delayed payment plans 
with no prepayment penalties.

Want to learn more?  
Contact your AgDirect territory  

manager, call 888-525-9805 or 
visit agdirect.com.

Search listings from dealers across 
the country for FREE

New Features make your search 
easier and faster

Connect directly with the seller 
for the best price

Your Next Piece of Equipment is on 
MachineryPete.com

THE MOST TRUSTED NAME IN FARM EQUIPMENT 
@MachineryPete

Jill Beck
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One of the biggest challenges facing dealerships is attracting and retaining reliable, 
skilled service technicians. Competent service techs who show up on time every day  
and work the whole day through are becoming more and more scarce – and they are  
fundamental to customer responsiveness and the profitable operation of any  
equipment dealership.

over the years we have fielded many calls from dealers seeking advice about how to manage service techs 
effectively. No one wants to lose a good service tech, or sometimes, even a not-so-good service tech.

One of the ways dealers have sought to attract service techs is to help them with the cost of tuition and re-
lated costs for training. Service tech training programs often take two years and cost upwards of $20,000. 
Students are also asked to purchase a large array of tools. Then, too, there is the cost of room and board  
to consider. 

Some manufacturers have programs to help defray these costs.

ATTrACTINg SErVICE 
TECHS WITH TrAININg 
CoST rEIMbUrSEMENTS  

By BoB eVNeN, Woods & Aitken LLP
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A number of dealers have asked us how they might approach reimbursing, or even fronting, these costs. 
Often, dealers are interested to know how they might recoup reimbursed expenses if a recently hired ser-
vice tech leaves their employment soon after their expenses have been paid or reimbursed by the dealer. 
We suggest one of two approaches. 

1. Ask the employee to sign a document authorizing pay-
check deductions over a period of time. There are many 
variations to this. An employee can pay back a portion 
of the cost each pay period and have a portion of the 
cost forgiven based on longevity. The employee begins 
by owing the entire reimbursed amount. The employee 
might, for example, pay back a portion of that amount 
each payroll period, but also have a portion of the 
reimbursed amount forgiven each payroll period. If the 
employee remains for, say, two years, then the employee 
will have fully repaid everything the dealer has asked 
(which might only be half of what was reimbursed), and 
has had the remainder forgiven. On the other hand, if 
the employee leaves early, the entire amount might then 
be due and can be deducted from the final paycheck as far as that may go. The rest is just a regular 
debt to be collected as with any debtor.

 It is absolutely imperative that all of this be contained in a written document signed by the employee 
and the dealer in advance of any deduction being made. Without that, the deductions are unlawful. 

2. Another approach, which we think is preferable, is to pay off some or all of the employee’s debt to the 
school, either directly or by reimbursement, then enter a two- or three-year note with the employee. The 
face amount of the note is the amount that the dealer paid. If the dealer is reimbursing the employ-
ee, then it is very important that the dealer independently verifies with the school that the employee 
has paid all of the tuition that is owed.

 The note can be for a term of two or three years and bear a commercially reasonable rate of interest. 
By its terms, the principal and interest under the note can be forgiven pro-rata over the term so long 
as the employee remains employed by the dealer. In the event that the employee’s employment with 
the dealer terminates for any reason, the employee owes the amount of the principal that has not yet 
been forgiven as of the date of termination. The note also provides that the employer is permitted to 
deduct whatever balance is due from the employee’s final check. The balance is a debt owed to the 
employer by the former employee, evidenced by the note, upon which suit can be brought in court or 
in small claims.

Keep in mind that under either of these approaches, the amount of principal and interest that is forgiven 
must be shown as W-2 income to the employee. Some employers pay annual bonuses to help defray the 
tax consequence of the arrangement.

Regardless of which approach is taken, it is very important to independently verify with the school the fact 
that the employee completed the coursework satisfactorily.

For assistance in drafting a note or a policy statement regarding tuition reimbursement,  
contact us through the INEDA Human Resources Helpline at 855.277.5575  

or revnen@woodsaitken.com.
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NEW ELD MANDATE  

dealer advocacy & governmental affairs

By WILL ROGERS 
Director of Government Affairs
[willr@ineda.com]
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FACT #1: What is an ELD?
An ELD is an electronic recording device that works in conjunction with a Commercial Motor Vehicle’s 
(CMV) engine and logs information specific to its operation. The device can be portable and doesn’t nec-
essarily need to be installed as part of the vehicle. This tamper-proof device is designed to record vehicle 
location and engine data and can receive additional input from an operator to explain or correct records. 
The type of information recorded includes: date, time, engine hours, vehicle miles, driver identification, 
vehicle identification and motor carrier identification.  

FACT #2: Why is it needed?
Due to recent changes in mandates set forth in the CSA 2010, operators of CMVs must keep and record 
specific information in a log book. The ELD provides an easier method for drivers and companies to keep 
track of specific information, saving time and improving accuracy and safety. 

FACT #3: Does your company need it?
Not all CMV fleets and operators need to comply with the new mandate. It is possible that your CMVs and 
operators may qualify for one or more of the following exemptions:  

• Operators of vehicles equipped with model year 1999 engines and older
• Operators who use paper logs no more than eight days during any 30-day period
• Operators who are conducting vehicle pickups or deliveries – where the vehicle is the product 
• Drivers who operate using the logbook timecard exception – operating a short haul of 150 air miles 

or less

If your company does have CMVs that need to be in compliance, you must be ready to comply with the 
mandate by December 18, 2017.  

For additional information regarding the ELD Mandate, please contact Brian Pearl with Transportation  
Consultants Incorporated at 515.278.1010 or brian@trkpermits.com. 

Recently, you may have been contacted by one or more consultants seeking to sell you  
services and products regarding the new Electronic Logging Device (ELD) Mandate for  
Commercial Motor Vehicles slated to take effect in December. In response, the Association 
has come up with the following facts regarding the new federal rules that you may want to 
keep in mind before purchasing an ELD or other services:
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10516 Burt Circle, Omaha, Nebraska   
(402) 445-4040 

www.koskicpa.com 

Adrian
Lape-Brinkman 

Randy 
Koski 

Michelle  
Thornburg 

Providing tax, accounting and consulting services  
to equipment dealers for over 30 years. 

Sales/Acquisitions of Dealerships  

Succession Planning 

Strategic Planning 

Financial Statements & Tax Returns 

Insightful Guidance  ~    Proactive Solutions 
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7155 Lake Drive, Suite 200 
West Des Moines, IA 50266 

www.KreamerLaw.com 
(515)727-0900 

Samuel I. Kreamer, J.D., C.P.A.  
sikjdcpa@kreamerlaw.com 

7155 Lake Drive, Suite 200 
West Des Moines, IA 50266 

Licensed in both Iowa and Nebraska  

INEDA Associate Member 
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By cindy feldman, 
Marketing Director

[cindyf@ineda.com]
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Autumn	brings	harvest	and	its	cool	breezes	replace	summer’s	heat.	It’s	long	days	in	the	field,	cheering	
crowds	at	the	football	stadium,	somber	landscapes,	pumpkins	grinning,	fresh	blisters	from	pushing	a	rake,	
bonfire	crackles,	s’mores	by	the	light	of	the	moon	and	crisp	air	that	takes	your	breath	away.	And	soon	
after…the	last	tractors	with	grain	carts	and	combines	will	leave	the	fields	and	once	again	harvest	is	over.	
<big	sigh>

Just	a	few	things	to	inform	you	about	this	issue:

•	 We	have	three,	NEW	websites	to	share	with	you	that	are	mobile-responsive:

•	 Did I mention that ALL three site are mobile-friendly?!

•	 Before	our	shows,	please	LIKE	us	on	Facebook,	FoLLoW	us	on	twitter	and	check	out	a	video	 
on	Youtube!	We	will	be	sending	out	“creative”	for	you	to	use	during	your	show	promotion	and	we	will	
be	“very	social”	during	each	of	our	Power	Shows.	Please	feel	free	to	share	us	or	retweet	us	and	also	
ask	your	following	to	like	us	as	well!

	 iowa-nebraskaequipmentdealers	 nebraskapowerfarmingshow	 iowapowerfarmingshow
 @INEDAssoc @NEPowerFarmShow @IAPowerFarmShow
	 Iowa-Nebraska	Equipment	 Nebraska	Power	Farming	Show	 Iowa	Power	Farming	Show 
 Dealers Association
 
•	 We	will	be	using	the	following	hashtags	for	our	upcoming	shows...feel	free	to	use	them,	too!
  NPFS:		#NPFS2018,	#2ndLargest,	#agequipment
  IPFS:		#IPFS2018,	#3rdLargest,	#agequipment

•	 Instagram	will	be	the	next	SoCIAL	channel	we	add	to	our	social	mix!

 ineda.com neBraskapowershow.com iowapowershow.com

F

L

X

WEBSITE DESIGN & 
DEVELOPMENT

SEARCH MARKETING

TARGETED DISPLAY

MOBILE ADVERTISING

EMAIL MARKETING

DIGITAL AUDIO & 
VIDEO

SOCIAL MEDIA

Cultivate
digitalyour

brand

800.888.1380
707 S. 13th St., Tekamah, Nebraska

Marketing your Business in a Digital World

midwestmessenger.com

todaysproducer.com

agupdate.com

Marketing your business in the digital world can be complex and 
confusing!

Midwest Messenger can help you fi nd the right digital options for 
marketing your agricultural business. 

AMPLIFIED AG offers custom solutions to achieve your business goals.  

Our years of experience and knowledge of the ag industry paired 
with the a full portfolio of ag based digital solution is the right 
combination for your message to be heard in a cluttered digital world. 

+ DIGITAL 
RESULTS=
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AGDIRECT LEASE OPTIONS

Types of Leases 

FPO – Fixed Purchase Option 
• Also known as “Walk Away Lease” 
• Customer has option to purchase, trade, or surrender (walk away) asset  
• Considered a true-tax lease 
  - Customer writes off lease payment, doesn’t depreciate asset

PRO – Purchase or Renew Only 
• Customer has option to purchase, trade, or renew lease (no walk away option)
• Considered a true-tax lease 
  - Customer writes off lease payment, doesn’t depreciate asset 
• Residuals are 5-10% higher than FPO lease

PUT – Purchase Upon Termination 
• Also known as “Conditional Sale” (balloon financing) 
• Customer is obligated to purchase or trade asset (no walk away or renewal 

option)
  - Customer takes depreciation on asset, doesn’t write off lease payment 
• Residuals are 5-10% higher than FPO lease

Subject to credit approval. Consult with an accountant for advice on leasing options. 
AgDirect is an equipment fi nancing program offered by participating Farm Credit System associations of AgDirect, LLP.



Half-Year Lease Advantages

• Lower payments (cash flow) 
• Available on any type of asset
• Cost per hour 
  - Additional half-year of hour usage 
   (150 additional hours) which lowers overall cost  

  per hour 
• Relatively inexpensive cost for additional hours and 

additional use season 
  - Five- and five and a half-year example on left 
     Five-year total payments 
     (5 x $22,370.06) = $111,850.30 
     Five and a half-year total payments 
     (6 x $19,402.24) = $116,413.44 

 Additional 150 hours and six months usage 
     only costs $4,563.14 

3yr 65% residual, 300 hrs/yr, (900 total), PRO/PUT 

3.5yr 65% residual, 300 hrs/yr (1050 total), PRO/PUT 

5yr 60% residual, 300 hrs/yr (1500 total), PRO/PUT 

 Event Date Amount
 Lease 10/01/2017 $200,000.00
 Payment 10/01/2017 $29,729.83
 Payment 10/01/2018 $29,729.83
 Payment 10/01/2019 $29,729.83
 Residual 10/01/2020 $130,000.00

 Event Date Amount
 Lease 10/01/2017 $200,000.00
 Payment 10/01/2017 $23,402.83 
 Payment 10/01/2018 $23,402.83
 Payment 10/01/2019 $23,402.83
 Payment 10/01/2020 $23,402.83
 Residual 04/01/2021 $130,000.00

 Event Date Amount
 Lease 10/01/2017 $200,000.00
 Payment 10/01/2017 $22,370.06 
 Payment 10/01/2018 $22,370.06
 Payment 10/01/2019 $22,370.06
 Payment 10/01/2020 $22,370.06
 Payment 10/01/2021 $22,370.06
 Residual 10/01/2022 $120,000.00

5.5yr 60% residual, 300 hrs/yr, (1650 total), PRO/PUT 

 Event Date Amount
 Lease 10/01/2017 $200,000.00
 Payment 10/01/2017 $19,402.24 
 Payment 10/01/2018 $19,402.24
 Payment 10/01/2019 $19,402.24
 Payment 10/01/2020 $19,402.24
 Payment 10/01/2021 $19,402.24
 Payment 10/01/2022 $19,402.24
 Residual 04/01/2023 $120,000.00

Standard vs Half-Year 

Lease Comparison

Example - $200,000 late model used tractor


