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Is your dealership receiving e-mail
from South\asternAssociation?

If not, send us your e-mail address.
We will forward importanfssociation
correspondence to your attention via
e-mail. Please register your e-mail
address at:
www.swassn.com/registemail.htm

SOUTHWESTERN

ASSOCTATION

2006 Regional Conferences - Sign
Up Today!

SouthWsten Assocition is pleased to ggent its second series of
Regional CordgrencesThese meetingsewe designed wittoyr busy
sthedule in mind\ell provide a &st-paced pgram,paded with lots
of content and @pd ideasqu can tal home and use immedia

It's a ged oppottunity to see old friends and mailav ones in a
more intimae settingYoull meet with other memtsefrom your aea
and tak home inbrmation to help gur bottom line rightveay. We
hope to seevety member taone of the meetingChek the shedule
and decide which location will work best for you. Bring your key
personnel so everyone can benefit.

Conference Speaker

Selling is 100% BASIG a sales growth program for business
owners, sales professionals and sales support staff of all levels of
experience that combines the elements, skills and techniques the top
sales pduces use to gin and etain their most pfitable customes.

In a fun-entertaining program, you will discover and learn selling and
marketing techniques you will use immediately to increase your sales and
profits.

Bob Janet will show you proven basic-through-advanced sales and
marketing techniques that:

« Attract profitable customers to you

» Tum prospects into custonger

» Dramatically lower your marketing cost

» Retain customers for a lifetime of profiting
* Increase the profit of every sale

About Our Presenter

Bob Janet - sales growth speaker, trainer, consultant and author,
combines real-life business, personal stories and examples with insights
from his 39 plus years as owner/operator of retail, wholesale,
marufacturing and seice usinessesBob has been therand done it,
walked mag miles in gur shoes Bobs steet smadrskills and
techniques are based on a lifetime of frontline marketing experiences,
not passingaids and theories

His unique teaching and storytelling ability motivates, educates and
inspires people of all walks of life and levels of experience to learn,
understand and use selling skills and technigues that increase sales and
lower maketing costs

Continued on page 2



Selling is 100% Basic

Continued from page 1

With Bob Janet You Get

 Experience - not theory

* Long lasting, results driven - not activity-driven
 Fun-entertaining programs - not boring

» Customized - not canned

« Specific skills and techniques - not vague and obscure

Mom Was Wrong!

What You Don’t Know Will Hurt You
By Bob Janet, Sales Growth Expert

A salespeoris job is to sok/the customerneeds and
problems with their mducts and seices When this is done
the sale isl@sed &ster and usual a higher pfit. To do the
job with the most efficiency and gain a larger amount of profit,
the salespson nust knav wha the customes’needs and

You will lese the pogram with motiaion, selling skills and problems are. If you do not know each

techniques thiawill grow your husiness immedédy.

Bob has discovered, created, and perfected 52 time-tedttedll hut you in the érm of fewer
relationship techniques that are guaranteed to gain and reta@des and Veer pofits

your most pofitable customes:

Business owners, sales professionals and sales supporiega and pblems ae is ery easyDo

of all levels of experienceifid Bobs plograms and books to
be esouces oftremendousalue Peneteting selling’
mystiqueaudience picipants lear, in laymars tems the

individual customex’needs and g@lems

To find out vha your customes’

your homework. Spending a small
amount of time discovering what the
customer really needs and wants will

skills and techniques that make selling easy and profitable dgske you a much more efficient and effective sales

the top sales pduces.

professionalYou will dose moe salesafster All you hae to

Bobs high engyy presentions powerful ieal-lie tusiness  do to ind out the customerieal needs andgiiems isASK.
stories and examples, and proven ability to help businesseqsk their emplgeesAsk their supplisrAsk their competition.
move to a higher level of success earn rave reviews and r&gR&thes in their indusjt And if you realy want to see time

engagements

When and Where
Mondg, Jan. 23,2006,SanAntonig Texas
Tuesdy, Jan. 24,Plang Texas
Wednesdg Jn. 25, Oklahoma CityOkla.
Thursdg, Jan.26,Amarillg Texas
Friday, Feb.24,Kansas CityMo.

(in conjunction witMesten Farm Shav)

Regional Conference Schedule
10 a.m. Registration
10:30 a.m. kunch and Association Business
Industry update
Recognition of new and retiring Board members
Lobbyist Report
Tax Fawred Beneéfs Pesentdon
Association programs update
Breaks sporesbbyadx Favoed Benefits
Noon -Lunch - Fedeated Insuance pesenttion
1:30 pm. - “Selling is 100% BRSIC” with Bob anet
5:30 - 7:00.m. - Marufactuers’ Recgotion (coktails and
hors d'oeuvres)

Look for complete hotel and locdon information on
the website a http.//www .swassn.com/regconfinfo.htm
Mark your calendar todg to dtend the SouthVésten
Association Regional Conference near you in 2006.

and discover what you need to know to close the sale ask them
Thd's right,ask gur customer het their needs and grlems

are. They will tell pu for two reasonsThe frst is fundamental

with all human beings — peopleelto talk bout themseks

And second, if they think you can help them, they will open up
to you if you ask the right questions in therectr vay.

The right questions are questions about them. Here is
where most salespeople start to fail to close the sale. Instead of
making the entire sales presentation about the customer they
male it dout themsebks and their pducts The top sales
producers have the sale made before they ever mention their
products and seices

The correct way to ask a question is to give your customer
a doice ofansvers. Tw choices @& enoughGive toice
guestionsdr three easonsOneg the customer can ver
ansver you with a “nd And we all undestand thaonce the
customer stés sging and thinking “nbthe dose becomes
more dificult. Two, giving the customer daice gies them
the feeling of control. Customers buy and buy more when they
feel they are in control. And third, and just as important, is you
can guide the sale to a close with the answers that you have
planned for the customer to give you. Only give them choices
that advance your sale.

Dorit tell my mother | said thisulh, Mom was wong Wha
you don’t know will hurt you when you are trying to sell your
products and seices
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Retailing T rends

With fewer major maets left to gpand its big-boforma,
Home Depot finds itself turning to smaller, more rural areas
for expansionThe industys lagest etailer — with 1,985
stores — is experimenting with smaller warehouse stores that
cary unique prduct céegories Previousy, Home Deot failed
with a wral forma called Grss®ads and a 40,000 s@aar
foot hadware stoe forma calledVillagers Hadware. The
biggest diference with the mosecent star concpt is the &ct

they retain the Home Depot brand name. With a population of

15,840, Ada, Okla., was considered an unlikely spot for a
Home Deot stoe. It has one n@, as Home Dgot opened its
doors on June 30, 2005. A similar size store opened in
Baesville Ark., (populgion 9,549) tev weeks leer. These

stores cover about 62,000 square feet along with drive-throug
lumbeyards and 10,000 sqadoot garden centex; A store

that opened in November in the secondary market of Canon
City Cola, is just a little smaller — 120,000 syj&et — than a
traditional Home Depot big box.

The Ada Home Depot carries scaled-down assortments of

the core categories such as electrical, plumbing, tools, doors gnd

windows, paint and hardware. It features showrooms for
lighting, appliances, kitchens and baths, flooring and storage
products

Source: Home Center Institute

the most,

n

Business Managemant
Systam For
Equipment Dealers

To maximize my profits!

= Raguires No Speckal Harowara

v Bast Supyort in e indusicy

* Reasanably Priced

= Accowntimg That REALLY Works

« Straamiines Buaingss Tansachons
v Increases Sales Opporkilies

« Tafal Accouwrtabiility

N

DeaderWin™ s a Recommended Prowider
nfuusm?mwmmmnr MMETEEH
Charter Software Inc.
303-932-6875
wiwni, Chartersalwane. O0m sahesfchartersoftviane, com

en you ask your
local Federated
representative to

complete a RIGHT Report™
for vour business, vou'll
reccive @ systematic review
of the insurance needs

for vour operations, an
evalnation of your current
insurance program, and
recommendations that will
help you put your premium
daollars where they will connt

Affter all, its what's in the fine
print that often matters most,

Thiy FEDERATED Insirmnie Companies )
Horeo Offod: 2% Bt Paik Sguaie, Cvwaksnsa, M

1507 455- 53000 » wvwaa Fisdiariled i L resseom
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APPI Savings Solutions IRON Solutions Help s

All States: Utility Savings Businesses Grow
If Iowering your utiI_ity costs_ !oy 10 t_o 2_5 percent would Deales in todgs fast-hanging méet ae contempling a
help yur tusinessconsider a utility audavailzle to all great number of issues: How do | grow? How do | make the

members located in the United States, the audit includes apgagt yse ofedinolagy? Hav do | retain the best people?wio

thorough angkis ofenegy (electricity and naal gs)water,  can | gain the best advantage in business with the lowest cost?

waste removallrecycling, freight, credit card processing, angle recenty caught up with Scott Desen,Vice Pesident of

telecommnicdions (wice and da) sevices APPI analzes all Development fom IRON Solutions in &nton,Mo. about

feestariff raes and seice plans toirid s&ings what sort of tools the well equipped multi-site dealer complex
Fax in last monti'utility bills (410-749-8769) a&RPI will s taking advantage of.

take cae of the est.This sevice has no updnt cost or

ongping costsSaings ae shaed ly the member antiPPl. Interviewer: “Mr. Detksen,wha geneal thoughts doou

o have on the topic of the growing Case-IH dealer that may be
Texas: Electricity Management considering some next steps in improving their business?”
As projections are made for 2006, electricity prices cannot

be expected to decrease much, if at all, in the near future. B\Sksen: “Deales ae telling us that is all hout time todg
your business plans for 2006, consider market trends and {{§g need toifid vays to help them becomester better and

strategies that you have in place. reduce expenses all at the same tir@antinued on next page.
The continuing trend of high prices can be

attributed to several factors:

will remain out ofsewice until the second qter
of 2006. In Louisiana, oil and natural gas
production are operating at approximately 40
percent of pre-huricane gaacity Production in
Louisiana is anticipated to return to pre-hurrica
levels in the spring of 2006. (eia.doe.gov)

2)Increased enagy demand- World enegy Mﬂ.ke NFL yﬂur next EhﬂiCE

demand is expected to increase 57 percent frgm

Il "'".
1)Damage from 2005 Hurricanes . : i -.Ili"' l: | JT_
Although most oil andag pl&#orm damge was . 2 - gy e | k .i' o
repaired by the end of 2005, some of the larg : s ‘
oil plaforms tha were damged ty the huricanes | : | 'l
k L ! Al |

|

2002 to 2025. Nearly two-thirds of this increaded for retail ﬂnantlng
demand will come from emerging economies,

including much of Asia. China and India are Break out of your mold and call NFL today
expected to see demand double within the 23 year at 1-BRE-9272-4635!

forecast (eia.doe.gov). Supply will need to increase

dramatically in order to match demand and kegp Al *  NEW Online Application
Nagna

prices fom shy-rodketing = Mo Recourse, No Reserves
]

3)Extreme temperatures- As winter arrives, : L 4 «  Ingcreased Profit Margins
NOAA 0ff|C|qu brec‘_ast thiathis winter in the i - «  Low, Competitive Rates
eastan U.S will be slighyl wamrmer than the past | Femmome. | ;
30-year aerage,but colder than lasegr For e —— »  Customer-Friendly Programs
cental and wsten staes NOAA is pedicting + Sales Bonuses

WAEDA Financlal, Led. R .

wamer than eemge tempestures (noaaqy). Aipicubigral Racal Dbdgien =  Simple Documentation
Howeverr,] central almd western states may expect @ juyin s Farkway, Sutie 10t «  Quick Settlements
wamer than nanal summer (mzha, HE G154 5306 .
(houstonchronicle.com). Electricity demand is 1-BE8-3 1405 VHYSCH Iy e
expected to increase by another 1.2 percent in indeseial Aeial Didion " Supparnd By NAFOA snd 1§
2006, added to the 3.5 percent increase in 20D5 #15 Marysi Lentre Drive. Sste 100 NAEDA-affiliated associations
(eia.doe.gov). Increased demand and limited supply 1 Lois MilEH1 ——
lead to higher price&PPI povides electricity e m Helping Dealers Succeed
savings and budget certainty to associations and

membes in Texas Membes in Texas should
contact APPI at 800-520-6685.
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IRON Solutions
Continued from page 4

| suppose that it is much like the change that the growers asg a dealer grows and gains more locations, this management

going through with expanding acreage and reducing the ovegbmes more important than ever since the communication

cost per aerto squez out moe pofits At times it seems

and management problems grow exponentially with the added

hard, but there are a lot of good tools out there from us angrganizaional compleity. This year pomises to be a lot of

from others which can help them to make incremental changgg for our team as we try to complete the migrations before
the end ofthe ar’

with some bigeawards”

Interviewer: “Wha sort of tools would a gowing multi-stoe
dealer be leveraging right now?”

Derksen: “Well, it seems lik dealer ebsites hee realy

Interviewer: “Specifcally wha soit of adiantayes ae you
talking about?”

Derksen: “Well, the long list is pbebly something a dealer

become an industry given. The market has changed so mugthould discuss with our sales team, but if | were to try and

with really the very large and the very small producers left narrow it down to just a couple of highlights | would say that
standingBoth of these goups a& hesily dgpendent upon the our core advantages are:

intemet for informaion and commnicdion — it is impatant,
and assumed thihne dealer will be online taadth up-to-dée
inventoly informaion and commnicdion metanismglike e-
mail and esponsedrms to male doing bisiness after haur
easierTools like IRONSeach.com or equipmentldcacom
can plug into a dealer website and make keeping all the
informaion up-to-dée a beeze. V¢ aren hae inteyraed our

* Great process and sales team management
» Total potability so thasalespeopleatble to
actually work with the customers where they live.
» Tarmget maketing though solid files and our
exclusive prospecting system
» Professionalism in a spgeaccuste quote

off-line tools into all these equipment search engines, and even « Measurement of profitability on every deal, right

print provides like FastlinendFam CoungrTraderto male it
easydr the dealer to mageall the irdrmation in just one
place, and enter it just one time.

at the time of the quote
If a dealer wants to improve in communication,

man@ementtaget maketing or sales giitability, we should

In addition, we are seeing a groundswell of good old "b%@(falking!
to-basics” business sense in the forefront of growth. Dealers
are being more careful about the appraisal process on used

equipment than ever before because multi-site growth has %;i;%’t'?’ver:
INSi

tendency to amplify both your successes and your
shottcomingslf every locdion is consistent irppraisalsit can
go a long &y to setting up pfitability. IRON Solutions is

“Thanks so mnch for your comments and

involved at the heart of helping dealers succeed in this arg
with electronic and paper guide products that put the latest
maiket informaion in the hands ofhe salesman so tlgood
decisions can be made.

Interviewer. “Case IH has beengmoting a cong# called
the ‘Next Genestion SaleTool’ recenty. How does IRON
Solutionsif into tha pat of the Case-IH siiregy and
planning?”

Derksen: “Last year was our first year at the Big Red
Roundup in PhoeniX\e ae pleased to ta a verking
relationship with CNH as a provider of sales tools for the
dealers as the SalesPro tool is being phased out. Custome]

saying that they are extremely happy to see that we have fj

the potential void by offering a tool that will import their
SalesPro data, work with a variety of business systems an

integrates the Case-IH Pricebook and the Official Guide int M

single tool. In many ways, QPSS surpasses the advantage

SalesPro dealers discovered in automating the sales team dig

Upcoming Hardware Market s

and Shows

Jan. 25-27,2006 - Do it Best Cqr. - Winter Market,
Kissimmee, FL

Feb. 2-4, 2006 - Handy Hardware Market -
Houston, TX

Feb. 10, 2006 - Blish-Mize Co. - Buying Market,
Denver, CO

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

March 9-12, 2006 - Ace Hardware Corp. - Spring
IS 8%nvention - Dallas, TX

ed

March 17-192006 -True Value Ca - Spring Maket

y Houston, TX

arch 24-26, 2006 - Blish-Mize Co. - Buying Market

O

thaQverland Park, KS
y 20-23, 2006 - Do it Best Corp. - May Market
Indianapolis, IN

better manging Sales anthiget Maketing Pocesses

5
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Federal Legislative Up date

» Congress winds down its 2005 session with significant
disgyreements\er major billsStill in vork: two
appropriations bills, one for the Department of Defense,
the other for the Departments of Education, Labor and
Health and Human Séces All were opeding under a
shott-term continuing esolution though Dec31.

Finally, a eminderEmployers requied to ke OSHA
workplace injury and illness records must post the OSHA
Form 300A summarfrom Feb.1 to April 30.In genesl,
hardware stores are not required to keep these records;
lumber and building materials stores are required to do

sa More informaion on who is equied to post the
form and vina action is equied is awwwosha.gv. Some
the Arctic National Wildlife Refuge to oil and gas exploration. retailes should leek with stée aencies on thoseilles
House and Senate Appropriations Committees agreed on the
Other amendments provide another $29 billion in spending for
Hurricane Katrina relief and $3.8 billion for preparation for .
Defend Against
The House and Senate have each passed two budget
reconciliation bills — one to reduce deficit spending by $40
measues Neither pair ofbills vas identicalAlthough Contess ¢ (_:redblt cirdbfragd IS mcreasn:jgly a globatl Er0b|6?£ As (Tfore
could complete work on the deficit reduction bill, there was Ooréign banks begin 1Ssuing cards, payment Dy credit card Tor
House passed the deficit reduction conference report and %rds are an effl(;lent way_tt? pudrcijre;se QOOdS’tht they alsotclfn
Senate was poised to vote on it, but Senate majority leade EEF” easy way fo commit fraud. There are steps you can take
bill until next year Itis impor_tz;nththat y01[J1 rea(; ankd Lmderstand your y
. Immigration reform took a ste forward when the House agreement with the merchant bank that processes your credit
much of the onus for identifying illegal workers on agre;ment t_o Isftate tgat Terchan:sglill\ée ;r?o p'?rce%llablllty for
employers by requiring businesses to verify the status gfau .especiglifor cad-not-pesent ( ) imsactionsThese
have to verify status of new hires using Social SecurityYOu must knev your esponsibilities and wamuc risk pu
and Department of Homeland Security databases within
two years of enactment. Within six years, all employers
This same bill would authorize the building of 700 « Request a copy via fax of the front and back of the credit
miles offence along the.8-Mexican boder It increases card. This proves the user possesses the credit card and
contact inbrmation.
Presidens signture a bill to aise the amount in compary, and so drth.
retirement and savings accounts that would be protected Contact the issuing bank to verify that the billing address
would be covered immediately and indexed for inflation.
Coverage for other types of savings accounts would be

Big problem with the Defense bill is an amendment openingstate OSHA plans have other posting requirements so
amendmenthe House passed the bilt the Serte is balking Source: North American Retail Hardware Association
avian flu pandemic.
Defrauders
billion, the other to extend $60 billion in expiring tax relief
little chance the tavelief bill would be enacted thisar The foreign purchases is becoming increasingly common. Credit
Frist (R-TN) said he would not appoint conferees for the tay0 deter ligitimae kyers or risk kuyers.
passed a bill to stigthen eircement meases It puts cad saledlt is not uncommondr the methant account
their emplgeesAs passedyothe Houseemplyers vould is also often a chargeback fee when the transaction is reversed
want to take.
would hae to ewerify the lgal stéaus of all emplgees Tips to Protect Your Business
fines br emplgers who hire illggal vorkers. Theres little can deter fiud based on stolenmbes ony. It also
* In other action, both House and Senate approved for the Call bak the customer toceconfrm phone adiress
by federal insurance. Retirement accounts up to $250,000you were given is the same address the bank has on recorc
adjusted for inflation every five years beginning in 2010.

If the phone number is not provided on the back of the
cad, or you did not gt a &ed cop, your mechant bank
or the logo company (VISA, MasterCard or American
Express) can provide the phone number of the issuing

+ Congress has authorized $5 million a year through 2009 topank based on the first four or six digits on the card.

fund a task force within the FBI to help retailers set up a
national database or clearinghouse to identify and track
organizd etalil theft in the 1$ .

Be cautious if the “ship to” address is different from

the billing adress

Also be cautious dfee e-mail domainsdehotmail,

jung etc). Some hbsinessedaolutey refuse to
Continued on next page
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Defend Against Defrauders * Howe\er, these seices contain da on domestic edit
Continued from page 6 cads ony, not intendional ones

honor oders from those adfesses

* If the luyers e-mail adfess lists a domain thau ae What You Can Do
not familiar withJook up thaWeb site For exampleif If you discover you are a victim of fraud, contact your
the adlress is smith@yxgq.cothen type wwwxg.com in ~ merchant bank immedialy. They will either contact the issuing
your biowser and seeha comes uplf the site is “under bank or povide yu the inbrmation to do soThe issuing bank
constuction’ it could be ascadedr a site thanever will ~ can then notify thesal catholder Howe\er, you ae still lilely
develop If you find a ealWeb site find the compan to be assessed a chargeback fee when the transaction is
address, phone number and management team to cheé®versed.
aaqinst the irdrmation you hae. This should lend some If your merchant bank learns of the fraud before you,
legitimag to the liyer. which is often the case, they will notify you of the chargeback

» Be cautious oRO. bax numbes. They ae sometimes and provide the reason given to them. The chargeback fee and
used to obscaridentitylt is best to a&ays ship to a stet  the transaction amount will be charged to you.
address On yur Web site wam your customes tha you hae anti-

+ Pressure to process the order quickly or requests for fraud safeguards and that you will pursue prosecution for all
express delivery can also be clues that there is fraud. fraudulent atess. It may male them think twice befe

Scammers don’t care about cost because they committing fraud against you.
ultimately are not paying for the goods and the sooner they:giaplish a credit card policy that states what protections
get the gods the sooner thecan digapear you require for credit card transactions — a photocopy of the

* Large purchases or other characteristics that do not malght and back of the card for Internet or telephone orders,
sense can be clues to fraud. Some companies opt t0 S§hits on the size of credit card purchases, address verification

siz limits on cedit cad salesThis is lagely based on requirements, not shipping to address other than billing address
what the company is willing to lose if the transaction  anq 0 on. Remember, the best way to deal with fraud, is to
results in a chargeback. prevent it!

* There are some systems that provide Address Soure: Kansas City Small Business D&znt005

Verificagion Sevices or SecearElectonic Transactions

Thanks to Toolchex, technicians are taking
3 home more of what they make.

Benefits for Technicians and Dealerships:

= Thi Toalchex amployes benefit can help dealerships retain valuabla lechnicians
b aliowing them to take home an average of 3150 more each month,

= Toplchex can save dealerships an average of 3750 in amployment faxss per
technician per year,

= Toplchex can reduce payroll costs and pramiums based on total payroll {workers'
coemipensation, shop owness liability insurance, gemeral Eabfty nsurance, eic.),

“1hgrins b Ty errpes: e prealing Faishar an @mwm'

a0 spkypon 2anar B kan ruada m b repect or Thia proagrem i andorsed by tha Borth Amencan Equipmend Dealers Associsfion
rrar bnka horme pey Bhiss e ™
Lins: Marvarre TEC1I4ian Lormuh =or [ E3Picm ey T reeergiory: gl e e Wil T A I W
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£ NFL NEWS

LW BLIE L

danusry ¥, S

Despite tha fact the Fedaral Rasarsa continues to
insfaase sharl 1amm rales, NFL will keep our already
kow fixed rates right whare they ars,

Here’s Proof that it Pays to Use NFL

Dealers aarmed oweer $311,000 by wsing NFL's
arigination fea program in 2005, n eddition b
originaficn fees, NFL paid 177,278 in the form of
salesiman Bonuses sl YEar. Since 1980 gealers

MFL'S FIXED RATES

BORICLLTURAL
have eamed over §5 million In origination feas
ECLPVENT | 5 $100.000° | > 325000° | <325000" | and salesman bonuses. ¢
W To learn mone about how onginalion faes can
YEARS E.25% T.70% 8.65% halp Incresse your bottom ling, pleasa call NFL
{oday at 1-B88-922-4835.
G YEARS T.25% T.90% WA

Earn an Extra $25 with PDI

“Arrigeril friricnd o red kisisa ]

A5 praviously staied, the Federal Resarva, once
again, raised shorl tarm inberasd rales on December
13, 20045, which has a direct effect on NFL's
warabla rates. The Wall Stresl Joumal Prime rais is
no T.25%.

Az you knaw, NFL requires customers bo
provide prood of physical damaga nsurance (PO
on gwary finance transaciicn. Why not use NFL's
PO ard become a one-shop &hop for your
custamers, Whan you add tha insurance io the
confract or lease it locks in the cusbormer’ s pramium
for the tenm of the loan. Flus, NFL will pay you
%25 if the PDI Is added fo tha contract or
lease.

Also, remamipar that if you, or somaans in your

NFL'S VARIABLE RATES
(Current WEJ Priime Rate is 7. 25%")

"My fmancod o nef MRSo ol
""Wal Slrowd Jowvnal Pame Rads

MFL'S SALESMAN BONUSES

TRANSACTION SIZE® CASH BONLIS
$10,000-525.000 550
$25,001-575,000 §100
$75,001-8150,000 §150
CVER §150,000 E250

*dmoaal Nreavaced oF med Maae s o

FLAN 325,000 & OVER® MIW_ daalership, is proparly Boensed you can garm a
0 Prirne + .50% Prime + 1.5% GOMMISSIon up 10 15% of the totlal pramium. Call
1 Prima + 1.0% Prime + 2.0% us at 1-888-922-4635 woday to karm more,
7 Prima + 1.5% Prima + 2.5%
3 Primea + 2 0% Prime + 3.0% Thank You!

2005 was anathar recond yaar fof the ML
program bodh in terms of inance volume and the
numbier of dealens who used the program. Wi
appreciats your business and are excitad 1o work
e with you this year

Plaase give ug & call at 1-B88-822-4635 # you
hawa any guasiions or if there is anyihing we can
dao io help you,
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Member News

Ed Kirby

The Oklahoma Municipal Contractors Association (OM(
recently held its annual convention where the group electe
offices and pesented speciakads to membear Among

March Auctio Auction

The nat NAEDA/A uctio dealeonly Auction will be
jagld Mar 2, 2006 anoon. The auction is avé stellite
jevent for buyers and sellsrof fam equipmentAuction
items may include:

those honaed vaskd Kirbypesident &irby-Smith Machiner |« Tractos * Planters/air seeders
OMCA recagnizd Ed Kirly asAssocite of theYear br his « Combines  + Soil-working tools
outstanding contriltions to the up « Harvestes Sprayers

 Hay tools » Mowers/conditioners

Max Graber

Max Geber, 81,died Fiday, Jan.6.a ShowalterVilla,
HesstonKan.Max vas the wner of Grabers Ace Hadware
and a past psident of\esten Assocition in 1974He
served on mayp boads in the Neton, Kan.comnunity and
was elected the Mgon Citizn of the Year Receny, he has
served as a Haey County Commissionenfn 1997 to 2004.
He was a 6 Navy \etean. Max$ son,Scott,opeetes
Grabers Ace Hadware in McPheson. The compay also has
a Giebers Ace Hadware locéion in Navton. Maxs other

Thedeadline istFL3for consignments to be inded in
a paper catalog, which will be mailed to dealers prior to
auction.The deadline ist28for consignments to be
induded in aVeb-only version of the ctala.

Deales who wish to pdicipae in a MMEDA/A uctio
auction rast egister Registition is fiee Go to
wwwauctiocom,scoll dowvn to the “Bugr and Consigner”
registition aea and lick on “Agriculture Equipment.

sons, John and Tim, operate plumbing and landscape and

nursery businesses in the Newton area.

Ken Otto

Ken Otto died Rday, Jan.6 a Christian Hospital
Northeast in thergder St.Louis Mo. aea.Ken vas the

SouthW estern Association
Technician T raining Program
at OSU - Okmulgee

founder of Pine Lawn Hardware and Handyman Hardware in

the St.Louis aea.He was an aldeman and past mar of the
City of Pine Lawn and a longtime member of the St. Louis
County Planning Commission. He was a very active suppo
of St. Angela Merici Church, Marygrove and the Rotary ClI
of Florissant along with numerous other North County
organizéions Keris sonGlenn,opeetes Hangman Hadware
today with locations in Florissant.

New Approach Aims for
Lower-Cost Wheat Harvest

A USDA Agricultuial Reseath Sevice agricultuial engineer
is working on a n@ way to hawest vihed tha would spaite
the theshing fom the gain havesting ppcessMak Siemens
is looking at the idea of using two machines — a low-cost
hawester and a stanary thresher — thiahe sgs could sa
farmers mong. Unlike a combinethe havester strips the

South\Wsten Assocition has panered with OSU -
Okmulgee to establish a technician
tfaining program for equipment
gdgaleship tebnicians The frst dass of
students in the program are currently
enrolled at OSU and on their way to
becoming technicians for sponsoring
SouthVésten Assocition dealeships
For more inbrmdion contact:

Tag VebpSouth¥ster AssociatiorgReal Manager -
918-232-2830.

M
;EI
afls
g B

=)

&

the

Steve Doede, OSU - Okmulgee, Department Chairman -

918-293-5392
Jf Hora, CEQSouth@ster Association - 800-762-5616.

Retail Sales

While all of the numbers are not in, many retailers ended
the year and the Christmas shopping season on a good note,

wheat, stores them in a bulk tank, and then chops the stang'@ggite the modest predictions many of them set for
residue into small hits themseles The salesumbes ave thanks to a big push of

The stationary thresher separates the wheat kernels fr@fopping just befe and after Christmasydaccording to
the dhaff. Siemens’studies sggst this method ineasesrgin  Retail Metric LC, a eseash firm in SvampscottMass more
quality consistendA sinde thieshing setup could serseeral  than 77 percent of retailers said they exceeded their initial
fams The system pwides a laer cost \ay to havest vhed,  expectéions Another measer of retail actiity, Shopperfak,
and the gearte havester tags cag of whed stulble, too reported an overall 26 percent rise in sales over last year for
Sowe: &m Pgyess riday an. 6, 2006 the Christmas week, and a 15 percent rise in traffic.

Souwre: Home Center Instintes, 2006
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AgWeb Partners With Iron Senate Sends Reconciliation

Solutions Launches Package Back to House
i i The Senate approved the agriculture budget portion ($2.7
EqUIpment Featured SECtIOn billion) of the Deficit Reduction Reconciliation Conference

Report before heading homeif the holidgs Howe\er,

because of changes made to the Medicaid portion of the bill,
the measure went back to the House without a final approval.
The total $39.7 billion reduction package cuts money for
commoditiesconsevaion, agricultural reseath and on-&m
renavable-enegy gants It does &tend the Milk Income Loss
Contract Pogram r another tw yeas. Legislaors will takle

the amended plage when thg retun in &ruary.

AgWeb announces thermaion of a joint entue with
IRON Solutions LIC, a patnership vhich sewes as the
cornerstone for a new comprehensive equipment featured
section orAgWehcom.In an efort to expand oferings to both
users and sponsors, the new venture involves content,
advertising and customer s&re functions

At the heart of this venture is the addition of IRON
Seath to AgWeb. With over 55,000 aet equipment listingts
is one ofthe industys lagest
and most current collections of
used amm equipmentlassiied

on the veb.From truds to

tractors, combines to hay rakes WE R E I N TH |S
- items include equipment of

every shape, size and model. TO G E I I R

AgWeb uses will be Ble to
search and view existing listings,
plus post their own classified
ads

“IRON Solutions is the bes
used &m equipmentasouce The NAEDA F:r|_||:|h|:
in the market - and the most Piroe Hpram
widel used P deales,” staed Partrer
Jeff Pence, president of azsocigtion-aff
AgWeb.“Marrying this esouce nantd
with Ag\Web will nowv crede the
most widely used online
equipment resource with
producers as well.”

AgWeb uses will also ain
easy access to on-line apprais
and the Official Guide, both
products ly IRON Solutions
The Guide is regarded in the
industry as the most
comprehensive and accurate |
of used equipmentlues

This featured section will
include expanded content with
daily headlines covering the Lall Partnership at
broad m equipment industr 800-599-2902
plus a discussions forum whe to ke advant {ihase
users can share their own FREE
personal evaluations of filormn
equipment and séces From wnw myparinership com
product updates to new
technologies, users can keep
on the very latest news and
information in an dbrt to
make the best possible busine
decisionsdr their opeations
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