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Upcoming Events
of Interest
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.

Tax Favored Benefit s Makes
Donation to OSU-Okmulgee
Training Program
     Using technology to teach technology – that was the inspiration
behind a recent gift to the SouthWestern Association technician
training program at OSU-Okmulgee. Tax Favored Benefits,
SouthWestern Association’s partner for providing employee benefits
and retirement planning services, presented an interactive
whiteboard and projector to the training program. The training
program is a cooperative two-year college level student technician
education program that leads to an Associate in Applied Science
degree with a major in Industrial and Farm Equipment Technology.
     R. David Wentz, Chief Executive Officer of Tax Favored
Benefits, Inc., visited the campus to make the donation and
explained his company’s interest in the technician education
program. “We help 200 farm equipment dealerships throughout the
United States, and every time we visit with a dealer, we are told
about their concern regarding the number of technicians needed to
help their businesses thrive. This program addresses that concern
and we wanted to do something aside from our normal services to
help them and the program be successful.”
     “Industry has been remarkably helpful with this program,”  said
David Martin, instructor in the OSU-Okmulgee program. “We
probably have one of the best advisory boards at the University. We
had more than 25 business people here at our advisory meetings to
give us insight on what is needed, what we can do to serve their
needs and what they would be willing to do to help.”
     Martin says that the students currently in the program are from
four different states including Kansas, Texas, Missouri and
                                                            Continued on next page
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Tax Favored Benefit s Makes Donation
Continued from page 1

Oklahoma. He hopes to have at least 20 students each year in
order to meet the continuing industry demand for new
technicians.
     The new technology is called a SMART Board and is
described by the manufacturer as the “world’s leading
interactive whiteboard.”  By touching the large display, users
can access and control computer applications or multimedia
platforms, including the Internet, CDs and DVDs. Martin
says it allows him to do things in a classroom that simply
cannot be done with older projector screens and a separate
whiteboard. “I am able to draw over pictures and diagrams,”
Martin explains. “With a regular whiteboard I had to turn the
projector off, slide the screen aside, and then draw any
illustrations and diagrams. This new technology allows me to
create instant visuals for a quicker understanding. And, the
board lets me save the information and print it for hand-
outs. It allows me to deliver a greater amount of information
in a shorter amount of time.”

Dealer-Driven Program
     The SouthWestern Association program at OSU-
Okmulgee provides technical education on agricultural and
industrial equipment and components and includes the latest
developments in: Engine Repair; Hydraulic Systems; Electrical
and Electronic Systems; Test Procedures and Diagnostic
Tools. According to Division Chair Steve Doede, since the
program is dealer-driven, manufacturers and service
providers associated with the program now see the real
interest that dealers have. “They are coming on board with
tools, equipment and training aids. It’s a winning situation for
everyone! We certainly appreciate the donation by Tax
Favored Benefits, Inc. and look forward to creating with
them our own version of TFBI - Technology For Better
Instruction.”

Sitting - lef t: R. David W entz, CEO, Tax Favored Benefit s, Inc.
Sitting - right: Jeff Flora, CEO, SouthWestern Association.
Standing, lef t to right: Mike McCrate, owner of T ulsa New
Holland; T ag Webb, Regional Manager of SouthW estern
Association; David Martin, OSU-Okmulgee SouthWestern
Program faculty; Roy Achemire, Program Chair , OSU-
Okmulgee’ s Heavy Equipment and V ehicle Institute.

Need Business Forms?
     Look to your SouthWestern Association for all
your business needs. SouthWestern sells a wide variety
of  business forms for nearly every computer system.
Both custom imprinted and stock business forms are
available through SouthWestern Association at very
competitive prices. Contact Susan for customer
imprinted and Shirley for stock forms at the
Association offices - 1-800-762-5616.
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APPI Savings Solutions

2006 Hurricane Outlook
     NOAA forecasters are predicting an above-normal
hurricane season for 2006, continuing the trend of above-
normal hurricane activity that has occurred since 1995. The
good news is that NOAA experts are not anticipating a
record hurricane season like the one experienced in 2005.
     The NOAA outlook suggests an 80 percent probability
of  an above-normal hurricane season, a 15 percent
probability of a near-normal season, and a 5 percent
probability of a below-normal season. This outlook
translates to a forecast of 13-16 named storms and 8-10
hurricanes, with 4-6 of these being major hurricanes
(www.noaa.gov). Hurricane season began June 1, 2006 and
continues through Nov. 30, 2006. August through October
mark the peak months of hurricane season.

How Will Energy Costs be Affected?
     Last year’s hurricane season negatively impacted the
electricity and natural gas markets. Damage from hurricanes
Katrina and Rita left natural gas production facilities and
refining operations with extensive damage, with many
completely destroyed. As your business formulates a plan for
mitigating the effects of this year’s hurricane season,

consideration should be given to what degree of energy
price fluctuations can be handled by the business. Last year’s
increases were extremely difficult on businesses. This year, let
APPI help you put a plan in place - before the impact occurs.
      Dealers in Texas should contact APPI for information
on how they can save on energy costs through APPI. Contact
APPI at 800-520-6685 or info @appienergy.com or
www.appienergy.com.

IRON Solutions Announces
President/CEO
     IRON Solutions, LLC has announced the
appointment of Darwin Malnyk as President and CEO.
Merlyn Friesen, founder and director of the company,
will assume the role of Executive Vice President,
Business Development.
     “Darwin’s farm and construction background,
combined with technology and business experience in
both Canada and the United States, make Darwin the
ideal candidate to lead our company,” says Steve Barr,
Chairman of the Board, IRON Solutions. “The Board
of Directors are pleased at how Darwin has embraced
our growth mandate and have confidence in his
entrepreneurial vision.”
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IRON Solutions asks...

What Can Sales Assist ant Tools (SA T) Do For You?
     IRON Solutions offers dealers something new that
combines the tools essential for a dealership to become more
organized and profitable.
     Sales Assistant Tools (SAT) is the integration of Appraisal
Manager (the electronic version of the Official Guides), Inventory
Manager (inventory management software), IRON Search
(equipment listing service), and IRON Quote Express (on-line
quoting tool).

What Can Sales Assistant Tools Do For You?
     1) SAT has the ability to facilitate accurate appraisals
which involve a step-by-step appraisal process with access to
the Official Guides values.
     2) Duplicate entry of equipment information is a time-
consuming task. With SAT you have the ability to eliminate
duplicate entry.
     3) The saved appraisals can be transferred into inventory
and sent to listing services automatically. This will save you
time.
     4) For multi-store dealerships, SAT allows inventory from
all locations to be visible and has the ability to print reports
of  all inventory.

     5) The SAT component Inventory Manager can help
provide both inventory management for your dealership and
cost-effective advertising. You will be able to electronically
transfer advertising to print media.
     6) IRON Quote Express allows you to create professional
customer quotes.
     7) The Official Guide values are based on dealer reported
sales. SAT allows you to simply and accurately report your
units sold to the Official Guide. This not only gives us the
Equipment Market Intelligence needed for the Official Guide,
but it also qualifies you for discounts on your Official Guides
purchase.
     To learn more about the Sales Assistant Tools, please
contact SouthWestern Association at 1-800-762-5616.

AGCO Executive Moves to
Case IH
     Case IH has announced that North American Business,
Ag Vice President of Marketing Frank Anglin, who started
in 2005, is leaving the firm.
     Jim Walker, a former AGCO vice president and general
manager is to replace him effective July 1, 2006.



 5                                                                                                                                                                 SouthWestern Association Flash • June 2006



SouthWestern Association Flash • June 2006                                                                                                                                                            6

Charter Sof tware Releases New W arranty Module

DealerWin™ New Warranty
Module Interfaces With John
Deere and OPEI Manufacturers
     Charter Software Inc., a leading provider of business
system software for outdoor power and agricultural
equipment dealers, announced its release of its new Warranty
module for DealerWin™, its 32-bit Windows-based business
management software.
     The Warranty module allows users to track and have full
accountability of warranty claims, including the tracking of
warranty expense by manufacturer. In addition, the user, with
one click, can send warranty claims to John Deere which
immediately populate all parts, labor and segments to John
Deere’s WIN. This one click capability will be expanded to
support the OPEI warranty standard within a month.
     “We are very pleased about releasing this module.
Equipment dealers constantly struggle with the tracking of
their warranties and determining their profitability at their
dealership, particularly by manufacturer. The electronic
submission of warranty claims for John Deere, as well as
supported OPEI manufacturers allows dealers to save hours
in processing of warranty claims because it alleviates double
entry. We have been committed to providing technology
interfaces with John Deere dealers since 1988 and are very
excited about adhering to the OPEI warranty standard. As
online warranty claim processing becomes more prevalent,
these interfaces are huge time savers for dealers,” said Anne
Salemo, president of Charter Software Inc.

Retailing T rends...
•   Retailers are prepping for hurricane season, and some
homeowners are already getting ready. Home Depot and
Lowe’s are stocking up on commodities such as plywood,
flashlights and shutters. According to an article in USA Today,
Home Depot is also placing orders for hurricane shutters
every half hour every day. Shutter installers are backed up as
many as 50 weeks. One New Orleans building contractor,
calling himself Hurricane Guy, offers a variety of services to
homeowners, including providing custom shutters, copying
key documents that could get destroyed, making hotel
reservations, plotting evacuation routes and boarding up the
house before the storm.

•   Overall, retail sales were up 0.1 percent in May, said a
report by the U.S. Commerce Department. That is mainly
due to more sales at the pump. Gasoline sales were up 1.9
percent, making up for declines elsewhere. Sales at furniture
and home furnishings stores were 0.5 percent lower than last
month, but 7.4 percent higher than a year before. Building
material and garden equipment stores reported a 0.4 percent
decline in sales, but a 11.2 percent increase from the same
time last year.

Source: Home Center Institute, June 22, 2006

North American Retail Hardware Association - 2006
   Convention and Annual Meeting - July 10-12,
   Kingsmill Resort, Williamsburg, VA
Aug. 17-19, 2006 - Orgill Inc . - Fall Dealer Market
   Chicago, IL
Sept. 22-24, 2006 - Blish-Mize Co. - Fall Customer
   Buying Market, Overland Park, KS
Oct. 6-9, 2006 - Ace Hardware Corp. - Fall
   Convention, Philadelphia, PA
Oct. 14-17, 2006 - Do it Best Corp. - October Market
   Indianapolis, IN

Upcoming Hardware Market s
and Shows
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Federal Legislative Up date
•   Estate tax relief may still be alive. After failing to bring the
Death Tax Repeal Permanency Act to the floor, Senate
leaders had to decide what to do. Would they attach an
alternative proposal to a bill such as pension or immigration
reform already in a conference committee? Introduce it as a
stand-alone bill? Ask the House to pass a new relief bill for
the Senate to consider? They decided on the latter.
     The House obliged by passing the Permanent Estate Tax
Relief Act. It would increase the amount of an estate exempt
from the tax to $5 million per person, index it for inflation
and lower the tax rate on the rest. Estates up to $25 million
would be taxed at the capital gains rate, those above $25
million at twice the capital gains rate. The bill would reunify
the estate, gift and generation-skipping transfer taxes, allow
married couples to carry over any unused exemption to the
surviving spouse, repeal the deduction for state estate taxes
and establish a stepped-up basis for inherited property.
     The Senate is expected to consider this bill this week.
There’s still a big question whether the leadership has the 60
votes to get past a filibuster. At last count, they were about
three short.
•    Democrats are stepping up efforts to raise the minimum
wage and this time around they have support from enough

Republicans to make a majority in favor – but not the super
majority necessary to overcome procedural hurdles.
     In the House, the Appropriations Committee approved
an amendment to the Labor Department appropriations bill
to raise the minimum wage to $7.25 by Jan. 1, 2009. Speaker
Dennis Hastert put off indefinitely a vote on the
appropriations bill. House Democrats tried and failed to
attach the minimum wage increase to the Permanent Estate
Tax Relief Act.
     In the Senate, Sen. Edward Kennedy (D-MA) offered an
amendment to the Defense Department authorization bill to
raise the minimum wage to $7.25 over two years. Sen.
Michael Enzi (R-WY) sponsored an alternative with several
small business tax breaks. The Senate rejected both proposals.

•   Aug. 1 is the effective date for Federal Communications
Commission (FCC) regulations on commercial faxes under
the Junk Fax Prevention Act of 2005. If you send fax
advertisements to customers, you will need to meet certain
requirements such as putting an opt-out notice on the first
page of the fax. More information is available from the
Federal Communications Commission at www.fcc.gov.
Source: North American Retail Hardware Association
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Save the Date - 2007 Regional
Conferences

     SouthWestern Association will host Regional
Conferences in January and February 2007:
Jan. 22, San Antonio, Tex. Jan. 25, Amarillo, Tex.
Jan. 23, Dallas/Ft. Worth, Tex. Feb. 23, Kansas City
Jan. 24, Oklahoma City, Okla.

Drought Afflict s the U.S.
     More than half of  the U.S. is abnormally dry or worse,
with 35 percent of the country experiencing moderate to
exceptional drought, according to a USDA drought
monitor. New abnormally dry conditions are noted in
much of Minnesota, as well as northeastern Wisconsin and
southern Iowa.
     Conditions also remain dry along a wide band on both
sides of the Missouri River in North and South Dakota.
Crops have been significantly affected throughout the Plains
and Midwest. According to the USDA, Texas and
Oklahoma are expected to see 66 percent and 47 percent
declines in winter wheat production, respectively, when
compared with last year.
     At least half of  U.S. winter wheat was poor or very
poor, at the beginning of last week in Texas (77 percent),
Oklahoma (68 percent), Colorado (65 percent), South
Dakota (56 percent), Nebraska (51 percent) and Kansas (50
percent). Much of the oats, sorghum, spring wheat and
cotton in these states are also in poor or very poor
conditions. Pastures are also drying out, with more than 80
percent of range lands in Arizona and New Mexico in poor
or very poor conditions.
Source: Farm Equipment Manufacturers Association, June 21, 2006

Expo 2006 - Set For Oct. 6-8

     The dates for the 2006 International Lawn, Garden, &
Power Equipment Expo are set for Friday through Sunday,
Oct. 6-8. The annual event, held at the Kentucky Exposition
Center in Louisville, will draw industry members
worldwide. EXPO is sponsored by the Outdoor Power
Equipment Institute (OPEI).
     About 450 top manufacturers and suppliers will exhibit
together in one 425,700-sq.-ft. exhibit hall. In addition, the
20-acre outdoor demonstration area will be open for “test
driving” each day of the show. Products on display will
include power equipment and lawn and garden products
for consumer, commercial and rental use. A registration
brochure is available by calling Sellers Expositions, 800-558-
8767 or 812-949-9200.


