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MNow's the time to stock up on ac repair parts. Help prevent costly downtime during harvest =
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From the President’s Pen ... .~

Membership ROI —

are you getting yours?

Association leaders all
across the country are continu-
ally challenged with bringing
value to their members and
answering that all important
question:

“What have you done for
me lately?”

Well the last time I
checked, the NTPDA offered

nearly twenty member benefits
— any one of which exploited
could bring complete return on their investment in member-
ship.

That’s right, from ARAMARK to TELEQUIP all the
way to our member referral program, there are abundant
ways in which you can easily recoup your entire investment
in membership.

In my opinion, one of the best benefits is the new
SMART SHIPPING PROGRAM that comes from our part-
nership with the SAV Transportation Group.

SAV recently informed me that although there are still
more members to orient, there are an impressive number of
our members that have begun to utilize the program.

If you’ve not yet gotten the “memo” then let me re-
view:

SAV has negotiated custom pricing and has done so
based off of our collective member “spend” — those who’ve
enrolled in the program have unlimited access to preferred
rates for:

Jeff Griggs - President

v' SAV’s fleet and brokerage service for both full and par-
tial truckloads

v" Less-than-truckload (LTL) freight service from over
forty qualified carriers

v Domestic and International Small Package service from
FedEx, UPS and DHL

v' Specialty service including: flatbed, drop-deck, step-
deck and RGN trailers for full equipment moves —
AND

v" A full coverage insurance option from folks at Wells
Fargo Insurance services.

Aside from this broad range of services, SAV is willing
to work with any of our members to arrive at SMART
SHIPPING strategies and define custom routing guides
and they also plan to offer their SMART SHIPPING
SEMINARS at our next annual convention.

Virtual Shipping Assistant

Fowered by the SAY Transponation Group
Fleasn e baloar UG QEL FOUr rSES ANFOT MaYE Your ght
& 'E_ -‘? -
NTPD . N ﬂ 3
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Glen Leaders (Leaders Salvage) reports sound customer
service, Tracy Carpenter (Pleasant Hill) has continually ac-
cessed the special “truck and tractor” rate that SAV has ar-
ranged our members and Mat Erickson (Farmland Tractor)
shared that he saved $75 on the very first shipment under
the new SMART SHIPPING program.

Anyway, it might be a good idea to visit our website and
take a new look at the MEMBER BENEFITS page. While
you’re at it you can click the SMART SHIPPING tab and
get enrolled in the SAV program.

That’s what we’ve done for you lately and there are
more good things to come!
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Aluminized steel IH mufflers
These baffled mufflers are restoration quality! Each muffler features high temperature paint,
like original dimensions and stamped IH logo & part number.
r'l E N 'F
IHS497 IHS500 ? IHS1923 IHS1930
Fits: A, B, C, Super A, Fits: H, 14, Super H, | Fits: M, Super M, 16, Fits gas, LP, diesel
Super C, 100, 130, W4, Super W4, 300, i T6, W6, Super W6, (unless noted):
200, 230 350 (1-3/4" dia. [ 400, 450 gas, LP, 340 diesel, 460,
s outlet) | £ diesel 504 diesel, 544,
FLJL_ 560, 606, 656 gear
- drive, 660, TD340,
(500 Crawler SN:
H2371 & up),
3514,3616
9 s Ny
1-800-234-3280 phone « 1-800-854-1373 fax « Prices do not include shipping & handling / Prices subject to change without notice
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ABOUT GROWING OLDER...

Eventually you will reach a point when you stop lying about your age and start bragging about
it.

The older we get, the fewer things seem worth waiting in line for.

Some people fry to tum back their odometers. Not me, I want people to know "why" I look
this way. I've traveled a long way and some of the roads weren't paved.

When you are dissatisfied and would like to go back to youth, think of algebra.

You know you are getting old when everything either dries up or leaks.

I don't know how I got over the hill without getting to the top.

One of the many things no one tells you about aging is that it is such a nice change from being
young.

One must wait until evening to see how splendid the day has been.

Being young is beautiful, but being old is comfortable.

Long ago when men cursed and beat the ground with sticks, it was called witchcraft. Today
it's called golf.

If you don't learn to laugh at trouble, you won't have anything to laugh at when you are old.

USED REPAIR PARTS
&

Wheel Loaders, Crawlers, W E Im @ E @@

Track Excavators, OF MIYERSTOWN

Loader Backhoes, Skidders, Tractors + Ag Equipment + Tractor Parts
Skid-Steer Loaders, USED, RECONDITIONED & NEW PARTS
Engines and Transmissions Largest Computerized Inventory In The East
www.wengers.com

“Rely on our Experience - Est. 1967”

Short & Long Blocks for
Agricultural & Construction Use

% |
ﬂ Schaefer

nterprises Many Short Block Makes
& Models In-Stock
800-626-6046 ~ 618-833-5498 Custom Rebuilds Also Available

All Work Done By Our Skilled i
In-House Technicians with over 60 Years Combined E\(perlence

Hwy 3, PO Box 136 Ag. 800'451 '5240 Const. 800'552'5080

814 S. College St. 831 S. College St.
Wolf Lake, IL 62998 Myerstown, PA 17067

www.sewlparts.com - parts@sewlparts.com




Message from Phylis

Summer has officially arrived...and  would tour someone’s -
here in Texas we are already expe-  place of business,
riencing 100+ degrees! We’ve had  have a cook-out,
a little rain but we could sure use  visit places of inter-

some more! Hopefully that will hap-  est, etc. See below
pen before too long. for a great group

In a few months we will start work-
ing on our 2014 Conference and
Trade Show to be held in Tucson,
AZ. We will be discussing the sched-
ule at our board meeting in July. If
you have any thoughts about what
that joined us in you would like to see us bring to this

It also means that we are half-  Sioux Falls in 3 show please feel free to contact my-
way through the year and Kim and  2003!  Hope- self, Kim or any of the board mem-

I are getting ready to attend our  fully we’ll be able to do that again in  bers. [ will also be visiting Memphis
Summer Board Meeting that we  the very near future! this year to begin planning our 2015
are holding in Kansas City again Conference and Trade Show and

this year. Kansas City is centrally  In this issue of the Bulletin we willbe ~ will be bringing you that informa-
located for most of us and easy to  highlighting the 2013 scholarship re-  tion when I see you in Tucson.

fly in and out of and close enough  cipients. Once again our committee -

for some to drive. We meet Friday  consisting of Jeff Fawcett, Carol Rus- I hope all of you have a wonderful
night for dinner and hold the board  sell, Brian Kitch and Bob Waggoner = summer...stay cool and be safe.
meeting on Saturday. We do this to  had the difficult decision of awarding

save the Association a bit of money.  these scholarships. A big thank you  Until next time,

But we would love to bring back the  for all the time you spent in doing this PZ’WW/X
old days when we had many of you = for NTPDA...we sincerely appreciate

join us for the board meeting and we  you.

Summer Board Meeting - Rapid City, SD - 2003 - Let’s bring back the good ole days!!!!!

- g fidi
— - ot 1 .
¥




Tractor-Dart.com

www.tractor-part.com

40,000 Hits Monthly

Increase Your Parts Sales

Allied Members List Your Inventory For Free
Sale Leads Sent Direct to You
Optimized For Google
New Dealer Inquiries Welcome
Link to Your Website

Allied Information Networks Call Us To

800-866-0466
www.tractor-part.com

Submit Your Inventory Today!

The Bolt Barn-®

All your hardware needs in one convenient location!

The Bolt Barn® by Trinity is the perfect solution to
managing, merchandising and replenishing your
retail hardware. This unique stand-alone structure
is sure to generate plenty of customer buzz and
repeat business. And thanks to Trinity’s inventory
technology, you control the volume making The
Bolt Barn® ideal for minimizing costs and
maximizing value.

Each Bolt Barn® is built onsite and includes:
* 15’ x 22’ American Made Barn with free installation
and set-up
* Merchandizing cabinets containing more than 1,000
Sure-Lok® pans (with dividers)
* More than 2,000 items and 18,000 Ibs. of hardware

* ScanSwift Scanner and set-up for easy ordering
and replenishment

For more information, contact:
Dan Zehnder
(563) 459-6341
dzehnder@trinitylogisticsgroup.com

‘A TRINITY

=L SUPPLY CHAIN SOLUTIONS




Whatever happened to Customer Service?

ecently we experienced a problem with outgoing

toll free phone calls. I called the telephone com-

pany that sends us an invoice every month with

their name across the top in large print to request
repair service. I had to spend 7-8 minutes wading through
the usual automated phone answerer only to be told I had
to call a different number. At the second number there was
the same automated service and then finally, a “customer
service representative”
started asking me what
the circuit ID # was and
I couldn’t locate that in-
formation on their bill-
ing statement. The next
round of questions per-
tained to what type of
circuit it was and I had
to admit that I was not a
telephone technician - I
was merely a customer
needing phone service
repair. Finally, 20 min-
utes into this call the
representative told me
they had sold off our geographic area two years ago and
now I must call another number at a different company to
request service.

In the last six months I contacted my local Cable TV
provider to inquire about a service upgrade. After agree-
ing to a new program I was instructed to pick up a new
black box from the local office and on my way home from
work I stopped to do so. When I arrived I was told that there
were none in stock-seems the toll-free number that I called
could be any one of three scattered around the United States
and the local agent assured me they would have no access
to their inventory information (not how they tell it when
speaking with them). The local office does not provide ANY
phone service - no number listed so you cannot call them -
you must walk in their door and wait in line for an agent to
wait on you. Their primary Customer Service is afforded
with out-of-state phone answerers that can quote promo-
tional rates, recite the physical location and office hours of
the nearest agent, but mislead customers about equipment
availability.

I have requested that the local electric utility inspect
our property and recommend a configuration for establish-
ing back-up generator support during power outages. They
have responded by sending the same electrical engineer
three times over the last five years and he has prescribed a

By Tom Winkleblack

couple possibilities. Unfortunately, every option he propos-
es specifies a manual switch that is no longer in production
or available in the market place. I have personally contacted
the manufacturer (the engineer provided an outdated sales
brochure) and called a couple wholesale electrical distribu-
tors trying to either locate inventory on a shelf or verify that
it is no longer available. It is definitely not available. Appar-
ently, this individual has enough political clout that the local
electricians cannot find anyone in the utility with enough
guts to go around or over him for fear of losing their job. We
have thousands of dollars’ worth of back-up generators on
hand and a service provider that could care less how many
thousands of dollars we lose because our employees cannot
work during a power outage.

Unlike the three aforementioned interactions our indus-
try does not operate in a monopolistic business environment
and we will not survive the rigors of competition if we al-
low our employees or corporate personality to develop such
a callous attitude toward our customers.

To be continued.......

1-800-248-8883

RUSSELLS TRACTOR PARTS
3710 E. Willow St. * Scottsboro, AL 35768

“Let us find that part for you!”
All used & new parts for Industrial & Ag. Equipment

Warehouser & Distributor
of Traeger Wood Pellet Grills

www.b-b-gshop.com




Five steps to customer service improvement

By Kristina Evey

If you are striving to compete or even become the market leader, these customer service tips will

help you make the necessary improvements.

Customer service is the one strong advantage that small
businesses have over large corporations. Small businesses
can form stronger customer relationships that will directly
result in higher profits and revenues.

Small business owners and managers can quickly con-
nect with the customer in a personal way, respond to service
issues, and quickly work in the best interest of the customer
at all levels.

These five simple steps that the successful small busi-
nesses use are essential to instilling an excellent customer
service experience.

~—

\

1. Make the Right Hiring Decision

Hire the smile train the skill. Making sure that you hire
friendly people is the first important step that you must con-
sider when hiring the team that will be interacting directly
with customers. For any public facing position, anyone
who's interacting with a customer face-to-face or over the
phone, be sure that that person is somebody who will best
represent your company. After all, this person is going to
be the face of your company to anyone they interact with.

2. The Culture of Your Company Must Be Customer Focused

The culture of your company at all levels from the top-
down must be focused on customer at all times. By hav-
ing a strong customer centric culture ingrained into every-
one within your company, your customers and your team
will know that the customer is a true part of your business.

3. Set Minimum Service Skills Expectations

Everyone within your business needs to know what the
clear specific expectations are when it comes to interact-
ing with customers. Without having defined expectations,
everything is left to chance. Minimum service expectations
need to be set regarding everything from how the phone
is answered, how service related issues are managed, how
the last customer impression is formed, handling exceptions
to the rule, to follow-up and gathering customer feedback.

4. Ongoing Customer Service Training

Continual training is far more effective than a once a
year training session for your team. Regular training re-
inforces how important customer service is, each and ev-
ery day. By emphasizing customer focus in every team
meeting and every process review, the customer is always
held forth as the most important person in your business.

5. Put Your Money Where Their Service Is

Build a certain part of the performance evaluation around the
level of customer service delivered. When team members
understand that a percentage of their compensation comes
directly from quality of customer service they display on a
regular basis, the members committed to excellent service
will stand out and be recognized for it. Those who don't will
feel it in their wallet and hopefully step up or step out.

Bonus step - Have a plan in place and involve your team
members in the customer experience. By getting your staff
to be part of the process and solution, the ownership of the
customer experience awakens the entrepreneurial spirit
within them.

About the Author

Kristina Evey is improving the way companies connect with their customers and is an accomplished speaker and trainer on
Customer Satisfaction and Retention. Info: http://www.kristinaevey.com.
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CUMMINS® B & C SERIES OVERHAUL
KITS AND PARTS AVAILABLE

Our catalog provides you with a user-friendly
way of looking up and selling B & C Series
overhaul kits and individual parts.
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Howard’s offers overhaul kits and/or a full range of
individual items (e.g. bushings, camshafts, oil pumps, etc.).
We are pioneers of the complete engine overhaul kit. Kits
provide more comprehensive coverage for agricultural,

SERVING YOU FROM heavy-duty & industrial equipment.
LYNN IN We carry clutch kits and components, along with hard parts
(e.g. mufflers,manifolds, hydraulic pumps, etc. to complement
BELMOND IA our engine kits and parts. This allows you to get all your parts

in one place and save you money.

HOWARD LLC 800-342-2545

www.howardenterprises.com www.advantageengineparts.com
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TPD

SCHOLARSHIP

Academic Year

2013-14

Recipients

The NTPDA is proud to announce the 2013 scholarship recipients. To see what some of our recipients from
2003 have been doing over the past 10 years, see pages 14 and 15. It is rewarding to see how our scholarship
monies supported them on their journey. We are so proud of all of you!

KATELYN RAEANNE ASMUS
Yale University

Degree: English

Sponsoring Member: All
Sates Ag Parts, Inc. —
Desoto, 1A

Parents: Stephen & Sarah
Asmus

MICHAEL BLANKESPOOR
Augustana College
Degree: Pre-Med and Spanish

Parents: Loren & Phyllis
Blankespoor

Wid'

TANNER DICKERHOFF

Purdue University

Degree: Mechanical Engineering
Technology

Sponsoring Member: TTP — Diesel Degree: Mathematics

MATTHEW A. DYKE
Technology
Power & Machine Sponsoring Member: All States

Parents: Doug & Kelly Dickerhoff ~ Ag Parts, Inc. — Downing, W
Parents: Paul & Lori Dyke

South Dakota School of Mines and

Sponsoring Member: A& Products SARAH ELIZABETH BONSON

Mount St. Mary’s

Degree: Chemistry

Sponsoring Member: Hoober, Inc.
Parents: Mark & Ann Bonson

A
BLAKE EISENMANN
Northeast Community College
Degree: General Studies
Sponsoring Member: Eisenmann

Supplies Inc.
Parents: Bob & Mary Eisenmann
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AUSTIN DANIELS

University of Wisconsin — Platteville
Degree: Physical Education
Sponsoring Member: Plastics
Unlimited & FabriGlass Composites
Parents: Kevin Daniels and the late
Marla Daniels

K. JANAE HERR

Penn State University — Berks
Campus

Degree: Agricultural & Extension
Education

Sponsoring Member: Hoober, Inc.
Parents: Eric & Melissa Herr
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MORGAN KATHERINE LAUER
University of lowa

Degree: Pre-Medical
Sponsoring Member: Herschel
AMANDA KIEFFER Parents: Brett & Molly Lauer

Kirkwood Community College
Degree: Agriculture Business
Sponsoring Member: Plastics
Unlimited & FabriGlass
Composites

Parents: Terry & Nancy Kieffer

DESIREE O’CONNELL

St. Catherine University PAIGE M. OLSON
Degree: Exercise and Sport Concordia College
Science

Degree: Nutrition/Exercise

BETHANY NANNENGA
University of Northern lowa
Degree: Elementary Education
Sponsoring Member: TCM, Inc.
Parents: Randall & Deanna
Nannenga

JENNA MANUS

Art Institute International
Degree: Interior Design
Sponsoring Member: A&l
Products

Parents: Dan & Sherry Manus

TESS WILNER
Cornell College
Degree: Business

Sponsoring Member: Downing Science %Poi?si(r)]ri?gnl\ﬂ/\empt;i;
Tractor Parts , Sponsoring Member: Parent 'gD . dg& Kristine Wil
Parents: Dan & Joan O’Connell Worthington Ag Parts arents: Davi ristine Wilner

Parents: Brian & Rachel Olson
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JASON WITTE
Ten years ago Jason received an NTPDA scholarship
and graduated from college at TSTC in Waco, TX.
His major was in Industrial Maintenance
Engineering and he graduated with a Associate of
Applied Science Degree. He started work for Bimbo |
Bakeries in Waco, TX. while attending school in -1-* ==
the Co-op program. He worked in the maintenance
department keeping the machines running and even
continued working there after graduation. The
business decided to close this warehouse down and
move to another town. Jason then went to work [d
for Allergan in Hewitt, TX where he maintains the
machines that package the eye products. He and his wife, Megan, live in Valley Mills, TX with their
daughter, 20 month old Cadence Harper.

-
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Marc Johnson, a long-time member and one of the founders of NTPDA passed away on March 23, 2013. Marc had many
friends within the association and we send our condolences to Marc’s wife, Betty and their family. We thought it would be fit-
ting to reprint the article that Marc wrote some time ago about his journey to Cranfills Gap and how he became the owner of
Gap Tractor Parts.

As you can tell...this is in “his own words”.

Me and Bet got out of the Navy in 1961 and headed back to the Gap
from California in a 1950, hot water six, Ford 2 door sedan. Made it
fine. I went to work fer my dad at “Johnson’s Garage” fer fifty bucks
a week. No set hours. Harvest time, mebbe 24 hours a day. Got to
keep them farmers in the field. Got a call from a friend of mine up in
Garland who said he could git me on at the plant where he worked
as a maintenance mechanic fer just a bunch of money a week. We
moved up there in 1967. Makin’ more money than a country boy
could hardly dream of. Livin’ in a rat nice apartment with cold air.
Hooooeeeey! Late '68 got the chance to buy me and Bet a house. One of them tract
houses what was the model home. Seventeen hunnerd square fee, with cold air and
even a built in vacuum cleaner.

Now, me and Bet had growed up what most folks would say was sorta poor. We didn’t
know it at the time; cause everybody in the same shape. I'l1 tell ya though, that she had
it tougher ‘n me, fer reasons I won’t go in to here. Anyhow, we was livin’ purty high on
the hog.

Got a phone call from a friend of mine down in the Gap probably about March of
‘69. Said he wanted me to come to the Gap and have a meetin’ with some folks down to
the bank. Wouldn'’t tell me what it was all about but assured me I shore ‘nough oughtta
come. So I did. Seems Carroll Knudsen and J. J. Lee owned some lots and building
up on the corner of FM 219 and SH 22 that was vacant. This was once the site of the
Gap gin. They had held a tractor and equipment auction since ’57 but had moved it to
Clifton in ’67. Them and a group of town leaders was tryin’ to git somthin’ goin’ in the
Gap. They had been in the tractor and equipment bidness fer a number of years and
noticed many salvage yards around in their travels; especially up in Missouri. Thought
that would be a good deal fer the Gap. Wanted me to take a share of it and run it for
them. Handshake deal that they’d pay me a salary and that they’d want me to buy them
out in 3 to 5 years if’'n it looked lak it was gonna work.

I went back up to Garland and announced to Betty and the kids that we were
movin’ back to the Gap. Her response was, “Marc, if you think I'm movin’ back to the
Gap, and starve to death, you crazy as hell”!!! But, I done tol’ ‘em we’re comin’. Well,
she didn’t like it; but hoped to heck I knew what I was doin’.
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June the 5th, 1969, and we opened “Gap Tractor Salvage, Inc”. We still had the
“hoot and holler” phone system and our number was 58. Yep, 58 is all it was. Arnold &
Agnes, the operators knew all them numbers and how many rings on each line to git
anybody. But, that's another story; I'll share with ya sometime.

Best I remember my first sale was to a local feller. Sold him a running board off
a 9N Ford for $4.50; cash money. Carroll and J. J. was buyin’ salvage tractors fer us
and just bringin’ ‘em in. We’d tear ‘em down and hope to heck we could sell the pieces.
Didn’t take long fer the word to git around about the Gap. Took out a small ad in the
Progressive Farmer and ran it on a till forbid basis. Best money I ever spent.

Well, in about ’74, I bought out the other eleven folks what had helped start this
bidness and became sole owner. Over all the years I tried to let folks know that they
would be dealt with fairly, in all aspects. And, it paid off. I am really proud of the repu-
tation we built up over them years.

Elliot Brody, of Central Tractor, came to the Gap in 1988 and wanted to know
if I'd be interested in sellin’ Gap Tractor. Well, we made a deal and my last day was
December 31, 1988. I was, supposedly, a man of leisure. Out of a job, but with a little
money in my pocket. Not a clue what I was gonna do next. But, Betty said she could
probably keep me busy for a while.

Well, in '92, Central announced to Larry Simmons, their Manager, that they were
either gonna close up the Gap, or sell. Larry put together the deal to buy it from them,
and let them go hack up north.

Well, in ’95, I done realized that there wasn’t no home-less shelters in the Gap,
and they didn’t feed senior citizens but three days a week, so I talked Larry into put-
tin’ me to work. I shore thank him fer this job. Gap Tractor is still goin’ good; and we
all hope it continues fer many a year to come. We git to deal with some of the finest
people on this earth. From the American farmer, to our colleagues in the bidness. I
always stressed that I didn’t have no competition; just “colleagues” in the bidness. And
might nigh all of ‘em is fine folks.

It's been a great life; but like I told a lady the other day when she asked if I'd lived
in the Gap all my life. My reply was “not yet”.

See ya down the trail, and may God bless all of ya.

Marc at the Gap
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‘ Kim Carroll

Did you know the NTPDA office
is moving? That is right. . ..we are
moving on down the road. The
landlord we have had since 1999 is
building a new building for a com-
pany he owns and has included NT-
PDA in the plans to share the office
space. It is a block from the down-
town courthouse square and will be
in a much better location than our
current building. At right is a pic-
ture of the progress as of the first of June.

This summer is a time of cleaning out files in
preparation for the transition. In doing so, I have come
across old Bulletins, pictures, articles, correspondence,
etc. One document I found was a questionnaire asking
members why they think it is important for them to be
associated with NTPDA. The one theme that came up as
I read the comments was about networking and gaining
knowledge from other members in the same business. I
know long term friendships have been formed as a result
of being involved in this association. That is just one of the

many benefits that members have received over the years.
Our annual conference and trade show is a great time to
connect with other members. It is a time to form those
friendships and collaborate in sharing ideas. If you haven’t
already scheduled to join us for the 2014 Conference and
Trade Show, January 22 — 25 in Tucson, AZ, I encourage
you to start making plans now. Join us in making the 30th
Annual NTPDA Show memorable.




- 3 ! N ZIMMERMAN OLIVER-CLETRAC
When you advertise in the 1450 Diamond Station Road
Ephrata, PA 17522
Bulleti ouive (717) 738-2573
uinietin ! i :
ey | Fax (717) 733-3529
NEW & USED OLIVER AND CLETRAC
you support YOUR crawler parts our specialty
www.olivercletrac.com
National Tractor Parts
LIQUIDATIONS * APPRAISALS
E . NEW & USED FARM EQUIPMENT & PARTS * TIRES
Dealer Association. KADDATZ
AUCTIONEERING AND FARM EQUIPMENT SALES
Office: 254-582-3000 Fax: 254-582-1034
Together, we are stronger! Horme: 254-582-3071 #TX56678
Web Page
kaddatzequipment.com
i Emal: skadda@yahoocom <X
M 535 HCR 4223, Hillsboro, Texas 76545
. Member of Texas and National Auctioneers Association &
® Fellowship of Christian Auctioneers Imtemational

AI.I. STATES AG PARTS

7 GIANT SALVAGE
YARDS TO SERVE YOU!

One-year warranty on all parts
« Used, new and rebuilt parts

e Parts for all makes & models

" , =, e . W E L ' = -
Downing, Wl Black Creek, Wl  Ft. Atkinson, IA Salem, sD Bridgeport, NE Hendncks MN 51kesmn MO
877-530-1010 877-530-2010 877-530-3010 877-530-4010 877-530-5010 877-530-6620 877-530-7720

vt 877-530-4430 s

www.TractorPartsASAP.com
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Tim Shaw / Paul Jensen Steven P Haas
Jensales, Inc. SAV Transportation Group
200 Main Street 11325 Xeon Street
Manchester, MN 56007-5000 Coon Rapids, MN 55448
Phone: 507-826-3666 Phone: 612-296-1806
Toll Free: 800-443-0625 e-mail: shaas@savtrans.com
Fax: 507-826-3777 website: www.savtrans.com

e-mail: tim@jensales.com * website: www.jensales.com Company Description: Based in Minneapolis, Minnesota, the
Company Description: Jensales manufactures reproduction SAV Transportation Group operates an independent fleet, a
manuals as well as sell new aftermarket parts. comprehensive brokerage and a progressive e-commerce
division and are a direct provider of Truckload (TL),
Less-than-truckload (LTL), and both domestic and
international small package services.

DON’T FORGET!
IT’S TIME TO ENROLL IN THE NTPDA SMART SHIPPING PROGRAM

N'I"Pl) Welosa bed JOFF | 2t | S

Virtual Shipping Assistant

Powered by the SAV Transportation Group
sctas

3 vg
NTPD X
s ey

That’s right; NTPDA members have saved time and money by enrolling in our new SMART SHIPPING PROGRAM - which offers:

v Fleet and brokerage service for both full and partial truckloads
v’ Less-than-truckload (LTL) freight service from over forty qualified carriers

v" Domestic and International Small Package service from FedEx, UPS and DHL

v’ Specialty service including: flatbed, drop-deck, step-deck and RGN trailers for full equipment moves — AND
v Afull coverage insurance option from folks at Wells Fargo Insurance services.

CONTACT STEVEN HAAS TO GET ENROLLED IN THE PROGRAM NOW - YOU CAN REACH HIM AT 612-296-1806 OR AT: SHAAS@SAVTRANS.COM
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B8 ACRILIRE-

QUALITY REPLACEMENT PARTS

INCREASE HORSEPOWER & MPGS!

PERFORMANCE MODULES FOR LIGHT/MEDIUM/HEAVY-DUTY TRUCK & AG EQUIPMENT

CAT, CUMMINS, DETROIT, DODGE, FORD,
CHEVY, GM. INTERNATIOMAL, MAVISTAR, JEEP,
MACK, MERCEDES, VOLESWAGEN, AGCO, APACHE,
CASE, CHALLENGER, CLAAS-LEXION, HAGIE, KUBOTA, ICB,
JOHN DEERE, MASSEY-FERGUSON, McCORMICK, MILLER,
NEW HOLLAND, PREDATOR, VALTRA, VERSATILE, & MORE ADDED CFTEN!

Area Dlesel Service, Inc.
~IL: 1-800-637-2658

3 li IA: 1-800-237-4692

NMBEV rroud Member of the National Tractor Parts Dealer Association.
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SPECIALIZING IN
REPLACEMENT
PARTS FOR

FORKLIFT

CATERPILLAR"
ISUZU"
MAZDA’
MITSUBISHI®
NISSAN®
PERKINS®
TOYOTA"
WAUKESHA'

TRACTOR

ALLIS CHALMERS®
CASE"

FORD"

IHC"

MASSEY FERGUSON"

INDUSTRIAL &
L-""

BOBCAT"
ISUZU"
KUBOTA’
YANMAR®

TRAC-PRO

YOUR ENGINE PARTS SOURCE:
- INDUSTRIAL

- MARINE

- TRACTOR

- COMBINE

WE ARE PROUD MEMBERS OF:

'Fl".l.
1T
(L1

f Ui

- SJE\TES@TRACFRO COM
WWW.TRACPRO.COM




$12K in Checking? You’re Lemon-ing

In one of the early episodes of the recently concluded
NBC series “30 Rock,” Jack Donaghy, played by Alec
Baldwin, asks Tina Fey’s character Liz Lemon where she
invests her money. She replies, sheepishly, “I have like 12
grand in checking.”

But the latest numbers from the Federal Reserve re-
veal that Liz is far from alone in keeping a big chunk of
her money in checking. Checking account balances have
risen sharply since the financial crisis rocked markets and
interest rates on certificates of deposit have fallen to all-
time lows. Now, there is $902 billion sitting in American
checking accounts, the highest it’s been since the Fed
began collecting data in 1959.

In fact, the amount of money sitting in checking ac-
counts actually has exceeded the total amount in CDs
since late 2011, which hasn’t been the case since the early
“70s.

Of course, you could always put your savings into a
balanced portfolio of stocks and bonds designed to grow
wealth over the long term. But if you’re committed to

Catering to your engine

Replacement parts for:

John Deere®,
Cummins® @ &c),
Caterpillar® (30s4 / 56) 8
Perkins® Engines
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keeping a ton of cash in a
checking account, there are
ways to earn a return.
Many online banks and
credit unions offer high-
yield checking accounts
that can pay up to 2 percent
annually on your checking
account funds as long as you meet a few conditions such as
making a minimum number of transactions per month.
If that doesn’t work for you, you can always link
your checking account to a high-interest online savings

account.

What do you think? Do you have most of your money
in a checking account? Are you earning any interest on
it?

Read more: http://www.bankrate.com/financing/banking/12k-in-check-
ing-youre-lemon-ing/#ixzz2Qr5plX4g
Follow us: @Bankrate on Twitter | Bankrate on Facebook

712-362-4200 * 1-800-548-9464

Your Classic

Diesel Expert!
Service/Repair and exchanges for:

_— - * Turbos

| B\ | * Nozzles

! * Injection Pumps
\ '-| L

=

Home to:
Schroeter Diesel

Technology Museum

2403 Murray Rd ¢ Estherville IA 51334
1-800-548-9464  www.centralfuel.com




Business Trip vs. Family Vacation

The line between home and work is certainly more  (Possible solution: Tack a couple of work-free days to
blurred today than it was a generation ago. Many ofus  the end of the trip.)
telecommute or work in home offices, and we may fre-
quently adjust our work schedules for family matters. - Just like at home, life with kids can be unpredictable.
There is a renewed focus on life-work balance, and in ~ “My wife and toddler both got the flu on our trip to
most companies, no penalties are doled out for leaving  California,” recalls one frequent business traveler. “I
early to catch the middle school soccer finals or the first ~ ended up distracted, and I had to leave business din-
day of kindergarten. These changes are affecting busi-  ners early to help out. It was not ideal.” Keep in mind
ness travel also, as parents consider combining a work  your kids’ sleep patterns as well, and how peaceful ev-
trip with a family vacation. But is it a win-win? eryone will be in a hotel room. Do your young
\//{// kids still wake up at night? Will you be able to
2 get up early for work without disturbing every-
one? What if someone falls il1? Do you need to
consider an upgrade to a suite or larger room to
make sure everyone’s comfortable and rested?

_—

Bringing your family on a business trip is
tempting. It reduces vacation costs sig-
nificantly, if your company covers your
airfare, hotel room and rental car. It al-
lows you to rack up extra award miles.
It introduces your family to destinations
they might not otherwise see, and gives
you a chance to experience those plac-
es together. Perhaps most important, it
helps keep you connected. For those
who spend a good part of the year
traveling, it can ease the burden of so
much separation from loved ones.

- Travel logistics can get complicated.
Canceled flights, missed connections,
bad weather or problems with the hotel
or rental car might not be a big deal

to a solo traveler, but can be when
traveling with the whole family

— leaving you feeling drained for
work. Once you arrive, you also

have a lot to coordinate, from de-
ciding whether your family needs

its own car to figuring out how to

keep all your receipts separate.

These are all strong arguments for
bringingyourfamilyalongonyournext
trip, but you’d be wise to also consider
these points before making a decision:
In the end, only you can finally de-
- It can be a struggle to feel respon- cide whether it’s right for you to mix
sible for your family’s fun when you’re supposed to be ~ business with leisure on your next trip. If it’s going to
focused on work. This is especially true if your spouse  be a particularly demanding one — including presenta-
and kids signed on for this trip expecting a true vaca-  tions or intense negotiations — you may want to main-
tion, and the hotel or destination is not all that you had  tain maximum focus by flying solo. But if the work
hoped it would be. (If it pours the entire time you’re  feels manageable, the destination is appealing, and the
in Florida, for example, will you have to field com-  kids are at comfortable travel ages, you can create a
plaints and worry about what everyone should do?)  memorable family experience for everyone ... and still
get your job done.

- The flip side can also be a challenge. Say the place

is fantastic — there are lots of things to see and do —  Retrieved from: http://connections.msn.com/articles
and your family gets to go have a blast while you are

stuck at work. This might pull your focus and make

you resentful, as you daydream about roller coasters,

beaches or restaurants you’re not able to experience.
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FOR OUR

2014

CONFERENCE AND

TRADE SHOW

TAKING PLACE AT

¥ ¢ASINO DEL SOL HOTEL
AND CONFERENCE

CENTER
INTUCSON, AZ

JANUARY 22 - 25, 2014

EXCHANGE OR REPAIR

In Stock — the really old and really new!

Sy W -8 G-

= Extensive Inventory
Injection Pumps, Nozzles, Turbos

« Authorized Repair Facility diesel
« 45 Years of Service sperialties in

Sioux City, 1A (800) 475-4827

25

Sympathy is extended
to the Eftink family
on the passing of
David’s sister, Barb
Jarvis. Doris said
that Barb was a true
angel and will be
missed. Our thoughts
and prayers go out to

the family.
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tion
heavy-duty SolU
Thf"ﬂur diesel engine needs:

éta’%%ﬂh\% DM
_+ Engine overhaul kits

. Cyllnder heads / valve traln
. Crankshafts
. Camshafts =
.Turbochargers =
s Injectors
« Oil pumps
. Water pumps
- . Connecting rods
I
E il

Endurance Pﬁwer Products
~ (800) 467-5545

Local: (402) 467-5500
Fax: (402) 467-3131

6200 Arbor Road
meuln HE 68517

i
-‘:" ‘!-.- A £

 «Water Pumps

Hemanufacrured Clutch Spemahsts

Y _-"-;; o

L

N

YR

Assem blles

o

= 'Féssrﬁ Plate
. Clutch Discs 2
. Torsion Dampner Discs

. Steer:ng ColumnNalve Assy

« Hydraulic Pumps

. Flywheels
. Bearmgs | _
A Torque Ampllf' ers

' T Inc.
(800) 447-2161

Local: {541] 710-2161

Fax (641) 71 l}~241?

106 E Main St :
Stacyville, IA 50476




Three Tips to Increase Business

By Michael P. Libbie

Everybody wants to draw more cus-
tomers to their online store, physi-
cal store or the service they provide.
Sometimes we look at the competi-
tion and wonder how it is they are
building their business while ours
may seem stagnant. Here are three
simple, fast and proven ways that
you can boost business and begin to
build a larger client base.

ﬂdUETTISIM%

bmndmﬂ \

proa uuﬂ'
Marketing Plan — Most small to
mid-size business fail to put togeth-
er a strategic marketing plan that fo-
cuses on business growth. Far too
often advertising/marketing are secondary thoughts and not
a very large portion of the budget. How do you change
that? You’ve got to sit down and spend some quality time
to learn the truth. For example, Where are my customers?
— Sounds easy right? “Hell, Michael, they are on farms!”
True but what is attracting them to the competition? What
kind of producers are they? What is the snapshot of your
existing customer and what can you do to attract more of
them? All of this takes time and often you’ll have to step
out of your current role to get the bigger picture.

cusTnmer

What Tools to Use? — You can’t plant with a combine.
You’ve got to be using the right tools to put your message
in front of your perspective customer. Just because a media
sales person tells you they are the best answer for your ad-
vertising dollars doesn’t mean it’s true. When you create a
marketing plan you’ll look at everything you are currently
doing and then change it to match the tools your perspective
customers are using.

Am I Pretty? — Face it some of your marketing messages
are getting a little “long in the tooth”. Same logo, same
website, same print message, same, same....same. Even
worse we’ve seen really bad stuff that is new but it’s still...
bad. Justbecause it was your father’s logo or because “Dad
always used black and white print ads” does not mean it will
work today. There is a reason why burger companies take
great pains in producing “glitzy burger ads”. Hey, it’s just a
hamburger but man does it look...pretty.

OK, I lied. All of this stuff takes work and while they are
proven ways to increase your business you can’t do it that
quickly. It is going to take some time to turn things around
and you’re going to have to be dedicated to the effort.

Marke |

If you want to learn more about how
we think when it comes to advertis-
ing and marketing I’d invite you to
visit our website, sign up for our
blog, watch our broadcast Insight on
Business all designed to offer your
business ideas that will help your
business succeed in this market or
any.

Thanks for reading!

poalemmg

— Michael

\". sevvice

L

Michael P. Libbie is the “Chief Chair Mover” at Insight
Advertising, Marketing & Communications and a long-time
member of NTPDA. For more about Insight you can visit
www.InsightCubed.com or feel free to call Michael at 866-
331-3206 or Michael@lInsightCubed.com

*SEATS FOR EVERYTHING
YOU S5IT ON*
*CAB INTERIORS*
*CUSTOM MANUFACTURING*
*QUALITY RESTORATION *

Transform
From Trash
to Fabulous

NTPDA
Members
Mention this
Code 04112 for a
10%% Discount
on your next
order
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Biuimamel “YOUR ENGINE PARTS EXPERTS.”
+ Used Engines, Long Blocks, «

Short Blocks, Blocks and al AG. —CNST. - & HVY. TRUCK

other engine parts!

0 ||| B

338 838
o000

...................................................................

* Factory Direct Quality Parts *
* Thousands of Parts in Stock & Ready to Ship *
* Wholesale Pricing & Drop Ship Available *

RFEngi o (800) 828 - 6943

info@rfequipmentinc.com

Morrice, M. WWW.DIESELCRANKS.COM
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RELIABLE "BRAND-USED" PARTS

Used Repair Parts
For

CASE Wi

Tractors /| Combines

Hoober...Your Used Parts

SPECIALISTS

We have a great selection of quality

Used Parts
Contact us for any new or used part and
our experienced parts specialists will do
everything they can to find it for you!

U
D

HOOBER, INC.
B Red Since 1941

3452 Old Philadelphia Pike, Intercourse, Pa 17534
800-732-0014 « 717-768-8231

Visit Us At www.hoober.com

orid

v Parting out most makes and models of
Combines and Swathers.

v One of North America’s Largest Combine
& Swather Dismantlers.

v Specializing in Late Model JD, Case-IH,
AGCO and New Holland Combines.

ALSO STOCK

Engines - Hydros - Headers - Reels - Pickups
New, Used & Rebuilt Parts Available

“Our Parts Warranty is BETTER than New”
— We Ship Worldwide —

Toll Free: 1-800-667-4515
Email: parts@combineworld.com

www.combineworld.com
Hwy #16 East & Kary Road
25 Miles East of Saskatoon, SK, Canada

Plastics
UNLIMITED, INnc.

Providing all types of plastic materials:
+ Thermoforming

o Castable Urethanes

« 5-Axis CNC Routing

« Design

» Fabrication

« Prototyping

« Composite Molding

« Water-Jet Cutting

* Molded Fiberglass Insulation

4-POST
HEADLINER

JD CANOPY TOP

JD CAB TOP

JD KICK PANELS
(Available in black only)
Plastics Unlimited, Inc. is dedicated to
providing our customers the best value in
quality replacement parts.

Plastics Unlimited, Inc.
303 1st Street NW
Preston, IA 52069
www.plasticsunlimited.net
www.fabri-glass.com

Fabri-Glass
COMPOSITES

(563) 689-4752

(563) 689-4757 fax

email:
sales@plasticsunlimited.net
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Greetings from

CGreasy §irl

By Terri Stevens

Dear Friends,

Things have changed A LOT from last year at this ~ God looks at life. We tend to get pemm
time. Last year we were in the high 90’s and even some  tunnel vision. It is so wonderful jud¥
100’s with no rain. Very dry! This year we are in the = when people help us see things in
high 70’s and LOTS of Rain! Yippee! Much better than  a different perspective and to real- jg <

last summer. ize that good things can come out

However, that doesn’t mean that all things are run-  of difficulties. Don’t you just love
ning smoothly. Last week I had an employee quit. I  that when something happens and %
thought “REALLY ... it is JUNE!!!” Not the best time ~ you think, “OH NO this is bad,”
to leave. I had a small breakdown and thought “whatin  and then in a little while you see
the world am I going to do”? that maybe it was a good thing after all.

When you only have 5 people working and one Today is Monday and I have hired two new guys
quits, it puts a strain on everyone. It seems that help  to work for me. I am excited to see what God is going
is hard to find. You hear a lot about people wanting  to do thru these young men. Perhaps they will teach

work but you don’t have a lot me something and
of people looking for work. Let’s all tl'y to remember to keep perhaps I will teach

Also, the working environ- . . . them  something.
ment isn’t the best of condi- thlngs m PerSPeCthe- I am hoping that I
tions, it is Hot, Dirty, and Hard can help them to

Work. That is the tractor business! That is Farming! It  learn to trust God and to have faith in God. In Mat-
doesn’t appear there are a lot of people that want to have ~ thew 6:33-34, “But seek first His kingdom and His
those working  righteousness, and all these things will be given to

conditions. you as well. Therefore do not worry about tomorrow,
After venting for tomorrow will worry about itself. Each day has
LGQdGrS and expressing  enough trouble of its own.” So, as a gentle remind-
myself, I finally  er try not to worry. God has you covered no matter
TrO c to r & came to realize  what you face. There are a lot bigger things to deal with
. that [ was living  in life than losing an employee. May this summer be one
C om b NG without trusting  thatyouenjoy the beauty of everything thatis around you.
in God. Nothing  Let’s all try to remember to keep things in perspective.
SO IVOge happens that He God is good all the time, All the time God is good!
isn’t aware of  He is with you always no matter where you are at in
and I basically life.
1144 Toledo Avenue have to trust Be Blessed and Be a Blessing.
Dunlap, lowa 51529 Him with the
results. ‘Qreasy

1-800-831-9290 It is so inter-

esting when we

Local (712) 643-2237 look at life thru

e-mail: leaders@iowatelecom.net our own eyes
instead of how
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Agricultural Equipment m Construction Equipment m Trucks m Trailers m Attachments

~ ONLINE AUGTIONS
#\ Get Everything You Need At E—

AuctionTime.com

Powered by TractorHouse.com, Mechinery Trader.com & TrechPaper.com
ar lr ilers?

B AUCTIONS ENDING EVERY WEDNESDAY
W UVE BIDODING DPENS 24 BOURS FRIOR TO END OF AUCTION
I LIVE AUCTION BOARD AVAILABLE EVERY WEDNESDAY WITH QUICKBID

NEW! Sell Via Consignment - check out the
Post Equipment link on AuctionTime.com today!

HERSCHEL. The Leader In Aftermarket Agnuultural Replacement Parts

CUTTING PARTS TILLAGE PARTS TRACTOR PARTS FOR B
Abralloy® Hardfacing Disc Mower Blades Allis Chalmers &
Chisel & Subsoiler Points Flail Blades Case
Disc & Coulter Blades Guards Case-International
Danish SHfEEp\S Hald Down G‘iips David Brown
Fertilizer Knives Rake Teath Farmall
Furrowers 2 Ferguson
Gauge Wheels Rake Wheels Ford
Grain Dril Discs Reel Tines John Deere
Landsides & Moidboards Rotary Cutter Blades Massey Ferguson
Plow Shares Section Bolts & Rivets Massey Harris
S-Tines Sickles Mlnnaa&olls-hl'lmina
Terminator Sweeps Super 7® Sections iver
Wheatland Sweeps Tiger Jaw® Kils White
WHY BUY ANYWHERE ELSE? Buy direct from the manufacturer!
HERSGHEi.isalaadmg manufacturer and dmmwm and till parls

We also have over 20,000 new and rebuilt aftermarket tractor

HERSCHEL e

©2010 ALAMO GROUP INC. » HERSCHEL Is registered trademark of ALAMO GROUP INC.

Phone: 800-247-2167 + Fax: 800-524-T481

TRAGTOR
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RETURN SERVICE REQUESTED
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PARTNERSHIP.

Original supplier for:

Case IH, Claas, Daimler-Benz, Fahr, New
Holland, JCB, John Deere, Lamborghini,
Landini, Laverda, Massey Ferguson, Renault,
Same, Ursus, Valmet, Zetor, and more.

Contact us today to obtain an OE LuK clutch
from your Authorized Distributor - NACD.
Our friendly and knowledgeable staff is
ready to help you today.

Toll Free (800) 354-3031
Fax (815) 262-9160

www.naclutch.com

lorth American Clutch & Driveline, inc.
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