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From the President’s Pen . . .
A Proactive Board
	 I’ve mentioned to you all previously 
that as President, I felt it was my job to 
work hard to promote and enhance the 
organization benefits, plus engage the 
Board of Directors to do the same. The 
good news for me is that the current board 
agrees with all of this, so when we had a 
discussion at the Summer Board Meeting 
about members who haven’t been attend-
ing the convention (and why) we decided 
to be a little proactive. 
	 We split this “absent” member list out so each board member had 
four or five contacts to make so we could get feedback as to why the 
respective member had not been coming.  The answers we received 
lead me to wonder about some people, but what I am most proud of is 
this – we didn’t sit on our butts and speculate or perhaps gossip…….
we called each of them personally. And after an introduction we asked 
these specific questions:
	 Is there a reason you haven’t attended our conference and trade 
show in the last few years?
	 What can we do to get you to Little Rock?
	 Did you receive the registration information?
	 Is the Association meeting your needs?
	 Do you have any questions for me (about the Association)?   
The feedback was recorded and we will be discussing at the January 
board meeting, but I can personally tell you that my calls were very 
productive, and reports from other board members were the same. Did 
we get anybody to commit to the show because of the personal calls? 
Yes. Did we hear some negative comments? Yes. Did we open the 
door for the possibility of inactive members to reconsider becoming 
active again? YES! Do we know more than we did before we called? 
Well, duh! Kinda simple stuff when you think about it. 
	 I’m starting to think this proactive board that you elected is getting 
some traction……..
	 See you in Little Rock. 

Jeff Griggs
e-mail: j.griggs@tractorpartsasap.com

(please note new e-mail address)
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Phyllis

NEW & USED PARTS
TRACTORS
CRAWLERS
LOADERS

BACKHOES
CONSTRUCTION EQUIPMENT

JCB • CASE • FORD
• JOHN DEERE

• BOBCAT

2010 E. DAVIS, HWY. 105
CONROE, TX 77301

936-756-4464
FAX 832-442-3313

www.conroetractor.com

800-895-7209

www. S t e i n e r T r a c t o r . c om

NEW! Allis Chalmers Steel fuel lines

 
Fits: G 

(1/4" tube O.D.,
inverted �are �tting)

 
Fits: B, C, CA, IB, D10, D12 

(1/4" tube O.D., 
1/4" compression �ttings)

Fits: WD
(1/4" tube O.D., 

45˚ inverted �are nuts)

Fits: WD45 gas 
(1/4" tube O.D., 

45˚ inverted �are nuts)

It’s hard for me to believe that 
Christmas is right around the corner.  
Especially when we are experienc-
ing temperatures in the 80’s these 
past few days.  I actually hate cold 
weather but think we need a cold 
front at least by Christmas...which 
I’m sure we’ll get.  Hope this finds 
all of you doing well in both your 
businesses and with your families.  I 
wish all of you a very Merry Christ-
mas and a wonderful New Year.  
 	 Speaking of the New Year - I am 
looking forward to seeing many of 
you in Little Rock for our 2013 An-
nual Conference and Trade Show.  
The NTPDA office and the Board of 
Directors have worked hard to bring 
you a great show.  Our Marketplace 
that we introduced last year was 
well received.  We have tweaked it 
a bit and we will be bringing it back 
to this year’s trade show.  One big 
change is that the trade show will 

close on Friday after-
noon followed by our 
dinner and dance.  You 
won’t want to miss this 
year’s entertainment - 
Paula Nelson Band 
will be performing!  
Yes...she’s Willie’s 
daughter and is an 
amazing singer/songwriter.  See Page 8 
for more information.  We will also be 
holding our nominations for our 2013 
Board of Directors.   Please review 
Page 13 to see who is running for the 
board.
 	 This is our Show Issue and contains 
information you will want to review 
before the trade show in January.  Of 
course if you have any questions for 
Kim or I...or the board...just give us a 
call or shoot us an email.
 	 Looking forward to seeing you 
soon.
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Do you have a Facebook or 

Twitter account?

Stay connected with NTPDA and

Like us on Facebook

and/or

Follow us on Twitter

@NTPDA

You can also go to our website,

www.ntpda.com

to sign up for e-mail notifications when 

a blog is posted. Many postings that are 

placed on Facebook/Twitter are also 

posted to our blog page.

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-qshop.com

Thank You 2013 Sponsors!
 

The NTPDA Board of Directors, members and staff 
would like to take this opportunity to thank all of 
our Sponsors!
 

TRANSMISSION
Abilene Machine, Inc. 

Allied Information Networks 
Howard Enterprises – IN & IA
Howard’s Tractor & Combine

Hy-Capacity, Inc.
Schaefer Enterprises

 
WHEELS & TIRES
All States Ag Parts

Area Diesel Service, Inc.
Herschel 

Hoober, Inc.
Plastics Unlimited, Inc./Fabri-Glass Composites

Rock Valley Tractor Parts
Trinity Hardware Headquarters

 
NUTS & BOLTS

Tracto-Parts Center, Inc.

Welcome
New Associate Member

Janie Kitzmiller

SATISFYD

47 E. Chicago Ave., Suite 310

Naperville, IL  60540

Phone:  630-276-7934

Toll Free:  800-562-9557

Fax:  630-689-5764

e-mail:  jkitzmiller@satisfyd.com 

website:  www.satisfyd.com 

Company Description:  Customer Experience 

Management Solutions
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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 
800-866-0466 

www.tractor-part.com  

Call Us To 

Submit Your Inventory Today! 

ONLINE PARTS 

MARKETING 
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Paula Nelson was born into a family of music and entertainment. 
She started playing piano and singing at the age of seven. She 
drew early influences from singers like Jesse Colter and Rita 
Coolidge, whose bluesy, supple vocal style provided one of 

Paula’s earliest templates as she found her own voice. Texas Monthly has 
called that voice “torchy,” and the Los Angeles Times praised, “There’s 
no missing the unforced power of Paula’s singing.”
	 The band just finished their second European tour in March 2011 and 
are gearing up for summer. Paula and the band have been playing together 
since the summer of 2004.
	 “The chemistry between this band and I, is magic both on stage and 
off. I consider them both my friends and my family and feel truly blessed 
to be in the company of these amazing musicians.” -- Paula Nelson 

 	 Join us Friday night for a rockin’ good time with Paula Nelson and 
her amazing band.  It’s been a long time since we’ve had a theme for our 
“closing ceremonies” so to celebrate Paula and her guys let’s do “Pearls 
and Pearlsnaps.”  Now...for those of you that don’t know what “pearlsnaps” 
are take a look at the picture provided. 
	 And...ladies you probably all have pearls - and if you don’t - a reason 
to go shopping.  We’ll have a great time Friday night!

Our Friday night entertainment is the . . .

&
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NATIONAL TRACTOR PARTS DEALER ASSOCIATION 
29th ANNUAL CONFERENCE & TRADE SHOW
The Peabody Hotel/Statehouse Convention Center

January 30th – February 2, 2013 
Little Rock, AR

PROGRAM AT A GLANCE*

Wednesday, January 30, 2013
2:30 p.m. – 5:30 p.m.	 Early registration /Statehouse Convention Center/Osage
6:00 p.m.	 “Early Arrival Party”/Clinton Presidential Center 
	 Meet in Lobby of Peabody Hotel to board bus to event

Thursday, January 31, 2013
7:00 a.m. 	 Displayers set up.  Must be completed by 3:00 p.m – Governor’s Hall II
8:00 a.m.  – 12:00 Noon	 Registration –  Osage
8:00 a.m.	 Continental Breakfast/Foyer outside Peabody Salon C

MORNING SESSION (Afternoon is on your own)
Peabody Salon A
9:00 a.m. – 10:15 a.m.	 Michael Libbie – “Five in Twenty-Four”  Five things a business can do in the next 24 hours 

that will have a major impact on sales and marketing.
10:15 a.m. – 10:30 a.m. 	 Break	
10:30 a.m. –11:45 a.m.	 Rex Nelson - “Southern Fried: Welcome to a Land for Duck Hunters, Frog Giggers, Barbecue 

Eaters and Tall Tale Tellers.”

Lunch and afternoon is on your own.
5:00 p.m. – 8:00 p.m.  	 “Welcome to Little Rock” - Reception/Sneak Preview of Trade Show/Statehouse Convention 

Center/Governor’s Hall II
6:00 p.m. – 7:00 p.m.	 NTPDA Marketplace I –Regular members meet in small groups for potential business 

opportunities with exhibitors.  (Details to follow)

Friday, February 1, 2013
9:00 a.m. – 2:00 p.m.	 Registration  - Registration Booth/Osage
9:00 a.m.	 Trade Show Opens/Statehouse Convention Center/Governor’s Hall II
10:00 a.m. – 11 a.m.	 NTPDA Marketplace II – Regular members meet in small groups for potential business 

opportunities with exhibitors.
11:00 a.m. – 12:00 Noon	 General Session/Election of Officers – Governors Hall II – All Members Please Attend
12:00 Noon	 Lunch/Trade Show Area
1:30 p.m. – 3:00 p.m.	 NTPDA Marketplace III – Governors Hall II 
3:30 p.m. – 4:00 p.m.	 Displayers Meeting – Trade Show Area - Board Members Please Attend
4:00 p.m.	 Trade Show Closes – See you next year in Tucson, AZ

Please tear down promptly at 4:00 p.m. – Governors Hall II is NOT available to us on Saturday

7:00 p.m. – 8:00 p.m.	 Cocktails/Peabody Salon C
8:00 p.m. 	 Dinner/Salon C
	 Following dinner join us for dancing with the Paula Nelson Band
	 Theme for the evening is Pearls & Pearlsnaps – more info to follow

Saturday, February 2, 2013
9:00 a.m.	 Breakfast/Board Meeting/Layfette Room/Peabody Hotel

All day departures.
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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 lbs. of hardware
  ScanSwift Scanner and set-up for easy ordering 
   and replenishment

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

Central Fuel Injection Service Co
 712-362-4200 • 1-800-548-9464

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

www.dieselmuseum.org

Home to:

hours by appt.

Schroeter Diesel
Technology Museum

Your Classic
Diesel Expert!

Service/Repair and exchanges for:
•  Turbos
• Nozzles
•  Injection Pumps

Keynote Speakers
THURSDAY, JANUARY 31, 2013

Michael Libbie -- 9:00 a.m. - 10:15 a.m.
“5 in Twenty-Four”
Five things a business can do in the next 
24 hours that will have a major impact on 
sales and marketing.

Michael Libbie, a long time member of 
NTPDA, is an advertising and market-

ing professional specializing in creative methods to reach 
consumers. He owns Insight Advertising, writes for the Des 
Moines Register Online Business Edition and hosts Insight 
on Business a web based program about marketing.

Rex Nelson -- 10:30 a.m. - 11:45 a.m.
“Southern Fried: Welcome to a Land of 
Duck Hunters, Frog Giggers, Barbecue 
Eaters and Tall Tale Tellers”

Rex Nelson is the president of Arkansas’ 
Independent Colleges and Universities in 
Little Rock. He is a regular columnist for 
the Arkansas Democrat-Gazette and appears 

regularly on various radio shows. 
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Ask for John or Charlie Burgh
Most All Size Tires, Wheels, Rims	O ver 1000 Tractors for Parts

657 Perry Highway	 Phone: 724/452-6880
Harmony, PA 16037	 Mobile: 412/302-4846
Email: junkman@zbzoom.net	 Fax: 724/452-7663

Burgh Implement Store
Tractor & Farm Equipment Salvage Yard

HOURS: MONDAY - FRIDAY 8 A.M. - 3:30 P.M.
SATURDAY TILL NOON

1-800-369-6213
www.burghtractorparts.com

ZIMMERMAN OLIVER-CLETRAC
1450 Diamond Station Road

Ephrata, PA 17522

(717) 738-2573
Fax (717) 733-3529

NEW & USED OLIVER AND CLETRAC

crawler parts our specialty
www.olivercletrac.com

When you advertise in the Bulletin,
you support YOUR

National Tractor Parts
Dealer Association.

Together, we are stronger!
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DID YOU KNOW? By Kim Carroll

	 Do you find yourself needing 
a rental car at times?  There are vari-
ous instances where you might be on 
vacation in the U.S. or abroad and 
need a car to get around, or fly into 
a trade show location and will want 
to call on customers while you are in 
the area, or simply your car or truck 
is in the shop for a few days and you 
need a temporary replacement.  Did 

you know that NTPDA has a discount program with Hertz 
that can save you some money during those times?
	 Hertz has more than 8,100 rental locations in over 147 
countries worldwide. The Hertz Discount Savings Program 
is available through corporate locations only. There are 
independent licensee locations and corporate locations but 
the discount is only valid at corporate locations. I started 
to list on this page all of the corporate locations in the U.S. 
but quickly realized there are too many to list here.  For 
a complete listing of locations visit the Hertz website at 

www.hertz.com. Once you are on the site you can select 
Locations and then the country, state, and city.  The location 
type (corporate or independent licensee) will be indicated 
for each Hertz location in each city.
	 I wanted to test out the savings so I selected 7 days in 
the month of December and received a pricing of $307.49 
to Pay Later and $230.62 to Pay Now without our discount.  
When I put in the NTPDA discount code those same 7 days 
and car came back with $204.01 to Pay Later and $181.33 
to Pay Now. So you can see the type of savings you might 
expect and of course every little bit helps these days. So 
the next time you need a rental car remember to check out 
Hertz. E-mail me at kim@ntpda.com or call the office at 
877-668-0900 if you need the CDP code or a copy of the 
Hertz membership card.
	 Remember this is YOUR Association. Please feel free 
to contact us with questions, suggestions, or comments to 
assist us in making this an association that benefits you 
now and for years to come!
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NATIONAL TRACTOR PARTS DEALER ASSOCIATION
“Used, Rebuilt and New Agricultural and Industrial Repair Parts”

TO:	 NTPDA Members

FROM:	 Nominating Committee

RE:	 2013 Board Nominations

DATE:	 December 3, 2012

The NTPDA Nominating Committee would like to present nominations for the 2013 Board of Directors, including 
President, Vice President, Secretary and Treasurer.  This is our present slate of nominees for NTPDA Officers, Board 
of Directors and Associate Directors.  Please be advised that we will continue to accept nominations and will accept 
floor nominations.  The election will be held during our annual business meeting on Friday, February 1, 2013 at our 
29th Annual Conference & Trade Show being held in Little Rock, AR.  

OFFICERS

President: Jeff Griggs, All States Ag Parts, Inc., De Soto, IA
Vice President: Doug Swanson, Abilene Machine, Inc., Abilene, KS
Secretary: Kathie Witte, Gap Tractor Parts, Inc., Cranfills Gap, TX
Treasurer:Tom Winkleblack, Schaefer Enterprises, Wolf Lake, IL

BOARD OF DIRECTORS

Jeff Fawcett, Fawcett Tractor Supply, Ltd.,  St. Marys, Ontario, Canada 
Randy Mittlestadt, Worthington Ag Parts, Maple Grove, MN

ASSOCIATE DIRECTOR

Paul Kelly, Maxiforce, Inc., Miami, FL
Kevin Mulder, K & M Mfg., Renville, MN

OFFICE: (877) 668-0900  •  FAX: (940) 668-1627  •  P.O. BOX 1181  •  GAINESVILLE, TEXAS  76241
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By Bill Lee
I can’t tell you how many times this 
year I have heard my clients use these 
exact words. It does seem that hous-
ing starts are gradually improving, but 
everyone is so hungry for sales that too 
many managers and salespeople are 
using the most convenient marketing 
tool at their disposal – cut the price.  
	 We all are tempted to cut the price or 
bid jobs at skinnier gross margins than 
we need to cover our expenses, but for 
all of the wrong reasons. Many times 
we do this because we lack confidence 
in the competitiveness of our pricing. 
 
Typical sources for “market” prices:
 Word of mouth -- Word of mouth is 
not a very effective way to determine 
what the “market” is for the products 
you sell. It’s easy for customers and 
prospects to extract a discounted price 
out of a salesperson when the sales-
person is a bit gun shy and insecure 
about asking for verification of the 
competitive price he’s being asked to 
meet. He wants the order so badly that 
he will meet just about any pricing he 
hears come out of the customer’s mouth 
if he thinks it will lead to an order.  
	 Show me a copy of the invoice – Vi-
sual verification is, of course, the most 
credible way to determine if the price 
your customer says he has been quoted 
is really the truth and not just a technique 
to lower the customer’s cost of goods 
sold. Customers and prospects often 
resist showing a competitive salesperson 
a copy of an invoice. The question sales-
people must determine is, “Why so much 
reluctance?” Is the customer lying or is 
the customer protecting a confidence?  
	 I believe someone in management 
should be accountable for determin-
ing the market price for commod-
ity products and adjust those prices 
perhaps as often as weekly. He or 
she should certainly review commod-
ity pricing every week at a minimum.  

	 My favorite sources for what’s re-
ally going on in the market place include 
my most conscientious vendors or sup-
pliers. These guys talk to not only you 
almost every day of the week, but they 
also talk with each of your competitors 
just as often, so I rely heavily on knowl-
edgeable vendor salespeople to keep me 
abreast of what’s going on in the market.  
	 Another confidence builder is for 
the “pricing doctor” in each company to 
document on a sheet of paper the prices 
he or she hears from the field. Then 
ask the following questions about the 
reported lower price:

Who said what and when did they 
say it? 

What are the odds that the source of 
the competitive information is just 
using me to get a lower price he can 
shop to one of my competitors?

On a scale of 1 to 10, what is the in-
tegrity level of the person claiming to 
have been quoted a lower price?

What is the name of the competi-
tor?

What is the salesperson’s name?

What is the size of the job being 
bid?

Was the person asking for the quote 
asking because he was preparing to 
buy or because he wanted to know 
what price to quote his customer?

Is this a “new low?” or is this the first 
time you have heard this price? In 
other words, did the price represent 
precedent setting pricing? (This is 
where documentation is vital to an 
accurate answer.) 

	 Nothing is confidential -- Managers, 
pricing doctors and salespeople alike 
must understand that whatever price 

they quote is going to spread throughout 
the community like wild fire. Pricing is 
like water in that it seeks its own level.  
	 Great question to ask the indi-
vidual telling you your price(s) is 
not competitive to help determine 
if he is just shopping or if he sin-
cerely wants to give you the business:  
	 “Mr. Customer, IF I am successful 
at meeting this price, are you telling 
me that you will give us the order?”  
	 If the customer says yes, I will give 
you the order, then use this statement: “In 
that case, would you be willing to go ahead 
and give me the order contingent upon 
our meeting the competitive pricing?”  
	 If he gives you the order, you 
know the customer is sincere. If he 
says no, you cannot have the order 
on that basis, the odds are good that 
he’s just playing games with you to 
get pricing ammunition he can use 
to keep his favorite supplier honest.  
	 Let’s assume a company has a 25% 
gross margin and is selling $1 million 
each month. For every percentage point 
that company loses in gross margin, it 
must gain just over 4 percentage points in 
sales to earn the same gross profit dollars.  
 
$1,000,000 x 25% = $250,000
  
$1,042,000 x 24% = $250,000

 
 
To buy Bill Lee’s Gross Margin 
improvement products, click on 
Products at BillLeeOnLine.com 

Sales Are Up, Margin Is DownE E
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HOWARD ENTERPRISES INDIANA & IOWAHOWARD ENTERPRISES INDIANA & IOWA 877 8877 8
866 342 2545                                                                                                                 

 Pla  num Performance Series™
  features high performance parts for your
 John Deere®  tractor, combine and
 industrial applica  ons!

ts are designed to:
                  improve cold weather star  ng      
     extend engine life                                                                 
    increase horsepower

Red Power® provides comprehensive
parts coverage for your  International 
Harvester® tractors and combines!

Howard’s Tractor & Combine
has complete parts coverage (clutches
and hard parts) to help you  nish the job!

Advantage Engine Parts® o  ers you:
 A vast inventory and selec  on of quality parts

 A full range of individual items to complemen
    our overhaul kits, e.g. bushings, cylinder head
    parts, camsha  s, cranksha  s, and oil pumps, etc.

 Personalized technical service and support, including
 helpful technical bulle  ns.

 Compe   ve pricing and commitment to service.                        

 An aggressive restocking plan, including a full line of new
 and remanufactured replacement parts.                                   

 Pioneers of the complete engine overhaul kits.  Kits are  
 packaged for more comprehensive coverage for your

    tractor, combine, construc  on, industrial, and 
    heavy-duty applica  ons.

  
   

     
       

    Our kit
imp

s.

nt
d 
etc.

 

                                                                          
                                                                            

                                                             
                                                          

R
p
H

Howard’s T

     

857 0962         857 0962
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“ We saw this  
in the Fastline 
and wound up 
buying it.” 

     – Johnny (McPherson, KS)

Farmers like Johnny have turned to 
Fastline for nearly 35 years.

EQUIPMENT. FOUND. FAST.

Contact your local Fastline Sales Rep to 
reach more farmers like Johnny.

Johnny doesn’t have time to drive around looking for the perfect 

piece of equipment. He depends on Fastline to do the “driving”  

for him. The ad he saw in Fastline resulted in him purchasing the 

planter he needed for his farm. 

To hear the rest of Johnny’s story 
scan the QR code or visit:

www.Fastline.com/Johnny
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Closer Look at President Obama’s Tax Policies  
– November 15, 2012
Michael Fulco, CPA, CVA 

Now that the campaigning is over, the 
votes have been tallied, and President 
Obama has been reelected, it is time to 
take a much closer look at his proposed 
tax policies. The proposals set forth by 
the President are similar in many respects 
to the proposals he made during his 
2008 campaign. While it is question-
able whether the President will have 
the required support of the Republican 

controlled House of Representatives to enact his proposals, 
we will examine them as proposed and let you judge them 
on their own merits.
 
Ordinary Income Rates
The President proposes allowing the 33 percent tax rate to 
return to its pre-2001 level of 36 percent as scheduled under 
current law but only for joint filers with adjusted gross income 
over $250,000 ($200,000 for single filers, with both values 
in 2009 dollars and indexed for inflation in future years). For 
married couples filing jointly, the 36 percent bracket would 
begin when taxable income exceeds $250,000 minus the 
sum of the standard deduction for couples and the taxpayers’ 
personal exemptions. For single filers, the threshold would 
start at $200,000 minus the sum of the standard deduction for 
single filers and the taxpayer’s personal exemption.
 
Capital Gains Rates
In 2011 and 2012, long-term capital gains (gains on assets 
held at least a year) face a maximum tax rate of 15 percent. 
Taxpayers with regular tax rates of 15 percent or less pay 
no tax on that income. Under current law, tax rates on long-
term gains are scheduled to revert in 2013 to their pre-2003 
levels of 10 percent for taxpayers in the 15 percent bracket 
and below and 20 percent for taxpayers in higher tax brack-
ets. The President would allow the rate to rise to 20 percent 
starting in 2013, but only for high-income taxpayers. The 
proposal defines high-income taxpayers as those in the top 
two tax brackets.
The higher rate on capital gains could induce taxpayers to 
hold on to assets with accrued gains and therefore realize 
fewer taxable gains. If people expect the President’s budget 
to go into effect, they may also change the timing of gains 
realizations. Anticipation of higher taxation of long-term 
gains after 2012 would lead affected taxpayers to realize 
more gains in 2011 and 2012 and fewer in 2013 and subse-
quent years.
 
Dividend Rates
In 2011 and 2012, qualified dividends face a maximum tax 
rate of 15 percent. Taxpayers with regular tax rates of 15 
percent or less pay no tax on that income. Under current law, 
qualified dividends will be taxed at regular tax rates in 2013. 
The President would allow that to happen for taxpayers in 
the top two tax brackets. The higher rates on capital gains 
and dividends would increase marginal tax rates on capital 

income for high-income taxpayers and could reduce private 
saving. It also might cause corporations to accelerate some 
dividend payments forward into 2012 to take advantage of 
the current lower rate.
 
Personal Exemptions and Itemized Deductions
High-income taxpayers also face reductions of their personal 
exemptions and itemized deductions as their income ex-
ceeds specified levels. The 2001 tax act scheduled a gradual 
phased elimination of the reductions beginning in 2006 with 
complete elimination in 2010. The 2010 tax act extended the 
elimination through 2012, after which, under current law, 
the reductions return at their original levels. The President 
proposes to allow both reductions to resume in 2013 but only 
for high-income taxpayers.
 
Estate Tax
In 2001, Congress voted to phase out the estate tax gradually 
and repeal it entirely in 2010. The 2010 tax act reinstated the 
tax with an effective $5 million exemption and a 35 percent 
tax rate. The act also for the first time allowed portability 
of the exemption between spouses: any of the $5 million 
exemption not used when one spouse dies may be added to 
the exemption available for the second spouse (if he or she 
has not remarried). However, unless Congress acts, the estate 
provisions in effect prior to 2001 would be reinstated starting 
in 2013, Under these provisions, estates valued at $1 million 
or more would again be subject to tax at progressive rates as 
high as 60 percent, and portability would disappear.
The Obama budget proposes permanently setting the estate 
tax at its 2009 level beginning in 2013: estates worth more 
than $3.5 million would pay 45 percent of taxable value 
over that threshold. It would also make portability perma-
nent, allowing couples to share a combined exemption of 
$7 million.
 
Corporate Income Taxes
The President has proposed cutting the corporate rate from 
35 percent to 28 percent. He says he’d accomplish this by 
scaling back business tax preferences, but has left those tar-
gets largely unidentified. He’d retain the current tax regime 
for multinational firms, but limit their ability to delay tax by 
keeping foreign income overseas. Beyond those international 
tax changes, he has identified only a handful of minor base-
broadeners, such as higher taxes on oil and gas producers 
and owners of corporate aircraft.
 
Congressional Outlook
As mentioned previously, the past two years have been 
marked by perpetual congressional deadlocks limiting the 
President’s ability to advance his agenda. Immediately fol-
lowing the election, leaders of both parties have called for 
bipartisan action to address the “fiscal cliff” we face on 
December 31, 2012. Republicans and Democrats all agree 
that inaction in not an option. Historically, “lame duck” ses-
sions have not succeeded in passing meaningful permanent 
legislation, and a temporary fix is much more likely. Until a 
permanent solution to the country’s fiscal problems is agreed 
upon, the overall level of uncertainty in the business com-
munity is likely to persist.
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By Terri Stevens

Greetings from

Hello Friends:
	 If you are like me you cannot even believe that it is 
time for Christmas. It seems like the months are more like 
weeks. As I am writing this article it is the end of November 
and Christmas is just a few weeks away.
	 I can’t believe how fast my life is going. I have 
been a member of this association for over 15 years and 
I have been on the board for awhile. I have been in the trac-
tor business since 1976 and when I was young I thought 
anyone that had been in a job that long was surely ready 
to die. But now that I am here I don’t feel that way at all. 
Funny how your perspective changes as you get older. My 
preacher says that he and his wife are getting to the age that 
when they get ready to go somewhere one of them has to 
remember where they are going and the other one has to 
remember how to get home. There is some truth to that.
	 Age is a funny thing. I recently went to a funeral for 
a friend of mine and she was 100 years old. The preacher 
said he had asked her what she attributed living so long 
to. She said that she loved the Lord and had always been 
happy. My friend was born in 1912 so can you imagine all 
the changes that she had seen and how many hard times 
she had lived through? However, that 
is the things that make life worth liv-
ing. Those are the times we remember 
when life is hard and a struggle and 
we make it through. She had lived 
on a 300 acre dairy farm and lost her 
husband and her son. However, at 
the age of 90, she moved to another 
home and she did all the moving. She 
was an amazing woman; always had 
a smile on her face and was always 
very grateful for anything that you did 
for her. She lived alone in her own 
home when she passed onto glory. I 
am sure that her great attitude had a 
lot to do with her long life.
	 What is your attitude? Do you 

make the most out of difficult situa-
tions? Do you learn from your hard 
times?
	 This has been a difficult year 
with the drought but, as we go into 
winter, the pasture is growing back 
and things are green again. In the 
bible it says there will be a time for 
all things.
	 I want to thank each one of you  for the opportunity to be 
in this association. It has been a pleasure to serve on this board 
and to call you friends. It is so neat to have friends in all the 
states and even into Canada. I love how we can travel and go 
to different places and come to your businesses and be 
among friends. That is a wonderful thing.
	 I am looking forward to seeing you all in Little 
Rock. We are sure this will be a great show with the 
Marketplace, and being in a central location  (how-
ever Florida wasn’t too bad in Jan). So come ready 
to learn, network, meet some new people and even have 
some fun. The Peabody is a great hotel. So 
we will see you there.
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We’ve all seen what happens when a company changes the 
look of a familiar package of products we’ve used for years: 
Confusion. You might be looking right at the box of “Self 
Weasel Winding Torque Inducers” but because some dummy 
in the marketing department said a blue box is better than a 
yellow box…we get confused.
	 In advertising and marketing it’s always best that we 
“think like a consumer”. Here is 
a prime example and hang with 
me because this story impacts 
your business success:
	 This past Sunday a friend of 
ours spent 12 hours on a televi-
sion commercial shoot. That’s 
right...12 hours. It was a full 
fledged operation with set build-
ing, lighting, talent and removal of the set. Twelve...hours.
Why?
	 This is the part you need to pay attention to: Our friend 

Michael P. Libbie is a long term member of NTPDA and owns Insight Advertising, Marketing & Communications a full service advertising 
agency based in Des Moines with clients in the United States and Europe.  You can learn more at www.InsightCubed.com where you can 
subscribe to his blogs and other marketing/advertising tips.

has had this client for several years and for most of that time 
he has told his client, “You are selling really high end stuff 
but your television ads look like...crap.”
	 Did the client listen? No, not until my friend formed a 
focus group familiar with the business to review about a dozen 
television commercials that had been shot over the years. 
Their opinion was, “You are 
selling really high end stuff 
but your television ads look 
like...crap. You are sending 
mixed signals to consumers.  
Stop it.”
	 So the questions are obvi-
ous: Are you sending mixed signals to the consumer? Does 
the product/service you sell match the marketing message or 
are you confusing the consumer?
	 Everything is in play from your business cards to your 
advertising message. It all matters and if you think like a 
consumer you’ll avoid sending mixed signals.

Sending “Mixed Signals”? by Michael Libbie

for our

2014
Conference and 

Trade Show
taking place at

Casino del Sol Hotel
and Conference 

Center
in Tucson, AZ

January 22 - 25, 2014
 

We will have more 
information for you in

Little Rock!!!

Mark Your Caaalendars!
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	 President Jeff mentioned in his most 
recent Bulletin article that the board 
has frequently (even very frequently) 
discussed the benefits of being a mem-
ber of the National Tractor Parts Dealer 
Association. The board is constantly 
discussing and debating the relative 
value of the benefits that we currently 
offer and we have compared them to 
what other associations have available 
to their members. 
	 Our thought process is that a valu-
able package will attract new members 
and thus we are always discussing 
amongst ourselves what we could or 
should be pursuing as far as benefits.
	 Merriam-Webster defines value 
as a fair return or equivalent in goods, 
services, or money for something 
exchanged. That sounds like mostly 
tangible objects, but who can put a real 
value on the camaraderie we offer? Due 
to the current economic climate the 
board decided to increase membership 

dues to a paltry $400 in 2011 (the first 
time they have been changed in at least 
15 years). 
	 Jeff admitted that he had been 
embarrassed by not being able to 
rattle off most of the NTPDA ben-
efits when questioned about them.
	 I was even more embarrassed 
when I was reviewing the list of 
benefits this summer and I wondered 
how significant the OfficeMax dis-
count was since I regularly see their 
statements when opening the mail. 
So I asked one of our clerical staff 
who regularly orders office prod-
ucts about it. Her response to me 
was, “What OfficeMax discount?” 
Further investigation revealed that 
the OfficeMax Partner Advantage 
Program has a list of 239 specially 
priced items (discounts in the 27-
73% range on a few that I checked). 
Orders of a minimum of $50 qualify 
for free shipping. Our rural location 
dictates that we order products and 
have them shipped frequently. I hate 
to admit that we purchased 13 cases of 
copy paper last year from OfficeMax 
that we could have saved $12 per case 
if we had known about and asked for 
the discount. Yes, it’s that simple-when 
you phone in an order you mention 
being an NTPDA member and receive 
the discount. It gets worse! We found 
several items on their list we have been 
paying more for and buying from other 
vendors.
	 Herein lies the problem. We have 
a selection of good member benefits 
that are probably either unrealized and/
or somewhat underutilized because we 
have not effectively promoted them to 
our membership. Please take a moment 

Unrealized and Underutilized Benefits 
								        By Tom Winkleblack

Leaders
Tractor &
Combine
Salvage

1144 Toledo Avenue
Dunlap, Iowa 51529

1-800-831-9290
Local (712) 643-2237

	 e-mail: leaders@iowatelecom.net

to scrutinize the list on our website to 
make sure you are not overlooking an 

opportunity to save some money, i.e., 
add value to our relationship. 
	 We have tried to respond to requests 
and suggestions as to how we can grow 
and attract more people to our annual 
convention and trade show. Of course, 
this always leads to the ever-present, 
never-solved membership criteria dis-
cussion.
	 This is your association so please 
share your ideas for growth with a board 
member and please be understanding if 
we don’t get it perfect on our first at-
tempt at change.
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“Our Parts Warranty is BETTER than New”
— We Ship Worldwide —
Toll Free: 1-800-667-4515

Email: info@combineworld.com
www.combineworld.com

Hwy #16 East & Kary Road
25 Miles East of Saskatoon, SK, Canada 

ALSO STOCK
Engines - Hydros - Headers - Reels - Pickups

New, Used & Rebuilt Parts Available

3	Parting out most makes and models of
	 Combines and Swathers.
3	One of North America’s Largest Combine
	 & Swather Dismantlers.
3	Specializing in Late Model JD, Case-IH,
	 AGCO and New Holland Combines.
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NTPDA’s
29th Annual Conference and Trade Show

Little Rock, AR

Companies Displaying & Attending

*Abilene Machine, Inc. - www.abilenemachine.com
*Agricultural and Industrial Parts Co. Ltd. - www.agrin.co.uk
*Allied Information Networks - www.usedtractorparts.com

*Area Diesel Service, Inc. - www.areadiesel.com
*Atlantic Quality Parts – www.aidtractor.com  
*Bepco Group - www.bepco-tracpieces.com

*Central Fuel Injection Service Co. - www.centralfuel.com
*Diesel Cast Welding - www.dieselcastwelding.com

*Diesel Specialties, Inc. – www.dieselspecialties.com 
*Flint Hydraulics, Inc. - www.flinthyd.com

*Howard Enterprises - www.howardenterprises.com - Indiana and Iowa
*Howard’s Tractor & Combine - www.howardenterprises.com

*Hy-Capacity – www.hy-capacity.com  
*Insight Advertising, Marketing & Communications  - www.insightcubed.com

*K&M Manufacturing - www.tractorseats.com
*Maxiforce, Inc. - www.maxiforce.com 

*Mylex International, Inc. - www.mylexinternational.com 
*Northern Factory Sales, Inc. - www.northernfactory.com

*Quality Power Products - www.Q-power.com
*Reliable Aftermarket Parts - www.rapartsinc.com

*SATISFYD - www.satisfyde.com
*Sparex Inc. - www.sparexusa.com

*Tracto-Parts Center, Inc. - www.tracpro.com 
*TractorHouse - www.tractorhouse.com

*Trinity Hardware Headquarters - www.trinitylogisticsgroup.com

All States Ag Parts, Inc.
Baker/Abilene Machine, Inc. 

Bennett Tractor Parts, Inc. 
Eagle Tractor Parts 

Fawcett Tractor Supply Ltd. 
Fuller Farm Equipment
Gap Tractor Parts, Inc.

Gulf South Equipment Sales 
Hoober, Inc. 

Kaddatz Auctioneering & Farm Equipment Sales 
Kern County Tractor Parts 

Leaders Salvage 
M&M Equipment Ltd. 
Mac Tractor Parts, Inc. 

Meuser Material & Equipment Co. 
Mid South Salvage, Inc. 

Rock Valley Tractor Parts
+Sauer-Danfoss 

Schaefer Enterprises 
Scott Cummins Salvage, Inc.

The Tractor Barn, Inc.
Westlock Tractor Parts 
Worthington Ag Parts

*Displayer
+Guest



26



27



28

NTPDA
P.O. Box 1181

Gainesville, TX 76241

PRESRT. STD.
U.S. POSTAGE

PAID
Gainesville, TX

76241
Permit No. 8

RETURN SERVICE REQUESTED


