
 
 
 

Merry Christmas!     Happy Holidays! 
 
 
 
 
 
 
 

 
 
 
 
 
 
 

 

“And the Grinch, with his Grinch-feet ice cold in the snow,  

Stood, puzzling and puzzling, how could it be so? 

It came without ribbons.  It came without tags.  It came without packages, boxes or bags. 

And he puzzled and puzzled 'till his puzzler was sore.   

Then the Grinch thought of something he hadn't before. 

What if Christmas, he thought, doesn't come from a store. 

What if Christmas, perhaps, means a little bit more.” 

 

Dr. Seuss 
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1) FORMER REXNORD EXEC NAMED KOHLER ENGINES VP 

Jeff Engel           www.bizjournals.com  
 
November 11 -- Former Rexnord Corp. executive Brian Melka has been named Kohler Engines vice president overseeing 
its Americas business, according to a Monday press release. 
 
Melka previously worked as vice president of global mining and product management for Milwaukee-based Rexnord, 
according to his LinkedIn profile. He has also worked for Textron Inc., Providence, R.I. He holds a bachelor's degree in 
finance from the University of Wisconsin-Madison and a master’s in business administration from University of Wisconsin–
Whitewater. 
 
“Brian is a seasoned global business leader,” said Kohler Engines president Tom Cromwell. “His experience in a variety of 
key leadership positions will support our business initiatives moving forward.” 
 
Kohler Engines is a division of Kohler-based Kohler Co., a privately held manufacturer of kitchen and bath products, 
engines and power generation systems, cabinetry, tile and home interiors. 
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2) JOHN DEERE OPENS THE MYJOHNDEERE PLATFORM TO COLLABORATING SOFTWARE DEVELOPERS 

AND COMPANIES 
 
Agricultural industry software companies will leverage MyJohnDeere to assist customers in managing machine and 
agronomic data. 
 
OLATHE, Kan. , Nov. 14 -- In order to provide more value to agricultural producers, John Deere is collaborating with other 
businesses to deliver new applications and services that help customers more quickly turn data into management 
decisions. This collaboration supports improved productivity, efficiency and yield. Companies will provide software and 
applications to interface with MyJohnDeere, JDLink™, and Wireless Data Transfer – three important elements of Deere's 
overall technology strategy for the agricultural industry. 
 
In 2012, John Deere introduced MyJohnDeere, a comprehensive information platform to help agricultural producers 
consolidate the management of equipment information, production data and farm operations. This centralized, online 
platform allows producers to access, view, archive, manage and share a wide variety of business information. 
 
"Our goal is to provide a preferred, safe and secure environment for these applications, while building valuable features to 
connect customers with trusted advisors," said Cory Reed, Senior Vice President, Intelligent Solutions Group, Deere and 
Company. "Customers will be able to make choices about the use and flow of the data." 
 
MyJohnDeere is an open platform that provides customers with a complete and comprehensive solution for their data 
management needs. Customers are able to view and manage this information from smart phones, tablets, and computers 
when and where they need it. 
 
Reed said the Deere strategy of non-exclusive collaboration with other companies will enable data to be available in a 
convenient, easy-to-use platform, as determined by the customer, while maintaining John Deere's core principles 
surrounding data management. A special web site, www.JohnDeere.com/Trust , has been created to explain Deere's 
position on data management and security. 
 
"The MyJohnDeere platform will allow input suppliers, ag retailers, local agronomists and software companies to provide 
applications and software that connect through the platform," said Reed. "A recent DuPont Pioneer announcement is an 
example of how these collaborations will greatly benefit our customers by expanding the choices they have to improve 
productivity, efficiency and yield. Producers should also expect to see more collaborative applications with other 
businesses going forward." 
 

http://www.johndeere.com/Trust


For companies or developers interested in connecting their applications to the MyJohnDeere platform, visit 
http://developer.deere.com/ . 
 
For more information on MyJohnDeere, Wireless Data Transfer, and JDLink, visit the web site at http://MyJohnDeere.com  
or contact your local John Deere dealer. 
 
Deere and Company (DE) is a world leader in providing advanced products and services and is committed to the success 
of customers whose work is linked to the land - those who cultivate, harvest, transform, enrich and build upon the land to 
meet the world's dramatically increasing need for food, fuel, shelter and infrastructure. Since 1837, John Deere has 
delivered innovative products of superior quality built on a tradition of integrity. For more information, visit John Deere at 
its worldwide website at www.JohnDeere.com . 
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3) MANUFACTURERS TURN TO LONG-TERM TEMPORARY EMPLOYEES 

Rick Barrett                www.jsonline.com  
 
November 14 -- More manufacturers are gearing up to hire temporary employees, sometimes for jobs lasting many 
months, as they need the help but are reluctant to make permanent commitments. 
 
Thursday, Ariens Co. said it was seeking 150 employees to build snow throwers and lawn-and-garden equipment in 
Brillion. Also, the company says it will hire another 150 people in January and February. 
 
Some of the jobs could be temporary, but many new hires will stay on as year-round employees, said company 
spokeswoman Ann Stilp. 
 
"The bigger challenge for us sometimes is our location," she said, since Brillion isn't a big town and residents also 
commute to work in Manitowoc, Appleton and Green Bay. 
 
Recently, Harley-Davidson Inc. added 100 temporary jobs at its Menomonee Falls plant as the company prepares for the 
production of model-year 2014 motorcycles. 
 
Harley says the employees have been hired for the work that runs from January until June at the powertrain operations on 
Pilgrim Road. 
 
The company used staffing agencies and its website to recruit people for the jobs that pay roughly $16.75 to $23.30 an 
hour — similar to the pay scale at the York, Pa., motorcycle assembly plant that's seeking 400 temporary employees. 
 
This summer, Harley completed its first year of seasonal surge production in York. That effort, also taking place at the 
company's other plants, is aimed at producing motorcycles closer to market demand, increasing manufacturing 
efficiencies and saving hundreds of millions of dollars in costs. 
 
The company's plant in Tomahawk needs 60 more seasonal employees to work 10 months starting in January, said 
Harley-Davidson spokeswoman Maripat Blankenheim. 
 
Wages at the Tomahawk plant are comparable with Menomonee Falls and the other plants, she said. 
 
Some companies, such as outdoor power equipment makers, have long used surge production and seasonal hiring to 
build products close to demand and not carry excess inventory. 
 
That's the case for Kohler Co., which hires seasonal employees to build engines in advance of the lawn-and-garden 
equipment season. In Waukesha, Generac Power Systems has used temporary hires to fill a glut of orders for generators 
after major power outages. 
 
But more manufacturers are using the hiring strategy to fill year-round jobs while avoiding long-term commitments to 
employees, according to staffing agencies. 

http://developer.deere.com/
http://myjohndeere.com/
http://www.johndeere.com/
http://www.jsonline.com/


 
"Employers, especially Milwaukee-based manufacturing companies, seem to be favoring that because they're trying to get 
a handle on whether their growth will be sustained. Everybody is still in limbo about this economy. That's the bottom line," 
said Wendy Koppel, president and owner of Division 10 Personnel/AeroStaff, a Milwaukee staffing agency. 
 
"Five years after the recession, this is the slowest recovery I have ever seen. One way employers are responding to this 
tentative feeling is they're opting for more long-term temporary employees," Koppel said. 
 
Some companies use temporary hires as a way to try people out before they offer them permanent positions. It gives 
them more flexibility to fire someone if the job isn't working out or the work suddenly ends. 
 
People hired for jobs that sometimes last only a few months should take the time they're with a company and get the 
inside track on permanent positions, said Jim Golembeski, executive director of the Bay Area Workforce Development 
Board in Green Bay. 
 
"Even if you come in as a seasonal worker, companies are looking for people who stand out," he said. 
 
A short stint at a manufacturing plant can be a way to sharpen your workplace skills and enhance your chances at getting 
permanent employment. 
 
"One of the big problems with people who are out of work for a long time is their skills atrophy. It's a reason why many 
employers are reluctant to hire someone who has been unemployed for a couple of years," said Hank Cox, who recently 
retired from the National Association of Manufacturers in Arlington, Va., and is now a freelance writer on manufacturing 
issues. 
 
"There's some good in it, and people adapt. But for most people, it can't be a good feeling to know their job is only for a 
few months. Overall, I think it's a negative trend that I hope doesn't become too prevalent," Cox said. 
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4) SUCCESSFUL SELLING SEASON LEADS TO POSITIVE SENTIMENT IN LAWN and GARDEN INDUSTRY, 

SAYS GE CAPITAL SURVEY 
 
November 18 -- Lawn and garden industry participants are inclined to stock up on new low-cost models based on a 
positive summer selling season, according to survey results released today by GE Capital, Commercial Distribution 
Finance (CDF). 
 
Fifty-four percent of industry participants said the popularity of lower-cost models will have the largest impact on sales this 
year, compared to 43 percent last year. One quarter said reduced levels of inventory will impact sales, down one 
percentage point from last year. Only seven percent pointed to long production lead times impacting sales, down from 20 
percent. 
 
“Pent-up demand for machines may have driven both consumer and commercial sales this year,” said Michael Horak, 
commercial leader of CDF’s outdoor products group. “Dealers have told us they feel good about the recent selling season 
and, based on current conditions, they’re planning to order more new equipment for next year.” 
 
In fact, nearly half (49 percent) of respondents said this is a good time to consider re-stocking, up from 40 percent last 
year. About one-third (34 percent) had mixed feelings, down from 40 percent. 
 
Respondents were generally optimistic about sales trends next year, as well. Thirty-eight percent said their sales would 
grow 5-10 percent; 23 percent said 10-15 percent; and 23 percent said 15 percent or more. 
 
“From the inventory financing point of view, we’ve seen strong liquidations and ‘outstandings’ have been reduced to levels 
equivalent to this time last year,” Horak added. “At the same time, inventory turns have increased to a very healthy level.” 



 
The lawn and garden industry survey was conducted Oct. 23–25. The 164 respondents were composed of retailers and 
dealers (27 percent); manufacturers (23 percent); distributors (15 percent); and other industry participants (35 percent). 
 
For more than 20 years, CDF has played an important role in the green industry. Inventory financing, also known as 
floorplan financing, enables dealers to stock, market and sell lawn care products. Manufacturers generally benefit from 
enhanced product flow and increased sales opportunities, while dealers can obtain improved credit availability and terms. 
 
To learn more about the ways CDF helps customers manage their inventory and access exclusive industry intelligence, 
dealers can speak with a CDF representative by calling 800-451-5944 or visiting the web site: 
http://www.gecdf.com/home. 
 
About GE Capital, Commercial Distribution Finance 
 
GE Capital, Commercial Distribution Finance provided nearly $31 billion in financing for more than 33,000 dealers and 
2,000 distributors and manufacturers in the U.S. and Canada in 2012. Programs include inventory and accounts 
receivable financing, asset-based lending, private label financing, collateral management and related financial products. 
For more information, visit www.gecdf.com/ or follow company news via Twitter (www.twitter.com/GEInventoryFin). 
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5) DIXIE CHOPPER SAYS WILL CALL BACK WORKERS BY EARLY 2014 

www.bannergraphic.com   
 
FILLMORE – November 18 -- Reluctantly, Dixie Chopper has temporarily laid off some of its employees as of Monday. 
 
"The decision was not an easy decision but it was necessary for the continued success of the company," Chief Financial 
Officer (CFO) Bradley M. Craig said in a prepared statement provided to the Banner Graphic. 
 
"The doors at Dixie Chopper are open and will remain open," he added. 
 
Dixie Chopper has every intention of calling back as many of the affected employees during the beginning of 2014, 
company officials said 
 
Specific numbers laid off were not disclosed. 
 
The layoffs have come as the Dixie Chopper management team, which was put in place back in June, is reorganizing the 
company "to ensure a strong financial position in the marketplace, optimal production levels, reduced overhead costs, and 
a streamlined shipping process." 
 
The new management team is composed of company founder Art Evans as chairman of the board, Wes Evans as 
president and chief executive officer (CEO), Jeff Haltom as vice president, Bradley Craig as CFO and Greg Fernandez as 
vice president of administration. 
 
Company founder Art Evans, who built the first of Dixie Chopper's zero-turning-radius lawnmowers in an old dairy barn on 
his parents' property north of Fillmore in 1980, is delighted to let everyone know that the "city slickers are out of town" and 
that the company is "getting back to its roots." 
 
Those roots run deep locally and include producing commercial and residential zero-turn mowers designed to outlast the 
competition. 
 
To date, every Dixie Chopper mower ever built has been assembled in Putnam County -- either at the longtime factory 
outside Fillmore or for a short time in the former Mallory plant in Greencastle that was razed in April 2011, two years after 
production was transferred back to Fillmore from that facility. 
 

http://www.twitter.com/GEInventoryFin
http://www.bannergraphic.com/


Meanwhile, in related news, Dixie Chopper has announced the release of a new stand-on mower, The Stryker, which was 
recently unveiled at the Green Industry Expo (GIE) show in Louisville, Ky. 
 
The Stryker stand-on received a lot of attention for its durability and state-of-the-"Art" handling. 
 
Dixie Chopper plans to begin production on The Stryker stand-on in early spring as the homegrown Putnam County 
company focuses on continuing to bring new, innovative ideas to the marketplace. 
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6) KOHLER CO. TO START MAKING PORTABLE GENERATORS 

Jeff Engel          www.bizjournals.com   
 
November 20 -- Kohler Co. will start making portable generators next year, joining competitors like Generac Holdings Inc. 
and Briggs and Stratton Corp. that already make both standby and portable generators. 
 
The privately held Kohler-based company has made standby generators, but not portable ones. That will change in 
January when it formally unveils a line of portable generators that range from a 2-kilowatt inverter to a 12.3-kilowatt 
gasoline generator, the company said Wednesday. 
 
The line will also include trash pumps and water pumps. 
 
“Today Kohler offers a complete range of generators up to 3.2 megawatts that are relied upon in myriad applications: 
construction, telecom, residential/light commercial, industrial, mobile and marine,” said Manny Rumao, senior product 
manager, in a prepared statement. “Adding portable generators helps us further meet our customers’ needs for clean, 
efficient and dependable power.” 
 
Generator demand has increased nationwide in recent years in the wake of devastating storms like Superstorm Sandy. 
Generator manufacturers say that demand for portable generators spikes immediately after such storms, then demand for 
home standby generators jumps for several months afterward. The move by Kohler allows it to play in both spaces. 
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7) NAEDA ANNOUNCES NEW ASSOCIATION PRESIDENT/CEO 
 
St. Louis, MO. – December 2 -- The North American Equipment Dealers Association (NAEDA) named Richard E. “Rick” 
Lawhun, president and chief executive officer effective January 1, 2014. Prior to joining NAEDA, he served as president 
and CEO of the American Concrete Pressure Pipe Association (ACPPA) in Fairfax, VA.  
 
Prior to joining ACPPA, Lawhun was vice president of member benefits for the National Association of Insurance and 
Financial Advisors in Falls Church, VA. He also served in a variety of staff leadership roles at the American Society of 
Civil Engineers, including manager of technical activities, senior manager of membership development and director of the 
Construction Institute. Early in his career, Lawhun managed an engineering department at Dewberry and Davis, an ENR 
Top 50 design firm. 
 

http://www.bizjournals.com/


“We are extremely pleased to have Rick as our new president,” noted NAEDA chair Tom Nobbe, CEO of Wm. Nobbe and 
Co., Inc., Waterloo, IL. “He has a unique set of skills and experience that will serve NAEDA well as we seek to reorganize 
our governance structure and increase the effectiveness of the organization.” 
 
 “This is a challenging opportunity to be part of an organization that is seeking to increase its visibility and better serve its 
members. I am honored to have been selected and look forward to working with the members, board of directors and staff 
in leading NAEDA into a promising future,” stated Lawhun. 
 
Lawhun is an alumnus of Virginia Tech in Blacksburg, VA, where he earned a Bachelor of Science degree in Civil 
Engineering.  He and his wife, Ping will be relocating to St. Louis from their current home in Fairfax, VA. 
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8) THOUGHTS FOR THE DAY 
 
 
“Those who love you are not fooled by mistakes you have made or 
Dark images you hold about yourself. 
They remember your beauty when you feel ugly; 
Your wholeness when you are broken; 
Your innocence when you feel guilty; 
And your purpose when you are confused.” 
 
- Alan Cohen 
 
 
“If the only prayer you ever say in your entire life is thank you, 
It will be enough.” 
 
- Meister Eckhart 
 
 
“Sometimes good things fall apart 
So better things can fall together.”   
 
- Marilyn Monroe 
 
 
There is no elevator to success. 
You have to take the stairs. 
 
- Unknown 
 
 
“I’m not a genius. 
I’m just a tremendous bundle of experience.” 
 
- R. Buckminster Fuller 
 
 
“When someone else’s happiness is your happiness,  
That is love.” 
 
- Lana Del Rey 



 
  
Two things define you. 
Your patience when you have nothing, and  
Your attitude when you have everything. 
 
- Unknown 
 
 
Don’t promise when you’re happy. 
Don’t reply when you’re angry and 
Don’t decide when you’re sad. 
 
- Unknown 
 
 
The reason people find it so hard to be happy 
Is that they always see the past better than it was, 
The present worse than it is, 
And the future less resolved than it will be. 
 
- Unknown 
 
 
If it is important to you, you will find a way. 
If it’s not, you will find an excuse. 
 
- Unknown 
 
 
“Common sense is not so common.” 
 
- Voltaire 
 
 
“Advertising is the art of convincing people to spend money they don’t have 
For something they don’t need. 
 
- Will Rogers 
 
 
“You have your way. 
I have my way. 
As for the right way, the correct way, and the only way, 
It does not exist.” 
 
- Friedrich Nietzsche 
 
 
“We cannot become what we want to be 
By remaining what we are.” 
 
- Max DePress 
 
 
A strong person is not the one who doesn’t cry. 
A strong person is the one who cries and sheds tears for a moment, 
Then gets up and fights again. 
 
- Unknown 
 
 



Today is the oldest you’ve ever been, 
Yet the youngest you’ll ever be, 
So – enjoy this day while it lasts. 
 
- Unknown 
 
 
When nobody else celebrates you, 
Learn to celebrate yourself. 
When nobody else compliments you,  
Then compliment yourself. 
It’s not up to other people to keep you encouraged. 
It’s up to you. 
Encouragement should come from the inside. 
 
- Unknown 
 
 
“If you obey all the rules 
You miss all the fun.” 
 
- Katharine Hepburn 
 
 
“Destiny has two ways of crushing us – 
By refusing our wishes, 
And by fulfilling them.” 
 
- Henri Frederic Amiel 
 
 
“For children love is a feeling; for adults, it is a decision.  
Children wait to learn if their love is true by seeing how long it lasts;  
Adults make their love true by never wavering from their commitment.”  
 
–    Orson Scott Card 
 
 
“The idea is to die young as late as possible.”  
 
–  Ashley Montagu 
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9) 2014 OPE INDUSTRY MEETING AND EVENTS CALENDAR 
 
 

2014 OPE INDUSTRY MEETING AND EVENTS CALENDAR 
 

January 21-23, 2014 
 BTME-BIGGA, British Turf Management and the British International Golf and 
Greenkeepers Association Show, Harrogate International Center, England 

   

January 21-24, 2014  World of Concrete, Las Vegas Convention Center, Las Vegas, NV 

   

February 8-11, 2014 
 OPEAA, Outdoor Power Equipment Aftermarket Association Annual Meeting,  
Charleston Place, 205 Meeting Street, Charleston, SC 

   

February 9-12, 2014 
 The Rental Show, American Rental Association Conference and Trade 
Show, Orange County Convention Center, Orlando, FL 

   

February 23-26, 2014 
 OPEESA, Outdoor Power Equipment and Engine Service Association  Annual 
Members Meeting, Miramonte Resort and Spa, Palm Springs Valley, Indian 
Wells, Calif. 

   

March 9, 2014  Daylight Savings Time Begins 

   

April 9-12, 2014 
 EETC, Equipment and Engine Training Council 18

th
 Annual Conference, 

Charlotte, NC 

   

May 6-8, 2014 
 National Hardware Show, Las Vegas Convention Center and Sands 
Convention Center, Las Vegas, NV 

   

June 17-19, 2014 
 OPEI, Outdoor Power Equipment Institute Annual Meeting, The Breakers, 
Palm Beach, Florida 

   

June 22-28, 2014  Skills USA, National Leadership and Skills Conference, Kansas City, MO 

   

September 2-4, 2014 
 IOG SALTEX, Grounds Care, Sports Facilities, Amenities, Landscaping And 
Estate Management Outdoor Trade Show, Windsor Race Track, Windsor, 
Berkshire, England 

   

August 31 – Sept 2, 2014 
 SPOGA+GAFA, International Garden Trade Fair with the International Trade 
Fair for Sport, Camping and Garden Lifestyle, Cologne, Germany           

  . 

September 14-16, 2014  GLEE, International Garden and Leisure Show, NEC Birmingham, England 

   

October 22-24, 2014 
 GIE+EXPO, Combining GIE+EXPO and the Hardscape North America 
Shows, Louisville, KY 

   

Oct 29 - Nov 1, 2014  FFA, Future Farmers of America Annual Convention, Louisville, KY 

   

November 2, 2014  Daylight Savings Time Ends 
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10) ARIENS BUYS 3 DIRECT MARKETING BRANDS FROM W.W. GRAINGER 

Joe Taschler       www.jsonline.com   
 
Calling it part of a strategy to offset some of the seasonality inherent in its business, Ariens Co. said Monday it is acquiring 
three direct marketing brands from W.W. Grainger Inc. 
 
The brands are Gempler's, Ben Meadows and AW Direct. All three brands market outdoor-related products including 
landscape and horticulture equipment, gear for fighting wildfires and tow truck equipment. 
 
The brands will become part of Brillion-based Ariens on Jan. 1. Terms of the agreement were not disclosed, but, "the 
dollars are fairly significant," said Dan Ariens, CEO of Ariens and the fourth generation of the family to lead the company. 
"It adds a big new revenue base to our business." 
 
Grainger said in a statement that the three brands total had estimated revenue of $90 million in 2013. 
 
The three brands will help smooth Arien's revenue, which is skewed heavily toward fall and winter when sales of its snow 
blowers spike. 
 
"When we look at their revenues over quarters they are much more level," Ariens said. 
 
Ariens will add 250 new employees total at an office in Madison and a distribution site in Janesville as a result of the 
transaction, putting its total employment at about 2,300. 
 
The company has been seeking an acquisition as a means to diversify its portfolio of businesses, Ariens said. 
 
"We've been looking for a couple of years to find something that fits like this," Ariens said. 
 
Ariens operates in the outdoor power equipment manufacturing as well as distribution segments in consumer and 
professional markets. The company's brands include Sno-Thro snow blowers; Countax and Westwood lawn tractors; and 
Gravely and Parker commercial equipment for the landscape management, facilities maintenance and sports field sectors. 
Ariens' affiliates, Stens Corp., J Thomas and Ariens Pty Ltd. in Australia, supply replacement parts to the outdoor power 
equipment industry. 
 
"As we grow the distribution side of the business, these companies represent strong niche segments that fit nicely with our 
current portfolio of outdoor brands," the company said in a statement. 
 
The acquisition is "another way to talk to the same customer with a different set of products," Ariens said. 
 
Ariens will be taking over leased space in Madison as well as leasing space in the Janesville distribution center from 
Grainger, said Ariens spokeswoman Ann Stilp, in an email. 
 
Ariens will operate the acquired brands along with Stens and J. Thomas as part of a newly formed specialty brands group. 
 
The location of the businesses Ariens is acquiring played a role in the agreement, Dan Ariens said. 
 
"We want to invest in Wisconsin wherever we can," he added. "We see opportunity here." 
 
Ariens was established in 1933. 
 
W.W. Grainger Inc., is based in Lake Forest, Ill., and had 2012 sales of $9 billion. The company is a business-to-business 
distributor of products used to maintain, repair or operate facilities. 
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11) THE TORO COMPANY REPORTS RECORD RESULTS FOR FISCAL 2013 
 

 Fiscal 2013 sales increase to a record $2 billion 

 Operating earnings expand to 11.3 percent and a record $230.7 million 

 Net earnings per share for the year up 22 percent to a record $2.62 

 Quarterly cash dividend increased 43 percent to $0.20 per share 
 
BLOOMINGTON, Minn.-- Dec. 5, 2013-- The Toro Company today reported net earnings of $154.8 million, or $2.62 per 
share, on a net sales increase of 4.2 percent to $2,041.4 million for its fiscal year ended October 31, 2013. In fiscal 2012, 
the company delivered net earnings of $129.5 million, or $2.14 per share, on net sales of $1,958.7 million. 
 
For the fourth quarter, Toro reported net earnings of $5 million, or $0.08 per share, on a net sales increase of 12.7 percent 
to $382.4 million. In the comparable fiscal 2012 period, the company posted net earnings of $0.3 million on net sales of 
$339.3 million. 
 
The company also announced that its board of directors has declared a quarterly cash dividend of $0.20 per share, an 
increase from its previous quarterly dividend rate of $0.14 per share. This dividend is payable on January 15, 2014, to 
shareholders of record on December 30, 2013. In addition, the company increased its annual dividend guideline to 30 to 
40 percent of its three-year average net earnings per share, up from the previous guideline of 20 to 30 percent. In fiscal 
2013, the company paid $32.5 million in dividends and repurchased over 2 million shares of its common stock, returning 
more than $130 million in total cash to its shareholders. 
 
“The Toro Company completed a record year with new highs for revenues, operating earnings and earnings per share,” 
said Michael J. Hoffman, Toro’s chairman and chief executive officer. “We are particularly excited to have crossed over 
the $2 billion revenue milestone for the first time in the company’s history, a timely accomplishment as we head down the 
home stretch to our Centennial in July 2014. In addition, we remain focused on returning value to our shareholders, as 
demonstrated by the increase in both our annual dividend guideline and quarterly cash dividend.” 
 
“Looking across our businesses, Fiscal 2013 was a good year. I am extremely proud of our team and their passion for 
innovation and serving our customers. Of course we had our share of challenges, but we were able to successfully 
manage through less than ideal weather conditions in the first half of the year, as well as the phase-in of the Tier 4 diesel 
engine transition. Our innovative new product offerings helped us to defend and grow our positions in golf equipment and 
irrigation, landscape maintenance products, residential ZTR mowers and handheld blowers and trimmers. Our recent 
acquisitions in the rental and construction space are integrated and contributing. Demand for our precision agriculture 
irrigation products continued to grow and we further expanded our global presence with the closing of our China 
acquisition in the fourth – Toro Reports Record Results for Fiscal 2013 quarter. And our efforts on productivity are making 
a positive difference, helping to expand our operating earnings to a record $230.7 million and 11.3 percent and continuing 
our progress toward our Destination 2014 operating earnings goal.” 
 
“For the fourth quarter, even with favorable comparisons to last year when we saw soft preseason demand for our snow 
products, we delivered solid performance. Practically all of our product lines contributed to our sales growth and our 
expanded gross margins further evidence the traction we are gaining with our productivity efforts.” 
 
“Looking ahead to fiscal 2014, we are mindful of the mild expectations for our world-wide economic environments, as well 
as the challenges that Mother Nature can create for our businesses and customers. Nonetheless, we are cautiously 
optimistic about the prospects for our end markets in this Centennial year. Golf course development is progressing in key 
markets, housing and construction continues to improve, and around the world customers are seeking more efficient 
methods of irrigation. We are well-positioned across our product portfolio to capitalize on growth in all of these areas. In 
addition, our recent investments to expand the global footprint of our micro irrigation business and grow our rental and 
construction market presence are yielding positive results and will continue to gain momentum. While we hope that 
Mother Nature will deliver favorable weather, that is out of our control. Instead, we remain focused on the things that have 
made us successful for our first 100 years: developing innovative products, serving our customers and executing in the 
marketplace. We continue to pursue our Destination 2014 goals in this final year of our initiative and our employees are 
engaged to drive revenue growth and further improve productivity.” 
 
The company expects revenue growth for fiscal 2014 to be about 4 to 5 percent, and net earnings to be about $2.85 to 
$2.90 per share. For the first quarter, the company expects net earnings to be about $0.35 per share, with unfavorable 
year-over-year quarterly comparisons due to increased sales accelerated into the first quarter of last year by the Tier 4 
diesel engine transition that will not be repeated this year. 
 
SEGMENT RESULTS 
 



Professional 
 
Professional segment net sales for fiscal 2013 totaled $1,425.3 million, up 7.2 percent over last year. Sales of landscape 
maintenance equipment increased on strong retail demand for our zero turn radius products and successful new product 
introductions—including our new TurfMaster™ heavy duty walk power mower, electronic fuel injection products and turf 
renovation products. Worldwide golf and irrigation sales were up as existing golf courses continued to replace aging 
equipment and irrigation systems with our offerings and new international golf course projects were awarded to us. Rental 
and construction equipment sales grew on increased demand for our products and incremental sales from recent 
acquisitions. Global micro irrigation sales increased with continued demand for more efficient irrigation solutions for 
agriculture. For the fourth quarter, professional segment net sales were $255.8 million, up 11.9 percent from the 
comparable fiscal 2012 period. 
 
Professional segment earnings for fiscal 2013 totaled $254.4 million, up 9.6 percent from the prior year. For the fourth 
quarter, professional segment earnings were $21.8 million, up 5 percent from the comparable fiscal 2012 period. 
Residential 
 
Residential segment net sales for fiscal 2013 were $594.4 million, down 2.1 percent from last year. This slight decline 
largely was attributable to challenged preseason sales of snow products early in fiscal 2013 and unfavorable spring 
weather at the beginning of the key selling season. Sales benefitted from increased shipments of domestic residential 
riding products as consumers continued to transition to our zero turn radius mowers, including our Timecutter® line of Zs, 
and from higher demand for our handheld trimmer and blower products in the U.S. and Pope-branded irrigation products 
in Australia. For the fourth quarter, residential segment net sales were $116.6 million, up 14.3 percent from the 
comparable fiscal 2012 period. This increase primarily was due to improved preseason demand for snowthrowers as 
compared to our fiscal 2012 fourth quarter, with sales of worldwide residential riding products, handheld solutions and 
Pope irrigation products also contributing. 
 
Residential segment earnings for fiscal 2013 totaled $62 million, up 7.2 percent from fiscal 2012. For the fourth quarter, 
residential segment earnings were $10.1 million, up from $6.7 million in the comparable fiscal 2012 period. 
OPERATING RESULTS 
 
Gross margin for fiscal 2013 improved 110 basis points from last year to 35.5 percent. The majority of the margin 
expansion was due to realized price, product mix and productivity improvement, somewhat offset by unfavorable currency 
exchange rates. For the fourth quarter, gross margin was up 30 basis points to 33.6 percent. 
 
Selling, general and administrative (SGandA) expense as a percent of sales increased 30 basis points to 24.2 percent for 
fiscal 2013. For the fourth quarter, SGandA expense as a percentage of sales decreased 70 basis points to 31.4 percent. 
 
Other income for fiscal 2013 was $12.3 million, up $4.7 million from last year. The increase primarily was due to a one-
time legal recovery, as well as lower foreign currency losses and higher income from our investment in Red Iron 
Acceptance, our channel financing joint venture. 
 
Operating earnings as a percent of sales improved 80 basis points to 11.3 percent for fiscal 2013 For the fourth quarter, 
operating earnings improved 100 basis points to 2.2 percent of sales compared to 1.2 percent last year. 
 
Interest expense for fiscal 2013 was $16.2 million, down 4.1 percent compared to fiscal 2012. For the fourth quarter, 
interest expense totaled $3.9 million, down 5.2 percent from the same period last year. 
 
The effective tax rate for the fiscal year was 31.7 percent compared with 34 percent last year, primarily due to the 
reinstatement of the Federal Research and Engineering Tax Credit. 
 
Accounts receivable at the end of the fiscal year totaled $157.2 million, up 6.6 percent from the prior year period. Net 
inventories were $240.1 million, down 4.4 percent from the end of fiscal 2012. Trade payables were $136.2 million, up 9.1 
percent compared with last year. 
 
About The Toro Company 
The Toro Company (NYSE: TTC) is a leading worldwide provider of innovative turf, landscape, rental and construction 
equipment, and irrigation and outdoor lighting solutions. With sales of more than $2 billion in fiscal 2013, Toro’s global 
presence extends to more than 90 countries through strong relationships built on integrity and trust, constant innovation 
and a commitment to helping customers enrich the beauty, productivity and sustainability of the land. Since 1914, the 
company has built a tradition of excellence around a number of strong brands to help customers care for golf courses, 
sports fields, public green spaces, commercial and residential properties and agricultural fields. 
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12) HUSQVARNA GROUP PLANT RECEIVES $10 MILLION NEW MARKETS TAX CREDIT LOAN 
 
The Husqvarna Group manufacturing facility in Nashville, Arkansas, has received a $10 million New Markets Tax Credit 
loan to purchase equipment for a new production process. The expansion will create 22 new jobs at the plant and support 
more than 800 additional jobs in Southwest Arkansas. 
 
Nashville, AR -- November 21 -- HOPE (Hope Enterprise Corporation/Hope Credit Union) has committed $8,000,000 in 
New Markets Tax Credit allocation to Husqvarna Group’s Nashville manufacturing facility for new plating and honing 
equipment for their hand-held lawn tool engine assembly. The funding will be used to purchase new machinery, which will 
bring the plating and honing process in-house and will be more efficient and environmentally friendly than commonly-used 
methods. 
 
The new plating and honing line will create 22 new jobs at the 1,200 employee facility. Husqvarna Group operations in 
Nashville support more than 800 additional jobs in Southwest Arkansas. 
 
“Partnering with HOPE on this initiative will help to bring the right tools to our facilities to help maintain our efficiency in 
producing outdoor power equipment,” said Jack Fish, VP of Manufacturing, Husqvarna Americas.  “Additionally, when you 
can add new jobs that will support our local town and economy, that’s great!” 
 
The New Markets Tax Credit Program is run by the U.S. Treasury Department and brings private capital investments into 
economically distressed areas. The NMTC allocation from HOPE is being paired with a $2 million allocation from Chase 
Community Development Banking. Chase also served as the equity investor for the $10 million equipment purchase and 
installation. 
 
“The jobs supported by this investment offer good wages and benefits, and generate a tremendous economic impact in 
southwest Arkansas,” said HOPE CEO Bill Bynum. “Companies like Husqvarna are vital to a prosperous community, 
which makes it a perfect fit for our mission, and for our New Markets Tax Credits.” 
 
Rural and inner-city regions of the country have suffered from a chronic shortage of capital for economic development 
because private capital tends to flow toward where money is already accumulating – in fast-growing metropolitan areas. A 
desire to bring economic prosperity to low-income communities resulted in the federal New Markets Tax Credit program 
enacted by Congress as part of the Community Renewal Tax Relief Act of 2000. 
 
“This is a great day for Husqvarna, for Chase and for Nashville, Arkansas. This investment will create jobs - which will 
strengthen the company, the community and the families who live here,” said Wanda Clark, Vice President, Chase 
Community Development Banking. 
 
Since 1976, Husqvarna has been a key employer and contributor to the economic engine of Southwest Arkansas. This 
investment in new equipment will bring the plating and honing process local without the need to source these components 
from overseas. 
 
Using three previous allocations totaling $50 million, HOPE has financed 108 projects for a total of more than $71 million, 
with 23 NMTC loans for nearly $6 million in Arkansas. 
 
About HOPE  
HOPE (Hope Enterprise Corporation/Hope Credit Union) is a community development financial institution, community 
development intermediary and policy center that provides affordable financial services; leverages private, public and 
philanthropic resources; and engages in policy analysis in order to fulfill its mission of strengthening communities, building 
assets, and improving lives in economically distressed parts of the Mid South. 
 
Since 1994, HOPE has generated more than $1.7 billion in financing and related services for the unbanked and 
underbanked, entrepreneurs, homeowners, nonprofit organizations, health care providers and other community 
development purposes. Collectively, these projects have benefitted more than 400,000 individuals in the Delta, Katrina-
affected areas and other distressed communities throughout Arkansas, Louisiana, Mississippi and Tennessee. This 



impact has been substantially multiplied by HOPE’s policy and intermediary efforts, which have informed and influenced 
the flow of public and private resources to assist disenfranchised people and places across the Mid South and nationwide. 
 
About Husqvarna  
Husqvarna Group is the world’s largest producer of outdoor power products including robotic lawn mowers, garden 
tractors, chainsaws and trimmers. The Group is also the European leader in consumer watering products and one of the 
world leaders in cutting equipment and diamond tools for the construction and stone industries. The Group’s products and 
solutions are sold via dealers and retailers to both consumers and professional users in more than 100 countries. Net 
sales in 2012 amounted to SEK 31 billion, and the Group had 15,400 employees on average in more than 40 countries. 
 
About Chase  
Chase is the U.S. consumer and commercial banking business of JPMorgan Chase and Co. (NYSE: JPM), a leading 
global financial services firm with assets of $2.5 trillion and operations in more than 60 countries. Chase serves more than 
50 million consumers through more than 5,600 bank branches, 17,500 ATMs, credit cards, mortgage offices, and online 
and mobile banking as well as through relationships with auto dealerships. 
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13) TORO RECALLS TIMEMASTER AND TURFMASTER LAWN MOWERS DUE TO INJURY HAZARD 
 
December 10, 2013 
Consumers should stop using this product unless otherwise instructed. It is illegal to resell or attempt to resell a recalled 
consumer product. 
 
Recall Summary 
 
Name of product: 
TimeMaster and TurfMaster lawn mowers 
 
Hazard: 
The mower’s blade can break and injure the user and others nearby 
 
Recall Details 
 
Units 
About 34,500 in the United States and 1,600 in Canada 
 
Description 
This recall involves 2013 Toro TimeMaster 30” and 2013 Toro TurfMaster 30” lawn mowers with the following model and 
serial numbers: Model number 20199 with serial numbers ranging from 313000101 to 313020271; model number 20200 
with serial numbers ranging from 313000101 to 313007366; and, model number 22200 with serial numbers ranging from 
313000101 to 313007146.  The phrases “TimeMaster” or “TurfMaster” and “Toro” are printed on the front of the black and 
red mower. “Toro” is also printed on the side of the mower. The model and serial numbers are located on a decal affixed 
to the engine base above the left rear tire.  
 
Incidents/Injuries 
Toro has received ten reports of blades breaking. No injuries have been reported. 
 
Remedy 
Consumers should immediately stop using the recalled mowers and contact Toro for a free repair.  
 
Sold at 
Toro dealers nationwide from November 2012 through October 2013 for between $999 and $1,799.   
 
Distributor 
The Toro Co., of Bloomington, Minn. 
 
Manufactured in Mexico 
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14) GAS TRIMMERS RECALLED BY EFCO DUE TO FIRE HAZARD 
 
December 10, 2013 
Consumers should stop using this product unless otherwise instructed. It is illegal to resell or attempt to resell a recalled 
consumer product. 
 
Recall Summary 
 
Name of product: 
efco brand Gas Trimmers from Emak USA 
 
Hazard: 
The muffler on the trimmer’s engine can break during use and pose a fire hazard. 
 
Recall Details 
 
Units 
About 1,400 in the U.S. and 166 in Canada 
 
Description 
The trimmers are used in both residential and professional applications for cutting grass and light brush. The cutting 
attachments include a trimmer head and metal blade. The trimmers are about 72 inches long. They are colored red and 
gray with either a bike or loop handle configuration. Three models are recalled in two engine sizes measured in cubic 
centimeters.  They are: 36cc models 8371 S and 8371 T, and a 40.2cc model 8421 T engine displacement. The brand 
name “efco” and model number are printed on the front of the engine and the brand name also appears on the wand. 
 
Incidents/Injuries 
The firm has received eight reports of incidents, including one resulting in singed hair. No serious injury or property 
damage have been reported.   
 
Remedy 
Consumers should stop using the recalled trimmers immediately and return them to an authorized efco dealer for a free 
muffler replacement kit. 
 
Sold at 
Authorized efco dealers at both retail stores and online, and Menards stores between June 2009 and July 2013 for about 
$400. 
 
Manufacturer 
Emak USA, Inc., of Wooster, Ohio  
 
Manufactured in 
China 
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15) EXMARK RECALLS COMMERCIAL WALK-BEHIND MOWERS DUE TO INJURY HAZARD 
 
December 10, 2013 
Consumers should stop using this product unless otherwise instructed. It is illegal to resell or attempt to resell a recalled 
consumer product. 
 
Recall Summary 
 
Name of product: 
Commercial Walk-Behind Mowers 
 
Recall Details 
 
Hazard: 
The mower’s blade can break and injure the user and others nearby. 
 
Units 
About 6,900 in the United States and 330 in Canada 
 
Description 
This recall involves 2013 Exmark Commercial 30” Walk-Behind Mowers, model ECKA30 and serial numbers ranging from 
313605897 to 313660824. The phrases “Commercial 30” and “Exmark” are printed on the front of the black and red 
mower. “Exmark” is also printed on the side of the mower. The model and serial numbers are located on a decal affixed to 
the engine base above the left rear tire. 
 
Incidents/Injuries 
None 
 
Remedy 
Consumers should immediately stop using the recalled mowers and contact Exmark for a free repair.  
 
Sold at 
Exmark dealers nationwide from November 2012 through October 2013 for about $1,800. 
 
Distributor 
Exmark Manufacturing Company, Inc., from Beatrice, Neb. 
 
Manufactured in 
Mexico 
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16) OPEESA OFFICERS, BOARD, EXECUTIVE DIRECTOR CONTACT INFORMATION 
 
 
 

2013 – 2014 OPEESA Board of Directors 
 
Fname Last Name Company Email Position/Term 

Todd Winstead Tidewater Power 
Equipment 
5796 Thurston Ave.  
Virginia Beach  VA  23455 

twinstead@tpeco.com President  

Ron Monroe Hayward Distributing Co. 
4061 Perimeter Drive 
Columbus  OH  43228 

rmonroe@haydist.com Vice President 
Annual Meeting 

Mike Rounsavall Servantage Dixie Sales Co. 
5920 Summit Ave.  
Browns Summit  NC  27214 

mrounsavall@dixiesales.com Sec/Treas. 

Pete  Yunker Power Equipment Systems 
1645 Salem Industrial Dr. 
Salem  OR  97301 

petey@pesnet.com Past President 

Robert  Smith Smith’s South-Central 
Sales Co. 
1802 S. Arkansas St.  PO 
Box 578 
Springhill  LA  71075 

rsmith@smithssc.com 2014 

Rick  Bryan IV Bryan Equipment Sales, 
Inc. 
457 Wards Corner Road 
Loveland  OH  45140 

rbiv@bryanequipment.com 2014 

Jeff Plotka Precision Work 
75 Harbor Road  
Port Washington  NY  
11050 

jeff@precisionworkinc.com 2014 

Mike Horak GE Capital, CDF 
5595 Trillium Blvd. Hoffman 
Estates, IL  60192 

mike.horak@ge.com 2014 
Manufacturer/ Affiliate 

Rep. 

Ted  Finn Gardner, Inc. 
3641 Interchange Road 
Columbus, OH  43204 

tedf@gardnerinc.com 2015 

Mark DeShetler Florida Outdoor Equipment 
2691 Dardanelle Drive 
Orlando, FL  32808 

mdeshetler@floridaoutdoor.com 2015  

Michael Rickey American Honda Motor Co. 
4900 Marconi Drive 
Alpharetta,  GA  30005 

Michael_rickey@ahm.honda.com 2015 
Manufacturer/ Affiliate 

Rep. 

Steve Purdy Oscar Wilson Engine & 
Parts 
826 Lonestar Drive 
O’Fallon, MO  63366 

spurdy@oscar-wilson.com 2016 

Nancy Cueroni OPEESA 
37 Pratt Street   
Essex  CT  06426 

Info@opeesa.com Executive Director 
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