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“It Is to me,” says Bruce Naas, who farms some 1,100 acres in 

western New York. For him, that peace of mind is as much about 

a good rapport with his dealership’s personnel as it is knowledge 

of equipment. 

As he says of his relationship with Java Farm Supply, his 

Massey Ferguson and AGCO dealer, “It’s being able to feel 

comfortable enough with somebody to ask questions. Technology 

is changing so fast, it’s got to be a two-way street between me and 

the dealer. 

“Tey’ve got to help us understand how to operate the 

equipment, but before that, they need to understand what we 

need. We have a lot of dialogue with our Java salesman before we 

buy anything.” 

Naas says that afer 15-plus years working with the dealership, 

the staff knows his operation well, but still takes the time to 

beter understand his current situation and what he sees in his 

future. For instance, when shopping for a new tractor recently, 

his salesman presented him with several different types of 

equipment, then, Naas says, “explained what each one would do 

for me and how I could build upon each one. I think they looked 

a litle farther down the road than we did, and I’m glad for that.” 

“We encourage everyone to be effective listeners and 

ask the right questions,” says Peter Garza, AGCO’s director 

of channel marketing, who leads a team that works directly 

with dealers on a number of initiatives, including training. 

Many dealerships have already built their business on that 

foundation, but it’s a corporate focus too. Tat allows dealers, 

as well as AGCO corporate staff, “to be consultants, be advisers 

to customers, before trying to sell the iron itself.

“We don’t just manufacture equipment,” Garza continues. 

“We make sure it works for our customers. I don’t mean that it 

just rolls out of the shed and pulls a planter, but that it does all 

the things the customer needs it to do. Tat it’s going to 

make their lives easier, help them save more money, help 

them be safer, help them be more productive and help 

them deliver quality yields to their customers. Tat it 

does all these things now and years down the road.”

To accomplish such goals, adds Garza, “we know 

we have to offer a more robust training program than 

ever before.” >>
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