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We'd like to extend a special invitation to your landscape contractor customers to join us for
an exclusive showcase of the next generation of lawn care.

The Harrier® Pro series has been shaped by feedback from professionals like them, and now
it's time to reveal how their insights have driven the evolution of this market-leading range.

This is their chance to experience the new Harrier Pro series firsthand, connect with our
engineering and design team, and see how these innovations can elevate their work.

Follow us on 3 or [ for exclusive updates and previews.
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Letter from the editor

Steve Gibbs

steve@servicedealer.co.uk

elcome to the January/
February 2025 edition of
Service Dealer magazine.
I trust all our readers had
a relaxing Christmas and New Year
break — and are now raring to go for the
upcoming season? This issue, we look
back to look forward at what may be
heading into your showrooms this year,
with show news from around the world.
There are reports on trade events in ltaly
and the UK, alongside word of our ‘Digital
Special Report, offering in-depth video
analysis of the U.S. Equip show — all
covered by our team of roving reporters.
We also look back to what | suspect
many will agree was Service Dealer's
best ever conference. We celebrate
all our dealer winners, and relive the
presentations that our dealer delegates
enjoyed throughout that late November
day in Stratford-upon-Avon.
A highlight for myself and others
was business expert Ellis Watson, who
delivered the keynote. In his wide-ranging,
entertaining talk, with the concept of
change at the forefront, he argued
that our dealer delegates shouldn’t be
altering their commitment to exceptional,
one-to-one customer service.
Ellis claimed that making customers
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feel they are cared for is essential to a
dealer’s continued success. He went

on to argue that passion cannot be
delegated or outsourced — it must come
from a company’s leadership walking
the walk themselves. It was powerful,
inspiring stuff.

Dealers have always known that their
attentive customer interactions are
one of their superpowers - but in this
age of increased digitalisation, of Al
creeping further and further into retail,
and with our human exchanges at risk
of becoming ever more remote, | think
it was fantastic to have this reconfirmed
by such an experienced businessman as
Ellis (and, indeed, one who is an outsider
to our sector).

You can read a full report on Ellis’ and
all our other speakers’ fascinating and
timely presentations, beginning on page
20 this issue.

Elsewhere in the mag, we welcome our
new diarist of the season, Les Gammie
from Gammies Groundcare. We thank
Les for his commitment to keeping
us informed throughout this year of
developments at his Forfar dealership. It
will be fantastic for us to once again gain
a dealer’s perspective on the industry
from north of the border.
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MKM Agri
close business
for good

After 40 years of trading

Dealers MKM Agriculture Ltd, of Marston Moreteyne,
Bedfordshire, announced at the end of November 2024
that they were to close their business for good at the end
of December.

This move came after the company closed their second
branch in Bury St Edmunds at the end of August last year.
Owner Anthony Deacon said in a statement: “We have

been through a great deal of adversity and challenging
economic and government pressure on SMEs, and
globally-effected changes. We always made it through,
but this has taken its toll over the years. Testament to our
staff, we recovered from the devastating fire in 2021 and
dealing with a global pandemic. Years of growth and
brand expansion has seen us grow to a leader in the ATV
and UTV industry.

MKM owner, Anthony Deacon

“We are pursuing all options open to us, but our focus
is now on supporting our staff and delivering our last few
machines to our loyal customers. We will be working with
our suppliers and manufacturers to advise of the nearest
service centre for any of the machines we have supplied.
Any work currently with us will be completed and
returned upon completion, but no more new work will be
taken on.

“To be clear, we are solvent as a business, and all
supplier obligations will be met in full. Our relationships
with customers and suppliers are strong, and we would
like to thank you all for supporting our brand since 1986.”

DEALERS

GGM’s Andy Melville and T H White
Machinery Import’s Stuart Winwood

T H White Machinery Imports has
announced a new dealership
partnership with the GGM Group,
expanding its groundcare product
range and support services across
the North of England.

This collaboration, they say, will bring
Ferris mowers closer to customers in
Lancashire, Yorkshire, Greater
Manchester, Cheshire, Staffordshire
and the Wirral.

In a statement, T H White Machinery
Imports said: “Through this
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T H White Machinery
imports team-up with GGM

New dealership partnership for Ferris

partnership, we will leverage GGM
Group’s local expertise to provide
customers with greater access to
Ferris’ high-performance mowers. The
collaboration of a leading manufacture
and leading dealership is the perfect
fit, enabling GGM to offer a
complimentary range to their existing
product line up, backed up with the
first-class aftersales support for which
GGM is already renowned.”

Bill Johnston, director of T H White
Machinery Imports, explained: “We are
excited to join forces with GGM Group
as we expand our services across North
West England. This collaboration not
only enhances our ability to meet the
needs of our clients, but also creates a
partnership with GGM Group to work

together to provide comprehensive
solutions for the sector”

Andy Melville, commercial director of
GGM Group, added: “Partnering with
the Ferris brand is a fantastic step for
us, and the range complements our
existing offering brilliantly, making this
an ideal collaboration.

“We’re proud of our reputation
throughout the industry for exceptional
customer service, aftersales backup
and support, and our team look forward
to enhancing our range with premium
Ferris products and delivering
exceptional service to our customers
across the North West and Yorkshire
territory. Together, we'll ensure they
have the best tools for every job,
backed by reliable support.”

INDUSTRY

Baroness
acquires
Shibaura

Agreement reached for turf care
machinery business

Kyoeisha Co., Ltd. (Baroness) has reached an
agreement with IHI Corporation to acquire Shibaura
- the turf care machinery business of IHI Agri-Tech
Corporation.

Kyoeisha say they have been looking to enhance
production capacity and expand sales and customer

service to meet future domestic and international demand.

They say the acquisition of IHI Agri-Tech Corporation’s turf
care machinery business aligns perfectly with these goals.
An established manufacturer of turf care equipment, IHI
Agri-Tech Corporation boasts state-of-the-art facilities, a
skilled workforce and a reputation for high-quality
products both in Japan and overseas. The Shibaura brand
features a range of walk-behind mowers, three-gang and
five-gang reel and rotary ride-on mowers, front mowers
and other ride-on implements - such as top dressers and
bunker rakes - for maintenance tasks on the golf course.

Recognising the strategic fit and potential for growth,
Kyoeisha engaged in extensive discussions with IHI
Corporation. It was formally announced on November 25,
2024, that Kyoeisha had reached an agreement for its
acquisition of the Shibaura brand and portfolio.

More details have been promised in due course.

NEWS

DEALERS

Etesia add to
dealer network

New chapter for Fisco Farm &
Garden Machinery

Etesia UK has announced that Fisco Farm & Garden
Machinery, a long-standing family business based in
Wakefield, West Yorkshire, has officially become its
latest dealer.

The partnership marks a new chapter for Fisco, enabling
the company to expand its commercial product offerings
while reinforcing the manufacturer’s presence in the
region.

Fisco Farm & Garden Machinery has been a family-run
business in Wakefield for over 60 years. Founded by
Clifford Broadhead as Farmers Ironmongery Supply Co, it
later expanded to meet the changing needs of the
agricultural industry. Today, Fisco continues to evolve, now
offering brands to enhance its product range for both
domestic and commercial clients.

Ryan Powala-Higgins, manager of Fisco Farm & Garden
Machinery, explained that becoming an Etesia dealer is a
strategic move to grow the company’s commercial
opportunities. “We are a single branch, and for a long time
we were predominantly in the domestic market,” said
Ryan. “But over the past few years, we've started to take
on more commercial products to boost sales in that area.
We felt like we were missing out, and that's why we
decided to take on Etesia.”

Looking ahead, Ryan expressed enthusiasm about the
future of the partnership, saying: “We’re very excited about
what’s to come.”

SERVICE DEALER 5



NEWS

DEALERS

L-R: Owen Buttle, national sales manager, Merlo UK; Tom Jobling, machinery director; lan Gate,
machinery consultant, and Dale Shaw, dealer principal, Carr’s Billington; Shaun Groom, general
manager, and Euan Thomson, regional sales manager, Merlo UK

Carr’s Billington
join Merlo

network

Described as a ‘significant addition’ to dealership’s range

Beginning in December, Carr’s
Billington, headquartered in Carlisle,
have taken on the Merlo brand in
Cumbria and the North East,
covering depots in Carlisle, Hexham
and Morpeth. The two companies say
this marks the beginning of an
exciting and strategic partnership
between two trusted names in the
agriculture industry.

Owen Buttle, national sales manager
at Merlo UK, said: “Carr’s Billington is a
trusted supplier of leading agricultural
brands, and this partnership represents
Merlo’s continued commitment to
strengthening its dealer network and
providing agriculture customers across
the north of England with strong and
comprehensive coverage. We are
delighted to welcome Carr’s Billington
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to the Merlo dealer network.”

He continued: “As well as sales and
installations, Carr’s Billington offers
exceptional service and repairs, as well
as stocking a wide range of fast-moving
parts. This level of support ensures
customers receive the best experience
with their Merlo products.”

Tom Jobling, machinery director at
Carr’s Billington, added: “Following a
thorough evaluation of suppliers and
key brands, we are excited to add the
Merlo product range to fill a gap and
strengthen our portfolio. The Merlo
agreement is a significant addition to
our range, and presents exciting
opportunities for our customers. We
look forward to expanding our offering,
and forging a successful partnership
with Merlo.”

INDUSTRY

ATV range
finds UK
and Ireland
distribution

Aodes brand established
for 30-plus years

Boss ORV has announced their
appointment as UK and Ireland
distributors for Aodes Off-Road
Vehicles.

Established over 30 years ago, and
headquartered in Shandong, China,
Aodes is a multinational brand, sold in
more than 100 countries. The
company opened an R&D and
distribution centre in California, USA,
in 2012. In 2021, they introduced the
Pathcross ATV Series, featuring
V-Twin engines in 525cc, 650cc, and
1,000cc displacements. The
appointment of Boss was finalised at
the EICMA exhibition in Milan.

“We are very excited to have a new
ATV/Quad in our product portfolio,” said
Boss ORV managing director Phil
Everett. “The wait has been worth it, as
we have finally found a really high-quality
and price-competitive product to suit our
challenging market. This range will fit
perfectly with our current products. We
will announce more details over the
coming weeks.”

The Pathcross ATV will be on show
for the first time on the Boss ORV
stand at the LAMMA agricultural show
this month.

DEALERS

One-day format
from this year

For the Midlands Machinery Show

The Midlands Machinery Show will
adopt a new one-day format from
this year, the Newark and
Nottinghamshire Agricultural Society
(NNAS) has announced.

After a decade as a two-day event
at the Newark Showground each
November, the NNAS say they have
consulted exhibitors and examined
feedback from showgoers to ensure
it continues to deliver what
attendees want.

Events and development manager
Elizabeth Halsall said: “The agricultural
industry has changed significantly over
the years, and it's important that we
remain in-tune with what people want
from a well-established regional show.

“We recognise that visitors have less
time to be away from their businesses,
and that exhibitors want to make show
attendance as efficient as possible.
This new one-day format will help in
both these regards.”

Gavin Pell, managing director at

dealership Chandlers Farm Equipment,
agrees. He says: “The show has
enjoyed huge success in its original
format, which was set out 10 years ago.
We have to acknowledge that the
industry has changed, and it’s right for
the agricultural society to review how
the event runs.

“We feel a one-day show will be
really positive, meaning it is more
cost-effective for us to attend, visitor
footfall will be concentrated to one day,
and there will be less time away from
the farm for those who want to attend.”

The show organising committee
says it is excited about the potential of
bringing two days’ footfall into a single
day. “We believe this positive move will
further enhance what is already a
hugely valued and well-supported
regional show,” Elizabeth said.

The NNAS have announced that
the 2025 Midlands Machinery Show
will take place on November 19 at
Newark Showground.

NEWS

News
in brief:

Read these stories, and more, in
full at: www.servicedealer.co.uk

INDUSTRY

Kuhn strengthen
regional support

Kuhn Farm Machinery has
announced that they have
strengthened their UK regional
teams, appointing Will Cruse
(pictured) as an area sales
manager covering the East of
England, and Martin Little as
bedding and feeding specialist for
Northern England and Scotland.

INDUSTRY

Foley acquire Salsco

The Foley Company in the U.S.
have announced the acquisition of
Salsco, Inc., a manufacturer of turf
maintenance equipment, including
petrol and electric greens rollers,
leaf vacuums, wood and brush
chippers, chipper shredder
vacuums, and many more.
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Access the Equip digital special report at:

www.servicedealer.co.uk/sd-special

Check out the
Equip Digital
Special Report

Live on Service Dealer's website

Service Dealer and TurfPro’s exclusive Digital Special
Report, packed full of video coverage of October’s Equip
show that took place in Louisville, Kentucky, is now live on
Service Dealer’s website.

The event is the world’s largest outdoor power machinery
industry exhibition, which the owner of our titles, Duncan
Murray-Clarke, attended with the magazine’s Diarist of the
Season for 2024, dealer Jo Balmer (of Balmers GM),
alongside our video expert, David Comiskey.

The team gathered and produced tons of content Around
The Show. Much of this follows Jo as a first-time UK dealer
visitor to this incredible expo. Her experience of the OPEI’s
event illustrates just what a trip to Louisville could offer to
other UK dealers. The scale of the show is genuinely
something to behold. There’s so much to see, interact with
and enjoy — it’s a lot to take in. With Jo’s help, we hope the
Report offers a flavour of what other UK dealers could expect
should they decide to make a trip in subsequent years.

The Digital Special Report also includes an ‘In-Depth’
section, featuring an interview with Kris Kriser, president
and CEO of OPEl, the show’s organisers. Plus, we
serialised a five-part roundtable discussion between
Duncan, Jo and Bob Clements (of Bob Clements Inc),
alongside our American columnist Sara Hey. This included
a comparison of the U.S. and UK markets, discussion of
dealer stocking commitments, product evolution and
routes to market, the rate of industry change, Equip show
developments, and battery recycling.

You can also watch Duncan and Jo round up their views on
this event, and hear why they believe a visit is well worth a
UK dealer’s time.

Next issue of this magazine will feature an article by Jo,
sharing her experiences from her first visit to the show.
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PEOPLE

Michael Robson

Polaris name
new district
sales manager

Overseeing 26 dealerships

Polaris UK has announced the appointment of Michael
Robson as its new district sales manager for southern
England.

Michael will be overseeing 26 Polaris Off-Road dealers
across the south of the UK, from Lincolnshire to Cornwall. He
says he will be supporting them by optimising stock levels,
upholding brand standards, and driving growth across the
dealer network.

“I'm thrilled to join the four-wheel off-roading world with
Polaris, and to help grow an exceptional dealer network,”
said Michael. “Polaris’ products are unparalleled, and I'm
eager to drive more customers into our showrooms with
fresh, innovative ideas.”

Michael's career began with 23 years in the British military,
where he specialised in logistics and later trained as a
motorcycle technician. This experience laid the foundation
for his post-military career in aftersales and customer support
within the automotive sector. After his military service, he
worked at a KTM dealership in a technical and aftersales
capacity for five years, before joining Piaggio in 2014 as a
field-based manager for southern England. In 2017, he
advanced to operations manager for UK operations and
sales, solidifying his operational expertise and commitment
to quality.
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Why Not Become a Cobra Dealer in 20257

With over 170 products in the Cobra range including the new for 2025 Premium lawn tractor range
powered by V-Twin Loncin engines, Cobra is fast becoming a market leading brand in garden machinery.
Contact us today to join the growing number of Cobra Dealers across the U.K. For information on becoming
a Cobra Dealer contact Andy Marvin: 07771 581 296 or call: 0115 986 6646.

- Increase your business and bottom line profits.

- Exclusive special offers on selected products.

- Extensive local & national Cobra marketing support.
- An evolving range of over 170 gardening products.
- No unreasonable Cobra stocking commitment.

Cordless Mowers Petrol Mowers Ride-Ons

Cylinder Mowers
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Cobra reserves the right fo change models, specifications & prices without prior notice. E & OE. *Warranty period based on domestic use.
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Effective from this month, T H White
Groundcare has been awarded the
franchise to sell Toro grounds
equipment from Reesink UK, the
brand’s UK distributor.

The partnership will see the dealership
offer ten models from Toro’s range of
cylinder, rotary, and flail commercial
grounds equipment (excluding golf) to
customers across Hampshire, Dorset,
Warwickshire, Staffordshire,
Worcestershire, Shropshire and the

borough of Birmingham. Complementing
sales, the company will provide backup
on Golf products sold through Reesink’s
direct sales team within these areas.

Alastair Rowell, managing director at
Reesink UK, said: “This partnership is
an excellent addition to our UK dealer
network. T H White Groundcare brings
great expertise, a proactive approach,
and a strong commitment to service
excellence. We are delighted to work
with such a focused team of

groundcare specialists.”

T H White’s divisional director,
Adrian Lovegrove, added: “This
collaboration allows us to further
enhance our offering, ensuring we
can provide the right machine for
every bespoke application. Our
excellent staff and carefully selected
partners are the cornerstone of our
success, and this partnership
strengthens our ability to meet the
needs of our clients.”

PEOPLE

Tim Walters
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DEALERS

Yamaha confirm
new dealer
partner

DGM Ltd expand their portfolio

DGM Ltd has expanded its offerings by partnering
with Yamaha.

The dealership says this strategic alliance will enable them
to provide customers with a wider range of high-quality
outdoor equipment, including Yamaha’s ATVs and golf cars.

“We’'re thrilled to partner with Yamaha,” said Steve and
Charlotte Dommett, owners of DGM Ltd. “This exciting
collaboration will not only attract new customers to our
business, but also offer our existing client base a wider range
of high-quality products. We're particularly excited about the
potential of Yamaha's golf cars and utility vehicles, especially
within our existing golf course customer base.”

Carl Stuart, area sales manager at Yamaha UK, added:

NEWS

Steve Dommett, director/owner of DGM Ltd, and Carl Stuart, area sales
manager at Yamaha

“We're delighted to welcome DGM Ltd to the Yamaha
family. Their strong reputation and commitment to customer
service make them the perfect partner for us. We're
confident that they will be a great success in the region.”

o o
News In brlef. Read these stories, and more, in full at:
® www.servicedealer.co.uk
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Massey Ferguson

appoint brand manager
For the UK and Ireland

Massey Ferguson has announced that Tim Walters has been appointed as the
new brand manager at Massey Ferguson for the UK & Ireland.

Tim joined the company in 2014 as sales support specialist for FUSE. Following
this, he has worked as area sales manager and harvesting national sales manager,
following a stint as manager of sales support and product marketing for the UK and
Ireland, leading a team of four sales support specialists. Officially starting his new role
on December 1, 2024, Tim will head up the UK and Ireland sales and marketing team.

Tim said: “I'm delighted to have the opportunity to lead the UK and Ireland teams
into 2025 and beyond. I've been part of the MF brand for a decade, and appreciate
how valued we are by many farming businesses. My experience across different
roles in the business will be vitally important as we continue to showcase our
excellent range of machinery to the UK industry.

‘As we start a new year, the MF team looks forward to working closely with every
dealer to ensure a good start and continuing success into 2025,” Tim concluded.

Ego publish
whitepaper

Battery-powered outdoor power
equipment specialist EGO Power
Plus say they have launched a
new whitepaper to “educate
heavy commercial outdoor power
equipment users about the
benefits of switching to battery
power.” Read it at tinyurl.
com/32kxm4my

Kubota celebrate
dealers & disributors

Kubota marked a significant
milestone of 50 years in Europe by
hosting an exclusive event (with
the theme: ‘It's All About People’)
at PortAventura in Spain recently,
where they welcomed over 900
attendees, including dealers,
distributors, partners, international
media and employees.

Change of
colour scheme

As part of its brand strategy, the
Amazone Group has announced a
change to the design of its
groundcare and hoeing divisions
to a green and orange colour
combination. All product lines will
now match their long-established
agricultural machinery colour
scheme.
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Students start
Ofsted highly
rated training

As part of Claas’ apprenticeship scheme

At the end of October, Claas UK
welcomed this year’s new apprentice
intake of 30 students to the Claas
Academy at Saxham for their
apprentice induction and the start of
their first training block.

Their arrival coincided with the
publication of the first full inspection by
Ofsted of the programme, which they
highly rate for the training that the new
apprentices are set to receive over the
next four years of their course.

Claas is the only UK machinery
manufacturer registered as an
apprenticeship training provider which
delivers a specific in-house
apprenticeship under one roof. 2024’s
cohort was made up of students from
15 of their dealerships throughout
England, Scotland, Wales and Ireland.
Over the next four years, they will
study for a Level 3 Apprenticeship
Standard in Land-Based Service
Engineering Technician. Based in their
purpose-built facilities — which include
specialist fabrication, engine workshops
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and classrooms — their training will be
delivered by dedicated Claas trainers,
alongside specialist product trainers
from the main Academy.

In its first full inspection by Ofsted,
the Claas Academy and its team of
apprentice trainers and coordinators
have been recognised for the
commendable progress and
development of their in-house
apprenticeship programme.

In their inaugural report on the
training that students receive, the
manufacturer achieved an overall
rating of ‘Good’ from Ofsted inspectors,
confirming: “Apprentices develop the
high-level technical skills they need to
service and repair machinery such as
tractors and combines. They learn from
trainers with extensive land-based
engineering experience, using the
latest industry-standard facilities.”

In terms of the structure of the
course, the report again recognised this
as ‘Good, and rated the behaviour and
attitude of students as ‘Outstanding’.

EVENTS

Comedian Charlie Baker and TAP’s Emma
Craigie make the draw for the raffle at the
Service Dealer Awards, which raised funds
for MND

£3,500
raised
for MND

By guests at the
Service Dealer Awards

The organisers of November’s
Service Dealer Awards are proud
to announce that the evening’s
guests raised a grand total of
£3,500 for the Motor Neurone
Disease (MND) Association.

Luke Robson, regional fundraiser,
said: “The generosity and efforts of
the Service Dealer team, guests,
sponsors and industry will make a
real difference, and we are truly
grateful for your commitment to
fighting this devastating disease.”

Service Dealer owner, Duncan
Murray-Clarke added: “Well done and
thank you to everyone who donated
on the night to raise such vital funds
for the charity.”

If you would like to know more about
the MND Association or want to give a
donation, you can find all the info you
need at www.mndassociation.org

Full coverage of the Awards and the
preceding Conference can be found
in this issue, beginning on page 14.
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CONFERENCE & AWARDS ‘24

The winners were;

Josh Owen-Jones and Luke Owen-Jones are presented with the award

by Stephen Irvine, head of sales UK at sponsors Husqvarna, with Service
Dealer owner Duncan Murray-Clarke and comedian Charlie Baker

GARDEN MACHINERY
DEALER OF THE YEAR

Winner: Major Owen Ltd
Penrhyndeudraeth, Gwynedd

Finalists: Ron Smith & Co, Gammies Groundcare
and Celtic Mowers Ltd

Sponsored by: Husgvarna
Presenting award: Stephen Irvine, head of sales UK

The judges said: “Major Owen Ltd has consistently
demonstrated exceptional commitment to the sector,
providing unparalleled service and a customer-centric
approach. They have achieved a high customer
satisfaction rating this year, with the parts department
winning an award from Toro.

“On top of this, they have actively participated in local
community initiatives, such as sponsoring their local
Football Club. They have invested in staff training and
development, upgraded their software system to further
develop customer relations, and are committed to the
promotion of sustainable products.”

Dan Coates, Phil Bush and Jeremy Turney are presented with the award
by Adam Giles — global business development manager, with Service
Dealer owner Duncan Murray-Clarke and comedian Charlie Baker

FARM MACHINERY DEALER OF
THE YEAR

Winner: Turney Group - Bicester
Middleton Stoney, Bicester

Finalists: Border Plant Sales Ltd
Sponsored by: Ibcos

Presenting award: Adam Giles, global business
development manager

The judges said: “Having also won the New Holland Q1
‘Customer Service Champion’ award this year, Turney have
established a highly regarded apprenticeship program,

as well as being renowned for best-in-class workshop
operations, community involvement, team morale, and
strong industry and supplier relations.

“Earlier this year, they built upon their annual Grain
Clinic, holding their first Agricultural Open Day, inviting
along many of their suppliers and customers. A hugely
successful day — they intend to build upon it next year.”

PROFESSIONAL TURFCARE
DEALER OF THE YEAR

Jack Fielding and Andy Wolley are presented with the award by Craig

Hoare, sales and marketing manager UK at sponsors Toro UK, with Service
Dealer owner Duncan Murray-Clarke and comedian Charlie Baker

Winner: GGM Group Colne, Lancashire

Finalists: Middlewich Machinery, Gammies Groundcare
and Major Owen Ltd

Sponsored by: Toro UK Ltd

Presenting award: Craig Hoare, sales and marketing
manager UK

The judges said: “GGM Group is well-respected by its supplier
partners, and highly regarded amongst its customer base. This
year has seen continued recruitment, turnover growth and
increased profitability.

“GGM pride themselves in building and developing a
team capable of sustaining and developing the business
though time — recruiting engineers, apprentices and training
managers for the business of tomorrow. They give careful
consideration to their sustainability strategy, whilst giving
back to their local community, including through fundraising
for the North West Air Ambulance.”
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CONFERENCE & AWARDS ‘24

Richard Thomas, Amy Nocetti and Jason Nettle are presented with their
award by James Dalke, head of agriculture at sponsors Societe Generale

Equipment Finance, with Service Dealer owner Duncan Murray-Clarke and
comedian Charlie Baker

Stephen Lowe is presented with the award by Carl Stuart, area sales
manager, power products, South at sponsors Yamaha, with Service Dealer
owner Duncan Murray-Clarke and comedian Charlie Baker

Amy Phythian is presented with the award by David Mortimer, regional
sales manager, UK & Ireland, at sponsors EGO, with Service Dealer
owner Duncan Murray-Clarke and comedian Charlie Baker

CONFERENCE & AWARDS ‘24

Jake Trueman is presented with his award by Simon Chadbone, business
development manager, parts at sponsors Kubota, with Service Dealer
owner Duncan Murray-Clarke and comedian Charlie Baker

FORESTRY EQUIPMENT
DEALER OF THE YEAR

Winner: Forest and Arb
Winchester, Hampshire

Finalists: GGM Group
Sponsored by: Societe Generale Equipment Finance
Presenting award: James Dalke, head of agriculture

The judges said: “Forest and Arb are always striving to
improve, and are committed to delivering exceptional
value and support to their customers.

With a strong presence in the industry, this year
they took significant stands at both the Arb Show and
the APF event. Constantly innovating and evolving,
they recently introduced new first aid kits and
portable defibrillators for forestry professionals. Their
comprehensive support to customers includes next-day
service and support for major brands.”

ATV/QUAD DEALER
OF THE YEAR

Winner: Border Plant Sales Ltd
Sandbach, Cheshire
Finalists: Gammies Groundcare

Sponsored by: Yamaha

Presenting award: Carl Stuart, area sales manager,
power products — South

The judges said: With a reputation built on trust and reliability,
Border Plant Sales consistently deliver top-tier quads/ATVs to
customers, facilitated by their own in-house experts, who love
the products as much as their clients.

“The dedicated team provides an outstanding service,
ensuring all quads are processed swiftly with warranty and
road registration, alleviating all the stress from the customer.
The service team goes above and beyond. Their focus on
long-term customer relationships has earned them a loyal
base who trust in their professionalism and expertise, offering
a complete package from initial purchase to aftercare.”

BEST NEW INITIATIVE
OF THE YEAR

Tim Rogers — channel manager Omni/EBP from sponsors STIHL - collected

the award on behalf of Gammies, with Service Dealer owner
Duncan Murray-Clarke and comedian Charlie Baker
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Winner: Gammies Groundcare
for their diversification into pro arborist equipment

Finalists: Mower Magic
Sponsored by: STIHL GB
Presenting award: Tim Rogers, channel manager Omni/EBP

The judges said: “Gammies have always sold a variety of
forestry equipment, but, this past year, their store manager,
Stan, noticed an influx of professional customers who were
asking about ancillary equipment used by arborists. It made
sense to Stan that the professionals who were in the store
purchasing machinery should also be able to shop for
professional tree-climbing equipment, rather than resort to
online stores.

“The dealership’s subsequent expansion and diversification

into these products, taking on brands new to themselves,
has been successful and appreciated by Gammies’ customer
base. The development is ongoing, as staff undertake brand
training, increasing their knowledge of the equipment and
how their professional customers utilise the tools.”

STAR OF THE DEALERSHIP

Winner: Amy Phythian group warranty manager
at Crawfords Group, Chelmsford, Essex

Finalists: Phil Portman - Pallisers of Hereford Limited
Nathan Nash - Devon Garden Machinery

Sponsored by: EGO

Presenting award: David Mortimer, regional sales manager,
UK & Ireland

The judges said: “Amy Phythian, group warranty manager,
has been instrumental in supporting all depots and aftersales
teams across the Crawfords Group, working tirelessly to
maintain efficiency and high standards.

Her close collaboration with suppliers ensures exceptional
accuracy and efficiency in the dealership’s warranty claims
process, achieving a remarkable acceptance rate. This
commitment underpins their farmer-first approach, ensuring
a seamless and positive experience for customers. Amy has
also taken significant steps to train Crawfords’ technicians,
equipping them with a comprehensive understanding of
warranty requirements and submission processes”

NEW TECHNICIAN OF THE YEAR

Winner: Jake Trueman Sam Turner & Sons,
Northallerton, North Yorkshire

Finalists: Tom Wood - Crawfords Group
Joe Sweetmore - B&B Tractors

Sponsored by: Kubota

Presenting award: Simon Chadbone,
business development manager, parts

The judges said: “Starting out as a Saturday employee,
Jake Trueman has quickly progressed into a key player
in Sam Turner & Sons’ workshop, specialising in robotic
mowers.

“When Jake first joined the dealership at 15, he was a
shy and quiet young boy, but, over the years, he has grown
into a confident, self-assured young man. His determination
and eagerness to learn have been key to his development,
tackling each new task with a level of focus and maturity
beyond his years. His self-confidence has flourished,
becoming a highly-respected and integral part of the team,
with great prospects ahead of him.”

PR T T
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CONFERENCE & AWARDS 24

Luke Owen-Jones is presented with his award by Jason Webb, manager,
national aftersales commercial, UK & Ireland at sponsors AGCO, with

Service Dealer owner Duncan Murray-Clarke and comedian Charlie Baker

LEADERSHIP AWARD 2024

Winner: Luke Owen-Jones
Major Owen Ltd, Penrhyndeudraeth, Gwynedd

Finalists: Jeremy Turney - Turney Group
Sponsored by: AGCO

Presenting award: Jason Webb, manager, national
aftersales commercial, UK & Ireland

The judges said: “The staff at Major Owen Ltd nominated
Luke Owen-Jones for the Leadership Award, recognising his
exceptional dedication to the company and for fostering a
positive, supportive and growth-oriented environment.

“He has consistently demonstrated outstanding leadership
far beyond his years through his strong values, leading by
example, and setting the standard for the team. Over the last
year Luke has guided two new apprentices through their
learning journeys, his patient mentorship helping them build

confidence and technical expertise for their future successes.

His leadership style has not only inspired his team, but has
also fostered a culture of inclusivity and teamwork across the
business.”
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Luke Owen-Jones and Josh Owen-Jones are presented with the award by
Jim Kirkwood, director of product management at sponsors Kress, with
Service Dealer owner Duncan Murray-Clarke, and comedian Charlie Baker

OVERALL DEALER OF THE YEAR

Winner: Major Owen Ltd
Penrhyndeudraeth, Gwynedd

Sponsored by: Kress

Presenting award: Jim Kirkwood,
director of product management

The judges said: “As well as winning our ‘Garden
Machinery Dealer of the Year’ and ‘Leadership’ awards, Major
Owen have claimed 2024’s ‘Overall Dealer of the Year’ prize.
Achieving an increase in sales over the previous year in both
domestic and commercial machinery — as a small team of 25
— Major Owen Ltd take great pride in their standard of work.
Keen to also bring on the next generation, they have taken on
apprentices in both ag and groundcare.

“With their steadfast commitment to excellence,
innovative strategies, and deep community connections,
Major Owen Ltd truly exemplify the attributes of a local
dealer, serving the domestic, commercial, agricultural,
forestry and construction markets.”

CONFERENCE & AWARDS 24

Helping dealerships
thrive and evolve

From the dealer needs of farmers and turf professionals, to expert advice on cyber crime

and how businesses can benefit from artificial intelligence, there was plen