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Upcoming Events
• March 21-23 - MLA participating in
the Blish-Mize Spring Market, Overland
Park, Kansas
• April 1-3 - NLBMDA
Legislative Fly-In, Washington, DC
• May 2-3 - 31st Annual Swing-intoSpring Scholarship Fundraiser, Lake
of the Ozarks, Missouri
• June 14 - 31st Annual Sunflower
Shootout Golf Tournament Scholarship Fundraiser Hesston, Kansas
Please note: All events are open to members
and their employees. If you cannot attend, please
send another company representative.

Mid-America Lumbermens Association
P.O. Box 419264 • Kansas City, MO 64141-6264
816-561-5323 • Toll Free: 800-747-6529
www.TheMLA.com • Fax: 816-561-1249
The information in this newsletter is provided without
any representations or warranties, express or implied.
We make no representations or warranties in relation to
any legal information. You must not rely on the information in this newsletter as an alternative to legal advice
from your lawyer or other professional legal services
provider. If you have any specific questions about any
legal matter you should consult your lawyer or other
professional legal services provider.

May 2-3 at the Lake of the Ozarks
The Missouri Lumber Dealers (MLDAC) are
hosting the Swing-into-Spring event at the
Lake of the Ozarks - May 2-3. All proceeds
from this event help fund the scholarship
program for the MLDAC. Please look for
more information on our website for all
your registration needs - www.TheMLA.
com.

Agenda

Thursday – May 2
Bass Tournament - 7 a.m. - 11 a.m. 		 Holiday Shores Resort
“Top Shot” Bowling Tournament 		 1:30 p.m. - 4:30 p.m. - Linn Creek
Steak and Chop Fry - 5:30 p.m. - Holiday Shores Resort
Corn-Hole Tournament - 6:30 - 8:00 p.m.
Friday - May 4
Golf Tournament - 7:30 a.m. - 1:00 p.m.
Please plan on attending any or all of the events and enjoy a great
time together with friends and colleagues. This annually proves to
be one of the biggest events of the year.

Scholarship Program Just Around
the Corner
Applications Due March 15, 2019

One of the most popular programs MLA offers is the annual Scholarship awards program for members, employees or their children. Each
state has different criteria for earning the $500 awards.
If you have a son or daughter, an employee or employee’s son or
daughter in college or an employee who is utilizing continuing education, take a minute to review the scholarship applications available
now on the website, www.TheMLA.com.

Missouri and Kansas News

Winter Meetings – a Hit!
January found members gathering for winter meetings in
spite of inclement weather and busy schedules. In Missouri, members gathered on the 11th at Boone County
Lumber in Columbia to plan for the upcoming Swing-into-Spring event on May 2-3 in Lake Ozark, Missouri. This
is always a highlight of the year, and sure to be a draw for
members, their suppliers and customers. (If you’d like to
sponsor, see the form on page 15.)

so next year! It’s always fun and engaging, and the connections made are invaluable.

We also heard presentations from Kyle Bluestein, Federated Insurance, on “Employee Practices and Trends”; Justin
Wilkinson, MiTek, spoke on “Reimagined MiTek,” which
focused on their estimating software; and Dale Amick,
our Missouri lobbyist, on what is happening with the new
legislature.

Term Limits

Missouri voted for term limits in 1992, which changed the
law to allow legislators to serve a maximum of eight years
and the results have been mixed. In 2018, the term limits
were increased to 16 years, as many felt the short term
limit was placing power in the hands of lobbyists, and
some legislators were abandoning their posts six months
early to begin a career in lobbying as soon as possible.
(Term limits also called for a six-month gap between leaving the legislature and becoming a lobbyist.) The result
has been Missouri has the youngest legislature of any
state.

Meeting participants tour the Tamko
plant in Phillipsburg. Photos courtesy of

Susan Mueller.

Missouri Considering Repeal
of Treated Timber Law
Missouri HB 587, introduced by Rep. Don Rone (R– Dist.
149), would repeal the treated timber law currently on
the books. This measure is being considered due to the
expense of inspections and other relative work to enforce
the law. It was intended to be revenue neutral, but fees
would have to be increased 16-fold to cover the costs of
enforcement. Missouri is the only state with a treated
timber law, as most follow federal regulations.

Kansas Winter Meeting

Members gathered
on January 24-25 in
Hays to engage in
learning and meaningful conversations.
The group toured the
Tamko roofing plant
in Phillipsburg. Many
thanks to Micah Green
and Dale Hladik for
their hospitality to the
Safety equipment is required for
group! The day conthe Tamko plant tour.
tinued with presentations from Kyle Bluestein, Federated Insurance, and Ted
Alward, MiTek. We wrapped up our day of learning with
a tour of the Heartland Building Truss Center in Hays.

Special Thanks To These Sponsors
That Support All
Association Programs
• Federated Insurance
• Great Southern Wood Preserving
• Mid-Am Building Supply
• Westfall GMC Truck

After a devastating fire in 2015, Heartland rebuilt their
facility with state-of-art equipment. They are equipped
to provide special order doors and counters, as well as
whatever variety of truss can be imagined. Their capable
employees provided insight into the work they do there.
If you couldn’t participate in this year’s events, plan to do

Patronize the companies that
support your industry!
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Risk Management Corner

Vehicle Preparation
By Federated Insurance Co.

W

hile it’s true that a driver’s skills, training, and
experience are key to safety on the road, there’s
plenty that can be done before a vehicle leaves
the garage to help a driver stay safe between Point A and
Point B. Make sure all your vehicles are prepared – inside
and out – for their intended use before you send employees out into traffic.

Prepare for an Emergency – Even a vehicle with an impeccable service record can break down, so keep an emergency roadside kit in each vehicle. Equipment recommendations include a cell phone and charger, a first-aid kit,
flashlight, flares or reflectors, jumper cables, water, and
blankets.

Under the Hood

In the Cab
Ditch the Distractions – Distracted driving is a leading
cause of accidents, injuries, and deaths on the road. Train
your drivers to refrain from using their mobile devices
while operating a vehicle and avoid using communication
devices (even hands-free ones) unless absolutely necessary.

Get a Grip – When the rubber meets the road, your vehicles’ tires can mean the difference between disaster and
safe arrival. Make sure the tire tread, inflation level, and
overall tire condition are safe for use. Swap the tires with
new ones if they’re getting old or worn. If you do business in a cold-weather state, make sure your vehicles are
equipped with the proper tires for the weather.

Keep it Clean – It’s common knowledge that a clean
workspace is a safe and efficient workspace. Make sure
to remove clutter that can draw a driver’s attention away
from the road or impede the use of pedals. Make sure
windows are clean, and mirrors and back-up cameras are
clear.

Practice Constant Care – Regular maintenance will help
ensure that your vehicles are in proper working order. Oil
changes, transmission service, and brake service are just
a few of the recommended procedures. Consult a trusted
technician for frequency and extent of service.
Watch for Recalls – Manufacturers often send out notices
when a safety recall is ordered, but taking an active role
in safety is always the best policy. The National Highway
Traffic Safety Administration offers a vehicle identification
number look-up tool so you can check if your vehicles are
under any safety recalls. Simply visit www.nhtsa.gov/
recalls and enter your vehicles’ VINs.

OSHA Reminds Employers to
Post Injury/Illness Summaries
Beginning Feb. 1
Beginning Feb. 1,
employers who are
required to keep the
OSHA Form 300
Injury and Illness log
must post a summary of the log.
Employers must post
OSHA’s Form 300A
from Feb. 1 until
April 30, 2019 in a
common area
wherever notices to workers are usually posted. The
summary must list the total number of job-related injuries
and illnesses that occurred in 2018. All establishment
summaries must be certified by a company executive.

An ounce of prevention is worth a pound of cure. So, before you or your employees head out, make sure all your
vehicles are ready for what the road has in store.

Business Forms and
Envelopes
Call the Association for all your business
forms needs. MLA has competitive prices for
all stock and custom forms including
business envelopes.
Contact Mike at the Association office,
1-800-747-6529, for pricing and
more information.

For more information and updates,
visit: www.osha.gov/recordkeeping/#
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MLA Shipping Program

Member News

Mason McIntire, MLA Past
President

What Determines LTL Freight
Rates? 5 Things You Should
Know

Mason Roger McIntire, 73, passed away January 18 in
Maryville, Missouri.

Shippers often ask “Why
do freight rates fluctuate
so much?” or “How are
LTL rates calculated?” LTL
freight rates can be a bit
confusing because of their variability. While truckload
freight rates are typically calculated on a per-mile rate
plus a fuel charge, there are many factors that determine
LTL rates, and they can significantly impact the cost of
your shipment.

He was born in St. Joseph on May 23, 1945, one of four
children of Harry Lyons and Violet Marie (Holstine)
McIntire.
Mason received his BS and Masters of Business Administration from the University of Kansas in 1969. While attending KU, he met Judy Bailey, and they were married in
Moline, Illinois on August 10, 1968. They became parents
of two daughters.

Weight
The more your LTL shipment weighs, the less you pay per
hundred pounds, also known as hundredweight (CWT)
pricing. As your LTL shipment weight increases, it moves
into the minimum weight of the next highest weight category, which has a lower rate per CWT.

Mason served in the United States Army while the
couple lived in San Antonio, Texas. They also lived in Los
Angeles and Kansas City, before moving to Mound City,
Missouri in 1974. Mason owned and operated McIntire
Lumber until his retirement in 2014. Mason served as
MLA president in 2005-2006.

Freight Class
A shipment’s density, value, stowability, handling and liability determine its freight class. Lower classes represent
very dense freight that is difficult to damage and is easy
to handle. The higher the class, the higher the freight rate.

He was preceded in death by his parents; brother, Tom;
sister, Marilyn Schulte; and niece, Melinda Nedbalek.
Mason is survived by his wife of 50 years, Judy, of their
Mound City home; daughters, Heidi (Paul) Shaver, Colleyville, Texas, and Jill (Nathan) Green, Highlands Ranch,
Colorado; six grandchildren; sister and brother-in-law,
Kay and Robert Simpson, St. Joseph, Missouri, sister-inlaw, Ann McIntire, Overland Park, Kansas; brother-in-law,
William Schulte, Verona, Pennsylvania; and nieces, nephews and a community of friends.

Distance
As a rule, the longer distance your freight must travel, the
higher the price per-hundred weight will be. Fuel costs,
driver costs and equipment costs all increase with distance, as does your cost.
Accessorials
Freight accessorial charges are extra services performed
by the carrier that go beyond dock-to-dock pick up and
delivery. Common examples include lift gate service, residential pickup or delivery, limited access locations, and
inside delivery.

Memorials may be sent to Mound City, Missouri
Methodist Church, Mound City Nutrition Site, and the
State Theater.

Base Rates
All LTL carriers establish their own LTL base rates which
are quoted per 100 CWT. These carrier base rates are
based on its volume, demand and gross costs. For example, one carrier may have a lower base rate for shipping
lanes where they have a good balance between trucks and
freight than another that may not.

Make plans to attend this year’s
Leadership Conference, set for
November 7-8, 2019 in
Kansas City, Missouri.

LTL freight costs can be reduced by managing one (or
more) of these factors. Working with a freight broker like
PartnerShip, the company that manages the MLA Shipping Program, can help you save significantly on your
LTL freight rates. Get a free quote at PartnerShip.com/
Quote or call 800-599-2902.
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NLBMDA Legislative Fly-In

Join Us in Washington!
The 2018 midterm elections shifted the political landscape in Washington with Democrats taking control of
the House of Representatives and Republicans keeping
control of the Senate. With divided government in 2019,
both parties are mapping out their legislative agendas that
could include infrastructure, taxes, and trade policy.

Capitol Hill visits and at the Legislative Reception on
Capitol Hill.
Finally, the Joint Networking Reception on Capitol Hill
will allow you to connect with fellow industry partners,
build new relationships, and interact with members of
Congress and their staff. Add your voice on issues affecting your business and be a part of the change you want
to see in Washington, D.C. Take the first step today and
register at http://www.leg-con.org/. Represent your
industry and make a positive difference.

With so much at stake and
so many opportunities to
advance our issues, we
invite you to join us for
our annual Spring Meeting
& Legislative Conference.
The Trump Administration will be working with
Congress to pass meaningThe Wink Hotel,
ful public policy and this
Washington, D.C.
conference is your opportunity to hear from the lawmakers directly. We will bring
members of the United States Congress directly to the
conference to speak to you, and members of both organizations will meet personally with lawmakers to make
sure our collective legislative priorities and concerns are
shared with leaders that are in a position to make a difference. You are the best representative for your business
and industry, and your personal stories make a persuasive
and powerful case for policies that will make residential
housing and the overall economy stronger.

MLA Hotline
Contact your MLA at 1-800-747-6529
with legal and business related
questions. We are here to help!

All from the Same

FAMILY TREE

Networking Opportunities

In addition to advancing our common interests, this
growing conference is an opportunity to join forces and
make our voices heard. The meeting is an incredible way
to educate yourself on a variety of issues, network with
industry colleagues, participate in the legislative process,
and shape policy that can make for a better future. For
those of you attending for the very first time, we assure
you that being part of the political process is an amazing
experience and an invaluable use of your time.

Hear From Lawmakers

So come join us and meet with business colleagues, national leaders, and association leadership in Washington
on April 1-3, 2019, at the Wink Hotel in Washington, D.C.
Our staff will work with you to ensure you have all the
resources needed to be knowledgeable on public policy
topics. You will hear directly from lawmakers at the
Washington Briefing Breakfast. This process will ensure
that long-time attendees and those attending for the first
time will be prepared to interact with lawmakers during

Serving the four-state MLA dealer area.
877-819-6637 • www.yellawood.com
The Great Southern Wood Preserving, Incorporated logo and MasterDeck are a trademarks of Great Southern Wood Preserving, Incorporated.
YellaWood®, the yellow tag, N-Durz®, FlameFreez®, the flame icon and Repel® are federally registered trademarks of Great Southern Wood
Preserving, Incorporated. AZEK trademarks, are either registered trademarks, trademarks, service marks or otherwise protected property of AZEK.
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Federal Legislative News

A New Congress Brings a Return to Divided
Government
By Ben Gann, NLBMDA

F

ollowing two years where Republicans controlled
both chambers of Congress and the White House, the
next two years are expected to be more combative as
Democrats have the majority in the House of Representatives after winning a net of 40 seats in the midterm elections. Republicans maintain a narrow Senate majority and
picked up a net of two seats. As President Trump begins
his bid for reelection, continued partisanship is expected
but there may be some opportunities for Democrats and
Republicans to work together.

Immigration is another area where there could be compromise between Congress and the White House. The Administration has been thwarted by federal judges in ending the
Deferred Action for Childhood Arrivals (DACA) program
that prevents individuals who came to the U.S. illegally
as children from being deported. Democrats looking to
resolve uncertainty around the DACA program, as well
as for individuals designated under Temporary Protected
Status (TPS), may try for a broader immigration agreement
that includes a robust guest-worker program to help address needs in the labor market.

In the House, Democrats start the year with a 36-seat
advantage over Republicans - 235 to 199. There are 88
new House members (59 Democrats and 29 Republicans),
which is the most since the Republican wave election in
2011. The Trump Administration will face aggressive oversight from House Democrats who feel emboldened after
decisively winning the midterm elections.

Two areas where the White House and Congress will likely
reach an agreement are a debt ceiling increase and the U.S.
Mexico Canada Agreement (USMCA). In the first quarter of 2019, Congress will have to reach an agreement on
increasing the debt ceiling that allows the federal government to increase its borrowing authority and avoid default.
A combined agreement on increasing the debt ceiling and
overall federal spending levels is the most likely outcome
but expect a contentious negotiation before an agreement
is reached.

Going into the midterm elections, Republicans represented
25 seats where Hillary Clinton won in the 2016 presidential
election. Democrats effectively targeted these seats and
were able to win 22 of them. Republican pollster Patrick
Ruffini noted that the 2016 presidential election helped
predict the 2018 House elections as the results were almost
uniformly 5-6 points better for Democrats than two years
earlier.

Congressional approval is needed for USMCA, the successor to the North American Free Trade Agreement
(NAFTA). The White House needs supports from congressional Republicans but will also have to attract a sufficient
number of Democrats in both chambers to have the trade
agreement approved. President Trump has been a vocal
NAFTA critic and will use his bully pulpit to have Congress approve the USMCA.

Republicans maintain their Senate majority and start the
year with a 53 to 47 advantage over Democrats. The senate
election results continue a partisan trend where fewer and
fewer states have split delegations where the two senators
are from different political parties. Only nine states will
have split delegations in 2019, which ties a record last set
in the 84th Congress (1955-1956). There are only nine new
Senators (two Democrats and seven Republicans) at the
start of 2019.

As a new congress begins, NLBMDA will continue to
highlight the need for a resolution to the softwood lumber
dispute between the U.S. and Canada. The government
relations team is also monitoring an expected rulemaking
from the Department of Labor on overtime pay eligibility. In addition, the Association will work with the White
House and Congress to prioritize housing affordability
and make certain that hard-working Americans continue
to have a path to home ownership.

Although the prospect of divided government might be
a recipe for gridlock, there are some opportunities where
House Democrats may look to work with the White House
and Senate Republicans. President Trump continues to
express support for a large infrastructure bill; however, a
stable source of long-term funding for roads and bridges
has been an obstacle to advancing a new agreement. The
surface transportation law, which includes funding for
roads and bridges, faces a funding cliff next year and may
be a catalyst toward a broader infrastructure agreement.
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NLBMDA encourages its members to meet with lawmakers during the 2019 Spring Meeting and Legislative
Conference, April 1-3, at the Wink Hotel in Washington,
D.C. It is a great opportunity to connect with lawmakers
and advance the public policy priorities of the lumber and
building material industry. More information about the
meeting can be found at www.legcon.org.

Horseradish - A Hit at the
Steak and Chop Fry

Annual Event

31st Annual “Sunflower
Shootout” Scholarship Event

For those that attended the Swing-into-Spring event last
May you may remember the horseradish that was an
overwhelming hit at the Steak and Chop Fry. The horseradish was donated by
Dick Thompson, owner
of Dick’s Wild Root
Horseradish, Weaubleau, Missouri. According to Kirk Shadduck,
Steak and Chop Fry
organizer and head chef,
Dick’s Horseradish is
a big hit wherever it is
served.

June 14th - Hesston Kansas Golf Course
Once again the Kansas Lumber
Dealers State Committee is hosting
the Sunflower Shootout event in
Hesston, Kansas. All proceeds from
this event help fund the scholarship program for the Kansas Lumber Dealers. Please look for more
information on our website for all
your registration needs - www.theMLA.com.
Thursday - June 13
5:50 p.m. - BBQ Dinner - Everyone is invited.

For more information
on this Missouri product
contact: Dick Thompson
at 417-428-3625 or dickandsu@centurylink.net. The website is: www.dickswildroothorseradish.com.

Friday - June 14
7:00 a.m. - Registration
7:45 a.m. - Annual Long Drive Contest
8:30 a.m. - Shotgun Start
1:30 p.m. - Awards Luncheon and Prize Giveaways
You will not want to miss this event - over $1,000 in prizes
and giveaways! To sponsor or register, use the form on
page 14.

Your Business Wins When
We Grow Membership
A membership in the MLA is an important business investment that will provide your business and career with
a wealth of information about our industry. Share these
benefits with your industry peers by recruiting them to
join the MLA in 2019. Here are a few great reasons to sign
up:
1)

MLA Hotline. Members point to this as a top benefit.
Everything from legal advice to regulatory
information is available at 800-747-6529.

2)

Sharpen your skills by participating in
training and educational opportunities.

3)

Keep up with all of the new legislative issues that are
going on in your state and on the national level.

4)

Receive quality services from the association, and
find the best business partners through the
membership of the association.

Virtually eliminates seams. Totally eliminates competitors.
find out more at celect.royalbuildingproducts.com

For membership information, sign-ups and record changes call any MLA staff member at 800-747-6529 or email us
at info@themla.com.
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Customer Relations

Retailers, Show Your Customers Just How Much
You Value Them – 25 Ways to Do It
By Ed Rigsbee

It was October 6, 1727 that Alexander Pope wrote in a
letter to John Gray, “Blessed is he who expects nothing, for
he shall never be disappointed.” Does this resonate for you,
with truth and reality, as to the expectations of today’s
consumers? Unfortunately, it does. But today, consumers
have more choice than ever before in the history of civilization as to where and how they will acquire what they
want. Big boxes, walk-in specialty stores, drive-up stores
and in-home purchasing—television shopping networks,
mail order and internet-based electronic ordering.

This simple rule can mean the difference between mere
existence and a successful enterprise. If you personally
have an emotional ownership in this simple belief, and
show it in word and deed, your staff will have it too.
Then, you can watch your sales increase year after year.
Sure, there is more to running a successful business than
that. But, with all things being equal, the merchant that
follows this rule will do exceedingly better than the one
that does not.

Respect

The following is an example of how not to deliver
value —one that you have most likely experienced yourself. You go out for a nice meal and your expectation is
that of service and elegance. Do you want some smart-ass
server delivering poor service, or even worse, trying to
make you look bad in front of your dining partner? Of
course you wouldn’t. So why in the world would you
allow the same kind of situation to occur in your store, or
any business for that matter?

Deliver Value

For today’s specialty brick and mortar retailer, one that
desires to compete with the national big boxes, the most
important activity is delivering value to their customers.
One of the important ways to do this is by subscribing to
the philosophy: Our customer’s have earned the right to
our respect simply by walking through our door!

When your customers feel really good about visiting your
store they will come back repeatedly and urge that their
friends do the same. This is because they believe they
received the value they expected when they shopped your
store. Does this sound like dollars in the register? It sure
does.
In order to deliver on a greater number of your customers’ expectations consider incorporating as many of these
ideas into your daily offering as possible. Then, watch
good things happen.
1. Greet each customer within 30 seconds from the time
they enter your store. No matter how busy or short-handed you are.
2. Show respect by using your customer’s name. If appropriate, use their first name. If this is not appropriate or
possible, then refer to them formally (Mr., Mrs., Ms., etc.).
While it may sound simple, watch their facial expressions
when you do this.
3. Keep your store bright and well lighted. This gives a
better feeling.
4. Keep your store clean and orderly—make it easy for
them to find reasons to give you their money.
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5. Have a water dispenser and disposable glasses.

Customer Relations
6. Keep freshly brewed coffee and hot water for tea available for your customers during business hours.
7. Have donuts or cookies available in the morning for
your customers. My drycleaner always has donut holes
and coffee for me (and everyone else) in the morning; it’s a
nice touch.

20. Efficiency is important. Be sure your systems are not
counter-productive to allowing your customers to make
their purchases in a timely manner. Customers get angered
very quickly when they have to needlessly stand in line.
This is especially true when there is a long check out line
and “other” employees are just standing around and doing
things other than serving customers.

8. Music, not acid rock or elevator music, but something in
the middle, or jazz will soothe your customers’ tensions.
Relaxed people buy more.

21. A logical store layout that allows your customers to
more easily find things always makes them feel better
about your store.

9. Have a “new arrival” section so your customers will
know what is new and it will also create interest in the
new stuff.

22. Make your store “user friendly” in every possible
sense. Consider store operating hours, layout, policies, etc.
23. Entertainment is always a winner. Frequently, sporting
goods retailers will have sports videos showing on a large
screen monitor. Even many of the United States Postal Service offices have gotten into the act with television monitors visible while customers are waiting in line. Some of
their programming is even interesting. What can you offer
your customers in the way of entertainment?

10. Smile, but please do not offer the slick “used car salesman” smiles, but rather the warm, sincere and friendly
kind.
11. Do things free, like the idea behind the baker’s dozen.
Offer an “off the wall” service your customers value but
would not generally expect from your kind of store.

24. The smell of a fresh bakery is always inviting, just ask
Mrs. Fields. Bake chocolate chip cookies, or something else
that smells wonderful, in the store. Perhaps try using a
small portable convection oven as they work quite well for
this purpose.

12. Say, “Thank You” as often as you can.
13. Regularly give your customers the opportunity to complete customer satisfaction surveys. Also, consider product
mix/offer satisfaction surveys. (Share this information
with your suppliers and ask them to consider new offerings.)

25. Reward customer loyalty. Introductory offers stink.
They indicate to loyal customers that they do not matter to
you any more. Do good things for loyal customers. Remember, you do not own them. Any time they want, they
can shop somewhere else.

14. Do weekly customer drawings for free stuff your
manufacturers and their salespeople give you. Do you really need another coffee mug, hat or T‑shirt?

If you can, stretch your brain muscles daily by asking
yourself, “What else can I do to make my customers feel
really good about frequenting my store?” Also ask, “What
else can I do to set apart my store from the Nationals?” Put
your answers into action and watch your business prosper.

15. Offer valet parking, hire a high school age person to be
your valet. They could use the job and your customers will
feel very special.
16. Hire people to work in your store that exhibit a “can
do” attitude.

Ed Rigsbee is the consummate evangelist for member recruitment
and strategic alliance success. He holds the Certified Association
Executive (CAE) and Certified Speaking Professional (CSP) accreditation. Ed is the author of The ROI of Membership-Today’s
Missing Link for Explosive Growth, PartnerShift, Developing
Strategic Alliances, and The Art of Partnering. To his credit, he
has over 2,500 articles in print and countless articles electronically
published. Ed is the Founder and CEO of the 501(c)(3) non-profit
public charity, Cigar PEG Philanthropy through Fun, and president at Rigsbee Research, which conducts qualitative member
ROI research and consulting for associations and societies. He
has been called “the dynamite that broke up our log jam” by association executives—rarely politically correct and almost always
provocative—and from a dozen years as a United States Soccer
Federation referee, Ed calls it the way he sees it. Exceptional
resources at www.rigsbee.com.

17. Select and train your help well. Generally, attractive,
neat and friendly workers that have good product knowledge make customers feel special.
18. The Value Equation: Good quality stuff, at fair prices
and offered with exceptional service.
19. Be in stock. Most people hate it when you do not have
what they want—and tend to go elsewhere—giving your
competition the opportunity to edge you out as the merchant of choice in the mind of that customer. Have what
they need, when they need it and they’ll love you for it.
(Surveys also help.)
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Credit Cards as Payment

Do You Accept Credit Cards as Payment On In-House
Accounts or Refuse and Risk Losing Customers
By BlueTarp Financial, Inc.

How a National Supplier Moved 80 Percent of Their
Credit Card-on-Account Payers to Other Forms of
Payment and is Saving $1M a Year.

This strategy included:

Seamless online bill pay integration:

Since the supplier lacked the ability to accept online bill
payments, BlueTarp built a customized online payment infrastructure that integrated seamlessly into the supplier’s
existing eCommerce platform. Customers could sign into
their account, place an order, and make a payment on their
terms account all in the same online environment. Customers could also self-serve by having the ability to view their
purchase history, download statements and request additional credit. The convenience of the purchase-to-payment
experience was key to BlueTarp’s success in converting so
many customers from credit card use.

A national supplier faced a common dilemma: many
customers were using credit cards to pay their in-house account balances. Though this practice is widespread, it presents suppliers with two problems. First, it’s against card
association rules to use a credit card to pay a terms based
account, which could result in stiff financial penalties
(though it’s rarely enforced). Second and more impactful,
it’s expensive. Suppliers are effectively paying twice for
each transaction: they’re paying for the cost of an in-house
B2B credit program plus the credit card processing fee of
about 2-4%, even higher for online transactions.

Supplier policy change:

During the migration to BlueTarp’s B2B credit program,
the supplier withheld the ability for customers to pay their
account with credit cards for three months. This enabled
BlueTarp to educate customers on the ease of paying their
bill online, by phone, or by mailed check if that was their
preference. In parallel, BlueTarp trained the supplier’s
sales team and account managers so they knew how best
to communicate the policy change and payment options to
customers.

This national supplier wanted to improve its margins by
migrating its credit-card-on-account payers to other forms
of payment. They lacked the ability to offer online payments - something their business customers had expressed
a desire for. Though they believed most customers would
make the switch, especially by offering online pay, they
wondered if some would become discouraged and turn
to competitors. Like many suppliers, they were stuck in a
Catch-22: accept credit cards and absorb the high fees or
refuse to accept credit cards and risk losing customers.

Customer notifications:

With the conversion to BlueTarp, as well as the supplier’s
policy change, BlueTarp implemented a comprehensive
plan to communicate the new online bill pay feature and
program updates to customers. Customers were notified of
their new payment options from the start with an introductory welcome letter as well as in their billing statements. Post conversion, BlueTarp sent customers onboarding emails that included a direct link to their supplier’s
secure portal where they had easy access to online bill pay.
Customers also receive operational emails letting them
know when their statement is ready to be viewed online
with a link to conveniently pay online.

“Suppliers are effectively paying twice for each transaction: they’re paying for the cost of an in-house B2B
credit program plus the credit card processing fee of
about 2-4 percent, even higher for online transactions.”
The supplier partnered with BlueTarp for a customized
B2B credit program that includes online applications with
instant decisioning, flexible lines and terms, risk expertise,
collections, customer service and more. BlueTarp offers
several ways for buyers to pay, something the supplier
couldn’t offer previously, including online bill payments
via ACH as well as over the phone and the traditional
mailed check.

Call center training:

Knowing customer behavior needed to change, BlueTarp
agents were trained to expect that 10-15 percent of customers would need specific direction and support to make
alternative payments. Agents encouraged customers to
pay via the supplier’s secure portal, they offered to take
the payment over the phone, or they provided the address
for mailing a check. For customers that insisted on using
their credit cards, BlueTarp agents simply instructed them
to use their credit card at point of purchase.

A Multichannel Approach to Changing Payer’s
Behavior

BlueTarp helped the supplier save nearly $1M in credit
card fees, a year, by implementing a multichannel strategy,
from technology to customer communication that successfully moved 80 percent of credit card-on-account payers to
other forms of payment.
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Continued on page 13

BlueTarp
credit services
now available in
invisible.
Introducing

BlueTarp Powered. With our team working

behind the scenes, you manage customer interactions as
you always have. Plus, you’ll guarantee your cash flow,
protect yourself from risk and grow your sales with up to
90-day terms and $1 million lines. Learn more about this
new service at bluetarp.com/powered.

bluetarp.com/powered

11

Sales Tips

How to Build a Sales Culture in Your Organization
By Troy Harrison

I

n my years of experience in working with (and for)
companies large and small, I have discovered that
there is a common element to the most successful
businesses. The most successful companies have a sales
culture. A “sales culture” is a philosophy that permeates
the company, from the corner office to the loading dock
that says, essentially, “We are a sales organization, and everything else we are able to do is a product of our ability
to sell our products or services to our customers.”

Align Goals: To accomplish your goal of profitable
growth through acquiring, developing, and retaining customers, you must align all your departments and goals.
For instance, instead of budgeting in dollar terms, budget
in percentages from the top line. This way, when departments need more resources for equipment and personnel,
they know how to get it – help grow the company. Even
with the best goal setting, however, you’re going to see
some internal conflict.

This flows from the top because it must. Despite the protestations of those who advocate bottom-up leadership,
the reality is that any corporate culture is set not by the
employees at ground and field level, but by the overriding philosophy of management. That’s you, by the way.
So, let’s assume for the moment that you have decided
that your company needs to accept and embrace a sales
culture. How do we go about that?

Remove Internal Conflict: Good sales forces, by their
nature, create internal conflict. This isn’t because salespeople are bad people, obnoxious, or difficult to work
with (although that is a separate issue), but because good
salespeople push the frontiers. Because sales is all about
growth, good sales forces are always creating extra work
and pressure for the other departments, which must then
function at a higher level to support the sales growth created. This creates conflict and push-back.

Set the mission: First of all, whatever your mission statement, throw it away. I know, it’s something that you’ve
put a lot of thought into and probably has some great
phrasing. It’s probably also something that your employees couldn’t remember if a gun were put to their heads.
Let’s replace it with something simple like this: “We are a
sales organization, and we grow profitably by acquiring
new customers, developing current customers to greater
profitability, and retaining profitable business.” Use this
as the mantra that guides your company’s decision making.

It’s your job to mediate and handle these conflicts and
push-backs. It’s a delicate issue because no department,
or department manager, wants to feel subordinate or less
important than sales. The reality is that if you’re truly
embracing a sales culture, the other departments are
exactly that – subordinate to sales. When conflicts arise,
you should go back to your mission statement; what helps
your company grow profitably through acquiring, developing, and retaining customers?
Have a High Performance Sales Force: Now it’s time to
turn up the heat on the people who are doing the selling.
You have the right to demand excellence from your salespeople once you have molded the culture of the company
around them.

Communicate: All good things in sales (and business)
come from good communication, and most bad things
happen because of insufficient communication. Knowing this, the next step is to communicate the message to
your people, and to do so consistently. This is where a lot
of companies fail, because the communication happens
like this: The Big Guy at the Top will have a staff meeting
where he/she communicates the ‘new mission’ forcefully
to his key managers, and then expects the managers to
communicate it downstream. They do, but with varying
degrees of emphasis and enthusiasm. The sales manager
obviously embraces the mission, while the production
manager may be less enthusiastic, and so forth. If you really want to effect change, it has to be up to you.

You need a strong sales manager who actively works to
strengthen and enhance the abilities of his/her salespeople. Your sales manager must be a good coach and developer of people. He should be willing to advocate for the
needs of the sales force while simultaneously demanding
the highest effort and achievement from them. He must be
capable of surrounding himself with top talent and then
making that talent even better.
The sales manager must understand the basic equation of
sales achievement: Quantity of activity x Quality of activity = Results. To this end, the sales manager should have
performance metrics in place to assess both quantity and
quality of sales activity, and be equipped to hold salespeople accountable for those metrics and for the results.

Have all-company meetings, or all-department meetings,
or all-branch meetings; however, you need to do it to have
the opportunity to have every employee hear the message
directly from your lips. If your people know the goals,
they will act in accordance with them – if they believe that
the goal is real and permanent.

Continued on next page
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Sales Tips - continued
Struggling personnel must be either coached or changed;
top performers should be rewarded and coached to even
higher levels.

Troy Harrison is the author of “Sell Like You Mean It!”, “The Pocket
Sales Manager,” and a Speaker, Consultant, and Sales Navigator. He
helps companies build more profitable and productive sales forces. To
schedule a free 45-minute Sales Strategy Review, call 913-645-3603 or
e-mail Troy@TroyHarrison.com.

Reinforce the culture: As you’ve probably guessed, it’s
not enough to have some meetings, say “we are a sales
organization,” and call it good. Cultures happen because
they are reinforced, directly or indirectly. For this to work,
key decisions must be made based on the new mission
statement: “Does this decision help us to acquire, develop,
or retain customers?” That doesn’t mean that non-sales
departments starve; that new machine for the plant may
be completely justified by its benefits in product quality.
The raises for the production staff may be appropriate to
reward them for their part in acquiring, developing, and
retaining customers. It does mean that your company has
one universal criteria for spending, personnel allocations,
and any other key decision making.

Credit Cards as Payment - continued

A Successful Plan Comes Together

In three months, they successfully migrated over 80
percent of habitual credit card-on-account payers to other
payment solutions. For the remaining 15+ percent who
were unwilling to pay their bill otherwise, the supplier
restored the capability after the three month period. This
enabled the supplier to avoid attrition for those who were
passionate about using credit cards (most often so they
could get rewards points). They also learned that customers that paid on terms spent 3x more on average than
customers paying with credit cards.

The Benefits: There are numerous benefits to aligning
your company around a sales culture. The biggest is this:
Sales focused companies tend to produce excellence in every
department. The reason is simple: Companies with a strong
sales department cannot stay bad or mediocre in other
areas; if they do, those sales gains will quickly be lost
through customer dissatisfaction and attrition. As noted
earlier, good sales departments tend to lift other departments through necessity. On the whole, organizations that
center their culture on the process of profitable growth
tend to achieve that growth, year after year. It’s not easy,
but the results are worth it.

For new customers, the upfront sales process was changed
to set up the account at the start as a credit card payer OR
set them up as a trade credit account. This will significantly reduce if not eliminate the double dip expense on their
B2B credit program from growing.
BlueTarp is a B2B credit management company that pays suppliers
upfront for their sales and protects them from risk, so they can fund the
growth of their business. Endorsed by MLA, BlueTarp has partnered with
over 2,000 suppliers since 1998.
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Kansas Lumbermens State Committee – Sunflower Shootout
Friday, June 14, 2019

Sponsor Opportunities & Benefits
 Pinnacle Sponsor - $525
• Recognition as a Pinnacle sponsor of the
event both verbally and with signage.
• Company name displayed on all
communications.
• On-site display of products/promotional
materials, if desired.
• Recognition in the MLA newsletter and on all
media sites.
• Includes 2 Golf and 2 Lunch registrations

Registration Form
Name
Company
Address
City

State

Phone

FAX

Email
Names: (Team)

 Championship Sponsor - $300
• Recognition as a sponsor of the event
• Company name displayed during the event.
• On-site display of products/promotional
materials, if desired.
• Recognition in the MLA newsletter and on all
media sites.
• Includes 1 Golf & 1 Lunch registration
 Drink/Lunch Sponsor - $500 (3 available)
• Company name displayed during lunch.
• On-site display of products/promotional
materials, if desired.
• Recognition in the MLA newsletter and on all
media sites.
• Includes 2 Golf and 2 Lunch registrations
 Club House Sponsor - $225
• Company name displayed on all signage.
• Recognition in the MLA newsletter and on all
media sites.
 Individual – Member @ $ 80 x
Non-Member @ $ 100 x
Lunch Only @ $ 20 x
 We are unable to participate:
Please accept our contribution of

$

attendees

Mobile numbers:

1.
2.
3.
4.
Payment Method:  Credit Card  Check
Name on card
Amount authorized $
Credit card number
Exp. date__________________ Security number
Signature
Make checks payable to: Mid-America Lumbermens Association
Please complete this form & return it along with your payment to:
Mid-America Lumbermens Association
Sunflower Shootout
PO Box 419264 • Kansas City, MO 64141-6264
OR FAX with payment by credit card to: 816-561-1249

attendees
attendees

ZIP

SPONSORSHIP DEADLINE: June 3, 2019
REGISTRATION DEADLINE: June 7, 2019
For more information, please contact Olivia Holcombe, Mid-America
Lumbermens Association at 800-747-6529 – or email
mail@TheMLA.com

Proceeds will benefit the Kansas Lumbermens State Committee
Scholarship Fund, which funds scholarships for members’
employees and children of employees from or going into the lumber
industry.
638 W. 39th St. (64111)
PO Box 419264
Kansas City, MO 64141-6264
816-561-5323 • 800-747-6529
Fax: 816-561-1249
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SHOW-ME SWING INTO SPRING

Lake Ozark  May 2-3, 2019
Co-hosted by Missouri Lumber Dealer Activity Committee and the MLA
Bear Creek Valley Golf Course
Open to Lumber Dealers, their Guests and Sponsors/Suppliers
You Will Not Want to Miss This Event!

Please indicate in the space provided below the level of support you have selected. Your check or credit
card information is required when you return your form.
 CHAMPIONSHIP SPONSOR - $525.

As a Championship-level sponsor, your company is entitled to register two people for either golf or fishing,
or one for each event and the 19th Hole Awards Luncheon. Championship Sponsors are encouraged to
provide a company banner for use during the tournament.

 “BIG HITTER” SPONSOR - $300.

As a “Big Hitter,” your company is entitled to register one person for either golf or fishing, and the 19th Hole
Awards Luncheon.
The Bowling Tournament is not part of any sponsorship program.
In-kind contributions for bowling event will be accepted.

CHAMPIONSHIP SPONSORS WILL RECEIVE SPECIAL RECOGNITION AT THE AWARDS PRESENTATION!

 All sponsors will be recognized in pre- and post-tournament mailings, MLA newsletter & tournament program 

Company Name ________________________________________________________________________________________________________________
Contact _________________________________________________________________________________________________________________________

Address___________________________________________________ Email_______________________________________________________________
City_______________________________________________________________ State ___________ ZIP ________________________________________

Phone ________________________________________________________ Fax ______________________________________________________________
 Check Enclosed

Please charge to:  Visa

 MasterCard

Credit card number ____________________________________________________Exp. Date_________________ Sec. Code ________________

Cardholder name _________________________________________ Auth. Signature ___________________________________________________
PLEASE MAKE CHECKS PAYABLE TO “MID-AMERICA LUMBERMENS ASSOCIATION”

Please return completed form with your check or credit card information BEFORE FRIDAY, APRIL 19, 2019
Return completed form to:
MLA  PO Box 419264  Kansas City, MO 64141-6264  800-747-6529  Fax: 816-561-1249
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Face to face, eye to eye,
delivering a modern
level of service.

Find your local
marketing representative
Ward’s 50® Top Performer
A.M. Best® A+ (Superior) Rating
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