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Upcoming Events
• June 7-8 - 30th Annual Sunflower
Shootout Scholarship Fundraiser Hesston, Kansas
• October 3-5 - MLA Fall Fling/
Annual Meeting - Denver, Colorado
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.

Second Quarter 2018

30th Annual “Sunflower
Shootout” Scholarship
Event
June 8th - Hesston 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 of
your registration needs.
Thursday - June 7
6:30 p.m. - BBQ Dinner - Everyone is invited.
Friday - June 8
7:00 a.m. - Registration
7:45 a.m. - Neal Denno Memorial Long Drive Contest
8:30 a.m. - Shotgun Start
1:30 p.m. - Awards Luncheon and Prize Giveaways
Fees include: Golf • Drinks • Food • Prizes • Good Time
2018 GMC Pick-Up Truck will be awarded to the first hole-in-one
on hole #4 (donated by Westfall GMC).
If you need a place to stay when you are in town, we have a group
rate at the Roadway Inn, located at 2 Leonard Ct., Hesston, Kansas
67062, phone: (620) 327-2053. Please use promo code “MLA” when
making your reservation at the group rate of $70.

Fall Fling Set for October 3-5 in
Denver, Colorado

M

ark your calendar and plan to attend the upcoming Fall
Fling, set for October 3-5 in Denver, Colorado. Again this
year, MLA has teamed up with Mountain States Building
Material Dealers Association (MSLBMDA) to bring you a fantastic
line up of speakers for the annual Fall Fling. If you’ve attended the
Fall Fling in the past, you probably already have been looking forward to this annual event. This year will be unique since we will be in
Denver with the dealers from MSLBMDA. More information will be
coming out in the next several weeks - pay attention to your mailbox,
email, and our website - www.TheMLA.com.

Across State Lines - Missouri

Members Enjoy Annual Swing-into-Spring
Thanks to the Generous Sponsors

Big Hitter Sponsors

Championship Sponsors

American Building Products
Blish-Mize Co.
Dealer’s Choice
Guardian Building Products
Great Southern Wood Preserving
Hixson Lumber Sales
Rollex
Tax Favored Benefits
Warrior Building Products

Federated Insurance
BlueTarp Financial, Inc.
Boise Cascade
Cedar Creek
Mid-Am Building Supply
MiTek Builder Products - USP
Schutte Lumber Company
Simpson Strong-Tie
Westfall GMC (Hole-in-One Sponsor)

Congratulations to the Winners
Fishing Tournament

All Around Champion Fisherman - Alec Neuman, CHIC
Lumber

Bowling Champions

First Place - Darrell Derstler, Derstler Lumber - High Score
of 286
Most Improved Game-to-Game - Paige Becker, Becker
Millwork

Fishing Champion

Bowling Champion

Most Improved
Bowling - Game-toGame

First Place A Flight

Corn Hole Champions

Kyle Bluestein - Federated Insurance
Jon Slania - Federated Insurance

Golf Tournament

First Place A Flight - 58 - Boise Cascade/Simpson Team Mike Jennings, Mike Wesley, Chad Minson,
Adam Buehne
Second Place A Flight - 59 - Schutte Lumber - Scott
Satterfield, Tommy Brandtonies, Michael Fuhrman
Third Place A Flight - 62 - Warrior Building - Rocky
Morrisey, Danny Bunch, Chris Rader, Mike DeSimone
First Place B Flight - 68 - Mid-Am Chilli Team 1 - Johnie
Alden, Robert Whaley, Mike Swain, Dustin Holtz
Second Place B Flight - 69 - Mid-Am Chilli Team 3 - Steve
Truesdell, Darrell Derstler, Ron Bredehoft, Jeff
Girdner
Third Place B Flight - 69 - Mid-Am Chilli Team 2 Brandon Gillaspie, Hilbert Holeman, Allan
Lundsford, Frazier Wertz

Hole Prizes

Closest to the Pin Hole #2 - Brandon Gallaspie
Longest Drive Hole #3 - Trevor Sturges
Longest Putt Hole #6 - Mike DeSimone
Closest to the Pin Hole #7 - Scott Satterfield
Longest Drive Hole #18 - David Brady

First Place B Flight
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Second Place B Flight

Member Profile - Meet the President

Meet MLA President Adam Hendrix
President CHIC Lumber Co. - Wentzville, Missouri
Tell us about your company.
CHIC is a full-service lumberyard. With three locations, each with their own specialty, we truly can offer
nearly everything for any type of construction project.
Our O’Fallon location caters to custom home builders
and remodelers. Wentzville provides custom millwork,
interior door units, and laminate counter tops to supply pro-builders and retail customers alike. Warrenton is
our retail store, which carries items for the do-it-yourself
homeowner.

What’s one thing about you few people know?
I have multiple tattoos.
What are your pet peeves (the things that bug you the
most)?
Clutter, and things being out of place. I like order, both in
my office and my home. It drives me crazy to see useless
clutter lying around.
Tell us about your family.
Both of my parents, Carol and Dave, are still involved in
the company. My wife, Melinda, works by my side as the
company controller and corporate secretary. My sister,
Linda, manages the office of our millwork division. My
daughter, Elyssa, works in our warehouse at our main
location. We are truly a family business.

How and when did you become involved with your
company?
I feel like I grew up in the lumberyard. My dad was a
lumber salesman, and then opened Chic when I was
young, so it’s what I’ve always known. I started working
in the store while I was in high school. It was a perfect
after school job. After getting discharged from the Navy, I
went into installed sales, eventually moving into contractor sales, and then management. I’ve worked in every
department.

On June 2, 2017, we lost our son, Justin, to a heroin overdose. He worked as a union driver for the lumberyard. As
a family, we have turned our attention to education and
prevention of opioid use by working with the NCADA to
offer training and privately funding NARCAN for families of addicts.

What do you like most about your job? What do you
like the least?
Most: The diversity, each day is a new challenge, whether
it be equipment, inventory, dispatch, contract negotiations, etc. Every day is something different.
Least: Rain days, slow weeks, and idle time. I’m happiest
when I’m on the move.

If you have pets, tell us about them.
We have an 11-year old Bichon Frise named Fluffy that
loves to play fetch and dig holes in the yard. Unfortunately, she is pure white, so digging holes means quite a mess.
We also have two cats that live at the lumberyard - one in
the store, and one in the warehouse.

What was your first job?
Here. I spent my summers cleaning the lumberyard.

What is your favorite vacation location and why?
Negril, Jamaica. The water is beautiful and warm, and
when I’m there, it’s all about relaxation. The sun and the
sand, no schedule. I can leave my phone behind and just
chill. It also helps that when we go, we are joined by good
friends from back in my Navy days.

What are your favorite books and/or movies?
I’d always choose movies over books - I’m a visual
person. My favorite movies are “Saving Private Ryan,”
“The Green Mile,” and “Blackhawk Down.” “Game of
Thrones” is my favorite television series. My all-time
favorite book is The Fred Factor by Mark Sanborn.

What is your favorite way to unwind after a hard day?
Ideally, it would be on the water, with a fishing pole in
hand. Since that doesn’t happen frequently, I’d say it
would be relaxing by the pool with a cold drink or tinkering around the house.

What are you reading now?
The Five Dysfunctions of a Team, by Patrick Lencioni.
What are you most proud of?
That I am following in my father’s footsteps, carrying on
company traditions while incorporating new ideas.

What does belonging to MLA mean to you?
Connections, connections, connections. Through the
MLA, I’ve made life-long friends with others in this
industry. Being involved with committees and events
brings a sense of community and satisfaction of a job well
done.

How would you like to be remembered?
As a man that would help anyone in need, anytime. I’d
like to be the man that anyone can call on for assistance.
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OSHA Compliance

Member Benefit

Introducing the MLA Shipping
Program

Safety Training Program
Continues to Grow

I

MLA Executive Vice President Robert
Uhler has been traveling the territory
and providing OSHA compliance
training for members for the past
several years. Here is a partial list of
activities and training services offered
by your association:
Mock OSHA Audits

Safety Committee Meetings

Forklift Cert. Training

CPR Training Class

Safety Inspections

Estimating Training Class

n an ongoing effort to provide our members with the
money-saving tools you need to be successful, MLA
is pleased to offer an exciting new member
benefit – the MLA Shipping Program, managed by
PartnerShip®.
As a member of MLA, you can use this free shipping program to save on every shipment you send and
receive – around the
corner, around the
country, or around
the world – with
world-class carriers and phenomenal
customer service professionals.

If you need any help with your OSHA compliance or any
of your training needs, please give the association a call
at 800-747-6529. We are here to help you with all of your
health and safety needs.

Enroll in the MLA Shipping Program and you will receive:
• Discounted rates on standard and guaranteed LTL
freight shipments with leading national and regional
freight carriers
• Competitive pricing on truckload, expedited, and
international freight services
• Savings of 20-40 percent with discounted rates on
exhibit shipments to and from trade shows and events
• Specialized services including expedited and
international shipping, inbound management, lowcost shipping supplies and more.
MLA has endorsed PartnerShip, a leading freight shipping management company, to develop and manage the
MLA Shipping Program. PartnerShip delivers customized
shipping solutions to over 17,000 businesses nationwide,
and has been recognized as an industry leader in helping
businesses reduce shipping costs since 1989. Partnership
saves businesses money on every shipment, every time.
Simply go to PartnerShip.com/MLA to enroll, or request
a free shipping analysis. After enrolling, you’ll enjoy the
unparalleled customer service that PartnerShip is committed to providing.
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If you have any questions, or to learn more about this
inbound and outbound shipping program that combines
simplicity, savings, and value to MLA members, please
visit PartnerShip.com/MLA, call PartnerShip at
800-599-2902, or send us an email at sales@
PartnerShip.com.

Special Interest

History of DeWalt Radial Arm Saws
In 1947 DeWalt Products Co. was
reorganized as DeWalt Inc. and then
sold to AMF (American Machine and
Foundry) in 1949. AMF continued
producing saws until 1960 when
they sold out to Black & Decker.
AMF did not make any significant
changes to the machines while Black
& Decker completely redesigned
them. Their machines were dramatically different from
the older DeWalt models and thus began a new generation of DeWalt saws.

Bradley Tools & Fasteners in Johnston, Iowa is carrying
on the decade old family tradition of the Wolfe family offering on-site servicing and restoration of vintage DeWalt
radial arm saws. DeWalt saws have nearly a 100 year
history.
In 1922, Raymond DeWalt invented the radial arm saw
and it was first known as the “Wonder Worker.” He established DeWalt Products Co. in 1924, obtained his first
patent for the saw in 1925 and then obtained many more
patents over the next several years.
By 1930, most large cities had electric power, but the
majority of small towns and rural areas did not. Over
the coming years electrical power was brought into these
areas for the first time and businesses that cut wood including lumberyards bought an electric power saw to do
their cutting. The DeWalt radial arm saw was the saw of
choice and many of those vintage saws are amazingly still
in service today.

Earlier on, DeWalt realized that their machines were
simply too large and it was too inconvenient for the
owners of these machines to take them into a shop for
maintenance and repairs. DeWalt began factory training
service technicians around the country and thus began
the nationwide on-site saw service that in some areas still
exists today.
Continued on page 8

Special Thanks To These
Sponsors That Support All
Association Programs
• Federated Insurance
• Blish-Mize
• Great Southern Wood Preserving
• Mid-Am Building Supply
• Tax Favored Benefits
• Westfall GMC Truck
Patronize the companies that
support your industry!
Virtually eliminates seams. Totally eliminates competitors.
find out more at celect.royalbuildingproducts.com
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Federal Legislative News

New Tax Law Means New Questions for
Businesses
By Ben Gann, NLBMDA

President Donald Trump signed the Tax Cut and Jobs Act
(Public Law No: 115-97) into law late last year, delivering
on a campaign promise and making major changes to the
federal tax code for the first time in 31 years. This historic
legislative accomplishment is causing businesses, as a normal part of business planning, to reevaluate their operations and make sure they are prepared for the changes.

There is also good news for businesses structured as passthrough entities such as LLCs, partnerships, and S Corporations. While pass-through businesses are still taxed at
individual income tax rates, the new law establishes a 20
percent deduction. Keep in mind that pass-through businesses will also benefit from the lowering of individual
income tax rates.

Given the budget constraints that lawmakers had in enacting tax reform, most of the tax changes for corporations
are permanent and most of the tax changes for individuals
expire and return to the previous law after 2025.

As businesses consider investments to operations, they
should note the changes made to bonus depreciation and
Section 179 deduction. Accelerated bonus depreciation applies through 2022 allowing full and immediate expensing
of short-lived capital investments. It phases out between
2023 and 2027 and returns to the previous law in 2028.

Notably, the income tax rate for all C corporations has been
lowered to 21 percent starting in 2018. In addition, the
alternative minimum tax (AMT) for corporations has been
permanently repealed.

In an important change to bonus depreciation, the tax
incentive applies both to new equipment placed in service
or used equipment purchased and placed in service. Previously, bonus depreciation only applied to new equipment
placed in service.
Businesses choosing the Section 179 deduction will also
benefit. The new law raises the deduction to $1 million
with a phase-out starting at $2.5 million. It also expands
the tax incentive to include improvements made to existing nonresidential real property including roofs, heating
and air-conditioning.
Small family-owned businesses continue to benefit from
estate tax relief. The new law doubles the exemption levels
($11.2 million for individuals, $22.4 million for couples),
indexes for inflation, and maintains stepped-up basis. Congress will need to act in the future to preserve the changes
as it expires at the end of 2025 and returns to the prior law.
Many businesses, including some lumber dealers, issued
bonuses to their employees as part of the new tax law.
Moreover, in January, the Internal Revenue Service (IRS)
published new withholding tables, which means employees should be noticing a modest increase in their takehome pay.
Early in the tax reform process, Republicans in the House
of Representatives wanted to reduce the number of individual income tax brackets and reduce the rates. Although
they were unsuccessful on the former, they were successful
on the latter. The current seven bracket structure remains
in place but most rates have been reduced, including the
top rate that is now 37 percent.
Continued on page 13
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EASY
FOR YOU
to make an impression

The Endocote Finishing System from Huttig®.
The most advanced technology in fiberglass
finishing systems.

Visit www.huttig.com to learn more.
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Member News

Longtime Blish-Mize Executive to Retire
“My forte was salesmanship, marketing, and being in contact with others,” he says. “I have never met a stranger,
so to speak. I am still deeply committed to the prosperity
of the business, but I never permitted myself to become
solemn about it. “We are a family-owned, employeefocused company, and we are extremely dedicated to our
customers,” he says. “I look back on our history and feel
gratitude to so many who have shown faith in us.”

John H. Mize, executive chairman and chairman of the
board of Blish-Mize Company, plans to retire from active
management May 30, after 56 years on the job.
“I look back on our almost 150-year history and feel gratitude to so many customers who have shown faith in our
employees and our company,” Mize says.
Long devoted to the success of the business, Mize is still a
firm believer that the company’s success is a direct result
of its customer devotion. “There’s plenty of competition,
and we have to prove ourselves worthy every day,” he
says. “Strong customer service and making sure our customers know we care about their business is a huge part
of that.”

Mize held the position of chairman, president and CEO
for about 35 years, and the company saw incredible
growth and acquisitions under his leadership. “I’m aware
of the opportunities I’ve been given, and I’m grateful to
everyone I’ve worked with throughout my career,” he
says. “I saw success and had some challenges, and I also
had a lot of fun.”

Mize started full time at the company after college in 1962
and held sales territories in Colorado and Nebraska. He
was later promoted to field sales manager and traveled
the company’s entire servicing area.

Mize will remain chairman of the board and plans on
stopping by the office at least three times a week. He will
continue to offer guidance to the office staff. “I feel good
about the future of our business under our fifth-generation leadership, with Jonathan Mize as president and
CEO, and our excellent executive team and staff,” he says.

All from the Same

Source: Blish-Mize Co.

FAMILY TREE

DeWalt Radial Arm Saws - cont.
Wendell Wolfe
began servicing
DeWalt radial arm
saws as well as
other woodworking
machinery across
the Midwest in the
1950s. His work was later carried on by his eldest son,
Charles (Chuck), Wolfe as Wolfe Machinery Co. until they
closed their business in August 2016.

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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Today his youngest son, Thomas (Tom) Wolfe, is now
working for Bradley Tools & Fasteners and they are continuing to provide the same services that his father began
in the 1950s. They still offer on-site maintenance, repairs
and the restoration of classic/vintage DeWalt saws. They
also repair and maintain many other woodworking machinery used in lumberyards and home centers including
panel saws, table saws, rip saws, band saws, planers, dust
collectors and more. They also offer saw blades, blade
sharpening, tooling, and service parts for woodworking
machinery and provide all of the OSHA-required safety
equipment to help keep these old classic DeWalt saws in
service while meeting today’s safety requirements. Not
many woodworking machines built in the 30s, 40s, 50s
and 60s, other than DeWalt saws, are still in use today.

- Distracted Driving/MVRs
- Hiring, Screening, Retaining Employees
- Family and Business Succession Planning
- Claims Management
- Employment Practices Risk Management
- Implementing a Drug- and
Alcohol-Free Workplace

- Managing Your Workers Compensation
Tuesday, August 14–16, 2018 | Owatonna, MN
Tuesday, November 6–8, 2018 | Owatonna, MN

- Federated’s Shield Network®
- Loss Keys
(major loss areas in your industry)
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Credit Risks

Protect Yourself From the Four Most Disruptive
Credit Risks
By BlueTarp Financial Inc.

U

nderestimating credit risk can turn a healthy
business upside down quickly, so there’s a lot
riding on your ability to minimize your exposure. When it comes to assessing risk, looks
can be deceiving. You’ve heard stories of customers who
looked big and sounded solid
but ended up being insolvent
– causing a nightmare for the
companies left holding their unpaid invoices.

Use Your Risk Assessment Tool Kit
So how do you identify the potential for these risks in
credit applicants? There are lots of tools available to help
you identify and manage potential risk that you otherwise
might not have visibility into.
A good place to start is to pull commercial and consumer
credit bureau data for both the company and its owner.
This information will tell you how well this business and
individual pay bills, as well as allow you to gauge stability
and see payment trends. Where there is conflicting information – for example, strong business credit but a more
checkered individual rating – dig deeper to better understand your potential customer.

Credit screening is the best way to minimize your credit
risk and weed out applicants whose good first impression
may be covering financial flaws. But, there’s more to credit
screening than collecting a credit application. Effective
credit screening is a mix of science and art and is a skill
you can hone with attention to a few key details.

If commercial credit bureau data is thin or non-existent –
which is not unusual for a small or new business or single
proprietor – then you’ll have to rely on consumer credit
bureau data. Some companies may skip this step and just
secure a personal guarantee, but this isn’t a good idea. A
personal guarantee is only as good as a person’s ability
to pay, and that’s what you’re looking for in their credit
bureau information.

Know the Four Key Credit Risks
When it comes to minimizing your exposure, you want to
eliminate or mitigate the impact of these four most disruptive credit problems:
Bankruptcy: While some companies may be fine doing
business with a customer who has a bankruptcy in his
past, no one want to be stuck holding the bag when a current customer goes under. Do you know the red flags that
can help predict bankruptcy?

Your next tools are bank and trade references. Ask for 1-2
bank references and 3-4 trade references, and follow upon
them all. Look at the length of relationship with each of the
references – you want to talk to banks and companies that
have a history with the applicant, not ones that are all new.

Slow Pay: Customers who chronically pay you 30 or 60
days late increase your risk and cost you money. Are you
checking applicants’ payment history with other companies as a predictor of how they will pay you?

Look for references that have extended comparable or larger credit and similar terms to what the customer is seeking
from you. If you have a customer asking for a $35,000 line,
you want to understand whether he’s previously handled
this level of loan, as well as what cash balances he has on
hand. Also pay attention to his payment terms for that line
and whether he met that obligation.

Disputes: Customers who consistently eat up your time
and energy with disputes can also impact your bottom
line. Do you know how to identify a customer who may be
prone to this behavior before he becomes a customer?

Be sure to have a conversation with trade references about
what type of customer an applicant has been. Ask about
disputes around deliveries or quality and find out if he’s
been a reasonable and good partner. Chances are, he’s
going to treat you the same way he’s treated other companies.

Fraud: Fraud can turn a great sale into a major business
loss. Do you have a way to vet applications and monitor
customer purchases to help identify potential fraud?

Continued on page 12
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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
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Credit Risks - continued

Protect Yourself From Disruptive
Credit Risks - continued

Stay Vigilant
Credit screening is not a one-time activity. Once you’ve
set a customer’s credit line and terms, you need to pay
attention to their purchasing and payment patterns. With
new customers, make sure you follow up to see if they
bought what they said they were going to buy and paid
when they said they would. If they didn’t, talk to them
and understand why.

Google and public record searches can provide a wealth
of information that can, directly and indirectly, tell you a
lot about an individual or company. You should consider
this kind of research a must before you sign off on any sizable credit line. A quick search can uncover both positive
and negative information about the applicant:

An existing customer who always uses 20 percent of his
credit line comes in and unexpectedly uses 100 percent
of his line. Did you notice and do you know why? This
change, combined with slow pay, could signal that the
customer is in trouble.

• Active or past lawsuits, liens or other legal activity
• Press coverage of company and its owners
• Support of community and trade initiatives
Lastly, don’t forget the importance of getting the word on
the street – especially in small markets or for new businesses looking for credit. At the end of the day, your credit
screening should be based on solid information rather
than a rubber stamp approach.

Maybe you have a new customer open a line and immediately maxes it out in an online purchase. Are you sure you
know they are who they say they are and not fraudsters
buying hot items to resell and leave you holding the bill?

Mitigate Risk Before It Hits

In addition to monitoring buying and payment trends,
pull a new credit report on existing customers every year
or two. The information provided by a fresh credit report
can give you a full picture of a customer’s current credit
worthiness.

The next step in credit screening is to assess all your
information, looking for signs of the four key credit risks:
bankruptcy, slow pay, disputes and fraud. The screening
process used by many professional credit management
services offers some rules-of-thumb that can help you in
your assessment.

“Trust but verify” is a good motto to keep in mind as you
follow your credit screening process. In addition to collecting information, you really need to review it closely
and ask yourself – does this seem reasonable? With this
approach, you’ll be in a good position to minimize your
credit risk and focus on growing sales.

Bankruptcy: Proceed with caution when extending credit
to new companies. Applicants with FICO scores <685
should be watched, along with those who are bumping
the limits of their lines of credit with the bank and other
companies.

Scott Simpson is the president and CEO of BlueTarp Financial. 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. To reach Scott, you can email: simpson@
bluetarp.com or call 207-797-5900.

Slow Pay: If a customer pays slowly with other companies and vendors, chances are he’ll be slow with you. If
this trend exists, set credit lines and terms that protect
you, and use pricing and fees to help reduce the impact of
slow payment on your bottom line.

BlueLinx Acquires
Cedar Creek

Disputes: When trade references uncover a tendency to
dispute invoices, return merchandise or chronically complain about products and services, think long and hard
about whether this customer will be worth the effort.
Fraud: Believe it or not, the perfectly filled-out application can be a big warning sign of potential fraud. Look for
these red flags on a credit application:
• The company claims sizable revenue but doesn’t
		 show up in commercial credit bureau reports.
• The company is located far away – why are they
		 buying from you? Generic email addresses,
		 such as: info@abc.com.
• References are typed and not on bank letterhead.
• Immediate responses from references.

BlueLinx, a distributor of building and industrial products
in the United States, has announced that it has completed
its previously announced acquisition of Cedar Creek, established in 1977, a building products wholesale distributor specializing in a wide variety of building products.
The combination of BlueLinx and Cedar Creek creates
one of the largest wholesale distribution companies in the
building products industry, with combined revenue of
approximately $3.2 billion in 2017. With one of the largest
product offerings in the industry and over 70 locations,
the combined company will utilize its broad footprint to
better serve its extensive network of customers.
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Federal Legislative News - continued

Industry News

Fewer taxpayers are expected to itemize their tax returns
as the standard deduction was nearly doubled. That will
substantially reduce the number of taxpayers claiming deductions such as the mortgage interest deduction and state
and local tax (SALT) deduction.

Kerr Elected Director of
Federated Insurance
Companies

National Lumber and Building Material Dealer Association (NLBMDA) fought hard to preserve the mortgage
interest deduction. The deduction cap was reduced from
$1 million to $750,000. Although the deduction for second
homes remains, the separate $100,000 home equity loan
interest deduction has been eliminated. However IRS has
announced that in many cases taxpayers can still deduct
interest paid on home equity loans as part of the lower
mortgage interest deduction limit.

Mike Kerr, of
Owatonna, Minnesota, was elected to
the Board of Directors of the Federated
Insurance Companies. The election
took place at the Annual Meeting of Policyholders held
April 17, 2018, at Federated Insurance Companies’ home
office in Owatonna, Minnesota.

The SALT deduction has been capped at $10,000. It applies
to state and local property tax and either state and local
sales tax or state and local income tax. NLBMDA opposed
changes to the SALT deduction as it could make it more
difficult for employers in high-cost areas of the country to
attract and retain employees.

Kerr is the President and Chief Operating Officer of Federated Insurance Companies. Kerr graduated from Central
Michigan University with a degree in Business Administration. In 1981, Mike began his career with Federated as a
Marketing Development Trainee. He has filled many roles,
including Marketing Representative, District Marketing
Manager, Regional Marketing Manager, DOFO, Director
of Association Risk Management Services (ARMS), Vice
President, First Vice President, and Senior Vice President.

Changes to the individual AMT may help alleviate some
of the tax burdens for individuals living in areas where
cost-of-living is high. Exemption levels have been raised to
$70,300 for individual files and $109,400 for married filers.
The phase-out has also been raised to $500,000 for individuals, $1 million for couples, and indexed for inflation.

Proud to be MLA Members….

NLBMDA held a webinar for its members earlier this year
highlighting the changes to the federal tax code. Dealers
should carefully evaluate their specific circumstances, and
if needed, work with a tax professional of their choice to
ensure that they can take full advantage of the changes.

PRIMESOURCE!
Our reliable, nationwide network did not pop
up overnight. It took decades of hard work
and phenomenal service for PrimeSource to
become what it is today. We can trace our

Business Forms and
Envelopes

roots back to 1938, and we are here today
because of the relationships we have built
throughout the industry. Our track record

Look to the Association for all your business
forms needs. MLA has competitive prices for
all stock and custom forms including
business envelopes.

proves that we are in it for the long haul.

Contact Brittany at the Association office,
1-800-747-6529, for pricing and
more information.
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MLA BOARD OF DIRECTORS – 2017-2018
President
Adam Hendrix
CHIC Lumber & Hardware
2625 E. Terra Ln.
St. Peters, MO 63366
636-278-5080
adam.hendrix@chiclumber.com

Secretary/Treasurer
Dan Prendergast
Moscow Mills Lumber Co.
250 Main St.
Moscow Mills, MO 63362
636-366-4221
danp@moscowmillslumber.net

Missouri Committee Rep.
Darrell Derstler
Derstler Lumber
900 Walton Way
Richmond, MO 64085
816-776-2248
dderstler@att.net

1st Vice President
Hatch McCray
McCray Lumber Millwork
3200 McCormick Rd.
Kansas City, KS 66115
913-321-8840
hmccray@mccraymillwork.com

Missouri/Arkansas Director
Landon Garner
Garner Building Supply
125 E. Locust St.
Rogers, AR 72756
479-636-4151
landon.garner@garnerbuildingsupply.com

Oklahoma Committee Rep.
Gary Smith
Smith & Sons Bldg. Center, Inc.
114 SE 2nd St.
Anadarko, OK 73005
405-247-3501
gsmith2604@sbcglobal.net

2nd Vice President
Matt Graham
Miltonvale Lumber & Coal Co.
28 E. Spruce
Miltonvale, KS 67466
785-427-2643
mattgraham@miltonvalelumber.com
NLBMDA Delegate
Jim Bishop
Vesta Lee Lumber Co.
2300 S. 138th St.
Bonner Springs, KS 66012
913-422-1075
ksujim@aol.com
Immediate Past President
Chris Cleaver
Cleaver Farm & Home
2103 S Santa Fe Ave.
Chanute, KS 66720
620-431-6070
chris@cleaverfarm.com

Kansas/Oklahoma Director
Ray Mueller
Clark Lumber Do-it Center
2 S. 5th St.
Herington, KS 67449
785-258-2269
splintergolfs@yahoo.com
Arkansas State Rep.
Brandie Killian
John Plyler Home Center
101 W. Broadway
Glenwood, AR 71943
870-356-3312
Fax: 870-356-3213
brandiep@johnplylerhomecenter.com

Associate Director
Jon Davis
Davis Consulting
200 Cochise Trail
Hutchinson, KS 67502
316-640-7645
Jondavis200@cox.net
Associate Director
Terry Parker
PrimeSource Building Products
2727 E. Jean St.
Springfield, MO 65803
417-831-4188
Fax: 800-995-0615
parkerte@primesourcebp.com
Associate Director
Nate Wedermyer
Dealers Choice Distribution
4008 NW 14th St.
Topeka, KS 66618
785-234-8405
nwedermyer@dealerschoicedistribution.com
MEP Trustee Chair
Billy Plyler
John Plyler Home Center
101 W. Broadway
Glenwood, AR 71943
870-356-3312
Fax: 870-356-3213
billyp@johnplylerhomecenter.
com
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A Vision for the Next Generation
By Federated Insurance Company

Experts agree – succession planning includes creating an
environment that motivates employees to use their talents
and skills to reach their full potential and contribute to the
success of the business. Sounds simple, but how do you
accomplish it?

Develop Talent Now for a Successful Future

While incentives such as bonuses and profit sharing are
important, recognizing achievements and building selfesteem are priceless.

Some business owners procrastinate or avoid communicating their succession plans because they fear how family
members and employees might react. However, their
silence may actually create more stress and cause harm to
the business. Most employees – including family
members – will feel more secure about the future if they
know what to expect and how they will fit in.

Perhaps a mentor program or an apprenticeship is a good
start. Talented young people are more likely to stay with
the company if they feel involved in something bigger
than their own job. It is wise to provide opportunities by
matching experienced workers with newer employees to
guide them as they grow in their jobs.
As employees gain experience, they become assets to your
business and their value increases. Providing key employees opportunities to gain well-rounded business experience through cross-functional training and experience is
admirable. This no doubt helps them become dependable
managers who can make good decisions and take initiatives to improve operations.

It’s never too late to develop a business succession plan.
But, the earlier you start, the better. Estate planning experts
agree that long-term plans to transfer businesses are generally much more successful than those “patched together”
following the unexpected death or disability of an owner.

Business Succession Actually Begins With
Each Employee’s First Day on the Job

Think about it, whether he or she is one of your children
or a high school student working part-time, that young
person could someday be head of the company.
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If this is what you see…

PEED

FOCUS.

DRIVE

Poor driving decisions could keep you and your
employees from making it home S.A.F.E. today.

TTENTION
ATIGUE
MOTION

www.federatedinsurance.com/
drivesafe/attention

To learn more about our Drive S.A.F.E. risk management
resources, please contact your local marketing representative.

federatedinsurance.com
Ward’s 50® Top Performer
A.M. Best® A+ (Superior) Rating

Federated Mutual Insurance Company and its subsidiaries*
17.02 Ed. 12/17 *Not licensed in all states. © 2017 Federated Mutual Insurance Company

