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Third Quarter 2018

Fall Conference Set for October
4-5 in Denver, Colorado

M

ark your
calendar and
plan to attend
the upcoming Leadership Conference, set for
October 4-5 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 conference. If you’ve attended 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.
Why Should You Attend the MSLBMDA/MLA
Leadership Conference?
Our industry is changing rapidly. Learn from industry experts on
what trends are evident and developing, and how to focus your business to successfully navigate these changes. Educational sessions will
cover many topics that concern our businesses today, including:
• Economic trends - present and emerging.
• Leadership in today’s business climate - leadership skills for
today.
• The labor shortage and what to do about it - creating a culture
for hiring, retention and promotion.
• The LBM industry today - mergers and acquisitions,
independent lumber dealer’s progression, the LBM “State of
the Union” today and future trends.
• Lumber pricing and tariffs - is there hope for commodity
pricing decreases?
• Cybersecurity - hackers are hitting the LBM industry with
increasing frequency. Are you prepared? Learn how to
protect your business.
The relationships we have in the LBM industry are truly one of our
best assets! Don’t miss the opportunity to learn, share and sharpen
the saw in a collaborative and engaging environment!
For more information and registration materials visit our website www.TheMLA.com.

Across State Lines - Kansas

Members Enjoy Annual Sunflower Shootout
Thanks to the Generous Sponsors

Championship Sponsors

Pinnacle Sponsors

BlueLinx
Do it Best Corp.
Forest Products Supply Co.
Guardian Building Products
Monarch Cement Co.
Quaker Windows and Doors
Quikrete
Tando Building Products
Tennison Brothers, Inc.

Federated Insurance
Blish-Mize Co.
CCM Countertop & Cabinet Mfg.
Mid-Am Building Supply, Inc.
MiTek Builder Products
PWD, Inc.
Tamko Building Products, Inc.

Hole-in-One Sponsor
Westfall GMC

Club House Sponsors

Great Southern Wood Preserving
Rollex Corp.
Tax Favored Benefits

BBQ Sponsor

Dealers Choice Distribution

Congratulations to the Winners
1st Place - A Flight
Home Lumber, Greensburg, Kansas
Dave Armstrong, Forest Products; Jeff Koehn,
Home Lumber; Jason Conkle, customer; and
Arron Zadina, Centera Bank.
2nd Place - A Flight
Mid-Am Building Supply
Darren Glenn, Mid-Am; Mark Woydziak, Mid-Am;
Tim Herman, Mid-Am, and Carl Fulkerson, Owens
Corning.
Longest Drive winner, Tory Bell, Federated
Insurance, right, with Robert Uhler.

1st Place - B Flight
Home Lumber, Pratt, Kansas
Derek Broce, customer; Gary Roberts, Home Lumber;
Myron Bartel, Home Lumber; and Larry Martin,
customer.
2nd Place - B Flight
Westfall GMC
Tom Toedman, PWC; Russell Rucker, PWD;
Trevor Sturgis, Westfall GMC; and
Jim Shull, Westfall GMC.
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1st Place - A Flight - Home Lumber, Greensburg,
Kansas. Pictured left to right: Dave Armstrong, Forest
Products; Jeff Koehn, Home Lumber; Jason Conkle,
Customer; and Arron Zadina, Centera Bank.

Across State Lines - Kansas Continued

2nd Place - A Flight. Left to right: Robert Uhler, Darren
Glenn, Mark Woydziak, Mid-Am, and Tim Herman,
Mid-Am.

Participants prepare for the annual tournament.

All from the Same

FAMILY TREE
1st Place - B Flight. Left to right: Derek Broce; Gary
Roberts, Home Lumber; Myron Bartel, Home Lumber,
and Larry Martin.

2nd Place - B Flight. Left to right: Tom Toedman, PWD;
Russell Rucker, PWD; Trevor Sturgis, Westfall GMC;
and Jim Shull, Westfall GMC.

Serving the four-state MLA dealer area.
877-819-6637 • www.yellawood.com
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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.

Educational Opportunity

2018 Scholarship Recipients
MLA is pleased to announce the Kansas and Missouri
scholarship recipients for 2018. As in past years, we are
impressed by the young people we are assisting and
believe we are investing in the futures of very talented
and gifted recipients. The Kansas Scholarship Committee approved five recipients and the Missouri Committee
approved six recipients. Here is a little information about
each of them.

Kansas

Madison Hays

James “JJ” Burch Jr.

Katie Purvis

Brenna Jellison

Austin Willis

JJ is pursuing a degree in Construction
Management at Pittsburg State University. He has served as an officer and
delegate for the Erie FFA Chapter, and
is an honor roll student with a cumulative GPA of 3.92. He has been working
at Cleaver Farm & Home and was
recommended for a scholarship by
Chris Cleaver.

Madison is a returning scholarship recipient, in her third year of study at Kansas
State University in Secondary Education.
She came highly recommended by Jim
Bishop of Vesta Lee Lumber. She has an
impressive cumulative GPA of 3.786,
and is well on her way to achieving her
academic goals. We hope the Kansas
Lumber Dealers Scholarship will give
her the extra help she needs to succeed.

Missouri

Katie is a hard-working young woman
who will be pursuing a degree in
Exercise Science at Barton County
Community College. She has worked
part time at Rasure Lumber in Goodland, and was highly recommended by
Kevin Rasure and her school counselor
as an exceptional young woman, who
is organized, responsible and hardworking. She looks forward to a career
in the health and fitness industry.

Kyle Prendergast

Kyle is beginning his college experience at St. Charles Community College,
with the goal of pursuing a career as a
first responder/firefighter/paramedic.
He is a student athlete, lettering in
baseball, while maintaining his studies
and working part time at the family
lumberyard, Moscow Mills Lumber.
We wish Kyle all the best as he pursues
his career goals.

Brianna has been involved in softball, basketball, student council,
National Honor Society, and many
more scholastic activities. She plans
to be a finance major at the University
of Missouri-St. Louis this fall. Robert
Graver, manager of LaCrosse Lumber
in Bowling Green, recommended
Brianna as hard-working and dediBrianna St. Clair
cated to her studies, noting that she
already completed a majority of her freshman requirements while in high school. Brianna’s mother is a longtime employee of LaCrosse Lumber.

Brenna is in her senior year pursuing
an undergraduate degree in Elementary
Education/Special Education at Kansas
State University. Once she completes
her degree, she plans to return to a
small town like the one where she grew
up to pursue her dream of teaching.
Her father, Mike Jellison, manages the
Home Lumber & Supply location in
Coldwater.

Maddie will be attending the
University of Missouri – Kansas City
this fall, pursuing a goal to someday
be a doctor in Pediatric Psychology.
Her dedication and hard work are
apparent as she works two part-time
jobs, one at a bone-and-joint clinic,
which offers her experience in her
chosen field. She was enthusiastiMadison Keller
cally recommended for a scholarship
by McCray Lumber where her father works at the
Edwardsville location.

Austin is a returning Dean’s List student at Kansas State University, and
MLA is proud to have provided a scholarship to him each year as he pursues a
major in Architecture. His father, Gary
Willis, manages the Home Lumber &
Supply in Winfield. We’re confident
Austin has a bright future given his
success in high school and college.
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Educational Opportunity - cont.

MLA Shipping Program - Member Benefit

Everything You Need
to Know About Freight
Claims

Brad is an accomplished student
athlete at Louisiana High School and
will be entering his first year of college
at Moberly Area Community College,
pursuing his interests in Computer Information Technology – Programming.
He is a hard worker – self-employed in
lawn and field maintenance as well as
a lifeguard at the local YMCA. In adBradley Keely
dition, he has served as an enthusiastic
volunteer for worthwhile causes. Brad was recommended
for a scholarship by Jason Schnettgoecke at LaCrosse
Lumber.

D

amaged freight is every shipper’s worst nightmare. To make it worse, filing freight claims is
a complex and frustrating process. There is a
lot you need to know about what to document,
what to file, and what the Carmack Amendment covers.
Before you find yourself in this mess, it’s best to learn
some of the basics.

Mike has been working for Beyers
Lumber since 2011, and since then,
has become an important part of their
team. He plans to pursue a degree in
horticulture at St. Louis Community
College and then transfer to a university to major in biology. His goal is to
expand Beyers Lumber’s home and
garden market. Bob Brown of Beyer’s
Michael Nickel
Lumber recommended him for a
scholarship to help Mike attain his goals. His high school
counselor noted in her letter of recommendation that he
has superb time management skills and that he carried a
cumulative 4.0 GPA.

First, damaged freight isn’t the only type of freight claim
you may encounter. You may also experience a shortage or a lost shipment all together. And then there’s the
concealed claims – when the cargo damage or shortage
is discovered after delivery and reported after the driver
leaves. Under the Carmack Amendment, you have to establish that the goods in question were picked up in good
condition, delivered in damaged condition, and resulted
in a specific amount of damage. Once you’re able to prove
that these requirements were met, the carrier is held liable
unless it proves that it was not negligent and the cause of
cargo damage was one of the following:
• Act of God
• Public Enemy
• Act of Default of Shipper
• Public Authority
• The Inherent Vice or Nature of the Goods

The Missouri Scholarship
Committee has again awarded a welldeserved scholarship to Erin. She is
currently majoring in communication
disorders and minoring in child development. Her plan is to continue to
graduate school with a goal to become
a speech-language pathologist. Erin
is a passionate volunteer and mentors
Erin Prendergast
a child in Big Brothers Big Sisters of
America. She is maintaining a 4.0 GPA at Southeast Missouri State University.

If you have to file a claim, it’s best to do it as soon as
possible. You typically will have nine months from the
delivery date, or only five days in the case of a concealed
claim. You’ll want to have the Proof of Delivery (POD),
the original Bill of Lading (BOL), freight bill, merchandise
invoice, and replacement invoice or repair bill to support
your claim. Taking pictures to include is also very helpful.
The subject of freight claims is complicated, but that
doesn’t mean you’re out of luck. PartnerShip®, the company that manages the MLA Shipping Program, has developed a helpful white paper that details everything you
need to know about filing a freight claim. It also provides
you with important information that will teach you how
to package your shipments to avoid damaged freight,
how to set procedures for accepting freight that protects
you in the event you need to file a claim, and how to ensure your claim doesn’t get denied.

MLA through our Kansas and Missouri Scholarship Programs is confident the committees have chosen well this
year in awarding $500 to each of these deserving students.
We wish them the best in their fields of study.

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

Visit PartnerShip.com/FreightClaims to download the
free white paper!

5

For more information on the MLA Shipping Program,
visit PartnerShip.com/MLA or call 800-599-2902.

Federal Legislative News

NLRB Continues Work on Joint
Employer Standard

By Ben Gann, NLBMDA

T

he National Labor Relations Board (NLRB) is beginning a rulemaking clarifying the standard for joint
employer liability under the National Labor Relations Act (NLRA). On June 9, the Office of Information and
Regulatory Affairs (OIRA) published the Board’s intent to
address the standard.

certainty regarding the standard and eliminate any concerns about ethical restrictions on pending cases.
The inclusion of the proposal in the regulatory agenda
does not reflect the participation of new NLRB Members
Mark Gaston Pearce and Lauren McFerran. Any proposed
rule would require approval by a majority of the fivemember Board, and the next step would be the issuance of
a Notice of Proposed Rulemaking.

“Whether one business is the joint employer of another
business’s employees is one of the most critical issues in
labor law today,” said NLRB Chairman John Ring. “The
current uncertainty over the standard to be applied in determining joint-employer status under the Act undermines
employers’ willingness to create jobs and expand business
opportunities.”

A Joint Employment Relationship

Deviating from the long-held standard for joint employer
liability, in 2015, the NLRB under President Obama broadened the definition of what constitutes a joint employment
relationship. In the case involving Browning-Ferris Industries (BFI), the Board decided that a joint employment relationship could exist even when companies have “indirect
or unexercised control” over workers.

An announcement follows months of confusion concerning the current definition of joint employer liability. Chairman Ring has stated that a rulemaking will provide more

In December 2017, the Board voted three to two to return
to the traditional “joint employer” standard, which requires a business to have a direct and immediate connection to the employees in question to be held jointly liable
for labor violations. The case involved Hy-Brand Industrial
Contractors (Hy-Brand).
However, the decision in Hy-Brand was later vacated in
February 2018 following a memo issued by the NLRB
Inspector General stating that Board member William
Emanuel should have recused himself from the case involving a potential conflict of interest.
In Hy-Brand, Emanuel voted with the majority in returning to the traditional standard for a joint employment
relationship. Emanuel, prior to joining the Board, worked
at the law firm of Littler Mendelson, which represented
Browning-Ferris Industries in the 2015 case that moved to
a nontraditional standard for joint employer liability.
On April 5, NLRB General Counsel Peter Robb filed a
response disapproving of the Board’s decision to exclude
Emanuel from deliberations in vacating the Hy-Brand case,
claiming the Board ignored precedent and may even have
broken the law in doing so.
Adding to the flurry of activity, on April 12, John Ring was
sworn in as the new NLRB Chairman. Republican members continue to have a 3-2 majority on the five-member
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Federal Legislative News - cont.

MLA-MEP 401(k) Plan - Update

New Roth Option Feature
Introduced to MLA-MEP
401(k) Plan

board. While there is now a Republican majority at NLRB,
it does not resolve William Emmanuel’s involvement in
the Hy-Brand case that would return to a traditional standard for joint employer liability. As such, the NLRB has
chosen to address the issue through a rulemaking.

By Tax Favored Benefits, Inc.

Rulemaking

The Board prefers to rely on adjudication rather than
rulemaking for setting policy. However, given the ethical
cloud hanging over William Emanuel on joint employer
liability, a rulemaking appears to be the most straightforward path.

• Income
When contributing to a Roth account within the 401(k)
plan framework there are no income based
restrictions.

A rulemaking provides the most transparent means for
changing a regulation. The process requires advance notice of changes and gives the public, including groups like
BSCAI, the opportunity to comment.

• Tax-Free Retirement Income
Roth account 401(k) plan savers get a tax-free stream 		
of income in retirement. And it’s not just the
contributions that come out tax-free; distributions 		
from your plan are also not subject to tax.

Over a dozen trade associations representing employers
in a wide variety of industries, have filed a petition with
the NLRB seeking a rulemaking to remedy the confusion
caused by previous changes to the joint employer standard.

• Social Security/Medicare
Roth distributions do not count in the formula that
determines how much of your Social Security benefits
are taxable. Roth distributions do not count in the
formula that determines the amount of Medicare
Part B premiums you pay.

In the petition, it states, “While the uncertainty created
by the BFI standard negatively impacts companies of all
sizes across many industries, it is particularly damaging
for small and local businesses. The standard encourages
larger companies to limit the number of entities with
whom they contract, which stifles opportunities for small
businesses and startups.”

• Contribute After Age 70 ½
A Roth account has no required minimum
distributions. That means you can live to 120 without
ever tapping into your Roth account. Furthermore,
anyone with earned income can keep adding to their
Roth account regardless of age.

Joint employer liability has particular relevance for the
lumber and building material industry in two respects.
First, joint employer liability can apply in instances
between contractors and subcontractors. Second, joint employer liability can apply when companies use temporary
workers from a staffing agency.

• Your Heirs Benefit
The hands-off approach taken by the IRS with a Roth
account is beneficial for your heirs as well. Savers
with ample accounts can leave their beneficiaries taxfree income that can be stretched over their lifetime.
For more information on the MLA-MEP, please contact
Bill Male at Tax Favored Benefits Inc., (913) 648-5526 or
billm@taxfavoredbenefits.com.

Although the enforcement climate is more favorable
under the Trump Administration, companies should be
aware that the broader standard for joint employer liability remains in place for now and that indirect control,
contractually reserved control that has never been exercised, or control that is limited and routine, is sufficient to
establish a joint-employer relationship.

* Securities and investment advisory services offered solely through
Ameritas Investment Corp. (AIC). Member FINRA./SIPC. AIC is not
affiliated with Tax Favored Benefits, Inc. or MLA. Additional products
and services may be available through Tax Favored Benefits, Inc. that
are not offered by AIC. Representatives of AIC do not provide tax or
legal advice. Please consult your tax advisor or attorney regarding your
situation.

Businesses should evaluate their agreements and policies
regarding joint employer liability. In some circumstances,
companies may want to change them to limit their legal
exposure. NLBMDA’s government relations staff stands
ready to serve as a resource for the LBM industry on this
and other timely workforce issues.

Tax Favored Benefits, Inc. has been a trusted source for small-business
retirement and benefits plan design and administration for over 30 years.
As a family-owned and operated business, Tax Favored Benefits Inc.
understands the unique challenges and responsibilities of being a small
business owner.
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Risk Management Corner

Good Reason to Have a Drug-and Alcohol-Free
Workplace Program

I

n its simplest form, managed care describes a variety of techniques that, when properly deployed, can
help support an effective risk-management program.
These strategies can be most effective when they
concentrate on both injury-prevention and post-injury
techniques.

states may have discretionary underwriting
credits available.
Indirect savings are those realized by simply
reducing the negative consequences of workplace drug and alcohol use. Intuitively, it
makes sense that employees who are under the
influence of drugs or alcohol are more likely to
experience a workplace injury. Breathalyzer tests
detected alcohol in 16 percent of emergency room
patients injured at work. These workers
jeopardize their productivity and safety, and the
safety of others. Few businesses are immune from
this issue.

Testing May Equal Savings

One effective managed care strategy is a drug-and
alcohol-free workplace program, which, where appropriate to business need and after consultation with qualified counsel, may include pre-employment, random, or
post-incident drug testing. An appropriately utilized and
compliant program can help prevent drug and alcohol
use. A drug-and alcohol-free workplace program can also
offer benefits over and above initial intent.

What Can a Drug/Alcohol Policy Impact?

An effective drug-and alcohol-free workplace program
can have an impact on your business in a few different
ways.

Direct savings may come in the form of premium
credits. Some states offer workers compensation
discounts for a certified drug-and alcohol-free
workplace program. Insurance carriers in other

Pre-employment drug testing can help sidestep
the risk before you hire it into your business.
This also sets a cultural expectation that drug
and alcohol use will not be tolerated in your
workplace.
Random drug testing sends a strong message to
employees that workplace substance abuse will
be monitored. It may also help you identify and
manage employees with risky behavior.
Post-incident drug testing can be a critical
component of claims management. The presence
of drug or alcohol usage can impact the course of
treatment for the affected individual.

The End Result

When using any of these drug-testing measures, a worthwhile goal is to help eliminate negative consequences of
drugs and alcohol. You’re not testing to catch anyone; it
could be argued that the best testing program is one that
catches no one. Success can be defined by the absence of
these substances. Taking appropriate measures to help
reduce the number of claims could create a distinct competitive advantage, not to mention the overall positive
effect on your business. A compliant and well-managed
program is a technique you can use to enhance your work
environment. It is important to note, however, that legal
rules and restrictions may apply to policies that involve
workplace drug use or testing. Be sure to seek qualified legal counsel before developing and implementing a policy.
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Continued on page 15

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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Workforce Development

Attracting Millennials as the Workers and
Customers of Tomorrow
By BlueTarp

B

y 2025, Millennials will make up 75 percent of the
global workforce. This staggering statistic means
that recruiting Millennial talent – and understanding Millennials’ buying habits as customers – are
critical for business growth. As companies focus on this
tech-savvy, mobile generation,
they must look beyond the
stereotypes to uncover what
Millennials truly value.

To attract and retain Millennials as both employees and
customers, consider the following areas:

Vibrant, Compelling Messaging

Millennials size up companies with scrutiny, which means
employers must have a stronger, more relevant brand than
ever. Recruits want to know what they can expect in terms
of job advancement and how you will help them develop
skills and build their careers, while Millennial buyers are
interested to learn how you treat your customers and make
a difference in the industry. Use multiple avenues to deliver these messages: websites, emails, entertaining videos,
strong social media presence, and most importantly, firsthand reports from current employees and customers.

The disconnect between employers’ perceptions and
Millennials’ actual preferences is real: In a recent study, recruiters said work-life balance was Millennial job seekers’
most important priority. Meanwhile, Millennials ranked
compensation and benefits as their top priority, followed
by opportunities for advancement, mentorship and work
that provides a sense of purpose. Work-life balance actually ranked fifth. “Millennials work very differently from
their predecessors, but they are not a problem that needs
solving,” says Jeff McLendon, CEO of Atlanta-based US
Lumber. “They’re the answer – and we need to learn how
to treat them as such.”

“Millennials need to feel that you are authentic and
that your message resonates with them,” Calhoun says.
“There’s no way around this: As an owner you have to be
open about your mission and have a team of people who
believe in the company.”
Millennials greatly value peer opinions, so the most effective messaging comes directly from people who are
satisfied with your company and are willing to share their
stories. That’s why Palmer Donavin maintains a careers
webpage that highlights employee testimonials and
benefits. The firm also recruits heavily at colleges, building brand presence through on-campus speaking engagements.

Of course, every prospective employee is unique. Generally speaking, though, Millennials prefer positions that
offer learning experiences and opportunities to improve
their specialized skill sets. And they’re often particularly
interested in using up-to-date technology at work. In fact,
in a global study of executives in the manufacturing, distribution and service industries, 20 percent reported losing
top talent because those employees “wanted to work for a
company with better technology.”

Streamlined Processes With Automation

Technology is woven into every aspect of Millennials’
lives. As employees, they’re likely to be turned off by traditional, task-driven work, such as heavy outbound calling
or repetitive paperwork. Consider adopting tech strategies that streamline these processes. For instance, you can
automate tasks like credit approvals, ongoing risk monitoring, cash applications and collections. Doing so will
give staffers more time for in-depth, strategic work such
as investigating fraud and collaborating with sales on new
growth strategies.

Millennial buyers also appreciate vendors that leverage
technology for their customers and have a strong presence
on social platforms. “Millennials are highly sophisticated
when it comes to using technology to communicate,” says
Ron Calhoun, CEO of Palmer Donavin, an Ohio-based
wholesale distributor of residential building materials.
“They want to confirm sales through text and use online
chat features for quick answers, and they expect to access
everything on multiple devices.”

As customers, Millennials expect the convenience and
speed that automation will provide, such as instant credit
approvals, adjustments to their credit line and real-time
updates on product availability. Palmer Donavin is currently testing a program that will allow customers to

This preference doesn’t mean Millennials only want to
work in the tech industry, though. Members of this generation are particularly drawn to jobs in finance, healthcare,
architecture and engineering.
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Continued on page 12

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

Sales Tips

What Does “Winning the
Sale” Really Mean?

Attracting Millennials - cont.
use voice activation to access a portal where they can
check inventory. “It’s in the beginning stages, but could
really make a difference in how customers interact with
our company,” Calhoun says.

By Troy Harrison

R

ecently, I was in the middle of a conversation with
a business owner who has been achieving some
admirable sales growth lately. He was bragging on
his sales director, who, he said, had just “won a $250,000
order by $5,000.” When I asked him what he meant, he
said that his sales director had put in a bid that was the
lowest price – but by “only” $5,000. I smiled and continued the conversation, but I was lost in thought.

Meaningful Transparency and Collaboration

Millennials want open discussion and transparency as
both employees and customers. In the workplace, they
value collaboration with multiple departments and crave
opportunities to problem solve. “We’ve learned that
giving Millennials multiple tasks at one time is actually
stimulating and drives production because that’s what
they’re used to in their personal lives,” says McLendon.
“They want to challenge themselves, cross departmental
boundaries and have relationships with people in all levels of the company, including senior management.”

You see, I don’t consider being the lowest price as “winning” the sale. To me, as someone who has been involved
in and passionate about the sales profession for nearly
30 years, sales is a persuasive activity. That’s what I love
about it. There’s nothing better in business than facing off
against another salesperson, mano a mano, with the prize
being a valued piece of business. To win a selling contest
by persuading the customer that my solution is the
BEST – that’s what I have lived for in my entire career. It’s
gratifying emotionally, intellectually, and yes, financially.

As you assess your business systems, consider implementing online dashboards that give team members
visibility into shared areas of operations. For instance, a
dashboard can let sales and marketing teams see the progress of credit approvals, purchasing and payment activity,
allowing them to work together to serve customers more
efficiently. As Millennial customers, they expect to have
their own dashboards for control and convenience, in
order to access their account information, and purchasing
and bill pay options.

Underbidding the Competition

I’ve never gotten that emotional charge by simply underbidding my competitor. When you get a piece of business
simply by being the lowest price – even if it was a large
piece of business and the margin of victory was small – all
you’ve proven is that you’re willing to take the lowest
profit in order to get the business. If there was persuasion
involved, it was that you were no better than equal to the
other competitors. You qualified. That’s all.

Millennials are moving into the workforce quickly, both as
your employees and as paying customers. So, it’s imperative that your company adopts new technologies to attract
these dexterous minds. If you don’t have the resources to
build new systems, partner with a third party to provide
easy-to-integrate automated tools that increase productivity and attract the Millennials who are critical to your
business’ success.

By now, you might think that I live in a fantasy world
where no sales are decided by price. If so, you’re wrong;
I do understand that some sales are decided by price,
and that sometimes, you have to pencil-whip a piece of
business to get it. I get that. I’ve been there. I’ve done that.
And I’m not saying that you shouldn’t do it.

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: ssimpson@
bluetarp.com or call 207-797-5900.

What I am saying is that language matters, and it’s
important to be careful how you discuss these types of
sales. When you celebrate a low-bid piece of business and
refer to it as a “win,” (no matter how small the margin),
you send the message to your salespeople that the way
to “win” is to cut price. This is how sales forces lose the
skills of actually winning sales through persuasive means,
and become simple price-cutters.

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

When you do engage in low-price competitions for business, there are a few things to understand:
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Sales Tips - continued
First, understand that price-selling is a zero sum game.
Price selling is essentially playing chicken with your
competitors to see who is willing to take the lowest profit
in the interest of getting the business. The trouble with this
approach is that there is (usually) a bottom beyond which
price can’t be cut.

So, how do you thread the needle between the sometimesnecessary practice of low-bidding, and still trying to maximize your profit?
First, keep low-bidding to rare and important circumstances. Second, have clear and justifiable reasons for low-bidding. Third, recognize that you haven’t really built a true
“relationship” with the customer, and manage accordingly.
Finally, don’t celebrate as if you really WON a sale, so as
not to send incorrect signals to your sales team. Keep those
concepts in mind, and you’ll be able to occasionally grab
a low-bid sale while still retaining the ability to have your
salespeople achieve good profits.

Years ago, I cost one of my competitors about $200,000
through one of these situations. There was an online ‘reverse auction’ for the services with a large customer, and
each of five competitors could bid. We knew going in that
we weren’t willing to be the lowest price, so we decided
to have some fun. The rules of the auction allowed us to
lower or raise our bid at any point, so I did a little trick. We
put in an absurdly low bid, watched our competitors go
down into the dirt to try to match us, and then with 60 seconds left we pulled our bid and dropped the business on
a competitor. Over the five year contract, they lost about
$200,000 on servicing the business. To this day, the owner
of the company growls when he sees me.

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 with
his cutting-edge sales training and methodologies. For information on
booking speaking/training engagements, consulting, or to sign up for
his weekly E-zine, call 913-645-3603, e-mail Troy@TroyHarrison.com,
or visit www.TroyHarrison.com.

Walk Away From Bad Business

The point is that you must be willing to walk away from
bad business. That brings me to my second point. Bad
business doesn’t get better. Every sales manager has had
the experience of having a sales rep come to us and say,
“Hey boss, I know this deal looks bad now, but it will get
better over the long haul.” The trouble is that it
doesn’t – when business is sold based on bottom-dollar
price, it stays at bottom dollar.

Proud to be MLA Members….

PRIMESOURCE!
Our reliable, nationwide network did not pop

The third point is that low price customers tend to be unhappy customers. When I was in the car business, we had
a saying – “The higher the profit, the happier the customer.” It was true there and it’s true everywhere else. That’s
because a higher-profit customer has been well and truly
SOLD. They have bought into you, your products and
your services, and a good foundation for a relationship has
been established. “Bid wins” seldom have that quality.

up overnight. It took decades of hard work
and phenomenal service for PrimeSource to
become what it is today. We can trace our
roots back to 1938, and we are here today
because of the relationships we have built
throughout the industry. Our track record
proves that we are in it for the long haul.

Fourth, bid ‘wins’ aren’t loyal. Keep in mind – if the reason they went with YOU is a low price, that’s going to be
the reason you’ll lose them, too. Someone, somewhere will
pencil-whip the numbers and come up with a lower offering, and then you’re out the door.
And finally, bid ‘wins’ set a bad example. Every sales manager, or business owner, works on his/her sales team to get
higher prices – but you lose the moral authority to do so
when you do low-ball pricing. You lose it MORE when you
celebrate those ‘wins.’ Remember, your example influences
your salespeople.
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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

Kansas/Oklahoma Director
Ray Mueller
Clark Lumber Do-it Center
2 S. 5th St.
Herington, KS 67449
785-258-2269
splintergolfs@yahoo.com

Associate Director
Jon Davis
Davis Consulting
200 Cochise Trail
Hutchinson, KS 67502
316-640-7645
Jondavis200@cox.net

1st Vice President
Hatch McCray
McCray Lumber Millwork
3200 McCormick Rd.
Kansas City, KS 66115
913-321-8840
hmccray@mccraymillwork.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
Terry Parker
PrimeSource Building Products
2727 E. Jean St.
Springfield, MO 65803
417-831-4188
Fax: 800-995-0615
parkerte@primesourcebp.com

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

Associate Director
Nate Wedermyer
Dealers Choice Distribution
4008 NW 14th St.
Topeka, KS 66618
785-234-8405
nwedermyer@
dealerschoicedistribution.com

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

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

Secretary/Treasurer
Dan Prendergast
Moscow Mills Lumber Co.
250 Main St.
Moscow Mills, MO 63362
636-366-4221
danp@moscowmillslumber.net
Missouri/Arkansas Director
Landon Garner
Garner Building Supply
125 E. Locust St.
Rogers, AR 72756
479-636-4151
landon.garner@
garnerbuildingsupply.com
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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

Federated Insurance News

Drug and Alcohol Free Program - cont.

Star Tribune Names
Federated Insurance a
2018 Top 150 Workplace

Federated Insurance offers clients access to vendors who
provide drug and alcohol testing resources. For more information, contact your local Federated representative or
log into Federated’s Shield Network®.

By Federated Insurance Company

This article is intended to provide general information and recommendations regarding risk prevention only. There is no guarantee that following
these guidelines will result in reduced losses or eliminate any risks. This
information may be subject to regulations and restrictions in your state
and should not be considered legal advice. Qualified counsel should be
sought regarding questions specific to your circumstances and applicable
state laws. ©2018 Federated Mutual Insurance Company. All rights
reserved

Federated Insurance
has been named
one of the Top 150
Workplaces in Minnesota by the Star
Tribune. A complete
list of those selected
is available at StarTribune.com/topworkplaces2018 and
will also be published in the Star Tribune Top Workplaces
special section on Sunday, June 24.

Look to the Association for all your business
forms needs. MLA has competitive prices for
all stock and custom forms including
business envelopes.
Contact Brittany at the Association office,
1-800-747-6529, for pricing and
more information.

Produced by the same team that compiles the 27-year-old
Star Tribune 100 report of the best-performing companies in
Minnesota, Top Workplaces recognizes the most progressive companies in Minnesota based on employee opinions
measuring engagement, organizational health and satisfaction. The analysis included responses from over 71,000
employees at Minnesota public, private and nonprofit
organizations.
The rankings in the Star Tribune Top 150 Workplaces
are based on survey information collected by Energage,
formerly WorkplaceDynamics, an independent company
specializing in employee engagement and retention.
“The success of our business and of the businesses we
insure, starts and ends with our outstanding employees.
Our greatest asset is our people,” said Jeff Fetters, Chairman and CEO, Federated Insurance. “This award recognizes their hard work, dedication, and contributions to the
organization.”
Federated Insurance was ranked ninth on the large company list.

Virtually eliminates seams. Totally eliminates competitors.

Star Tribune Publisher Michael J. Klingensmith said, “The
companies in the Star Tribune Top 150 Workplaces deserve
high praise for creating the very best work environments
in the state of Minnesota. My congratulations to each of
these exceptional companies.”

find out more at celect.royalbuildingproducts.com

To qualify for the Star Tribune Top Workplaces, a company
must have more than 50 employees in Minnesota. Over
2,400 companies were invited to participate. Rankings
were composite scores calculated purely on the basis of
employee responses.
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Protecting your life’s work.
FEDERATED LIFE®

Helping to shield your business and those that
matter most. Learn more by contacting your local
Federated marketing representative today.
Federated Mutual Insurance Company and its subsidiaries* | federatedinsurance.com
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