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Upcoming Events
• Missouri Winter Meeting
Friday, January 11, 2019
Boon County Lumber, Columbia, Missouri
• Kansas Winter Meeting
Thursday-Friday, January 24-25, 2019
Hays, Kansas
Please note: All events are open to members
and their employees. If you cannot attend, please
send another company representative.

Holiday Schedule

Your Association office will be closed:
Christmas Eve through New Year’s Day:
December 24 - January 1, 2019.
The Association office will reopen Wednesday,
January 2, 2019.

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.

Fourth Quarter 2018

MLA Winter Meetings –
Plan to Attend!
MLA is planning some great meetings for state committees this winter. There will be winter meetings in Missouri and Kansas in January.

Missouri
The Missouri Lumber Dealers Activity Committee will be meeting in
Columbia on Friday, January 11, 2019. The meeting is being hosted
by Brad Eiffert at Boone County Lumber. The meeting will focus on a
number of issues, and members will have the opportunity to network
and learn about the legislative landscape for 2019 and other topics
of interest to every Missouri dealer. More information is on its way
soon!

Kansas
The Kansas Winter Meeting is set for January 24-25 in Hays, Kansas.
This is always a good time with fellow dealers and Associate members. This year, we’re moving the meeting to Hays to be more centrally located and accessible to all Kansas dealers and suppliers. All are
welcome to attend this outstanding program, which will offer a tour
of the Heartland Building Center’s new Truss Plant. This is sure to be
a highlight of the meeting. In addition, a special program has been
planned for spouses who attend. More information will be mailed
to everyone in Kansas – and watch your bi-weekly e-newsletter for
complete details.

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 that will
be listed in February on the website, www.themla.com.

Fall Leadership Conference

Dealers Gather in Denver For MLA Fall
Leadership Conference
Thanks to These Fall Conference
Sponsors for Their Generosity

At the recent MLA Fall Leadership Conference in Denver,
Colorado, a new Board was installed by MLA members.
Here is the complete list of Board members:

Federated Insurance (Presenting Sponsor)
Blish-Mize Co.
BlueTarp
Hiab USA
Huttig Building Products
Mid-Am Building Supply
MiTek
Monarch Cement Co.
Quikrete
Tax Favored Benefits
Westfall GMC
Great Southern Wood Preserving - Yellawood
Guardian Building Products
Kerridge Commercial Systems
WorkSafeWorkSmart.com
J.M. Thomas Forest Products

President - Hatch McCray, McCray Lumber Millwork,
Kansas City, Kansas
1st Vice President - Matt Graham, Miltonvale Lumber & 		
Coal Co., Miltonvale, Kansas
2nd Vice President - Darrell Derstler, Derstler Lumber
Richmond, Missouri
NLBMDA Delegate - Jim Bishop, Vesta Lee Lumber Co.,
Bonner Springs, Kansas
Immediate Past President - Adam Hendrix, CHIC
Lumber & Hardware, St. Peters, Missouri
Secretary/Treasurer - Dan Prendergast, Moscow Mills 		
Lumber Co., Moscow Mills, Missouri
Missouri/Arkansas Director - Landon Garner,
Garner Building Supply, Rogers, Arkansas
Kansas/Oklahoma Director - Chris Cleaver,
Cleaver Farm & Home, Chanute, Kansas
Arkansas Committee Rep. - Brandie Killian,
John Plyler Home Center, Glenwood, Arkansas
Kansas Committee Rep. - Vacant
Missouri Committee Rep. - Brett Thorne,
Pat Thorne Lumber, Chillicothe, Missouri
Oklahoma Committee Rep. - Gary Smith, Smith & Sons 		
Bldg. Center, Inc., Anadarko, Oklahoma

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.

Associate Directors:
Jon Davis, Davis Consulting, Hutchinson, Kansas
Mike Schwab, Forest Products Supply Co.,
St. Louis, Missouri
Nate Wedermyer, Dealers Choice Distribution,
Topeka, Kansas

Here are a few great reasons to sign up:

MEP Trustee Chair
Billy Plyler, John Plyler Home Center
Glenwood, Arkansas

1)

Interact with real people from your industry.

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.

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

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

Material Take-Off

Estimating Training Available
in December
Estimating 1-2-3

Learn how to read blueprints
and do a material take-off.
Discover short-cut formulas
that will speed up the material take-off process. Estimating 3 takes students beyond
the basic construction
take-off. Students choose which days to attend - day 1 &
2 or day 2 & 3 or all three days. This training is offered
through our sister association, Northwestern Lumber
Association, in Omaha, Nebraska, December 11-13.

Chris Cleaver, left, presents the
President’s plaque to Adam Hendrix.

When: December 11-12-13, 2018
		
8:00 a.m. - 5:00 p.m. each day
Adam Hendrix, left, presenting a plaque to Darrell
Derstler, who completed his term as Missouri
Committee Representative, and is now the MLA
Second Vice President.

Where: Holiday Inn Downtown Omaha
		
1420 Cuming St.
		
Omaha, NE 68102
Registration Available Online at:
www.nlassn.org
Vehicle Safety

Adam Hendrix, left, presenting
a plaque to Ray Mueller, who
completed his term as Kansas/
Oklahoma Director.

Make Your Vehicle
Emergency Kit

Hatch McCray speaking as
MLA’s new president.

It’s never a bad idea to be prepared, particularly against
a roadside emergency. Keeping an emergency kit in the
trunk of your vehicle is an inexpensive and simple thing
to help you be safe. Here are some items to include, but
are not limited to:
• Flashlight and batteries
• Non-perishable food and water
• Basic tool kit
• Blankets
• Pocket knife
• Phone charger
• Extra shoes and clothes

Hatch McCray with past presidents at the MLA Fall
Leadership Conference. Left to right, standing, Jon Davis
(1981), Chris Cleaver (2017), Jim Bishop (2016), Adam
Hendrix (2018), seated, Dan Prendergast (2015), Hatch
McCray (current president), Gary Smith (2011-12), and
Kevin Rasure (2013).

These things are in addition to the items you should keep
in your vehicle at all times, such as a spare tire, tire iron,
jumper cables and road flares or reflectors.
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Member News

70th Anniversary Celebration for
Becker Millwork & Hardware

Becker Millwork and Hardware, Freeburg, Missouri, hosted a customer
appreciation event on Saturday, October 13th, to celebrate their 70th
anniversary. The event included a Contractor Trap Shoot and dinner.
MLA congratulates Becker Millwork on reaching this milestone! Pictured
above are company employees in front of their newly renovated store
front: Back row, left to right - Bryan Rowden, Michael Reinkemeyer,
Richard Becker, owner, Mark Schoene, Dave Lauberth, Darren Davis,
Mark Sankey, Perry Lunceford, Rockie Becker, Mike Bexten. Front row,
left to right - Todd Becker, owner, Kristie Miller, owner, Dustin Elrod,
Brenda Becker, owner, Paige Becker Lafferty, owner, Alan Dickneite,
Danny Redel.

70th Anniversary Contractor Trap Shoot at Becker Millwork

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

Patronize the companies that
support your industry!
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LuDPAC News

LuDPAC, the Lumber Dealers Political Action
Committee Provides Donations

Jim Bishop, right, Vesta Lee Lumber, MLA’s
NLBMDA delegate, presented a $1,000 check to
Kansas Rep. Kevin Yoder on behalf of LuDPAC and
MLA on Tuesday, October 30. Bishop was recently
named to the executive committee of the National
Lumber & Building Material Dealers Association.

Terry Parker, PrimeSource Building Products
(right) presented a $1,000 check to Missouri Rep.
Billy Long (left) on behalf of LuDPAC and MLA on
Tuesday, October 16. Parker recently completed
his term as Associate Director with the MLA
Board of Directors.

All from the Same

FAMILY TREE

Todd Gazaway (left) presented a check on behalf
of LuDPAC to Arkansas Rep. Rick Crawford (right)
at his store, Gazaway Ace Homecenter, in
Paragould, Arkansas. The LuDPAC trustees voted
unanimously to support Rep. Crawford in his
reelection campaign because of his pro-industry
voting record. LuDPAC is the only national political action committee devoted to lumber industry
issues.

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

NLBMDA Submits Comments Following Latest
Round of Chinese Tariffs
By Ben Gann, NLBMDA
President Donald Trump continues to move forward in
applying tariffs on Chinese products imported into the
United States. The White House announced a 25 percent
tariff on $50 billion of Chinese products in March. This action was taken by the Administration under Section 301 of
the Trade Act of 1974 that gives the Office of the U.S. Trade
Representative (USTR) the authority to take action against
countries it deems are engaged in unfair trade practices.

The Chinese government responded by applying a 25
percent tariff on 106 U.S. products such as chemicals and
automobiles. A budding trade war between the world’s
two largest economies is concerning as it could have
negative effects not only for the U.S. economy, but also the
global economy.
President Trump has remained resolute in taking a hard
line on trade policy. USTR announced in July that it
planned to impose a tariff of 10 percent on an additional
$200 billion of Chinese imports. NLBMDA submitted written comments in early September expressing concern with
the scope of the latest round of tariffs on Chinese imports.

Following the initial announcement in March, USTR staggered the tariffs with the first round on $34 billion in imports taking effect in July and second round on $16 billion
in imports taking effect in August. The first round applied
to 818 goods and the second round applied to 279 goods.
Neither round contained building materials.

USTR announced on September 24 that a 10 percent tariff
on 5,745 products would take effect. Moreover, the tariff is
scheduled to increase to 25 percent on January 1, 2019.
The latest round of tariffs covers products across a much
wider range of sectors and product categories than the
two previous lists, and could result in a broader negative
impact. For this reason, NLBMDA expressed concern with
the imposition of a third round of tariffs on Chinese goods
and submitted comments to USTR requesting a resolution
of the dispute.
Among the products subject to the third round of tariffs
are building materials such as plywood, oriented strand
board, wood siding, and roofing slate. While this is not an
exhaustive list, the tariffs apply to a wide range of building
products imported from China to the United States.
Imposition of tariffs on Chinese building products provide an additional headwind for residential construction.
NLBMDA expressed concern in its comments that the
latest round of tariffs have a more tenuous connection to
the market access and tech-transfer policies of the Chinese
government that triggered the USTR’s initial Section 301
investigation.
Investments in residential construction have rebounded
from the lows following the great recession. However,
residential fixed investment remains below historic levels.
According to the U.S. Bureau of Economic Analysis, for
the third quarter of 2018, private residential fixed investment was 3.9 percent of gross domestic product (GDP).
Historically, residential fixed investment has been nearly 5
percent of GDP.
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Continued on next page

Safety Corner

Federal Legislative News - cont.

Rx For Preventing Back
Injuries

Prior to the latest round of Chinese tariffs, imposition of
duties and tariffs were already affecting the construction
and remodeling of homes. In December 2017, antidumping duties (AD) and countervailing duties (CVD) were
placed on softwood lumber imported from Canada to the
U.S.

According to the staff at the Mayo Clinic, there are several
steps your employees can take to avoid injuring their
backs:

And earlier this year, the Trump Administration placed a
25 percent steel tariff and 10 percent aluminum tariff on
products from most countries. Only products imported
from Argentina, Australia, Brazil, and South Korea are exempt from the steel and aluminum tariffs. The latest tariff
proposal on Chinese goods, when added to the softwood
lumber duties and steel and aluminum tariffs, raises concerns that the Administration’s trade policies are undoing
the economic success from last year’s tax cuts.

• Physical activity. Exercise helps keep the back limber
and strong. The people at the Mayo Clinic remind us
that the U.S. Department of Health and Human Services
(HHS) recommends that healthy adults get at least 150
minutes a week of moderate aerobic activity (walking or
golfing, for example) or 75 minutes of more vigorous activity (jogging, basketball, tennis, or biking, for example).
HHS also recommends strength training twice a week to
strengthen back and abdominal muscles.

NLBMDA recently joined a newly formed coalition called
Americans for Free Trade. The multi-industry coalition
has combined with Farmers for Free Trade, a coalition
backed by the nation’s largest agriculture groups, in a
multi-million dollar national campaign called Tariffs Hurt
the Heartland. The campaign includes a geographically
searchable map at TariffsHurt.com that allows individuals
to find stories of job losses, deferred investments, higher
prices, and other negative consequences for farmers and
businesses in communities across the country impacted
by tariffs.

• Posture. Poor posture is a common cause of back pain.
Slouching when standing or sitting is a major culprit.
When standing for long periods, employees should stand
with feet apart and weight balanced over both feet. When
sitting, employees should sit up straight, with both feet
flat on the floor. A pillow can be used to support the lower
back.
• Proper lifting. The key to safe lifting and preventing
back injuries is to lift with the legs, not with the back.
When lifting objects, employees should bend the knees,
maintain the natural curve of the back, and let the leg
muscles power the lift as they rise. For objects that are too
heavy to be lifted safely, employees should use mechanical aids or get help from a co-worker.

The election of Donald Trump as president in 2016 was
due at least in part to public dissatisfaction with U.S.
trade policy. So it is not surprising that the Trump Administration would look to change the paradigm regarding
American trade practices.

• Repetitive tasks. Repetition of the same movements
over and over puts a lot of stress on the body. Tasks that
involve bending, twisting, reaching, and lifting should
be modified to the extent possible to minimize strain on
the back. The Mayo Clinic staff also recommends that
employees alternate tasks that are physically demanding
on the back with less stressful ones to give their backs a
chance to rest.

NLBMDA believes that fair trade policies should be
followed, to ensure a reasonably level playing field for
domestic and foreign manufacturers, but opposes excessive tariffs and other restrictions that decrease availability
of building products and increase costs to consumers.

MLA Hotline

• Time out. Frequent short breaks when performing
physically demanding or repetitive tasks can also help reduce the risk of back injury. Employees should take mini
breaks of a minute or two every half hour or to stretch
and relax tired back muscles.

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

The staff at the Mayo Clinic has this additional advice for
employees: “Back pain can plague your workdays and
free time. You’re not stuck with it though. Take time to
examine your work environment and address situations
that might aggravate your back. Even simple steps to ease
back pain are steps in the right direction.”
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Risk Management Corner

Fire Prevention

By Federated Insurance Co.

J

ust like buildings, fires come in all types and sizes. The
ripple effect on the community, customers, and the
business itself can be stressful. To reduce the likelihood
of a devastating fire, business owners and risk managers should take the initiative to keep their property and
employees safe.

facilities can be useful for developing fire-prevention
plans. You likely are not able to alter your building’s
construction, but you can ensure maintenance of heating
and electrical systems, and handling of flammable materials. Good housekeeping can eliminate conditions that
have the potential to turn into catastrophes. When a fire
starts, a quick, effective response can make the difference
between minor smoke damage and a loss of business – or
life.

Property insurers evaluate and assume risks with an understanding that while some fires are unavoidable, most
building fires are preventable. A property underwriter
generally reviews a fire risk according to the Construction, Occupancy, Protection and Exposure (COPE). This
set of criteria evaluates a property on a number of factors
that indicate risk of loss. Building materials, the types of
fire protection available, and other buildings that are close
enough to fuel the fire are among the circumstances taken
into account.

Fire prevention is not just a one-time task, but should be a
routine and ongoing process. People can become complacent or forgetful about fire risk. Involve employees, supervisors, and managers in recognizing potential fire hazards
so the problems are addressed.
Most fires are avoidable if you pay attention to a few
specific hazards. To identify these hazards, regularly
complete fire-prevention checklists. When you discover
unsafe conditions, you can monitor and help control them
with a preventive maintenance plan. Proper set-up, scheduled care, and adherence to manufacturer’s usage specifications are vital to keeping equipment in safe working
order and preventing fires.

Fire-Prevention Plans
Applying the COPE characteristics as you look at your

Some commonplace situations can become surprising
sources of fire. Federated provides an industry and business-specific customizable fire risk evaluation checklist.
It is up to the business owner to finish development and
implementation of the checklist and train employees.
Now is the time to reinforce fire prevention at your business as part of a solid risk management program. For
more resources on fire prevention, contact your local
Federated marketing representative. Federated clients can
also contact the Federated Management Resource Center
at (800) 838-1760.

Business Forms and
Envelopes
Look to 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.
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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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Cash Flow Pressure

New Tariffs and Rising Delinquencies Will Put Pressure
on Your Cash Flow - Three Ways to Prepare

F

By Tracey Richardson-Newton, VP Credit Risk Management, BlueTarp
or building material suppliers, the tariff problem
isn’t going away. In July, higher tariffs lifted the
prices of lumber, aluminum, steel and other products. More recently, a 10 percent tariff on more than
$200 billion worth of Chinese goods has begun to affect the
market for materials such as plywood, roofing slate and air
conditioning parts. Suppliers that want to avoid increased
expenses face a tough dilemma: source cheaper product
substitutes, pass higher costs on to customers, or absorb
the costs and lower their margins.

		 them. As tariffs continue to take their toll on the 		
		 building supply industry, consider lowering your 		
		 maximum credit line.

#2: Don’t set it and forget it
Your customers’ credit may
be changing faster than you
think. BlueTarp’s data shows
that, among more than 2,000
customers, the risk level of 83 percent had changed just a
year after credit was extended. The lesson is clear: just because a customer’s credit is good when they apply doesn’t
mean it will stay that way. In the high-cost environment
created by tariffs, customers may be especially prone to
sliding from good credit to bad.

The challenges introduced by rising tariffs are compounded by another disturbing trend: elevated customer
delinquencies. BlueTarp tracks delinquencies of thousands
of business customers and is seeing a 16 percent yearover-year increase in AR dollars that are 60 days past due,
approaching levels not seen since the Great Recession. Dun
and Bradstreet’s Small Business Index also has concerning
data - payment delinquencies are up 5.7 percent and credit
card delinquency is up 5.3 percent. Many customers are
slowing down payments. Others are halting them altogether.

Be proactive by re-screening customer credit at least three
times a year. Consider creating, or seeking outside expertise, to create a behavior scoring model that incorporates
both credit bureau data and your customers’ payment patterns with your company. An effective model will alert you
to changes that are predictive of a greater chance of severe
delinquency. With this warning, you can monitor customer
behavior more closely, then reduce credit lines and collect
more aggressively as needed.

Rising delinquencies, combined with the uncertain impacts
of tariffs, are causing more pressure on companies’ cash
flow positions. Here are three strategies you can take to
shore up your cash flow and prepare for increasing headwinds:

Another benefit of having an automated model is that its
objectivity insulates your decisions from errors caused by
human perception. While a credit manager might not flag
a previously pristine customer that recently delayed payment, the behavioral model will.

#1: Tighten credit policies
• Tighten credit screens and requirements. Raising 		
		 your minimum credit criteria will mitigate the risk
		 of delinquencies. In addition, be sure to enforce your
		 accounts receivable terms to discourage payment
		delays.
• Implement consequences for delinquent
		customers. Before issuing new credit to customers,
		 require them to pay down any existing balances
		 Wean very slow-paying customers off credit and 		
		 move them to COD.
• Raise prices and assess fees. Analyze each account
		 to determine its profitability. You will probably be
		 surprised by how many customers you are paying,
		 rather than the other way around. Then raise the 		
		 prices you charge unprofitable accounts, start
		 collecting late fees and stop allowing customers to 		
		 pay their in-house accounts with credit cards.
• Set ceilings. Set credit ceilings for even the best-be		
		 haved customers, and don’t allow anyone to exceed

#3: Use technology that improves visibility and
control
The right technology can make a big impact on shoring up
cash and reducing risk. Consider adopting shared dashboards that allow your sales and credit teams to monitor
all customer purchase and payment activity. Allow your
teams to quickly pull aging reports to prioritize collection
efforts, and examine customer purchasing behavior to
identify cross-selling opportunities. With a single location
for all late payment intelligence, plus invoices and statements, your internal teams can easily manage customer
relationships and keep an eye on any exposure to risk.
Continue on page 15
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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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Sales Tips

Do You Have Enough Oars In The Water
By Troy Harrison

I

’ll be the first to tell you that sales can be confusing
these days. Customers have different expectations,
different needs, and have far more access to information and ways to research us and our products. That
demands a higher degree of professionalism and precision
in our selling – if we make a misstatement, customers can
back-check pretty easily.

advantages of email prospecting are that it’s cheap to do
a campaign – much cheaper than direct mail – as well as
being easier and quicker. However, especially for initial
outreach, the percentages are very low. Response rates of
less than one-half percent are not uncommon. Still, that’s
greater than zero, and in the interest of full disclosure, I’ll
have to say that I have gotten new clients from an email
blast.

Even with all that said, the most confusing part of sales
these days is outreach. I’m using the broader term, “Outreach,” rather than the older term “prospecting,” because
finding new customers today involves more and different
techniques and tools than conventional prospecting. For
many of these avenues, it also requires a different approach.

LinkedIn: Many are the proponents of social media, and
many are the ‘experts’ who say they can show you how
to monetize social media. Few actually can. Again in the
interest of full disclosure, I don’t have a proven method
to monetize social media, but I think I’m on the verge. If
I find it, you’ll read it here in the future. Social media
is good for building visibility and image. I like to refer
to your profile on LinkedIn as your “virtual trade show
display” because prospects will go to your profile to check
you out AFTER they have become aware of you in other
ways. Having a good profile builds legitimacy for you.
LinkedIn is also the only social media platform that
allows you to target prospects through demographic
searches, as well as a search by name. This can be invaluable in an outreach effort. If you’re going to use LinkedIn
an outreach platform, don’t make the mistake that too
many people make. DO NOT invite someone to connect,
and then as soon as they connect, bombard them with
sales messages. Instead, focus your early messaging on
contributing value (knowledge, expertise, tips, etc.) to
establish yourself as a good connection and THEN make
a sales message. I like to keep my sales messages (as in
messages attempting to sell my services) to less than one
out of every 10 posts that I make. More than that and
you’ll find people unfollowing you, or even removing
their connection.

When we’re looking at pathways to new customers, we
have to recognize that all pathways are not equally effective, and not all pathways will reach the same people.
Most people have preferences for how they like to communicate, and only by figuring out those preferences can
we establish a dialogue with them. For instance, I have
one long-term client who absolutely, positively will not
return my phone calls. Period. But if I send him an email,
I typically have a response within an hour. This person
has spent money with me for about ten years – but I can’t
remember the last telephone conversation I’ve had with
him. Email is simply his preference.
So, what works best for outreach? It just depends – but
here are the most common alternatives:
Data Driven Teleprospecting: This is what we think
of as the old “smiling and dialing” method. Even this
has changed in recent years. The best system used to
be to call the receptionist and do the “person who” call
(‘Hi, could you tell me the person who would buy your
xxxxx?’), but today the available data demands a better
approach. Before you pick up the phone, you need to
have a contact NAME (not position), good data on what
the prospect company does, and a good approach statement (“Hi, I’d like to talk about your XXXX”) is not a
good approach. Be prepared to communicate value right
up front, and recognize that the ratios (dial to contact,
contact to appointment) are lower than they used to be
because fewer people answer their own phone these days.
Even with those limitations, this method is still an essential part of any outreach program.
Email Blasts: This is one of those areas where the best
thing to say is, “It works, but….” If you want an outreach
method where the percentages are REALLY low – as
in “lower than even direct mail,” you’ve found it. The
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YouTube: Did you know that YouTube is the second most
popular search engine these days, behind Google? It’s
true – particularly when people are searching terms that
begin with “How to.” When people want to know how
to do something, YouTube is where they go, and even if
they search first on Google, many times Google will lead
them to You Tube videos. That means that if you’re not
on YouTube, you’re missing a lot of opportunities. Can
you teach your customers and prospects something? If
so, can you make a video showing it? If so, you should be
on YouTube. Now, before you run out and buy a bunch
of equipment to set up a studio, let me give you a spoiler
alert. Today’s smartphones have cameras and microphone systems that are perfectly capable of shooting a
great video. You can add a tripod on Amazon for between 20 and 50 bucks, a microphone for another 20, and
you have the same quality of video that it used to take

Sales Tips - continued
thousands of dollars to shoot. Toss in Windows Movie
Maker (not supported by Microsoft anymore but still available through download sites), and you have the capabilities to create and edit great YouTube videos.

Proud to be MLA Members….

PRIMESOURCE!

This, of course, is not an exhaustive list, but it is representative of the most common and popular outreach platforms. My challenge to you is to evaluate your current
outreach program, figure out the best mix of platforms for
you, and then start working them on a regular basis. Get
as many oars in the water as you can.

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
roots back to 1938, and we are here today

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.

because of the relationships we have built
throughout the industry. Our track record
proves that we are in it for the long haul.

We can't stop the storm, but we
can make it a little easier to work
through it.
At MLA, we offer benefits to help
you get through the day so you can
concentrate on what you do best –
selling building materials. Our
attorneys answer your questions
about employee issues, our
compliance experts help you with
OSHA and EPA, and there's more.
We're Mid-America Lumbermens:
Serving members in Arkansas,
Kansas, Missouri and Oklahoma.

Mid-America Lumbermens Assn • 800-747-6529 • www.themla.com
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MLA BOARD OF DIRECTORS – 2017-2018
President
Hatch McCray
McCray Lumber Millwork
3200 McCormick Rd.
Kansas City, KS 66115
913-321-8840
hmccray@mccraymillwork.com

Kansas/Oklahoma Director
Chris Cleaver
Cleaver Farm & Home
2103 S. Santa Fe Ave.
Chanute, KS 66720
620-431-6070
chris@cleaverfarm.com

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

1st Vice President
Matt Graham
Miltonvale Lumber & Coal Co.
28 E. Spruce
Miltonvale, KS 67466
785-427-2643
mattgraham@miltonvalelumber.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
Mike Schwab
Forest Products Supply Co.
9264 Manchester
St. Louis, MO 63144
314-961-6195
Fax: 314-961-3509
mschwab@fp-supply.com

Missouri Committee Rep.
Brett Thorne
Pat Thorne Lumber
402 Ryan Lane
Chillicothe, MO 64601
660-646-2000
pbthorne@hotmail.com

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

2nd Vice President
Darrell Derstler
Derstler Lumber
900 Walton Way
Richmond, MO 64085
816-776-2248
dderstler@att.net
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
Adam Hendrix
CHIC Lumber & Hardware
2625 E Terra Ln.
St. Peters, MO 63366
636-278-5080
adam.hendrix@chiclumber.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

Cash Flow Pressure - cont.

Mother Nature and Driving

New Tariffs and Rising Delinquences - cont.

By Federated Insurance Company

Conclusion:
Rising tariffs are already hurting suppliers, and the pressure is only likely to increase. Rather than waiting for
delinquency rates to climb even higher, the smartest
companies are preparing now. By partnering with a credit
management company like BlueTarp, you can protect
yourself from risk and shore up your cash with upfront
payments on all B2B sales, credit monitoring, risk recourse,
and online account management tools that give you full
transparency into spending and payment behavior. As
tariffs exacerbate the impact of delinquencies, suppliers
that are taking steps to combat losses can face the future
with confidence.

E

veryday distractions aren’t the only things you
should worry about when driving; mother nature
puts up her share of difficulties. Rain, wind, snow,
sleet, hail and ice – hazards are everywhere. And drivers
need to know if any lie between them and their destinations.

Watch the Weather

The National Weather Service® issues watches, warnings,
and advisories on
weather radio, local
radio, public radio,
local television, and
various web outlets.
Wherever you do
business, periods of
severe weather can
impact your travel. Commuters and those who drive as
part of their job face driving risks every day, but especially
in harsh weather.

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.

Have a Plan

Having a strategy in case of inclement weather may help
avoid death, injury, and financial loss. Here is a sample
checklist:
•
		
•
		
•
		
•
		
•
•

Check your vehicle tires, windshield wipers, and
washer fluid before departing
Start with a full tank and don’t let it get below a
a quarter tank
Have emergency supplies readily available at
work and in the car
Have a communications plan with those at your
departure locations as well as the destination
Adjust speed to compensate for road conditions
Avoid distractions when driving

Your marketing representative and Federated Insurance
care about you and your employees making it home safely.
Federated’s Shield Network® offers access to Drive
S.A.F.E. and J.J. Keller Training on Demand resources.

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

Contact your representative or the Risk Management
Resource Center (1-888-FED-4949) to learn more.
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Check any you’d
risk a life for.

Cause of
Death
Speeding
Distracted
Driving
Driving
Tired
Road Rage
www.federatedinsurance.com/drivesafe

e it
Please mak day.
home safe to
Ward’s 50® Top Performer
A.M. Best® A+ (Superior) Rating
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