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Upcoming Events
• Dec. 11-12 - Advanced Estimating
Class, Moberly, Missouri
• Dec. 13, St. Louis - Missouri
Lumbermens Holiday Party
• Jan. 5, 2018 - Missouri State
Lumbermen’s Committee Meeting,
St. Peters, Missouri
• Jan. 18, 2018 - Kansas State
Lumbermen’s Committee Meeting,
Flint Oaks, Kansas
• Feb. 21, 2018 - Arkansas
Lumbermens Legislative Day,
Little Rock, Arkansas
• March 23-24, 2018 - MLA
participating in the Blish-Mize
Spring Show, Overland Park,
Kansas
• March 27-29, 2018 - NLBMDA
Legislative Fly-In, Washington, DC

Fourth Quarter 2017

MLA Offers Estimating
Training
MLA will conduct an Advanced Estimating Workshop
on Tuesday and Wednesday,
December 11-12, in Moberly,
Missouri, at Mid-Am Building
Supply. In today’s market, the
ability to generate quick and
accurate estimates is essential
for a lumber and building
material retailer. The class
emphasizes the advanced skills needed in estimating material costs.

Basic Principles Taught

Whether estimates are being generated by hand or by computer, there
are basic principles that must be understood to produce a quality
take-off. The basic math of quality take-off methods dealing with
length, area and volume and the basic business math of calculating
the costs for material profit margin, add-ons, and discounts are some
of these essential basics. A registration form is included with this
newsletter.
Contact Robert at MLA for more information at
800-747-6529 or Ruhler@westerneda.com.

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

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.

Annual Membership Meeting

First Ever Joint Membership Meeting An
Overwhelming Success!
At the recent MLA Fall Fling, October 4-6, in Kansas City,
Missouri, a new Board was installed by President Adam
Hendrix, CHIC Lumber & Hardware, St. Peters, Missouri.
Here is the complete list of Board members:

Missouri/Arkansas Director - Landon Garner, Garner
Building Supply, Rogers, Arkansas
Kansas/Oklahoma Director - Ray Mueller, Clark Lumber 		
Do-it Center, Herington, Kansas
Arkansas State Representative - Brandie Killian, John
Plyler Home Center, Glenwood, Arkansas
Kansas State Cmte Chairman - Tony Jantz, Jantz Lumber
Do-it Center, McPherson, Kansas
Missouri Cmte Representative - Darrell Derstler,
Derstler Lumber, Richmond, Missouri
Oklahoma Cmte. Representative - Gary Smith, Smith &
Sons Bldg. Center, Inc., Anadarko, Oklahoma

President - Adam Hendrix, CHIC Lumber & Hardware,
St. Peters, Missouri
1st Vice President - Hatch McCray, McCray Lumber
Millwork, Kansas City, Kansas
2nd Vice President - Matt Graham, Miltonvale Lumber &
Coal Co., Miltonvale, Kansas
Vice President - Vacant
NLBMDA Delegate - Jim Bishop, Vesta Lee Lumber Co.,
Bonner Springs, Kansas
Immediate Past President - Chris Cleaver, Cleaver Farm &
Home, Chanute, Kansas
Secretary/Treasurer - Dan Prendergast, Moscow Mills
Lumber Co., Moscow Mills, Missouri

Associate Directors:
Jon Davis, Davis Consulting, Hutchinson, Kansas
Terry Parker, PrimeSource Building Products,
Springfield, Missouri
Nate Wedermyer, Dealers Choice Distribution,
Topeka, Kansas
MEP Trustee Chair
Harold Baalmann, B&B Lumber, Wichita, Kansas

Thanks to These Fall Fling Sponsors
for Their Generosity
All Weather Wood
Blish-Mize Company
BlueTarp
Boise Cascade
Dealers Choice Distribution
Federated Insurance Co.
Great Southern Wood Preserving
Guardian Building Products
Huttig Building Products
JM Thomas
LMC
Mid-Am Building Supply
MiTek Builder Products - USP
Monarch Cement Co.
PrimeSource Building Products
Tax Favored Benefits
Westfall GMC
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Annual Membership Meeting

Scholarship Applications

Scholarship Program Just
Around the Corner

Fall Fling Images

Applications Due March 16, 2018

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 are listed on the website,
www.themla.com.

Proud to be MLA Members….

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
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.

3

OSHA Compliance

Safety Tips

Severe Weather
Driving: Please Make
it a Safe Trip

Safety Training Program
Continues to Grow
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

I’m sure it will come as no surprise that weather-related
auto crashes will be on the increase as winter weather
arrives here in the heartland. Every state in our area will
experience periods of severe winter weather including ice,
snow, sleet, freezing rain and sub-freezing temperatures.
I will try to share a couple of safety options that you can
share with your employees and hopefully keep the accidents down to a minimum.

Watch the Weather

Snow, freezing rain, sleet, slush and black ice can affect
vehicle traction, handling and visibility. Remain alert for
scattered slippery spots, especially on the bridge decks,
overpasses and any elevated roadway. Moisture can
freeze into ice and cause an extremely slippery surface
that will affect your steering capabilities.

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.

Adjust Your Speed

Adjust your speed to compensate for road conditions.
Snow and ice dramatically increase the time and distance
a vehicle needs to turn, slow down, and stop. If you’re
driving on snow and ice, your speed should be and remain well below the posted speed limit.

Leave Extra Room

Leave extra room between your vehicle and the vehicles
around you. Watch out for other vehicles that might spin
out of control. Many rollovers have occurred when a
driver swerves to avoid stopped traffic ahead.
Last, but certainly not least, you will need to know the difference – outlook, watch, warning, advisory. The National
Weather Service issues outlooks, watches, warnings, and
advisories. These conditions are broadcasted on national
weather radio, local radio, and local television stations.
Knowing when one of these conditions has been issued in
your area allows you to take proactive actions and adjust
your schedule and deliveries accordingly.
Try these simple tips to improve your winter weather
driving habits!
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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!
Virtually eliminates seams. Totally eliminates competitors.
find out more at celect.royalbuildingproducts.com

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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Personal Safety

Back Up Your Back Safety Program With These
Injury Prevention Strategies

B

ack injuries are among the most common workplace injuries and also among the most common
MSDs. Make sure your employees know about
these strategies for preventing back injury
and pain.
Although they may not be as dramatic as fatal accidents or
amputation incidents, musculoskeletal disorders (MSDs)
can be extremely painful for employees, as well as costly
for employers. According to the Bureau of Labor Statistics,
in 2011, MSDs accounted for 33 percent of all workplace
injury and illness cases. Workers with MSDs required a
median of 11 days away from work to recover, compared
to a median of eight days for all types of injuries.
•

•

Back injuries are the most common, accounting for
41.8 percent of MSDs in 2011. To help prevent back
injuries, educate your workers about safe lifting
practices. Workplace wellness programs that
encourage physical fitness and a healthy body weight
may also help to reduce back injuries.
Shoulder injuries accounted for just 13 percent of
MSDs in 2011, but tended to be the most severe,
requiring a median of 21 days away from work to
recover. Light stretching, the use of lifting and
gripping aids, and frequent short rest breaks can help
to minimize the risk of shoulder injuries.

Today, we’ll focus on preventing back injuries.

Rx for Preventing Back Injuries

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 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.

•

Repetitive tasks. Repetition of the same movements
over and over put 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.

•

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 so to stretch and relax tired back muscles.

The staff at 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.”

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

•

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 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.

To help employers address ergonomic hazards, such as
back problems, and other health and safety concerns,
contact MLA for a health/safety mock audit. Contact
Robert at the association office at 816-561-5323 or
ruhler@The MLA.com.
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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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A/R Tips

The Blind Side: Is Your A/R Program Saving
Customers’ Time and Effort?
By Scott Simpson, President and CEO, BlueTarp

I

loved the book, The Blind Side, about the discovery of
future NFL tackle, Michael Oher, written by Michael
Lewis and later adapted into a blockbuster movie
starring Sandra Bullock. The story opens by explaining how the left tackle position, someone who never
touches the football, has become one of the most highly
paid positions in the NFL. It’s confusing to the casual fan,
but Lewis reveals the hidden-in-plain-sight logic: the most
important player on the NFL roster is the quarterback,
typically a right-handed passer. The second most important position is the left tackle, who prevents the defense
from hitting the quarterback’s blind side, where chance of
injury is more likely.

Here’s how to make it happen.
Make it easy for customers to serve themselves. Everything we need as a consumer is online – purchases with
your credit card company, ability to pay your phone bill,
and more. In B2B, however, that’s still considered cutting
edge. B2B businesses should invest in online customer
account management capabilities. Rather than customers
having to call your business and your paying staff to service these needs, make it simple for your customers to get
what they need, whenever they need it. They should be
able to download a statement, view past purchases, make
a payment online, request more credit, dispute a charge,
and any other common use case. They’ll get addicted to
the use and routine of serving their own needs.

B2B businesses have a blind side too: it’s their customer
experience with their A/R program. The largest customers typically represent a significant portion of a B2B business’s revenue. Sure, your customers may have been won
by product or pricing considerations (i.e. an outstanding
play by the QB), but that revenue will be protected or
lost based on how you’ve helped them save the scariest
resource of all: time.

Customer Satisfaction and Online Tools
Want proof? BlueTarp regularly conducts satisfaction surveys and discovered something seemingly counter-intuitive at first, but proves the blind-side point. Removing the
human touch from the service experience doesn’t decrease
satisfaction. In fact, BlueTarp’s most satisfied customers
have the highest use of our online tools.

Simply put – customers don’t want to spend
any more time getting what they need than
they have to.

Notifications, their way. No one likes to get a phone call
asking them to pay their bill. It’s a confrontation that is
absolutely necessary for a few, but actually avoidable
for most. Invest in automated email due date reminders
and past due notices that provide a reminder of what’s
due and when. Better yet, include a link in the email that
connects to the online account so they can pay right away.
Even better yet, make these types of notifications configurable so your customer can determine how they want to
be communicated with and when ... email, phone, or even
text.

They’re busy with their own customers and concerns
about service. This is especially true when it comes to billing, A/R, and other payment or credit needs. Here lies a
hidden front in the competition – and B2B businesses who
exploit it have a new strategy to lock in customers and
win new ones, too.
Success is no longer just the absence of problems. Sure,
customers expect you to have the product they need, have
it delivered promptly, have the order be accurately fulfilled, and be billed without error. However, in the world
where Amazon has revolutionized the consumer buying
experience – and has eyes on doing the same for business
– saving customers’ time will earn you sticky, hard-toleave relationships. Bonus surprise: you’ll also discover
significant cost savings in the process.

BlueTarp has found that email notifications are just as effective as a phone call in helping drive payment of unpaid
bills that are slightly to moderately delinquent. To state
the obvious, they are massively less expensive, can be executed en masse, and are preferred by most as the method
of communication.
Make it easy to get a credit account with you. The more
effort needed to do something, the less likely it is going to
happen. Establishing a credit account is no different. Filling out a paper application is still the dominant process
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Your Business Wins When
We Grow Membership

A/R Tips
for most B2B businesses. Often times the application may
be incomplete (requiring follow-up), missing a signature
(sneaky, but requires a follow-up), or takes a long time to
be collected and decisioned. For those trying to build on an
online process, this is a non-starter, but even for those who
are completely brick-and-mortar, this can quickly become
an excessive burden on your business. After all, the credit
account was designed to protect you. You have to decide
how important it is to get these properly completed and
decisioned.

A membership in the MLA is an important business investment that will provide your business and career with
a wealth of information and training about our industry.
Share these benefits with your industry peers by recruiting them to join the MLA in 2018.
Below are listed a few great reasons to sign up:
1)

Interact with real people from your industry.

B2B businesses using BlueTarp get the benefit of an online
application portal for their customers. Getting an account
is just a few minutes of online entry followed by an instant
credit decision with an immediately available credit line
for use in that online session or that store visit. The application has required entry fields that eliminate incomplete
apps and provide digital sign capability where the customer can agree to the terms without needing to print, sign,
and mail in the application.

2)

Sharpen your skills by participating in all of our
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.

Not every B2B business is going to accept where the tide
is going. Few in 1995 thought retail giants like Macy’s,
JC Penney, and Sears would be struggling for survival or
that the very concept of the mail would be under threat of
extinction. The internet channel, including companies like
Amazon, has taken an increased share of sales every year
as customers decide that convenience trumps trekking to
the nearest mega-plex. That trend became notable a while
ago and has now reached its obvious conclusion. This
trend leaves us questioning, what logic suggests that only
consumers value convenience when making purchases,
and business customers would not?

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

All from the Same

FAMILY TREE

Consider yourself advantaged if you see where you need
to get with your A/R program while others don’t. Their
exposed blind side will be your gain. There are multiple
paths to making this play. You can build it up yourself
with your own team, consult with software providers who
can build out modules for you, or consider a customized
B2B credit program from BlueTarp and tailor your existing infrastructure. Whatever your choice, make sure you
are taking action to protect your blind side. You’ll reap the
rewards sooner than you think.
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. Headquartered in Portland, Maine, BlueTarp has partnered with over 2,000 suppliers
since 1998. To reach Scott, you can email: simpson@bluetarp.com
or call 207-797-5900.

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.

9

Sales Tips

Is LinkedIn Losing its Usefulness?
By Troy Harrison

I’ve talked a lot about the evolution of sales over the last
10-15 years. One of the causes of the evolution is, of course,
social media. What is interesting to me is that social media
itself is evolving quickly, and many people aren’t keeping
up to speed with this evolution.

So, if LinkedIn is evolving, we need to evolve with it.
First of all, the old ‘ask for an introduction’ system can still
work – it just becomes more of a numbers game than in
the past. Depending on the size of one’s network, the 1:1
relationship between intro requests and intros is more like
3:1 or 4:1 now. That means that if you need two intros per
week, you probably need to send between six and eight
requests. That means that your network needs to be large;
otherwise you can burn out your contacts.

For years, I’ve been recommending that salespeople use
LinkedIn to get quality introductions and warm referrals
to new potential customers, but even the mechanism is losing its effectiveness for reasons that I’ll discuss below.

Business Networking Site

LinkedIn was, and still is, the premier business networking
site. LinkedIn facilitates introductions by making contacts visible when two people are connected. This greatly
enabled the process of asking for introductions – if you
were a second degree connection on LinkedIn (I know Bob,
Bob knows Jane, Bob introduces me to Jane), the intro was
usually a fairly simple ask. For years, my ratio of requests
to introductions was between 1 to 1 and 1.5 to 1.

Second, direct prospecting on LinkedIn is
showing some promise.
Rather than going through your contacts and looking for
introductions, simply targeting the people you want to
talk to and sending them a connection request with a short
message about why you want to connect with them is
yielding results, although with too small a sample size to
put ratios to it yet.

That number has been going down, not only for me, but
for others that I work with. What’s happened? Does this
mean that people are getting tired of being asked for intros? I doubt it; most people I talk to report that they aren’t
asked that much. What I do think it means is that more
people are becoming less discriminating in their link requests and acceptances, meaning that those ‘second degree
connections’ might not really be a personal connection at
all. Thus, when you see a second-degree connection and
ask for an introduction, the person you’re asking really
doesn’t have the ability to introduce you in any meaningful way.

I’m not a fan of signing up for LinkedIn Premium and then
just blasting In Mail. I prefer to connect. If I send someone
a connection request with a short (because that’s all that
you’re allowed) note about why I want to connect, and
they accept my request, they are typically at least open to
the next step in the conversation.
Then I send an InMail to them explaining how I think I
could be of help to them. If you want to use this technique,
I wouldn’t recommend sending a “blind” connection
request; i.e. one that doesn’t include a small sales message.
If you send a blind request, and then hit the contact with a
sales message, they can feel blind sided. I prefer people to
be informed.

I can’t cast stones here; I’ve become far less selective in the
past year in my acceptances, and my social media coach
tells me that I’m doing the right thing. Given that LinkedIn
has removed the ‘ask for introduction’ button, they too
must feel that this is becoming less and less important.

A variation on this technique is that, when you see you are
second-degree from a targeted contact, to request an introduction from your connection as we used to.

Another issue is what I call “Facebook posting.” LinkedIn
used to be very business-focused in what its users posted.
This too, has changed. Political posts now take up a large
amount of anyone’s daily feed, whether you’re the one
doing the posting or not. Other non-business posts – even
Facebook-style party pictures – are becoming a bigger
and bigger part of LinkedIn. This makes it more difficult
for business-focused users to separate the wheat from the
chaff, and harder for solid business articles to get noticed.

LinkedIn is also becoming far more useful in job seeking
and candidate search. I’ve used it as a recruiter for several
years, and it’s always been a small but high quality candidate pool, as compared to CareerBuilder. In the last few
searches, I’ve found that the quality continues to be high,
but the quantity is going up significantly. If this trend continues, LinkedIn will be the best site to find professional
hires within another year or so. Continued on next page.
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Sales Tips - cont.
Finally, I have found significant success in getting recommendations and testimonials using LinkedIn’s “ask to be
recommended” feature. Testimonials are one of the greatest marketing tools we have. They allow prospective new
customers to see you through the eyes of a happy current
or past customer – and that’s a credibility booster that can’t
be beat.

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.

Asking for Recommendations

Oddly, I recently read an article by another prominent
sales “guru” who said
that you shouldn’t ask
for recommendations; if
your customers like you
enough, they’ll simply
recommend you without asking. To me, this
is horrible advice and
comes from being out of
touch with what most
salespeople face in their
work environment.

BlueTarp
credit services
now available in
invisible.

We Get What We
Ask For

Sales is a profession built
on the idea that we get
what we ask for, and
don’t get what we don’t
ask for. And, frankly, it
might not occur to even
the happiest of customers to post a recommendation on their own.
A polite, respectfully
worded recommendation request – when
you know the customer
is a happy one – is not
inappropriate or out of
line. And it’s one of the
easiest and best ways to
gather testimonials.
To conclude, LinkedIn
is still highly useful as a
sales tool. Its usefulness
is just evolving, and we
must evolve with it. Two
to three hours per week
on LinkedIn can still be
time well spent.

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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FALL ESTIMATING WORKSHOP
Monday and Tuesday, December 11-12th –
Moberly, Missouri

MLA will be conducting an Advanced Estimating and Residential Material Takeoff Workshop,
December 11-12, 2017, at the Mid-Am Building Supply office in, Moberly, Missouri.
In today’s highly competitive market, the success of a material supplier relies heavily on the ability to
generate quick and accurate estimates. The ability to estimate the material costs of a project is an
essential skill for those in the lumber business. This class emphasizes the basic skills needed in
estimating material costs.
Whether estimates are being generated by hand or by computer, there are basic principles that must
be understood to produce a quality takeoff. The basic math of quantity takeoff methods dealing with
length, area and volume and the basic business math of calculating the costs for material profit
margin, add-ons, and discounts are some of these essential basics. The class will use residential, small
commercial, and agricultural plan sets as examples and projects.
Day 1 – Residential Material Take-Off
v  
v  
v  
v  
v  
v  

Day 2 – Advance Residential Material Takeoff

Floor Framing
Wall Construction
Roof System
Siding & Exterior Trim
Insulation & Wallboard
Doors, Window and Millwork

v   Irregular floor and roof layouts
v   Intersecting roof lines with over-framing
v   Stick-framed roofs including hip, valley and
jack rafters
v   Multi-pitched roofs
v   Vaulted walls and ceilings, rake framing

Who Should Attend: Contractor sales/estimating staff, inside support, management personnel, or
anyone involved in reading blueprints. It is especially useful to those required to understand more
difficult residential construction and those that need additional training reading blueprints.
Registration Fees:
Members: $395 for one person - $355 each for two or more from same company
Nonmembers: $595 for first person - $545 for two or more from same company
Fees include lunch, breaks and handout materials.

Don’t delay - $50 surcharge added after December 1st.
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Where and When:
December 11-12th – Mid-Am Building Supply, 1615 Omar Bradley Drive, Moberly, MO 65270. Visit our
website at www.themla.com for more information.
For room reservations, call the Comfort Inn & Suites – Moberly at 660-269-9700. MLA has a special rate of
$98.10 for single or double occupancy. Reservations must be made by Sunday, November 26, and callers must
reference “MLA” to get this special rate. The rate includes free hot breakfast, free Wi-Fi, and other amenities.
The program will be held at Mid-Am Building Supply office building. Classes begin at 9:00 a.m. both days
and end at 3:00 p.m. Attendees must bring a handheld calculator and pencils. Reference manual and other
materials will be provided.

Instructor: Casey Voorhees, Western Building Materials Association
Casey Voorhees is the Executive Director for the Western Building Materials Association. He has taught this
program across the country for many LBM associations. With over 20 years’ experience leading the program,
Casey understands the skills needed to provide your customers with an accurate take-off and good customer
service.

Registration Form
Member status: q MLA Member

q Nonmember

Company________________________________________________________________________________________
Contact____________________________________________ Email________________________________________
Address ____________________________________City______________________State________Zip___________
Phone________________________________ Fax:____________________________________

Registrants: (If registering more than two people, please make copies.)
1.   ________________________________________________________ Cell phone #_________________________
2.   ________________________________________________________ Cell phone #_________________________

Payment method:
q Check enclosed payable to Mid-America Lumbermens Assn.
q Charge to credit card:

q MasterCard

q Visa

Billing Zip code_________

Credit card #______________________________________________ Exp. Date_________
Amount to be charged: $________

Security code_________ (3-digit code on back of card)

Cardholder name ______________________________ Authorized signature____________________________

Return by mail or fax to: 816-561-1249

Mid-America Lumbermens Association  PO Box 419264  Kansas City, MO 64141-6264
816-561-5323 or 800-747-6529  www.TheMLA.com
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MLA BOARD OF DIRECTORS – 2016-2017
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 (2020)
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
3rd Vice President
Postion Currently Vacant

Kansas/Oklahoma Director
Ray Mueller (2018)
Clark Lumber Do-it Center
2 S. 5th St.
Herington, KS 67449
785-258-2269
splintergolfs@yahoo.com

NLBMDA Delegate
Jim Bishop (2020)
Vesta Lee Lumber Co.
2300 S. 138th St.
Bonner Springs, KS 66012
913-422-1075
ksujim@aol.com

Arkansas State Rep.
Brandie Killian (2018)
John Plyler Home Center
101 W. Broadway
Glenwood, AR 71943
870-356-3312
Fax: 870-356-3213
brandiep@johnplylerhomecenter.com

Immediate Past President
Chris Cleaver
Cleaver Farm & Home
2103 S Santa Fe Ave.
Chanute, KS 66720
620-431-6070
chris@cleaverfarm.com

Kansas Committee Rep.
Tony Jantz (2020)
Jantz Lumber Do-it Center
200 W. Euclid St.
McPherson, KS 67460
620-241-4044
tony@jantzlumber.com
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Associate Director
Jon Davis
Davis Consulting
200 Cochise Trail
Hutchinson, KS 67502
316-640-7645
Jondavis200@cox.net
Associate Director
Terry Parker (2018)
PrimeSource Building Products
2727 E. Jean St.
Springfield, MO 65803
417-831-4188
Fax: 800-995-0615
parkerte@primesourcebp.com
Associate Director
Nate Wedermyer (2019)
Dealers Choice Distribution
4008 NW 14th St.
Topeka, KS 66618
785-234-8405
nwedermyer@dealerschoicedistribution.com
MEP Trustee Chair
Harold Baalmann
B&B Lumber
10808 W. 39th St. S.
Wichita, KS 67215
316-522-1522
harold@bblumberco.com

Risk Management Corner

Don’t Let Your Business Go Up In Smoke
By Federated Insurance Co.

F

ires that hit businesses come in all sizes They can occur anytime, anywhere, and from a variety of causes.
They don’t discriminate. Spontaneous combustion,
heating and electrical systems, smoking, poor housekeeping, the storage of flammables, and mechanical equipment
failure continue to be the most frequent fire causes across
all industries, and are often the result of missed opportunities to recognize and remove the hazard. But sometimes,
hazards can be easy to miss:
•

most fires can be
prevented if businesses consciously
pay attention to a
few, very specific
hazards.
Federated provides an industry-and-business-specific,
customizable fire risk evaluation checklist to use during
facility inspections. The sample checklists are intended to
help employees, supervisors, or managers recognize potential fire hazards so they can fix the problem. However,
checklists can do only so much. Employee training and
proper fire prevention safeguards, procedures, and equipment may help prevent a fire from taking over control of
your company.

A company employee was doing some cleaning with
a mop and cleaning chemicals. Those two things in 		
combination spontaneously combusted.

The point is, business owners need to be ready for almost
anything. There’s no doubt that fires are devastating and
have implications far beyond property damage.

For more information on the checklist and employee training, visit: https://www.federatedinsurance.com/ws/fi/
InsuranceResources/FIRE-PREVENTION

Fires Create Chaos

Businesses are vital to a community’s well-being and survival. A fire at a business leaves the community wondering
if the company will survive.

Fires Create Uncertainty

Employees are a business’s most valuable asset, and a fire
can leave them with a lot of questions. Do I still have a job
or do I need to move on? Will I get a
paycheck – even for the short-term?
What can I do to help? If the company
shuts down, then what?

Fires Create Stress

Customers rely on businesses to be
operational to fulfill their needs.
When customers see a business destroyed, they can’t help but wonder
how it will affect them. How will their
needs be met? Today’s just-in-time
business transactions may require
customers to go elsewhere to get the
products and services previously provided them by the damaged supplier.
Will that be short - or long-term?
Fire prevention is an important
enough topic to take the proper time
and effort to put into action. It’s not
just a “one and done” risk management activity; it should be done at
least daily. Investigations reveal that
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If this is what you see…

FOCUS.
Speed | ATTENTION | Fatigue | Emotion
Poor driving decisions could keep you and your employees
from making it home S.A.F.E. today.

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