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Upcoming Events
Missouri Swing-into-Spring
May 1-2, 2014
Lake of the Ozarks, Mo.

Kansas Sunflower Shootout
June 13, 2014

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.

First Quarter 2014

MLA 401(k) Closed MEP
By Tax Favored Benefits

When there’s a lot at stake, a second opinion is a wise decision. Many
seek the advice of an objective source when buying a car or home or facing a major medical decision.
The MLA 401(k) Closed MEP is designed to provide its members with
professional, objective advice and guidance in the construction, administration, and maintenance of a qualified employee retirement savings
plan. By using the selected professionals, each participating member will
receive the same experience, systems and investment management skills
necessary to deliver a quality employee retirement savings plan. Besides
shifting fiduciary responsibility and providing administrative relief, the
MLA 401(k) Closed MEP leverages the economies of scale to reduce
costs and save company resources.

Plan Helps Attract and Retain Employees

The MLA 401(k) Closed MEP is a great tool to attract and retain loyal
employees. By taking advantage of the flexibility in plan design, employers can build a qualified employee retirement savings plan uniquely
suited to meet their goals.
By including a variety of investment funds covering all of the major asset
classes, the MLA 401(k) Closed MEP makes it possible to construct a
diversified employee retirement savings portfolio. Each plan participant
will receive personalized guidance and advice based on their particular
investment risk profile.
The MLA 401(k) Closed MEP will emphasize the following five objectives to ensure a successful employee retirement savings plan.
1) Increase plan participation rates. Plans that implement an
		 Automatic Enrollment and/or employer-matching-contributions
		 feature enjoy a greater participation rate than those without.
2) Increase employee savings rates. By adding an annual increase
		 program, employees can elect to increase their savings deferral
		 rates over time.
3) Appropriate asset allocation. Providing investment-program
Continued on next page

MLA 401(k) Closed MEP - cont.

Across State Lines - Missouri

26th Annual “Swing-intoSpring” Event
May 1-2 at the Beautiful Lake of the Ozarks
Once again the Missouri Lumber Dealers are hosting the
Swing-into-Spring event at the Lake of the Ozarks. Remember, all proceeds from this event help fund the Scholarship
Program for the MLDAC. Please look for more information
on our website for all of your registration needs.

		
		

models will improve the overall strength of
asset allocation for employees.

4)
		
		
		

Improve employee engagement in retirement
planning. Financial education and guidance is
a key to getting employees involved and
encourages positive savings behavior.

5)
		
		
		

Assess employee retirement readiness. Creating a
readiness metric and communicating it with the
employees will help determine an individual’s
readiness for retirement.

Members that do not currently participate in a qualified
employee retirement savings program will be thoroughly
introduced to the details of the new MLA 401(k) Closed
MEP program and how the program can best benefit them
and their employees. Members that already have a qualified
employee retirement savings plan can get the benefit of a
second opinion or “benchmarking” of their existing plan. An
objective second look to assess a plan’s features and
performance can provide satisfaction of knowing your plan
is in line and on track.

Thursday - May 1
Bass Tournament - 7-11 a.m.
Trap Shooting - 1:30 - 3 p.m.
Steak and Chop Fry - 5:30 p.m.

Friday - May 2
Golf Tournament - Bear Creek Valley Golf Course
Please plan on attending any or all of the events and enjoy
a great time together with friends and colleagues. This has
proven to be one of the biggest and best events held yearly in
our industry.

Securities and investment advisory services offered solely through Ameritas
Investment Corp. (AIC). Member FINRA/SIPC. AIC and Tax Favored Benefits, Inc. are not affiliated. Additional products and services may be available
through Bill Male or Tax Favored Benefits, Inc. that are not offered by AIC
Securities email: bmale@aicinvest.com.

Winter Meeting of Missouri Lumber Dealers Activity
Committee (MLDAC)
The passing of the gavel was made from Mark Stockmann,
Beyers Lumber, St. Louis, to Bob Bray, Chic Lumber, St.
Peters, Mo.

401(k) Closed MEP program. The committee then reviewed
some of the new programs the association is working on,
along with a membership update.

Thursday evening started with a little “Ice Breaker” reception
that was very enjoyable and started the evening off in a great
way. We then had a great dinner at one of Columbia’s favorites and enjoyed a fun evening of getting reacquainted with
the group. We started early Friday morning going over the
committee’s business for the upcoming months and finalized
plans for the Swing-into-Spring event in May.

A big thank-you goes out to everyone who attended this
important event. MLA will keep you informed of next year’s
meeting. We look forward to seeing all of you at the Lake of
the Ozarks this spring.

Have You Visited the Website?
The MLA website - www.TheMLA.com - is your home
for information and updates. We have a new feature the “Inventory Board” - where you can post items for
sale. Set up your login to sell and view listings today.

Presentations were made by Dale Amick, who gave the
group an update on legislative agendas for the upcoming
session and a general update on the state of Missouri. Nate
Stroup, Federated Insurance, gave a very informative presentation and update on the Affordable Care Act. Bill Male,
Tax Favored Benefits, informed the group about MLA’s new
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Across State Lines - Kansas

Kansas Winter Meeting 2014

26th Annual Sunflower
Shootout
June 13 at Hesston Kansas Golf Course

Historic “Old-Town” Wichita

Once again the Kansas Lumber Dealers
State Committee is hosting the Sunflower
Shootout event in Hesston, Kan. Remember, all proceeds from this event help fund
the scholarship program for the Kansas
Lumber Dealers. Please look for more
information on our website for all of your registration needs.
New for this year, Ray Mueller has arranged for us to auction off a new lawn mower.

For the 28th year, the dealers in
Kansas met to learn, network
and “get away from it all.” The
venue this year was Wichita. Tony
and Joleen Jantz, Jantz Lumber,
McPherson, served as the chair
people this year and all in attendance enjoyed a great time.
As usual, the Thursday night
Tim Neff, Timber Prod“Chairman’s Ice-Breaker” in the
historic lobby of the Hotel at Old- ucts gives a tour of their
facility.
Town set the tone for the event. We
then walked over to one of the favorite restaurants in all of
Wichita – Todd Brians Brick Street Cafe & Tavern – and
enjoyed a fantastic meal and conversation. We returned after
dinner to the hotel for an evening of catching up and sharing the joys and heartbreaks of the prior year’s business, as
well as getting reacquainted with old friends.

7:00 a.m. - Registration
7:45 a.m. - Annual Long-Drive Contest
8:30 a.m. - Shotgun Start
1:30 p.m. - Awards luncheon and live auction
You will not want to miss this event - we’ll distribute over
$1,000 in prizes and giveaways.
See you June 13 at the Hesston Golf Course.

Friday, Jan. 24

The next morning the group started bright and early with a
committee meeting and update on the upcoming Sunflower
Shootout. Then, we went to the educational part of the
day with presentations by Nate Stroup, Federated Insurance, presenting a short but informative program on all the
changes and updates to the new ACA.
Bill Male, Tax Favored Benefits, then reviewed the new
MLA 401(k) Closed MEP plan with the group. Tim Neff
with Timber Products then arranged for the group to have a
tour of their facility, and he updated the group on some new
products he and his team are working on. We then went to
Perfection Truss and had a very informative look at their
roof truss and wall panel operation. This was followed with
lunch at one of the best spots in Old Town – River City
Brewing Co.
The Chairman’s reception at Sabor’s Latin Grill was a great
time, and the dinner conversation was very lively as always.
It was a good way to wind down after a busy day of learning
and enjoying the town of Wichita. Next year, we are looking
forward to going to Junction City and we will see what new
adventures we can find.

Specializing in
Profit Sharing
401(k) Plans

Asset Preservation
Disability Income

Business Continuation Planning
Retirement Income Planning
Private Money Managing

David B. Wentz

Bill Male

4801 W 110th Street
Overland Park, KS 66211

913-648-5526.
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Commercial Motor Vehicles

Changes to Kansas Commercial Vehicle
Registration
What changes will you see in the law
regarding commercial vehicles?
House Bill 2557 was passed by the 2012 Kansas Legislature
and signed into law by Governor Brownback. The new law
requires that in addition to annual registration fees, an annual commercial vehicle fee be paid in lieu of the current
property tax for both interstate (travel in two or more jurisdictions) and intrastate (travel solely in Kansas) commercial
vehicles registered in Kansas.

• Is used to transport hazardous materials in a
		 quantity requiring placarding.
If a vehicle does not qualify as a commercial vehicle, the
change in the law does not apply to that vehicle.

What is a commercial vehicle?
A commercial vehicle is any self-propelled vehicle engaged in
the furtherance of commerce that is used to transport property or passengers when the vehicle:
• Has a gross vehicle weight or gross combination
		 vehicle weight of 10,001 pounds or more,
• Is designed or used to transport 15 or more
		 passengers, including the driver, or

Do I need a USDOT number?
• If your commercial vehicles travel outside of Kansas,
		 you will need a USDOT number.
For a detailed explanation of Kansas DOT requirements and
a list of exceptions to these regulations, go to
www.truckingks.org and click on the Commercial Motor
Vehicle Resources link under Useful Resources.

When will the change go Into effect?
The registration year for all commercial vehicle registration
will be from Jan. 1, 2014 through December 31, 2014. Enforcement will begin March 1, 2014.

Does a vehicle have to be registered as a
commercial vehicle in order to not be assessed
property tax?
Yes, only vehicles registered as commercial vehicles will pay
the commercial vehicle fee in lieu of property tax. Commercial fees are the same in all Kansas counties.

All from the Same

FAMILY TREE

How much will I be charged?
The new law requires that in addition to annual registration
fees, an annual commercial vehicle fee be charged. The commercial vehicle fee amount is determined by the combined
weight of a commercial vehicle’s power unit, all additional
units and the load carried. See the table on page 8 for a
breakdown of fees.
What is the payment schedule?
If you own a vehicle weighing 10,001 to 15,999 lbs., you
are registered on a staggered monthly system, and will be
phased into the January 1 – December 31, 2014 registration
schedule during your upcoming renewal month. If you own
a vehicle weighing 16,000 lbs or more, your taxes for 2013
can be paid either in full or in two payments. The payment
due dates are December 20, 2013 and May 10, 2014. You
must pay in full or make a half payment by December 20 to
receive a commercial plate. As you register your vehicle for
2014 you will pay the commercial vehicle fee according to
the registered weight of your vehicle.

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.

Continued on next page
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NLBMDA News

Commercial Motor Vehicles - cont.

NLBMDA Outlines
2014 Policy Agenda

How will the change affect fees on Kansas based
IRP registered vehicles?
Kansas based IRP (interstate) registered commercial vehicles
will pay the commercial vehicle fee. The amount of the
commercial fee will be based on their apportioned Kansas
percentage. The commercial vehicle fee will be remitted to
the county in which the interstate commercial fleet account
is based.

The National Lumber and Building Material Industry (NLBMDA) has released its national legislative and regulatory
policy agenda for 2014. The 2014 National Policy Agenda
brings focus to the common interests of the industry and
includes policy goals to revitalize our nation’s housing and
building industry.

How will the change affect non-Kansas based IRP
registered vehicles?
Out-of-state apportioned carriers (International Registration Plan, IRP) will pay the commercial fee based on their
apportioned Kansas mileage percentage. The commercial
vehicle fee will be collected on all out-of-state vehicles being
registered in Kansas.
How will the change affect intrastate commercial
vehicles?
The commercial vehicle fee for intrastate commercial vehicles
will be distributed in the same manner as property taxes
levied on motor vehicles.

“Our industry was hit hard by the recession, but our members have rebounded with lessons about what needs to be
done to set the housing industry on the path to economic
growth. We need policy makers to focus on eliminating unnecessary regulatory burdens, creating sound fiscal policies,
and reforming our tax code in a way that will aid the economic recovery,” said NLBMDA Chair Chris Yenrick, President of Smith Phillips Building Supply in Winston-Salem,
N.C. “The 2014 NLBMDA National Policy Agenda outlines
what our vital small businesses need to boost employment
and get our country back on track.”

Suggested items to bring with you during the
renewal process.
Along with the renewal notices, you should bring a 2013 personal property tax receipt, proof of insurance coverage, your
USDOT number if applicable, IRS heavy road use forms,
and a form of payment. Some tag officers are also asking for
the purchase price of the vehicle. Also you should call ahead
and schedule an appointment.

NLBMDA will continue to advance pro-growth policies
that will strengthen small businesses and protect the many
multi-generational family-owned businesses in the industry.
The association’s agenda includes the industry’s positions on:
housing and construction policy; tax and economic policy;
legal reform and consumer protection; workforce policy; the
environment, health and safety; product supply and trade;
energy policy; transportation policy; and highway safety.

For more information:
Contact the Commercial Motor Carrier Office in Topeka at
(785) 296-6541.

NLBMDA’s 2014 National Policy Agenda will be distributed
to members of Congress and key administration officials and
will be used by NLBMDA members when they visit their
members of Congress during the NLBMDA Spring Meeting
and Legislative Conference.

Application must be returned by April 15, 2014

Scholarship Program Just Around the Corner
One of the most popular programs MLA provides is the annual scholarship awards to members,
employees and their children. Each state has different criteria for earning these $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 our website at www.TheMLA.com. Contact Robert Uhler at the MLA office for more information.
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Education Opportunity

March 26 - Kansas City, Mo.

2014 Estimating Workshop
Estimating Class
101
• Estimation as a tool
to make a sale
• Different types of estimates
• Basic estimation calculations
• Using an architectural scale
• Basic blueprint reading
• Understanding elevations, floor plans, details and
symbols
• Estimating formats and formulas
• Key measurements
• Estimating small projects (decks and garages)

MLA will be conducting an Estimating and Residential
Material Takeoff Workshop, March 26, at the MLA office in
Kansas City, Mo.
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 or 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 call will use residential, small commercial and
agricultural plan sets as examples and projects.

Who Should Attend
Sales staff, management personnel, or anyone involved
in reading blueprints. It is especially useful to those
with minimal skills in reading blueprints.

YOU WORK HARD...

Registration Fees
Members: $125 for one person
		
$105 each for two or more from same
		
company
Nonmembers: $495 for first person
			
$475 for each additional staff from
			
same company
Fees include lunch, breaks and handout materials
Don’t delay - $50 surcharge added after March 19.
Registration form on page 9 of this newsletter.

SO DO OUR TRUCKS

No matter your line of work, the Freightliner
is the truck of choice. For everything from
delivery and pick-up, to utility and towing,
if you want flexibility and maneuverability,
look no further than Freightliner.
Come and get one at Westfall!
WESTFALL
FREIGHTLINER

3915 NE Randolph Rd.
Kansas City, MO 64161
www.westfallgmc.com
816-455-7262

Your KC Truck Headquarters Since 1951
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Federal Tax Proposal

Mortgage Interest Deduction Targeted in Tax
Reform Proposals By Ben Gann, NLBMDA
Chairs of the House and Senate tax writing committees have
spent over a year examining ways to reform the current tax
code. As the push for reform continues, some in Congress
are seriously considering modifying the mortgage deduction
as part of an overhaul of the tax code. For his part, President
Obama has proposed lowering the corporate income tax
rate, but remains noncommittal to reforming the entire tax
code.

Need to Preserve the Mortgage Interest
Deduction

As part of his budget for Fiscal Year 2014, President Obama
proposed cutting the corporate income tax rate from 35
percent to 28 percent. Reducing corporate tax rates to 28
percent could be achieved if all credits and deductions were
eliminated. However, to reach the 25 percent rate preferred
by Rep. Dave Camp (R-MI), Chair of the House Committee on Ways & Means, the mortgage interest deduction
would likely have to be reduced or eliminated.

Seventy percent of home owners with a mortgage claim
the mortgage interest deduction in a given year, and almost
all home owners benefit from the deduction at some point
during their homeownership lifecycle. Under the deduction,
those in the middle class and younger households benefit
the most. Nearly two-thirds of the benefits of the mortgage
interest deduction are claimed by those earning less than
$200,000. Yet these same taxpayers pay only 43 percent of all
income taxes.

The mortgage interest deduction has been part of the tax
code since its inception in 1913 and is the cornerstone of
American housing policy. Current law allows homeowners
to deduct interest on mortgage loans up to $1 million and interest on home equity loans up to $100,000. These amounts
have remained the same since 1987.

There has not been a major overhaul of the tax code since
1986, and the acrimony on Capitol Hill between Democrats and Republicans has left some observers skeptical that
an agreement can be reached. In addition, neither House
Speaker John Boehner (R-OH), nor Majority Leader Harry
Reid (D-NV) have come out in support of any plan that
would eliminate tax deductions or clean up the code.

According to Internal Revenue Service, the largest deduction
amounts are for those aged 35 to 45; and as a share of household income, the largest amounts are for those aged 18 to 35.
Moreover, the vast majority of homeowners benefit from the
mortgage interest deduction; since 2000, 86 percent of all the
mortgage interest paid has been claimed on a tax return as an
itemized deduction.

Recent Developments Have Slowed
Reform Efforts

Current home owners made purchases with the expectation
that they would be able to use the mortgage interest deduction, and prospective home buyers anticipate taking the
deduction when contemplating a purchase. Eliminating or
reducing the deduction would be devastating for home owners, the housing market and the nation’s economy. After-tax
housing costs would increase, and demand for housing would
decrease. In turn, reduced demand would depress home
prices, producing a sizable loss for existing home owners.

Last summer, Rep. Camp and Sen. Max Baucus (D-MT),
Chair of the Senate Committee on Finance, toured the
country to hear concerns from business and to convince
them on the need to reform the tax code.
Rep. Camp was unsuccessful in meeting his goal of having
tax reform legislation introduced and approved by the Ways
& Means Committee by the end of 2013. In addition, Rep.
Camp will retire at the end of this Congress, and House
Republican Leadership has lost some enthusiasm for tax
reform, placing House tax reform efforts in doubt.

Americans overwhelmingly oppose any action by Congress to
tamper with the deduction, which has been a cornerstone of
American housing policy since the inception of the tax code
almost 100 years ago and supports the aspirations of families
at all income levels to become home owners.

Complicating matters further for tax reform proponents, in
December, Sen. Baucus, who has released discussion drafts
overhauling the corporate tax code and energy tax incentives, was nominated by President Obama in December to
become Ambassador to China. His likely replacement as
Finance Committee chair, Sen. Ron Wyden (D-OR), has his
own ideas for tax reform that differ from Baucus.
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NLBMDA opposes any proposal reducing or eliminating the
mortgage interest deduction as part of comprehensive tax
reform, and we will continue our outreach on Capitol Hill to
preserve its place in the tax code.

Jobs for Vets

American Jobs for America’s Heroes Campaign
The National Guard and other military branches are laying
off soldiers at all ranks because of downsizing. The Army
National Guard is likely to reduce between 15,000 and
35,000. The U.S. Army may lose 80,000 or more. There will
be thousands more veterans looking for jobs in addition to
those veterans currently looking.

You can watch a five-minute video about the campaign www.CenterForAmerica.org/video.html
and then visit the website at www.CenterForAmerica.org to
register online in five minutes. A campaign counselor will
contact you to set up your posting and answer questions.
All services are free. More than 1,000 employers are already
participating.

In 2013, almost 50,000 U.S. veterans of combat in Afghanistan and Iraq were homeless or in a federal program
to provide housing during 2013, three times the number in
2011, according to the Department of Veterans Affairs. They
and their families need jobs!

Questions? Contact: Steve Nowlan, Center for America,
201-513-0379 or SNowlan@CenterForAmerica.org.
Commercial Motor Vehicles - cont.

Hiring National Guard members and other veterans creates real benefits for your company, your community and
veterans and their families. The nonprofit American Jobs for
America’s Heroes (AJAH) campaign gives you free, direct
access to highly trained National Guard members and other
vets who are transitioning to civilian jobs.

Fee Table for Kansas Commercial
Vehicles - cont. from page 4

“Guard members bring tremendous skills and teamwork
values to the workplace – they’ve had years of training at
government expense in areas that are very relevant to civilian employment,” said Steve Nowlan, campaign director.
“Guard members are committed to continuous evaluation and self-improvement so they naturally fit into highperformance organizations and get the job done right,” he
continued.
The Guard trains in 107 occupational specialties. Most
members have put this training to work in high stress situations ranging from disaster relief to combat situations. They
are disciplined, reliable and drug free. Guard members are
focused on continuous learning and improvement so they
excel in advanced job training.
Watch this short video featuring veterans on the success
Phillips 66 has had in military hiring:
http://www.CenterForAmerica.org/pledge/ng/ajah_Phillips66_military.html
In the AJAH campaign, your free job postings flow directly
to National Guard and other military employment counselors in the states who work one-on-one with candidates
to match them to your job requirements. These counselors
help you understand how military training and experience
translates to your civilian requirements.
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Deadline to Register: Friday, March 21, 2014
After March 19, $50 per person late fee applies.
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HR News

Federated Insurance Helps You Manage
Employment-Related Risks
Every employer, no matter what size, is required to manage
human resource issues, government regulations, and employment law changes. Any size business can be vulnerable
to employment-related litigation. Employee termination,
harassment, or discrimination; improper documentation
processes; and a multitude of other situations can expose
your organization to potential risk of a lawsuit.

Clients who carry
EmploymentRelated Practices
Liability (ERPL)
coverage through
Federated also receive:
• Unlimited access to independent employment law
		 attorneys

Now, Federated Insurance has enhanced resources available
for clients to help them address just these types of situations.
Federated is pleased to introduce the new Federated
Employment Practices NetworkSM (FEPN).

For more information, go to Federated’s website,
www.federatedinsurance.com. Your Federated Marketing
Representative is also well prepared to discuss these new
resources with you.

Through FEPN, all clients can access:
• an employee handbook builder tool
• online supervisor and employee training
• sample forms and policies
• labor posters
• monthly HR updates on frequently asked questions

The TIP

The rest of the market

The TIP = Call your Association for true transparent Cost Pass-Through Credit Card Program. The rest of the market = tends to quote their lowest
rate then hide most of there higher fees “under water” on their quotes and leave members sinking when their bill sails in…
Don’t be fooled by what you “Sea & Hear”… Ask them to show you the facts on their statement “as quoted.”

Then call your Association Advisor, Sam Nardi @ 847-219-6711 for a comparison.
(TriSource Solutions LLC is a registered MSP/ISO for Merrick Bank Corp., Woodbury, NY 11797)
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“The Building Materials Operations Comparison Program helps us to improve productivity by establishing goals and objectives from
benchmarks set by our peers. It’s an invaluable tool that helps us keep score on how well we’re performing, and identifying areas
where we need to improve.” – North Carolina Dealer


Compare your business with similarly sized
dealers throughout the United States!
Web-based program with easy data entry. Definitions
provided for categories so that analysis provides
“apples to apples” comparisons.
System auto-computes many numbers and highlights
potential errors to prevent typographical errors from
ruining your analysis.
Created and managed by regional Lumber and Building
Material associations you trust. Your data is safe,
secure and confidential.

Combines cost studies and salary surveys into one
program.
Ability to store your data from year to year, allowing you
to see how you have improved (or not) over time.
A secure environment that conforms to the high SSL
standards required for e-commerce. Passwords are
encrypted and information is stored on a server that is
ISO9001 compliant.
More than 90 charts and graphs, many with industry
benchmarks and tags showing which way you want
your data to be trending.


Complete this form and submit it with your payment.
You will be sent a username and password, along with a
web address.
Go to the web address, enter your username and
password, and view a tutorial or simply begin entering data.
If you’d prefer to delegate the data entry to someone else in
your company, you can create a user name and password

for them, and determine how much or little they can do once
As you enter data, you can do it all at once or save some
and come back later. All data must be entered by
Wednesday, April 30, 2014.
After April 30, 2014, log back into the system to view or
print your charts showing how your company compares to
national and regional averages.


Name _____________________________________________________________________
Address ___________________________________________________________________
City ___________________________________ ST ________ Zip code ______________
Phone (__________)_______________________________

Fax (___________)_______________________________

e-mail ___________________________________________________________________________________
Invoice

Check #______________ VISA

MC

AMEX

Card #________________________________________________________________ Expiration Date ______/______
Security code _________ (4 digits front of AMEX/3 digits back of VISA/MC)
Name on card _____________________________________________________________________________________
Please fax your completed form to 816-561-1249 or mail to: MLA  PO Box 419264  Kansas City, MO 64141-6264
Questions? Call 800-747-6529
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Sales and Gross Margin Tips

Improve Your Company’s Sales Performance
By Bill Lee, BillLeeOnline.com

One of the biggest mistakes I see owners and managers make
is failing to proactively coach their salespeople. What I mean
by this is the tendency in our industry for managers to pay
their salespeople on the basis of a commission on sales or
gross profit and then convince themselves that the salesperson’s desire for more and more commission income makes
proactive coaching unnecessary.
Nothing could be further from the truth. Even a company’s
top salespeople will be more productive when they are
coached. Here are some examples of how more hands-on
coaching can uncover sales opportunities salespeople often
overlook:
•

Salespeople can many times achieve their sales goals by 		
focusing their strengths on their best customers. This
tendency often causes the salespeople to neglect
to search for areas of potential improvement.

•

One of the best examples is failing to sell a large
customer the full product line the company carries in
stock. When, as an example, a salesperson is selling
$1 million in framing, but missing out on the
customer’s millwork, truss or roofing business, a big
opportunity is being neglected.

•

It’s easy to allow a salesperson’s total volume to lull
management to sleep.

•

Better: Set dollar-figure goals for each salesperson
by major product category and hold them
accountable for achieving the goal.

•

Another mistake I observe is leaving the selection of
prospects to the salespeople.

•

Better: Assign creditworthy prospective customers to
each salesperson based in part on the chemistry
between the salesperson and the customer and then
hold the salespeople accountable for bringing in
new business.

•

Make joint sales calls with salespeople to make sure they
are focusing on new sales opportunities on each sales
call.

•

Two heads are better than one! Immediately following
each joint sales call, find a safe place to park or sit down
in a coffee shop and discuss the sales call and brainstorm
how the sales call may have been handled differently
to produce more effective results.

One hundred percent of highly successful professional
athletes employ a coach to help them improve their
performance. A good coach is a vital part of every sales
team, as well.
For more information on Bill Lee’s sales and management
seminars, telephone Bill at 864-303-8366 or send Bill an
email to: BLEE3PARIS@AOL.COM.
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For many dealers, managing a contractor credit program often feels like a chore – and can be neglected, expensive and
stressful. This webinar will teach attendees how to create smarter credit departments that translate into stronger cash
flow, great relationships with customers and peace of mind for the owners.
Attendees Will Learn:
• Credit screening – what to look for beyond Intelliscore.
• How to calculate your true costs of an in-house credit program.
• Collections made easy – the art and science of getting paid by those who are more
than a little delinquent.
• Identifying customers that are getting in trouble before they hurt you.
• Knowing when big customers are unprofitable ones.
• When it makes sense to outsource credit services.
Information About Our Presenter:
Scott Simpson is the CEO and President of BlueTarp Financial, a financial services company that manages the trade credit
programs of over 2,000 leading building supply dealers. BlueTarp provides dealers with predictable, faster cash flow,
protection from credit risk, and professional online tools that help contractors manage their back-office. His role with
BlueTarp gives Scott a unique perspective on common mistakes and best practices for managing credit programs within
the construction industry.
Scott is an expert in financial services and credit and has spent the majority of his career helping mid-sized businesses
grow. As an author, Scott has written articles featured in a number of construction industry publications that serve
dealers, including ProSales Magazine, Lumber Co-operator, Merchant Magazine and Building Products Digest.
Scott holds an MBA from the Tuck School of Business at Dartmouth and a BA from The College of William and Mary.

Yes, I would like to register for this webinar.

Cost: $50 per webinar attendee

Company Name: ______________________________________________________________
Registrant’s Name: _________________________________________________________________________________
Registrant’s Email: ___________________________________________________________________________________
Payment Methods:

Invoice

Check # ______________

VISA MC AMEX

Card #___________________________________________________ Exp. Date_____/_____

Sec. Code ___________

Cardholder’s Signature ______________________________________________________________________________
Please Note: Once your registration has been received and processed, you will receive a confirmation email with webinar
instructions.
*If registering more than one employee, please make copies of this form.
Once completed, please email this form to oholcombe@TheMLA.com or fax to 816-561-1249.
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MLA BOARD OF DIRECTORS – 2013-2014
President
Greg Smith
E.C. Barton Co.
2929 Browns Ln.
PO Box 16360
Jonesboro, AR 72403
870-336-6068
Fax: 870-336-6002
greg.smith@ecbarton.com

NLBMDA Delegate
Alan Clark
Clarks Building & Decorating
419 Westinghouse Dr.
Hot Springs, AR 71901
501-262-2262
Fax: 501-262-5129
clarksbuilding@yahoo.com

1st Vice President
Dan Prendergast
Moscow Mills Lumber Co.
250 Main St.
PO Box 58
Moscow Mills, MO 63362
636-366-4221
Fax: 636-366-4633
danp@moscowmillslumber.net

Secretary/Treasurer
Hatch McCray
McCray Lumber & Millwork
3200 McCormick Rd.
Kansas City, KS 66115
913-321-8840
Fax: 913-321-8031
hmccray@mccraymillwork.com

2rd Vice President
Jim Bishop
Vesta Lee Lumber Co.
2300 S. 138th St.
PO Box 392
Bonner Springs, KS 66012
913-422-1075
Fax: 913-422-1077
ksujim@aol.com
3rd Vice President
Ed Page
Bowling Green Lumber Co.
700 W. Champ Clark Dr.
Bowling Green, MO 63334
573-324-5400
Fax: 573-324-3524
epage@bglbm.com
Immediate Past President
Kevin Rasure
Rasure Lumber Do it Center
605 Caldwell St.
PO Box 418
Goodland, KS 67735
785-899-7149
Fax: 785-890-2077
rkrasure@yahoo.com

Missouri/Arkansas Director
Landon Garner
Garner Building Supply
125 E. Locust St.
Rogers, AR 72756
479-636-4151
Fax: 479-636-4203
landon.garner@garnerbuildingsupply.com

State Committee Rep - MO
Adam Hendrix
Chic Lumber & Hardware
2625 E. Terra Ln.
PO Box 490
St. Peters, MO 63376
636-441-4200
Fax: 636-970-3716
adam.hendrix@chiclumber.com
State Cmte Chairman - OK
Gary Smith
Smith & Sons Bldg. Center, Inc.
114 SE 2nd St.
PO Box 156
Anadarko, OK 73005-0156
405-247-3501
Fax: 405-247-7423
gsmith2604@sbcglobal.net
Associate Director
Brandon Alles
Roberts & Dybdahl, Inc.
16740 Conestoga St.
New Century, KS 66031
913-780-4930
Fax: 913-780-4365
balles@robertsdybdahl.com

Kansas/Oklahoma Director
Patrick Goebel
Star Lumber & Supply Co., Inc.
325 S. West St., P.O. Box 7712
Wichita, KS 67277-7712
316-942-2221
Fax: 316-941-0136
pgoebel@starlumber.com

Associate Director
Mark Borchers
Great Southern Wood Preserving
22821 Ashford Ct.
Blue Springs, MO 64015
816-224-2415
Fax: 816-224-0456
mborchers@gswp.net

State Committee Chairman - KS
Chris Cleaver
Cleaver Farm & Home
2103 S. Santa Fe Ave.
Chanute, KS 66720
620-431-6070
Fax: 888-552-0075
chris@cleaverfarm.com

Associate Director
Guy McGillivray
Forest Products Supply Co.
701 S Spencer Rd.
Newton, KS 67114
316-284-6700
Fax: 316-283-8683
gmcgillivray@fp-supply.com

MLA is seeking an active member from Arkansas who would be
willing to serve as Arkansas State Committee Chairman.
Contact Olivia Holcombe at 800-747-6529 to learn more.
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Dealers Gather in Little Rock for Arkansas Winter
Meeting
A group of Arkansas dealers met in Little Rock at the State Capitol for
a legislative update hosted by Senator Alan Clark, Clarks Building and
Decorating Center - Hot Springs, Ark. Along with a very informative
update on the Arkansas legislative session, Senator Clark updated the
group on several very timely issues they are working on at the state
house.
Robert Uhler, MLA Regional Manager, also updated the group on the
many programs that the association has been working on this past year,
and the future goals of the association. Contact Robert at the association office for a complete recap of the meeting. We are planning to
meet in March for another legislative update.
Watch your mailbox for more information on the Arkansas Lumbermens State Committee and the next meeting dates. Future dates
include Estimating Training Class 101 in El Dorado, hosted by Ken’s
Discount Building Materials, and a Forklift Training and Driver Certification Course in Glenwood, hosted by John Plyler Home Center.
In Little Rock, we plan to hold a Building Code and Green Building
Update meeting and future legislative update meetings.

Senator Alan Clark (left) presented Jane and Woodie Acord
with a Senate Citation of Appreciation for their tireless
dedication to improving Arkansas and the lumber industry.

Special Thanks To These Sponsors That Support
All Association Programs
Federated Insurance
Blish-Mize
Great Southern Wood Preserving
Tax Favored Benefits
Westfall GMC Truck
Patronize the companies that support
your industry!

