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Upcoming Events
Kansas Sunflower Shootout
June 12, 2015
Tennessee Mill Tour
October 4-9, 2015
ProDealer Industry Summit Colorado Springs, Colorado
October 27-29, 2015
Fall Fling Branson, Missouri
November 5-6, 2015
Please note: All events are open to
members and their employees. If you
cannot attend, please send another
company representative.

Mid-America Lumbermens Association
P.O. Box 419264 • Kansas City, MO 64141-6264
816-561-5323 • Toll Free: 800-747-6529
www.TheMLA.com • Fax: 816-561-1249
The information in this newsletter is provided without
any representations or warranties, express or implied. We
make no representations or warranties in relation to any
legal information. You must not rely on the information
in this newsletter as an alternative to legal advice from
your lawyer or other professional legal services provider.
If you have any specific questions about any legal matter
you should consult your lawyer or other professional
legal services provider.

Second Quarter 2015

Mid-America Lumbermens
Association Endorses BlueTarp
BlueTarp Brings Enhanced Credit Program to
Association Members
BlueTarp, the leading professional credit management company in the
building supply industry, announces it has partnered with the MidAmerica Lumbermens Association (MLA) as the preferred credit solution
for its members.
As part of the partnership, BlueTarp and MLA will provide educational
programs and co-marketing efforts to bring the enhanced credit solution
to MLA members. BlueTarp is exclusive to the building supply industry
and brings deep expertise to the partnership.
“We are extremely pleased to provide this special financing to MLA
members at a time when the availability of bank and more traditional
forms of financing have become limited for many projects,” says MLA
Endorsement Committee Chairman Harold Baalmann. “BlueTarp is the
leader in this area, and is providing the exact type of benefit members
have a right to expect from their trade association.”
BlueTarp’s professional credit services help dealers grow their sales,
improve their cash flow, and protect them from risk. Dealers partnering
with BlueTarp can offer extended terms and up to $1M credit lines to
win new business without concern about worsening their cash flow.  
BlueTarp funds the dealer upfront for all transactions and holds the risk
if contractors don’t pay.
“Partnering with MLA is a great fit,” said Scott Simpson, president and
CEO of BlueTarp. “We value their strong commitment in the LBM
industry and their close-knit relationships. We’re excited to work with
them to bring BlueTarp to their members.”
For more information about BlueTarp, visit bluetarp.com
About BlueTarp Financial

BlueTarp Financial partners with thousands of building supply dealers across
the United States to grow and protect their business by professionally managing
their credit program. Headquartered in Portland, Maine, BlueTarp helps dealers
grow their sales, improve cashflow, and reduce risk.

Across State Lines - Missouri

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

Big Hitter Sponsors

Championship Sponsors

Blish-Mize Co.
Dealers Choice Distribution
Great Southern Wood Preserving (Yellawood)
Hawkeye Building Distributors
Klauer Manufacturing Co.
Orgill, Inc.
Tax Favored Benefits
Warrior Building Products

Federated Insurance
Mid-Am Building Supply
Schutte Lumber Company
Simpson Strong-Tie
Westfall GMC (Hole-in-One Sponsor)

Congratulations to the Winners
Fishing Tournament

Big Bass - 3lbs. 14 oz. - Kent Slaughter, Federated Insurance
1st Place Stringer - 9lbs. 14oz - Kent Slaughter, Federated
2nd Place Stringer - 8lbs. 4oz. - Mike Noser, Dealers Choice
3rd Place Stringer - 8lbs - Dan Prendergast, Moscow Mill
			
Lumber, MLA President

Trap Shooting Event

Clete Burkemper - Moscow Mills Lumber - Hitting 42
out of 50 targets
Darin Kent - Federated Insurance - Won most improved
between rounds 1 & 2 (for the 3rd year in a row)

Big Bass Winner - Kent
Slaughter, Federated
Insurance Co.

2nd place Stringer - Mike
Noser, Dealers Choice
Distribution

3rd place Stringer - Dan
Prendergast, MLA
President

Kirk Shadduck and Tom
Dixon cooking for the
group.

Golf Tournament

First Place A Flight - 54 - Jeff Knaebel, Tim Elliott, Chris
Oliver, Doyle Wiskur
Second Place A Flight - 61 - Lowell Littrell, Mike Littrell,
Steve Truesdall, Ron Bredehoeft
First Place B Flight - 66 - Dan Prendergast, Clete
Burkemper, Mark Huening, Brian Heinsz
Second Place B Flight - 67 - Mick Wood, Larry Strader,
Bill Male, Dan Wichern

Hole Prizes

Closest Dealer to the Pin - Brett Thorne
Longest Putt - Braxton Weaver
Closest to the Pin - Michael Fuhrman
Bullseye Hole - Brad Hazelwonder, PJ VanVactor
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Across State Lines - Missouri - cont.

Alan Lunsford’s Birthday
1st Place - A Flight in Golf Tournament
Chairman David Schnettgoecke presented awards.

Trap Shooting Group

2nd Place - A Flight in Golf Tournament

1st Place - B Flight in Golf Tournament

2nd Place - B Flight in Golf Tournament
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Dealer Roundtables

Roundtables Forming

A

roundtable group for Women in Lumber Leadership
is forming now to begin meeting in September. We
think this will be a unique opportunity for women in
this male-dominated industry. One of our sister associations
is launching the group, but since they don’t have enough
women in their four states to make this work, they are opening it to associations outside their area. Age doesn’t matter.
Gender and active work in the building material industry are
the only qualifications.

If you have interest in participating in such a group, please
call Olivia at 800-747-6529, and we’ll pass along your information to those taking care of the details. Ultimately, we’d
love to have 20 or so women participate. We can make it
work with anywhere from 15-25.

Openings in Large-Dealer Roundtable

There are a couple of openings in a large-dealer roundtable.
This is already a national group with dealers from around the
country. This one focuses on dealers with more than $20 million in sales (ideally a lot more) and with some retail focus.
You don’t have to get a majority of your revenue from retail,
but this is a group where everyone has a significant showroom so the issues are different from companies with only a
pro focus.

Participates will be asked to commit to meeting twice per
year for three years. Our tentative meeting pattern is to
gather on Tuesday evening, meet all day Wednesday/Thursday, and head home Friday afternoon. Note that this is not a
roundtable focused on financials or specific industry issues.
While it will be specific to our industry, this is not the place
to come to learn about purchasing, credit, or the difference
between OSB and plywood. It’s about leadership, career
development, managing people and other issues.

Finally, MLA has had an active roundtable in our territory
for several years. We are actively seeking dealers who may
be interested in joining a group. We make sure there are no
competitive issues among members. If territories cross, then
we’ll find another suitable group for you.

All from the Same

We cannot overstress the value of participating in groups of
this type. You’ll learn and improve on a personal and professional level and there are obvious benefits to your business.
Eight to 10 non-competing lumber dealers get together
twice a year to discuss ways to improve their business. There
are many topics that are addressed. Typically, the owner of
the business and one of his key people attend each meeting.
Please don’t hesitate to contact either Robert or Olivia at your
MLA (800-747-6529) to discuss your interest in roundtable
participation.

FAMILY TREE

Updates on the Website
Keep updated on industry
issues by going to our
website – www.TheMLA.com.
The MLA staff keeps all of the
updates posted and current for
events and issues.
Important information is available in the members-only
section. Contact MLA for your username and
password – available to all members.

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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Across State Lines - Kansas

27th Annual Sunflower Shootout
June 12 at Turkey Creek Golf Course, McPherson, Kan.

The Kansas Lumbermens State Committee and MLA invite all Kansas lumber dealers and industry suppliers to join them for
the 27th Annual Sunflower Shoot-Out golf tournament at Turkey Creek Golf Course in McPherson, Kansas. Proceeds from
the event will benefit the Kansas Lumbermens Scholarship Fund.

Event Schedule

7:00 a.m. - Registration
7:45 a.m. - Neal Denno Memorial Long-Drive Contest
8:30 a.m. - Shotgun Start
1:30 p.m. - Awards luncheon

Fees include: Golf, drinks, food, prizes, and a good time. Over $1,000 in prizes and giveaways.
Cash will be paid for 1st place in each flight.
2015 GMC Pick-Up will be awarded to the First Hole-In-One on Hole #6 - Donated by Westfall GMC.

Hotel Information

If you need to stay when you are in town, we have a “group rate” on rooms at the Best Western Holiday Manor, 2211 East
Kansas Ave., McPherson, KS 67460 - (620) 241-5343. Please use promo code “MLA” when making your reservation at the
group rate of $99.
A registration form is on page 13.

Register Now for ProDealer Industry Summit
Oct. 28-30, 2015
Colorado Springs, Colorado

The ProDealer Industry Summit will be held at the
Broadmoor Hotel in Colorado Springs, Colorado with top
LBM leaders, manufacturers, and industry experts from
across the country who are ready to address the tough lumber
and building material market.
The ProDealer Industry Summit is an exclusive three-day
educational and networking forum designed to promote the
growth of lumber and building product dealers, distributors,
wholesalers, and the manufacturers who supply them. LBM
dealers will benefit from sharing insights and best practices
with leaders in the industry in a relaxed three-day format that
encourages networking and personal interaction.
For more information please contact NLBMDA at membersupport@dealer.org or call 202-367-2394.
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Employment Law

Employment of Minors: Complying with the
Federal Child Labor Laws

By John M. Neyens, Esq., of the law firm Seigfreid Bingham, P.C.
As all employers should know, the federal government places
restrictions on the types of work that can be performed by
minors. What most employers do not know, however, is
that very different standards apply depending on the particular age of the minor employees. The applicable laws set
specific limits on the hours, days and conditions of employment for children in certain age groups.

cashiering, sales, packing and shelving
goods; errand and delivery work by foot,
bicycle or public transportation; and janitorial and cleaning work. Also, these employees can only work outside school hours and
between the hours of 7:00 a.m. and 7:00
p.m., except during the summer (June 1
through Labor Day) when they are permitted to work until 9:00 p.m. They can work no more than
three hours per day and no more than 18 hours per week
when school is in session, and no more than eight hours per
day nor more than 40 hours per week when school is not in
session.

Employers covered by the federal Fair Labor Standards Act
(“FLSA”) are permitted to hire employees who are 14 and
15 years of age to work only in occupations considered nonhazardous. Specifically, they are prohibited from performing duties such as: manufacturing; loading or warehousing;
construction; maintenance, repair or operation of industrial
machines, motor vehicles and any hoisting apparatus (such
as a forklift); and operating power-driven mowers or cutters.
Essentially, the only jobs that employees under 16 years old
could do at a dealership include: office and clerical work;

The FLSA places fewer restrictions on the employment of
16- and 17-year-old employees. There are no restrictions on
the employment of these teenagers regarding hours, days or
seasons in which they are employed, and they are permitted to do some potentially dangerous work that 14- and
15-year-old employees cannot do. The FLSA does, however,
prohibit the employment of 16- and 17-year-old employees in certain occupations considered to be “particularly
hazardous.” Such work includes: operation of a powerdriven hoisting apparatus, such as a forklift, crane or hoist;
operation of power-driven woodworking or metalworking
machines; and operation of circular saws, bandsaws and
guillotine shears.

YOU WORK HARD...

Because operating automobiles and trucks on public roads
is also considered to be a hazardous occupation, employees
under the age of 17 may not drive on public roadways as
part of their job unless such driving is only occasional and
incidental to their employment, and all of the following
conditions are met: they must hold a valid drivers license
and have no record of any moving violations at the time
of hire; the driving must be limited to daylight hours; they
must be required to wear seat belts; and the automobile or
truck cannot weigh more than 6,000 pounds. Further, the
driving cannot involve: towing vehicles; route deliveries or
route sales; transportation for hire of property, goods, or passengers; urgent, time-sensitive deliveries; transporting more
than three passengers; driving beyond a 30-mile radius from
their place of employment; or more than two trips away
from the workplace on any single day to deliver the employer’s goods to a customer or to transport passengers.

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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NLBMDA-Led Coalition Tells
House Judiciary Committee
to Support ISFA

Employment Law - cont.

The FLSA makes a limited exception for the children of a
dealer. Where a parent employs his or her own child, the
minimum age requirements do not apply. However, such
minor children are still not permitted to perform any services considered “particularly hazardous.” Therefore, even a
dealer’s child would not be permitted to operate dangerous
equipment. Also, this exception applies only to children of
the dealers (owners) themselves, not to the children of any
lumberyard employees. The consequences of violating the
child labor requirements of the FLSA can be very harsh. A
dealer who employs minors in violation of the restrictions
described above is subject to a federal civil penalty of up
to $11,000 for each employee who was the subject of the
violation. Also, failure to preserve the appropriate records
concerning proof of each minor employee’s age can result in
a substantial fine. Finally, please keep in mind that various
states may have child labor laws that are even more stringent
than the requirements and restrictions of the FLSA. If you
employ anyone under the age of 18 at your lumberyard, it
would be advisable to seek guidance from the Department
of Labor or from legal counsel regarding your obligations.

On April 23, NLBMDA and 15 other organizations sent
a letter to Rep. Bob Goodlatte (R-VA), Chairman of the
House Judiciary Committee, and Rep. John Conyers (DMI), Ranking Member of the House Judiciary Committee,
in support of the Innocent Sellers Fairness Act (H.R. 1199).
The legislation is a top priority for NLBMDA and would reduce the instances where retailers must be subject to product
liability lawsuits.
The legislation now has 10 cosponsors having recently added
Reps. John Kline (R-MN) and Elise Stefanik (R-NY).
NLBMDA members are encouraged to keep building support for the bill by contacting your representative through
our Legislative Action Center, at www.dealer.org.

This article is intended to provide general recommendations. It is not intended to
include all steps or processes necessary to adequately protect you, your business
or your customers. You should always consult your personal attorney for advice
unique to you and your business.

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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Business News - Credit Programs

Making Credit Policies that Reduce Risk,
Encourage Growth

By Scott Simpson, CEO, BlueTarp

Many dealers have in-house credit programs, but not all
have formal credit policies to support them, which can leave
you open to unnecessary risk. Here are five steps you can
take with your credit program to turn a potential weakness
into a competitive advantage that protects and bolsters your
bottom line.

With a clear understanding of your thresholds and the maximum credit exposure your company can withstand, you’ve
got a good framework for setting your limits.

2. Develop Clear Qualification Criteria

Develop clear criteria for how you evaluate a customer’s
credit worthiness. Some basic elements you should consider
include:

1. Set Explicit Credit Limits

Setting credit limits is an essential part of mitigating lending risk. If you haven’t set clear credit limits, then you really
don’t have any. This fluid approach to credit can leave you
vulnerable to taking on unnecessary risks. The following
questions can help you determine just what your credit
limits should be:
• What credit line makes you nervous?
• How much are you willing to lose?
• What’s the maximum loss your business can handle?

Credit minimums: What is the minimum requirement for
you to approve credit for a new customer? Best-practices
include:
• 3+ years in business
• No outstanding delinquencies of 90+ days
• FICO score >685
Contractors who don’t meet your credit minimums should
be designated as cash or credit card customers until they’re
able to meet your requirements.
References: Ask for, and check, bank and trade references as
part of every credit application regardless of the size of the
company or the requested limit.
Financials: For new customers requesting large credit lines,
ask for the company’s financials, a copy of their bank statement or a letter of credit from their bank.
Contracts: When a customer asks for a bigger line to cover
a job, ask for a copy of the payment bond or homeowner
contract to get a better idea of how much credit is needed
and what the contractor’s payment schedule may be.
Deposits: Consider asking for a deposit if you have to
special order materials or the order amount exceeds the
customer’s credit limit.

Specializing in
Profit Sharing
401(k) Plans

Asset Preservation
Disability Income

3. Know When to Get Personal Guarantees

Business Continuation Planning
Retirement Income Planning
Private Money Managing

David B. Wentz

Personal guarantees are a fairly common element on dealer
credit applications. You should consider them when:
• A personal guarantee may be your only recourse, such
as with a sole proprietor where there is no formal
business to be held liable for credit defaults.
• A company doesn’t have a very solid credit history, as
an added layer of risk protection.

Bill Male

4801 W 110th Street
Overland Park, KS 66211

913-648-5526.

Continued on next page

8

Business News - Credit Programs - cont.

• You make exceptions to your credit qualifications

your business. Offer to waive fees in the future if they call
ahead of time to tell you they’ll be late. Otherwise, ask they
pay the fee as a sign of respect for how that impacts your
business.

criteria, give credit to a new customer, or increase
credit for an existing customer.

Keep in mind that a personal guarantee isn’t collateral and
only really matters if it’s a good guarantee that you’re able to
collect on if you need to.

5. Don’t “Set it and Forget it”

Having a strong credit policy is of little value if you don’t
properly execute it. Make sure your sales and credit teams
know what your credit policy is and are enforcing the same
rules. Have a clear process for if, or when, you will make
exceptions and who can make them.

4. Late Penalties Reduce Lateness

No one likes fees. They are, however, a helpful tool to encourage prompt payment or to compensate you for the costs
of incurring lateness. There are a couple of truths about fees
you should know:

Revisit your credit policy every couple of years. Changes in
the economy and your business may mean you now have
more or less cash and can change your risk tolerance. You also
want to reassess your customers periodically and adjust as
needed items like credit limits and personal guarantees based
on how a company meets your credit criteria today.

1. People know they should pay them.
2. People will pay them if you expect them to be paid.
Most contractors will pay fees without discussion. A few will
require you to ask for payment. For those who “don’t pay
fees,” you have to decide whether you waive them. If you
hold firm, explain how you expect to be paid in the same way
that they expect your deliveries to be on time. Not getting
paid on time communicates disrespect for how that impacts

A strong credit policy is a cornerstone of every successful
building material supplier’s business. Implementing these
best practices can help reduce your credit risk and make your
credit program a growth engine for your business.

Jantz Lumber Do it Center Celebrates
30th Anniversary
Well over a century of combined experience at the Jantz
Lumber Do it Center provides the McPherson community
with a wealth of knowledge and services in the lumber and
hardware business.

McPherson to work for
Lake Superior in 1964.
In 1967, Harris Lumber
bought Lake Superior
where Lester was named
manager and became
a co-owner. With the
purchase of the business
30 years ago, his experience spans 60 years, and his wife’s
experience encompasses 47 years.

Located at 200 West Euclid in McPherson, Kansas, the
business was originally established as Burkholder Lumber in
1897. Purchased by Lake Superior Lumber and then changed
to Harris Lumber, the company was purchased in 1985 by
Les and Shirley Jantz, who changed its name to Jantz Lumber
and Hardware Inc. In 1990 they remodeled and adopted the
“Do it Center” retail design program from one of its wholesale suppliers, Do it Best Corp. Jantz Lumber offers a complete line of lumber, hardware, and paint supplies for the do
it yourselfer and the contractor.
A true family endeavor, the company is owned by Les and
Shirley Jantz and numerous members of the family have
participated in its operation throughout the years. Lester has
been in the lumber business 60 years, beginning with Lake
Superior Lumber Company in 1955, where he worked for
six years. He then worked for Leidigh and Havens Lumber in Lincoln Kansas for four years, before returning to

Their son, Tony, began his career with the Harris/Jantz
companies in 1975. Tony uses his 40 years experience as
the General Manager of Jantz Lumber. His wife, Joleen, has
been with the company for 28 years, and is currently the
office manager. The elder Jantz’s other two children, Steve
(now a contractor) and Angie, as well as grandson, Levi, and
granddaughter, Danielle Chrans, all have contributed to the
company’s success. As a family, they are able to offer more
than 175 years of experience. Lester and Shirley are retired
now and come in occasionally to check on the business that
Tony and Joleen run for them.
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The Mid-America Lumbermens Association has announced that the MLA
Buyers’ Guide – the premier resource of relevant products and services for lumber
professionals—is now available on the MLA website at www.themla.com.
MLA partnered with Overland Park, Kansas-based Strategic Value Media, a leading
nationwide provider of print and digital media solutions for national, state and local
trade and membership associations, to produce the Guide. MLA is proud to provide
its members with this useful and easily accessible year-round resource.
“This comprehensive Guide offers access to a vast network of industry suppliers,”
said Olivia Holcombe, CAE, Executive Vice President of MLA. “We are very pleased
with the fine work SVM has done with this Guide, which we anticipate will now assist
industry professionals in making educated purchasing decisions throughout the year.
The response to this Guide by the industry has been nothing short of outstanding.”
The 2015 version of the Guide features updated and expanded company and product
listings in addition to other valuable information relating to the lumber industry.
The Guide provides MLA members and other industry professionals with an efficient
way to browse for goods and services. The Guide also offers lumber suppliers and
companies exceptional visibility by showcasing their products and services to a
targeted, industry-specific group.
If your company or business has not yet taken advantage of the exceptional
opportunity to highlight your products and services in the Guide, it is not too late. To
learn more about advertising your products or services in this exclusive Guide, please
email mla-advertise@svmmedia.com.
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Health Insurance News

Once More With Feeling – Are You ACA Compliant?
By Federated Insurance Company

The overwhelming flood of Patient Protection and Affordable Care Act mandates and related IRS regulations is about
to reach another deadline.

To summarize the IRS communication:
• Employers who reimburse employees – either on a
pre- or post-tax basis – for costs related to individual
health policies are subject to the excise tax for not
being ACA-compliant.
• Employers may not allow employees to deduct the
cost of their individual policy premiums from their
wages.
• The excise tax penalty applies regardless of whether
the employer is reimbursing the employee directly
or is working with a Third Party Administrator to
provide an individual health policy on a pre-tax basis.
• Employers cannot provide extra wages to employees
for the express intent of purchasing an individual
health policy unless they provide the extra wages to
all employees regardless of whether they purchase
health coverage.

Some employers have been paying for their employees’
individual health insurance policy premiums. An IRS update
(Notice 2015-17) states that this arrangement is considered
a “health plan” but is not ACA-compliant. The sponsor of
such a non-ACA-compliant health plan could face an excise
tax of $100 per employee per day.
To help employers avoid the excise tax, the IRS is offering a
grace period to give employers time to stop paying premiums for individual coverage and make their plan ACA-compliant if they wish to offer a group health plan. Businesses
found to be non-compliant after June 30, 2015, may be
subject to the applicable excise tax.

Continued on next page
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Health Insurance News - cont.

Industry News

The IRS’s intent is to enforce the law after the grace period
ends on June 30. Employers have until then to stop reimbursing for individual health premiums and enroll their
eligible employees in a compliant group health plan if they
wish to offer health coverage.

Legislation Vetoed Overturning
Ambush Election Rule
The National Lumber and Building Material Dealers Association (NLBMDA) expresses disappointment that President
Obama has vetoed a resolution passed by both the Senate
and House of Representatives invalidating the National
Labor Relations Board’s (NLRB) “Ambush Election” rule,
which would shorten the time period between filing a Union
representation petition and a Union representation election.
If the rule takes effect, the time frame for a Union election
could be reduced to as few as 14 days.

If you have been reimbursing your employees for their individual policy premiums, don’t delay bringing your health
plan into an ACA compliant plan to help avoid the related
tax penalties. Federated Insurance’s marketing representatives can help you find a group health policy suited for your
employees and advantageous to your business.
Remember, setting up an ACA-compliant group health plan
may actually have financial benefits for both you and your
employees. Giving your employees additional wages to pay
for their premiums will subject both you and them to payroll taxes, and dilutes the value of each additional dollar you
give them. Instead, employer contributions toward group
health insurance offer greater advantages for both you and
your employees.

In February 2014, the National Labor Relations Board
(NLRB) issued a new version of the Ambush Election rule.
The final rule was announced on December 15, 2014 and
took effect on April 15, 2015. The new rule is similar to the
original rule issued by the NLRB that was invalidated by
the U.S. District Court for the District of Columbia and
ultimately withdrawn by the Board.
On March 4, the Senate voted 53 to 46 to overturn the rule.
The House followed suit on March 19 voting to strike down
the rule by a vote of 232 to 186. Five organizations, including Coalition for a Democratic Workplace (CDW),
National Association of Manufacturers, National Retail
Federation, Society for Human Resource Management and
U.S. Chamber of Commerce, have filed suit in federal court
challenging the rule on the grounds that the NLRB
exceeded its statutory jurisdiction and authority, and
violated the First and Fifth Amendments to the U.S.
Constitution. NLBMDA is a member of CDW.

To find your local Federated representative, call
1-888-333-4949 or visit www.federatedinsurance.com.
Questions concerning the information contained in IRS Notice
2015-17 may be directed to the IRS at 202-317-6846. Additional
information for employers regarding the Affordable Care Act is
available at www.healthcare.gov, www.dol.gov/ebsa/healthreform,
and at www.business.usa.gov.

Join us for the 2015 Mill
Tour to Tennessee

Save the Date
Sunday,
October 4
to
Friday,
October 9

The land of legendary music
traditions, breathtaking mountain
vistas, miles of lakes and rivers
and an amazing amount of
history!

Northwestern

Lumber Association

This is a great opportunity to
learn about a variety of building
material production processes
while also seeing the sights in
the area, getting reacquainted
with old friends and meeting new
travel buddies.

Watch for details or contact Jodie at the NLA office at (800) 896-5134 or jfleck@nlassn.org for more information.
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Kansas Lumbermens State Committee – Sunflower Shootout
Friday, June 12, 2015
Sponsor Opportunities & Benefits

Registration Form
Name

 Pinnacle Sponsor - $475
• Recognition as a Pinnacle sponsor throughout
the event both verbally and with signage.
• Company name displayed on all
communications.
• On-site display of products/promotional
materials, if desired.
• Recognition in the MLA newsletter and on all
media sites.
• Includes 2 Golf and 2 Lunch registration

Company
Address
City

State

Phone

FAX

Email
Names: (Team)

 Championship Sponsor - $250
• Recognition as a sponsor throughout the event
• Company name displayed during the event.
• On-site display of products/promotional
materials, if desired.
• Recognition in the MLA newsletter and on all
media sites.
• Includes 1 Golf & 1 Lunch registration
 Drink/Lunch Sponsor - $500 (3 available)
• Company name displayed during lunch.
• On-site display of products/promotional
materials, if desired.
• Recognition in the MLA newsletter and on all
media sites.
• Includes 2 Golf and 2 Lunch registration
 Club House Sponsor - $175
• Company name displayed on all signage.
• Recognition in the MLA newsletter and on all
media sites.
 Individual – Member @ $ 85 x
Non-Member @ $ 105 x
Lunch Only @ $ 15 x
 We are unable to participate:
Please accept our contribution of

$

attendees

Cell number:

1.
2.
3.
4.
Payment Method:  Credit Card  Check
Name on card
Amount authorized $
Credit card number
Exp date:

____ Security number

Signature
Make checks payable to: Mid-America Lumbermens Association
Please complete this form & return it along with your payment to:
Mid-America Lumbermens Association
Sunflower Shootout
PO Box 419264 • Kansas City, MO 64141-6264
OR FAX with payment by credit card to: 816-561-1249

attendees
attendees

ZIP

SPONSORSHIP DEADLINE: June 5, 2015
REGISTRATION DEADLINE: June 8, 2015
For more information, please contact Robert Uhler, Mid-America
Lumbermens Association at 800-747-6529 or 913-244-4138 (cell)
ruhler@themla.com.
PROCEEDS WILL BENEFIT THE KANSAS LUMBERMENS STATE
COMMITTEE SCHOLARSHIP FUND, WHICH FUNDS SCHOLARSHIPS
FOR MEMBERS’ EMPLOYEES AND CHILDREN OF EMPLOYEES FROM
OR GOING INTO THE LUMBER INDUSTRY.

638 W. 39th St. (64111)
PO Box 419264
Kansas City, MO 64141-6264
816-561-5323 • 800-747-6529
Fax: 816-561-1249
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MLA BOARD OF DIRECTORS – 2014-2015
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

NLBMDA Delegate
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

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

1st 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

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

2nd Vice President
Chris Cleaver
Cleaver Farm & Home
2103 S. Santa Fe Ave.
Chanute, KS 66720
620-431-6070
Fax: 888-552-0075
chris@cleaverfarm.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

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

Immediate Past 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

Kansas/Oklahoma Director
Ray Mueller
Clark Lumber Do-it Center
2 S. 5th St.
Herington, KS 67449
785-258-2269
Fax: 785-258-3001
splintergolfs@yahoo.com
State Committee Chairman - KS
Matt Graham
Miltonvale Lumber & Coal Co.
28 E. Spruce – PO Box 393
Miltonvale, KS 67466
785-427-2643
mattgraham@miltonvalelumber.com

Associate Director
Terry Parker
PrimeSource Building Products
2727 E. Jean St.
Springfield, MO 65803
417-831-4188
Fax: 800-995-0615
parkerte@primesourcebp.com
Associate Director
Don Rieger
Hiab USA, Inc.
10899 Indian Head Ind. Blvd.
St. Louis, MO 63132
636-677-2980
don.rieger@hiab.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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Risk Management Tips

Is That Driver Drunk...Or Drowsy?
By Federated Insurance Company

The next time you’re driving, count the first 10 cars you
see. Nothing unusual, right? That is, until you consider that
one of those drivers might actually be asleep! Sleep driving
is quickly joining drunk and distracted driving as another
major cause of traffic fatalities. In a November 2014 report,
the AAA Foundation for Traffic Safety estimated fatal crashes
caused by drowsy drivers increased more than five percent in
the last five years. And one in 10 drivers surveyed admitted to
falling asleep while driving sometime in the last year.

• Don’t drive when tired, period.
• Get a good night’s sleep before a long drive.
• Taking medication that can cause drowsiness? Don’t
drive!
• Don’t rely on tricks to stay awake. Loud music,
caffeine, or open windows won’t work for long.
• Avoid driving during normal sleep times.
• Stay away from alcohol; even a little makes
sleepiness worse.
• At the first sign of drowsiness, find a safe place to
take a nap.
• Take a passenger to help you stay awake and watch
for signs of driver fatigue.

Accidents involving drowsy drivers can be similar to those
caused by drunk drivers. That’s because lack of sleep causes
impairments that can mimic those caused by drugs and
alcohol: hand/eye coordination, vision, reaction time, and
judgment – including over-confidence in driving ability. The
physical effects of 17 hours without sleep are the same as having a blood alcohol level of .05 percent; 20 hours is the same
as being legally drunk.

This article provided courtesy of Federated Mutual Insuance Company,
your association’s recommeded insurer.

It’s not easy to spot a tired driver. So business owners need
to explain the risks to employees, and encourage them to be
honest about their own degree of sleepiness before allowing
them to drive. Share these tips – and don’t forget to follow
them yourself.

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!
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This Wasn’t Supposed
To Happen
Attorney

Legacy

Death

Probate
Disability

Cancer
Federated Insurance is here
for you before, during,
and after a claim.
It’s Our Business to Protect Yours®
Visit www.federatedinsurance.com to
find a representative near you.

*Not licensed in the states of NH, NJ, and VT. © 2015 Federated Mutual Insurance Company

Damage
Heirs
Will

